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At

your satisfaction is        #1 goal.

Grand Forks, ND
Toll-Free Nationwide: 1-800-354-7278

Parts Direct Local: 1-701-746-0412
Fax: 1-701-772-3377

Honda-Nissan: 1-800-344-1022

you prefer.

staff has over 200 years of parts experience.

parts department offers competitive prices and a “No-Hassle” return policy.

inventory of Powertrain and Collision parts is the largest in North Dakota.

able), SPEEDEE, Cross Country, Common Courier, UPS, or mail; 
whichever 

parts department will ship parts to your door via our own truck (where
avail
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PRESIDENT’S LETTER

For those of you in the eastern part of the state, 
winter is back and it’s picking up right where it 
left off last spring. As we are wrapping up 2019 
Old Man Winter blessed us with up to a foot of 
snow and  lots of wind. It’s the perfect recipe for 
creating work for industry.

And speaking of that, this year’s deer hit season 
has been one for the record books. After talking 
to shops across the state and some of our vendors, 
deer hits have been keeping everyone very busy 
this year. The deer hits were also a bonus for 
the local zoo here in town as I had a couple of 

customers who after hitting the deer went through 
the proper channels with the DNR and delivered 
the animals to the zoo for the wolf and coyote 
population.

We are planning on having our next meeting 
in mid-January, hope to see some new faces. We 
will send out an email when the date and location 
is finalized.

Have a very Merry Christmas and Happy New 
Year!

Scott Heintzman, NDABA President

JOIN NOW!
Now is the time to join YOUR Association

Now is the time to work together for our future!
I hereby apply for membership in the North Dakota Auto Body Association. I promise to abide by the Association's By-Laws 
and Code of Ethics. I understand that any signs, decals or emblems provided by the Association remain the property of the 
Association, and agree to return them to the Association upon termination of membership. I understand that use of 
Association logo and identification is authorized only as long as my membership is maintained.

Date_____________________ 

Your Name_____________________________________   Spouse's  Name_____________________________________

Home Address______________________________________________________________________________________

City__________________________ State________ Zip Code + Four______________ Phone (______)_______________

Business Name_________________________________ PO Box (Mailing Address)_______________________________

City__________________________ State________ Zip Code + Four______________ Phone (______)_______________
Classification (circle one)

Owner-Manager $50  -  Owner-Manager (1st year) $25  -  Allied $25  -  Associate $5 (employee)

Mail to: North Dakota Auto Body Association, Kent Meidinger, PO Box 235, Edgeley, ND 58433-0235
(receiving the News Report does not make you a member of the NDABA)

SUPPORT OUR ADVERTISERS.
Without them we will not have a magazine.

AUTO BODY BUSINESS FOR SALE IN ROLLA, ND
Building is 50 x 60 with an additional 22 x 20 office. 

Has frame rack, paint booth with mixing room and fire 
suppression system, two large air compression systems, and 
dual heating system. There are two additional buildings with 

fenced in area. Price is negotiable. 
Contact Dennis at 701-477-6201or 701-230-1622.
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SPONSORSHIPS are designed to 
assist businesses with RECRUITING 
and RETAINING qualified employees 
for industries that are experiencing a 
workforce shortage, and assist students 
with the AFFORDABILITY of a college 
education. 

SPONSOR 
YOUR NEXT 
EMPLOYEE

Learn more about Student Sponsorships at  

NDSCS.edu/Sponsorships

NDSCS AUTO BODY  
Repair and Refinishing Technology

Alan Gilbertson’s sponsorship 
helped him qualify to be  
the first recipient of the  
North Dakota Career  
Builders Scholarship. 

Learn about his story at  
NDSCS.edu/SponsorshipStory.
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September 26, 2019 — Alan Gilbertson, an Auto Body Repair and 
Refinishing Technology student at the North Dakota State College of 
Science, has been named the first recipient of the new North Dakota 
Career Builders Scholarship. The scholarship was established by the 
2019 Legislative Assembly to encourage students to seek educational 
opportunities in high-need and emerging occupations within the state.

