..... IndustryM —

"‘ ‘ Remembermg IraTdne 5

& —
~

w——— o g

J s ‘ 3
A 3 =
St : BLIGA'I:EJN

|

Com™ - Free Subscription at glass.com/subcenter




Trade In, Level Up!

It's time to make the switch. Trade in your G-Scan 2 or
G-Scan 3 tool and upgrade to the latest Z5 tablet and
CAN-FD adapter bundle for a special price of $3,900.
Along with your new tablet, you'll receive two full years

of access to Opti-Aim™ software at no additional cost.

This powerful combination gives you the speed,
accuracy, and reliability you need to handle tough
calibration jobs with confidence.

Don't miss out on this exclusive offer to upgrade and
save. The promotion ends October 31, 2025.

Make the trade and unlock more today with Opti-Aim™.

Ready to trade in? Contact our Opti-Aim™ sales team:
optiaimsales@nsg.com | +1 (800) 229-3155

How It Works

Easily trade in your own tool and unlock
bundle pricing on the Z5 tablet, CAN-FD
adapter, and two-year software access.

@ Contact Opti-Aim™ Sales
Connect with our sales team by
phone or e-mail.

@ Place Your Trade-In Order
Place your order and get the new
tool and adapter at a great price.

@ Return Your Old Tool
Send back your old tool; once
received, we'll activate your free
software access.

Opti-Alm ’ I:f\\l_—% €3 PrLxiNGTON
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Performance Meets Innovation

Congratulations to Raul Plascencia (Gold), Jae Hyun Lim (Silver), and Tommy
George (Bronze) for taking top honors in the 2025 AGTO competition — all
using BETASEAL™ ACE, our advanced primerless-to-glass urethane adhesive
system. We're also proud of all the competitors who chose to rely on
BETASEAL™ for their performance.

Gold Medalist Silver Medalist Bronze Medalist
Raul Plascencia Jae Hyun Lim Tommy George
Direct Quality Team Auto Glass Timpanogos
Auto Glass Incheon, Auto Glass

San Bernardino, CA South Korea American Fork, UT

David Copple Gio Pineda Tucker Martin
SLO Auto Glass Valley Auto Glass Wisefly Auto Glass
and Tint Lompoc, CA Chipley, FL
San Luis Obispo, CA
Damien Escobar Josh Reynolds Andrew Manning
All American Glass Ultimate Auto Glass Transparency
Fresno, CA and Electronics Auto Glass
Colorado Springs, CO Garner, NC
Heather Grubb Randy DeSantiago Goran Hansen
Stop-A-Crack Superior Auto Glass Ultimate Auto Glass
Windshield Repair Fresno, CA and Electronics

Oklahoma City, OK

Benito Pecina
A-Clear Auto Glass
Kingwood, TX

Sandy, UT

AGTO judges on skill, safety, and service — and these technicians delivered
excellence across the board. BETASEAL™ glass bonding systems have been trusted by
automakers worldwide for over 60 years. We're proud to be the adhesive system of
choice for professionals who demand performance, reliability, and innovation.

DuPont.com/aftermarket

DuPont™, the DuPont Oval Logo, and all products, unless otherwise noted, denoted with ™, ™ or ® are trademarks, service marks
or registered trademarks of affiliates of DuPont de Nemours, Inc. © 2025 DuPont de Nemours, Inc. All rights reserved.
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2 he Biggest Little

Show in Auto Glass
Auto Glass Week™ 2025 was a whirlwind
of education, competitions, networking
and special events. Take a look back at
the highlights from Reno, Nevada.

3

Getting
Creative

Innovation takes many forms. These four
stories illustrate how the products of cur-
rent and emerging industry innovators are
shaping the auto glass world.

September/October 2025

3 6 But Wait,

There’s More
AAPEX and SEMA both offer education,
networking and entertainment for the

broader aftermarket industry, but what do
they have to offer the auto glass sector?

Remembering Ira
Ira Turner, 84, passed away in Au-

3

gust 2025. AGRR celebrates his life as
an industry icon and a “good man.”

On the Cover:

Raul Plascencia
persevered through
a surprise twist

in the 2025 Auto
Glass Technician
Competition to

win gold. The

Auto Glass Safety 4
Council-certified ' 5
master technician
owns and operates

Auto’Blass
Week 2025™
n the Rear-view

Direct Quality Auto

Glass in San Bernardino, California.
Turn to page 28 to read his story and
the stories of the other Auto Glass
Week™ 2025 competition winners.
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Field of V|s|on I From the Editor

Walking on Broken Glass

BY ABBY BOWMAN

he Auto Glass Technician Com-

petition (AGTO) finalists weren't

prepared for a curveball. As it
turns out, neither was I.

For those who missed it, the AGTO
judges added an extra challenge to the
finals by smashing the backlites right
as the technicians were about to be-
gin their backlite replacements. Even
though, as event staff, I knew this was
coming, I didn't expect all the shards of
glass that littered the floor.

phone, with its camera and recorder),
but that wasn't enough.

I have listened, concerned, to similar
stories on a larger scale from many auto
glass shop owners and technicians. They
thought they had everything they need-
ed to prepare for the future, but then the
industry threw them a curveball they
weren't equipped for.

As I walked the show floor (without
glass in my shoes) and listened to the
educational sessions, I found plenty of

The AGTO judges' curveball made a bit of a mess, sending glass into the cars
and on the floor.

In hindsight, of course, if you break
glass, glass will be on the floor. At the
time, though, I was so focused on taking
photos that it didn’t occur to me until I
stepped on it.

I'd selected my shoes for the day
based on their cushioned soles and
breathable uppers. It turns out air isn't
the only thing that can get through
breathable fabric. Tiny pieces of glass
can, too.

Don't worry, I didn't get cut, but the
whole incident got me thinking. I knew
what was coming. I'd armed myself with

the only tool I thought I'd need (my cell

41 AGRR | September/October 2025

equipment, supplies, programs, certifi-
cations and business advice designed to
help companies prepare for these curves.
Obviously, no one can truly know what
the future will yield, but investing in good
equipment and marketing can help.

I hope that every single Auto Glass
Week™ attendee left Reno ready to face
the future. For anyone who didn't attend,
join us next year in San Antonio to gear

up for what’s ahead. ||

ABBY BOWMAN is the editor of AGRR
magazine. Email her at abowman@gilass.
com and connect with her on Linkedin.
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Invented for life BOSCH

icle
technologies for OEMs.

- '
~

“Getmore _—— Future-proof your investment with the confidence that your
information " /Zalibrations are completed to the tightest tolerances and the
1

about the — _ Ty tMctest standards correctly, the first time—___
DAS 3000 = i : DAS 3000

A commonized set-up approach Guided interactive workflow. Fast and efficient placement
based on OEM specifications Step-by-step instructions using digital vision positioning
provides an easy to follow set- and consistent user interface which automatically measures
up without sacrificing accuracy across all makes and models. vehicle distances and angles to
and precision ensure precise calibration

Bosch DAS 3000

The calibration solution for fast,
reliable and precise calibrations
on a wide range of advanced
driver assistance systems.

Modular and future-proof: Integrated storage and UC/IUQX
Designed to work with new maneuverability keep Vit us at AAPEX Booth
targets and the next generation your equipment clean and #A4409 & SEMA at
of ADAS technologies serviceable and ready to use Booth #3507

SEMA

at a moment’s notice

Solutions for every job. boschdiagnostics.com/adas




Training Time | Installation Techniques

2022 Mercedes-Benz E-Class E350 Sedan

VIN#: W1KZFS8DB4NB034427

BY ALFREDO CALVA

Part # 213-670-25-03
DOT # 682

S

This is a fun car to work on. The replacement is fairly
easy. Like earlier generations of the vehicle, there are
some more technical parts. Before a replacement, al-
ways pre-inspect the interior, exterior and mechanical el-
ements like the rain sensor and windshield wipers. Then,
do a pre-scan.

Separate the center piece to remove the bracket com-
pletely. Push two tabs on the top to release it.

To dismount the camera, slide the three metal tabs off
the bracket. This relieves the tension on the bracket and
makes it easy to remove.

61 AGRR | September/October 2025

Start removing the interior parts first. Confirm that the
new windshield bracket matches the old one so you can
transfer and test the camera on the new glass. Ply the
bracket cover off.

The tabs look like this. Use the tool of your choice to
push on the tabs to separate the center piece from the
cover. Be gentle. The tabs are fragile and can break.

To remove the rain sensor from the bracket, push on
the metal tabs and use a pick tool to release it.

www.agrrmag.com



After releasing both sides of the rain sensor, slowly pull
it off. It might take a few seconds for it to release, so be
patient.

I highly recommend protecting the vehicle with fender
covers when working under the hood.

Remove the four clips holding down the cowling and
windshield wipers. Remember where the windshield
wipers park.

www.agrrmag.com

Turn the clips counterclockwise and slide the two plas-
tic covers off the cowling.

Remove the side mouldings from the top down. Stop once
you reach the yellow clip at the very bottom of the mould-
ing. That should be the last one you remove.

continued on page 8

September/October 2025 | AGRR |7



Training Time | continued

Keep removing the mouldings toward the back of the ve-
hicle. There are two different techniques for removing the
upper part of the moulding along the roof. The first tech-
nique is to continue plying from the inside of the moulding.

After releasing the moulding from the vehicle’s sides and
roof, grab it and slide it toward the top or down. This method
lets you save the clip.

Prep the glass and the vehicle's body according to your ad-
hesive manufacturer’s recommendations.

8| AGRR | September/October 2025

You can also lift the moulding from the other side and
push through the middle of the metal opening to re-
lease it from the bracket.

When using the technique of sliding the moulding up,
the clip could end up in the moulding. You must eventu-
ally transfer the clip back onto the vehicle, but don’t do
this yet. Do it after the windshield has already been set.

After setting the glass, reinstall the cowling, clips and
windshield wipers. To reinstall the moulding, start at
the back and align it with the rear body line.

www.agrrmag.com



ADAS Calibrations.

