
June 2015

In This Issue:
• Coaches Corner
• Sam’s Corner
• Review: “The 
  Compound Effect”

Upcoming Classes:
Shop Owner
Align Your Shop for Profit 
July 8, 9 & 10
August 5, 6 & 7

Leadership Mastery
July 22, 23 & 24
August 26, 27 & 28

Staffing & Hiring
August 20 & 21

A.B.M. “Always Be Marketing” 
July 20, 21 & 22
August 12, 13 & 14

Succession Planning
August 3, 4 & 5

Service Advisor 
ATI’s 7 Step Sales Process- 
July 13 & 14
August 17 & 18

The Role of the Service Advisor 
August 3 & 4
August 31 & September 1

The Role of the Service Advisor- 
West Coast
July 16 & 17

ATI’s 7 Step Sales Process - West Coast
August 20 & 21 

Collision Course
Keys to a Successful Collision Repair 
Business
July 8, 9 & 10

Always Be Marketing
July 20, 21 & 22

Staffing & Hiring
August 20 & 21

Collision Repair Production
August 3 & 4

Leadership Mastery & Human 
Resources
August 26, 27 & 28

Shop Name 

Conant Automotive, Inc.
Crabtree Automotive Inc.
Darrick’s Preferred Auto, Inc.
Daves Ultimate Auto—Central
D’Avico Auto Repair, Inc.
De Pere Auto Center, Inc.
East Ridge Fast Lube
East Ridge Transmission
Electric Laboratories, Inc.
European Auto Solutions
Express Auto Service—
Fredericksburg

Ferber’s Tire & Auto Service, Inc.
Fifth Gear Automotive
Finsanto, LLC
Fox Run Automotive
Frank’s Servicenter
G&C—Chantilly
G&C—Manassas
Geno’s Tire & Alignment
George’s Sierra Shell
German Auto Works
Gil’s Garage
Glenshaw Auto Svc
Good Works Auto Repair, LLC
Haglin Automotive, Inc.
Hanover Lube & Brake Center, Inc.
Heath Goodyear
High-Tech Auto & Truck Center
Hillmuth Certified Automotive
—Columbia

Hillmuth Certified Automotive 
of Clarksville

Hillside Auto Repair
Hiway Tire Company, Inc.
Hoffmann Automotive
Hogan & Sons, Inc—Fairfax

Continued on page 2
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Our coaches have been working diligently to identify their individual top 
clients, yielding a list of 150 highly qualified contenders.

Of these, our management team and review board will do close 
comparisons of how each shop stacks up in all aspects of the ATI program 
and overall business performance.

From these original picks, we will have three additional cuts (see schedule 
below) that will determine the Top 25 finalists.

Then, at SuperConference 2015, we will announce our Top 12 finalists 
representing the very best ATI shops in North America.

Quest for Excellence 2014 
ATI “Best of the Best” 

Shop Name

12th Street Auto Repair Center
A & H Automotive
A & L Tire Company
Accurate Automotive
Active Green & Ross—AJAX
Active Green & Ross—Barrie
Active Green + Ross—Pick
AG Diesel
All Around Auto Care
Anytime Road Service & Repair
Auburn Foreign Car Repair
Auto Check
Auto Europa
Auto Stop 1
Ayers Automotive
Babcock Auto Care, LLC
Bast Tire & Auto Service
Beck Automotve
Bennett’s Automotive
BG Automotive Inc.
Big A Auto Sales Parts & Service
Big O Tire #70—Petaluma
Big O Tires—Store #5177
Blue Valley Tire & Auto Service
BMW Excluservice
Bobs Main Street Auto & Towing
Bradham Auto Electric
Bransfield Motor Co.
Bridgetown Automotive
Brown Motor Works
Burke Center Automotive
C & M Auto Service
Campus Automotive 
Campus Exxon

Carbondale Car Care, Inc.
Cardinal Plaza Shell
Carmine’s Import Service
Centerville Service Center, Inc.
Community Car Care

