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NEW! OETech HPX is reformulated for today’s
toughest aftermarket environments.
With faster cure times and a specially modified formula
that performs better than other urethanes on the market,
OETech HPX is enhanced from your exact specifications.
OETech HPX
1-Hour
1-Hour Drive
Away Time

OETech HPX
Primerless

X

3-Hour Drive
Away Time

X

FMVSS Approved

X

X

Short Cut-Off String

X

X

Good Decking

X

X

Low Conductive

X

X

High Viscosity

X

X

High-Modulus

X

Available in 310ml
cartridges and
600ml foilwrap

X

X

The advantage is clear. Designed to be the highest quality, modified
to produce the best results for you and your customers, OETech HPX
is the clear choice for windshield replacement.

Call 1-855-367-1180 to learn more.
www.glasssearch.com
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WE DO EVERYTHING TO MAKE
OUR PRODUCTS INVISIBLE.
The EU has some of the highest automotive quality and
safety standards in the world. For over 20 years NordGlass
– located in Poland – has been manufacturing windshields
to these standards and requirements. With the latest
technology, NordGlass products meet also the stringent
requirements of original equipment manufacturers (OEM)
in terms of materials and structure quality, technological
and optical parameters, quality testing, environmental care,
customer safety and comfort.

Best Quality

Modern
technology

Complete
Accessories

For further information: steve.skorupa@nordglass.com / 248-881-2904

Platinum Sponsor of Auto Glass Week™ 2013
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Training Keeps
Techs in Top Form
I n a dd i t io n t o s t a r t i ng
t e c h n ic ia ns o u t o n t he r ig ht
fo o t , t ra i n i ng c a n he l p t he m
ke e p u p w i t h t he l a t e s t
a d v a nc e me nt s a nd he l p
c o m p a n ie s re t a i n t he
l e a d i ng e dge.

Where Are
the Hot Spots?
AGRR™ magazine surveyed
AGRR/glassBYTEs.com™ readers
regarding everything from what
actions they have taken to stay
competitive to what
they see for the future
o f t h e i n d u s t r y.

Veer in the
Headlights
He a d l ig ht re s t o ra t io n i s p o p u l a r
fo r m of d i v e r s i f ic a t io n . L e a r n
w h a t t h re e a u t o g l a s s c o m p a n ie s
a re do i ng t o s e e t h i s he l p t he i r
b o t t o m l i ne s.

Coming to America
No rd G l a s s e nt e re d t he U . S .
ma r ke t i n 2 0 1 1 , b u t t he
c o m p a ny ’ s ro o t s re ma i n f i r m l y i n
Po l a nd. AG R R ™ ma g a z i ne e d i t o r s
re c e nt l y ma de t he t r i p o v e r s e a s
t o l e a r n mo re a b o u t t he
c o m p a ny ’ s h i s t o r y a nd i t s p l a ns
fo r t he U . S . ma r ke t .

Shine at
Auto Glass Week
Learn what is on the agenda
a t t h i s y e a r ’ s Au t o G l a s s We e k
to be held September 18-20
a t t h e Ta m p a C o n v e n t i o n
C e n t e r i n Ta m p a , F l a .
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Field of Vision

from the editor

Publisher
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Extension 111 • deb@glass.com

Editor
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Editors
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John Hollis
Extension 122 • jhollis@glass.com

Anticipation Grows
by Jenna Reed

W

HILE I’VE ATTENDED
many auto industry conferences and conventions over
the years, I’m particularly looking forward to Auto Glass Week™ 2013, and
all this event entails.
Auto Glass Week will be held at the
Tampa Convention Center in Tampa,
Fla., September 18 to 20.
Between educational seminars, networking, writing articles and making
videos and just taking it all in, I know
my days will be filled from morning to
evening. I look forward to meeting all
those I’ve been interviewing over my
six months with the company in person. As a part of my job, much of my
time is spent behind a desk, so whenever I can get out into the field and met
folks in person, I find it a true pleasure.
The keynote speakers at this year’s
event have really caught my eye. Like
many of us, I was glued to the television when the terrorist attacks occurred on September 11, 2001 and
therefore I have marked my calendar
to hear Richard Picciotto, FDNY chief
and the highest ranking firefighter to
survive the World Trade Center collapse, speak at 11 a.m. on Thursday,
September 19.
He was on the stairwell between the
sixth and seventh floors of the North
Tower when it collapsed. Picciotto is
expected to tell an outspoken account
of that day, shaking and inspiring audiences to the core.
Another keynoter that has caught
my attention is Jim Abbott, a professional baseball player and motivational speaker, who will discuss
overcoming obstacles and challenges.
He was born without a right hand and
yet went on to be an All-American
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hurler at Michigan, won the Sullivan
Award in 1987 and was a pitcher for the
Gold Medal Olympic Team in 1988. He
threw a 4-0 no-hitter for the New York
Yankees against Cleveland in 1993.
Greg Biffle, driver of the No. 16 3M
Ford Fusion for Roush Fenway Racing in
the NASCAR Sprint Cup Series, will take
center stage September 18 at 4:45 p.m.
for meet and greet. He gained national
attention when he won the Camping
World Truck Series Championship in
2000. He then went on to win the
NASCAR Nationwide Series Championship in 2002. Also making him high
ranking in my book, he and his wife
Nicole, founded the Greg Biffle Foundation for the well-being of animals in 2005.
As a big animal lover, non-profit organizations that support animal welfare are
held in a close place near my heart.
And, of course, I’m excited to witness my first Auto Glass Replacement
and Repair Competitions in person. In
my time covering the industry, I’ve
gained the utmost respect for those
working on the frontlines and I look
forward to witnessing some of the best
in action. Who will receive the gold
medals this year?
If you see me on the conference
floor, please take a moment to introduce yourself and say hi. I’m looking
forward to meeting many of you in
person. I also invite you to drop me an
email at jreed@glass.com. To learn
more about Auto Glass Week, visit
■
www.autoglassweek.com.
Jenna Reed is the editor of AGRR™
magazine/glassBYTEs.com™. Connect
with her on LinkedIn, follow her on Twitter
@agrrmagazine and like AGRR magazine on
Facebook to receive the latest updates.
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BETASEAL G-EZ Kits
A good day’s work in one box
• Everything you need in a single box – urethane, BETAPRIME ™ 5504G All-in-One
Primer and BETAPRIME ™ CLEAR SA 1-Step Glass/Frit Primer, glass cleaner,
nozzles, daubers and more
• Up to 14 windshield applications per box
• Easy-to-use – master lot number for all kit components
• Choose from BETASEAL™ 0˚ne™ or BETASEAL™ Express in cartridge or sausage
• One-hour minimum drive away at temperatures as low as 0˚F (-18˚C)
• Gun-n-Go – cold applied, no special equipment needed
Visit our booth at Auto Glass Week!
Let our experience work for you. w w w.DowA RG.com 1- 8 0 0 - 4 5 3 -3 7 79
®™ Trademark of The Dow Chemical Company (“Dow”) or an affiliated company of Dow.
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Customer Service

tips for quality service

tompkins.carl@sikacorp.com

The Little Things that Mean a Lot
b y C a r l To m p k i n s

I

REMEMBER
ATTENDING
A
conference during which guest
speaker, Tony Campolo, an author,
sociologist, pastor and former spiritual
advisor to President Bill Clinton, stated
that he was consumed by his mission
to “save the world!” Then on a particular day, his wife apparently asked, “Did
you remember that it’s your mother’s
birthday?” Oops! Tony went on to share
the critical nature of managing our
lives by excelling at the “little things,”
that often end up meaning more than
the “big things.”
Let’s start with something as small and
seemingly insignificant as the telephone:
A. Record your electronic greeting
daily. The most blatant error in excellent customer service by business
people who utilize cell phones is not
updating their greeting on a daily
basis. This is a missed opportunity
to demonstrate that you’re:
• Picking up all messages at least once
per day;
• Alive and well for the day at hand;
• Current and know what day it is;
• Willing to explain why you may not
be able to take the call; and
• Assuring each caller that you will return the call by a certain time.
Think about how you have felt when
calling the same person day after
day, never receiving a return call, but
hearing “Hello, you’ve reached the
cell phone of Bill Smith. I can’t take
your call right now but leave message and I’ll get back to you as soon
as I can.” From my own assessment,
this situation demonstrates a lack of
interest and concern for callers and
an inability to manage details.
B. Use the same greeting as you do
when picking up the call live. So, how

6
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do you answer the phone? If you start
with the greeting, “Thanks for calling
… ,” then record your greeting the very
same way, using the same words. This
demonstrates a consistent and professional level of attention to detail.
C. When stating a phone number, repeat the number at least once with a
little jingle attached.When recording
a phone number within a phone message, apply a little sing-song to it, noting that such jingles really improve a
person’s ability to restate the number
accurately. Then, following a reasonable pause, repeat the number using
the same vocal emphasis in the jingle.
D. Keep your commitments. Whatever
is promised within your recordings,
make sure it happens. If you promise to get back to the caller within a
certain period of time, which I recommend, then do so!
E. It’s never customer service until
people are involved. Recordings are
a must because in the world where
multi-tasking is the norm, we are
not always available to pick up the
phone. Consider your phone message greetings as a courtesy to earn
a little time by the caller, but never a
crutch to excuse returning calls. Return all calls as soon as possible.
F. Reference others if you’re going to
be away an extended period. If
you’re going to be away from your
phone for more than a full day, or
unavailable to return calls over extended periods of time, be sure to
record this fact and add in the name
of a person, their role and their
phone number for emergency contact. There can be the situation
where a customer requires immediate attention and cannot wait for

>

your return call. Make sure that such
additional contact people are aware
of your recording and that they will be
available during the time you are not.
G. Use good time management skills.
Those who manage daily details are
those who plan time frames to
check messages and return calls. At
minimum, schedule both a morning and afternoon or even time slot
to check messages and return calls.
H. There are times and conditions
when recorded phone greetings are
not acceptable. Never should a corporate office, having multiple employees, ever cause a person to hear a
recorded message that states no one
is available to take their call … leave a
message. Companies having multiple
employees have the ability to respond
to all incoming callers live. Before and
after business hours are a different
situation, and recorded messages are
fine. In addition, an electronic greeting followed by an easy-to-understand menu of department/service
selections is fine, as long as only one
key punch is required by the caller to
next hear a live voice. The more selections that are required for consideration, the more negative the
attitude of the caller, who may have
began by thinking pretty nice things
about your organization.
Manage these simple little things
and you’ll set a great stage for many
much bigger things to come your way.
And above all, don’t forget your
mother’s birthday!
■
Carl Tompkins is the global marketing resources manager for SIKA Corp. in Madison Heights, Mich., and the author of Winning
at Business. He is based in Spokane, Wash.
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AP Technoglass is AGC Automotive
If you’ve been installing AP Technoglass, you’ve already benefited from AGC’s quality reputation in the OEM market.
AGC manufactures the same OEM-quality glass for both brands. That means the same high quality we supply to the world’s
most demanding automakers is supplied to the ARG market. And our focused offerings allow us to assure the right fit and
performance with every installation. For new and replacement glass, the one name to know is AGC.
To learn more, call 614-322-4580 or email us at info@us.agc.com.
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Cutting Edge

new car installations

2012 Chevy Volt
by Jamie Browning
Getting Started
For vehicle and glass preparations
please
refer
to
ANSI/AGSC 002-2002 as well
as your adhesive manufacturer’s recommendations.
If the vehicle is equipped with an
electrochromic mirror or rain sensor,
make sure the ignition is off. Using a
plastic trim removal tool, slide the wire
cover up and remove. Loosen the T20
screw and slide the mirror upward to remove and unplug the harness. To remove the A-pillar covers, remove the
cover in the area where is says “airbag”
at the top of the cover. Next remove the
small bolt that holds the cover to the Apillar and gently pull the cover away
from the body releasing the clips. Next
move to the outside of the car to remover the wipers. This is accomplished
by removing the plastic wiper nut cover
carefully and setting them aside. Remove the 14 mm wiper nuts and gently
press on the joint in the middle of the
arm to aid in releasing it.
To remove the cowl panel, gently remove the rubber hood weatherstripping
running the length of the cowl. Next remove the cowl panel extensions and the
six plastic push-pin clips. Use a plastic
tool to release the moulding holding the
cowl to the windshield and lift and slide
the cowl up and away from the hood not
toward the engine.

REPORTS FROM THE FIELD:
Always wear eye, hand and proper protection while working on the vehicle. Inform the vehicle owner of the cure time and any other additional precautions before installation. Always return the vehicle to manufacturer’s specifications. Protect
all interior and exterior portions of the vehicle to prevent any damage.

Photo: General Motors

tainer pre-installed, you will need to high and 12.7-mm wide. Make sure
reuse the old one.
the deck height is correct and the
markings on the windshield line up
with those on the body that were apPreparing for the
plied during the dry set.
New Windshield
Trim the existing urethane bead, leaving it 1 to 2
Finishing Touches
mm in height. Use your adInstall the cowl in reverse
hesive manufacturer’s pinchweld
order making sure there is a
positive connection beprimer to prime all scratches, if any
tween the cowl and the
exist, and allow to dry according to
your adhesive manufacturer’s recom- windshield moulding.
To install the wipers position them
mendations. Please note that only the
full-cut method is permitted by the on the small clear circles on the windshield and hold the arm in place while
ANSI/AGSC 002-2002 Standard.
torqueing the nuts to 42 Nm (31 lb ft).
Placement of the
Install the A-pillar covers noting the
tabs have to be installed before the reNew Windshield
Dry-fit the new wind- tainers. Press the cover into place,
shield and mark it prop- tighten the small bolt and install the
erly to ensure the correct bolt cover. Install the mirror in reverse
setting procedure. Cut the urethane order and torque the retaining screw to
tip to provide a bead that is 12.7-mm 1.8 Nm (16 lb in).
Be sure to check the rain sensor and
wiper operation before returning the
vehicle to the owner. Check for any
leaks and be sure to inform the vehicle
owner of the safe drive-away time, according to the adhesive manufacturer.
Also be sure to record all lot numbers
from the adhesive, VIN number and
Removing the
primers as well as the DOT number
Windshield
from the windshield.
■
For the sides and top of the
windshield, a cold knife or
power tool can be used as
Jamie Browning was the gold medalist
well as wire. For the bottom, a power tool
in the 2009 Auto Glass Technician
or wire can be used. Note: If the new
Olympics. He has more than 22 years of
windshield does not have the lower re- 2012 Chevy Volt
experience in the industry.
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Moving Forward.
is now

See us at Auto
Glass Week™
Booth #223

Forward progress.
ASR - The company you know for quality and consistency in blades for auto glass replacement and
repair, has a new handle. Personna. Same quality, same consistency, same company, new name.
When productivity and performance are key, now reach for Personna. We’re the same company
you’ve trusted for all of your single edge, utility, snap off blades and specialty blades for years.
And now we’re even better. So when results matter, choose the name that delivers. Personna.