The North Dakota Career Builders Scholarship provides matching 
dollars for private sector student sponsorships. Gilbertson was eligible 
for the scholarship thanks to a sponsorship by Modern Auto Body of 
Grand Forks, N.D.

“I had learned about sponsorships from NDSCS Career Services,” 
said Gilbertson. “When Shelley Blome from the Financial Aid 
office called and told me about the North Dakota Career Builders 
Scholarship, I was in disbelief.”

NDSCS Director of Financial Aid Shelley Blome has now helped seven students receive funds from the North Dakota 
Career Builders Scholarship. “We are seeing some students receive more than $10,000 when combining their sponsorship 
with matching scholarship programs,” she said. “This is a great opportunity for our students to help pay for the cost of 
their education in these high demand fields.”

For Modern Auto Body General Manager Scott Loscheider, sponsoring a student was a new way to help fill a workforce 
need, and the North Dakota Career Builders Scholarship supports that effort. He made the decision to sponsor Gilbertson 
after Gilbertson spent time working at Modern Auto Body for a job shadow experience and summer employment.

“It can be hard to find technicians,” said Loscheider. 
“By providing a sponsorship, we are able to 
encourage and support a student who has potential, 
and to help fill an opening at our shop. I’m glad 
the state created the North Dakota Career Builders 
program and I hope it helps more students recognize 
that going into the trades is a good plan.”

“I want to let people know that this scholarship 
is available and that you don’t have to sit behind a 
desk to make money – you can work on cars,” said 
Gilbertson. “This is a good way to encourage people 
to get into these careers that need people.”

North Dakota Career Builders Scholarship 
recipients must live and work in North Dakota 
for three years following their degree completion, 
and must be admitted to a qualifying high-demand 
program. At NDSCS, all academic programs qualify 
for the scholarship program except for Culinary 
Arts and Liberal Arts. Additional information 
about requirements for the North Dakota Career 
Builders Scholarship is available online at 
ndscs.edu/ndcareerbuilders.

NDSCS Student NDSCS Student 
Awarded First Awarded First 

ND Career ND Career 
Builders Builders 

ScholarshipScholarship
Alan Gilbertson, an Auto 

Body Repair and Refinishing 
Technology student at the 

North Dakota State College 
of Science, has been named 

the first recipient of the 
new North Dakota Career 
Builders Scholarship. He’s 

pictured with NDSCS President 
Dr. John Richman.



6

NO HASSLE RETURN POLICY +
FREE SHIPPING!

(701) 663.9851
GM PARTS

(701) 663.8223
SUBARU PARTS

Mon - Fri // 7am - 6 pm 
Sat // 8 am - 5 pm

(701) 258.1944
HONDA,

HYUNDAI,
VOLKSWAGEN

& NISSAN PARTS
Mon - Fri // 7:30 am - 6 pm 

Sat // 8 am - 5 pmSat // 8 am - 5 pm

GENUINE PARTS



7

An ARA GOLD Seal Certified Auto 
Recycler serving the automotive 

professional and do it yourselfer with 
quality used and new parts since 1969.

“Offering OE Surplus and Take-off Parts Since 1999.”

866-797-2371
www.nordstromsauto.com

ALL MAKES – ALL MODELS • WE SHIP DAILY

We are eager to help you
repair more cars profitably!

“Who Pays for What?” 
Survey Finds Shops 
Billing, Being Paid a 
Processing Fee
An increasing number of shops 
over the past several years have 
begun charging and being paid for 
the administrative tasks involved in 
processing total losses, according 
to the findings of a recent “Who 
Pays for What?” survey.

“Certainly shops may agree to waive any such 
fees as part of a direct repair agreement,” said 
Mike Anderson of Collision Advice, who conducts 
the quarterly “Who Pays for What?” surveys in 
conjunction with CRASH Network. “But the process 
has continued to become more complex. It can involve 
more tear-down, more research of OEM procedures, 
unloading or loading the vehicle to and from a tow 
truck, etc., and more and more shops cannot afford 
to perform all these tasks for free.”

