
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
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How to Make 2018 Your Best Year Ever
By Eric M. Twiggs, ATI Coach

UPCOMING CLASSES

J A N U A R Y  
3, 4, 5 Shop Owners Course Part 2 - Advanced 
 Management and Leadership
3, 4, 5 Collision Owners Course Part 2 - Advanced   
 Management and Leadership
4, 5 Service Advisor Part 1 - The Role of the Service   
 Advisor
8, 9 Collision Production Course
10, 11, 12 Shop Owners Course Part 1 - Aligning Your Shop  
 For Profit
10, 11, 12 Collision Owners Course Part 1 - Keys to a 
 Successful Collision Repair Business
17, 18, 19 Shop Owner Course Part 3 - A.B.M. Always Be   
 Marketing
17, 18, 19 Collision Owners Course Part 3 - A.B.M. Always Be  
 Marketing
18, 19 MasterMind - tba
18, 19 Service Advisor Course Part 2 - ATI’s 7 Step Process
22, 23 Service Advisor - Advanced Sales
29, 30 Collision Repair Estimating and Sales Course Part 1
31, Feb 1, 2 Shop Owners Course Part 5 - Succession Planning
31, Feb 1, 2 Collision Owners Course Part 5 - Succession Planning
 
F E B R U A R Y  
1, 2 Shop Owners Course Part 5 - Succession Planning
1, 2 Collision Owners Course Part 5 - Succession Planning
1, 2 California Service Advisor Course Part 1 - The   
 Role of the Service Advisor
7, 8, 9 Shop Owners Course Part 1 - Aligning Your Shop  
 For Profit
8, 9 Shop Owner Course Part 4 - Staffing and Hiring
8, 9 Collision Owners Course Part  4 - Staffing and Hiring
12, 13 Service Advisor Part 1 - The Role of the Service   
 Advisor
14, 15, 16 Shop Owners Course Part 2 - Advanced 
 Management and Leadership
14, 15, 16 Collision Owners Course Part 2 - Advanced   
 Management and Leadership
15, 16 20 Group - Future Owners - Headquarters
15, 16 20 Group - Second In Command - Headerquarters
19, 20 Peak Performers - tba
19, 20 Service Advisor - Service Manager
21, 22, 23 Shop Owner Course Part 3 - A.B.M. Always Be   
 Marketing
21, 22, 23 Collision Owners Course Part 3 - A.B.M. Always Be  
 Marketing
22, 23 California Service Advisor Course Part 2 - ATI’s 7   
 Step Process
26, 27 Collision Repair Estimating and Sales Course Part 2
26, 27 Service Advisor Course Part 2 - ATI’s 7 Step Process
26, 27 20 Group - Profiteers - ATI Headquarters
 

PS. Email etwiggs@autotraining.net to receive a cheat sheet to help you 
understand your next service manager’s Seven Primary Personality Traits.

The following statement will get me in trouble with 
ATI Instructor Randy Somers, but here it is: I have a 
problem with the goal poster. As I share my black Friday 
experience, you’ll understand why.

On black Friday I went to the shopping mall. My goal 
was to enter through the automatic doors at the main 
entrance. I conducted an experiment to see what I could 
do to get the doors to open for me. First, I sat in the 
parking lot, closed my eyes, and imagined the doors 
opening. It didn’t work.

Next, I got out of the car, walked up to the main 
entrance and just stood there. I repeated positive 
affirmations like “The door will open for me,” and “I’m in 
the mall already.” It didn’t work.

From there, I pulled out my smart phone, accessed my 
goal poster app and added a picture of the open doors. 
No matter how long I stared at my poster, it didn’t 
work. Finally, since what I was doing wasn’t working, I 
changed my approach. (Hint, Hint)

I moved forward in the direction of the door, and then 
it opened. So, what does this have to do with you and 
your shop?

Your goals are like the automatic doors. You won’t get 
to where you want to be until you start moving toward 
them. When you view your goals, does it feel like you’re 
on the wrong side of the door?

This is why I have a problem with the goal poster.

I believe that this goal poster lulls you into a false sense 
of security. It leads you to believe that all you have to do 
is cut out cute pictures of the things you want, and they 
will magically appear in your life.