To learn more, visit us at industrial.personnablades.com

© 2013 Personna. All rights reserved.
Copper Sponsor of Auto Glass Week™ 2013
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AGR Reports

breaking news

powered by

NATIONAL NEWS

Reaction to New NAGS Pricing Mixed

T

HE SPRING 2013 NATIONAL
Auto
Glass
Specifications
(NAGS) International Benchmark Calculator, which recently went
into effect, showed 13 of 20 of the top
parts have decreased from the Spring
2012. Reaction has been mixed.
Linda Rollinson of
Superior Auto Glass of
Tampa Bay, says the recent drop in pricing on
some windshields is
cutting into her profit
margins.
“I am not thrilled with
Linda
the NAGS changes,” says
Rollinson
Rollinson. “Our economy has not improved to the point
where prices should or could be dropping. One of my most popular wind-

Part

May
2013

DW01549GBYN
DW01341GBYN
DW01217GBYN
DW01504GBYN
DW01256GBNN
DW01658GBYN
DW01168GBNN
DW01317GBYN
DW01505GBYN
DW01303GTNN
DW01265GBNN
DW01099GBNN
DW01206GBYN
DW01302GTNN
FW02064GBNN
DW01551GBYN
FW02734GBNN
FW02351GBNN
FW02298GBNN
DW01512GBNN

10

193.10
191.65
197.55
248.50
258.15
223.70
187.10
213.85
226.40
181.95
242.55
187.85
192.05
181.95
193.50
210.50
249.35
199.40
189.20
205.50

shields, FW03239GBN was listed for
$819.35 in August 20011. In March
2012, the list was $691. In August 2012
it was down to $593.45. And in November 2012, it went down to $534.90. In
February 2013, it dropped again to
$529.75. And in June 2013, it saw another drop to $529.75.
“In the meantime, my purchasing
costs of this part have not dropped in
half. Another one, FW03371GBN, has become disappointing for me and has drastically reduced my profits. I wouldn’t
mind so much if the cost went down also,
but in most cases, the cost stays the same
or only gets a dollar or two shaved off,”
she continues.
“This means there are not nearly the
profit margins we used to see. The
kicker is that our insurance, taxes and

January
2013

September
2012

193.30
191.65
197.35
248.70
258.20
222.10
187.25
213.85
224.35
182.40
240.05
188.05
191.70
182.40
193.50
210.65
249.95
198.70
189.75
205.35

$194.00
$191.75
$198.20
$246.85
$256.05
$219.95
$187.30
$212.95
$224.65
$182.50
$247.00
$187.60
$191.45
$182.50
$192.80
$211.10
$251.95
$197.15
$190.05
$205.00

AGRR September/October 2013

May
2012

$193.55
$191.55
$199.40
$244.70
$256.95
$220.65
$187.45
$214.65
$226.50
$183.10
$245.50
$187.40
$191.25
$183.10
$192.50
$211.90
$252.85
$197.50
$190.90
$210.95

general operating costs keep increasing, while NAGS and the insurance
companies keep going lower and
lower. One can barely survive on auto
glass repair and replacement along
anymore,” Rollinson adds.
Mark Liston, president of Glass Doctor,
takes a more positive
tone.
“It is always positive
when we can save a few
dollars for the consumer. I hope, however,
Mark
that companies conListon
tinue to focus on
AGSC™ Technician Certification for
their technicians instead of worrying
if NAGS saves a dollar here or there,”
he says.

% Change from
% Change from
Winter '13 to Spring '13 Spring '12 to Spring '13

-0.1
0.0
+0.1
-0.1
-0.02
+0.7
-0.1
0.0
+0.9
-0.2
+1.0
-0.1
+0.2
-0.2
0.0
-0.1
-0.2
+0.5
-0.3
+0.1

-0.2
+0.1
-0.9
+2.0
+0.5
+1.4
-0.2
-0.5
-0.04
-0.6
-1.2
+0.2
-0.4
-0.6
+0.5
-0.5
-0.4
+1.0
-0.9
-2.6
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“We continue to need more professionalism in our industry by providing
the safety that a quality installation offers,” he adds.
Bob Beranek of Auto
Glass Consultants in Sun
Prairie, Wis., says auto
glass pricing is based
mostly on popularity and
inventory.
“I think that the shift
in pricing was due to a
Bob
miscalculation in invenBeranek
tory the year before,” he
explains. “I think that the manufacturers had more inventory than they
wanted and lowered the price to increase turnover and lower inventory
for the new model year coming up.
“It seems to me that the only parts that
are consistently going down in price are
the parts that fit older vehicles. This is a
common business practice to reduce the
inventory of continually slower moving
parts,” Beranek adds.
“No one knows how they arrive at
their pricing since the formula is a secret,
but the biggest issue the glass warehouses are not using the NAGS Calculator in their pricing. They arrive at their
own list prices and their own discounted
pricing to sell us glass,” says Kerry Soat of
Fas-Break in Chandler, Ariz. “We, in turn,
use another list price to re-sell the glass
to the insurance industry. We hopefully
make a profit,” Soat says.
“As installers, we do the best we
can with what we have to work with,”
he adds.
How do you feel about the new NAGS
pricing? Please share your thoughts by
emailing jreed@glass.com.
continued on page 12
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LEGAL NEWS
Volvo Asks Court for Reconsideration
of Six-State Class Action
Citing a recent U.S. Supreme Court decision, Volvo has filed a motion requesting that a judge for the U.S. New Jersey District Court, Newark division, reconsider certification of a six-state class action over an alleged sunroof defect.
In March, Judge Dennis Cavanaugh granted plaintiffs’ motion for certification
of statewide classes in Massachusetts, Florida, Hawaii, New Jersey, California
and Maryland.
“In doing so, the court rejected Volvo’s argument that certification of plaintiffs’ statewide classes was improper because, among other reason, plaintiffs
had offered no proof that class-wide damaged could be proved with common evidence,” Volvo’s attorneys argue in the motion.
“Rather, the court relied on the allegations of the second-amended complaint
to conclude that the relief sought by the plaintiffs applies to all members of the
certified classes. The day after this court granted certification, the United States
Supreme Court issued its opinion in Comcast Corp. versus Behrend. Comcast
makes clear that the court’s decision to certify a class without any showing that
damages can be proved on a class-wide basis was error. The court should reconsider and reverse its decision because it is directly contrary to Comcast,”
the attorneys write.
“… The Supreme Court reversed and held that Rule 23(b)(3)’s predominance requirement is not satisfied where the plaintiff fails to establish with
admissible evidence that damages can be measured on a class-wide basis,”
attorneys continue.
In response to the motion, plaintiffs’ attorneys argue, “Both the majority
and dissenting opinions in Comcast agreed that the decision turned ‘on the
straightforward application of class-certification principles and breaks no new
ground on the standard for certifying a class under Federal Rule of Civil Procedure (23(b)(3).’
“The straightforward holdings from Comcast are that (a) the antitrust damages model advanced by the plaintiffs’ expert was flawed because it purported
to calculate damages based on four antitrust impact theories in a case where
only one such theory was viable, and (b) it was erroneous to prevent the defendant from challenging this model at the class certification stage on the basis
that these arguments could overlap with the merits,” attorneys wrote.
“This unremarkable decision hardly supports Volvo here. … And, of course,
the damages in this straightforward defective consumer product case are fundamentally different from the complicated antitrust injuries that the Comcast
plaintiffs’ expert attempted to calculate using a flawed methodology,” the plaintiffs’ attorneys continued.
At press time, the court has yet to issue a decision on Volvo’s motion for reconsideration.
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AGRR Reports
continued

NHTSA Closes First Round
of Public Comments on
Updates to NCAP
The National Highway Traffic Safety
Administration (NHTSA) is looking to
update its U.S. New Car Assessment Program (NCAP), which determines how
well new vehicles protect drivers and
passengers in crashes and resist rollovers.
As a part of this update, NHTSA just
closed its first public comment period
where it solicited feedback on pedestrian
protection, crash avoidance technologies, such as blind spot detection and advanced lighting, as well as changes to
crash dummies and more, according to
The Federal Register.
To share your thoughts on the
changes proposed to the NCAP and how
they could impact the auto glass repair
and replacement industry, email
jreed@glass.com

New Jersey markets,” says Paul Anaya,
Mygrant’s national accounts and marketing manager. “It has been a long
term goal for the company, and we’re
proud of our employees and grateful
for the hard work they’ve put toward
reaching this goal.”
Bartelstone has served
New York and New Jersey
for more than 100 years
and many of the key emN.J.
ployees will be retained,
according to officials.
Many of WGD’s employees
are also being retained, including Tom Barsh, outgoing owner, who
will stay on as the regional sales manager
for New York and New Jersey.
“Tom Barsh brings a lot of experience
and knowledge to the company and
we’re happy to have him,” says Anaya.

ACQUISITION NEWS

ABRA Continues Auto
Glass Expansion with
New Acquisition

Mygrant Glass Acquires
Bartelstone and Wholesale
Glass Distributors

Minneapolis-based ABRA Auto Body
and Glass has acquired Royal Auto Glass
of Indianapolis, Ind.
Royal Auto Glass serves Indianapolis, Broad, Ripple, Carmel, Castleton,
Fishers, Geist, Oaklandon, Greenwood,
Speedway, Noblesville, Pendleton,
Avon, Nora, Westfield and Zionville in
Indiana. It provides both repair and replacement services.
Founder Steve Hoyt will take on a
leadership role with ABRA and will maintain and manage the auto glass operations for the Indianapolis market, ABRA
officials said in a statement.
“This is a great cultural fit and an exceptional opportunity for our employees,” Hoyt says.
The terms of the acquisition were not
disclosed.
In May, ABRA Auto Body & Glass
added a new franchisee in Holland,
Mich., which is the company’s second
since entering the state nine months ago.
Nate Yonker, owner of the new franchise,
says he plans to add auto glass repair and
replacement soon.

Mygrant Glass
Co. of Hayward,
N.Y.
Calif., has acquired the assets
of Bartelstone
Glass Distributors and Wholesale Glass Distributors
(WGD), marking Mygrant’s entry into the
New York and New Jersey markets with
four new locations.
The existing Bartelstone locations in
Brooklyn, N.Y., and Belleville, N.J., will
now operate under the Mygrant name.
The Wholesale locations in Corona, N.Y.
and Lakewood, N.J., will be maintained,
according to company officials.
The Vineland, N.J., location will be
consolidated with Mygrant’s operations
in Warminster, Pa. WGD’s Brooklyn warehouse will be consolidated with the new
Mygrant location in Brooklyn (formerly
operated by Bartelstone).
“We’re excited at the opportunity to
serve customers in the New York and
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ABRA also announced the acquisition
of 23 Precision Collision Auto Body repair
centers in the state of Washington in May.
The deal marked the company’s entry
into the Northwest region.

Gerber Collision and Glass
Acquires Georgia Repair
Center
The Boyd Group
has acquired the assets of Shenandoah
G.A.
Collision Center, in
Newnan, Ga. The center is now operating
under the Gerber Collision & Glass name and offers auto glass
repair and replacement.
“We are not set up to do Gerber auto
glass work yet, but we will be soon,” says
a representative who answered the
phone at the location.
Another representative said the location is just getting set up and does not yet
have a manager.
The new center is located about
30 miles Southwest of Atlanta and is
approximately 12,500 square feet.
Winnipeg, Manitoba-based Boyd
Group is the parent company of
Geber Collision & Glass.
With this addition, the Boyd Group
owns and operates 14 centers in
Georgia, bringing the number of U.S.
locations to 187.
The terms of the acquisition were not
disclosed.
“This new addition to the Boyd
Group is indicative of our commitment
to our strategy to achieve 6 to 10 percent
growth in the number of centers
through single-location additions,” says
Tim O’Day, president and chief operating officer of the Boyd Group’s U.S. operations. “We continue to look for
opportunities to expand within our current markets and will continue to capitalize on accretive opportunities.”
The Boyd Group also announced it
has merged two of its existing locations
in Schaumburg, Ill., into one facility to
improve efficiencies.
■
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industry insiders
people in the news

Sika Names New Personnel
Sika Industry and Automotive Division USA has announced the appointment of new personnel.
The company has named Brett
Loomis as director of sales for the automotive domestics group. Loomis will
manage automotive sales groups for Brett
Ford, General Motors and Chrysler, ac- Loomis
cording to officials.

Platinum Sponsor of Auto Glass Week™ 2013
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Sika Industry and Automotive Division
has also named Christine Adams as a research and development technician. She
will be based at the Madison Heights,
Mich., facility.
Adams will report to Leslie Wolschleger,
group leader of thermoplastic technologies.
Prior to joining Sika, Adams served as
Christine
a laboratory analyst with DTE Energy
Adams
and as a quality control technician for
Foamade Industries.
Prior to joining Sika, Loomis spent 15 years with Axson
Revocoat US Inc. as director of sales.
Melanie Jaroch will serve as marketing
project coordinator. She will be responsible
for industry and automotive trade shows,
as well as other activities, according to
company officials.
Prior to joining Sika, Jaroch volunteered
for Susan G. Komen Race for the Cure as a
marketing intern and committee member. Melanie

Glass Doctor Names Director
of Veteran Affairs

Whether it’s a reprint of your ad or
a reprint of an article in which your
company was featured, reprints are a great way to
market your company at trade shows or through
mailings to potential customers.
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The parent company of Glass Doctor, the Dwyer Group,
has announced Mary Kennedy Thompson
will serve in the newly-created position of
director of veteran affairs.
In the role, Thompson, who serves as the
president of Mr. Rooter, is responsible for attracting more veterans to franchise and job
opportunities across the service brands
Mary Kennedy within the Dwyer Group.
Thompson is a military veteran. “Mary
Thompson
has a level of expertise in this field that
surpasses all expectations,” says Mike Bidwell, president
and chief operating officer of The Dwyer Group. “She has
led the VetFran effort both within our franchise family
and at the highest national level with the International
Franchise Association.”
■
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DESIGN

UltraWiz® Lever Knives
with added A-Pillar / Fender Clearance
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Lever Knife Kit
3007-K
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Design

New
Design

New
Design

Lift the lever for a quick release of the blade
for easy changing and unlimited adjustments
without the use of tools.
Ideal for “blade chasing”.

UltraWiz®
Lever Knife Kit
3008-K
With the same quick release lever system as
the 3007-K, the 3008-K is slimmed down for a
feel similar to the standard cold knife.
Both kits include 1002-M Long Blade.

3007-K
1.5" wide
x .75" high

Locks to Any Position
Locking Lever

3008-K
1.25" wide
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See it in action
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policy briefs

NATIONAL NEWS

Safelite Solutions Accepts “Recognition”
for Pre-Inspection of Auto Glass Claims

T

HOUGH SAFELITE SOLUTIONS
officials have repeatedly declined to respond to reports
from
AGRR™
magazine/glassBYTEs.com™ about inspections prior
to authorization of repair and re-

placement claims by out-of-network
auto glass companies, Safelite recently was recognized by the insurance publication, Best Review, in the
magazine’s Innovation Showcase for
this very program.

Questionable Auto Insurance Hail Claims Decrease
Questionable auto insurance claims involving hail damage declined slightly to
2012 from 2011, according to the National Insurance Crime Bureau.
Questionable hail claims on personal auto insurance policies reached 354 in
2012, down from 385 in 2011, but up from 269 in 2010. From 2010 to 2012,
questionable auto policy claims accounted for 26 percent of all of these referrals.
Overall, auto insurance claims are the most likely to be referred as questionable, according to NICB.
In the vehicle category, "hail damage" is the top referral reason on questionable claims with 1,505 referrals, based on the bureau's analysis.
The top type of policy for questionable hail damage claims was personal property/homeowners, which accounted for 66 percent from 2010 to 2012.
The top 10 states for most questionable hail claims from 2010 to 2012 are:
•
•
•
•
•

Texas at 1,053, or 28 percent
Illinois at 501, or 13 percent
Colorado at 312, or 8 percent
Arizona at 214, or 6 percent
Oklahoma at 190, or 5 percent

•
•
•
•
•

Missouri at 137, or 4 percent
Georgia at 132, or 3 percent
Minnesota at 132, or 3 percent
Louisiana at 124, or 3 percent
South Carolina at 120 or 3 percent

Personal auto insurance hail claims climbed to 322,719 in 2012, compared
to 51,345 in 2010. This type of claim accounted for 24 percent, or 485,730, of
all hail claims since 2010. In 2011, 111,666 personal auto insurance hail claims
were reported.
The top type of insurance policy for hail claims was personal property/home
owners, which accounted for 64 percent of all claims filed from 2010 to 2012.
The top 10 states for hail claims from 2010 to 2012 are:
•
•
•
•
•

Texas at 320,823, or 16 percent
Missouri at 138,857, or 7 percent
Kansas at 126,490, or 6 percent
Colorado at 118,118, or 6 percent
Oklahoma at 114,168, or percent

•
•
•
•
•

Illinois at 107,772, or 5 percent
Tennessee at 92,253, or 5 percent
Indiana at 91,054, or 5 percent
Arizona at 88,456, or 4 percent
Kentucky at 77,839, or 4 percent

NICB reports that all insurance claims from hailstorms grew 84 percent from
2010 to 2012. In 2010, 467,602 hail damage claims were filed. This total increased to 689,267 in 2011 and to 861,597 in 2012.
More than 2 million hail damage claims were processed from 2010 to 2012,
according to NICB.
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The magazine recognized Safelite
Solutions for instituting “pre-inspections for auto glass claims [prior to repair and replacement authorization]
in order to reduce the increasing
number of fraudulent claims.”
“As a claims management company, Safelite Solutions generated
revenue based on vehicle glass transactions,” Best Review’s editors report.
“Thus, this pre-inspection project not
only reduced the number of vehicle
glass transactions, but also impacted
Safelite’s revenue. Safelite’s focus was
to prevent fraudulent claim activity
and raise policyholder experience
and retention.”
The magazine reports that the
program resulted in “fewer fraudulent claims and greater policyholder
retention.”
“Safelite’s preliminary data from
the pre-inspection programs also
have shown a significant drop in
questionable claims and customer
complaints,” according to the magazine. “For example, one insurance
company saw a 75-percent decline in
referrals from specific glass shops
since beginning pre-inspections.”
Feedback from policyholders on
this program “has been positive,” Best
Review reports.
Glass shop owners, on the other
hand, do not see the program as beneficial. The program targets auto
glass repair and replacement claims
handled by “out-of-network” auto
glass companies, according to reports from AGRR™ magazine/glassBYTEs.com™ readers.
Many repair glass company owners

continued on page 18
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continued

believe the program is simply a steering tactic. One auto glass professional
based in Oklahoma who preferred not
to be named for fear of reprisal, says
she has lost an average of four to six
Allstate jobs a week to Safelite.
Dora O’Brien, owner of Long Star Auto
Glass in Coolidge, Ariz., says both American Family Insurance and Encompass
are now requiring inspections prior to
authorization of repair and replacement.
“We feel so bad for our long-standing
customers, not to mention what this is
doing to our business,” O’Brien says.
Safelite Solutions officials had not
responded to requests for comment.
However the company issued a statement earlier this year claiming that

Safelite’s initiative “saves the insurance industry an estimated $15 million in reduced questionable claim
activity annually.”
“What is particularly notable here is
that as a market share leader in insurance glass claims management, Safelite Solutions intentionally introduced
a solution that they knew would negatively impact short-term revenue but
in doing so has created invaluable
long-term good will with clients and
non-clients alike-demonstrating counterintuitive innovation at its best,” says
Stephen Applebaum, senior analyst of
property casualty insurance at Aite
Group when reviewing the program.
“At Safelite Solutions, we strive to

be a trusted partner
of insurance companies of all sizes, and
our effort to reduce
fraud is just one way
we bring value to the
claims management
process,” adds Jerry
Stephen
Beigel, Safelite SoluApplebaum
tions’ senior vice
president in the company statement. “We thank Best Review and the Innovation Showcase
judges for recognizing our fraud prevention programs.”
If your customers have been required to undergo inspections, please
email jreed@glass.com with details.

