
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

The Best Sales Improvement Secret I Know Of
“The secret to success is to know something that nobody else knows.” Aristotle Onassis

March 2017

Conclusion
So there you have it. If you embrace the ideas I just 
mentioned, you will grow in the areas of clarity and 

certainty. Your shop will become the worst kept 
secret because the sales improvement will be too 

obvious to hide!

Upcoming Classes:
Shop Owner
Align Your Shop for Profit Course 1
   February 1, 2 & 3
   March 1, 2 & 3
   April 5, 6 & 7
Leadership Mastery Course Part 2
   February 15, 16 & 17
   March 8, 9  & 10
   April 12, 13 & 14
A.B.M. Always Be Marketing Course Part 3
   Febraury 22, 23 & 24
   March 13, 14 & 15
   April 19, 20 & 21
Staffing and Hiring Course Part 4
   March 6 & 7
Succession Planning Course Part 5     
   April 19, 20 & 21 
Service Advisor      
The Role of the Service Advisor     
   March 6 & 7    
   April 10 & 11    
  
       West Coast Course      April 13 & 14          
  
ATI’s 7 Step Sales Process      
   February 23 & 24    
   Feburuary 27 & 28   
   March 30 & 31    
  
Service Manager      
   June 15 & 16    
  
Advanced Service Advisor      
   April 3 & 4
Collision
Keys to a Successful Collision Business Course 1
   February 1, 2 & 3
Leadership Mastery Course Part 2
   February 15, 16 & 17
   March 8, 9  & 10
   April 12, 13 & 14
A.B.M. Always Be Marketing Course Part 3
   Febraury 22, 23 & 24
   March 13, 14 & 15
   April 19, 20 & 21
Staffing and Hiring Course Part 4
   March 6 & 7
Succession Planning Course Part 5
   April 19, 20 & 21
Estimating & Sales Course Part 1
   April 3 & 4
Estimating & Sales Course Part 2
   February 27 & 28
Collision Repair Production
   March 13 & 14    
       

A P R I L 	
3, 4	 Service Advisor - Advanced Sales
3, 4	 Collision Repair Estimating and Sales Course Part 1
5, 6, 7	 Shop Owners Course Part 1 - Aligning Your Shop
	 For Profit
5, 6, 7	 Collision Owners Course Part 1 - Keys to a Successful 	
	 Collision Repair Business
6, 7	 20 Group - Las Vegas - Las Vegas, NV
10, 11	 Service Advisor Part 1 - The Role of the Service 
	 Advisor
10, 11	 20 Group - 20 On Top - Portland, OR
12, 13, 14	 Shop Owners Course Part 2 - Advanced Management 	
	 and Leadership
12, 13, 14	 Collision Owners Course Part 2 - Advanced Management 
	 and Leadership
13, 14	 California Service Advisor Course Part 1 - The Role of the 
	 Service Advisor
13, 14	 20 Group - West Coast Originals - Los Angeles, CA
19, 20, 21	 Shop Owner Course Part 3 - A.B.M. Always Be Marketing
19, 20, 21	 Collision Owners Course Part 3 - A.B.M. Always Be 
	 Marketing
19, 20, 21	 Shop Owners Course Part 5 - Succession Planning
19, 20, 21	 Collision Owners Course Part 5 - Succession Planning
20, 21	 20 Group - Dollars and Sense - ATI Headquarters
24, 25	 Service Advisor Course Part 2 - ATI’s 7 Step Process
24, 25	 20 Group - Nothin But Net - ATI Headquarters
24, 25	 20 Group - Profit Force - Downers Grove, IL
24, 25	 20 Group - 20/20 Vision - ATI Headquarters 