Auggie

Auggie is the industry’s most advanced mobile FFC calibration tool, utilizing
machine learning and computer vision to provide accurate, repeatable ADAS
calibrations anywhere. Fully compliant with global safety standards, Auggie
helps shops bring services in-house, reduce cycle times, and ensure safe,
documented repairs.

Mobile Fast Precise

o MADE 5 e

nnnnnnnnnnnnnnnnnnnnnnnnnn N U s A—
National Highway Traffic Safety THE v
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Training Time | continued

Push down on the moulding after you've aligned it and
ensured it's sitting on top of the clips. Reinstall the yel- Clean the camera’s viewing area before reinstalling it.
low clip first to push the moulding down onto it.

Align the camera on the bracket and slide it securely into Make sure there are no bubbles between the gel before
place. reinstalling the rain sensor.

Once everything is reinstalled,
the vehicle is ready for recalibra-
tion. Always post-inspect every-
thing and test drive the vehicle to
ensure its Advanced Driver Assis-
tance Systems (ADAS) features
are working properly. Finally, per-
form a post-scan. |

ALFREDO CALVA is the president of
Alfredo’s Auto Glass in Corona, Calif.
@) alfredosautoglass@hotmail.com.

10| AGRR | September/October 2025 www.agrrmag.com
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A NEW NAME.

_ -

p2G Premiun

pimerless to Glass
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PREMIUM PERFORMANCE

Introducing Sikaflex® P2G Premium, Sika's latest Auto Glass
Replacement adhesive innovation designed to complement our
industry-leading primerless product line.

Sikaflex® P2G Premium offers 3-hour Minimum Drive-Away Time
(MDAT), optimized performance at elevated temperatures, short
cut-off string, plus excellent decking and glass-slip properties.

1 sikaindustry.com/premium
(800) 688-7452 BUILDING TRUST
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Top Stories from glassBYTEs.com™

hese are some of the top on-
T]ine stories since the last is-

sue of AGRR magazine. To
stay up-to-date on the latest news
from the auto glass industry, go to
glassBY TES.com/subscribe.html
and sign up for AGRR maga-

zine’s free newsletter.

Settlement Over Alleged
ADAS Flaws

Certain Subaru owners may be el-
igible for a class action settlement
in a lawsuit over allegedly faulty
Subaru EyeSight and advanced driv-
er assistance systems (ADAS), ac-
cording to the settlement website.
@) Visit glassBYTEs.com to read
this story.

12| AGRR | September/October 2025

Software Supplier
Receives “Clarification”
from Association

A major software supplier
received a letter of “clarifica-
tion” from an industry group
that accused it of having an
exclusive relationship with
Safelite and State Farm.
@®> Visit glassBYTEs.com to
read this story.

Can Al Replace Auto Glass Jobs? “We Got Lucky”: Hawaiian
Should auto glass technicians = Company Faces Second Arson
worry about artificial intelligence (Al) Attack

taking their jobs? Not according to a When Calvin Tamaye of Ace
Microsoft study. Auto Glass in Hawaii learned that
@) Visit glassBYTEs.com to read someone had started a fire at one
this story. of his shops, his first thought was,

“Not again.”

Honda to Techs:
Recal is Required

If you're not already recalibrating
windshield-mounted sensors and
cameras on all Honda-made vehi- @®)> Visit glassBYTEs.com to
cles post replacement, get ready. read this story.
The automaker says it's a must.
@) Visit glassBYTEs.com to read
this story.

For more stories,

visit glassBYTEs.com

www.agrrmag.com
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top stories

These articles, which deal with issues that impact

the whole industry, are also some of the most-

viewed stories since the last issue. For the latest

information visit www.glassbytes.com.

Judge Pushes Pause on LYNXv. State Farm Suit

lite/Safelite Solutions must try to re-

solve their dispute themselves before
litigation can continue, the U.S. District
Court of Central Illinois, Peoria Division,
says. The court issued an order granting
a motion to dismiss one of the counts
against State Farm in the lawsuit over al-
leged trade secret misappropriation.

L YNX Services, State Farm and Safe-

State Farm’s Motion

State Farm's motion to dismiss cited
a “Glass Claims Services Out-Tasking
Agreement” signed with LYNX on July 1,
2017.The insurer included a summary of
the agreement in the filing, though the full
agreement remains temporarily under seal.
According to State Farm, the agreement
contains “an extensive and detailed dis-
pute-resolution procedure,” and the lead-
ership of the two companies were to at-
tempt to resolve any conflict between the
companies before taking further action.

LYNX argued it didn’t have to adhere to
the agreement if filing an injunction. State
Farm’s dismissal motion says that would
be a valid argument, except the judge de-
nied LYNX injunctive relief. Judge Jon-
athan Hawley of the U.S. District Court
of Central Illinois, Peoria Division, issued
an order saying that State Farm did not
breach its contract with LYNX.

According to State Farm’s motion,
LYNX claimed State Farm and Safelite
misappropriated two main trade secrets:
“LYNX information,” which includes de-
tails about the TPAs METRYX registry
and Customized Offer information, and
the “METRYX pricing strategy.”

The METRYX registry information
includes a “compilation of glass provid-
ers ... [including their] company name,
address, phone number [and] hours of
operation.” State Farm argues this doesn’t
count as a trade secret because all that
information is readily available on those
companies websites, and State Farm net-

www.agrrmag.com

work glass providers maintain their ser-
vice profiles. State Farm also claims its
agreement with LYNX gives the insurer
ownership of that information.

State Farm quotes the agreement, say-
ing, “State Farm retains all ownership
rights in any and all State Farm informa-
tion, including but not limited to personal
data, that State Farm provides or transmits
to LYNX or that LYNX acquires, collects
or generates on behalf of State Farm.”

State Farm claims LYNX doesn’t
specify how the insurer misappropriated
any information from its Customized
Offer tool and doesn’t allege State Farm
“took, disclosed or even had access to”
the tool. The insurer made a similar ar-
gument about LYNX’s METRYX Pric-
ing Strategy claim.

“[There is no] allegation that LYNX,
a TPA, had any role to play in the pric-
es State Farm sets with its glass service
providers,” State Farm says. “Moreover,
LYNX’s vague definition of this pricing
strategy provides that it is used by ‘the
entire industry,’ [which means it’s not a
trade secret].”

Safelite’s Motion

In its motion for dismissal, Safelite
denies all of LYNXs trade secret misap-
propriation claims. LYNX alleged Safe-
lite is using its trade secrets “to more eas-
ily transition to the role of State Farm’s
TPA.” Like State Farm’s filing, Safelite’s
motion claims LYNX never properly
identified how Safelite misappropriated
or misused any of the alleged secrets.

Safelite’s motion also claimed that
much of the information LYNX claimed
to be a “trade secret” was included in
widespread communications from State
Farm to shops in its network.

“Safelite could not possibly know that
State Farm’s National Offer and Accep-
tance Agreement between State Farm
and its glass service providers, which list-

State Farm's announcement that it
would switch from LYNX Services to
Safelite Solutions sparked a wave of
concern throughout the industry.

ed the pricing information plain as day,
was a LYNX trade secret,” the filing says.

The court document also referred to a
redacted LYNX claim as “a remarkable
and implausible conclusion based on
State Farm’s statements and agreements
and one email by Safelite.”

Updated Redaction Motions
LYNX, State Farm and Safelite/
Safelite Solutions had moved for re-
daction early in the lawsuit, but Haw-
ley denied the requests. The companies
had 30 days after that to refile motions
that included more details about the in-
formation in question, along with more
precise and applicable legal reasoning.
Hawley granted the parties' updated

redaction requests.

Headed for Mediation

'The judge granted State Farm's motion
to dismiss LYNX's breach of contract
claim and ordered State Farm and LYNX
to follow the steps outlined in their dis-
pute-resolution agreement before litiga-
tion could continue. [ |

September/October 2025 | AGRR | 13
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Nothing Like a Little DIY

The Just Being Social” segment is designed to report on hot social
media topics—wbhether informative, controversial, fun or just bi-
zarre. If yow've seen a social media post that warrants further cov-
erage, please send a link to Abby Bowman at abowman@glass.com.

dy Harper of newly-founded Randy’s Remote Repairs

joked on an industry Facebook group, sharing a picture
of several inexpensive repair kits marketed to consumers.
“Anything else recommended?”

Several Auto Glass Tool Talk members added to the joke,
commenting things like “Is it April [1] already?” or jokingly
recommending cell phone screen protectors and smiley-face
stickers as alternative repair methods.

Harper’s picture shows windshield repair kits that are read-
ily available at many automotive supply stores; AGRR’s edi-
tor found several at her local AutoZone in the adhesives aisle
for $18.

'The product’s packaging says it “makes permanent air-tight
repairs of bullseye damage up to 1.25 inches on most lami-
nated windshield glass” and includes “easy to follow instruc-
tions with step-by-step photos [that] help make the repair
process easy and yield professional results.”

'The kit includes a repair syringe and plunger, 0.75 milli-
liters of a “repair compound,” an adhesive disc, a pedestal, a
curing strip, a push pin, a razor blade, an alcohol towelette
and an instruction sheet.

The package warns that the “repair compound” might

I ooking at starting a rock chip repair business,” Ran-

Alcohol

Prep pag

For Extemaj (igg Oni
Merteren O gy
:zrh:. 0, 4t

L
Oy e AL

[— A= 2

The rock chip repair kits Randy Harper mentioned are
available to consumers at many automotive supply
stores. Here, the kit is sold in the adhesives aisle at a
local AutoZone for about $20.

“cause allergic skin reaction” and is an “eye and respiratory
irritant,” but the kit doesn’t include any protective gloves.
The instruction sheet directs users to repair in the shade,
rather than direct sunlight, on a windshield between 50 and
75 degrees Fahrenheit. The kit repairs bullseyes only, the sheet
specifies, and “repair may not completely remove blemish or
permanently fill the pit.” ]

-

The kit includes multiple items needed for a basic chip repair, but it does not include a UV curing light. The kit's
enclosed instructions say the resin cures after 15 minutes in the direct sunlight.