Data from the “Who Pays for What?” survey this 
past summer shows that the percentage of shops that 
say they “never” charge to process total losses has 

steadily declined from 30% in 2015 
to just 19% this year. The percentage 
of shops negotiating to be paid a fee 
to process these vehicles surpassed 
80% for the first time this year, up 
from just under 70% in 2015. Of those 
negotiating to be paid, 63% report 
being paid “always” or “most of the 
time” by the nation’s eighth largest 
insurers.

For the first time, the “Who 
Pays for What?” survey currently 
being conducted focuses on vehicle 
scanning and ADAS calibration. It 
also is collecting information on labor 
rates, including rates for aluminum 
repair work. It is open now through 
the end of October at https://www.
surveymonkey.com/r/NJTKYR2.

Obtained via Autobody News. 
https://www.autobodynews.com/index.
php/industry-news/item/18598-who-
pays-for-what-survey-finds-shops-
billing-being-paid-a-processing-fee.
html?utm_source=MW%2FSW+%22
Who+Pays+for+What%3F%22+Sur
vey+&utm_campaign=enews&utm_
medium=email

______      _______      ______     ______     ______

______      _______      ______     ______     ______
______      _______      ______     ______     ______
______      _______      ______     ______     ______
Name _________________________________
Box No._______ Phone (_____) ____________
City, State__________________Zip ________
NDABA Membership Since _______________

Classified ads are divided into two categories – member 
and nonmember.

Each member is allowed 5 lines, 25 characters per line, 
plus name & phone number. If you’d like to put your 
address in , please include that within the 5 l ine , 25 
character portion. FREE to members only.

F o r n o n m e m b e r s t h e c h a r g e i s 5 0 c e n t s a w o r d , 
including the words, “For Sale” and name, address and 
phone number. Initials and numbers count as words.

All ad copy must be received by the 15th of the month 
prior to publication.

Please type or print plainly (do not write, please) the 
copy for your ad in the form.

Clip out the form and mail to: Clyde Nelson, NDABA 
Classifieds, 1507 19th St. NW, Turtle Lake, ND 
58575-9492. Or email to ndabnews@westriv.com.

FREE FOR MEMBERS
NDABA CLASSIFIED ADS
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CHRYSLER DODGE
JEEP RAM PROMASTER

1-800-247-1352

TOYOTA SCION

1-800-347-0177

WHOLESALE PARTS
◆ Largest OE Chrysler, Dodge, Jeep, Ram, Honda, 

Toyota, Scion Parts Inventory in North Dakota
◆ Free Freight on All Orders
◆ Hassel Free Returns
◆ A North Dakota Based Business
◆ Committed To Your Total Satisfaction!

HONDA

1-800-416-5226

“Family Driven for Over 100 Years”

fargo - north dakota 

your #1 genuine parts under one roof

Order #1 Parts Toll Free  (877) 212-1792
Local Genuine Parts Hotline  (701) 277-1782

Email - auto.parts@valleyimports.com
Fax  (701) 277-1331

Tony Hirchert
PARTS SPECIALIST

Mick Pietig
PARTS SPECIALIST

Tyler Braaten
PARTS SPECIALIST

YOUR DEDICATED WHOLESALE TEAM
Elmer Wenzel

PARTS SPECIALIST
Jason Hendrickson

PARTS SPECIALIST
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ARE YOU SEEING DOUBLE?ARE YOU SEEING DOUBLE?

Please add the following name to the mailing list for the 
ND Auto Body News Report. (Please print)

_____________________________________________
Name

_____________________________________________
Business Name (If applicable)

_____________________________________________
Mailing Address

_____________________________________________
City, State, Zip Code

If this is an address change,what was the old address? 
(Or you can attach the mailing label.)

_____________________________________________

_____________________________________________

_____________________________________________

Please remove the name on the attached mailing label 
from the ND Auto Body News Report. 

Please cut and tape
mailing label here.