M AY 	
1, 2	 Service Advisor Part 1 - The Role of the Service Advisor
1, 2	 20 Group - 20 For The Money - ATI Headquarters
1, 2	 20 Group - Dallas Top Twenty - Dallas, TX
3, 4, 5	 Shop Owners Course Part 1 - Aligning Your Shop For 
	 Profit
4, 5	 20 Group - The High Mark - Salt Lake City, UT
4, 5	 20 Group - Leading Ladies - ATI Headquarters
8, 9	 20 Group - Back In Black - ATI Headquarters
8, 9	 20 Group - Score For More - ATI Headquarters
8, 9	 20 Group - New Baltimore - ATI Headquarters
10, 11, 12	 Shop Owners Course Part 2 - Advanced Management 
	 and Leadership
10, 11, 12	 Collision Owners Course Part 2 - Advanced Management 
	 and Leadership
11, 12	 20 Group - CrashMasters - ATI Headquarters
11, 12	 20 Group - Game Changers - ATI Headquarters
11, 12	 20 Group - Phoenix Rising - Phoenix, AZ
15, 16	 Collision Repair Estimating and Sales Course Part 2
15, 16	 20 Group - Best of the West - Irvine, CA
18, 19	 California Service Advisor Course Part 2 - ATI’s 7 Step 
	 Process
18, 19	 MasterMind - ATI Headquarters
18, 19	 20 Group - Nor’Easter - Boston, MA
18, 19	 20 Group - Rollin In Dough - ATI Headquarters
18, 19	 20 Group - Atlanta - Atlanta, GA
22, 23	 20 Group - Rising Tide - ATI Headquarters
22, 23	 20 Group - The Buck Starts Here - ATI Headquarters
22, 23	 20 Group - Money Masters - ATI Headquarters
24, 25, 26	 Shop Owner Course Part 3 - A.B.M. Always Be Marketing
24, 25, 26	 Collision Owners Course Part 3 - A.B.M. Always 
	 Be Marketing

Classes continued on page 3

Eric M. Twiggs, ATI Coach
If you were to type the term “analytical” into Google, a 
picture of “James” would appear! He and I were having 
an intense discussion as to why his sales were trending 
in the wrong direction. James sent me detailed 
spreadsheets that summarized his market analysis, 
product sales comparisons, and the number of new 
customer visits by month for the past three years.

He believed that tweaking his marketing and 
merchandising mix would fix the problem. My gut was 
telling me to dig a little deeper.

I asked James to send me an analysis that compared 
the sales, average repair order (ARO), and gross profit 
performance of his three service managers. Of the 
three managers, “John” had the lowest ARO and gross 
profit results. To make matters worse, he also had the 
highest customer count and his technicians had the 
lowest courtesy check to customer percentage!

Based on the math, James would pick up $17,000 in 
additional monthly sales if John improved his ARO 
to the same level as the top producer. Over twelve 
months, that works out to $204,000 in additional 
revenue!

One person’s performance would move James from 
owning an $800,000 establishment to a 1-million-
dollar enterprise. This is why having the right person 
at the counter, who’s doing the right things, is the 
best sales improvement secret I know of.

The reason this is a secret is because most owners 
look at the market instead of the manager when 
sales are down. So what can you do to make the most 
of this little-known secret? Stay with me to find out.

           Clarity...  I believe that clarity is the 
starting point of success. In his book “The Five 
Levels of Leadership,” John Maxwell uses the 
metaphor of “the messy workbench” to highlight the 
importance of having clarity when looking for people 
or pursuing a goal.

Here’s how it goes: When you have a messy 
workbench in your shop, you need to know exactly 
what a tool looks like if you want to find it. If you 
aren’t clear, you end up wasting a lot of time and 
making the wrong choice.

Searching the various hiring sites is like looking 
for a tool on a messy workbench. So how do you 
determine what the right service manager looks 
like?

Having clear expectations is a great place to start. I 
often talk with shop owners who would define the 
right person as someone who arrives to work on time, 
has a good attitude, and likes long walks on the beach! 
When looking for “Mr. or Ms. Right,” you have to ask 
yourself the following question: Can they achieve the 
desired outcomes?

When you are interviewing, I recommend creating a 
scorecard that lists the specific outcomes you expect 
the candidate to achieve. A 53 percent total gross 
profit, $450 ARO and 95 percent CSI score would be 
examples of results to notate.

After the interview, rate the candidate on a scale of 
1-10 to determine the likelihood of their achieving the 
outcomes based on how they answered the questions. 
For additional information on using a scorecard to 
achieve clarity, review my previous blog post titled
The Sound of Silence.

              Certainty... Now that you are clear 	  	
                   on the results you expect, you must be 
certain that your people can deliver on those 
outcomes. Using a technique known as zero based 
thinking is the first step.

