Support Our Associate Members

William Wohleber
Aero 0il Company
(513) 793-7090

Randy Dean
All About Parts, L.L.C.
[513) 519-3843

Gary Cromer, Ken Brock, Mike Bohl
B G Products
(B00) 654-5075

Marie Seng
CINTAS
(513) 793-7090

Ryan King
Enterprise Rent-A Car
(513) 385-6800

Ken Lackner, Mick Larrick
Muyers Tire Supply
(513) 948-6800

Jeff Luebbe
Interstate Battery Systems of Cincinnati
[513) 874-2414

Dave Binder
Jasper Engine & Transmission
[513) 324-3432

Kevin Reif

KOI Auto Parts
(513) 314-23894
[513) 921-6000

Rick Pardini
Lindale Auto Parts
(513) 797-6707

Guy Garrett

Mitchell 1

[937] 361-521
guy.garrett@mitchelll.com

Anna Lay
1-BO0-RADIATOR

Dan Twilling
Napa Auto Parts
[513) 771-3725

Thomas Chatham
U.S.1. Midwest

[513) 852-6300
tom.chathame@usi.biz

Ernie Franz

Planned Equity Corporation
(513) 871-0670
efranz@fuse.net

Shawn Burger
Zurich Universal Underwriters
[513) 505-5545

0il Distributing Company
5228 River Road
Cincinnati, Ohio 45233
[513) 941-2800
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General Meeting - March 31, 2009

NO MEETING ON APRIL 28, 2009

New Business
Don't forget the PAC Roast May 7 at Sharon Woods. This is a great

opportunity to network with fellow shop owners and associates in an
informal setting (see details on page 2). ASA Ohio has a full time
lobbyist in Columbus working for you every day. In addition to the
lobbyist, the executive board gets weekly updates of pending legislation.
Remember, there is no meeting. This is a social and ?undraisin event.
With the State Budget and Legislative climate this year we nee§ all the
friends we can get in Columbus.

Sunshine

Mike Martin, longtime member from Northern Ohio was killed at his
shop after an altercation with an employee. Our thoughts and prayers go
out to his wife Sue and their family.

Tari Torbeck is recovering from minor surgery. Hurry back.
Dale Donovan's mother passed away. Our sympathies to the family.
AnnMarie Sanfillipo is undergoing chemotherapy again. Keep fighting!!

Collision Report

Guy also has some new I-car classes for collision, Cycle Time
Imgrovement and Evaluating your facility for Waterborne paint. More
information at I-car.com.

Mechanical Report

Guy Garrett announced he has some new classes comin|g up. These will
be mostly hands on training. If you need a schedule call Guy. ASE spring
test registration ends soon.

Legislative Report
Our lobbyist in Columbus is watchin%lthe bills introduced for us. HB39

introduced this session would require handicap spaces to be cleared of
snow within 24 hours. We are watching this bills
ASA Ohio legislative chairman testiﬁecF today for
Time. We are trying to level the field.

State Report

Congratulations to Matt Overbeck, ASA Ohio is now the state
Mechanical Chair. Matt can be reached at matt@overbeck.com.

Krogress. Jeff Wagner,
SA regarding Comp

Jamie Chilcoat has accepted the position of President-elect of ASA Ohio.
The state board of directors is meeting monthly, keeping the association
moving forward.

Associates Report

Randy Dean from All About Parts has partnered with more vendors to
get us the best price and service, Randy appreciates our business and is
looking for feedback. What else do you need? Ernie Franz has a new
financial simulation tool available to help you plan your financial future.

Guy Garrett Mitchell 1 has released ShopMeter, a compilation of data
from shops in your area to give you performance benchmarks. You can
access ShopMeter through ASAshop.org or call Guy.

April, 2009

Adjourn

Guest Speakers Tom Moon and Ed Buyniski from SCORE.