J.D. Power Names Top Insurers by Region Based on Consumer Satisfaction
State Farm grabbed the top place in
three different regional markets based on
consumer satisfaction with auto insurance, according to J.D. Power’s 2013 U.S.
Auto Insurance Study.
Overall, customer satisfaction with auto
insurance is down in 2013. This is compared
to a record high in 2012, the report found.
The study specifically reviewed five factors, including interaction, price, policy,
offerings, billing and payment, and claims.
The company ranked the top three
auto insurance companies in each region
based on its customer satisfaction analysis. The companies were ranked on a
1,000-point scale.
The average score for auto insurance
companies was 794, down 10 points from
2012.
Among the five categories, J.D. Power
found that price satisfaction scored the
lowest at an average of 716.
Average scores across the five categories decreased year-over-year, with
price and policy offerings showing the
steepest decline, down 13 points each.
The company noted that New Jersey
Manufacturers Insurance Co. and USAA
achieved high levels of customer satisfaction, but were not included in the
rankings “due to the closed natures of
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their respective memberships.”
“In 2013, there is a sharp rise in the
number of customers who have experienced premium increases,” says Jeremy
Bowler, senior director of the global in-

surance practice at J.D. Power.
“The dollar amount of those increases
is also larger, averaging $153 in 2013,
compared with an average rate increase of
$113 reported in the 2012 study,” he adds.

J.D. Power Ranks Top Regional Insurers (1,000 points possible)

AGRR September/October 2013

California:
Wawanesa (820)
State Farm (812)
The Hartford (811)
Central:
State Farm (833)
Auto-Owners Insurance (821)
Shelter (817)
Florida:
Metlife (808)
The Hartford (802)
State Farm (800)
Mid-Atlantic:
State Farm (836)
Erie Insurance (826)
Geico and The Hartford (811 tie)
New England:
Amica Mutual (850)
Geico and State Farm (794 tie)
The Hartford (793)
New York:
New York Central Mutual (814)

>

State Farm (807)
Travelers (783)
North Central:
Auto-Owners Insurance (833)
State Farm (824)
Erie Insurance (823)
Northwest:
Pemco Insurance (834)
The Hartford (820)
Mutual of Enumclaw (813)
Southeast:
Tennessee Farm Bureau (850)
State Farm (822)
North Carolina Farm Bureau (821)
Southwest:
State Farm (824)
The Hartford (821)
Geico (809)
Texas:
Texas Farm Bureau (862)
Geico (815)
State Farm(810)
■
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A Necessary
Roughness:
How Training Keeps Techs
in Top Form and Bolsters
Your Bottom Line
by Jenna Reed

D

OES
A
PROFESSIONAL
athlete train just once a year?
No, says Mark Liston, Glass
Doctor president. Why not? Because
They want to get better in their profession and advance their skills.
“For some reason we all get confused. [We think] that a technician
with 10 years of experience has advanced each year and is much more
proficient,” he says. “There are people
I’ve met, though, that have one year of
experience and they simply have repeated that one year 10 years in a row.”
Liston says the initial “introduction
to repair and replacement” training, as
well as ongoing training and programs
with strong content are vital for the
auto glass industry.

Initial Training is the First Key Step
Starting the new technician off on
the right foot can play a key role in the
auto glass business.
“On the windshield repair side, we
have a training DVD, sales manual, operations’ manual and technical manual [that we give to our new

www.agrrmag.com

technicians],” explains Kerry Soat, CEO
of Fas-Break, in Chandler, Ariz. “We
offer hands-on training if necessary.
“On the glass replacement side, we
send our technicians to one-week hands
on training schools, which are located
around that country. It is very intense.”
Bob Beranek, owner of Auto Glass
Consultants in Sun Prairie, Wis., prefers
his individuals without any experience.
“We hire new people rather than experienced technicians because we want
to control how they install glass,” he
says. “I am a trainer by trade so we use
our own training program.”
Beranek says new hires work directly with the company’s manager for
the first week and then they go through
the educational program.
“We then place them with a mentor
for about two to four weeks and then
they go solo,” he adds.
At Glass Doctor, education runs a bit
differently because not only is the
company training technicians, but
franchisees are included as well, according to Liston.
“Because we are a franchise system,

we are different,” says Liston. “We have
franchise training as well as technician
training. We have two phases of training. Phase 1 is done online.
“Phase 2 is conducted in Waco,
Texas,” he continues. “We spend a
week introducing the person to auto
and flat glass vendors—including textbook and hands-on training to get
them familiar with the latest technology in these two arenas. The second
week we teach business training. Then
we have a Sure Start Franchise Consultant assigned to help them for their
first year. This provides support for
everyone, even if they have extensive
experience in glass.”
Next, Glass Doctor assigns a permanent franchise consultant to help.
“Throughout the year we have regional meetings as well as a national
meeting,” Liston explains. “In addition
to this, we offer auto glass training that
includes Auto Glass Safety Council
(AGSC)™ technician certification,
headlight restoration and windshield
continued on page 22
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A Necessary
Roughness:
continued from page 21

“For some reason we all get confused.
[ We t h i n k ] t h a t a t e c h n i c i a n w i t h 1 0
years of experience has advanced each
year and is much more proficient ...
They aren’t any better today than they
w e r e a t t h e e n d o f t h e f i r s t y e a r. ”
—Mark Liston, Glass Doctor

Top Training Tips from
Glass Doctor’s Mark Liston:
• Review the basics.
• Offer product updates. “The tools
used five years ago have changed,”
says Liston.
• Turn to hands-on learning. “Classrooms are typically boring. Technicians need to use their hands to
become proficient at things,” says
Liston.
• Review industry changes. What are
the best practices today?
• Go over business and economics. “If
you are going to build a successful
team they need to learn that you
can’t be the cheapest and pay them
the most. A good tech needs to understand some basics of business so
they become great, long-term employees,” Liston says.
chip repair training for a week.”
He says all the company classes
are offered in Waco, Texas, at Glass
Doctor University.
“This is all evidence of our strong
beliefs that training is mandatory—not
just something that should be done,”
Liston stressed.
All new hires at Glasspro Inc. in
Charleston, S.C., must go through an
extensive orientation process prior
to starting, according to Jeff Olive,
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training manager.
“In this orientation we talk about
our mission, where we came from and
what our goals are for the company, as
well as basics. It is three hours long,”
says Olive. “All technicians, new and
experienced, must go through this.”
Whether a technician is new or experienced, they will report directly to Olive
after the orientation for further training.
“If it’s an experienced technician,
they will work with me for at least one
week. We’ll go over our processes and
procedures and more. I’ll also go
through their toolbox to make sure they
have all the tools needed to do their job,”
Olive says.
“If it’s a new technician trainee, they
will work directly with me for at least one
week. Then they’ll work with an experienced technician probably for about
three months before going off on their
own to do easier jobs. We want to make
sure they can do the simpler windshields
from start to finish without assistance
before sending them out,” he says.
Another key topic for education is the
pre-inspection process, Olive highlights.
“Doing the pre-inspection with the
customer right can save the company
a lot of money,” Olive says. “We look to
bring pre-existing conditions to the
customer’s mind before the technician
starts the replacement. For instance,
we’ll have the technicians identify
warps in the cowl and point out if it’s
not laying flush against the windshield.
These are things the customers tend
not to look at until the replacement is
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done. So it’s important to train technicians in this area of pre-inspection.”
Olive also notes that a company’s
urethane supplier will also offer adhesive certification and help in training
newcomers.
“We teach new trainees and customer service representatives about the
windshield repair process,” Olive says.
“We can teach them this in one to two
days. In some of our smaller locations,
the customer service representative can
also do windshield repair if needed.”
Olive does testing in the field, watching both new and experienced technicians install a windshield to ensure they
are following company procedures.
“If the individual is an experienced
technician, I watch to see what procedures they picked up from the prior
company that we need to change,” he
says. “I adjust may training based on
watching them and their experience.”
Carl Tompkins, global marketing resources manager for Sika Corp., says that
before his company’s products can be
brought into an auto glass retailer, the
company’s team must undergo training.
“One of our commitments is to provide a national team of trainers who
are factory trained and employed. We
have 21 people full-time serving the
auto glass replacement industry. … We
usually begin by meeting with the
ownership of the company and analyze their needs and what we offer in
terms of benefits and features. We
build a relationship with the owner.
Once this bridge is built and we’ve

www.agrrmag.com

>I

Product Information
© 2012 AGRR Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Zoom Fit

Archives

+

–

E-Mail

I<

<

>

Subscribe

found a culture match and the management feels like Sika can be a good
partner, we start discussing systems.”
Tompkins is a firm believer in faceto-face education with technicians.
“This way we can monitor and witness a technician’s skills. We take the
techs through a classroom setting and
[windshield] installations as well. We
do a full-scale installation with technicians to make sure they transfer the
book sense to skill application,” Tompkins explains.
Once a technician has undergone
training, he must get a 100-percent on
the test handed out by Sika trainers.
continued on page 24

Copper Sponsor of Auto Glass Week™ 2013

www.agrrmag.com

September/October 2013 AGRR

23

>I

Product Information
Contents

© 2012 AGRR Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Search

Zoom Fit

Archives

+

–

E-Mail

I<

<

Subscribe

A Necessary
Roughness:
continued from page 23

Top Training
Tips from Sika’s
Carl Tompkins:
1. “You better have
trainers
who
know what they
are
talking
about. They have to walk the walk
and know what the attendees are
going through,” he says.
2. “The person who is the trainer has to
have a passion. Do you love your industry and does it show? Do you believe in your products? People are
drawn to passion. If you have passion,
it attracts people,” Tompkins explains.
3. “I think live. One thing a computer
can’t do is it can’t think on its feet
because it has none. There is no heart
in the computer. There is no eye to
witness the receptivity of what the
trainer is saying. While there is a
great purpose for electronic interchange, it’s not training until people
are involved face-to-face,” he says.
4. “The program has to stick to core details and basics. We take a very detailed 45-page manual and turn it
into a conversation with slides and
videos. We focus on principles and
we repeat them. We try to hit every
different aspect of a person’s receptors [such a visual, auditory, handson, etc.],” Tompkins says.
5. “Follow up is necessary for a good
training program. How the ownership
and management monitors the
progress of each individual and their
skills is very important. Do you want
change to happen? It’s dependent on
you [we tell management and the
ownership]. You have to set up a
method to follow up after I’m done.
You have to take the time to review
and reinforce skills. If follow up is
not done and technicians are not
held accountable then nothing
changes,” he explains.
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“ I t h i n k l i ve. O n e t h i n g a c o m p u t e r
can’t do is it can’t think on its feet
b e c a u s e i t h a s n o n e. T h e re i s n o h e a r t
i n t h e c o m p u t e r. ”
— C a r l To m p k i n s , S i k a
Ongoing Training
And because a technician has undergone a good initial program does
not mean the education should stop,
according to Liston. As in professional
sports, the training needs to continue
to keep professionals warmed up and
in top game mode.
“We provide a vast collection of online training videos, as well, that can
be accessed by technicians 24 hours a
day, seven days a week for additional
training and can provide on-site support during an installation,” he says.
“In addition to our training programs, we conduct a monthly half-hour
live online technical meeting (called the
Cutting Edge) for all of our franchisees
and technicians. This monthly presentation is recorded for our technicians to
view at their leisure. Along with these
training programs, director of product
development and technical services
Frank Levesque—our 49-year industry
veteran, supports our franchisees and
technicians 24 hours a day, seven days a
week for any and all technical questions,” says Liston.
Soat says his company’s new technicians go through advanced training
schools to learn the more difficult techniques in windshield repair that are not
available in the DVD or print materials
the company provides. The (ROLAGS)™
is reviewed at all these schools, as well
as included in materials, he says.
“They have to go to one of these
schools to get a certified technician
certificate from us. The (ROLAGS)™ is
reviewed at all these schools, as well as
included in our manuals,” he says.
As for keeping up on the latest tools
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and services, he says Fas-Break updates technicians on a daily, weekly
and monthly basis, as needed.
“All new items are provided to our
technicians as soon as available. Tools
are introduced at our advanced training schools,” Soat adds.
Beranek recommends regular
learning meetings.
“We have monthly safety meetings
as well as weekly technical meetings.
We call in our adhesive representative
every year or so when there are
changes to the adhesive product [to
give an overview],” he explains.
He goes on to say, “We keep up with
new techniques and tools by continually monitoring industry websites and
periodicals. If there is a tool that seems
interesting, we purchase one and give
it to our lead technician for evaluation.
We then determine if the tool will save
money, reduce effort or increase safety.
We also utilize YouTube and tool websites to investigate a tool or technique
before we purchase or implement.”
For technicians to receive Sika
certification they must agree to ongoing training.
“We have a mandate to recertify
and provide continuing education
within a two-year window,” Tompkins
says. “In almost all cases, they receive
updated training once a year. Techs
have fallen into ruts before, so the reminder and refresher has proven to
be important and beneficial.”
He also notes that the Sika manual is
updated each year as new products are introduced and old products are phased out.
“We usually meet with the techs
before work starts or after work con-
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cludes and we’ll spend an hour or two
going through the updates,” Tompkins says. “Technicians repeat the test
and we’ll put in new questions. They
love what’s new and the dialog and
discussion that goes along with it.
One technician might ask something
that another might not know about.”
As material changes, updates are
often offered online, says Dale Malcolm, technical manager at Dow.
“There is a place for online training.
Our first choice is structure led in-person
training, which allows the trainer to go
into the glass shop and look the technicians in the eye and watch them for percontinued on page 26
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A Necessary
Roughness:
continued from page 25

Auto Glass Technician Training Day at Auto Glass Week™
Auto glass technicians who seek to become an Auto Glass Safety Council (AGSC)
Certified Auto Glass Technician can sign up for a one-day, fast-track program that
takes place during Auto Glass Week™ Friday, September 20, 2013 from 8 a.m. to 4
p.m. at the Tampa Bay Convention Center.
Registration for this program includes a two-hour installer education and testprep class, which is followed by admission to the Auto Glass Week trade show floor
on Friday to watch the Auto Glass Technician Olympic finals and visit the show.
After the show, techs may sit for the AGSC Technician Certification test at no
additional charge.
The two-hour educational session and test prep course will cover knowledge in
OSHA regulations, all types of auto glass replacement, NAGS and custom laminated
glass parts.
The AGSC Certified Auto Glass Technician Certification examination consists of 70
multiple choice questions. Companies may register their techs for this course, which
includes testing, on-site.
To register for Tech Training Day, visit http://autoglassweek.com/attendee/autoglass-technician-training-day/.