14| AGRR | September/October 2025
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Auto Glass
Software
for

Gain confidence from your customers.

Omega EDI is a fully integrated suite of tools to manage your auto

glass repair and replacement business.

ON EVERY SUBMITTED
INVOICE.

The Omega automated capture

Faster Quoting. Easy Ordering from Vendors. Simplified Invoicing. features and Smart EDI save time
and reduce rejections.

X | SAVE TIME

alo INCREASE REVENUE

Bob is on the way!

Integrated Web Quotes. Self Scheduling Tool for Accounts.
Optimize profitability.

i DELIGHT YOUR CUSTOMERS

Automatic Appointment Reminders. En Route Tech Tracker.

Easy Payments.

Additional features include: Bob'

Bob with Alpha Glass Solutions is en-oute to
533 S Evermore Ln, Pleasant Grove, UT 84062, USA

a3

SSN S

Learn more. Call or visit our website today. 877.904.6509 | omegaedi.com



Y11 K] Industry Indicators

Editor’s note: This standing section in AGRR reviews key statistics and indicators in the broader automotive industry.
Data collected and analyzed by the Research division of Key Media & Research.

Miles Driven:
July (12-Month Moving)
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The 12-month moving total of miles driven in the U.S. has settled at a 1% annual growth rate the past two years.

Vehicles In Operation (VIO) 291.1 295.3 As of the second quarter of 2025,
In millions there were more than 295 million

0250tz Q2 2025 vehicles in operation in the U.S. This is
SOURCE: Experian Automotive up 1.4% from a year ago.
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Glass Expo Hawaii 26
February 5, 2026
Honolulu, Hawaii (0"ahu)

 AGSC Auto Glass Technician
Certification

* AGSC Glass-ADAS Certification

o AGSC CSR Cerfification

Register: www.glassexpohawaii.com

Auto Glass Week ™ 2026
August 27-29, 2026
San Antonio, Texas

AGSC Auto Glass Technician
Certification

AGSC Windshield Repair Technician
Certification

AGSC Glass-ADAS Certification
AGSC CSR Certification Training
and Cerfification available from most adhesive manufacturers

Resister: www.autoglassweek.com
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Glass Expo
Northeast '26
March 25, 2026

Long Island (Uniondale),
New York

W

 AGSC Auto Glass Technician Certification
* AGSC Glass-ADAS Certification
» AGSC CSR Certification

Register: www.glassexponortheast.com
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Glass Expo Mitdwest '26
Novemher 2026

Location to he announced soon
 AGSC Auto Glass Technician Certification
* AGSC Glass-ADAS Certification

 AGSC CSR Certification
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Y11 K] Industry Indicators

Retail Sales: Automotive Parts, Accessory
and Tire Stores (Incl. Auto Glass) in July
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Source: U.S. Census Bureau
Retail sales in the automotive aftermarket industry, which correlates with the auto glass replacement market,
is moderating back to low-single-digit percentage growth after the post-pandemic spike.
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AUTEL NMAXISYS
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FULLY OPTICAL
TARGET PLACEMENT

Reduce setup time by 6X versus
mechanical measurements.

UNLEVEL FLOOR
GOMPENSATION

Eliminate failed calibrations
due to uneven surfaces.

INTEGRATED
WHEEL ALIGNMENT
PRE-CHECK

Ensure your workflow follows
OEM-sourced procedures.
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BOOTHS: A5068 & J8215 BOOTHS: SOUTH HALL
JOE'S GARAGE BAY 8 LOWER 44187, UPPER 38171

ADVANGED
MODULAR ADAS

The 1A700 is an advanced and versatile wheel
alignment pre-check and ADAS calibration system
engineered for both in-shop and mobile applications
- move from bay to bay and shop to shop.

Disassembles into 6 primary parts in
less than 90 seconds for easy transport.

WEB: AUTEL.COM l ' T E
FOLLOW US: @AUTELTOOLS l

AUTEL ACADEMY TRAINING

lé 'EI&Ei-' 1.855.288.3587
-

SUPPORT | USSUPPORT@AUTEL.COM




INSURANCE TALK BLUEBALES

Trade Secrets?

tate Farm and Safelite Solutions

filed updated redaction motions

in the lawsuit with LYNX Ser-
vices over alleged trade secrets, which the
judge has since granted. The insurer and
third-party administrator requested that
the court keep certain details, such as the
number of employees Safelite Solutions
hired to prepare for its new relationship
with State Farm, confidential.

State Farm’s legal document outlined
several categories of information the
company and its counsel believe should
be redacted, providing legal precedent
for each. The redactions include “com-
mercially sensitive” figures and “confi-
dential pricing terms” from the insurer’s
agreement with LYNX.

The “commercially sensitive” figures
in question are the average daily num-
ber of glass claims submitted to State

Farm and the insurer’s estimate of the
“resources it would have to invest” to
process auto glass claims in-house.

“State Farm believes disclosure of the
average number of glass claims it process-
es per day could be detrimental to State
Farm’s business because competitors could
use this information to extrapolate the
number of policies State Farm has and
adjust pricing in certain markets based on
this information,” the document says.

Making its estimated in-house costs
public could allow companies bidding
for State Farm third-party administrator
(TPA) contracts to use the information
“unfairly,” the document claims.

Safelite Solutions claims its “newly
tailored request is limited to personal-
ly identifying or commercially sensitive
information that will not impede the
public’s ability to view and understand

R

the claims in this case.”

Safelite Solutions’response to LYNX’s
initial suit claims that Safelite Solutions
had “invested substantial resources in
implementing its TPA work for State
Farm,” and “Safelite would have suffered
irreparable harm if LYNX’s motion
were granted.” That filing included the
number of employees Safelite Solutions
hired to process work for State Farm.

“This information is highly sensitive
and not available to the general public
or Safelite’s competitors, and there is no
legitimate reason [why] the public needs
or is entitled to this business informa-
tion,” Safelite Solutions’ new redaction
motion says. “A competitor in posses-
sion of this staffing information could
gain a competitive advantage in know-
ing the number of staff dedicated to a
particular Safelite account.”

Honda Launches
Insurance Company

onda has launched an “interme-

diary” insurance company to con-

nect Honda and Acura drivers
with insurance providers.

According to company officials, Honda
Insurance Solutions (HIS) is a licensed
insurance agency and provides “compet-
itive” pricing and coverage options for
vehicles, motorcycles and homes.

“Insurance is a key touchpoint in the
vehicle ownership journey, and we aim
to deliver a superior experience tailored
to the unique needs of each customer,
while promoting safer driving and in-
creased peace of mind on the road,” says
HIS’s president, Petar Vucurevic.

Officials say HIS doesn’t provide the
coverage itself, but it does offer “fast and
easy quoting and advice” to its customers.

“Honda Insurance Solutions con-
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nects customers with insurance from
well-known insurance carriers,” Hon-
da spokesperson Maros Frommer tells
glassBYTEs/AGRR. “The options and
terms of any auto glass coverage would
depend on what each individual insur-
ance company offers.”

This means auto glass shops would
still operate through normal insur-
ance channels, including third-party
administrators, for Honda and Acura
glass claims.

HIS offers optional OEM parts cov-
erage to ensure auto glass and collision
repair shops use Honda and Acura
Genuine Parts, which officials say helps
protect vehicle value. According to
Frommer, Honda encourages custom-
ers to add OEM coverage “if the carrier
offers it.”

Insurance
Shopping Rises

onsumers continue to shop their

insurance, meaning the auto in-

surance shopping rate continues to
rise, according to a data provider’s study.

LexisNexis’ latest U.S. Insurance
Demand Meter reports auto policy
shopping increased 9.4% year-over-
year (YOY) in the second quarter
of 2025, and new policy growth rose
3.6% YOY.

Large population states lead the
growth, with New Jersey’s auto insur-
ance shopping volume increasing 33%
YOY in the second quarter. Texas’ vol-
ume grew by 17%, California’s by 16%,
and Florida’s by 9%.

LexisNexis also reported that almost
40% of the top 25 insurers' second-quar-
ter 2025 rate filings with state agencies
were rate reductions. [ |

www.agrrmag.com



Keep Your Name
in Sight

Private Label Glass Cleaner
-_— @ | Promote your business with a high quality, custom branded

glass cleaner available at a competitive price! Lifts away the
‘ Du R toughest soils on windshields, windows, mirrors, and more.
|‘ E R E Cleans, Restores, Shines
, Completely Streak Proof

Foaming Glass Cleaner | For promotion, shop use or retail sales
Label design provided

Foam On-Wipe Dry

Learn more at srpproducts.com

SRP

SRP® 650 Pelham Blvd, Suite 100 ® St. Paul, MN 55114 @ is a registered trademark of Mondofix Inc. A | FIX NETWORK | COMPANY




PLATINUM PLUS SPONSORS

AUTEL GlasWeld %

Windshield Repair Competition Sponsor

Calibration Competition Sponsor

< PLATINUM SPONSOR Lo
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DIAGNOSTICS

Lanyard Sponsor
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Equalizer.
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< GOLD SPONSORS Lo

®
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TECH USA

CREATE - CHANGE

= SILVER SPONSORS
CALIBER ) privencClaims gzﬂﬂfﬂﬂgﬁ VAitro.

AUTO GLASS Automotive Glass
Career Day Sponsor

Learning Lab Sponsor

AGW is made possible through the immense support and dedication of these companies to innovation, education, and

the advancement of our industry.
www.agrrmag.com
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100Group Global Window Films Inc. Qingdao Innoglass

3M GMG EnviroSafe Technology Co., Ltd

Accent Distributing Gold Glass - ALP Quantum Cloaking Film, LLC

A.N. Designs, Inc. / UltraWiz® Graffiti Shield Inc Rayno

AE Tools & Computers Groves Incorporated Rewired Technologies LLC

AEGIS Tools International Henkel of America Robert Bosch LLC

Autobahn IBS Software Secure Glass Pros, Inc.