Zero based thinking is a decision making process 
where you imagine yourself being in the past with 
the knowledge you have today. Here’s the zero based 
thinking question in action: If you could go back in 
time, would you rehire John knowing what you now 
know about him?

If your reflex response is NO, the follow-up question 
is how soon can you find a qualified replacement? 
Asking this question BEFORE sending your recent hire 
to training will increase the odds of you experiencing 
a return on your investment. When I asked James this 
question, he admitted that he wouldn’t rehire John 
based on what he now knows about his attitude and 
performance.

The next step is to take your overall shop performance 
and drill down by the individual. If the shop ARO is 
$250, and one of your managers is at $190, moving his 
performance will take the shop to the next level. Using 
zero based thinking will tell you if you have the right 
person. Reviewing individual performance will tell you 
if they are doing the right things.



The Coach’s Corner
Stop Taking The Easy Way Out

Like It or Not, You Lead by Example. Are You 
Proud of What Your Staff Sees?

Geoff Berman , ATI Coach

As a parent of four teenage children, I can tell you that there is 
no question that what they see me do has far more impact on 
them than what I tell them to do. As they have grown, I can see 
my strengths as well as my shortcomings show in their behavior. 
I can recall moments where I have reacted to something they 
have done I don’t like, and connected it to something I have 
done I don’t like. It scared the hell out of me. Let me give you an 
example.

As a young father, I often had a short fuse at home. I would tend 
to have an immediate negative reaction to things that bothered 
me rather than approaching these matters from a place of 
curiosity. These were usually small things like not closing the 
front door, or leaving the lights on after exiting a room, or not 
rinsing the dishes before putting them in the dishwasher. Most 
would say this was normal behavior.

Then one day, I was having a conversation with my 17-year-old 
daughter. Very calmly I asked her how clean the inside of her car 
was (often it was not fit for human habitation). She immediately 
got defensive and started to yell. Later that evening I was talking 
with my wife about what happened. She had spoken to my 
daughter after I did that day. I was looking for her to confirm 
I handled it correctly. You know that whole male ego pride 
thing. Instead, what she said blew me away. After she asked my 
daughter why she got so upset when I asked her about her car, 
this is what she said: “I don’t know why I reacted that way, Mom. 
I’m not proud of it. All I can say is I guess I learned it from the 
master.” Is that possible? Is her behavior a product of what she 
has seen in me? Have I done this to her?

The hard but sad truth is I had done this to her. Children learn 
more from what they see us do, rather than what we say. This 
truth is the same for your staff. The leader sets the pace. What 
you do has far more impact on your people than what you say. 

Some examples:

What message are you really sending if you do not practice what 
you preach? They will always take their cues from what they 
see over what you say. Here is an easy effective way to help you 
determine if you are setting the right example. If your behavior 
was published in the New York Times, would you be proud or 
embarrassed by what you read?

So, I ask you this. Do you see your behaviors in your staff? Can 
you see a path of change leading back to you? If you do, and 
I know you do, then it should be clear what really needs to 
change. No matter how hard you try to change your staff it will 
never happen. The change must begin within you. Here is a 
poem, written by a monk in 1100 AD, to help you remember this.

When I was a young man, I wanted to change the world.
I found it was difficult to change the world, so I tried to change 
my nation. When I found I couldn’t change the nation, I began 

to focus on my town. I couldn’t change the town and as an older 
man, I tried to change my family. Now, as an old man, I realize 

the only thing I can change is myself, and suddenly I realize that 
if long ago I had changed myself, I could have made an impact 

on my family. My family and I could have made an impact on our 
town. Their impact could have changed the nation and

I could indeed have changed the world.

To know if the change needs to start with you, ask 
yourself these three questions:

• Have I clearly articulated 
what I’m trying to accomplish?
• Have I given them enough time 
and support to accomplish the task?

• Have I provided enough /
proper training?

If you are honest with yourself in your answers, what 
you will find is, more often than not, you are at least 

as much a part of the problem as they are, 
if not more so. Now you can fix it.

You tell your staff they all need to be on time, 
but they learn quickly that that doesn’t apply 
to the 15-year veteran tech. You let him come in 
whenever he wants with no consequences.

You tell your staff to treat customers with 
respect, but you routinely lose your temper 
with customers.

Maybe you want me to do things a certain way, 
but when you cover for me, you don’t follow 
your own procedure.



