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From the Desk of ABAC President 
Bob Amendola

A Year of Progress and 
Partnership: ABAC 2025 in Review

As 2025 comes to a close, I’m proud to 
refl ect on a year marked by advocacy, 
educaƟ on, and conƟ nued service to our 
members and the future of our industry. 
The Auto Body AssociaƟ on of ConnecƟ cut 
has remained steadfast in our mission to 
protect and support collision repair 
professionals across the state, and the 
accomplishments of this year demonstrate 
just how powerful we are when we work 
together.

Advocacy & LegislaƟ ve Engagement
This year brought signifi cant legislaƟ ve acƟ vity aff ecƟ ng our industry, 
and the ABAC stayed fully engaged throughout the session. We closely 
monitored numerous bills relaƟ ng to storage and towing regulaƟ ons, in-
surance company and policy oversight, and key environmental measures 
including Ɵ re and baƩ ery recycling programs and zoning approvals for re-
pair faciliƟ es. Our involvement ensured that the voices of ConnecƟ cut’s 
collision repairers were heard at every step of the process.

We also conƟ nued our ongoing eff orts with the ConnecƟ cut AƩ orney 
General, the Department of Insurance, the Department of Motor 
Vehicles, and naƟ onal legislators. These collaboraƟ ons remain criƟ cal as 
we address persistent issues of insurer interference and strive for fair, 
transparent pracƟ ces that allow our shops to serve consumers safely and 
eff ecƟ vely.

SupporƟ ng Workforce Development & CTECS Students
Our commitment to the next generaƟ on of technicians conƟ nued to 
grow this year. Thanks to proceeds from our previous golf fundraiser, 
we maintained the transportaƟ on fund for CTECS work-based learning 
students—a program that off ers monitored transportaƟ on for students 
working in shops across the state. Many of these talented young people 
do not yet have licenses or access to reliable transportaƟ on; without this 
program, they would not have the opportunity to gain hands-on experi-
ence in our fi eld. By supporƟ ng this iniƟ aƟ ve, we are not only helping 
students launch their careers but also helping our member shops recruit 
and train new talent.

Continued on Page 3
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We also aƩ ended career fairs at CTECS schools and parƟ cipated in PAC meeƟ ngs to stay connected with educa-
tors and students. In addiƟ on, the ABAC proudly supported ConnecƟ cut’s CTECS compeƟ tors at the SkillsUSA 
compeƟ Ɵ on, demonstraƟ ng our conƟ nued dedicaƟ on to nurturing skill, passion, and excellence in our future 
workforce.

AssociaƟ on Events & EducaƟ onal Outreach
Our annual golf fundraiser at Lyman was a tremendous success once again, conƟ nuing to provide essenƟ al 
support for the transportaƟ on fund and our student-focused programs. We remain grateful to all of our parƟ ci-
pants, sponsors, and volunteers who make this event possible year aŌ er year.

Throughout 2025, we also held our quarterly meeƟ ngs, off ering educaƟ onal content and resources to help our 
members navigate the evolving landscape of the collision repair industry. These gatherings remain a corner-
stone of our mission—strengthening our community, sharing knowledge, and ensuring every shop has access 
to the tools needed to succeed.

To amplify our message beyond our membership, we conƟ nued statewide consumer adverƟ sing to champion 
the ABAC’s mission and highlight the importance of choosing qualifi ed, independent collision repair profes-
sionals.

With GraƟ tude
Our accomplishments would not be possible without the individuals and organizaƟ ons who stand with us.

To our supporƟ ng adverƟ sers: thank you for your unwavering commitment to our associaƟ on and our 
industry. Your partnership empowers our mission and fuels the work we do year aŌ er year.

To our Board of Directors: your dedicaƟ on, leadership, and Ɵ reless advocacy elevate our associaƟ on and 
protect the interests of every member shop. You give your Ɵ me and energy not for recogniƟ on but for the 
good of this industry, and I am deeply grateful.

To our ABAC News Team—Don Cushing and Dave Fogarty: thank you for your excepƟ onal work, each and 
every issue. Our newsleƩ er is comprehensive, educaƟ onal, and respected throughout the state because of 
your passion and talent. I couldn’t be more proud of what you produce.

Looking Ahead to 2026
As we turn the page on 2025, I look forward to 2026 and all that lies ahead. Our challenges are real, but so is 
our collecƟ ve strength. Together, we will conƟ nue to advocate, educate, and elevate the collision repair profes-
sion in ConnecƟ cut.

Thank you to all our members for your conƟ nued trust and involvement. Here’s to another year of progress, 
unity, and success.

With deepest appreciaƟ on,

Bob Amendola
Autoworks of Westville
President - Auto Body AssociaƟ on of ConnecƟ cut
Autoworksofwestville@gmail.com

Continued from Page 2
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Express Diagnostics Hosts Essential ADAS 
Calibration & Service Training

Express DiagnosƟ cs recently held an on-site training session Ɵ tled “ADAS Calibra  on and Service: What the Au-
tomo  ve Professional Needs to Know,” delivering criƟ cal educaƟ on on today’s rapidly evolving ADAS (Advanced 
Driver Assistance Systems) requirements. This live seminar provided collision and service professionals with 
the technical knowledge and procedural updates needed to perform accurate, safe, and compliant calibraƟ ons.

Key Topics Covered Included:

 ADAS System IdenƟ fi caƟ on
A breakdown of the systems aff ected 
during a collision, and which compo-
nents require inspecƟ on and calibra-
Ɵ on to ensure full funcƟ onality.

 StaƟ c vs. Dynamic CalibraƟ on
An in-depth look at the diff erences be-
tween the two procedures, including 
when each method is required accord-
ing to OEM guidelines.

