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by Ed Attanasio

Autobody News recently interviewed
Mark Martino, vice chairman of Maaco,
on conversions to waterborne, issues fac-
ing the industry and company plans for ex-
pansion. Here’s what he had to say on a
range of topics.

What plans does Maaco currently have to
convert its 475 shops in the U.S. and
Canada to waterborne?
MM: We’re pretty anxious to be on board
with waterborne as an organization. All of
our shops in California and Canada have
converted. Just recently, I was in both
Northern and Southern California, doing
meetings en masse with many of our
groups, and of all the things we talked
about, waterborne seemed to be their least
concern. So, that tells me that things are
going very well.

All of the 40-plus shops we have in
California have already made the conver-
sion for their spot and panel needs. Our
Canadian group converted to waterborne
en masse nine months ago. They took it as
a challenge to convert their 35 locations
at one time, as it related to Canadian reg-
ulations. Canada has [nationwide] water-
borne paint laws coming down the road,
so they wanted to be ahead of the curve
for obvious reasons, one of which is mar-
keting.

Will this be a national rollout or will
other shops within the U.S. be encour-
aged to convert using their own timetable
and based on their own priorities?
MM: There’s a likelihood that every state
in the country will come on board over the
next 10–15 years. It is our hope that the
economy of scale with respect to the pric-
ing of waterborne paint, familiarity with
waterborne, and with the paint manufac-
turers obviously wanting to eliminate the
solvent system as soon as they can, that I
can imagine over the next five years,
you’ll see a total conversion, despite what
the certain state’s regulations might man-
date.

Waterborne costs more—which, of
course, is one of the obvious challenges
we’re facing right now. Obviously, any
time there are new innovations within the
paint companies, the initial rollout is a
more costly proposition. We’ve seen it
happen before. Some of the offsets are that
waterborne will cover better. So, you get
these tradeoffs. Typically, as it relates to
collision repair, those costs are passed on
to the consumers, basically through the in-
surance companies charging them for the
higher costs. Our hope is to get onboard
with the regulation and become experts on
how to use it.

We’ve made
changes like this be-
fore in the history of
Maaco, and it always
turns out for the best.
I can go back to
when they introduced
hazardous waste con-
trol management reg-
ulations back in the
late ‘70s, and I can

talk about things that we’ve done with re-
spect to the national rule and how it relates
to single-stage coatings. Change of any
kind is painful, but at the end of the day all
of these regulations always help benefit the
shop. The better players step up to the plate
and incorporate them and go on and build
their businesses; and the weaker sisters who
typically have a tendency to pull down the
industry are fewer and further between. In
the end, I think the industry improves.
We’re all concerned about the economy, but
if this is something that’s going to improve
the industry, we’re all for it.

How much autonomy do Maaco shops
have in selecting and/or changing their
own paint brands?
MM: Well, obviously we offer three very
well-recognized brands (PPG, DuPont and
Sherwin-Williams), but a Maaco Center
can purchase their paint from anyone
they’d like to, as long as it’s a nationally-
recognized brand. The national account re-

Autobody News interviewedHerb Butler,
National Waterborne Project Manager of
WaterMasters, the waterborne division of
FinishMaster, on how the company is
handling an increasing number of conver-
sions for its client shops.

Tell us exactly what Watermasters does
for client shops. Is it the same nation-
wide, or are you only in California?
HB: WaterMasters provides a proven re-
peatable waterborne conversion process
that places our customers in the best posi-
tion to take advantage of the opportunities
that are available when using waterborne
coatings. We developed this process over
the course of 400 conversions in Califor-
nia and now utilize it nationally in every
market where FinishMaster is located (177
branches in 39 of the 50 largest metropol-
itan areas). The following details the
process steps we utilize:

Shop Assessment—Determine the
waterborne readiness of the shop in regard
to equipment, process, and products.

Conversion Planning Meeting—De-
tail the findings from the assessment,
make recommendations and quantify the
possible results of implementing the rec-
ommendations for the following topics:
equipment upgrades, process enhance-
ments, paint products, and associated
products. In addition we will review train-
ing plan with dates and discuss a tentative
conversion date.

Conversion Decision Meeting—De-
termine which recommendations to be im-
plemented, agree on paint product, finalize
training plan and dates, agree on conver-
sion date and plan.

Complete Equipment Upgrades—Uti-
lize Preferred Equipment Contractor Net-
work to implement the agreed equipment
upgrades.

Liaison with the Paint Manufac-
turer—To ensure the delivery of mixing
equipment and product prior to the con-
version plan.

Implement Train Plan—Which in-
cludes being the liaison with the paint
manufacturer to arrange offsite training for
the appropriate shop employees at the
manufacturer’s facility.

Convert paint shop & provide onsite
training—Complete the conversions and
provide onsite technical training for the
agreed plan.

Follow up technical and process train-
ing 30 days after conversion or sooner
when necessary.