Auto Glass Safety Council Training:
The Auto Glass Safety Council™ (formerly the AGRSS Council Inc.) provides a list
of AGSC-Registered Training Programs that have been reviewed and approved by
AGSC as following the AGRSS Standard™. To qualify, training program developers
must submit the elements of their training programs to the Auto Glass Safety Council for review and the Auto Glass Safety Council must determine that the programs
comply with the AGRSS Standard™.
The Auto Glass Safety Council has registered the following training courses as in
compliance with the AGRSS Standard:
• Auto Glass Safety Council Technician Certification Program: www.agsc.org/
• Automotive Glass Consultants: www.autoglassconsultants.com
• DINOL: www.dinol.com
• Dow Automotive: www.dowautomotive.com
• Glass Doctor: www.glassdoctor.com
• Independent Glass Association: www.iga.org
• National Glass Association (a four-course
compilation when taken together called
Registered Training Program™
“AGRSS Training”): www.glass.org
• Shat R Proof Corp.: www.shatrproof.com
Look for this logo for AGSC
• SIKA Corp.: www.usa.sika.com
compliant training programs.
haps an hour or so before training begins. But online training can work, particularly for someone located in a very
rural area. We like to be able to accommodate our customers quickly and
everyone has a computer and Internet
access nowadays,” he says.
Anytime something new comes out
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like a new tool or product, Olive says
he updates Glasspro’s technicians.
“We always do ongoing training. We
make sure techs are aware of any new
products, new adhesives and other
programs as they come out,” he says. “I
will visit the different shops and make
sure everybody is updated.”
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Olive also points out that the company does a Monday morning conference call, during which he takes 5 to 10
minutes to discuss any problem jobs or
warranty issues that have come up.
“We also discuss new installation
tips for technicians,” he says.

What Makes a Good Program?
A good training program should
both challenge and instruct, according
to Beranek.
“It should utilize as many senses as
possible and touch every learning
method as possible,” he stresses. “What
I meant by using as many senses as possible is sight, sound smell and feel. Hear
the instruction through lecture. See the
instruction through video or demonstration. Experience the products first
hand and do hands on work. [By various
learning methods], I mean the inclusion
of lecture, lab work, learning quizzes,
videos, demonstrations and exams.”
Soat says the key to a good program
can be found in the new technician. Is
the person a “coachable individual?”
“If I have to un-train someone before I can train someone, we waste a lot
of time,” he points out.
Liston says a good training program
starts with content.
“Many technicians believe they are
the experts and don’t want to learn
anything new,” he explains. “With content that is taught by someone competent who can relate to technicians, it
makes things much easier.
“Secondly, you need to have cheerleaders—someone who has taken the
class who will tell others about the
class,” he continues. “Techs listen to
their peers more than anyone else. The
program can’t be boring. You have to
speak the technicians’ language. Tech
training must be done by a hands-on
person who understands what they go
through every day.”
Moreover, Liston says his company
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has a trump card in the form of Levesque
who specializes in ongoing education.
“Frank [Levesque] does a series of
mini webinars for our technicians that
they can play 24 hours a day, seven
days a week. These webinars can last
anywhere from 2 minutes to 30 minutes,” he says. “He also does a monthly
webinar where he introduces something new in the industry.”
For Malcolm, the key to a good program is in its structure.
“Know what your key points are and
offer good supporting materials. Offer
a nice, crisp clean attractive training
manual. Also offer small hands-on
demonstrations. You need to be tuned
into your audience. Who is engaged
with the program and who are you losing? If you’re losing someone, you need
to reach out to that person and find a
way to bring him in.”
Malcolm says to keep in mind that
each trainee is different. Some can be
excellent technicians, but perhaps
have a reading disability or a language
challenge that could hinder the traditional education process.
“We always try to find out in the initial process with the owner if there is
anybody who has reading or language
issues. If language is an issue, let’s
make sure we have a translator on
hand during training. If the owner lets
us know Bob is one of his best auto
glass installers, but he has a reading
difficulty, we’ll arrange for someone to
read him the test,” Malcolm says.
Small things like this can make a big
difference, he explains.
Currently, Dow offers its training
materials in Canadian French as well
as Spanish as well.
Ultimately, he says, “If you’re training people, you have to make it interesting and engaging. Don’t try to teach
too many things. Focus on the core
principles and pay attention to those
■
you are training.”
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Where Are the Hot Spots?

The State of
the AGRR
Industry
T

HE AUTO REPAIR AND REPLACEMENT LANDSCAPE
has been volatile over the last few years with the majority of those surveyed describing today’s marketplace as “very challenging.” The survey questions were sent
out to AGRR™/glassBYTEs.com™ subscribers.
The bulk of those who responded offer both repair and
replacement services and say they have “decreased expenses” to remain competitive. Overwhelmingly, the Internet was identified as the most cost effective means of

advertising, bringing in the highest return on investment.
From mobile business trends to diversification, the survey results run the gamut. The questions were broken
down into four different categories: business issues, national issues, marketing and mobile, and are marked accordingly in the charts below. Individuals surveyed
included owners and managers who subscribe to AGRR
magazine and/or receive the glassbytes.com™ daily
newsletter.

Business: Locations

Business: Perspective

1. How many locations does your company own?

2. How would you best describe today's marketplace?

Uncertain

50+ Locations
1 Location

Thriving
Getting by

6.6%
13.2%

18.3%
11-50
5.1%
6-10

6.6%

20.3%

49.2%
59.9%

20.8%
2-5 Locations

30

AGRR September/October 2013

>

Challenging

www.agrrmag.com

>I

Product Information
© 2012 AGRR Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Zoom Fit

Archives

–

+

I<

E-Mail

<

Subscribe

Business:
Competitive Strategies

Business:
Diversification

3. Which of the following best describes the
strategies you have employed in the past year
to remain competitive? Check ALL that apply.*
*Participants could select more than one answer.

5. Has your company added any of the following
services to increase your bottom line?
Please check ALL that apply.*
*Participants could select more than one answer.

37.4%

Offering more

6.3%

Paint protection

3.6%

Leather/vinyl repair

>

Offered training

31.3%
36.9%

Inventory cuts

34.4%

More advertising

9.7%

No change

27.7%

73.4%

Headlight repair

12.5%

Dent removal
Remote starters

3.1%

Cut staff

30.3%
63.1%

Film or detailing

43.8%

Increased sales
Decreased expenses

0
0

10

20

30

40

50

60

10

20

30

40

50

60

70

70

National Issues:
Health Care Impact
Business: Services Offered

6. What type of impact do you see the
Affordable Care Act having on business?

4. Which one of the following best describes
the auto glass services you offer:

Repair
5.6%

Lay offs
Cut hours

Replacement

7.3%
10.1%

6.7%

Tax breaks
3.9%

78.8%
87.7%
Not sure

Both
www.agrrmag.com
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National Issues:
Insurance Business

continued from page 31

9. What percentage of your business is insurance?

National Issues:
Cash Customers

1-10%

15.2%

7.8% 11-19%
7. Which of the following best describes your
experience with cash customers?

20-29%

12%

Large influx 4.1%

30-39%

15.6%
None

40-49%

12.3%

Steady

50%+

37.1%

25.4%

33.2%
0

5

10

15

20

25

30

35

40

37.3%
Marketing:
Most Popular Advertising

Some

10. What type of advertising do you do?*
*Participants could select more than one answer.

National Issues:
Percentage of Cash Customers
8. What percentage of your business is cash?

TV

27.1%
28.5%

1-10%

14%

20-29%

12.4%
16.6%

30-39%

8.3%

Radio

82.5%

Internet

18.6%

Direct mail

40-49%

20.2%

5

10

15

20
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Yellow pages

61.9%

50%+

0

32

36.2%
11-19%

25

30

0

20

40

60

80
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Mobile Offerings:
Mobile’s Role in Business

11. In which area do you get the best
return on investment?

13. Which of the following best describes
how work is completed at your company?

Mobile

TV

In shop
Most in
shop

6.9%
11.7%
Radio

11.6%

13.3%

67.3%

Internet

4.8%

Direct mail

42.6%

25.5%

Half shop,
half mobile

Most
mobile
0

10

20

>

Subscribe

Marketing:
Best ROI

16.3%

<

30

40

50

60

70

Marketing: Fleet Solicitation

Mobile Cost to Customers

12. Do you actively solicit fleet business?

14. If you offer a mobile service is it free for customers?

No

No
Yes

26.2%
40.9%
59.1%

73.8%
Yes

Economic and Business Challenges 15. What is your biggest business challenge? How are you handling it?
1. Third-party administrators
2. High fuel prices hurt business
3. Lack of technician training
4. Employee retention

www.agrrmag.com

5. Pricing pressure
in competitive market
6. Cash flow/capital
7. Government regulations

8. Paying for employee
health care
9. Fraudulent insurance claims
10. Cost of marketing
■
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Veer in the Headlights
Headlight Restoration Services Can Boost Profit
by Jenna Reed

D

IVERSIFICATION CAN TAKE ON MANY FORMS IN
the auto glass repair and replacement industry. A
company can add mirror restoration, leather
and/or vinyl repair, paint protection, paintless dent removal, remote starters or even window film to its repertoire.
Though the economy is in recovery, profits in auto glass
repair and replacement can be tight and seeking out new
methods to add to the bottom line can bear fruit.
One of the most successful forms of diversification is offering headlight repair/restoration to the mix. Auto glass
company officials report good results.

Denver, Colo.
The Denver metro area has a high concentration of
windshield replacement and repair companies. To make Alternative View of Denver, Colo., stand out, owner Ina
Machuca says the windshield repair company takes a different tactic. Machuca offers headlight restoration as a good
avenue to drive profits.
“We knew it was going to be a necessity for our customers,
so we began to introduce this three years ago, but it’s gotten
more popular within the last two years,” Machuca says.
Overall, she says this portion of business continues to grow.
“It has become almost one-third of our business, so it
helps our bottom line quite a bit,” Machuca says.
She has also considered adding headlight replacement
to the services Alternative View offers, but as of right now,
this remains on the back burner.
“When we do offer headlight replacement it will likely be
in the fall or early next year,”

Toledo, Ohio

34

For a family-owned auto glass business in Toledo, Ohio,
headlight repair traffic has been “touch and go,” but overall business is up, says Jim Donovan, co-owner of Sonic
Auto Glass.
“Business took off right from the get-go,” he says. “We
started the company in 2008. Everybody is saying how
tough it is right now, but we’ve grown 40 percent or more. If
you do bad work you won’t get a lot of business.”
His operation has three technicians, Donovan, his son
and daughter.
“We also replace windshield blades,” he notes. “But the
business for headlight repair and wipers is touch and go. A
guy recently came in with a brand-new Mercedes. He knew
someone who had been a customer a few years ago and
asked if I could work on his headlights. He wanted help
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“[Headlight restoration] has become almost one-third of
our business, so it helps our bottom line quite a bit.”
—Ina Machuca, Alternative View
right away, so we worked on his car.”
Donovan says offering more services can ultimately
mean more business.
Aside from auto glass, his company also works on boat
and RV glass.
“We’ll go out and do emergency seal-ups for no charge,”
he notes. “We’ll go out and take care of the broken car window, vacuum it up and wrap the opening until we can replace the glass. We get a lot of compliments and extra
business thrown our way because of this.”
Donovan says Sonic began advertising through the Yellow Pages, but he was not pleased with the results.
“The Yellow Pages barely break even,” he says. “The best
bet is Internet advertising. I took a break from this for two
months and went into TV, but barely broke even.”
He also tried some radio advertising, but said he came
out perhaps 20 percent ahead.
Ultimately, he said his team keeps experimenting to see
what service they could add next. They experiment on their
own cars before trying techniques on customers’ vehicles.

Henderson, Nev.
Alex Raphjens is the owner of a one-man operation in
Henderson, Nev., called Fix-A-Chip Auto Glass. His company
specializes in windshield repair and headlight restoration.
“I added headlight restoration two years ago,” he says.
“I’ve been in business five years.”
Raphjens sees headlight restoration as another way of
driving business.
“Headlight restoration has boosted our business,” Raphjens says. “I get a lot of calls for it.”
As for advertising, he primarily spends money online,
but also actively solicits fleet business.
“I offer a higher quality of repair,” he points out. “I don’t do
replacement, so I focus more on the quality of my repairs.”
He doesn’t foresee offering any additional services soon,
but keeps an open mind.

A Supplier Perspective

cial UV protection coat on their headlights and over time,
pressure washers can wear this coat down.
McDonald says his company has seen a growth in demand for the company’s headlight restoration system.
“I’m seeing growth in our customer base,” McDonald
says. “Interest in offering headlight restoration is growing.
It’s really grown over the last few years, especially as people
hold onto their vehicles longer.”
“With our system, we remove the haze and the yellowness
that headlights can get by sanding it off. We start with a 320grit sanding disc, using an orbital sander. You shouldn’t use
a drill because it will leave swirl marks,” McDonald says.
The technician then uses progressively finer grit discs
until the headlights are clear again, going from the 320-grit
to 600-grit to the 1,500-grit sanding disc and finally the
3,200 grit polishing disc. By this point, McDonald says the
headlights are almost like brand new.
This process can take anywhere from 20 to 45 minutes,
depending on the experience of the technician, according
to McDonald.
For the final step, the technician reapplies a UV protective
coat.
“We offer a water-soluble solution for the protective
coat,” McDonald says. “The technician just puts it on and
lets it dry. You’ve got to put the UV coating on. We can’t
guarantee how long the restoration will last as it depends
on environment, etc., but the headlights should look almost
brand new.”
McDonald says it’s very important that auto glass companies that are considering adding this service do research first.
“I’ve bought the offerings they’ve put on TV and it’s all
polish. It doesn’t work,” he points out. “The important thing
is making sure the UV protection coating is reapplied. You
don’t need any type of UV light to cure our protective coat.
It’s just like paint and dries. But it is clear and blocks ultraviolet, which is what ultimately protects the headlights.”
Offering this service can be very profitable for auto glass
companies, McDonald says. “The total cost per car for the
sanding discs and chemical is about $8. A company can do
the restoration in anywhere from 20 to 45 minutes and
charge about $50 to $60 for the process,” he says.