 Pre- and Post-Repair Scans
Why comprehensive scanning is es-
senƟ al to reveal hidden faults, validate 
repairs, and document proper system 
performance.

 ADAS Mapping
An overview of mapping technology, 
how ADAS uses it, and why proper 
calibraƟ on is vital to accurate road 
interpretaƟ on.

Why This Training MaƩ ers

AƩ endees learned how proper calibraƟ on can:

 Prevent Dangerous MalfuncƟ ons: Incorrect or skipped calibraƟ ons can lead to system failures, creaƟ ng 
unsafe driving condiƟ ons and potenƟ al accidents.

 Ensure OEM Compliance: Following manufacturer repair procedures is mandatory for accurate calibra-
Ɵ on and system verifi caƟ on.

 Reduce Liability: Understanding the legal and fi nancial risks associated with improper ADAS service 
helps protect both the shop and the customer.

Continued on Page 5
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Who Benefi ted From This Session

 Collision Repair Technicians

 Shop Managers and Owners

 Service Advisors

This training off ered real-world guidance to help repair facili-
Ɵ es navigate the growing complexiƟ es of ADAS components 
and ensure repairs meet safety and manufacturer standards.

SubmiƩ ed by Don Cushing

Inside the ADAS Training Event at 
Express Diagnostics: A Conversation with 

Kevin Hemingway, RegionalManager
We sat down with Kevin Hemingway, who oversees New England operaƟ ons for Express DiagnosƟ cs, to dig 
deeper into the moƟ vaƟ on behind the event, the industry gaps it was designed to address, and what collision 
shops should be preparing for next.

Event Experience & ObjecƟ ves
What moƟ vated Express DiagnosƟ cs to host this ADAS calibraƟ on training session?
We’ve sponsored the Auto Body AssociaƟ on of ConnecƟ cut with meeƟ ngs and in the ABAC News AdverƟ ser’s 
Directory for quite some Ɵ me and wanted to invite members to our facility—not only to show what we’re do-
ing, but to off er a more central meeƟ ng locaƟ on. 

Our hope was that shops who didn’t want to drive all the way to the shoreline would fi nd this more conve-
nient. The event really served two purposes: bring the meeƟ ng closer to a diff erent group of shops that may 
not be near where current meeƟ ngs are held, and allow those shops to see fi rsthand what our facility has to 
off er.

Continued on Page 6

Continued from Page 4
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What did you hope aƩ endees would take away from the seminar?
Awareness. Some shops tell us they don’t calibrate or scan unless a light is on. We wanted to reinforce what 
OEMs actually call for and highlight the importance of following proper ADAS procedures.

Industry Insight
What misconcepƟ ons do shops sƟ ll have about ADAS calibraƟ on?
The biggest misconcepƟ on is underesƟ maƟ ng the importance of ADAS systems. OEM posiƟ on statements ex-
ist, but access and familiarity vary. Geƫ  ng the right informaƟ on at the right Ɵ me is sƟ ll a challenge for many 
shops.

How have ADAS challenges grown in recent years?
One major issue is knowing when to perform diagnosƟ cs. That uncertainty is what prompted us to create our 
ADAS Mapping program—to relieve the pressure of guessing what’s required, when it’s required, and why. The 
lack of readily available and easy-to-interpret informaƟ on remains the biggest hurdle.

Training Highlights
Which part of the presentaƟ on generated the most interest?
Without quesƟ on—ADAS Mapping. Instead of keeping aƩ endees seated, we set up staƟ ons around the facility 
so people could move, observe, and ask quesƟ ons. They saw one of our mobile vans, viewed real setups, and 
got hands-on engagement. Most were surprised by how simple the mapping process can be—and how much 
can be missed during a repair.

Were any topics especially surprising or eye-opening to aƩ endees?
Defi nitely. AnyƟ me you show a way to streamline a process, people tune in. We demonstrated how even a 
slightly bent bracket can cause major issues or warning lights. We also highlighted blind-spot measuring—
something shops oŌ en overlook if no dash light is illuminated.

PracƟ cal Impact on Shops
What common calibraƟ on mistakes do you see when shops try to handle ADAS work themselves?
Unplugged components are one of the most frequent issues—usually caused by misinterpreted procedures. 
Windshield replacements are another big one. Many don’t realize that aŌ er replacement, cameras and sensors 
require precise recalibraƟ on to ensure features like AEB and lane-keeping operate correctly. If they’re off  by 
even a small degree, it creates real safety risks.

Why is pre- and post-scanning sƟ ll misunderstood or underused?
It shocks me that some shops sƟ ll skip pre-scans. Pre- and post-scanning are the foundaƟ on of any proper re-
pair. Without a pre-scan, you can end up chasing a code that had nothing to do with the accident.

How can shops beƩ er protect themselves from liability?
Know the OEM posiƟ on statements—where they are, what they say, and when to follow them. 

The manufacturer built the vehicle; they dictate what must be done. Shipping a car simply because there are 
no warning lights isn’t enough. Pre- and post-scanning helps protect both the shop and the customer.

Continued from Page 5

Continued on Page 7
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Express DiagnosƟ cs’ Role
How do you support shops looking to outsource calibraƟ on work?
We’ve always said we don’t have customers—we have partners. If they have a headache, we have a headache, 
and our ADAS Mapping helps eliminate that. It also helps writers in the future when they see similar opera-
Ɵ ons.

Do you off er mobile ADAS, or must vehicles come to your facility?
Both. About 70–75% of our work is mobile. The rest comes to our shop, depending on the calibraƟ on. We also 
perform alignments, and if a shop lacks space, we off er porter service so they don’t need to send two employ-
ees to drop off  a vehicle.