Shop Owner

Chad Kaemingh
James Holland
Mike McGee
Lee & Kelli Weatherby
Sid Spencer
Doug Moody
Sid Spencer
Cameron Tormanen
Skeet & Jill Hartman
Brian Pender
Greg Hochhalter
Jim Manouchehri
Andrew Farrar
Tom Lapham
Robert & Nikki Ayers
Jeremy Jeana Babcock
Wayne Moser
Ben Briggeman
James & Leigh Bennett
Bryan & Cendi Gossel
Dan & Kerry Reavis
Randy Scott
Paul McKellar
Bill Oades
Stephane Giabina
Bill & Laurie Rate
John & Claudia Crowder
John Eichler Jr.
Chris Ryser
Keith Huggins
Chris Burr
Craig & Monica Courtney
Matt & Jessica McMurray

James Wheeler
Scott & MaryBeth Brown
Carmine Cupani
Ben Forshee
Scott & Debbie Fleckinger

Shop Location

Sioux Falls, SD
Del City, OK
Ridgecrest, CA
Mesa, AZ
Ajax, ON
Barrie, ON
Pickering, ON
Portland, OR
Westminster
Beaver, UT
Auburn, WA
Missouri City, TX
Naples, FL
Arlington, VA
Santa Barbara, CA
Rochester, MN
Waterloo, ON
Franklin, IN
Smyrna, TN
Fort Collins, CO
Dubuque, IA
Petaluma, CA
San Leandro, CA
Leawood, KS
Rockville, MD
West Bend, WI
Alexandria, VA
Reisterstown, MD
Portland, OR
Columbia, SC
Burke, VA
Morgan Hill, CA
Blacksburg, VA

Carbondale, CO
Springfield, VA
Kernersville, NC
Centerville, OH
Alexandria, KY

Shop Owner

Joe Conant
Tim Connaghan
Darrick Schewe
Dave Erb
John & Ashley D’Avico
Steve Fisette
Jim Grant
Don Britton
Dennis Albrecht
Tim Allen
Daniel Ritchie

Robert Ferber
Bill Bernick & Rick Jordan
Steve Findley
Michael De Fino
Frank Dischinger III
Greg Caldwell
Greg Caldwell
Manny Geno III
Doug Whiteman
Steve Sanders
Mike Brewster
Sam Concelman Jr
Glen Hayward
Dana Haglin
Dean Wright
Larry Harer
Carl Kessler
William Hillmuth

Doug Hillmuth

David Carney
Steve Millar
Jeff Hoffmann
John, Philip & Susan Hogan

Shop Location

Stoughton, WI
Albany, OR
Blooming Prairie, MN
Austin, TX
Wayne, PA
De Pere, WI
Chattanooga, TN
Chattanooga, TN
Fresno, CA
Waltham, MA
Fredericksburg, VA

Ashland, VA
Lewisville, TX
San Antonio, TX
Bear, DE
Southampton, PA
Chantilly, VA
Manassas, VA
Booneville, MS
Fontana, CA
St Louis Park, MN
Burnt Hills, NY
Glenshaw, PA
Tempe, AZ
Boulder, CO
Hanover, PA
Heath, OH
Chantilly, VA
Columbia, MD

Clarksville, MD

Torrance, CA
Canby, OR
Davis, CA
Faifax, VA

What Takes the Most Time in 
Your Shop?

Brian Hunnicutt, ATI Coach
After being on the front line for 25 years 
and coaching for the last eight years, it has 
become very apparent to me that time is 
slipping way too fast. Why do we not get the 
things done we intend to every day? Time 
is the number one issue. There is just not 
enough of it to go around.

What takes the most time in your shop’s day-
to-day life? Is it acquiring parts? Is it fixing 
cars? Those pesky courtesy checks? Finding 
qualified people? Cleaning? Answering the 
phone? Book work? Training? The list of the 
things that require time is almost endless. 

But the thing that takes the most time in your 
shop’s day-to-day routine is Not Making the 
Sale!

Think about it, you spend how many hours 
marketing your business to make the phone 
ring? All of the meetings  with advertising 
companies, creating content on Google 
Plus and Facebook. The phone finally rings, 
and you have to answer it properly and sell 
the person on coming into your store for an 
appointment. Then they show up and you 
have to build a great relationship with them, 
going out to their car and showing interest 
in them and their car. You have to start it and 
make sure the warning lights go out and get 
the mileage. Based on the time and mileage, 
you have to educate them on what you are 
going to do with them and for them, making 
sure that they never feel like you have done 
anything to them. Write it all up in the 
computer.