AutoBolt Independent Glass Association Shanghai Aphys Donntal

Auto Glass Now International Window Film Association Chemicals Co., Ltd
(Also Registration Area Sponsor) Iron Hide Covers Sharpline Converting, Inc.

Avery Dennison® iSource-X Sika Corporation

BY Sealant Inc John Bean® SolarFree Window Film

California Tint Academy Johnson Window Films Solar Gard

Ceramic Pro LLC Kaizen Glass Solutions Sonoco Plastics

Chatter by Stingray KAM Unlimited South Mountain Supply

Clean Plus, Inc. / CPI Divisions KDX Films Spray-X

CreativeFx Custom Window Films LynnCo Logistics Sunroof Express

Delta Kits Madico, Inc. Teel Plastics

Detailers Roadmap Mainstreet Computers TERMINAX: Inc.

Dinol U.S. Inc. (Also Mobile App Sponsor) The Tintstitute

Dr. ColorChip Corp. Marcy Auto Glass Products Tinters For A Cause

Eastman Performance Films Maxpro Window Films TintingInsurance.com

EDTM, Inc. Meritool, LLC Tint Wiz

EVOLV Meteor Creative Inc. TOPDON USA

Eye Magnet Management NewBizAl Total Glass Services

FDC Graphic Films, Inc. Nielsen Moller Auto Glass Distributor Triad Diagnostic Solutions

Fellers, Inc. NKODA TRU Spray Systems

Fusion Tools® Paint Protection Film magazine VD-K.TOOLS

FutureVu Brands Pilkington North America, Inc. Winbow FiLm magazine

Geoshield Precision Replacement Parts Windshield Skin

Get a Grip Tools Pressure on Demand Systems WRD Glass Tools Inc.

Glass Rebel ProSet Setting Tool XPEL Inc.

Glas-PAY by Mainstreet
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THE BIG

| | oM
Aulo Glass Week

or a few short days in mid-Sep-
F tember, Reno, the biggest little city

in Nevada, became the auto glass
capital of the world. Industry members
from across the globe converged at the
Reno-Sparks Convention Center for
three days' worth of seminars, competi-
tions, demonstrations, training and certi-
fication co-sponsored by AGRR maga-
zine and the Auto Glass Safety Council
(AGSC). Here’s a snapshot of what they
took in.

Time 1o Learn

The Auto Glass Week™ (AGW)
2025 educational seminars addressed
many of the industry’s most timely top-
ics and provided insights on how to best
prepare for an uncertain future.

Dave Leach, chief operating officer of
Don’s Mobile Glass in Modesto, Cali-
fornia, lead a special pre-session work-
shop called “What Does it Cost? Know-
ing Your True Cost of Doing Business

24| AGRR | September/October 2025

GEST s SHOW

INAUTO GLASS

— One at a Time” the day before AGW
officially began. The session helped
owners learn the best “business math” to
help them succeed.

Each morning began with a “Coffee
with...” session where familiar industry
faces told their career stories and an-
swered attendee questions. Troy Mason
held the first of these sessions. Macenzie
and Jennifer Curbow and Jacques Navant
served as “baristas” for the other two.

A panel of experts led a highly an-
ticipated seminar on perhaps the hot-
test topic of them all on the first day
of AGW: “Can the Industry be Saved?
Does it Need to Be?”

AGSC president Jacques Navant
and Dave Leach, both of Don’s Mo-
bile Glass, Larry Diesbach, owner of
Impex Auto Glass, Paul Sharkey, own-
er of Cascade Auto Glass and Nick
Baldi, owner of Auto Glass and Tint
Shop addressed the anxiety many auto
glass company owners and managers

'ﬁ“_flf“l" e

BY ABBY BOWMAN

have been feeling thanks to major in-
surance and third-party administrator
shake-ups.

Navant said that the difficulties the
auto glass industry faces today with
third-party administrators, insurers and
large competitors have been around in
some form or another since the 1980s.
Leach agreed.

“I've been around since ’85, and the
issues we're talking about now are the
same we've talked about at every single
industry event I've been to,” said Leach.
“The main thing that’s changed is the
technology.”

'The best way to counteract any poten-
tial loss of work from TPA and insur-
ance changes is to build a relationship
with the community and establish a
reputation of excellence through your
marketing, the panel said.

“If your price is the same [as your na-
tional competitors], your service is bet-
ter and youre local, why wouldn't cus-

www.agrrmag.com



The “Can the Industry be Saved? Does it Need to B;?” p

"

anel explained that

there’s nothing new under the sun, and even though current industry events
might be anxiety-inducing, they can be handled. From left to right: Larry
Diesbach, Jacques Navant, Dave Leach, Paul Sharkey and Nick Baldi.

tomers choose you?” Leach said, adding,
“No one’s going to give the job to you.
You have to go out and get the business
you want.”

It’s also important to stay positive, ac-
cording to Baldi.

“It’s a blast, what we’re doing,” he said.
“We're determined we're going to con-
trol our destiny and the direction our
company goes.”

The first day’s educational sessions

www.agrrmag.com

concluded with the “Industry Roundta-
bles: How to Dominate in Your Market”
session, which provided methods to help
business owners position their compa-
nies at the top of their markets.

Patricia Smiley, president of Quackt
Glass, Peter Brown, president of Tiny &
Sons Auto Glass, and Neil Christensen,
president of Nu-Vu Auto Glass, shared
expert marketing insights to a packed
crowd on day two of AGW in the ses-

Pushing Through

ADVERSITY

Brent Gleeson, a Navy SEAL
combat veteran, award-winning
entrepreneur, two-time bestsell-
ing author and Forbes Magazine
leadership columnist gave the
keynote address. Gleeson spoke
on the skills needed to become
a better person and leader. The
best leaders, he said, are forged
in the face of adversity and close-
knit teams are necessary to over-
come obstacles.

sion “High Yield, Low-Cost Marketing:
How to Own Your Pond.”

One of the most effective ways
panelists said they draw attention to
their businesses is through communi-
ty partnerships. Staying involved en-
dears them to their neighbors, and ef-
forts like sponsoring local high school
sports teams puts their logo where
many people, especially the kids’ par-
ents, will see it.

Zuhair Madanat, owner of Auto
Glass Experts, and Ambar Martinez,
owner of Cali Auto Glass, shared how
important social media is in human-
izing your business in a seminar titled
“Effective Social Media.”

“People will come into our shop and
say, I saw you online,” Martinez said,
knowing those customers arrive already
wanting to support her business.

Several technology-focused sessions
rounded out day three, addressing
trends in artificial intelligence, recali-
bration and pre-scans and diagnostic
trouble codes.

A panel of representatives from three
major auto glass manufacturers spoke on
day three. Roberto Mayer of Vitro, Tim
Siterlet of Carlex and Jim Ricci of XYG
North America outlined some of what’s
on the horizon for auto glass makers and
answered many questions from a tuned-
in audience.

There are a few factors that could soon
raise glass costs, according to the panel-
ists. Siterlet said advancing technology,
including developments in Advanced
Driver Assistance Systems (ADAS) and
heads-up displays, mean pricier parts.
High glass demand means investing in
more robotics for manufacturing, ac-
cording to Mayer, and requires a quicker
turnaround, according to Ricci. Both of
those mean a price increase.

The panelists also tackled the age-
old auto glass question: what do the
terms original equipment (OE), original
equipment equivalent (OEE) and after-
market really mean?

September/October 2025 | AGRR | 25



THE BIGGEST LITTLE SHOW
N AUTO GLASS

continued from page 25
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APictured here are Gilbert Gutierrez (left) and Paul
Whitman (right) demonstrating one of Equalizer’s newest
offerings: a setting tool for glass roofs called the “Scorpion.”
According to Eric Asbery, Equalizer comes back year after
year because they can’t get enough of the people.

“We love talking to technicians here, because they use our
tools all the time,” he said. “It’s refreshing to hear that they’ve
been successful with their tools. It’s also good to find out
what they might need or anything they’ve noticed in newer
vehicles that may need a tool.”

Sponsors welcomed attendees to their booths at Auto Glass Week™ 2025
to discuss their latest offerings and to network.

AThis is Daniel and Natalie Jaimes’ fourth time at AGW.
'The couple runs Supreme Auto Glass in Jurupa Valley, Cali-
fornia, alongside Daniel’s father, Gerardo Jaimes.

“I love being able to be around so many people that enjoy
doing what we do as much as we do,” Daniel Jaimes said.

“We all share something here,” Natalie Jaimes adds.

¢/) brivenClaims

b, & &

A'The Learning Lab, sponsored by Driven Claims, of-
fered education right on the show floor. AGRR editor Abby
Bowman (far left) spoke with former Auto Glass Technician
Competition (AGTO) gold medalists Ben Rorick, Alfredo
Calva and James Chapman (left to right) about what it takes
to be a champion.

26| AGRR | September/October 2025

A SRP Products technical innovation manager Dave Sa-
fran (second from left) said telling customers about the im-
portance of properly cleaning glass parts is one of his favorite
aspects of AGW.

“We’re about educating the customer and informing them
of stuff that they may not be aware of,” he said. Safran also
led the SRP Products adhesive training and certification ses-
sion on the show floor.

www.agrrmag.com




AFor Joseph Gold of Gold Glass —
ALP (left), AGW puts everyone they
want to see in one spot. “It’s where all
our customers are,” he said. “Since it
was on the West Coast, we got to see a
different mix of people.”

AGW BY THE NUMBERS G

A Global Event

THAw 10

d CALIBER

E' i o o

e &\ -
CALIBER CAREER DAY SHOWS STUDENTS

AUTO GLASS OPPORTUNITIES

Auto Glass Week™ 2025 brought back a popular special event designed to
grow the industry while giving teens exciting career prospects. More than 80
students from two local high schools attended AGW to experience firsthand all
that the industry has to offer.

Students gathered at the Reno-Sparks Convention Center on the morning
of September 11 to hear from Caliber Auto Glass experts, including presi-
dent Troy Mason and Mitch Becker, director of Protech Automotive Solutions.
Caliber Auto Glass was the sponsor of Career Day.