What investments help you stay ahead of OEM requirements?
Our goal—by early 2026—is to have more than half of our mobile technicians equipped with OEM computers 
and soŌ ware for full OEM calibraƟ ons. Insurance companies increasingly want OEM-level reporƟ ng, so our 
leadership believes this investment keeps us ahead of the curve.

Event Outcomes
How do you measure success for a session like this?
The feedback. We’ve received great, posiƟ ve responses. AƩ endees appreciated the event and told us they’d 
like more hands-on sessions. Building our business is always good, but hearing that shops found real value is 
the most rewarding part.

Looking Ahead
Do you plan to host more technical training sessions?
Absolutely. I’m not a fan of the typical “sit and listen” meeƟ ng. I want to keep them acƟ ve, engaging—and 
even fun.

What new ADAS developments should shops prepare for in the next 1–2 years?
The landscape shiŌ s quickly, so it’s tough to predict. But one major trend is the increasing number of security 
walls manufacturers are implemenƟ ng. You can’t just grab a scanner and dive in anymore. We’re seeing more 
subscripƟ on-based, pay-to-play systems. Shops need to expect more restricƟ ons, more authenƟ caƟ on, and 
more OEM dependencies.

About Express DiagnosƟ cs
Express DiagnosƟ cs has been operaƟ ng in Waterbury for nearly three years, and business conƟ nues to 
grow. Now in its sixth year overall, the company has expanded rapidly, employing eight mobile technicians 
throughout ConnecƟ cut and operaƟ ng in a total of fourteen states. Under Kevin Hemingway’s leadership, 
the New England region has strengthened signifi cantly, with four technicians serving MassachuseƩ s and 
another four supporƟ ng shops across Upstate New York—from the boroughs north.

HosƟ ng an event of this caliber demonstrates how strategically Express DiagnosƟ cs has posiƟ oned itself for 
long-term success. 

The ABAC extends its sincere appreciaƟ on to Express DiagnosƟ cs and to Kevin Hemingway for his candid 
insights and for their conƟ nued support of the Auto Body AssociaƟ on of ConnecƟ cut.

SubmiƩ ed by Don Cushing

Continued from Page 6



8

ABAC News - The Official Newsletter of  the Auto Body Association of  Connecticut

November - December 2025

Gearing Up for 2026: 
The Year to Make Real Change

As we close out another year in this ever-challenging industry, one thing 
has become perfectly clear: the pressure from insurers is not leƫ  ng up. In 
fact, for many of us, it feels like the squeeze gets Ɵ ghter with every claim, 
every supplement, and every negoƟ aƟ on. But rather than leƫ  ng 2026 ar-
rive and overwhelm us, we have an opportunity—right now—to prepare, 
adapt, and strengthen our shops for the road ahead.

For some Ɵ me, many member shops have been contemplaƟ ng changes: 
refi ning SOPs, invesƟ ng in equipment, upgrading training, rethinking docu-
mentaƟ on pracƟ ces, or simply standing fi rmer in billing for the necessary, 
manufacturer-required procedures we perform every single day. If you’re 
sick and Ɵ red of eaƟ ng the short pay, 2026 must be the year you stop 
absorbing it and start addressing it.

This isn’t just about revenue; it’s about sustainability, professionalism, and integrity. We owe it to ourselves, 
our teams, and our customers to operate at the standard our industry demands. That begins with communica-
Ɵ on.

Prepare Your Team for Honest, Uncomfortable ConversaƟ ons
Customers trust us to repair their vehicles safely and correctly. They also deserve to understand the realiƟ es 
of the insurance claims process—what is covered, what is not, and why certain procedures are essenƟ al even 
if an insurer elects not to reimburse them. Preparing your front offi  ce and esƟ mators to have those direct, 
respecƞ ul, transparent conversaƟ ons is not opƟ onal anymore; it’s criƟ cal.

Make 2026 the year your team becomes confi dent and unifi ed in presenƟ ng the truth about proper repairs 
and the actual cost of doing business. These conversaƟ ons aren’t always easy, but they are necessary—and 
they can be incredibly empowering once your staff  has the tools, language, and support they need.

Stay Engaged—Show Up, Learn, Connect
One of the most valuable resources we have is each other. Our associaƟ on exists to strengthen and support 
ConnecƟ cut’s collision repair professionals, but that value only grows when our members parƟ cipate.

I say this sincerely: every Ɵ me I aƩ end one of our quarterly meeƟ ngs, I walk away grateful I showed up. I al-
ways learn something new—whether from our presenters, from legislaƟ ve updates, or from the candid experi-
ences shared by fellow shop owners and managers. And just as importantly, I make connecƟ ons that remind 
me that none of us are navigaƟ ng these challenges alone. 

If you want 2026 to be your strongest year yet, make aƩ ending ABAC meeƟ ngs a priority. Bring your 
quesƟ ons. Bring your frustraƟ ons. Bring your ideas. Our collecƟ ve voice is powerful, and our shared 
knowledge is priceless.

Let’s Make 2026 the Turning Point
This is our moment to take control of the direcƟ on we’re heading. To stop absorbing losses we don’t deserve. 
To step into the new year with purpose, preparaƟ on, and confi dence.

Let’s gear up, stand strong, and support one another. Together, we can make 2026 the year of meaningful, tan-
gible progress for every shop that’s part of the ABAC community.

Ashley Brunelle
Autoworks of Westville - ABAC Vice President
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How Repairers Can Help Consumers Get Fully 
Reimbursed for a Loss

AkzoNobel experts shared strategies on how to explain the claims process to consumers as 
part of the SCRS Repairer Driven EducaƟ on series at SEMA 2025.