Let’s start with the statistics in California.
Shops in AQMDs such as South Coast,
San Joaquin, Ventura, and Santa Bar-
bara districts are virtually all converted
by now. Can you tell us about ongoing is-
sues with the converted shops? How are
they managing their process differently?
Are they seeing any increased costs or
benefits other than being in compliance?
HB: Most of the ongoing issues a con-
verted shop in California would be deal-
ing with today usually revolve around
“changing habits”. For example, changing
color matching habits by simply complet-
ing spray outs or utilizing all the color
tools the manufacturer offers. When this
habit is changed, the collision repair cen-
ter positions itself to take advantage of the
fact that waterborne basecoats align better
with OEM finishes which gives them a
better opportunity to duplicate the factory
finish more efficiently. Without planning
and support from an organization likeWa-
terMasters, changing habits will take time;
deferring the opportunities that are avail-
able when utilizing waterborne basecoats.

What are the most typical recommenda-
tions you make to shops to prepare for
conversion?
HB: Beyond the typical equipment and as-
sociated product recommendations, Water-
Masters will assess the standard operating
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procedures and make suggestions to en-
hance the efficiency of the process. When
spraying solvent base coats, many paint de-
partments believe they must take short cuts
to be productive. The “win-win” for a wa-
terborne collision center is that the opportu-
nity to be more productive can be
accomplished by utilizing proper procedures
which leads to better and proper repairs.

What do you think shops are least pre-
pared for, and what typically are their
biggest cost items? Biggest capital out-
lays? Biggest soft (ongoing) costs?
HB: Every collision repair center convert-
ing to waterborne will need to install an air
movement solution and it can be the largest
capital expense they will encounter.
Whether the shop decides to install air dif-
fusers with a stand or make the bigger com-
mitment to a system retrofitted into the
spray booth, the fact remains that turbulat-
ing air in the booth properly, not just in-
creasing the speed of the air flow, is the key
to maintaining or even enhancing produc-
tivity when utilizing waterborne. As part of
the WaterMasters’ assessment, productiv-
ity levels, potential increases in capacity
and energy cost savings are all factored into
the recommendations for a solution as well
as quantifying the return on investment.

What issues are shops encountering on
paint costing issues? Are insurers paying
invoiced costs or estimated costs relating
to waterborne? Do you hear about any
concerns with estimating systems for
shops outside the mandated areas?
HB: Can for can, waterborne toners will
cost on average 10% more than the solvent
toners purchase today. The good news is

that there is an opportunity for cost savings
after waterborne is mixed and sprayed,
which leads us back to our discussion on
“changing habits”. Waterborne base coats
have tremendous hiding capabilities that
allow a shop to mix at least 25% less, de-
pending on the color selected, to complete
the same job. Now with that being said,
will this occur the first day of the conver-
sion? Probably not. However, over time
and with support, utilizing waterborne
should not increase costs and will provide
an opportunity to actually lower costs.

Do you handle conversions differently
outside of the mandated AQMDs?
HB: WaterMasters utilizes the same re-
peatable conversion process that we have
proven in over 400 conversions to date
without regard for which state the conver-
sion is in or whether an area is mandated or
not. This experience achieved by Water-
Masters will provide a tremendous level of
confidence and comfort to a collision cen-
ter choosing FinishMaster as their pre-
ferred supplier of waterborne. It is our
opinion that a collision center located in a
non-mandated area has additional oppor-
tunities by converting to waterborne prod-
ucts. These opportunities would include
their ability to demonstrate market leader-
ship, the ability to differentiate themselves
from their competition and the opportunity
to be more successful utilizing a green
marketing program. It is our experience
that once an area becomes mandated, these
opportunities disappear.

What is the real motivation for shops out-
side the mandated areas to convert at this
time? Is it more difficult for those shops
to convert?
HB: The motivation for a shop to convert
to waterborne outside the mandated area is
all about opportunity! Taking advantage of

the opportunity to be a market leader and
differentiate themselves from their com-
petition, the opportunity to support a
“green” marketing program, the opportu-
nity to enhance productivity and increase
their profits and the opportunity to stay out
in front of the curve of regulation. All of
these are possible to accomplish by just
converting to waterborne. However, the
window for most of these opportunities is
narrow. Several air quality districts around
the country today are reviewing the suc-
cess of waterborne products utilized in
California and Canada and are considering
adopting regulations that would require the
use of waterborne basecoats.

Can you give us a sense of how many
shops you’ve converted outside of the
mandated areas, both in California and
other states? Do they tend to be the larger
shops or chains? Or are medium size
shops well represented?
HB: FinishMaster has converted approxi-
mately 75 collision repair centers outside
of the mandated areas and is planning to
significantly increase those numbers over
the course the next two years. These shops
represent a good cross section of medium
to large shops along with some regional
multiple shop operators. The similar char-
acteristic of these shops is that they are
owned or managed by progressive think-
ing business men and women who are not
satisfied with the status quo and will take
advantage of opportunities that help offset
our present market conditions.

Do you recommend or represent specific
manufacturers, or does WaterMasters
work with any supplier?
HB: FinishMaster proudly offers a full line
of brand-name products from three lead-
ing paint manufacturers in 29 states;
BASF, DuPont, and PPG. As part of the as-

sessment process, WaterMasters will rec-
ommend products that will align with the
goals and conditions of the individual col-
lision repair center.