We then give the ticket to a technician and 
they have to perform a complete courtesy 
inspection before doing any other work 
except a no-start. We get the courtesy check 
back and we build an estimate that has all 
the maintenance, and anything that we 
found. We have to check history in the cases 
of returning customers, and hopefully go 
through the maintenance from other shops 
that we found in the glove box after the 
relationship and education part when they 
dropped it off. We then have to bring them 
out to show them the car or call them on the 
phone and hold the line on the sale to make 
it important that they buy.

They do not buy. We finish changing the oil or 
whatever they brought it in for and pull it out 
front. They show up and we cash them out, 
letting them know what is coming in future 
events plus trying to schedule the work that 
they declined. We exit schedule them and 
then have to do all the service after the sale. 

Hit repeat and try to get them back in and do 
it all over again. If they had bought, then it 
really did not take time did it? If they bought, 
then the process worked and everyone is 
busy making money and the customer is 
taken care of. What takes more time than not 
making the sale?

Here is a sales technique that has worked for 
me on selling shocks and struts. Ask if the 
customer has ever walked a mile. How long 
did it take? Most miles are walked in about 
20 minutes at a good pace. Have them think 

(continued on page 2)



ATI Expands 20 Group Program
We are proud to announce that in response to the exponential growth of the 20 Groups, we have hired a full-time 
20 Group Facilitator. We have been lucky to bring on board Kevin Green, a 37-year veteran of the automotive 
field. Kevin will be opening several new groups here in Maryland, as well as multiple remote groups. These 
remote locations will be placed to provide the best coverage for the clients across North America.

Kevin comes to the position with a wealth of knowledge, from running shops large and small in multiple markets. 
He has shown the ability to make failing stores profitable, whether they are general auto repair, tire stores or 
both. He has risen through the ranks with several companies and has served as a district manager with one of 
the national chains covering the Baltimore market. In addition, Kevin is an experienced coach here at ATI and is 
looking forward to his new duties.

Kevin believes “that getting thoughts and ideas shared among a group, helps the group achieve greater 
goals, insight and results than one person alone can do. I look forward to helping shop owners rise to the 
next level. ATI’s 20 Group program has a proven track record and I believe we can take this success to a 
whole new level.”

–Chubby

Sam’s Corner

(continued from page 1)
about the roads around you and have them pretend to walk down one of those roads for that 20 minutes noticing all the 
bumps and holes and ripples. Especially by the side of the road. Now ask them to drive down the same mile and how many 
times did the shocks go up and down in that mile? Most will say some huge number when pressed. Ask if it would be fair to 
say that there were 20 significant up-downs in the mile, and most will agree that there were. At 50,000 miles that would be 
one million significant up-downs that the shock or strut had endured. Would it be fair to say that they might be weaker now 
than when brand new? Would there be any reason why we could not put those on for you today?

Get better at selling, and you get better at not wasting your day due to time!



The Coach’s Corner
Pit Stop Lessons
Rick Johnson, ATI Coach

Don’t get crazy — get creative!

I was traveling across Kansas the other day and found myself in 
need of a restroom. I stopped in a small town at a Sinclair gas 
station. The shop was nice and clean and the bays were empty. 
So after I finished my personal business, I decided to visit with 
the owners to see how business was. (I know — I never stop, 
right?) Anyway, they proceeded to tell me how slow it was 
and how off business was. After a few minutes I left. Then 
about three blocks from the shop I decided to turn around 
and have them replace a burned-out turn signal bulb that I 
had been meaning to replace for 
about three weeks. They were 
nice people and I wanted to give 
them some business.

I went back in and told them I 
needed the bulb replaced. They 
ran my truck right in and he took 
the lens out and replaced the 
bulb. He had me try it to confirm 
that it worked, and it did. At that 
point he backed my truck out 
and we went up front to settle 
up. I am thinking it would be 
$20-$25 — when he said $2.16 I 
could not believe my ears! I told 
him that I can’t pay just $2.16 
and he said, “Well, that’s what it 
is.” I paid him more than that and 
thanked him and left.