Many repairers naƟ onwide are experiencing intensifi ed insurer pushback related to fully reimbursing consum-
ers for rates and OEM repair procedures, according to Tony Adams and Tim Ronak from AkzoNobel. To help 
shops address this growing challenge, Adams, a business services consultant, and Ronak, a senior services 
consultant, teamed up in November to provide insight on how to help consumers who are underfunded due 
to a loss. Their presentation, “Developing Your Consumers’ Guide to Fully Reimbursed Auto Claims,” was held 
during the SEMA Show as part of the Society of Collision Repair Specialists (SCRS) Repairer Driven Education 
(RDE) series.

Adams and Ronak shared strategies on how to explain the claims payment process to consumers. They also of-
fered a step-by-step guide to handling disputes and a tool kit with customizable documents that shops can use 
to educate and pass along to customers.

“We’re geƫ  ng more pushback than we ever have because it’s cosƟ ng more money to fi x today’s cars,” said 
Adams. The purchase price of new vehicles and the total cost of repairs are rising, he commented, due to new 
ADAS technology components and changes in construcƟ on materials. According to CCC Intelligent SoluƟ ons, 
the average purchase price of new cars is now over $50,000, and repair costs rose from $3,331 in 2020 to 
$4,774 this year. 

When faced with a short pay, many consumers assume insurance decisions are fi nal. “Absolutely, they’re not,” 
said Adams. He said that repairers typically follow OEM repair standards and procedures, leveraging the em-
bedded page logic within the esƟ maƟ ng systems. “It’s not padding the bill, but that’s the word that we some-
Ɵ mes hear,” said Adams. “It’s important to understand that and working to empower customers helps ensure 
fair reimbursement for everyone.”

Continued on Page 10
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The rising cost of insurance has led some consumers to opt for higher deducƟ bles. Adams and Ronak shared a 
chart illustraƟ ng the shiŌ  to higher deducƟ bles from Q2 2021 to Q2 2025. The informaƟ on was originally part 
of a presentaƟ on given by Kyle Krumlauf, director of industry analyƟ cs at CCC Intelligent SoluƟ ons, during the 
CIECA CONNEX Conference. CCC’s research shows a 5.8% decline in the number of drivers with $500 deduct-
ibles. While a similar percentage are moving to $1,000 deducƟ bles, others are choosing even higher ones, such 
as $2,000 and $2,500.

“If you’re looking at what the path is to get fully reimbursed and you’ve got a $2,500 deducƟ ble, and then 
there’s a short pay on the other side of that, the insurance company is not wanƟ ng to fully indemnify their 
insured,” noted Adams. Although it’s a small percentage of people with higher deducƟ bles, Ronak pointed 
out there is a growing trend of percentages doubling. For $2,000 deducƟ bles, the rate increased from 0.4% to 
1.1%, and for $2,500 deducƟ bles, it rose from 0.5% to 0.9%. “Make no mistake, insurers are pricing policies 
such that consumers are choosing higher deducƟ bles,” Ronak explained. “The reality is insurance costs have 
gone up all across the country.”

“I think it’s a trend that we will conƟ nue to see shiŌ  in that direcƟ on,” added Adams.

Understanding the insurance policy

Adams defi ned a consumer’s insurance policy as a contract between the policyholder and insurer. “I used to 
tell some of my customers, ‘I didn’t buy your car, I didn’t wreck your car, and I didn’t choose your insurance 
company. … I’m merely the humble service provider trying to restore your car to a safe and proper manner,’” 
said Adams.

Because not every insurance policy has the same types of coverage limits, Adams recommended that repair-
ers take the Ɵ me to fully comprehend the contract. This will enable them to share coverage limits, guidelines 
regarding repair vs. replace, payment of loss details, and appraisal clauses with customers.

He reminded repairers that they aren’t lawyers and should not give legal advice. “Make sure that you’re walk-
ing that line very carefully,” he advised. Ronak agreed. “I don’t want you to be aƩ orneys, but you need to 
understand enough that you have the ability to eff ecƟ vely coach a consumer,” he said.

He explained that an insurer’s role is to ensure a vehicle is repaired in a manner that restores it to 100% of its 
pre-loss state, as per the insurance contract, with the lowest level of avoidable liability for the repairer.

“Insurers do not repair cars,” Ronak said. “They’re in the business of underwriƟ ng losses.”

For consumers to get reimbursed or indemnifi ed, Adams encouraged repairers to familiarize themselves with 
the terminology in the contract, such as “like, kind, and quality,” “the prevailing compeƟ Ɵ ve price,” or “the 
reasonable rate as defi ned by us.”

Ronak clarifi ed that “like, kind, and quality” is an insurance term that refers to the vehicle being repaired to the 
standard it was before an accident. This can oŌ en lead to ambiguity. “I would argue that ‘like, kind, and quality’ 
is kind of vague,” he said. If there are any diff erences, including hardness, shape, material, lumens, light, color 
temperature, or paƩ ern, Ronak said those don’t meet the “like, kind, and quality” test.

“Just be clear: The language is the language, and it is interpreted literally in the contract,” said Ronak. “Ongoing 
transparency with the customer, repairer, and insurer is key.”

Continued on Page 11

Continued from Page 9
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He also shared informaƟ on about what is called “contra proferentem,” which means that if a contract term is 
ambiguous, it should be interpreted against the party who draŌ ed it. In this case, if a contract exists between 
an insurer and a consumer, the benefi t of the doubt will be given to the consumer.

“This is especially true when interpreƟ ng an insurer contract of adhesion, which is a standard nonnegoƟ able 
contract that the consumer can only accept or reject,” Ronak noted.

QuanƟ fy the loss

To beƩ er coach consumers, repairers should make an eff ort to understand how the insurer defi nes a loss in a 
collision claim and what the repair standard is, said Adams. 