Tom and Ed went over the basics of a Profit and Loss statement, where
the numbers come from and what they mean to a banker, what they
mean to your accountant and what they should mean to you.

They also covered Balance Sheet and Cash flow projections.

Board Meeting - April 9, 2009

Secretary’s Report

Update email address of board members, minutes of last month's meet-
ing emailed to all board members for approval before board meeting

Treasurer’s Report
All bills paid as presented

Legislative Report

Legislators are on spring break.

Old Business

Follow up continuing with associates. We want to work closer with our

associates to bring you exclusive programs and more top quality training
opportunities. Don't forget, if you bring a potential member to a meet-

ing, you both eat free.

New Business

No Aﬁril meeting due to the Pac Meeting in May being so early in the
month.

Collision Report

Mike Green, Director of the Ohio Collision Repair Board is watching
progress of a price fixing allegation against insurance companies in the
state of New York.

ABRN and Akzo will be sponsoring a free webcast May 5 at noon.
Waterborne and the 800 pound gorilla, getting your shop ready for
Waterborne. For more information or to register, call you Akzo rep. or

Linda Weil @ 851-9056.

August 13 and 14 at the Sawgrass Conference Center in Huron OH.
There will be a waterborne conference, leaders in the collision industry
and representatives from the EPA will be speaking. For more information
or to register call 330 670 1234 ext. 234.

ICar National Conference and Meeting in Washington DC, July 28-31.
(for more information and schedule go to meetings@i-car.com).

ASA Collision fly in the same time in Washington-

(for info go to takingthehill.com)

Mechanical Report

Bill Fulton will be presenting Intermittent problem detection strategies
in Dayton on May 6 and Cincinnati May 11. This will be classroom and
hands on seminar. For more information contact Guy @ 937-361-
5211or Bill Fulton@ 888-899-3111.

Thank goodness for California. The California Air Resources Board is
requiring all service facilities to check the tire pressure on every vehicle
they service starting in July 2010.
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Meet the Board

President/
Treasurer

JOE SANFILLIPO
(513) 367-9200

Vice
President

TONY STRASSELL
(513) 922-0534

2nd Vice
President

BILL SCHIRMER
(513) 631-4455

Secretary

JAMIE CHILCOAT
(513) 367-6721

Assistant
Treasurer

(513) 851-9056

Dates To Remember

May 7, 2009

PAC Roast, Sharon Woods

We can't stress the importance of this
enough. Please plan on attending and sup-
porting our legislative efforts.

June, 2009

ASA National Awareness

Are you taking advantage of what's avail-
able through your trade association? We
are working with National to bring some-

September, 2009
Open Networking
A social business meeting.

October, 2009
Car Care Month

November, 2009

Marketing

Do you have your plan in place for next
year? How did this years marketing work?

one from Texas here to share what they

have to offer. December, 2009
Christmas Party
July, 2009
Personal Financial Planning January, 2010
Do you have a financial goal and a way to Is it really 2010 already?
get there? Budgets and forecasting. You may not have
all your numbers from last year, but you
August, 2009 should be working on your budget for the
Summer Break coming year.
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G/~ Spring Ficnic
THURSDAY MAY 7TH, 2009 '

At the Lakeside Lodge, Sharon Woods -
Doors Open 6:30

Dinner at 7:00

Door Prizes & Split-The-Pot

Bring your Classic Car or Sports Car
Come enjoy the Food & Fun
Bring your favorite Dessert for a Contest!!

o . ... .- T T - EEE-E_-_—_—_——_——_———-— — b |
: Register Today!!!! # of people % 1

1
| Call Tony at 513 922-0534 ~ — !
: or mail Coupon with your reservation. $25.00ea 1
I Kids 12 & under FREE :
I Westside Auto 1
| 5568 Glenway Avenue 1
1 Cincinnati, Ohio 45238 NO CORPORATE CHECKS PLEASE |
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CONTROL YOUR FINANCIALS

TO KEEP YOUR BUSINESS STRONG

Publish date: Apr 13, 2009
By: James E. Guyette
Source: Automotive Body Repair News

With a deathly ill economy languishing in critical condition, owners of collision repair shops are being urged to conduct a triage and
take the financial temperature of your business — stat!