For example, if you picture a stack of money, the money 
will magically appear in your account. If you picture an 
exotic vacation, you’ll wake up tomorrow morning in 
Aruba.

Here’s the hard truth about goal posters: If you create a 
poster, without the commitment to take the required 
actions, your poster is just a picture of all the things 
you won’t have! Without action, you won’t have the 
stack of money. Without action, you’ll still be in Augusta, 
instead of Aruba.

Now, I do believe the goal poster can be effective, if 
you’re committed to taking the necessary level of 
action. So how can you set goals in a way that inspires 
you to move in their direction? Keep reading, because 
implementing these strategies can make 2018 your best 
year ever.

 Fast Forward to the Future

In his book, “The 7 Habits of Highly Effective People,” Dr. 
Stephen Covey coined the following phrase: “Begin with 
the end in mind.” This represents habit #2 of the seven 
habits and it refers to the idea of having a clear vision of 
what you want.

This is great advice, but the challenge is that we tend to 
become detached from goals that are off in the distant 
future. A distant desire will lack the emotion that drives 
you into action. Therefore, you must fast forward to 
your future.

Imagine that it’s December of 2018 and you are talking 
to yourself. You say, “Self, this has been the best year 
ever!” What three to five specific things would need 
to happen for you to feel this way? These items would 
represent your goals for 2018.

Next, ask yourself why you want these goals. Don’t stop 
asking why until you get down to how it will make you 
feel. For example, your goal of paying down the line of 
credit will give you a feeling of freedom. 

Your goal of $2 million in sales will give you a feeling of 
security. Becoming a Top Shop will give you a feeling of 
accomplishment. These feelings are what will inspire 
you to act. You can connect to this feeling by fast 
forwarding to your future.

Focus on the Process

At this point, you’ve imagined yourself in the future 
state, asked why you want your goal, and drilled down to 
the feeling behind the goal. So now you’re ready to have 
your best year ever, right? Wrong!

Stopping at this step is like standing in front of the 
automatic doors waiting for them to open! Next you 
must focus on the process. I recommend focusing more 
of your attention on the process than on the outcome.

For example, if your 2018 goal is to hire a general 
manager, focus on the process of interviewing at least 
one person per week. If your goal is to improve your 
Average Repair Order by $100, focus on the process of 
doing the daily repair order audits.

If your goal is to improve your car count by 25 percent, 
focus on the process of updating your marketing 
calendar with the daily, weekly, monthly, and quarterly 
activities that will get you there!

Please understand that focusing on the process doesn’t 
guarantee that you will achieve greatness in 2018. It’s a 
risk. I GET IT. However, since it’s impossible to become 
great without focusing on the process, the risk is worth 
it!

Eric M. Twiggs
The Accountability Coach
www.autotraining.net

PS. Looking for a tool to help you set goals that inspire 
you to take the required actions? Email etwiggs@
autotraining.net to receive your 2018 Goal Setting 
Worksheet.

Conclusion
So, there you have it. If you fast forward to your 
future, and focus on the process, you can make 2018 
your best year ever. When it comes to your goals, 
which side of the door are you on? 



The Coach’s Corner A Special Round Table Presentation by... George Zeeks, ATI Coach

  At SuperConference George will show you how  
  to get the shop you have always wanted! I 
  get it. You started this business and grew it 
  all by yourself. Now you want to have time   
  off, some time for yourself and your family. 
  Who can you trust to run your baby? It’s an   
  incredibly hard decision and this won’t make it  
  any easier. Keep in mind that every coach at ATI 
never ran a shop with the owner present. It’s just not the way we 
do things. You pay the manager very good money to run your 
shop and you shouldn’t have to be there. If you want time off. If 
you want to have a shop running so that you don’t have to be 
there. Then you need these three managers, all wrapped into 
one to give you the best results.

The Retail Manager. This is the easiest and most routine 
manager you can have. There is not a lot of creativity needed 
here. Just an attention to detail and keeping the basics in mind. 
The biggest issue is that many of you haven’t trained your 
manager to do these things because they are too basic and you 
assume they will know what to do. Nothing is too basic. Come to 
the Round Table and learn what your manager needs to know to 
get the right things done and keep them that way.