He emphasized that OEM procedures defi ne what consƟ tutes a safe and proper repair, and ignoring them can 
create safety and liability concerns.   “Unless you’re an engineer and have an engineering degree specifi cally in 
automoƟ ve collision repair, deviaƟ ng from the OEM standard-specifi ed repair procedures puts you in a posi-
Ɵ on of liability at the end of the day,” Adams said.

“You need to fi x that car so that you have minimized your liability,” added Ronak. “We’re not looking for you 
to get into a fi ght with an insurance provider. That’s not the goal. We want you to clearly understand your role 
as a repairer and where your liability exists.” Adams also menƟ oned the importance of following the database 
Ɵ mes in the esƟ maƟ ng system and P-Pages for procedures like structural repair, calibraƟ on, and corrosion pro-
tecƟ on.

Repair-related liability

When a collision repairer completes a repair, Adams said their legal and professional liability does not end 
when the customer picks up that car and is not limited to the items wriƩ en on the original esƟ mate.

“The repairer is responsible for ensuring that every repair performed restores the vehicle to OEM specifi ca-
Ɵ ons and safe operaƟ ng condiƟ ons,” said Adams. He noted the diff erence between warrantying the vehicle for 
as long as the customer owns it and being liable for it aŌ er a repair. The fi rst extends unƟ l the customer sells 
the car or trades it in; the laƩ er extends unƟ l it is scrapped and removed from the road.

“That liability conƟ nues for the life of the vehicle,” said Adams.“Liability is real, and it never goes away,” said 
Ronak. “It can change hands mulƟ ple Ɵ mes.”

That means any future owner, passenger, or driver could be injured due to an improper repair. They also com-
mented on how courts and regulators recognize the repairer, not the insurer, as the fi nal authority on whether 
a vehicle is safe to return to the road.

Key points:

 - The insurer’s esƟ mate is not a repair blueprint. It is a financial document and a projection of costs 
that may omit required OEM repair procedures. A professional repairer’s duty is to identify all the 
steps required for a complete and safe repair, even if they were not initially listed or approved.

 - Liability is aƩ ached to the person performing the work. For example, if an unsafe weld fails or a 
missed calibration leads to an injury years later, the shop and sometimes the technician can be held 
liable. Courts and experts will not accept “the insurer wouldn’t pay for that” as a defense.

Continued from Page 10

Continued on Page 12
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 - OEM repair procedures defi ne the standard of care. DeviaƟ on from them creates exposure for negli-
gence and product liability claims.

 - DocumentaƟ on is a shield. Always document OEM repair research, pre- and post-scans, calibration 
verifications, and customerͭinsurer communications. If a safety-related issue arises, that record 
demonstrates that the repairer acted in accordance with professional standards.

 - Responsibility doesn’t expire. The “life of the vehicle” standard means that even if the car is sold 
or changes hands multiple times, the repair remains traceable by VIN, and the workmanship can be 
scrutinized years later in court or by investigators. In the John Eagle Honda Fit $42 million case, for 
example, the car changed hands four times, and the shop was found to be contributory and ordered to 
pay $31.5 million.

The boƩ om line, said Adams, is that a repairer’s liability extends beyond what’s wriƩ en on the piece of paper. 
“It covers every aspect of vehicle safety and integrity for as long as it remains on the road,” Adams pointed out. 
“The only real protecƟ on is to repair it right, document it fully, and follow the most current OEM repair proce-
dures every single Ɵ me.”

To determine who is paying for the loss, the speakers advised shops to let customers know the diff erence be-
tween a fi rst-party and third-party claim. First-party claims involve the insurer and insured and are governed by 
a contract. In the event of a dispute, there is typically an internal appeals process, which may include the right 
to appraisal, mediaƟ on, or arbitraƟ on.

Third-party claims involve somebody and an insurer. They are covered by tort law, a body of civil law that 
provides a legal remedy — usually monetary damages — to individuals who have been injured by the wrong-
ful acts or omissions of another person or enƟ ty. Third-party claims require proof of loss, which is defi ned as a 
formal, legally binding document that a policyholder submits to an insurance company to detail a covered loss 
event and the compensaƟ on that’s being requested.

Ronak and Adams provided suggested steps to share with customers when handling disputes:

 - Request a wriƩ en explanaƟ on from the insurer for the denial of the procedure or operaƟ on.

 - Compare against OEM procedure documentaƟ on.

 - Use a professional repairer jusƟ fi caƟ on to support the request.

 - Escalate with the state Department of Insurance (DOI) if needed.

 - Employ the small claims court for unreimbursed balances if the DOI fails to enforce the contract.

When there is a third-party loss, Ronak explained that insurers may also have disputes.

Adams and Ronak also addressed the “subrogaƟ on eff ect,” which occurs when fi rst-party insurers recover pay-
ment from at-fault third-party insurers aŌ er paying a claim under the consumer’s fi rst-party contract. They said 
consumers should not subsidize insurer recovery by accepƟ ng less than full reimbursement for their loss, and 
subrogaƟ on applies only aŌ er full indemnifi caƟ on for the loss has been saƟ sfi ed.

“The reason subrogaƟ on is becoming a larger issue is … we have insurers who uƟ lize the subrogaƟ on process 
to their benefi t,” he said. “They have state-run tribunals that now audit the fi rst-party insurer’s payout of a 
third-party claim.” Continued on Page 13

Continued from Page 11
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He pointed out that if they fail to have enough documentaƟ on, the third-party insurer will short-pay the subro-
gated claim reimbursement from one insurer to another. The outcome, Ronak said, is that the insurer seeking 
third-party reimbursement now has a loss because they will get under-reimbursed for what they paid out due 
to not having enough documentaƟ on in place to support the claim.