After this education, students took to the show floor to experience what it's
like to be an auto glass technician. They watched competitions and demon-
strations and talked to sponsors.

Many in the industry have noted a shortage of young people interested in
becoming technicians. Career day teaches teens to explore their options and
explains why the auto glass industry is an excellent choice for a career.

Almost 3,000 people attended AGW 2025 and the 2025 International Window Film Conference and Tint-Off™ in
Reno, Nevada. People traveled from across the globe, including Afghanistan, Belarus, Belize, Canada, China, Estonia,
France, Germany, Guatemala, Japan, Mexico, Nicaragua, the Philippines, South Korea, Switzerland, Taiwan and the Unit-

ed Kingdom, to be at AGW.

A

WRENO

UNITED STATES }

www.agrrmag.com

Competing

- for “World’s Besl”
 Attendees werent the only
ones who traveled globally to
be at AGW. The competitors
did, too.

62 Compelilors

1 Countries

i h Competilions

About 10%e of the compet-
- itors came from the United
States. With nine technicians
competing, South Korea was
the second most represented
country. Technicians also came
from Canada, Costa Rica,
Belarus, France and Taiwan.
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THE BIGGEST LITTLE SHOW

continued from page 27

MEET i GHAMPS

AGW 2025 attendees had their pick of “souvenirs” to take
home from Reno: certifications, new tools, commemorative
challenge coins... and gold medals. Three industry profes-
sionals left the event as AGW competition champions.

ST B
S

AGTO GOLD MEDALIST
RAUL PLAGENSGCGIA
Direct Quality Auto Glass

San Bernardino, California
AGSC Certified Master Technician

birthday. Instead of just getting gifts or cake, the 2025
gold medalist got an early start on an auto glass career.

His father brought him to work at his auto glass shop that
day. While he certainly wasn't slinging glass or running a bead
at age 7, Plascencia said that first day spent with his dad in the
shop laid the foundation of a successful career.

That was one of several formative moments in the newly
crowned champ’s early years. His family had uprooted their lives
and emigrated from Mexico to the United States about five years
prior to that first day “on the job,” Plascencia said. He grew up
with his cultural identity rooted in both Mexico and the U.S.

“It was hard to really fit in anywhere,” he said.

Like many immigrants, Plascencia had to learn to succeed

Raul Plascencia got an unusual present for his seventh

28| AGRR | September/October 2025

N AUTO GLASS

CALIBRATION GOMPETITION
GRAND CGHAMPION &

GCSR COMPETITION
GRAND CHAMPION

KKENNETH WHITE
Optic-Kleer OKC Metro North
Edmond, Oklahoma

in life and his career without many resources. That’s part of the
reason he wanted to compete in the AGTO.

“I wanted to show that anyone, from any country or any
background, can win,” he said.

Plascencia doesn’t plan to compete again, but he’s already set
to work making sure other auto glass technicians have what
they need to win. He donated his entire prize purse ($10,000)
to the Auto Glass Safety Council (AGSC) to create a film
honoring the winners.

“'m an AGSC Certified Master Technician,” he said.
“AGSC does a lot for the industry, and I want the money to
go toward making a bigger change for technicians.”

“Money comes and goes,” he adds. “It is important, but see-
ing other people win is even better.”

Plascencia said he relied on his family and faith as he trained
for the competition. Now that he’s back home, he can say all
that work definitely made him a better technician.

“I feel like I leveled up so high that when I got back, I had a
whole new perspective,” he said.

As he watched his demo car’s backlite shatter during the
finals twist, Plascencia said all that preparation helped him
change his approach in about 30 seconds.

“My first thought was, ‘Oh my goodness, I'm going to have
to change my entire strategy,” he said. “I was glad I brought
my vacuum and broom.”

'The challenge made the scenario feel more like a real-world
replacement, he said. Plascencia said that he actually enjoyed it.

“It was fun,” he said. “I'd love to do it again.”

www.agrrmag.com



North’s lobby in Edmond, Oklahoma, have been catch-

ing customers’ attention. Owner/operator Kenneth
White brought them home after competing in the 2025 Cal-
ibration and the Customer Service Representative (CSR)
Competitions at this year’s Auto Glass Week™ in Reno, Ne-
vada. White said the new trophies give him an opportunity
to educate customers coming through his door.

“People are particularly impressed with the Calibration
trophy,” he said. “We have gotten several customers ask
if we offer [windshield-mounted camera] recalibration, and
now | get to say, ‘Yes, in fact, | actually just won the Calibra-
tion Competition.””

The win makes White’s customers confident in his knowl-
edge of Advanced Driver Assistance Systems (ADAS) and
his ability to properly recalibrate their windshield-mounted
cameras. He was already in the habit of showing customers
educational material from the Auto Glass Safety Council
(AGSC), but now customers are even more likely to believe
him when he said recalibration is critical.

White said that while customers were already impressed

Two shiny, new trophies in Optic-Kleer OKC Metro

WRO GOLD MEDALIST
BRADLEY AYDELOTT
Glass Monkey Chip Repair
Murfreesboro, Tennessee
NWRD Certified Repair Technician
AGSC Certified Replacement Technician

said Bradley Aydelott, the 2025 GlasWeld Windshield

Repair Competition (WRO) champion. He’s had a lot

of guidance throughout his career, and this year it helped him
win a gold medal.

He turned to the Repair of Laminated Automotive Glass

Standard (ROLAGS™) as one of his most important pieces

N obody wants to start a serious journey without guidance,”

www.agrrmag.com

by his 2024 CSR Competition trophy, the second trophy
has increased their appreciation of the shop’s customer
service even more. In 2024, White was a sole owner/op-
erator. He’s since hired a CSR and is encouraging her to
compete in 2026. With two consecutive CSR wins, White
said he won’t be doing that competition again.

White also competed in the Windshield Replacement
Competition (WRO). While he didn’t get a medal for WRO,
White said training for all three competitions made him a
better and more confident technician.

“Competing has helped me dig deeper [into industry
standards and best practices],” he said. “It encouraged
me to pay attention to what [other experts] are saying and
to reevaluate my own process to see if there’s anything |
could improve.”

He encourages others in the industry to compete, even
if they don’t think there’s any way they’'d win. The cama-
raderie with the other competitors makes it a lot less in-
timidating, he said.

“We all just want to see the industry get better,” he
said. “Competing is one way to do that.”

of guidance while preparing for the competition. Aydelott ref-
erenced the Standard while practicing every day and studied
it to ensure he would be able to explain his work to the com-
petition proctor.

“The more you study the Standard, the more you find your-
self being able to explain your process efficiently,” he said.

Aydelott won the WRO silver medal in 2023, but went
home empty-handed in 2024. He knew that to win this year’s
competition, he'd need a new approach.

“The main thing I was thinking as I prepared for and com-
peted this year was, ‘Boy, I hope the gremlins from last year
didn’t follow me,” he said.

Hed taken a bit of a lone wolf approach to the 2024 WRO,
so he decided to do the opposite this time.

“I leaned into the community of competitors,” Aydelott
said, “I got to know everyone, so by the time I was com-
peting alongside them, I wasn’t as nervous. Nerves are the
enemy of competition.”

Aydelott found more inspiration to win from his family. His
oldest son, Wyatt, was dealing with some challenges.

“I wanted to prove to him that it’s okay to fail, as long as you
keep trying,” Aydelott said. “I wanted to get the gold to show
him how to persevere.”

Aydelott’s wife, Merri, was at the competition, cheering
him on from the sidelines. Now, Aydelott plans to celebrate
his win with her and their kids by taking them to Universal
Studios.

“I wouldn’t be where I am without my family,” he said.
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THE BIGGEST LITTLE SHOW
N AUTO GLASS

continued from page 29

THAT’S A FIRST-

ttendees at Auto Glass Week™ 2025 took full advantage
A of the opportunity to return home with up to eight dif-
ferent industry certifications. Two new certifications from
the Auto Glass Safety Council (AGSC) — Glass Advanced Driv-
er Assistance Systems (ADAS) Calibration Specialist and Cus-
tomer Service Representative (CSR) — were particularly popular.

AGSC president Jacques Navant, technical director for
Don’s Mobile Glass in Modesto, California, led the train-
ing and testing session for the newly launched Glass-ADAS
Calibration Specialist certification. Navant hoped it would be
well-attended, but he didn’t expect the number of people who
actually showed up.

“It was like watching a bathtub fill,” he said. “More and
more people kept pouring into the room. We actually had to
take down a collapsible wall to fit everyone.”

Around 115 people took the training and certification exam.
Glenn Fell, owner of AGSC registered member company
Wyndshyld in East Cobb, Georgia, made auto glass history as
the first AGSC certified Glass-ADAS Calibration Specialist.

“It’s a huge honor to be able to say that I'm the first with
this certification,” Fell said. “It’s an honor just to be able to
represent the industry in that way.”

Fell said the certification is particularly valuable as a busi-
ness owner.

“Safety is one of our number one priorities at Wyndshy-
1d,” he said. “With ADAS as a safety feature, it’s critical that
we follow the right procedures when recalibrating wind-
shield-mounted cameras.”

According to Fell, Navant’s instruction covered all the gray
areas and technical nuances necessary to really understand how

The Glass-ADAS Calibration Specialist certification
from AGSC is the first of its kind. AGSC president,
Jacques Navant, congratulated Glenn Fell on being the
first to get the patch.
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Zuhair Madanat was the first to complete and pass
AGSC’s new CSR certification training and testing.

ADAS and recalibration work. Fell felt this would help him
ensure he’s performing recalibrations correctly as a technician.
As a business owner, he can educate customers about ADAS
with a certification to prove he knows what he’s talking about.

AGSC’s CSR certification training and testing also filled
the room, according to Jeff Olive, AGSC director of quality
and training. Olive co-led this training session with Patricia
Smiley, president of Quackt Glass and chair of AGSC’s mar-
keting committee.

“The training went well,” Olive said. “It was a great oppor-
tunity for CSRs to present their skills and verify them through
certification.”