Sunlight can have a big impact on the deterioration of
headlights, according to Bruce McDonald, an account executive with Delta Kits. McDonald says he sees quite a few
headlights that need work in the South, citing sunlight as a
possible cause. However, headlights in the Northern cliAGRR™ magazine will be featuring other types of divermates seem to hold up better.
sification in future issues. What have you added that has
Pressure washers and industrial car washes can also have helped boost your profits? Please e-mail jreed@glass.com
an impact. Vehicles come off the assembly line with a spe- with your thoughts.
■
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Coming to America
b y J e n n a R e e d a n d Ta r a Ta f f e r a

A

Those owners sold it in 2007 to the Polish Enterprise
Fund VI, which is a part of Enterprise Investors Group. Enterprise Investors manages a group of Polish, Central and
Eastern European private equity and venture capital funds.
Fast-forward to today and NordGlass is the only Polandwide replacement and repair company in the country. It
boasts more than 120 locations.
Despite being a giant in the country when it comes to repair and replacement, Łajca stresses the company has no
plans to expand these services outside of Poland’s borders.
Maintaining its Roots
“We are only focusing on aftermarket. This is our core
This “small player” is nestled in a small picturesque town
of Koszalin, Poland, near the Baltic Sea. The town is more business,” he says. “To survive in this market we have to be,
rural in nature than perhaps expected for a company that in a way, better than the big guys. We’re not going to do any
fitting [installation] anywhere else besides Poland.
continues to expand its global footprint.
NordGlass employs approximately 1,000 people and
serves as a main employer in Koszalin. The plant is a cov- Big Growth Plans for the U.S.
eted place to work and ships glass to more than 100 differThe management team appears to have a big vision for
ent markets each day. In addition to the U.S., the company the future. The team ships auto glass worldwide, including
also has a solid foothold in the Czech Republic, Demark and to the U.S., and management doesn’t see demand for its
France, among others.
products lessening anytime soon.
It began small with the owners bringing windshields into
Though the company entered the U.S. market in 2011,
Poland from Germany.
management officially announced NordGlass’ presence
“The company was started in 1991 by two owners,”
says Łajca.
continued on page 38

FTER ENTERING THE U.S. MARKET IN 2011,
NordGlass’ management says the company’s presence in the country has only grown. Company CEO
Grzegorz Łajca forecasts strong market potential in the U.S.
thanks to his company’s focus on quality.
“We are re-educating the market on quality,” says Łajca. “We
think the U.S. is such a big market and so price-oriented … that
maybe there is a place for a small, quality player from Europe.”
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A NordGlass Timeline:
2013: NordGlass plans to build a new furnace for
buses at the Słupsk facility to double capacity
from 6,000 to 12,000. The company is also a
Platinum Sponsor for Auto Glass Week™ 2013 in
Tampa, Fla.
2012: NordGlass officially announces its grand
entrance to the U.S. market during Auto Glass
Week™ 2012. The company also expands in Europe with the launch of another warehouse in
France. NordGlass adds subsidiaries in Zielona
Góra and Lubin, Poland.
2011: NordGlass quietly enters the U.S. market
and the first shipment arrives. The company
launches regional warehouses in Warsaw and
Bytom, Poland. A second warehouse is added in
France and a warehouse is opened in Bratislava,
Slovakia. Toward the end of 2011, a glass bending furnace was installed in the Koszalin factory.
2010: NordGlass launches in France and opens another warehouse in Germany.
2009: PZU joins the group of insurance companies with which NordGlass cooperates. The company launches into the Czech Republic and
Denmark.
2008: The company launches in Germany.
2007: Polish Enterprise Fund VI from Enterprise
Investors group becomes the 100-percent owner
of NordGlass Group.
2006: The company builds a new production facility in Koszalin, Poland, and production of
tempered auto glass begins.
2005: NordGlass launches the production of surface heated car windows, as well as train windows, bullet-resistant glass and glass used in
the maritime shipping industry.
2004: The company launches bus window production.
2003: The plant in Słupsk is built.
2002: The company launches automobile windows with installed rain sensors. The first batch
of impact-resistant glass was also produced
this year.
2001: NordGlass produced its first batch of automobile windows with antennas placed between
two glass lites, along with the use of PET film
with reflective coating.
1997: The company introduced laminated car windows with a heating zone within the wiper area.
1996: Construction of the original Koszalin plant
was launched. This plant ultimately becomes a
company warehouse when a larger plant is built
in the same city in 2006. NordGlass also
launches the production of laminated automobile windows this year.

www.agrrmag.com

NordGlass’ plant in Słupsk focuses on large windshield
applications.

The second Koszalin plant was built in 2006.

Management sees the bus market as a big area of
potential growth.

NordGlass has plans to double capacity at the Słupsk plant.

Nordi, NordGlass’ mascot, is prominently displayed on
company trucks.
September/October 2013 AGRR
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Coming to America

contiuned from page 36

during Auto Glass Week™ 2012 in Louisville, Ky.
“Our market is to people who can take containers—to
wholesalers that can sell to distributors,” says Steve Skorupa, NordGlass president of North America.
“What we’re gaining now [in the U.S.] is word of mouth.
There are installers with brick and mortar locations who are
actually calling our distributors asking for NordGlass,” he says.

Testing includes:
•
•
•
•
•
•

A ball-drop test of 2260 grams
Light transmission testing
Resistance to high temperatures testing
An aileron test for compliance with ANSI
Optical distortion testing
Secondary image formation testing

Skorupa adds that although NordGlass is a new brand in
the U.S., people are starting to ask for it by name as they
like the fit and quality, a point that Adam Wachowicz, production director, stresses as well.
The company is working as quickly as it can to match the
growing demand with supply.
Currently, NordGlass offers 800 NAGS numbers in the
U.S. and plans to add 300 pieces this year. (Worldwide, the
company offers 4,000 NAGS numbers.)
“The increase in our [U.S.] market share will happen once
we offer more product [NAGS numbers],” Skorupa explains.
The glass fabricated for the U.S. market originates in the
plant and warehouse in Koszalin. From this warehouse, inventory is trucked to a port on the Baltic Sea and sent to a
port in New Jersey.
Once a U.S. wholesaler puts in an order, it generally takes
about nine to 12 weeks for the glass to arrive.
“Sometimes they [wholesalers] see it in six weeks,”
Skorupa says.
Wherever the glass is being shipped, management says
the company’s growth potential lies in distribution. As of
2012, 77 percent of the company’s sales are outside of the
country, while 23 percent occur in Poland, Łajca points out.
“We export mostly to Europe, including the Czech Republic, Demark and France,” he says. “Currently, NordGlass
windshields are installed in almost every European country.”

Dual Plants Focused
on Latest Technology

The Koszalin plant specializes in fabricating automobile
windshields and sidelites for the aftermarket. The facility
can produce more than one million windshields a year.
“About 89 percent of our business is passenger cars,” says
Łajca. This glass meets strict European specifications, he adds.
“Here we are working 24 hours, seven days a week,” says
AGRR™ Magazine Editors
Wachowicz. “… Almost every 15 minutes we do
Go on Location to Poland
In June, AGRR™ magazine editors traveled overseas to Poland changeovers [working on a new windshield.]”
He describes the facility in Koszalin as a “carousel.” Beto see NordGlass’ facilities up close and interview executives.
To view the video, visit http://www.glassbytes.com/
cause the plant supplies so many different aftermarket
windshields, the machines constantly are being shifted to
newsJuneNewscastGoesonLocation20130618.
account for these needs.
“Our production and sales capacity has been enhanced
significantly by a successful investment in an extension of
the Koszalin plant,” Łajca says. “As a result of this investment project, our production capacity has increased by 25
percent. It is now possible to manufacture large-dimension,
complex-shape and deep bend products—a service that
was not previously available to our clients.”
Management’s focus on meeting demand was evident as
they discussed the company’s future.
To help meet the goal of ramping up production, a highefficiency cutting and screen printing line and automatic
autoclave were installed toward the end of 2011. A glass
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bending furnace was also installed in the Koszalin factory.
Wachowicz says the new furnace can build just about any
windshield the industry can dream up.
“It’s the biggest in the industry at the moment,” he says.
“In short, we can do any glass that is needed.”
He goes on to note that the company invests in the highest technology machines possible.
“We produce on lines developed by leaders in the glass
industry,” he adds. “We [supply] 1,800 models so each day
we pack more than 150 models.
“We have a high warehouse capacity and need to produce a lot,” Wachowicz explains.
He describes the company’s production as “small
batches of up to a few hundred,” adding that each furnace
is set for a specific model.
Though the company just expanded capacity at the
Koszalin plant, this facility was only built in 2006. And it is
the third plant NordGlass has built from scratch.
The first facility in the town was turned into a warehouse for distribution purposes after the new plant was
built across town in 2006 to better serve market demand. In
addition to serving as a warehouse, the original plant now
also plays a role as a repair and replacement location.
The warehouse runs in two shifts, 16 hours a day. It has
approximately 45 days of inventory on hand to supply its
distribution network, says Wachowicz.
“We are supplying the whole world so we need to forecast the demand and supply needed,” he notes. “There are
about 130,000 pieces in inventory.”
Meanwhile, the company’s plant in Słupsk, which is
about an hour away, is approximately 10,000 square meters and focuses on the larger glass made for bullet trains,
buses, trolleys, armored vehicles and other large windshield applications. This plant was built in 2003.
“In Słupsk, we have capacity for more than 200,000
windshields,” says Wachowicz. “We ship directly from here
to OEM producers. And we will build a new furnace for
buses here that will double capacity from 6,000 to 12,000.
We are organized for OE production and aftermarket. You
need dedicated lines for OE.”
Skorupa pointed out that the bus market has big growth
potential for the company.
NordGlass also has a division focused on research and
development in an effort to stay ahead of the curve.
“We work with the bus and train producers to see what
they need,” says Wachowicz. “We work to develop windshields for them. We put together two, three or four glasses
to create a thick glass windshield for the faster trains. R&D
develops its own furnaces for the company.”
Skorupa points out that about 20 percent of production
in both plants is scanned for distortion and quality checked.
The company has two quality departments—one for each
plant, according to Wachowicz. The production director over-
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CEO Grzegorz Łajca

The Insurance Interface in Poland:

Insurance plays a big role in the U.S. auto replacement and
repair market, this is not the case in Poland. Given its large repair and replacement network inside the country, the CEO says
the company almost serves as a third-party administrator;
however, he says insurance coverage for auto glass is more
minimal than it is in the U.S. (Safelite and the company’s parent, Belron, are not present in Poland.)
“They [Belron and others] have tried to penetrate the market,” Łajca says. “The best have tried but are not working here.”
Though auto glass coverage is not as prevalent, the company
cooperates with many of the 50 insurers to ensure service for
those customers who do have this policy addition. Łajca explains price is a big factor for insurers, much like it is in the U.S.
“In Poland, I would say [insurance] coverage is about 10 to 15
percent,” he explains. “So in such conditions you have to really
work for the cash customer. The market here is very fragmented.”
Though insurers do take up a slice of business, which can impact pricing, Łajca says the company is in business to make a profit.
“We can sell at higher prices [in Poland],” he points out. “It
doesn’t cost less in China than Poland to make a windshield.
The government subsidizes it to make the companies profitable.
We manufacture windshields [in Poland] to make a profit.”
As for the issue of steering, Łajca says Poland does not have
the same challenge with third-party administrators as what reportedly occurs in the U.S.
sees quality and says he spends most of his time in Koszalin,
but tries to travel to the Słupsk facility at least twice a week.

Setting Records

The company has been growing steadily since 1996.
Łajca says, “2012 was a record year.”
And as of June 1, 2013, the company’s sales are 20 percent higher than last year.
“We are on a very good path to reach our forecasted
numbers or pass them,” he adds.
“The reason we are growing is because we listen to our
customers,” Łajca says. “We are not arrogant. We are not
magicians, but we do listen to our customers.”
■
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™
NordGlass

Sun and Education Shine at
AUTO GLASS WEEK 2013
Come to Learn, Network with the Best

A

uto Glass Week 2013 is a must attend for its Auto Glass Technician and Repair Competitions
as well as strong keynoters, educational seminars and an exhibit hall featuring top suppliers, according to past
attendees.
“If you wish to be the leader of auto
glass in your market, you need to attend Auto Glass Week,” says Gerald
“Dr. Chip” Zwart. “Be informed and
get educated.”
Zwart is president of Inwood, Iowabased Clearview Windshields and says he
only missed attending Auto Glass Week

40

perhaps twice over the last 20 years.
“I would say the seminars and visiting with my many friends I have made
through the years is one of the top attractions,” he adds.
Meanwhile, Jon Anderson of Dakotaland Autoglass in Sioux Falls, South
Dakota, also says the networking available at this event is a key attraction.
“I’m a wholesaler primarily and
I’m going to meet up with a lot of the
representatives I work with from
other companies that I buy from,” he
says. “It’s a good chance to meet all
of my suppliers at once place and

AGRR September/October 2013

one time.”
The event will feature special appearances by World Trade Center Survivor Chief Richard Picciotto and
famed NASCAR driver Greg Biffle. Also
don’t miss Jim Abbott, professional
baseball player and motivational
speaker. Auto Glass Week will be held
September 18-20 at the Tampa Convention Center in Tampa, Fla.
For top things to do while in Florida,
a finalized agenda, as well as insight
into exhibitors and a floor plan, please
look on the following pages and visit us
at www.autoglassweek.com.
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Auto Glass Week™ Schedule at a Glance
For updated info visit www.autoglassweek.com. Schedule is subject to change.
TUESDAY, SEPT. 17
12:00 p.m. - 5:00 p.m.
Registration open at hotel
12:00 p.m. - 5:00 p.m.
Vendor Move-In
1:00 p.m. - 3:00 p.m.
National Windshield Repair
Association Committee Meeting
1:00 p.m. - 3:00 p.m.
AGSC Board of Directors Meeting
1:00 p.m. - 3:00 p.m.
IGA Board of Directors Meeting
3:00 p.m. - 5:00 p.m.
NWRA Board of Directors Meeting
3:00 p.m. - 5:00 p.m.
AGSC Education Committee Meeting

WEDNESDAY, SEPT. 18
8:00 a.m. - 11:30 a.m.
Registration open at hotel
8:00 a.m. - 10:00 a.m.
AGSC Marketing Committee Meeting
8:00 a.m. - 10:00 a.m.
ROLAGS Standards Committee Meeting
8:00 a.m. - 10:00 a.m.
IGA Committee Meetings
8:00 a.m. - 1:00 p.m.
Vendor Move-In
10:00 a.m. - 11:00 a.m.
WRO Contestant Meeting & Testing
10:00 a.m. - 12:00 p.m.
AGSC Standards Committee Meeting
11:30 a.m. - 1:00 p.m.
Lunch - Registration Closed

42

1:00 p.m. - 7:00 p.m.
Registration Open at the Convention Center
2:00 p.m. - 2:30 p.m.
Welcome Session & Industry Awards
Presentation
2:30 p.m. - 4:00 p.m.
ADAPT: Overcoming Adversity by
Jim Abbott (joint session)
4:00 p.m. - 7:00 p.m.
Exhibition/Extravaganza
4:45 p.m. - 6:00 p.m.
Greg Biffle Meet & Greet
5:00 p.m. - 7:00 p.m.
Welcoming Cocktail Party on Floor
5:10 p.m. - 5:55 p.m.
Windshield Repair Olympics Heat 1
6:10 p.m. - 6:55 p.m.
Windshield Repair Olympics Heat 2
THURSDAY, SEPT. 19
7:00 a.m. - 12:00 p.m.
Registration open at hotel
7:30 a.m. - 7:45 a.m.
Announce WRO Finalists
8:00 a.m. - 9:30 a.m.
Quality and Safety Issues in the AGRR
Industry/Industry Update
9:45 a.m. - 11:00 a.m.
Who are These Net Promoters and How
Do I Keep Them from Destroying
My Business?
10:00 a.m. - 12:00 p.m.
AGTO Contestant Meeting
11:00 a.m. - 12:15 p.m.
Last Man Down: A Survival Story by
FDNY Chief Richard Picciotto
12:00 p.m. - 1:00 p.m.
Registration Closed for Lunch
12:15 p.m. - 1:30 p.m.
Brown Bag Lunch: Panning for Gold
1:00 p.m. - 7:00 p.m.
Registration Open at the Convention Center
1:30 p.m. - 3:00 p.m.
Legal and Legislative Issues in the Auto
Glass Industry
3:00 p.m. - 7:00 p.m.
Exhibition/Extravaganza
3:40 p.m. - 4:40 p.m.
Windshield Repair Olympics Finals
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3:50 p.m. - 5:05 p.m.
Auto Glass Technician Olympics Heat 1
5:00 p.m. - 7:00 p.m.
Cocktail Party on the floor
5:00 p.m. - 7:00 p.m
AGSC Silent Charity Auction
5:25 p.m. - 6:40 p.m.
Auto Glass Technician Olympics Heat 2
FRIDAY, SEPT. 20
7:00 a.m. - 2:00 p.m.
Registration Open at Convention Center
7:30 a.m. - 7:45 a.m.
Announce Finalists for all competitions
8:00 a.m. - 9:00 a.m.
(Concurrent) What is Wrong with Us?
What’s Coming? The Future of the Insurance-Auto Glass Interface
8:00 a.m. - 10:00 a.m.
(Concurrent) Technician Certification
Training
9:00 a.m. - 10:00 a.m.
How to Use a Small Budget to
Market Like a Big Budget
10:00 a.m. - 2:00 p.m.
Exhibition/Extravaganza
10:20 a.m. - 12:20 p.m.
Auto Glass Technician Olympics Finals
2:00 p.m. - 3:30 p.m.
(Concurrent) Technician
Certification Testing
2:00 p.m. - 3:30 p.m.
Insurance Update
3:30 p.m. - 5:00 p.m.
Anti-Steering Strategies
5:00 p.m. - 7:00 p.m.
Gala Awards Reception and Ceremony
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Who to Visit at Auto Glass Week?
PLATINUM/REPAIR