A thorough examination of sales dollars coming in and cost dollars going out will help render a diagnosis of what might be ailing
your operation, ultimately leading to an effective treatment regimen.

The process involves minding your key performance indicators (KPIs) and benchmarks. Benchmarks are standardized industry per-
centage goals, while KPIs encompass the figures your business is generating at this moment.

“There are all sorts of things you can do, but it means researching the numbers and making some hard decisions,” says Darrell
Amberson, collision division director for the Automotive Service Association (ASA).

Industry-wide sales are off anywhere from 10 percent to 40 percent, according to Amberson, president of six Lehman’s Garage outlets
throughout the Twin Cities region of Minnesota.

“We've been living that,” he says. “The economic conditions are catching up to us. I've cut some staff, and it tears my heart out.”

By delving into your cost and profit figures, “you protect yourself so you can weather this economic storm. If you're in an area where
collision work is drying up you're going to have to act; the whole key to this is knowing where you are at,” Amberson advises.

Industry leaders, exchanging frankness for anonymity, indicate that it remains a too-common practice for an owner to still rely on the
outmoc{ed method of judging a shop’s health by merely monitoring the end-of-month checkbook balance.

“I suspect that there are many who are conducting their businesses that way,” says one. “They got into the body shop business
because they like to fix cars,” and have been slow to develop an acumen for keeping the bottom line straight.

“The ‘gut feeling’ was the way some business owners in the past may have been able to sense how the business was doing,” says
another, “but those days are over.”

“For business owners, all the talk about the economic crisis and a Wall Street meltdown is irrelevant,” says industry consultant Paul
Rauseo, managing director of George S. May International. “What matters now is how a specific business is affected. Regardless of
the impact, the heightened awareness and panic serves as an excellent wakeup call that now is the time to take a hard look at business
performance.”

Lehman’s has long keEt careful tabs on its financial condition, and Amberson has embarked upon an effort of gauging the impact of
future sales declines should they occur.

“The approach I'm taking is looking at what-ifs,” he explains. “The E)im of this exercise is to adjust your company down to the
point where you can at least break even in a reduced sales situation: How big a loss can you sustain and for how long? To maintain
the same benchmarks you have to adjust the cost factors.”

The process of taking the financial temperature of your business has little relevance to what a competitive shop is doing. There will be
%)Liortunmes to pursue that aspect later on. “Work on what you are doing,” says industry consultant Ron Kuehn, president of
ollision Business Solutions.

Rauseo S?/‘S, “too often business owners get so tied up handling the day-to-day demands that they have no time to step back and eval-
uate the direction and focus of the operation. Their focus is lost in external issues — like today’s credit crunch or what their competi-
tors are doing — when addressing the needs of their own business and managing for profits is the only important thing.”

If the performance of a neighboring shop remains a distraction that still causes you concern, some insight can be gleaned by becom-
ing familiar with your own operation. “The more you're educated on your business, the more you'll know what’s going on with the
competition,” Kuehn says.

CARSTAR has an education, development, growth and excellence (EDGE program. There are 12 consultants on board to assist the
franchisees in submitting a three-year business and operating plan “complete with an assessment of the competition around their
shops plus any opportunities they see in the near future,” says Jo Pierce, assistant vice president and director of corporate initiatives.

Monthly “flash regyortin ” is another element, and the company has a staffing matrix that will show a shop how many people there
should be in the front office and in the production area. “Most shops can reduce overhead anywhere from 5 C;l)ercent to 12 percent

. . . » . « M
depending on their current staffing levels and still take care of the customer,” Pierce says. “Reducing overhead puts dollars on the bot-
tom line as well.”
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