												 																																 	

	

Introducing	the	latest	ATI	innovation	“Driving	Change.”	This	is	a	podcast	we	created	to	improve	our	members’	experience	and	further	assist	with	
their	growth.	Each	week	I	will	be	interviewing	a	client	about	something	they	are	passionate	about.	We	have	a	great	start	with	several	clients	that	
have	already	stepped	up	and	shared	their	stories.	Will	you	be	next?	What	wisdom	and	experience	do	you	have	to	share?	If	you	have	a	burning	
desire,	and	a	great	story	to	tell,	we	want	you	on	the	program.	Please	email	me	at	gberman@autotraining.net	to	set	up	your	personal	interview.	

Please	go	to	http://drivingchangeatati.podbean.com/	to	listen	to	the	podcasts	already	there.	Be	sure	to	download	the	app	and	subscribe	so	you	
will	be	notified	when	new	podcasts	are	added.	Don’t	forget	to	leave	a	comment	if	you	liked	it.	Share	it	with	a	fellow	shop	owner	or	just	a	friend.	I	
need	you	to	help	make	this	the	most	popular	business	automotive	app	out	there!	

Thanks	for	listening,	

Geoff	Berman	

	

Introducing the latest ATI innovation “Driving Change.” This is a podcast we 
created to improve our members’ experience and further assist with their 
growth. Each week I will be interviewing a client about something they are 
passionate about. We have a great start with several clients that have already 
stepped up and shared their stories. Will you be next? What wisdom and 
experience do you have to share? If you have a burning desire, and a great 
story to tell, we want you on the program. Please email me at gberman@
autotraining.net to set up your personal interview.

Please go to http://drivingchangeatati.podbean.com/ to listen to the 
podcasts already there. Be sure to download the app and subscribe so you 
will be notified when new podcasts are added. Don’t forget to leave a com-
ment if you liked it. Share it with a fellow shop owner or just a friend. I need 
you to help make this the most popular business 
automotive app out there!

Thanks for listening,

Geoff Berman
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Thanks	for	listening,	

Geoff	Berman	

	

Sam’s Corner
J U N E 	 	
1, 2	 20 Group - European Imports - ATI Headquarters
1, 2	 Peak Performers - tba
5, 6	 Shop Owner Course Part 4 - Staffing and Hiring
5, 6	 Collision Owners Course Part  4 - Staffing and Hiring
5, 6	 Service Advisor Course Part 2 - ATI’s 7 Step Process
5, 6	 Collision Production Course
7, 8, 9	 Shop Owners Course Part 1 - Aligning Your Shop 
	 For Profit
7, 8, 9	 Collision Owners Course Part 1 - Keys to a Successful 	
	 Collision Repair Business
12, 13	 Service Advisor Part 1 - The Role of the 
	 Service Advisor
14, 15, 16	 Shop Owners Course Part 5 - Succession Planning
14, 15, 16	 Collision Owners Course Part 5 - Succession Planning
15, 16	 Service Advisor - Service Manager
21, 22, 23	 Shop Owners Course Part 2 - Advanced Management 	
	 and Leadership
21, 22, 23	 Collision Owners Course Part 2 - Advanced Manage	
	 ment and Leadership
29, 30	 Service Advisor - Advanced Sales

J U LY  	
10, 11	 Service Advisor Course Part 2 - ATI’s 7 Step Process
12, 13, 14	 Shop Owners Course Part 1 - Aligning Your Shop 
	 For Profit
24, 25	 Service Advisor Part 1 - The Role of the Service 
	 Advisor
26, 27, 28	 Shop Owners Course Part 2 - Advanced Management 	
	 and Leadership
26, 27, 28	 Collision Owners Course Part 2 - Advanced 
	 Management and Leadership
27, 28	 California Service Advisor Course Part 1 - The Role of 	
	 the Service Advisor
31	 Collision Repair Estimating and Sales Course Part 2