The Sales Manager. This is the manager that can sell stuff. The 
basic principle of every business is that you have a product or 
service and you sell them to your customer. The sales manager 
must relate to your customers in the most basic way possible 
and relate why they need your goods or services. You need to 
build value in what you are going to do. You have to explain the 
pros and cons. You must cover, in detail, the features and benefits 
of what the repairs entail. The sales manager also manages the 
promises and the end result. The sales process doesn’t end until 
the customer picks up the car and is happy. Anything else is a 
fraud and will cost you your future. Come to the Round Table to 
learn how to grow and support your sales manager. How to find 
the right fit for your shop and how to keep things growing.

The Production Manager. This is the next and most important 
step for you to have a shop that runs without you there. The 
manager that can drive production in addition to all of the other 
things is crucial to a profitable shop. Technicians love and hate 
a good production manager. This manager gets the most out 
of the crew. They are constantly checking on the crew. Did you 
get the parts you needed? Have we gotten the approval for the 
repairs? Is there anything that you are having a problem with? If 
any of the above things are going on, then we take a step back 
and evaluate where we are. It’s one of the hardest jobs to fill, 
but it makes the difference between your time off or your time 
in the shop. Come to the Round Table and find out where the 
production managers are hiding. What tools do they need to 
run the shop? What do YOU have to do to help them do their 
best?

To some of you, this must sound like an impossible task. How 
can I find one person who can do all three things at one time? 
Especially, to do them the way I want them done. I will be honest. 
It can be hard. It takes time and patience. It takes commitment 
and an investment in the individual to help them reach the next 
level. It doesn’t always work out, but every attempt makes you 
better prepared for the next one. Life isn’t easy and running your 
own business is even harder. You need to face up to the fact that 
you have to grow others in order to be successful. That’s what 
makes it all worthwhile.

The Three Managers You Need to Run 
Your Shop, All in One Person

Congratulations to a Ratchet & Wrench Award
 Winner!! Shop Worker Category

Daniel Garnica
Ayers Automotive Repairs, Santa Barbara, CA

Daniel Garnica is the technician all shop owners dream 
about. As a team leader at Ayers Automotive Repairs, he is 
the fix-anything master technician with a heart of gold. When 
someone in the shop needs help, it’s not enough for Daniel 
to fix the problem, he also helps them to understand what 
the problem was and how to spot it in the future. It’s these 
characteristics that have helped him become the Shop Training 
Manager. His desire to help others extends to the customers as 
well. Education and training is a nonstop passion for Daniel. His 
desire to improve himself extends to all of his coworkers and 
even to the shop equipment and layout. In addition, he has 
been a driving force in helping the community. Through Ayers 
Automotive and Daniel’s drive to help, they have done things 
such as Food Drives, and they work through area Independent 
Professionals Association events that Ayers Automotive is 
active in to raise money for families in the community.

Daniel’s role as a Master Technician and Shop Training 
Manager, and his community involvement, should be enough 
to keep him busy. However, he is also taking management 
classes at the Automotive Training Institute to prepare him for 
the rest of his future. The Ayers have been a member with ATI 
since 2012.

Congratulations to Daniel Garnica and Ayers Automotive. 
When a man with this level of intelligence and drive meets a 

shop that is truly dedicated to helping to grow their staff, who 
knows how far they both can go.

Read the full article at Ratchet & Wrench: 
https://www.ratchetandwrench.com/articles/5065-the-2017-

ratchetwrench-all-star-awards-daniel-garnica
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How to Turn Your Stumbling Block Into a Stepping Stone    By Eric M. Twiggs, ATI Coach

The Coach’s Corner By Kim Kickey, ATI Coach

SUMMARY
Playing to your strengths and committing to daily 
improvement will help turn your stumbling block into a 
stepping stone. The young man I mentioned in the 
opening story is Herb Kelleher, who left the legal 
profession to become the CEO of Southwest Airlines. 
If you apply the lesson he learned, you will take flight 
toward your goals! 
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Hear shop owners talk about their AH-HA moments and tell their 
stories of change. 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 passion-
ate 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 (and I know you do), we 
want you on the program. Please email me at podcast@auto-
training.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 fel-
low shop owner or just a friend. 

“Driving Change” Podcast By Geoff Berman, ATI Coach