When jusƟ fying a loss, Adams recommended providing documentaƟ on — including OEM repair procedures, 
photos, scans, and diagnosƟ c results — to support what was needed. Consumers can also sign a DirecƟ on to 
Pay (DTP), a fi nancial agreement in which the policyholder instructs the insurance company to pay the claim 
proceeds directly to a third party.

The speakers encouraged repairers to inform consumers of their rights, which include:

 - Right to choose your repair shop

 - Right to OEM-standard repairs

 - Right to full indemnifi caƟ on per contract, not parƟ al reimbursement

 - Right to documentaƟ on of denial reasons in wriƟ ng

 - Right to arbitraƟ on, appraisal, or legal recourse

To assist shops in communicaƟ ng eff ecƟ vely with customers, Ronak shared a tool kit with documents that can 
serve as a starƟ ng point:

 - 1st Party Claim Denial Appeal Process for a Consumer

 - 3rd Party Claim Denial AcƟ on Process for a Consumer

 - Specifi c Procedure or Part Denial RebuƩ al LeƩ er for an Insurer – By Type

   Claim Denial Rebuttal Letter – ADAS Scanning and Calibration Denial

 - Specifi c Procedure or Part Denial RebuƩ al LeƩ er for an Insurer – By Type

   Claim Denial Rebuttal Letter – OEM Part Denial

 - Specifi c Procedure or Part Denial RebuƩ al LeƩ er for an Insurer – By Type

   Claim Denial Rebuttal Letter – OEM Procedure

 - Pre-LiƟ gaƟ on Path

   OEM Part or Repair Procedure Insurer “Denial Documentation” Request Template

 - Final Demand for Payment — Failure to Fully Indemnify for OEM Repairs

Ronak said the goal is for consumers to receive safe, fully repaired cars; for repairers to be compensated fairly 
for the required repairs; and for insurers to fulfi ll their contractual duty and avoid any bad faith exposure. As a 
result, he said the credibility of the industry improves.

For more informaƟ on, email Tim Ronak: Ɵ mothy.ronak@akzonobel.com or Tony Adams: anthony.adams@
akzonobel.com.

Source: www.autobodynews.com - ArƟ cle by Stacey Phillips Ronak

Continued from Page 12
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Connecticut mandates arbitration 
reform in disputed auto claims

Insurers must pay interest on unresolved porƟ ons under the new law
ConnecƟ cut Gov. Ned Lamont has signed into law 
a measure that changes how disputed auto insur-
ance claims are resolved through arbitraƟ on, with 
provisions requiring insurers to absorb some of the 
process-related expenses previously covered by the 
state. 

House Bill 6435, now codifi ed as Act 25-131, estab-
lishes a mandatory arbitraƟ on process focused solely 
on the amount in dispute. According to the law’s text, 
issues involving liability or coverage will not be ad-
dressed through this procedure. 

ArbitraƟ on will be overseen by the state’s Division 
of Consumer Aff airs and will only be available when 
previous mediaƟ on eff orts involving the division have 
failed. 

Under the statute, insurers must pay the undisputed 
porƟ on of the claim upon receiving wriƩ en noƟ ce 
that the maƩ er has been referred to arbitraƟ on. This 
requirement does not prevent the claimant from con-

Ɵ nuing to pursue the disputed porƟ on through arbitraƟ on. 

The law directs the state insurance commissioner to compile a list of 10 arbitrators eligible to conduct the 
hearings. Arbitrators must issue wriƩ en decisions within 15 days of the hearing. These rulings will include ap-
propriate remedies and may require carriers to pay a 15% annual interest rate on the disputed amount, retro-
acƟ ve to the date the undisputed amount was paid. 

This 15% interest provision is a key component of the act. If the arbitrator finds in favor of the claimant, 
insurers must pay interest on the disputed amount beginning from the date the undisputed payment was 
made. 

ArbitraƟ ons may also require insurers to reimburse the state insurance department for costs incurred in ad-
ministering the arbitraƟ on. This reimbursement requirement will not apply if the policyholder previously 
declined a seƩ lement off er equal to or greater than the fi nal arbitraƟ on award. In cases where the insurer 
prevails, the department will conƟ nue to bear the arbitraƟ on costs. 

Andrew N. Mais
Connecticut Insurance Commissioner

Continued on Page 15
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Rising arbitraƟ on costs 

Historically, both parƟ es to arbitraƟ on have paid a $20 fi ling fee since 1989. However, the department’s costs 
have increased signifi cantly over the years. 

According to Insurance Commissioner Andrew Mais (pictured on the previous page), the average cost to 
conduct a hearing now totals approximately $3,075. This amount includes $925 for administraƟ ve handling, 
$1,350 in arbitrator fees, and $800 in fi nal administraƟ ve costs when hearings move forward. 

Despite these expenses, the number of arbitraƟ on cases remains relaƟ vely limited. In fi scal years 2022 through 
2024, the department handled an average of 29 hearings annually. Of these, approximately 15 resulted in deci-
sions favorable to the claimant. 

Lawmakers have noted that while the caseload is modest, the fi scal implicaƟ ons of the arbitraƟ on process can 
be meaningful for both insurers and the state. 

LegislaƟ ve analysts have esƟ mated that the new structure could result in reimbursements to the state of ap-
proximately $35,000 in fi scal year 2026. This fi gure is expected to rise to around $50,000 annually in subse-
quent years, assuming arbitraƟ on volume remains consistent. 

Industry trade associaƟ ons objected to the legislaƟ on, arguing that insurers already fund the insurance depart-
ment through regulatory assessments. In a joint leƩ er, several organizaƟ ons said that arbitraƟ on-related costs 
should conƟ nue to be included in the agency’s regular operaƟ ng budget rather than through addiƟ onal fees or 
reimbursements. 