Equalizer Industries—
Booth 900

Dow Automotive Systems—
Booth 314

GlasWeld—Booth 800

Stop by Equalizer’s booth #900 at
Auto Glass Week 2013 in Tampa to
speak with representatives about the
latest innovative products brought to
market. Learn the advantages of using
Equalizer’s revolutionary tools that
can help auto glass technicians on
past, present and future vehicles.
In addition to live product
demonstrations and tool exhibits,
the company will have information
available on Auto Glass University>Powered by Equalizer. This
training program delivers unbiased,
up-to-date training for the auto glass
industry. Equalizer will also be announcing the second recipient of the
Ray Asbery Auto Glass Technician
Scholarship for the upcoming October class.
❙❙➤ www.equalizer.com

Dow Automotive Systems offers a
broad range of innovative, technicianfriendly and price-competitive advanced
glass replacement and adhesive technologies, including Betaseal, Betaprime
and Betaclean. It offers its customers
customized product, training and support solutions that ensure the safest and
fastest possible installation.
❙❙➤ www.dowarg.com

At Auto Glass Week, GlasWeld will
introduce the LED powered ProCur2
curing lamp, which offers a much
broader range of application and extremely longer life span and durability.
GlasWeld will also introduce the
wipe-on version of its Gclear OEM
quality headlight coating which is designed to provide an easier, more economical and ecologically safe
application as opposed to aerosol.
❙❙➤ www.glasweld.com

PLATINUM/REPLACEMENT
NordGlass—Booth 200
NordGlass provides glass for more
than 1,500 popular vehicles in Europe
and North America. It processes orders
for car glass in both mass production
and very short series for niche or prototype models. With the latest technological solutions, NordGlass products meet
the stringent requirements of the original equipment manufacturing (OEM).
The company will have several examples showing its technological capabilities at Auto Glass Week 2013.
These products are designed to show
the company’s dedication to quality
and ability to respond to aftermarket
needs.
❙❙➤ www.nordglass.pl/en/

GOLD SPONSORS
AGC Automotive
Americas—Booth 600
AGC Automotive solutions provides
the extraordinary quality, value-added
performance, and product consistency
demanded by the top automakers.
Headquartered in Alpharetta, Ga., AGC
is one of the largest manufacturers of
glass and glass-related products in
North America, and part of Japanbased Asahi Glass Co.
❙❙➤ www.us.agc.com

www.agrrmag.com

Mygrant Glass Co.—
Booth 320

Mygrant Glass is a wholesale automotive glass distributor. The company
was founded in 1926 as a retail shop by
Harry Mygrant, grandfather of Mike
Mygrant who serves as general manager today. The company now has
more than 50 locations throughout the
U.S. Most recently it acquired the assets of Bartelstone Glass Distributors
and Wholesale Glass Distributors
Pittsburgh Glass Works—
(WGD), marking Mygrant’s entry into
Booth 700
Pittsburgh Glass Works (PGW) man- the New York and New Jersey markets
ufactures and distributes the highest with four new locations.
quality automotive glass to both the ❙❙➤ www.mygrantglass.com
OEMs and aftermarket customers
around the world, including the most Xinyi Auto Glass—Booth 221
advanced water repellant, Aquapel and
XYG is a fully-integrated glass manother advanced sundries. LYNX Serv- ufacturer specializing in the producices and GTS POS software are also in tion of a wide range of quality glass
the PGW Group.
products. From float glass to automo❙❙➤ www.pgwglass.com
tive glass, construction glass and solar
glass–XYG is a globally-recognized
glass manufacturer.
SILVER SPONSORS
❙❙➤ www.xinyiglass.ca

Carlex—Booth 113
Carlex is an original equipment
manufacturer and aftermarket distributor of top performance quality automotive glass. Maintaining the
performance, fit and finish of the auto
glass can be provided by using the original brands Carlex, Carlite and SoundScreen … “because the name on the
glass matters.”
❙❙➤ www.carlex.com

BRONZE SPONSORS
Creative Extruded
Products—Booth 308
Creative Extruded, a U.S. manufacturer of automotive mouldings for both
the aftermarket and OE, is the producer
of FlexiTrim universal mouldings and
RightTrim vehicle specific mouldings.
continued on page 44
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Sika
continued from page 43

AEGIS

The company will show both lines at
Auto Glass Week in Tampa, Fla.
FlexiTrim universal mouldings are
offered with 12 different styles, including three new ones.
Visitors to the company’s booth can
pick up the latest wall chart and sample key chain as well as for more detailed information regarding FlexiTrim.
Creative’s RightTrim vehicle specific
moulding line now includes more than
550 part numbers.
❙❙➤ www.creativeextruded.com

Guardian—Booth 216
Guardian utilizes its OEM manufacturing presence, distribution services
and comprehensive claims management solutions to deliver superior
value to its customers. When an auto
glass retailer needs high quality aftermarket glass, call Guardian, a leader in
specialty glass services.
❙❙➤ www.guardiandistribution.com

Pilkington—Booth 227
Pilkington is the best in glass! Its premium EZ-KOOL glass blocks up to three
times more UV and Infrared light and reduces UV radiation entering a car by 230
percent compared to generic auto glass,
offering superior quality and a host of
up-selling opportunities.
❙❙➤ www.pilkingtonclearadvantage.com

Sika—Booth 300
To learn more about Sika Corp.’s Spanish product sheets, the launch of its social
media platforms or its new product finder
Apple application, stop by booth #300.
The company recently announced
that both English and Spanish versions
of its product data sheets are now
available on Sika’s website.
Sika also unveiled its presence on
Facebook, LinkedIn and YouTube to
engage with customers and prospective customers.
And with more technicians than
ever before using smartphones, the
company has released a Sika product
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Kristy Barrows

Gold Glass Group

finder application, which is now avail- Bostik—Booth 217
able in the Apple Store. The app is deBostik is a global leader in the design
signed for iPhones and iPads.
and manufacture of technologically advanced adhesives and sealants. The com❙❙➤ www.sikausa.com
pany collaborates with its customers to
provide high-performance solutions,
COPPER SPONSORS
creating stronger bonds for a better life.
❙❙➤ www.bostik-us.com
AEGIS Tools

International—Booth 209
AEGIS Tools International of Madison, Wis., will present its new Adjust-ALite windshield setting tool kit during
Auto Glass Week. The new kit is versatile and multi-functional and can help
with setting, adjusting and holding
windshields in place, even when setting stops are not present.
With more than 30 years of experience, AEGIS Tools International is an
industry leader in designing windshield repair systems and auto glass replacement tools, and in supplying
top-quality auto glass replacement and
repair products to professionals in
more than 50 countries throughout the
world. The company focuses on designing tools that promote safety and
efficiency for the technician, and safe
installations for consumers.
❙❙➤ www.aegistoolscom.

Amorginos & Barrows
P.A.—Booth 119
Amorignos & Barrows, P.A. is proud
to be a sponsor of Auto Glass Week!
With a combined 12 years of experience focused on the representation of
auto glass repair facilities, partners Kristy
Barrows and Sean Amorginos will be on
hand to listen to industry concerns and
discuss the legal options available to independent auto glass retailers who
choose to take back control of their businesses from third-party administrators
and insurers. The firm knows that each
glass shop is uniquely positioned, and
looks forward to discussing how it can
help tailor a process that will present new
opportunities for freedom in the future.
❙❙➤ www.glassattorneys.com
(coming soon)
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Diatech—Booth 210
Diatech supplies carbide bits for
windshield repair and Philips HeartStart Defibrillator.
❙❙➤ www.diatechusa.com

GGG Gold Glass Group—
Booth 213
After 25 years in the industry, Gold
Glass Group (GGG) supplies more
than 2,000 different products for the
automotive glazing industry. The
company will be exhibiting its new
Sensor Repair Finder, a tool it says is
great for both technicians and CSRs.
It outlines the uses for the company’s
Sensor Tack Products and Sensor Tack
Ready pads.
Another addition to the GGG line is
the company’s new range of products
designed to fix damaged cowls, which
includes part-specific products such
as out inserts for the Ford F150 cowl,
as well as universal cowl products.
Representatives from the company
will have its universal mouldings wall
charts and sample boards available as
well as product samples of the company’s wiper blade line, tapes, foam
core butyl and more.
❙❙➤ www.gggcorp.com

Hale, Hale and Jacobson—
Booth 336
Hale, Hale and Jacobson offer experienced legal representation for independent glass repair and replacement
companies to litigate short-pay and
no-pay insurance submissions. Services include counsel for all statutory
and regulatory compliance issues.
❙❙➤ www.halelawfl.com
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Mainstreet

Marcy Adhesives

Mainstreet Computers—
Booth 304

Contents

Search

Personna

Zoom Fit

Archives

UltraWiz

first. The see-through cover reveals the
number of blades remaining in the dispenser and secures the used blade
storage. No more need to unwrap each
blade thereby reducing cuts and nicks
and creating an overall safer, greener
product.
This innovative dispenser is offered in
a variety of blade configurations including carbon and stainless steel with multiple backing and thickness variations.
❙❙➤ www.personnablades.com
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Burco Inc.

Auto Glass Search—309

Marcy introduces Pro-Grade Universal Mouldings, which it says is the only
universal that can fit a 90-degree windshield corner without notching. Using
the best materials available, Marcy
Mouldings balance flexibility with durability to produce an outstanding user experience with exceptional results.They’re
easy to apply to edges, curves and corners and won’t pop-off or curl-in during
setting. The inside of the Pro-Grade cavity is coated with a special butyl adhesive
that bonds and seals to uneven glass
edges, but won’t stick to fingers or stringout when re-seated.
Marcy’s trusted brands such as Window Guard, Tip Tape, Marcy Seal, 24Hour tape and many others are used
around the globe by thousands of technicians and automotive glass factories.
❙❙➤ www.marcyadhesives.com

AutoGlassSearch.com, a New Yorkbased advertising platform, provides independent auto glass professionals with
all the tools they need to even the competitive playing field and win new business from customers looking for service
in their local area. The company was
founded several years ago to address one
of the chief challenges faced in the auto
glass industry: How does a customer in
need of a glass technician find a reputable professional?
AutoGlassSearch.com works with
Yih-Tair Industrial—
top online publishers and Internet diBooth 324
Yih-Tair Ind Inc./Flexline can be the rectories. Installers can create a deNo. 1 source for all IS0-900 high quality tailed profile of their shop for the site.
auto glass mouldings. The company ❙❙➤ www.autoglasssearch.com
says it offers the best in domestic, foreign and universal mouldings. It man- Burco Inc.—Booth 206
ufacturers its own products and
Burco Inc., supplier of mirror glass and
distributes nationwide.
related products to the auto parts and
❙❙➤ www.flexline.com
auto glass replacement markets, has
served the glass industry for more than 30
years and is now the manufacturer of Redi
COBALT SPONSORS
Cuts sideview mirror glass-only replacements, Redi Rack windshield carriers and
A.N. Designs/UltraWiz—
Window Glo professional glass cleaner.
Booth 211
Burco products are made at the comA.N. Designs/UltraWiz, manufacturing auto glass removal tools for pany’s manufacturing and warehousing
more than 25 years, is sponsoring Auto facility in Grand Rapids, Mich., and are
Glass Week again this year and will be available through a network of retailers
displaying the company’s full line of and distributors worldwide.
❙❙➤ www.burcoinc.com
auto glass removal hand tools.
Ranging from the original 1000 series blades and Ultrathin 5000 series Coach Glass—Booth 204
blades to the popular 51C0 series paint
Coach Glass is the industry’s leader
protection blades, a variety of blades for replacement windshield and
will be displayed, including those for sidelites for specialty vehicles with disspecial applications, such as the re- tribution centers in Arizona, Florida,
verse bend blades, longer interior Indiana and Oregon.
❙❙➤ www.coachglass.com
blades and offset blades.
❙❙➤ www.ultrawiztools.com

Personna—Booth 223

ACI—Booth 111

Personna’s patented Single Edge
Safety Dispenser is the perfect solution
for all glass processing needs. The dispenser houses 100 single-edge blades
and features a push button which
safely releases each blade back-side

ACI offers complete line of exact fit,
OEM equipment, power window motors, regulators and assemblies. All
products are new and nothing is remanufactured.
❙❙➤ www.aciauto.com

Mainstreet Computers Inc. recently
launched the Glas-Avenue Mobile App,
which it says simplifies activity between
techs and the office, putting more information at a technician’s fingertips. Techs
no longer have to fumble through piles of
customer papers, as each scheduled job
is laid out in a color-coded format and all
information related to each job is found
within the app. The app allows the office
to monitor the techs’ daily progress and
assign new incoming jobs
The features included give techs the
ability to map routes, change job status,
clock time on jobs, view parts and vendor information, edit vehicle info, attach
pictures, post payments and more.
❙❙➤ www.mainstreetcomp.com

Marcy Adhesives—Booth 222

Delta Kits—Booth 215

www.agrrmag.com

Delta Kits, supplier of windshield repair and headlight restoration equipment and supplies, will be exhibiting
its tools and systems at Auto Glass
Week in Tampa, Fla.
continued on page 46
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Delta Kits

eDirectGlass

Among the wares the company will
showcase are the headlight restoration
coating and the Infinity 4.1, available in
the ClearPro and ClearPro Plus systems.
Advantages of Infinity 4.1 are fast
dry times and a durable finish, which
the company says increase productivity and provide efficiency when a customer needs the car returned quickly.
Delta Kits Windshield Repair Systems
such as the innovative EZ-200S MiniMobile System, a wearable tool belt system—the only in the industry, according
to the company—will also be on display.
The EZ- 200S features the lightweight
and compact B150 Bridge.
❙❙➤ www.deltakits.com

floor at the following times:
—Wednesday, September 18 from
4:00 p.m. to 7:00 p.m.
—Thursday, September 19 from
3:00 p.m. to 7:00 p.m.
—Friday, September 20 from 10:00
a.m. to 2:00 p.m.
Glass Doctor is the largest fully franchised residential, business and autoglass franchise company in North
America with 180 locations and combines all the benefits of a local business
with the strength of a 50-year-old national brand name.
❙❙➤ www.glassdoctorfranchise.com
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Glass Doctor
vide an OEM-style satin finish.
One of the features about these two
profiles is the special alignment lip, which
the company says makes the mouldings
easy to install on the glass edge without
creating any unnecessary waste.
❙❙➤ www.prp.com

Quest Software—Booth 328
Quest offers point-of-sale software.
It is a Michigan-based technology, software and service company that offers
innovative solutions, streamlined technologies and unique one-on-one service to clients from coast-to-coast.
❙❙➤ www.questsoftware.com

Glass Mechanix—Booth 121

Glass Mechanix provides hardware, Rolladeck Industries Inc.—
resins, training and EDI processing so- Booth 334
DINITROL glass bonding systems lutions for windshield repair.
Rolladeck Industries Inc. will be preoffer the AGR industry OEM-approved ❙❙➤ www.glassmechanix.com
senting its Rolladeck windshield setting
products to ensure only the highest
system at Auto Glass Week. The system
standards of quality and safety.
provides a solid platform which works
Meritool—Booth 202
❙❙➤ www.dinitrol.com
Meritool returns for a third year as a much like a “stop” or “setting block” that
sponsor of the Auto Glass Week in suspends the windshield above the ureTampa, Fla. In its first year as a spon- thane in order for the user to easily glide
eDirectGlass—Booth 125
eDirectGlass, a worldwide leading sor, Meritool launched the PowerPush the windshield over the opening and preprovider of Internet-based AGRR enter- cordless dispenser for auto glass ure- cisely place it into the urethane bed.
The deck plate incorporates the
prise resource management, point-of- thane. At this year’s Auto Glass Week
sale and mobile related technologies for event, the company will feature its car- patent-pending cross link roller design
auto retailers, will be providing hands- tridge kit, sausage kit and new which provides a secure rolling chanon demonstrations to all Auto Glass “Combo” kit. This kit allows the user to nel for the windshield to travel in. The
quickly change from sausage to car- rollers are made from high-quality
Week attendees.
The company offers market-leading tridge and back again with using the sealed ball bearings insulated with
capabilities such as call center integra- Quick Connect system.
closed end rubber wheels.
This year, Meritool also has antion, free electronic data interchange
Using the windshield wiper post as
(EDI) for network invoices, document nounced its move to a new manufactur- a mounting point, the Rolladeck atand image management, real-time ing facility which nearly doubles their taches to the vehicle and is ready to use
supplier connectivity, integrated web previous manufacturing footprint.
within seconds. This not only provides
pricing and scheduling, virtual inspec- ❙❙➤ www.meritool.com
a way to correctly place the new windshield, but also provides the means to
tion and more. All these services come
easily lift out the old windshield.
with the ability to work from anywhere Precision Replacement
at any time with little to no associated Parts—Booth 330
❙❙➤ www.rolladeck.net
IT maintenance or costs.
Precision Replacement Parts will inStop by the eDirectGlass booth.
troduce its two newest universal Shenzhen Benson
❙❙➤ www.edirectglass.com
mouldings during Auto Glass Week Automobile Glass—
2013 in Tampa, Fla. The new underside Booth 302
universal mouldings are made in the
Glass Doctor—Booth 212
Shenzhen Benson Automobile Glass
Brandy McFarland, a franchise de- U.S. using the company’s propriety Co. Ltd. is an auto glass manufacturer
veloper from Glass Doctor, will be lo- custom compound, which is said to re- that manufactures windshields, temcated at booth #212 on the exhibition main flexible in all climates and pro- pered sidelites and backlites. It exports