Please mail this notice to:
Clyde Nelson

NDABA News Report
1507 19th St. NW

Turtle Lake, ND 58575-9492
or ndabnews@westriv.com

DO YOU WANT TO BE ADDED TO OR REMOVED FROM OUR 
MAILING LIST? DO YOU HAVE A CHANGE OF ADDRESS?

CHECK YOUR ADDRESS LABEL. IS IT CORRECT?

ARE YOU SEEING DOUBLE?ARE YOU SEEING DOUBLE?
The News Report mailing list was created through the help 
of distributors, associations, and suppliers. As with many 
lists, there is always the chance of duplication. So, if you 
get more than one copy of the News Report, please let us 
know. It will save us the cost of mailing something that you 
don’t need two of.

On the other hand, we want to reach every possible person 
we can that is part of the Auto Body profession. We include 
owners, service technicians, brokers, distributors and 
suppliers. So, if you know of someone that is not receiving 
the News Report, please provide us with their name and 
address below. Thank you!!

NORTH DAKOTA AUTO BODY ASSOCIATION 
CODE OF ETHICS

1.	To promote good will between the motorist and  
members of the Association.

2.	To have a sense of personal obligation to each individual customer.

3.	To perform high quality repairs at a fair and just price.

4.	To employ the most skilled mechanics obtainable.

5.	To use only proven merchandise of high quality sold by reputable firms.

6.	To itemize all parts and adjustments in the price charges for services rendered.

7.	To retain all replaced parts for the customer’s inspection.

8.	To uphold the high standards of our profession, always seeking to correct any and 
all abuses within the automotive service industry.

9.	To uphold the integrity of all members of the North Dakota Auto Body Association.
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The views expressed in 
articles throughout this 
issue are those of the 

writers, and do not 
necessarily reflect views 

of NDABA.

Readers are welcome 
to react to views 

expressed here or 
elsewhere in the 

magazine by writing:

Clyde Nelson
NDABA News Report

1507 19th St. NW
Turtle Lake, ND

58575-9492
ndabnews@westriv.com

• Over 20 Years Experience

• Fair Body Shop and
 Dealer Discounts

• Local References

• 1 Car or 1000 Car Capability

Kevin Koenig

Jamestown, ND

701-269-3464

Paintless Dent Repair
Door Dings • Hail Damage • Minor Dents

www.jamestowndentman.com
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(Continued on next page)

If you have, welcome to the club. 
ADAS systems, once used only on high-
line cars, are now seen in almost every 
vehicle. Even the ubiquitous “every-
man car,” the Honda Civic has had 
ADAS components for several years.

Mark Olson of Vehicle Collision 
Experts LLC (VECO Experts) of Seattle, 
a noted industry leader and consultant 
wants to reverse this trend by bringing 
it to the attention of the OE’s through 
as much anecdotal evidence as can be 
mustered before the industry week at 
this year’s SEMA show. His message to 
the OE’s will be to encourage them to 
properly train dealership personnel on 

the need for, and how to perform post-
collision repair recalibration for those 
vehicles with ADAS systems.

Anecdotal Evidence Mounts
On Sept. 3, Olson sent out a call to 

the industry at large via social media 
asking for particular instances including 
names, types of vehicles involved, etc. 
Some of the early responses revealed 
the following:

•   A genera l  manager  fo r  an 
independent body shop located in 
upstate New York noted, “GM, Toyota 
and Chrysler dealers have all said to 
me ‘… is the light on? No? Then it is 

fine.’ I have literally begged them to do 
diagnostic and calibration with little to 
no success.

•  A manager for a Fix Auto shop 
in Canada wrote, “What I am seeing 
is position statements from the car 
makers about how something has to 
be done. Recalibrate a mirror that 
has been R&I only, and then take 
the vehicle to the dealer for them to 
turn around and say it didn’t need 
it. Dealers going against what their 
companies’ position statements are. 
How are we supposed to keep up 
if local dealers get to change the 
rules?”