SƟ ll, the groups described their concerns as limited due to the small number of arbitraƟ on hearings. In 2023, 
20 hearings were held, with 15 outcomes favoring the claimant. 

The average cost per hearing was reported to be approximately $3,075, meaning insurers would have collec-
Ɵ vely paid $46,125 under the new reimbursement structure. 

Source: www.insurancemag.com

ArbitraƟ on Procedure for Motor Vehicle Damage Claims

This session, the legislature passed a new law that makes certain private passenger motor vehicle insur-
ers, instead of the Insurance Department, responsible for the department’s administraƟ ve costs associated 
with statutorily required arbitraƟ on hearings to resolve disputes between claimants and insurers over claim 
amounts. Under the new law, if the arbitrator’s decision is in the claimant’s favor, the arbitrator must re-
quire the insurance company to reimburse the department for its costs to administer the arbitraƟ on hearing 
as long as the claimant did not reject a pre- arbitraƟ on off er of compromise from the insurance company for 
an amount that is at least the arbitraƟ on award’s value (PA 25-131, eff ecƟ ve October 1, 2025).

Continued from Page 14
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Private Equity & Consolidators...
Maybe Not So Great
I recently wrote an arƟ cle criƟ cal of the private equity incursion in medicine 
and my fears about what it could do to the legal profession. These concerns 
are similarly applicable to the auto body market, as its dynamics are simi-
lar.  Some of you may have been approached, or have heard from friends or 
colleagues who have been contacted, by corporate enƟ Ɵ es looking to buy 
up shops.  What’s happened in medicine can be a harbinger of what’s to 
come for law and auto body.  Here’s my arƟ cle.  
------------------------------------------------------------------------------------------------------

Over the last decade, private equity fi rms have been buying up medical 
pracƟ ces across the country. The results have not been encouraging. PaƟ ents 
have watched costs rise, appointments shorten, and decision-making shiŌ  
away from what’s best for their health and toward what’s best for an inves-
tor’s boƩ om line.

At its core, medicine depends on trust. You need to believe that your doctor 
is recommending a treatment because it’s right for you—not because it helps 
someone hit a quarterly earnings target. The more layers of corporate own-

ership and bureaucracy that get in the way of the paƟ ent-physician relaƟ onship, the worse that is for paƟ ent 
care.  

We should take that lesson to heart before welcoming private equity into the pracƟ ce of law.

Why It MaƩ ers for Law

The aƩ orney–client relaƟ onship is no less sacred than the doctor–paƟ ent bond. When you hire a lawyer, you 
expect that your aƩ orney’s loyalty is undivided—that every piece of advice, every decision, is guided by your 
best interests. If law fi rms were owned, even in part, by outside investors, that allegiance could be compro-
mised.

In pracƟ ce, this confl ict could inspire a lawyer to manage a case not for jusƟ ce, but for profi t margins. A client’s 
future could be shaped by what makes the best fi nancial sense for shareholders rather than what is right for 
that client.  

That’s not the legal system anyone wants.

The Diff erence With Lawyer-Owned Firms

Law fi rms are run by pracƟ cing aƩ orneys.  Their “shareholders” are their clients. Their reputaƟ ons are built 
over Ɵ me by doing good work, earning trust, and zealously advocaƟ ng on behalf of the people they represent.

ReputaƟ on is brand. It can’t be manufactured with adverƟ sing dollars or propped up by outside money. It is 
earned, slowly and deliberately, through honesty, hard work, and results.

John M. Parese is a partner 
at the New Haven-based firm of  

Buckley Wynne & Parese

Continued on Page 17
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Keep the Focus Where It Belongs

Just as paƟ ents don’t need more bureaucracy between them and their doctors, clients don’t need private eq-
uity meddling in the pracƟ ce of law. Both professions rely on personal trust and professional integrity. DiluƟ ng 
that with investor demands risks turning essenƟ al services into just another commodity.

The legal profession should stay true to what it has always been: a calling rooted in service, not a fi nancial in-
strument. For consumers, the safest choice will always be a fi rm run by lawyers who answer to one group and 
one group only—their clients.

---------------------------------------------------------------------------------------------------------------------------------------------------

The concerns explored in this arƟ cle can be equally perƟ nent to changes we are seeing in the auto body repair 
industry. The same incenƟ ve structures exist.  I would suggest that repair shops are beƩ er off  beholden to their 
customers – the vehicle owners – rather than fi nanciers focused almost exclusively on boƩ om-line fi gures. I 
worry that large-scale operaƟ ons and private equity interests could adversely damage a shop’s ability to deliver 
on commitments to quality and craŌ smanship.  I worry that reputaƟ ons that are hard-earned over many years 
could be lost to automaƟ on and corporate formaliƟ es. Private equity and large consolidators will have forces at 
work that can take a shop’s focus away from quality and toward effi  ciency.  Not all effi  ciency is bad, of course.  
But as with anything (including, for example, Don Cushing’s holiday drinking), we all know that too much can 
be too much.  

AŌ er seeing what private equity has done to medicine, and fearing what it could do to the pracƟ ce of law, 
repair shops should be mindful of these forces when contemplaƟ ng bringing that kind of element into their 
shops.  

I wish you all a wonderful holiday season and a happy New Year!

John M. Parese, Esq. is a Partner with the law fi rm of Buckley Wynne & Parese and serves as General Counsel 
to the ABAC.  Buckley Wynne & Parese maintains offi  ces in New Haven, Harƞ ord and Stamford, and services 
clients throughout all of ConnecƟ cut.  The opinions set forth in AƩ orney Parese’s arƟ cles are for educaƟ on and 
entertainment purposes only, and should not be construed as legal advice or legally binding.  If you have any 
quesƟ ons or concerns about the content of this or any of AƩ orney Parese’s arƟ cles, you are encouraged to 
contact AƩ orney Parese directly.