'The training covered all aspects of the auto glass industry a
CSR would need to know to interact with customers, includ-
ing ADAS basics and an overview of the Automotive Glass
Replacement Safety Standard™ (AGRSS).

“Customer service is the backbone of every auto glass com-
pany,” said Smiley. “CSRs are the liaisons that tie service, op-
erations and sales all together. This is why the customer ser-
vice certification matters. A company shows its commitment
to safety through its service reps and their level of knowledge
on critical vehicle safety features.”

Zuhair Madanat, owner of Auto Glass Experts in North
Carolina, was the first to become an AGSC certified CSR. He
said it’s special to him to be the first, especially because of all
the knowledge and experience behind the training and exam.

“CSRs have to know at least some of everything,” Madanat
said. “If they don't do their jobs right, technicians could end up
in the wrong place or show up with the wrong part.”

Getting the certification lets him prove he has that knowl-
edge, which helps both him and his business

“Having certifications like this one from AGSC really helps
shops go to another level,” he said, encouraging other show
owners, CSRs and technicians to do the same.

www.agrrmag.com



CONGRATULATIONS,

PETER BROWN:

2025 Garl F. Tompkins Award Winner
P eter Brown, president of Tiny & Sons Auto Glass in

Pembroke, Massachusetts, and vice president of the

Auto Glass Safety Council (AGSC) received the Carl
F. Tompkins Award for Auto Glass Safety on the first day of
AGW 2025. Carl Tompkins himself presented Brown with
the award.

“Pm still kind of speechless,” Brown told AGRR magazine
later that day. “I was involved in the meetings to name that
award, [so it's an honor to win it now].”

Brown and his brother, Ed Brown, began their auto glass
careers in grade school, when they accompanied their father
to local scrapyards to cut out windshields for sale. Peter Brown
said he’s never forgotten the advice Tompkins gave when he
visited Tiny & Sons in those early days.

“The biggest thing Carl told me was the importance of fam-
ily, both actual family and auto glass family,” Brown said. “We
may fight and [metaphorically] throw things at each other, but
we always work it out.”

Brown has come a long way since his days in the scrapyard.
In 1998, he attended an auto glass training school. It was right
around that time that driver’s side airbags became mandatory,
and the industry realized just how important windshields are
to a vehicle’s structural integrity. Learning proper installation
practices became that much more important. Brown has called
that training a “defining moment” in his career.

Brown attended his first AGSC meeting around 2011/2012,
another pivotal moment in his career. During the meeting, he
stood up and talked about the difficulties he and other small
shop owners had to face on a daily basis. In Brown’s words, he
metaphorically “threw a chair.” After the meeting, Bob Rosen-
field of J.N. Phillips took him aside and gave him some advice
he never forgot:

Peter Brown is just as dedicated to his community as he is to auto glass safety. He advocates for small businesses

Carl F. Tompkins (right) presented the award named af-
ter him to Peter Brown (left) during a special ceremony
on Sept. 9.

“If you're frustrated and want to change things, you need to
get involved.”

So Brown did get involved. He’s been instrumental in
keeping the AGRSS™ Standard up-to-date with the latest
advancements and has been one of the driving forces behind
updating it to account for advanced driver assistance systems
and windshield-mounted camera recalibration.

He’s also been a pivotal part of developing AGSC’s newest
credentials, the Glass-ADAS Calibration Specialist and CSR
certifications. He also looks forward to making sure companies
of all sizes, but especially small ones, know that despite indus-
try headwinds, they have a friend and supporter in AGSC.

Now, when Brown sees the frustration in the industry, he
responds to it with the same advice Bob Rosenfield gave him:
“If youre upset, join AGSC. Let’s be the change.”

(left) and volunteers at the local Pilgrim Hall Museum (right).

www.agrrmag.com
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STANDING IN THE
HALL or FAME

Several pillars of the auto glass industry were honored during
a special ceremony at AGW. Meet the second annual induct-
ees to the Auto Glass Hall of Fame.

ARAY ASBERY
EQUALIZER

Eric Asbery, CEO of Equalizer, accepted the Hall of Fame
award on behalf of his late father, Ray Asbery. The elder
Asbery was first introduced to the world of auto glass
during his first job post-college as an autobody shop
parts runner. He opened his own garage in the 60s. A
tricky windshield removal in the 80s prompted him to
invent “The Equalizer,” a powered reciprocating tool for
glass removal. That tool blossomed into a whole compa-
ny which, by the 90s, was recognized as a global leader
in auto glass tools.

JOSEPH KELLMAN

|Il] i
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DON MONAGO >
DON’S MOBILE GLASS

Don Monaco was the only
living inductee for the 2025
Auto Glass Hall of Fame. Mo-
naco joined the Navy at 17,
and went to work for a glass
company not long after leav- i
ing the service. He soon founded his own auto glass com-
pany, one of the first-ever mobile auto glass companies.
Don’s Mobile Glass now offers multiple glass services,
including auto glass, in Modesto, California.

AWES TOPPING
ELITE AUTO GLASS

Lee Topping accepted the Hall of Fame award on be-
half of his late father, Wes Topping. Wes Topping spent
20 years working for Pilkington before transitioning to
Windshields America and then became president of Elite
Auto Glass. He organized the sale of Elite Auto Glass to
Belron in 2005. Elite was U.K.-based Belron’s first United
States acquisition. Topping also helped create the Chica-
go Group, which offered an alternative pricing system to
the National Auto Glass Specifications (NAGS).

<JOSEPH “JOE” KELLMAN
GLOBE GLASS AND MIRROR

Lyle Hill accepted the Hall of Fame award on behalf of
the late Joseph Kellman. Kellman entered the indus-
try as a young teen, leaving high school to help in his
father’s glass shop. Kellman went on to found Globe
Glass and Mirror and U.S. Auto Glass. When those com-
panies merged with Windshields America in 1996, they
became Vistar, a nationwide company with unprece-
dented growth. Kellman’s legacy lives on in his philan-
thropic work in his Chicago community, including the
country’s first corporate-sponsored public school.

www.agrrmag.com



I
|

11’ PARTY!

‘There were plenty of opportunities for celebration at
Auto Glass Week™ 2025. Here are some of the highlights.
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The AGW 2025 show floor opened with
. a parade and celebration of all the past
All past AGW competition champi- AGTO, WRO, CSR and Calibration com-
ons are now immortalized in bobble petition winners. Here, previous CSR . P
head form. Each champion present  winners Jennifer Curbow (left) and Joni Several previous AGTO champions
at the ceremony received a bobble Nicely (center) walk onto the show showed up to the ceremony in flashy
head of themselves. floor with their fellow champions. matching jackets.
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AGTO gold medalist Raul Placencsia hardly celebrated
his win alone. Many from the industry offered him heart-
felt congratulations.
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Excitement ran high at the AGW closing party and award
ceremony as the competitors prepared to find out who
The Auto Glass Safety Council held a 90’s-themed par- would take home medals after several days of grueling
ty, complete with a 90’s tribute band, to celebrate the competition. WRO Grand Champion Bradley Aydelott,
25th anniversary of the Automotive Glass Replacement pictured here with AGW Competition Coordinator Sarah
Safety Standard™. Bauder, says he was humbled to win his division. |
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bLTTING GREATIVE

A Spotlight on Some of the Industry’s Current and Up-and-Coming Innovators

By Abby Bowman

nnovation takes many forms, from inventing a new tool
to enhancing an older one. Pushing through adversity and
finding success on the other side is yet another form of
innovation.

'The four people or companies listed here showcase innova-
tion in all its forms. Some are already famous for their creations;
others are just getting started. All have one thing in common:
an entrepreneurial spirit.

The Asberys

qua izer y

Like many great companies,
Equalizer started with a man
tinkering in his garage.

The late Ray Asbery saw
technicians struggling to re-
move windshields from the
newly redesigned Ford Tau-
rus in the 80s and decided to
make a tool to help.

The urethane at the bot-
tom of the windshield was
too thick for the cutout tools
available, so technicians went
a bit rogue to extract the glass.

“Technicians were beating the glass out with a hammer to get
it out in a reasonable amount of time,” says Eric Asbery, Ray’s son
and the CEO of Equalizer. “My dad saw that and said, “There’s
got to be a better way to do this.”

So, Ray Asbery set out to create it. He worked in his ga-
rage and eventually figured out a power tool modification
that would make a reciprocating extractor, which he called
“the Equalizer.”

That one tool blossomed into a whole company and many
other inventions, Eric Asbery says. It also laid the groundwork
for a program designed to help others in the industry bring
their inventions to reality.

Equalizer launched Project Invention in the late 80s. Techni-
cians or others with ideas for new tools send the company pic-
tures, descriptions or just “jotted-down notes” describing their
inventions, and the company tests the concept to see if it works.
If it does, and Equalizer sees a need for it, the company begins
exploring supply chain and mass production options.

Asbery says by 2021, Equalizer had paid out over $2.5 mil-

lion in royalties to these inventors since the program started.
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Damon Badenell
Iron Hide Covers

Damon Badenell is humble about his own innovation.

“Car covers aren't exactly rocket science,” says
Badenell, founder and owner of Iron Hide Covers. “I
don’t want to take credit for [creating anything new]. I
just want to provide a helpful product.”

While Badenell didn't invent car-protecting covers
for auto glass technicians, he does put ample time, cre-
ativity and labor into making the most “helpful” covers
he can.

Badenell taught himself how to sew and spends
hours in his un-air-conditioned garage making the
covers by hand. That’s after a full day’s work as an auto
glass technician.

Badenell makes the covers out of polyester fabric, like
boat covers. He lines the car-facing side of the front
and hood covers with a soft microfiber jersey fabric that
is gentle on the vehicle’s paint.

“I tried to find materials that were lightweight but
still provided protection,” he says.

Badenell also offers customized printing on each set
of covers, which is something he hasn’t seen other cover
providers offer.

“You can put anything from your logo to a picture of
the Ninja Turtles on there, and I'll do it for you,” he says.