•  An independent body shop in the 
upper mid-west wrote about work 
his shop had done on a 2018 Nissan 
Murano. “We had the vehicle towed to 
the [Nissan] dealership. Shortly after it 
was dropped off, they called and said 
it didn’t need a calibration on the front 
radar. I told them it did. They called 
back a while later and said they talked 
to their “A” mechanic at their other store 
and it did not need a calibration. I told 
them I was going to go on the Nissan 
tech site, print the exact procedure for 
the calibration, they were to perform it 
and bill me for it accordingly.”

• Another upper mid-west body shop 
owner experienced a problem with a 
Subaru, similar to the Fix Auto shop 
in Canada. He wrote, “We will provide 
adjusters with the repair procedures 
for recalibration and they will call the 
dealer and the dealer will tell them the 
opposite of the Subaru procedures. 
We don’t have the backing from the 
dealership.”

•  The same shop owner had some 
issues with a GM dealer when he 
brought a collision-repaired car to that 

Post Repair Calibration —  
A Growing Crisis

Written by Gary Ledoux, Autobody News

Have you, as a body shop owner or manager, ever taken a vehicle to 
an OE car dealer for a post-repair recalibration on an Advanced Driver 
Assist System (ADAS) vehicle only to get the “deer in the headlights” 
look from the dealership service manager, or simply be told the car 
does not require recalibration … even though you know it is required?
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dealership for recalibration. Thinking 
ahead, the shop owner went into the 
vehicle’s shop manual, found the 
documentation regarding recalibration 
and brought them to the dealership. 
The shop manager continues, “When 
I handed them the documents, they 
said they never saw those documents 
and asked where I got them. The 
service department spoke with their 
own body shop about the inspections 
and since their body shop wasn’t doing 
them … it wasn’t needed.” In another 
instance with a Honda vehicle, the shop 
owner received a call from the Honda 
dealer service manager asking how a 
particular calibration was supposed to be 
performed. The shop owner printed the 
procedure right out of the Honda repair 
manual and sent it to the dealer.

Wake Up and Smell the Liability
Asked about this situation, veteran 

collision repair and consumer advocate 
Erica Eversman, J.D. founder and 
principal of the Automotive Education 
& Policy Institute, noted, “If a body shop 
brings a car to an OE dealership, the 
recognized authority and representative 
of the OE, and the dealer service manager 
tells the shop that the car in question 
does not need to be recalibrated, or if 
they accept the car for recalibration, 
do a cursory or otherwise incomplete 
job and hand the car back to the body 
shop, it could be argued in court that the 
body shop should reasonably expect that 
the dealer knew what they were doing, 
accept the job as-is and move on. In 
this case, the body shop could have a 
legitimate defense – assuming the jury 
bought it; however, you would have to 
go through the entire mess and cost of 
a trial to discover this. Or the jury could 
simply say that as a collision repair 
facility, ‘you should have known better’ 
and still find you at fault.”

Some industry people feel that 
improperly repaired ADAS systems, 
or failing to recalibrate them properly 
could be a ticking time bomb for the 
industry. It could be a replay of the John 
Eagle case.

An “Invisible” Problem
One of the major problems with the 

issue of recalibration … or lack thereof, 
is that it is difficult to “see.”

Consumers, the ones most directly 
affected by having a post-collision car 
properly recalibrated don’t know enough 
about it to ask the right questions. And 
even if they did know what questions to 
ask, they should be asking the OE, and 
there really is no direct contact between 
consumers and the OE.

Independent body shops don’t have 
a direct line to the OE for two-way 
communication. All that exists is 
electronic access to that OE’s repair 
materials …. which many fail to read.

Every OE has field representatives 
to call on dealers which allow a back 
and forth exchange. And they all have 
similar areas of responsibility. But rarely 
does the topic of proper post-repair 
recalibration come up. First … only 
about 38% of dealerships have their 
own body shops. Second, when the 
OE rep walks into a dealership, they 
usually have their own agenda for the 
day – objectives to be met and people 
to see. These may include dealing with 
warranty customers, technician training, 
introduction of new programs, etc., but 
rarely does it include topics germane to 
collision repair.