AU G U S T 	
1	 Collision Repair Estimating and Sales Course Part 2
2, 3, 4	 Shop Owners Course Part 1 - Aligning Your Shop For 	
	 Profit
2, 3, 4	 Collision Owners Course Part 1 - Keys to a Successful 	
	 Collision Repair Business
7, 8	 Service Advisor Course Part 2 - ATI’s 7 Step Process
7, 8, 9 	 Shop Owners Course Part 5 - Succession Planning
7, 8, 9	 Collision Owners Course Part 5 - Succession Planning
10, 11	 Shop Owner Course Part 4 - Staffing and Hiring
10, 11	 Collision Owners Course Part  4 - Staffing and Hiring
16, 17, 18	 Shop Owners Course Part 2 - Advanced Management 	
	 and Leadership
16, 17, 18	 Collision Owners Course Part 2 - Advanced 
	 Management and Leadership
17, 18	 20 Group - Future Owners - Headquarters
17, 18	 20 Group - Second In Command - Header quarters
21, 22	 Service Advisor Part 1 - The Role of the Service 
	 Advisor
23, 24, 25	 Shop Owner Course Part 3 - A.B.M. Always Be 
	 Marketing
23, 24, 25	 Collision Owners Course Part 3 - A.B.M. Always Be 	
	 Marketing
24, 25	 California Service Advisor Course Part 2 - ATI’s 7 Step 	
	 Process
28, 29	 20 Group - Profiteers - ATI Headquarters
31	 Service Advisor - Advanced Sales

Classes continued...

Please be sure to check out the exciting new feature 
of  your ATIConnect App! With a tap on your phone 
screen you can now view the most current class 
schedule, check for class availability and register 
for classes!  
Class registration has never been easier!

			 

March 22-25, 2017
http://www.autotraining.net/superconference17

See you at 

http://drivingchangeatati.podbean.com/
http://drivingchangeatati.podbean.com/
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Kevin Allen , ATI Coach

Being an owner of a small business affords 
you the opportunity to do things for people 
that you would not ordinarily be able to do 
if it were not for the business. Nonprofits 
and charities are two such groups that shop 
owners find themselves supporting every 
day. ATI’s elite 20 Group members are a 
model of this very behavior each year, and 
it creates a bonding experience between 
members that cannot be broken. 

A few examples would be ATI’s groups 
Money Masters, facilitated by Coach Mike 
Bennett, and The High Mark, facilitated 
by Coach Rick Johnson. Money Masters 
routinely donates their time to Habitat for 
Humanity and The High Mark surprised one 
of our SuperConference speakers last year 
by showing up at his ranch in Utah and 
constructing a fence while he was away on a 
speaking engagement.

The most recent examples of 20 Groups 
giving back were displayed at last year’s 

SuperConference in Amelia Island, Florida. 
Each year at the conference, Richard and 
his team select a local charity that ATI will 
sponsor so that we can give back as a group 
to the host city. 

Last year’s group was a local charity named 
K9s for Warriors that supports our military 
members who have returned home from 
service and need the use of a service dog. The 
dogs are found through a rescue mission and 
then put into a rigorous training program 
and, after completion, are then given to a 
service member as a companion.  Two of 
the 20 Groups, Nothin’ But Net, facilitated 
by Coach Kevin Allen, and Phoenix Rising, 
facilitated by Coach Kim Hickey, raised a 
combined $36K for the K9s for Warriors 
charity and by doing so earned the rights to 
name two of the rescue dogs. The groups 
were notified just a few weeks ago that 
their respective dogs had been located 
and entered into the training program. The 
sponsored dogs are named Diesel and 
Phoenix and will be put into service as soon 
as their training is complete. Both 20 Groups 

are very excited about this news and will 
continue to receive updates as time goes on.

ATI’s elite 20 Groups not only give back to the 
community but to one another as well. These 
groups, now over 25 strong, not only give 
back to the community but to each other as 
well. The groups have two official meetings 
a year as well as many other interactions 
between the meetings. The members 
support and challenge each other to no 
end and there is no question that lifelong 
friendships are developed and maintained 
by the members. In addition to your coach, 
training classes, etc., the 20 Groups are an 
additional resource ATI offers to fuel your 
growth as individuals and business owners.

If you are not currently involved in one of 
these elite 20 Groups you should speak with 
your coach about becoming involved as 
soon as possible or contact Kevin Green at 
kgreen@autotraining.net. I challenge each 
of you reading this to also find a cause that 
is important to you and give back, as doing 
so not only helps others but makes you feel 
good about the work you are doing as well.

Giving Back