Most recently, Iron Hide Covers launched a cloth
caddy that technicians can place on their glass racks to
store tools, supplies and personal protective equipment
in an easily accessible location as they work.

“T'ime is money,” Badenell says. “It’s good to invest in
[products like this] to make your life easier.”

www.agrrmag.com




ProSet Setting Tool

Christian Foss had the idea for the ProSet Setting Tool when a
glass company owner asked him what setting tool he'd recommend
for trainee technicians. He wanted something that would be intui-
tive for new installers and minimize warranty issues for his company.

As Foss thought about the question, he realized there weren't any
tools on the market that allowed for both easy setting and a low
warranty claim rate. So, he decided to create one.

“I told [the owner] that I could build a setting tool that would be more
universal,” Foss says. “He said I should do it, and he would buy from me.”

Foss asked himself what would make installations easier, and used
that as inspiration. He liked setting tools with long acrylic rods, but
they had limitations.

“I felt it was on the wrong side of the windshield,” Foss says. “It
needed to be on the outside so you didn’t have to lift the glass to re-
move it, which would stretch the urethane and potentially create leaks
or squeeze the urethane out on the opposite side. The other drawback
was that the tool had to be placed on the driver’s side and the installer
had to set from the passenger side only. All the installers I knew set
from the driver’s side, so I wanted my tool to be ambidextrous.”

Foss accounted for windshields that went deep under the hood by
putting a sliding bar on his tool.

“It took about a year and a half to come up with all the elements to
allow it to adapt to every hood and every windshield,” he says.

Not only did he succeed in making his own job more manageable,
but Foss has also heard from many technicians, shop owners and
managers about how the ProSet tool allows them to keep working
longer than they thought they'd be able to.

“They tell me that the ProSet took a lot of strain and stress off
their bodies,” Foss says. “I've even had a few owners and managers
tell me it’s saved some of their employees’ jobs. They were strug-
gling with leaks and warranty issues. The setting tool helped reduce
errors, and they became much better installers.”

'The PipeKnife Company acquired the marketing and production
rights to the ProSet Setting Tool in the fall of 2024, but Foss re-

mains active with the brand.

www.agrrmag.com

Gabriel Duran
2025 Ingenuity Award Winner

Becoming an auto glass technician was more than
just a career change for Gabriel Duran, the Auto
Glass Week™ 2025 Ingenuity Award winner. It was
a fresh start.

Duran was the first official graduate from the
Fix Network Apprenticeship Program (FNAP) for
auto glass technicians and now works at Speedy
Glass USA in Kennewick, Washington.

Duran caught the eye of the 2025 Auto Glass
Technician Competition (AGTO) judges with his
clever tool layout and a device that attached to the
back hatch, locking it in place while he worked on
the backlite. That Duran won the Ingenuity Award
for this setup is not surprising. He has demonstrated
ingenuity and innovation throughout his career.

Duran was homeless before he entered the
FNAP. He and his pregnant girlfriend, now fiancée,
were living on various friends’ couches when a local
nonprofit connected him with the apprenticeship
program. That, Duran says, was a blessing.

“It was rough,” he says. “I didn't really have any-
thing going for me at the time.”

Duran says he would never have been skilled in
his craft enough to make the AGTO finals so soon
in his career without instruction from his first man-
ager/trainer.

“He taught me everything I know,” Duran says.
“He taught me to follow procedures and stick to
the guidelines.”

Duran’s first manager also gave him the
door-locking tool and taught him the setup that
impressed the AGTO judges. Duran’s manager saw
him struggling to keep the trunk of a small car still
as he worked and gave him the tool.

“I use that tool every time I get the chance,” Duran
says. “It just makes my whole process a lot easier.”

Duran is grateful to have made the AGTO finals
and won the Ingenuity Award, especially since he
has only been in the industry for a few years. He
plans to keep learning new things every day and
compete again next year. ||
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AAPEX and SEMA Roll Into V@@-

recap), but the Automotive Aftermarket Products Expo
(AAPEX) and the Specialty Equipment Market Associa-

tion (SEMA) Show are still on the horizon.
‘These events have much to offer, but their size and scope
can be overwhelming to anyone trying to focus on just one
aftermarket sector, like auto glass.

A uto Glass Week™ 2025 is over (see page 24 for a show

AGRR magazine® offers this guide to the event so you can
focus your time and attention on what youre most interest-
ed in. This guide includes a mini directory of many of the
glass-related exhibitors for each event, as well as descriptions
of each of the shows and what they offer.

*AGRR magazine is not affiliated with AAPEX or SEMA in
any way.




o> SEMA

November 4-7, 2025
Las Vegas Convention Center
Las Vegas, Nevada

The SEMA Show caters to companies that provide aftermarket modifi-
cation services to automotive enthusiasts. Show organizers expect to wel-
come over 150,000 individuals, including exhibitors, attendees and media,
to the show floor and offer three days of educational sessions. The SEMA
organization was founded in 1963 and represents the broader automotive
aftermarket industry.

THE SEMA SHOW DATES AND HOURS ARE:

Tesday, Abo: 4,

from 7 a.m. to 7 p.m.

Wodesdzay, AbJ: 5,

from 8 a.m. to 7:30 p.m.

Tewvaday, Abo: 6,

from 9 a.m. to 4:30 p.m.,
with special events from 4:30 to 11:59 p.m.

Fridag, M- 7

is community day, with hours from 10 a.m. to 7:30 p.m.

Voad

o> AAPEX

November 4-6, 2025
The Venetian Expo (VE) and
Caesar’s Forum (CF)
Las Vegas

AAPEX offers aftermarket tools, parts, products, supplies and education
to automotive repair providers. According to its website, it has more than
1,400 product categories and more than 550,000 square feet of products
and technologies.

THE AAPEX HOURS AND DATES ARE:
Tesday, Moo 4,

from 6 a.m. to 5 p.m. with special events from 5 p.m. to 8 p.m.

Wednesday, Mo 5,

from 7 a.m. to 5 p.m. with special events from 5 p.m. to 6 p.m.

Toovadny, Abo: 6,

from 7 a.m. to 4:15 p.m. ]

www.agrrmag.com
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Tools
AEGIS Tools International
North Hall, Booth 12323

Equalizer Auto Glass Tools
South Hall Upper, Booth 35179

GT Tools
South Hall Upper, Booth 36160

Panther Pro Inc.
South Hall Upper, Booth 34223

Recalibration
AirPro Diagnostics
South Hall Upper, Booth 33211

Autel
South Hall Upper, Booth 38171

LAUNCH TECH USA
South Hall Upper, Booth 38073

Repair

Glass Mechanix,

A GlasWeld Company
West Hall, Booth 52056

GlasWeld
West Hall, Booth 52062

Glass Providers
Iron Glass USA LLC
North Hall, Booth 12561

Mygrant Glass Company
West Hall, Booth 61252

Parts
Precision Replacement Parts
Central Hall, Booth 24377

Adhesives
3M Automotive Aftermarket
South Hall Upper, Booth 30125

AAPEX

Burco Products

VE Booth A268

Fortuna Auto Industry Inc.
CF Booth C55011

K Source Inc.
VE Booth A632
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ber Ira Turner passed away in Au-
gust 2025 at 84.

Turner is survived by his wife, Na-
nette, and daughter, Elyce. He spent
30 years as president of the New York-
based glass distributor Diamond Auto
Glass, which his father and uncle estab-
lished. He also helped found the Long
Island Glass Association, was co-found-
er and owner of Syosset Glass & Mirror
in Syosset, New York, and treasurer of
NGA (then the National Glass Dealers
Association) in the 1980s. Turner start-
ed and, for many years, ran the very pop-
ular Glass Seekers, which located out-
of-stock and obsolete auto glass.

I ongtime auto glass industry mem-

The Boss-man

Craig Ohme now works for Dinitrol
but began his auto glass career under
Turner’s wing. Ohme graduated from
college in 1976 with an education de-
gree, only to find out there wasn't a high
demand for teachers at that time in his
area. He went to work for the Turners at
Diamond instead, where he stayed until
it closed in 1993.

One day, a customer called Diamond
and asked to speak with Ohme’s boss.

“I asked which one he wanted to talk
to, and the customer paused to try and
remember his name,” Ohme says. “Fi-
nally, he said, Td like to speak with Iggy.’
I brought the phone to Ira and told him
someone was looking for ‘Iggy’ The
nickname stuck after that.”

Ohme says Diamond always had to be
better than “the other guy.” For Turner,
this was more than a business decision.
It was a point of pride. According to
Ohme, Turner wasn't satisfied with be-
ing a local or even regional distributor.
He wanted to provide glass nationally
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By Abby Bowman

and be the go-to source for rare parts.

Tony Arcario, also one of Turner’s long-
time employees, says making that happen
was probably the most impressive part of
Turner’s career. Like Ohme, Arcario orig-
inally intended to be a teacher and only
started working for Diamond as a sum-
mer job. He stayed for many years and
held a number of roles during that time.

Arcario says Diamond established
itself as the national authority on rare,
foreign-made parts in the mid-70s.
Turner “did his homework” on the new-
est foreign-made cars making their way
into the United States so he could have
their glass on hand, Arcario says.

The Go-To Source

“When someone was having trouble
finding a part for a [rare, imported car],
others in the industry would tell them,
‘Call Ira. Call Diamond,” he says.

Arcario still doesn't quite know how
Turner managed to stay on top of the
latest imports, to the point that Dia-
mond sometimes stocked glass before
the automakers’ dealerships did or be-
fore NAGS had created a part number.
He knows Turner had a ton of domestic
and foreign industry connections, so he
probably heard about new imported ve-
hicles that way. Turner also simply har-
nessed the power of observation.

“He monitored the car magazines [to

R Honors a Legend

see what was trending],” Arcario says.
“When he saw a car that was new to the
U.S., hed cut out the picture and paste it
into a huge binder, like a scrapbook. He
used that binder as a reference tool to
help [visually] identify what part a cus-
tomer needed.”

Arcario says he and Turner constantly
challenged each other, which kept them
both accountable.