What is the Answer?
When asked what body shops 

should do to protect themselves, 
Eversman replied, “Shops should do 
their own homework and know what 
needs to be done relative to scanning 
and recalibration. If they can do it 
themselves in-house, all the better. If 
they have to sublet it to a dealer, know 
what needs to be done, and present the 
dealer with that documentation. When 
the car is retrieved, demand signed 
documentation that the car has been 
properly recalibrated based on the OE 
protocols.”

Eversman continued, “Knowing what 
needs to be done to which car regarding 
scanning and recalibration should be on 
the shoulders of the shop’s estimator.

And to help them, the onus of 
supplying that information should 
rest with the estimating systems so 
they are truly helping shops make a 
safe and complete repair. In that same 
vein, the OE’s could do more to make 
their respective dealers aware of this 
situation and how to address it. A body 
shop representative should not get 
a ‘deer in the headlights look’ from 
dealer personnel when the subject of 
recalibration is brought up.”

Jerry Dalton, president of Dalton 

Collision with two locations in 
Tennessee said in a social media posting, 
“We ALWAYS look up and print 
OEM calibration procedures, discuss 
with service if they have necessary 
equipment, hand them instructions, 
and then make them document that the 
calibration has been performed. Then, 
we test drive the car to ensure the system 
functions properly.”

Chuck Olsen, senior VP of Operations 
& Automotive Technology for AirPro 
Diagnostics said, “I recommend when 
a collision shop identifies the need for 
a calibration to bring documentation 
with them including parts replaced and 
repair procedures performed. Include 
the calibration needed and the service 
information that calls for it based on 
what was done.” 

Olsen continued, “After going to the 
dealer, or any other sublet provider, save 
your dealer documentation on what they 
did, perform a road test and validate 
functionality. Make sure to ask for scan 
results showing all systems are clear or 
post-scan it yourself to document. In 
defense of dealership techs and advisors, 
most have not been exposed to this until 
a body shop comes in and asks for it.”

A Wider Scope
Ideally, body shops should be able to 

conduct recalibrations in-house. This 
could improve cycle time and the shop 
would know it was completed. However, 
given the complexity of recalibrating 
some systems on some cars, the time 
needed, and the cost of equipment, 
some body shops are going to continue 
to bring the repaired vehicle back to the 
dealer. So at minimum, the dealer should 
be able to know what is needed to scan 
and recalibrate the brand and models of 
cars their dealership handles.

If you are a body shop that has 
had trouble getting an OE dealer to 
recalibrate a post-repaired vehicle, 
please send your story to Mark Olson of 
VECO Experts to mark@vecoexperts.
com or call Olson at 888-362-2511.

Obtained via Autobody News. 
https://www.autobodynews.com/index.php/
industry-news/item/18520-post-repair-
calibration-a-growing-crisis.html?utm_so
urce=MW%2FSW+Post+Repair+Cal
ibration+-+A+Growing+Crisis&utm_
campaign=enews&utm_medium=email

Post Repair 
Calibration... 
(Continued from page 13)
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Cromax EZ WatErbornE
WE’ll bring our mobilE mix room to you!

Contact your salesman to set up a demonstration

No Other System Compares:
• Easy to mix • Easy to match
• Easy to apply • Better coverage
• Enviromentally Friendly!

Fargo - 701.232.4715 • 888.831.7145

Call Us Today!
Mike 320-267-2102   Randy 320-428-6200

Toll Free – 855-252-2102
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“The opinion of collision repair 
professionals, who deal with auto 
insurers every day, sends a powerful 
message to insurers and consumers 
about which insurance companies 
demonstrate a commitment to quality 
repairs and service for customers,” John 
Yoswick of CRASH Network said. “The 
highest-graded insurance companies 
in our previous ‘Insurer Report Card’ 
advertised the ranking they earned 
through their traditional marketing 

and social media networks. We believe 
that message of repairer approval 
not only distinguishes those high-
ranking insurers from the companies 
that earned lower grades, but also gives 
lower-ranked companies incentive to 
improve.”