Do you think that customers of the shops
respond differently when they learn about
waterborne in use, or is it over the head of
the collision consumer?
HB: Consumers today are a very informed
group and I find it an advantage for a shop
to educate them on the products utilized
during the repair process. Taking the time
and effort to educate customers should
eliminate any concern they might have for
the long-term durability of automotive af-
termarket waterborne coatings. However,
the real opportunity manifests itself with
the establishment of a “green” marketing
program. Converting to waterborne will
decrease the Volatile Organic Compounds
(VOCs) emitted in the air during the color
coating process by up to 70%; allowing the
shop the opportunity to label itself “envi-
ronmentally friendly”. Significant evi-
dence exists that consumers will alter
buying decisions and favor businesses that
adopt a “green” program. Many converted
shops outside of mandated areas have
taken advantage of this opportunity.

Do you see shops taking other environ-
mental initiatives once they’ve converted
to waterborne?
HB: Once a shop exposes itself to a green
initiative usually it becomes aware of the
green activities that already exist in the
shop such as utilizing recycled parts, recy-
cling solvents, utilizing waste management
companies that recycle the waste and re-
cycling water in their car wash or detail de-
partment. Quantifying all these activities
can produce a very compelling environ-
mental story and program.
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Pro-Spray® Automotive Finishes, a di-
vision of Alco Industries and a leader in
European technology solventborne and
waterborne refinishing products for the
automotive aftermarket, announced the
appointment of Gregg Hauk as the new
Pro-Spray National Sales Director,
North America.

“Gregg’s tenure in the automotive
refinishing aftermarket spans nearly three
decades,” said Tom Perry, president. “We

believe in strategi-
cally aligning our-
selves with quality,
experienced people.
Mr. Hauk’s profes-
sionalism, enthusi-
asm and strong
background in auto-
motive paint sales,
marketing and man-
agement will bene-

fit our customers as well as grow and
strengthen our presence in North Amer-
ica.”
In his new role, Gregg will report di-
rectly to Pro-Spray President, Tom
Perry, and will be responsible for the
management, sales, profit develop-
ment and overall business strategy im-

plementation for the United States and
Canada. All Pro-Spray sales person-
nel will report to Gregg.
Pro-Spray® European Automotive
Finishes is a brand of U.S. Chemical
& Plastics, An ALCO Industries Com-
pany. Developed and manufactured in
England, and distributed in Europe

and North America, the Pro-Spray
product line delivers a comprehen-
sive, versatile, and high performance
waterborne and solvent intermix
colour system supported by a full
range of primers, clearcoats, harden-
ers, thinners and support products to
body shops worldwide.

Regarding the about to mandate districts,
such as Yolo-Solano and San Luis Obispo
(July 1, 2009) and Bay Area (Oct. 1,
2009), what percentage of shops do you
estimate have already converted to water-
borne? Do you anticipate a rush of con-
versions prior to those dates or is it a more
orderly process now? What percentage
overall in California have converted?
HB: FinishMaster has converted 40% of
its collision repair centers in these two
Northern California districts. The 60% of
shops not converted in Northern Califor-
nia have been scheduled and it is our plan
to complete this in an orderly fashion well
prior to the enforcement date of October
1, 2009. Given the fact that we are only
seven months from the enforcement date,
it is inevitable a “rush to conversion” or
“dog pile” will exist in the last month and
WaterMasters will be prepared to offer
conversion to shops in need.

What percentage overall in California
have converted?
HB: With two of the largest air quality dis-
tricts completed and the third one in
process, it is generally agreed that ap-
proximately 65% of the shops in Califor-
nia are converted to waterborne.
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When it comes to ruggedness, dependability and off-road capability, 
there’s only one Jeep®. Owners know that—it’s why they bought a Jeep. 
And it’s why nothing but authentic Jeep parts will do.

With authentic Mopar® collision repair parts, you always get Jeep original 
equipment quality, and that means a superior fi t and fi nish every time. 
Combine that with immediate availability, fast delivery and competitive 
prices, and it’s easy to see why Mopar is your best choice. 

IT’S A JEEP® THING.
ONLY AN ORIGINAL WILL KEEP IT ORIGINAL.

401 S La Brea Avenue
Los Angeles, CA 90036

YOU GET THE BEST SERVICE ON YOUR AUTHENTIC MOPAR® PARTS!

LA BREA CHRYSLER-JEEP
Order Hot Line: 
(323) 954-4965
Direct to Parts!
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DuPont™ Cromax® Pro is the
most productive and easiest-to-
use waterborne basecoat collision

repair system. With no flash time
between coats, high hiding cover-
age and faster drying times, Cro-
max® Pro makes it possible to
refinish more cars, faster than
ever before. Extensive hands-on
training from DuPont makes tran-
sitioning to Cromax® Pro as
smooth and simple as possible.
More than just a VOC-compliant
basecoat, Cromax® Pro is an op-
portunity to improve productivity
and profitability.

Visit:
www.cromaxpro.dupont.com to learn
more.

DuPont™ Cromax® Pro Waterborne
Basecoat