Continued from Page 16
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Ford CEO puts focus on repair technician 
shortage impact to the economy 

during town hall
Ford CEO Jim Farley made the need for more repair 
technicians a focus in his discussion on the essenƟ al 
economy during a Ford Pro Accelerate conference 
recently.

“Today, this morning, there will be 600,000 empty 
stalls in our dealerships, no technicians to work in 
them,” Farley said during the opening discussion of the 
town hall. 

He said Ford puts an incredible focus on recruiƟ ng 
technicians. “Every month, my leadership team around 
the globe gets together and we measure the shortage 
of technicians in every country,” Farly said.

The shortage of trade workers is a major problem for the economy, he said. 

“The problems in the essenƟ al economy are problems for all of us,” Farly said. “They lead to infl aƟ on, higher 
housing costs, delays in projects, lack of opportunity. But the success in the essenƟ al economy will unlock so 
much opportunity for all of us.” 

During the fi rst hour of the town hall, Farley discussed issues that are impacƞ ul to the economy with David 
WesƟ n of Bloomberg. Farley described apprenƟ ce programs in other countries, explaining how workers at Ford 
plants in Germany started out as apprenƟ ces at a younger age while in school. 

“When my team and I travel to places like Germany, China, and Korea, we see that we’re preƩ y far behind,” 
Farley said. “They get it. What they do is invest. If anything comes out of today, it’s this: we need to fi gure 
out how to invest in the people who build things.” Farley said one of the biggest problems in our naƟ on is the 
hesitancy of people to go into trade jobs.  “As a society, we don’t really reward people for doing this type of 
work like we used to,” Farley said. Society has put more emphasis on four-year colleges and white collar jobs, 
he said. 

Farley said he started looking at the technician shortage aŌ er talking to entry-level workers during the UAW 
strike. He said the new agreement was to get full wages for entry-level workers. He added that entry-level 
workers told him during the strike that they needed three jobs to make ends meet. 

There are $100,000-plus jobs that are unfi lled but need training, Farley said. “You can’t work on a diesel F150 if 
you haven’t been trained for a minimum of fi ve years,” Farley said.  

WesƟ n asked if AI would help with the shortage.  “There will be a lot of producƟ vity opportunity,” Farley said. 
“If you are repairing a heavy duty F150, augmented reality AI is a game-changer. Just ask my team, they will 
tell you. We need to use AI to make those repairs much simpler for people, but it’s also a risk. The effi  ciency in 
automaƟ on always rips through our economy, and it will take jobs away from all of our economy.” 

Continued on Page 19
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However, very few AI companies pitch ideas that would help make car repair more effi  cient, or assist factory 
workers, he said. He said most AI companies focus on white collar effi  ciency.  AI also means the construcƟ on of 
more data centers, Farley said. 

“Who is going to build all these data centers? We have huge construcƟ on companies here today, they will tell 
you this is a big issue for them,” Farley said.  WesƟ n said, “We have a tendency in this country to say, ‘The 
government should fi x it.’ How much of this is a government issue? How much is it a private sector issue, or 
other?” 

Farley said the private sector should be involved in making the change but small business owners, like Ford Pro 
consumers, don’t have the same resources.  “I don’t think we can rely on the government to do this, but they 
can do more than they are,” Farley said. “It comes down to our communiƟ es. We need our communiƟ es to 
step up, and Ford can support the communiƟ es.”

He said this includes state, county, and local educators as well as local businesses working together.  Farley said 
he does see momentum from mayors and county leaders, but the conversaƟ on is harder the higher it goes. 

Yet, later in the day, U.S. Secretary of Labor Lori Chavez-DeRemer sat on a panel where she spoke about the 
federal government’s aƩ enƟ on on the issue, according to a Ford blog.  “We’re up against a Ɵ meline,” she said. 
“We have to make sure the diversity of educaƟ onal opƟ ons is right and that everybody is at the table.”

During Farley’s conversaƟ on, WesƟ n menƟ oned that the Trump administraƟ on has called for an emphasis on 
vocaƟ onal training. He asked if Ford was seeing that yet. 

“Not yet, but what we do see is more local leaders willing to make the change,” Farley said. “We have to come 
up with some programs. If Ford has to take the lead, or other companies have to sacrifi ce our short-term prof-
itability to put more people in the workforce as apprenƟ ces, I think we are going to have to.”

He said this opƟ on doesn’t work for small businesses. 

Larger businesses need to invest in vocaƟ onal schools so that small businesses have a place to recruit workers, 
he said. 

Farley said he’s started having discussions with philanthropy organizaƟ ons, such as Bloomberg Philanthropies. 

When asked about Trump’s tariff s, Farley said that the president has been commiƩ ed to companies like Ford 
that make all their products in the U.S. However, he said this only expands the demand problem. 

“We are going to need more technicians,” Farley said. “If Ford is more successful in the U.S., we are going to 
need more vehicles repaired. I see the policy is very well-intended, but in the end, it is just going to be an is-
sue. It may show up in infl aƟ on or in workage delays.” 

He said it is too early to tell how tariff s will impact the economy, but said it will put a higher premium on doing 
things within the country. 

“Everything will be more expensive,” Farley said. “There will be a period where we have to sort out what the 
tariff s are.” 

Source: www.RepairerDrivenNews.com - ArƟ cle by Teresa Moss

Continued from Page 18
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Th e goal of the ABAC News is to provide a 
forum for the free expression of ideas.  Th e 
opinions and ideas appearing in this pub-

lication are not necessarily representations 
of the ABAC and should not be construed 

as legal advice.
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