The “Insurer Report Card” asks 
collision repairers to grade each insurer 
based on how well each carriers’ policies 
and practices ensure quality repairs and 
customer service. By assigning insurers 

a grade from “A+” to an “F,” shops can 
let consumers know which insurers 
have their eye on quality repairs and 
customer service – and which may have 
some room for improvement – when 
consumers have a claim.

“Because each state has a different 
mix of insurers, the ‘Insurer Report 
Card’ allows repairers to grade insurers 
specific to their state,” Yoswick said. 
“As in the past, we’re asking about more 
than 85 different insurance companies, 
making it far more extensive than any 
similar surveys, which have generally 
focused on only the 10 largest insurers 
in the country. The results of the ‘Insurer 
Report Card’ can help consumers know, 
for example, if some smaller, regional 
insurers they may not be as familiar 
with are really great at taking care of 
customers.”

The “Insurer Report Card,” open only 
to collision repairers, can be completed 
in less than three minutes (though 
shops are encouraged to spend time to 
explain why they gave each insurer the 
grade they did), and all individual shop 
identification information will remain 
confidential.

Shops that complete the “Insurer 
Report Card” and provide an e-mail 
address will be sent the results, at no 
charge, once they are compiled.

Shops  can  v i s i t  h t tp : / /www.
CrashNetwork.com/irc to grade the 
insurers.

For more information about the 
weekly CRASH Network bulletin, visit 
www.CrashNetwork.com.

Help Educate Consumers by 
Grading the Performance of 

Insurers In Your State
FOR RELEASE: November 12, 2019

FOR MORE INFORMATION: John Yoswick, info@CrashNetwork.com, (503) 335-0393

Collision repair professionals once again have a unique opportunity 
to grade the performance of the insurance companies in their 
state, with the launch of CRASH Network’s “Insurer Report Card.”

3615 South Broadway • PO Box 1607 • Minot, ND 58701

1-800-598-1220 • 1-701-857-9250
Fax 1-877-622-7278 • 1-701-857-9258

mctcparts@srt.com
 Hours: 8:00am - 6:00pm M-F 8:00am - 5:00pm Sat.

AUTOMOTIVE



SCOTT JAFFE, Group Representative   (763)  360-2645 

PAINT FREE DENT REMOVAL 
Working with body shops to bring accountability, reliability and credibility to paint free dent removal. 

We can handle all aspects of the PDR repair: write estimates, schedule, supplements, repair and deliver 
Written Lifetime Warranty

(866) 960-8028 
www.dentsmart.com

(866) 960-8028 
www.dentsmart.com

Nationwide Toll Free 
1-800-717-3109

Acura

Nationwide Toll Free 
1-800-247-0585

Chevy

Nationwide Toll Free 
1-866-869-0481

Fiat

Nationwide Toll Free 
1-866-869-0481

Alfa Romeo

Nationwide Toll Free 
1-800-800-7244

Nationwide Toll Free 
1-800-800-7244

Chrysler Dodge

Nationwide Toll Free 
1-800-899-8900

HONDA
brookdale

Honda

Nationwide Toll Free 
1-866-869-0481

Volkswagen

Nationwide Toll Free 
1-800-328-9614

Volvo

Kline Volvo 
of Maplewood

Nationwide Toll Free 
1-800-742-5690

Toyota
Scion

Rudy

Toyota

Nationwide Toll Free 
1-866-869-0481

Saab

Nationwide Toll Free 
1-800-247-0585

Saturn

Nationwide Toll Free 
1-800-555-8332

Nissan

Kline Nissan 
of Maplewood

Nationwide Toll Free 
1-800-742-5690

Toyota
Scion

Rudy

Scion

Nationwide Toll Free 
1-800-328-5714

Mazda

Nationwide Toll Free 
1-877-801-0641 

Bloomington
Hyundai

Hyundai

Nationwide Toll Free 
1-800-800-7244

Jeep

We work with

Proud supporter of