DINOL—Booth 208
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Meritool
to more than 70 countries.
It is at booth #302 of the Auto Glass
Week 2013. The company will display
auto glass products, including a windshield that features acoustic interlayer
PVB, which enhances sound insulation
properties. It will also feature a backlite
that has an encapsulated moulding,
which is an injection moulding around
the perimeter of the glass.
❙❙➤ www.bensonautomobileglass.com
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WRD Glass Tools will bring display
its WRD Spider 001S Kit and WRD Spider-Line, tools the company describes
as designed for safe and efficient auto
glass panel and auto body component
removal.
❙❙➤ www.wrdglasstools.com
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used and powerful website in the in- the industries that it is involved with.
dustry today.
Since the glass industry is the com❙❙➤ www.agrrmag.com and
pany’s long-term focus, its level of ac❙❙➤ www.glassbytes.com
countability
and
responsibility
remains high.
❙❙➤ www.key-com.com.
Auto Glass Safety

Council™—Booth 103

Independent Glass
Sunroof Express—Booth 214 Association—Booth 117

WRD Glass Tools—Booth 326

–

WRD Glass Tools

Precision Replacement Parts

The Auto Glass Safety Council™ is a
not-for-profit organization dedicated to
the safe replacement of auto glass. The
AGRSS Standard addresses procedures,
education and product performance.
The AGSC also owns and manages the
Shat R Proof—Booth 225
Shat R Proof offers a wide variety of Auto Glass Technician Certification Proauto glass adhesives, cleaners and as- gram and the Auto Glass Safety Council
sociated items. TCG International Registered Member Program.
❙❙➤ www.agsc.org
owns Novus Inc. and Shat R Proof.
❙❙➤ www.shatrproof.com

Sunroof Express is a leading supplier of new and remanufactured replacement sunroofs, T-tops, and roof
panel glass (1970s to the current model
year) with same or next day shipment.
❙❙➤ www.sunroofexpress.com

+

The IGA was incorporated as a notfor-profit trade association in 1995
and was formed to help independent
glass dealers (automotive and architectural) compete with the national
chains (networks). The IGA is managed by a paid staff and volunteer directors. Since all of the directors own
or manage independent glass shops,
IGA is painfully aware of the problems
members are facing.
The IGA also provides programs and
services that will ensure the success of
independent glass dealers nationwide
so that the business can be passed
down to many generations to come.
❙❙➤ www.iga.org

National Glass
Association—Booth 332
Founded in 1948, the National Glass
Association is the largest and most influential trade association serving the
architectural glass, automotive glass,
and window and door industries.
The NGA provides cutting-edge education and training programs that upgrade technical skills, improve
management practices and enhance
quality workmanship. From state-ofthe-art online training offered through
MyGlassClass.com to professional development programs like the Glass
Management Institute, the NGA is the
industry’s preferred training resource.
❙❙➤ www.glass.org

National Windshield Repair
Association—Booth 105
The National Windshield Repair Association is a trade association representing companies and individuals
that repair glass as a first option. It
provides service, information, an outstanding certification program and
consumer education. It is a member of
the Global Glass Conservation Alliance
(GGCA).
❙❙➤ www.nwrassng.org
■

AGRR™Magazine/
Key Communications Inc.—
glassBYTEs.com—Booth 101 Booth 101
AGRR™ magazine is the most exciting, lively source of unbiased and accurate information about the auto
glass business in the world. Since its inception, AGRR has become indispensable to its subscribers.
glassBYTEs.com offers a variety of
opportunities for special online merchandising. Ask anyone in the auto
glass industry and they’ll tell you that
glassBYTEs.com is the most widely

www.agrrmag.com

Key Communications Inc. was
formed in 1993 to provide high quality
educational, marketing, management
and information services to the glass,
metal and related industries. Key Communications publishes AGRR™ magazine/glassBYTEs.com, as well as Auto
Glass Journal, which offers installation
tips and techniques.
What makes Key Communications
unique is the company’s knowledge of
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Do the Two-Step on a Hot Windshield
by Rich Campfield

W

HEN REPAIRING A CRACK
you always want to terminate the crack into a
tapped bull’s-eye. If the crack goes
past the bull’s-eye during repair then
you must go back and do it again
after it cures. If you do not do this,
you are left only with the chemical
bond of the resin to prevent the
crack from spreading. When the
crack is terminated into a tapped
bull’s-eye, you have both a mechanical stop and a chemical stop.

©2013 Sika Corporation. All rights reserved.

When you drill the point of an edge
crack on a hot windshield in the hot
summer months, the crack might jump
past the bull’s-eye when you go to tap
your bull’s-eye. Or the crack might
travel past the bull’s-eye when you repair because the glass is hot, so here is
when procrastinating can pay off.
Most repair techs like to start a long
crack repair at the point and work toward
the edge. With the two-step method, you
work from the edge to the point.
It is best to do long cracks inside so

>

you can cool the glass and prevent any
premature curing of the resin by the
sunlight. If you are working via a mobile unit, get the vehicle in the shade
and open the windows. This will cool
the glass to the ambient temperature
in the shade within a few minutes. You
must block the sun from the windshield completely and be careful that
the sun’s rays do not bounce off the
hood on to the windshield.
Start the repair by placing a crack
opener a few inches from the point,
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Always terminate the crack into a tapped bull’s eye.
but do not put the pressure bolt to the
glass yet. Prepare your tools with
edge-crack resin and medium-crack
resin. Place the sliding crack repair
tool in the middle of the crack then
slowly turn the bolt of the crack
opener near the point to the glass and
apply slight pressure. Now go to the
edge, and injector-slide edge crack
resin going toward the middle until it
stops. Then pick up with the medium
crack resin and slide toward the point
until it gets less than a half-inch from

the point. Stop clean with the resin in
the crack at a 90-degree angle in the
crack (Note: This is easily done with
proper crack resin).
If the resin does not stop clean and
at a 90-degree angle it will leave a spot
(cosmetic blemish). Remove the crack
opener and cure. After curing, the
crack has been bonded and pulled together so you can now drill and tap
your bull’s-eye without it jumping past
the bull’s-eye. You now have less than

a half inch to repair the same way you
repair a stone-break. Drill the point,
tap your bull’s-eye, mount your tool
and do the remaining inch or less just
like a stone-break. As always cure
under pressure to prevent a void in the
bull’s-eye. You can see a video of this
method on Youtube.
■
Richard Campfield is the National Windshield Repair Association president, as
well as the founder and president of Ultra
Bond Inc. in Grand Junction, Colo.

◗

Made in America.
Used in America.
Widest range of Auto Glass Replacement
Adhesive in the market. Over 100 years of
continuous product innovation. Fully AGRSS®
compliant systems. Unparalleled customer
support and service to the field. And yes,
products made in America, and also used
by OEM’s. Make the right choice.

Stick with the leader.
For more information call
800.688.7452 or visit us online
at www.sikausa.com.

Follow us on

Bronze Sponsor of Auto Glass Week™ 2013
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LEGAL NEWS

Safelite Settles Overtime Pay Case Filed
by Former Employee for $1.1 Million

A

SETTLEMENT HAS BEEN
reached in a class action suit
filed against Safelite Auto Glass
stemmed from allegations related to
overtime pay by a former employee repair technician. According to court
documents, Safelite has agreed to pay a
total sum of $1,097,000 to be distributed among class members, as the result of a mediation session in the case.
The settlement is pending court approval in the U.S. District Court for the
Northern District of California.
According to court documents, the
settlement class “means all persons
employed in California by [Safelite] as
a windshield repair specialist or replacement technician between November 14, 2007, and June 3, 2013.”
The proposed settlement agreement
notes that Safelite “has asserted defenses
to the claims alleged in the class action
[suit] and expressly denies each of the
claims asserted against it and any and all
liability arising out of the conduct and
facts alleged in the class action.”
“Defendant nevertheless desires to
settle the class action,” writes counsel
for Safelite.
Demetriot Lewis, who worked as a
mobile windshield repair technician
from April 2010 to December 2010 in
the San Francisco Bay area, filed the
suit originally, alleging that he was regularly scheduled to work eight hours
per day, but that the company “did not
pay [him] wages for all the hours [he]
worked.”
“Defendant required plaintiff to clock
in for work at a specified time, but regularly suffered or permitted [him] to work
prior to the specified time for clocking
in,” alleged Lewis in the original case.
“Tasks that defendant knowingly al-

50

lowed or required plaintiff to
perform prior to the specified
time for clocking in included
calling customers; retrieving
paperwork, supplies or
equipment from defendant’s warehouse; attending meetings or
taking tests at defendant’s
warehouse; and driving
to customer locations from defendant’s warehouse.”
Lewis further alleged that he was
not paid for all of the hours he worked.
He said that though the company
sometimes paid him time and a half
based on his $12 hourly rate of pay, the
company did not factor the repair incentives that he sometimes received
into the time-and-a-half rate.
The former technician also alleged
that he often was not provided “the opportunity to take a duty-free meal period
of 30 minutes,” and that his supervisors
“would create or have [him] create false
records purporting to reflect that plaintiff had taken a 30-minute meal period.”
At press time, the court was considering but had not yet granted approval
to the proposed settlement.

Windshield Repair
Technician Pleads Guilty
to Insurance Fraud
Windshield repair technician Jacob
Dufur, 22, has pled guilty to a felony
charge of insurance fraud for submitting fraudulent work orders on windshield repairs, according to a
statement from the District Attorney
(DA) for Sacramento County, Calif.
An investigation by the California
Department of Insurance’s Urban

AGRR September/October 2013
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Auto Task Force uncovered the situation, DA Jan Scully said in the
statement.
Dufur and an accomplice
identified as Jeremy
Horstman

were employed as
windshield repair technicians for a Chipio franchise
that specialized in repairing small
windshield cracks.
“Between May 7, 2011 and March
19, 2012, Dufur and an accomplice
submitted 121 fraudulent work orders
to the parent company, Chipio Inc.,
for payment on windshield repairs
that neither of them had repaired,”
according to the DA.
An arrest warrant for insurance
fraud has been issued for Horstman.
“After paying Dufur and his accomplice for the alleged cost of the windshield repairs, the parent company
then submitted the work orders to the
customers’ automobile insurance
companies for payment,” the DA continued. “The franchise, the parent
company and the insurance companies ended up paying $7,373 on the
fraudulent work orders.”
“There are still outstanding aspects
of this case that we are pursuing,” says
Dale Kitching, Supervising Deputy DA.
“[Jeremy Horstman] is believed to be
in Mississippi and we are trying to persuade him to return to California to resolve his case.
“The California Department of Insurance and our office are also working
on a similar case, which we hope to
conclude in September,” he adds. ■
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new products

TOOLS
A New Caliber
of Cutout Tools
Glass Technology Inc. has announced the introduction of three
new cost-effective auto glass cut out
tools, which it says were developed
and built for the demands of the auto
glass industry. The Caliber line of
tools offer technicians three
variations to fit

different needs: the .357-110v,
.44mag-20v and .45-18v battery powered options.
The reciprocating cutting technology allows for easy cutting along the
dash with different variations of quick
release/install blades that work on
longer and shorter dashes.
❙❙➤ www.gtglass.com

COATING

Kits for Cancer
Delta Kits, supplier of windshield repair and headlight restoration equipment, has announced that the Breast
Cancer Awareness Bundle (BCWB) will
be offered exclusively for the month of
October. For every bundle sold, Delta
Kits will donate a portion of the profits
to the Susan G. Komen for the Cure ®
foundation.
The Breast Cancer Awareness Bundle features a new lightweight Pink
B150 bridge with a viewing window. It
is available with a custom logo engraving option. The B150 also features an aluminum screw type
injector that the company says is very
popular, along with an anodized aluminum base and stainless steel flip
lever vacuum cup components. The
base rotates 360 degrees and slides
forward and aft for nearly infinite adjustment options.

And Print!
ICD High Performance Coating’s newest coating technology, CeramiGlass, provides an
opportunity to create direct-fire
enamel in auto windshields—
without ceramic enamel. The
company says it solves the big
S2 laminated auto glass problems and it creates a new world
of coated architectural glass
products—with an inorganic, water-based coating that the company says is as durable
as ceramic enamel but is also a “zero VOC” coating that is free of heavy metals.
CeramiGlass can be printed with the same detail as ceramic enamel, but uses a
lower pre-cure temperature (345°C) and cures in less time than ceramic enamel—
meaning less energy cost and less time overall. Unlike ceramic enamel, there are
no organic polymers or solvents used, which the company says eliminates concerns of a “haze” left behind from improperly pre-cured enamel. ICD adds that the
green strength of CeramiGlass is greater when compared to ceramic enamel, which
it says means defects will not develop during the bending process and no ink transfer will appear on the second lite.
CeramiGlass is described as a revolution in glass coating technology. Not only is
it applicable for auto glass, the coating and its dual-cure nature also has some interesting possibilities for the architectural glass world. Large stock sheets of glass
can be coated with dots, lines, (any pattern) or even solid flood coats, then cured
and placed in storage. That stock sheet can then be cut, notched, drilled and worked
prior to being placed into a tempering oven. The result is a printed glass product that
the company says is very similar to ceramic enamel and with equal performance.
❙❙➤ www.icdcoatings.com
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Also included in the BCWB is the
new Ignite LED (UV ) light. The
durable and lightweight UV flashlight
is constructed of solid aluminum and
is said to be slip resistant. The 365nm
UV LED bulb provides incredible curing power and it comes with a mount
for hands-free curing, two rechargeable batteries plus a charger, eliminating the need for an external power
source.
❙❙➤ www.deltakits.com
■
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Price Points

competitive pricing and stats

2010 Chevrolet Corvette

F

OR ITS RECURRING PRICE
Points department, AGRR™ surveyed five major cities in the
United States for the windshield replacement on a 2010 Chevrolet
Corvette (two-door coupe). As usual,
the companies were told that insurance will not be involved and the customer wishes to pay for the windshield
out of pocket.