Now here is a shop that is slow and business is off and I got 
all the usual excuses, bad weather, people waiting on tax 
returns, no one wants to spend any money, etc. And what is 
their plan to make it better? Install a bulb on a traveler’s vehicle 
and charge $2.16? They did not get my name or my number 
or even make a ticket. They did not offer a courtesy check and 
heaven knows they had time! I do need my tires rotated and 
balanced and would have done it if they had asked. I could 
maybe understand charging a great customer $2.16 to replace 
a bulb and saying, “I’ll catch you next time.” But to not at least 
charge a good mark-up on the bulb and book time labor on a 
traveler’s vehicle??? Now that’s CRAZY!

How much better if they were creative? Get my name, get my 
phone number, offer a courtesy check and maybe even 
ask if there is anything else I may need on my truck? Again, 
heaven knows they had time. I mentioned to them that I drive 
through their town a couple of times a month. Heck, with just 
a little effort they could at least take a shot at trying to get me 
to be a customer, right?

I am sure at the dinner table that night the conversation went 
something like this: “Well, honey, 
how was business today?” He 
says, “It’s slow, weather is bad, 
people waiting on taxes and no 
one wants to spend any money.” 
She says, “No vehicles in the shop, 
huh?” He says, “Well, this one guy 
from Nebraska stopped in and all 
he wanted was a bulb replaced…”

So how are you doing? Are you 
replacing bulbs for $2.16 and 
blaming taxes and weather 
and whatever else? Are you 
giving away your labor and 
parts margins in some kind of 
crazy marketing campaign? 
Or are you shaking hands, 
getting people’s names, and 

building relationships? Doing courtesy checks and pulling 
maintenance schedules and asking for the sale? Not just going 
through the motions — I mean top notch customer service? 
If so, I would bet your dinner conversations are a lot different 
than the one in that small town in Kansas.

Have a great weekend. Pull out that 2014 year-end review I 
sent you on December 31 and fill it out and fax it back to me 
if you haven’t already. And if you have, be 
prepared to go over it in the next several 
weeks, and let’s turn the no’s into yeses.
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Review:  “The Compound Effect”   by Darren Hardy
By Eric Twiggs, ATI  Coach

If you were given the choice between $3 million in cash right now and a 
single penny that doubles in value every day for 31 days, which would you 
choose? This is the profound question that Darren Hardy poses on page 
10 of his book “The Compound Effect.” It seems like a no-brainer to choose 
the $3 million, right?

Hardy writes that if you chose the $3 million and your friend chose the 
penny, you would come out way ahead after the first 20 days. Based on the 
math, your friend would only have $5,243 compared to your $3 million. On 
day 29, you would still be ahead because she would only have $2.7 million 
in pennies. On day 31, your friend would have $10,737,418 and be over $7 
million ahead of you! He concludes that the decision to pursue the quick 
fix would cause you to lose in the long run.

Your ATI journey is like the compounding penny. You may not see an instant 
jump in gross profit the day after you update the portal. Your bank account 
may not double the week after your coaching call. You will not become a 
millionaire the month after you start making thank-you calls. There may 
not be any noticeable changes in your business after two months of doing 
these little things. However, a consistent weekly commitment to the portal 
entry, coaching and thank-you calls over 30 months can produce life-
changing results. As with the penny illustration, you will lose in the long 
run by approaching ATI looking for the quick fix. This is why I recommend 
that you read this book.

In addition to focusing on the good habits, 
Hardy effectively presents the consequences 
of repeating bad habits over time. He 
mentions how the absence of an immediate 
disaster resulting from the habit, lulls you 
into thinking that everything is OK. He uses 
the illustration of the frog in slowly boiling 
water to make his point. He explains that if you 
placed a frog in a pan of water and slowly turned up the heat, the frog 
wouldn’t jump to safety, because the change in temperature would be 
too gradual to notice. It would stay put thinking that everything was OK. In 
time there would be a boiled frog on the menu!

You don’t experience an immediate disaster when you miss your 
scheduled ATI class. You don’t feel a sudden pain when you choose to 
make a parts run instead of taking your coaching call. You aren’t struck 
by lightning when you miss a week of portal entry. The absence of an 
immediate consequence tricks you into thinking that everything is fine. 
In reality, these bad choices will keep you from making the leap to your 
dreams.

The overall premise of Hardy’s book is that both good and bad habits, 
no matter how small, have a compounding effect. Where you are today 
is the result of what you repeatedly do. Reading “The Compound Effect” 
will inspire you to ask yourself the following question: Are my daily and 
weekly habits aligned with the goals that I have set for the business? 