Photo: General Motors

AGRR also asked shops to break out
parts and labor. When available, this is
noted below. In some cases, shops
were not willing to provide the breakdown—or would only include a portion of it—and this is noted
accordingly.
■

Calling All Readers
Is there a car you’d
like to see featured in
Price Points? Please email
jreed@glass.com.
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NAGS Part No. DW01801 • 3.3 Labor Hours (calculated at $40 per hour)
NAGS Part Price: $608.45 NAGS Total: $740.45
Chicago
Total Price
Glass Price
Labor
Glass %
% off
off NAGS
NAGS Total
Shop #1
$335.00
$210.00
$125.00
-65.5%
-54.8%
Shop #2
$1,027.00
$982.96
$45.00
-61.6%
+39.7%
$790.45
N/A
N/A
N/A
+6.7%
Shop #3
Shop #4
$700.00
N/A
N/A
N/A
-5.5%
Average
$713.00
$596.48
$85.00
-1.9%
-3.5%
Median
$908.50
$596.48
$85.00
-1.9%
+0.6%
Memphis, Tenn.
Total Price
Glass Price
Labor
Glass %
% off
off NAGS
NAGS Total
Shop #1
$947.79
N/A
N/A
N/A
+28.0%
Shop #2
$761.00
N/A
N/A
N/A
+2.8%
Shop #3
$800.00
N/A
N/A
N/A
+8.0%
Shop #4
$820.00
$685.00
$125.00
+12.6%
+10.7%
Average
$832.20
N/A
N/A
N/A
+12.4%
Median
$810.00
N/A
N/A
N/A
+9.35%
Reno Nev.
Total Price
Glass Price
Labor
Glass %
% off
off NAGS
NAGS Total
Shop #1
$849.00
N/A
N/A
N/A
+14.7%
Shop #2
$890.00
$790.00
$100.00
+29.8%
+20.2%
Shop #3
$1,200.00
$800.00
$400.00
+31.5%
+62.0%
Shop #4
$665.00
$610.00
$55.00
+0.25%
-10.2%
Average
$901.00
$733.33
$185.00
+20.5%
+21.7%
Median
$869.50
$790.00
$100.00
+29.8%
+17.45%
Sacramento, Calif.
Total Price
Glass Price
Labor
Glass %
% off
off NAGS
NAGS Total
Shop #1
$901.81
N/A
N/A
N/A
+21.8%
$100.00
-65.5%
-58.1%
Shop #2
$310.10
$210.00
Shop #3
$990.00
$820.00
$75.00
+34.8%
+33.7%
Shop #4
$549.00
N/A
N/A
N/A
-25.9%
Average
$687.73
$515.00
$87.50
-15.4%
-7.1%
Median
$725.41
$515.00
$87.50
-15.4%
-2.0%
Saint Paul, Minn.
Total Price
Glass Price
Labor
Glass %
% off
off NAGS
NAGS Total
Shop #1
$920.00
$725.97
$80.00
+19.3%
+24.3%
Shop #2
$1,000.00
N/A
N/A
N/A
+35.0%
Shop #3
$1,189.00
N/A
N/A
N/A
+60.6%
Shop #4
$850.00
$730.00
$100.00
+20.0%
+14.8%
Average
$989.75
$727.98
$90.00
+19.65%
+33.68%
Median
$960.00
$729.98
$90.00
+19.65%
+29.65%
*Figures calculated based on glass only.
** For columns with N/As included, only the data available was averaged.

National Average
National Median

AGRR September/October 2013

Total Price

Glass Price

$786.49
$849.50

$656.39
$727.99

Glass %
off NAGS
+7.9%
+19.6%

>

% off
NAGS Total
+6.2%
+14.7%
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on the road

calendar of events

D A Y /
September 18-20, 2013
Auto Glass Week™
Co-Sponsored by AGRR magazine, the Auto
Glass Safety Council, the Independent Glass
Association, the National Glass Association
and the National Windshield Repair
Association. Includes the Auto Glass
Repair and Replacement Olympics
Tampa Convention Center and the Tampa
Marriott Waterside Hotel and Marina
Tampa, Fla.
Contact: AGRR magazine at 540/720-5584
or visit www.autoglassweek.com

P L A N N E R

September 18-20, 2013
International Window Film
Conference and Tint-Off™
Co-Sponsored by WINDOW FILM magazine
and IWFA
Tampa Convention Center and the Tampa
Marriott Waterside Hotel and Marina
Tampa, Fla.
Contact: WINDOW FILM magazine at
540/720-5584 or visit www.windowfilmmag.com/iwfc

Las Vegas, Nev.
Contact: NACE at 972/536-6352 or visit
www.naceexpo.com
November 5-8, 2013
SEMA Show 2013
Sponsored by the Specialty Equipment
Market Association
Las Vegas Convention Center
Las Vegas, Nev.
Contact: www.semashow.com
September 16-20, 2014
Automechanika
Sponsored by Messe Frankfurt
Messe Frankfurt Exhibition GmbH
Frankfurt
Contact: Messe Frankfurt at
+49 69 75 75-0 or visit www.automechanika.messefrankfurt.com

October 16-19, 2013
International Autobody
Congress & Exposition (NACE)
Sponsored by Automotive Service Association
Mandalay Bay Convention Center

July/August 2013

Volume 15 • Issue 4

■

Visit www.agrrmag.com
and click on
“Industry Events” to add
your events to the calendar.

Download the
AGRR Magazine App
for iPad, iPhone and Android

Read the issue easily wherever
you are, in your office, on a plane
or in your home! Scan here to get
the App now.

App is not available in Great Britain.
Also Inside: How Will Health Care Reform Impact Business?
Preview Auto Glass Week 2013™ • Boyd Acquires Majority Interest in Glass America
www.agrrmag.com • www.glassBYTEs.com™
A Publication of Key Communications Inc. • Subscribe at www.glass.com/subcenter

Apple Devices

www.agrrmag.com

Android Devices

Event Co-Sponsor of Auto Glass Week™ 2013
September/October 2013 AGRR
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THE SHOWCASE
directory of suppliers
Adhesives/Sealants

AUTO GLASS
ADHESIVE SYSTEMS
SHAT-R-PROOF CORP.
12800 Hwy. 13, Suite #500
Savage, MN 55378
P: 952/946-0450
F: 952/946-0435
www.shatrproof.com
info@shatrproof.com

Auto Glass

NATIONAL GLASS
BROKERS LLC
3115 Fry Rd., Suite #302
Katy, TX 77449
P: 281/599-1550
F: 281/599-8158
www.nationalglassbrokers.com
sales@nationalglassbrokers.com
RV GLASS
COACH GLASS
1400 Cross St.
Eugene, OR 97402
P: 800/714-7171
F: 888/714-7171
rv@coachglass.com
WINDSHIELD MFS.
CARLEX
7200 Centennial Blvd.
Nashville, TN 37209
P: 877/377-4527

Information Sources
ASSOCIATIONS
Auto Glass Safety
Council™
385 Garrisonville Road,
Suite 116
Stafford, VA 22554
P: 540/602-3252
www.agsc.org

NATIONAL WINDSHIELD
REPAIR ASSOCIATION
385 Garrisonville Road,
Suite 116
Stafford, VA 22554
P: 540/720-7484
F: 540/720-3470
nwra@nwraassociation.org
PUBLICATIONS
AGRR™ MAGAZINE
Key Communications Inc.
P.O. Box 569
Garrisonville, VA 22463
P: 540/720-5584
F: 540/720-5687
www.agrrmag.com

Tools and Supplies
EQUALIZER
INDUSTRIES INC.
2611 Oakmont Dr.
Round Rock, TX 78665
P: 512/388-7715
F: 512/388-4188
www.equalizer.com
sales@equalizer.com

Windshield
Removal Tool

EXTRACTOR/CRYSTAL
GLASS CANADA
9508 - 45 Ave.
Edmonton, AB T6E 5Y9
Canada
P: 877/628-8837
F: 780/438-5915
www.extractortools.com

Windshield
Repair Products

DELTA KITS INC.
1090 Bailey Hill Road,
Suite A
Eugene, OR 97402
P: 800/548-8332
F: 541/345-1591
www.deltakits.com

AEGIS TOOLS
INTERNATIONAL
P.O. Box 259688
Madison, WI 53725-9688
P: 608/274-9254
F: 608/274-9395
www.aegistools.com
info@aegistools.com
WINDSHIELD REMOVAL TOOLS
A.N. DESIGNS INC./
ULTRAWIZ®
111 Putter Lane
Torrington, CT 06790
P: 860/482-2921
F: 860/482-8585
www.ultrawiztools.com

WINDSHIELD REPAIR
REPAIR SYSTEMS & SERVICES
SYSTEMS AND SUPPLIES
GLASS MEDIC
BLUE STAR PRODUCTS INC.
7177 Northgate Way, Ste. C
355 Marcus Blvd.
Westerville, OH 43082
Hauppauge, NY 11788
P: 614/891-9222
P: 631/231-5222
F: 614/891-9227
F: 631/231-5544
www.glassmedic.com
www.bluestar-products.com ■
To place a Supplier’s Guide listing please call Tina Czar
at 540/602-3261 or email tczar@glass.com.
Rates start at $395 per listing and
run for an entire year.

View the News in a
Whole New Way

Watch the Monthly

Newscast
PRODUCED BY
AGRR™ MAGAZINE

Holly Biller
Vice President, AGRR Magazine
Visit www.agrrmag.com/studio to see the latest episode

Scan the tag at right to
view the latest newscast.
Get the free mobile app
at http://gettag.mobi.
Visit www.glassBYTEs.com™ and look for the video icon () or sign up for the daily e-newsletter and receive the newscast when it is first delivered.
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ADVERTISING INDEX
Page

Company

Phone

Fax

Web Address

15

A.N. Designs Inc.

866/482-2921

860/482-8585

www.ultrawiztoools.com

C4

AEGIS Tools International

888/247-6000

608/274-9395

www.aegistools.com

7

AGC Glass Company North America 800/251-0441

404/446-4234

www.us.agc.com

57

Auto Glass Safety Council

540/602-3252

540/720-3470

www.autoglasssafetycouncil.org

53

Carlex Aftermarket

877/377-4527

615/257-5770

www.carlite.com

Creative Extruded Products

800/273-1535

937/667-3647

www.creativeextruded.com

13, 25
41

Dinol

866/596/7772

740/548-1657

www.dinol.com

5

Dow Automotive Systems

800/453-3779

734/697-8228

www.dowarg.com

3

Equalizer Industries

800/334-1334

512/388-4188

www.equalizer.com

51

Glass Technology Inc.

800/441-4527

970/247-9375

www.gtglass.com

14

GlasWeld Systems Inc.

800/321-2597

541/388-1157

www.glasweld.com

Gold Glass Group

800/448-5188

631/981-4299

www.gggcorp.com

Mainstreet Computers Inc.

800/698-6246

734/697-8238

www.mainstreetcomp.com

23

Nelson Glass Tools

530/748-8880

Not Available

1

NordGlass

248/881-2904

Not Available

9

Personna

800/336-4061

540/248-7122

www.personnablades.com

800/848-1351

419/247-3821

www.pilkingtonclassics.com

28-29
23, 25, 27

CW1, CW2, C2 Pilkington North America

www.glassbot.net
www.nordglass.com

C3

Precision Replacement Parts

800/367-8241

800/545-5083

www.prp.com

17

Shat R Proof Corp.

800/728-1817

952/946-0461

www.shatrproof.com

Sika Corp.

800/688-7452

248/577-0810

www.sikausa.com

27

Sunroof Express/Night Watchman Co. 800/322-8867

586/498-2301

www.nightwatchman.net

19

Yih-Tair Industrial Inc.

210/310-0982

www.flexlinemoldings.com

48-49

877/975-5554

For more information on these companies’ products, visit http://products.agrrmag.com.

Become a Certified
Technician Through the
Auto Glass Safety Council™!
There are two types of technician
certification available:
Wear the
Badge of Honor

•Auto Glass Technician
•Master Auto Glass Technician
540/602-3252
www.autoglasssafetycouncil.org/certification
info@agsc.org

www.agrrmag.com

AGSC Ce
rtif
Now Inc ication
orporate
s
NGA Cer
tification

Event Co-Sponsor of Auto Glass Week™ 2013
September/October 2013 AGRR
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OfftheLine

oem news from detroit

Volvo Car Group Introduces
New Technology

V

OLVO CAR GROUP RECENTLY
revealed a number of userfriendly safety and support
technologies that will be introduced
in the all-new Volvo XC90 at the end
of 2014.
“We are introducing the first
Volvos with autonomous steering to
avoid accidents and make driving
more comfortable,” says Thomas
Broberg, senior safety advisor at
Volvo Car Group.
The new technologies include:
cles, pedestrians and cyclists.
• Pedestrian detection in darkness. • Road edge and barrier detection
with steer assist. A feature that
The technology includes detecdetects if the car is about to drive •
tion and auto brake for other vehi-

Heads-up Display Avoids Driver Distraction
One of the keys to bringing in-cabin electronics systems to life is to avoid causing more distraction, according to Pallab Chatterjee, a blogger for Edmunds.com.
“The use of heads-up displays is now becoming an OEM option for some cars,
and has entered the aftermarket accessory space,” says Chatterjee. “The primary
content that is being displayed is driven by the instrumentation that is reporting from the OBD-II systems. Using this as the content source, speed, RPM, fluid
levels, engine parameters, and driver’s system status can be displayed either individually or under ‘virtual instrument panels’ that are projected on the front
windshield.
“This projected area for the display allows the driver to keep an eye on the
road, increasing their forward attention from the traditional 33-percent forwardview duty cycle,” Chatterjee adds. “The traditional driving experience has the
driver’s forward view shared with looking at the dashboard meters, the side mirrors and the rearview mirror.”
Automakers and aftermarket suppliers appear to be cautious and are not including infotainment content in the display. They are focusing, instead, on driver’s information and driver’s assist details, along with first-generation dashboard
data.
“As display technology improves in resolution and brightness, as well as area,
there will be more content types shown on the windshield,” Chatterjee says.
He also notes that the aftermarket is working on releasing second generation
products with more video/animated content.
“The next step being looked at is the mirroring of the displays from the console or an in-vehicle mobile device. Care just needs to be taken to make sure that
display objects that distract from safe vehicle operation do not make it to the
windshield,” Chatterjee adds.
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off the road and autonomously
applies steering torque to bring
the vehicle back on track.
Adaptive cruise control with
steering assist. A technology that
helps the driver stay in the lane
and follow the rhythm of the traffic. The new system automatically
follows the vehicle ahead.
• Collision mitigation for animals.
The vehicle can brake automatically for animals both in daylight
and in the dark. The technology,
which is designed to help the
driver avoid accidents or reduce
the speed of impact, will be introduced some time after the all-new
XC90 arrives by the end of 2014.
“When the first XC90 was introduced in 2002, it featured a number
of groundbreaking safety features,
including a world-first solution that
helps prevent rollovers. By revealing
a number of systems for the next
generation XC90 we once again confirm our leadership in automotive
safety,” says Broberg.
■

Do you have news to share?
Please send your news to
jreed@glass.com.
www.agrrmag.com

>I

Product Information
© 2012 AGRR Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Zoom Fit

Archives

Cobalt Sponsor of Auto Glass Week™ 2013

+

–

E-Mail

I<

<

>

Subscribe

>I

Product Information
© 2012 AGRR Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Zoom Fit

Archives

+

–

E-Mail

I<

<

>

Subscribe

' & %$ & #" !
! #
The AEGIS® SOLO® II, GlassHanders® and the new Adjust-A-Lite help you
to set windshields precisely and safely every time. You protect your bottom line from
costly callbacks and your back, neck, shoulders and arms from injury and strain.
AND AEGIS® offers you a full line of auto glass repair and replacement tools,
all the brands you prefer, at great prices and with fast, convenient service.
Save yourself time, money, and some aches and pains, with AEGIS Tools International®, Inc.

www.aegistools.com
Email: info@aegistools.com
888.247.6000 (toll-free US & Canada)
608.274.9254
608.274.9395 (fax)
2881 Commerce Park Drive, Suite M
Madison, WI 53719 USA

Copper Sponsor of Auto Glass Week™ 2013

>I

Product Information
© 2012 AGRR Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Zoom Fit

Archives

September/October 2013

+

–

E-Mail

I<

Volume 15 • Issue 5

ClearAdvantage

DELIVERING QUALITY GLASS
FOR IMPROVED FIT & PERFORMANCE
Don’t settle for generic, demand Pilkington EZ-KOOL®

SAFETY

SOLAR
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s
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s
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Bronze Sponsor of Auto Glass Week™ 2013
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PREMIUM AUTOMOTIVE GLASS

PERFORMANCE THROUGH
GLASS TECHNOLOGY
DISTINGUISH YOUR BUSINESS WITH PILKINGTON

Blocks up to 3X more
ultraviolet and infrared light,
reducing interior temperature
by up to 40°F.

ALSO FROM
PILKINGTON

Decreases UV radiation
entering your vehicle by 230%
when compared to generic
auto glass.

Drastically reduced optical
distortion vs. generic auto glass
which helps prevent driver
fatigue, headaches, eye strain,
and driver discomfort.

New and Improved Urethanes!
pilkingtonclassics.com
pilkington.classics@nsg.com
1-(800)-848-1351

Bronze Sponsor of Auto Glass Week™ 2013
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