“In the end, Ira was the boss,” he says.
“But he allowed me to express myself
without fear. That’s rare.”

Turner gave Arcario a job no one
wants: cutting overhead during the com-
pany’s final years. Once he completed
that task, Turner was more grateful for
and proud of Arcario than ever before.

“He and Howard Turner gave me a

set of golf clubs,” he says.

The Mentor and Friend

Arcario says Turner helped countless
New Yorkers succeed in the auto glass
business. When Ira told him he made
career, Arcario knew he
wasn't exaggerating.

Turner’s best friend of 60 years, Steve
Friedman, says he knows little about the
auto glass industry but knows almost ev-
erything else about Turner’s life.

“I can tell you what a nice guy he was,”
Friedman says, explaining he and Turner
had been friends since their late teens,
when they used to bowl with others
from their school.

Friedman says that the bond remained
strong after graduation. The two enjoyed
their bachelor years together and later
ensured their wives and kids spent much
time together.

“He was a fun person to be with and
enjoyed life,” Friedman says. “I still think
about him every day. He'll be missed.” [l

someone’s

www.agrrmag.com



“ PANORAMIC HUD WINDSHIELD

<

A Pillar-to-Pillar display, using a large black edge area to turn the entire lower section of your windshield
into a wide-screen display. A major leap over older HUDs, which boasts extremely high resolution and
brightness and ensures that information remains sharp and visible even in direct sunlight.

e A New Class of Display

Unmatched Clarity, Day or Night

Designed for Focus

Customized Information, Always in View

e See More. Drive Smarter.

Your World. Augmented.

m2 U E = GOLD SPONSOR OF 2025 AUTO GLASS WEEK™
@ M f[E i~/

FUYA0 GROUDP Fuyao North America Inc. www.fygi.com 1-864-281-2760



Glass Rack Caddy
Showroom Iron Hide Covers’ latest offering is a cloth

BEST NEW PRODUCTS caddy for technicians to strap onto their glass
racks. It holds tools, supplies and per-

sonal protection
gear while still
leaving room
for the wind-

A New Extractor Tool shield to rest
'The Equalizer Sniper, a glass extraction on top. Read
tool with a heavy-duty brushless motor, is one of ~ 2 more about the }
the newest developments from Equalizer. The Sniper caddy and Iron
is compact and lightweight, which helps it maneuver Hide Covers

through tight areas. It also has an easy-access, twist-style on page 35.
blade clamp for quick blade changes and a built-in LED @®> www.iron-
light to illuminate dark corners. hidecovers.net
@> www.equalizer.com

RV Mirrors

Burco has launched a new line of RV mirror replacements for popular motorhome
makes, including Coachmen, Newmar, Entegra Coach, Holiday Rambler, Jayco, Tiffin
and Monaco Coach.

As with Burco’s other mirror offerings, the RV replacement line enables technicians to re-
place only the mirror glass, not the entire mirror assembly. This helps reduce costs and waste,
while retaining original equipment manufacturer-level optical clarity and safety compliance.

@> burcoinc.com | |

Auto Glass Week™ 2026

August 21-29, 2026

(Special Pre-day Sessions on August 26, 2026)
Henry B. Gonzalez Convention Genter

San Antonio, Texas

Be part of the auto glass industry’s premiere event that showcases
advancements and innovations in the OE and aftermarket auto
glass repair, replacement and calibration industry and forges
new professional connections. Expect unmatched education,
exhibitions, competitions, networking opportunities and
new additions, including Family Day.

Scan the QR code to receive event updates or visit
autoglassweek.com to see what you can look forward to in 2026.
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WANT TO SHOW THAT YOU'RE THE BEST
THE AUTO GLASS INDUSTRY HAS T0 OFFER?

UP
TAKE AND FASS

You'll get the recognition you have earned and deserved.

That's because AGSC Certified Technicians sweat proper
procedures. They sweat their customer’s safety and making
sure the job's done right.

FREE ONLINE TRAINING AVAILABLE.
FREE IN-PERSON TRAINING ON:

> May 7 in San Antonio, Texas

> September 11 in Reno, Nevada

> November in Northern New Jersey
(date and time to be announced).

CERTIFICATIONS AVAILABLE:

AUTO GLASS TECHNICIAN

AUTO GLASS MASTER TECHNICIAN

WINDSHIELD REPAIR TECHNICIAN

CALIBRATION TECHNICIAN (COMING SOON)
CUSTOMER SERVICE REPRESENTATIVE (COMING SOON)

EMO
AUTO GLASS
SAFETY COUNCILTM For information visit agsc.org or contact certification at www agsc urg

certification@agsc.org + 540.602.3263




DRIVE YOUR

@& No monthly fees

AUTO GLASS g somesenses
SALES
FORWARD
WITH
GLASS.COM.

contracts

Set your own
% pricing

o Highly-qualified
customers

® Target le codes
you service

Claim Your Account Today
Using Promo Code

AGRR2025

To Receive A $85 Lead Credit
Enough For Up To 3 Free Leads!

STATEMENT OF OWNERSHIP,
MANAGEMENT AND CIRCULATION

(This statement is published in compliance with the Act of October 23, 1962) Auto Glass Repair & Replace
(AGRR) magazine is published 6 times annually, for an annual subscription price of $40.00. Office of
publication is located at PO Box 569, Garrisonville, VA 22463; Headquarters of general business offices of the
publisher is located at PO Box 569, Garrisonville, VA 22463.

Publisher/ Editor: Debra Levy, PO Box 569, Garrisonville, VA 22463. Managing Editor: Dawn Campbell, PO
Box 569, Garrisonville, VA 22463. The owner is Key Media & Research, PO Box 569, Garrisonville, VA 22463.
Stockholders holding one percent or more of total amount of stock: Debra A. Levy. Known stockholders,
mortgages, and other security holders holding one percent or more of total amount of bonds, mortgages,
or other securities: None.

The average number of copies of each issue during the twelve months preceding the date shown is: Total
Requested Copy Distribution (Line 15f) + requested/paid electronic copies: 10,679 15 (a) Total number of
copies: 6,750; (b)(1) Outside County Paid/requested mail on PS Form 3541: 4,206 (c) Total Paid and/or
requested circulation: 4,206; (d)(1) Outside County Nonrequested copies stated on PS Form 3541: 2,032;
(4) Nonrequested copies distributed outside the mail: 4 (e) Total Nonrequested Distribution: 2,077 (f) Total
Distribution: 6,283; (g) Copies not Distributed : 467; (h) Total: 6,750; (i) Percent Paid and/or Requested:
66.94%; 16(a) Requested and Paid electronic copies: 4,148; (b) Total Requested and Paid Print Copies +
Requested/Paid Electronic Copies: 8,354; (c) Total requested Copy Distribution (line 15f) + requested/paid
electronic copies: 10,431; (d) Percent Paid an/or Requested Circulation (Both Print & Electronic Copies):
80.09%. Number of copies of single issue published nearest to filing date (Fall 2025): 15 (a) Total number
of copies: 6,200 (b)(1) Outside County Paid/Requested mail on PS Form 3541: 4,948; (c) Total Paid and/
or Requested Circulation: 4,948; (d)(1) Outside County Nonrequested copies stated on PS Form 3541: 775;
(4) Nonrequested copies distributed outside the mail: 5; (e) Total Nonrequested Distribution: 780; (f) Total
Distribution: 5,728; (g) Copies not Distributed: 472; (h) Total: 6,200; (i) Percent Paid and/or Requested
Circulation: 86.38%; 16(a) Requested and Paid Electronic Copies: 4,951; (b) Total Requested and Paid
Print Copies + Requested/Paid Electronic Copies: 9,899; (c) Total Requested Copy Distribution (Line 15f)
+ requested/paid electronic copies: 10,679; (d) Percent Paid and/or Requested Circulation (Both Print &
Electronic Copies): 92.70%. | certify that the above statements made by me are correct and complete.

Debra Levy, Publisher.
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(o ]\'I 1| W (o]0 calendar of events

November 4

Collision Industry
Conference

Resorts World Las Vegas
Forum for all segments of
the collision repair industry
to explore pressing topics.
Held in conjunction with
SEMA.

@) ciclink.com

November 4-7

Specialty Equipment
Market Association
(SEMA) Show

Las Vegas Convention
Center

Over 2,000 automotive
specialty equipment man-
ufacturers and automotive
manufacturers display new
products and connect with
global industry buyers.
@> semashow.com

November 4-6
Automotive Aftermarket
Products Expo (AAPEX)
Venetian Expo and Caesars
Forum, Las Vegas

About 2,000 auto parts
and technology suppliers,
distributors and retailers.
@> aapexshow.com

February 5, 2026
AGSC Technician
Certification Training
and Testing

Alohilani Resort
Honolulu, Hawaii

NWRD certified repair
technician, AGSC certified
replacement technician,
AGSC certified glass
ADAS specialist and AGSC
certified CSR training and
testing.

@)> agsc.org

Would you like to
feature an event?

Email details to
abowman@glass.com.

February 4-6, 2026
Glass Expo Hawaii™ ‘26
Alohilani Resort
Honolulu, Hawaii

Now including auto glass,
Glass Expo Hawaii™ is a
unique educational event
that offers tracks for sever-
al different glass industry
segments.

@®)> glassexpohawaii.com

March 25, 2026

AGSC Technician
Certification Training

and Testing

Long Island Marriott,
Uniondale, New York
NWRD certified repair
technician, AGSC certified
replacement technician,
AGSC certified glass

ADAS specialist and AGSC
certified CSR training and
testing. Held in conjunction
with Glass Expo Northeast.
@> agsc.org

March 25-26, 2026
Glass Expo Northeast™
Long Island Marriott,
Uniondale, New York

Now including auto glass,
Glass Expo Northeast™ is

a biennial event located in
Long Island, New York, and
is one of the largest glass ex-
pos in the northeast region.
@) glassexponortheast.com

August 27-29, 2026
Auto Glass Week™ 2026
Henry B. Gonzalez
Convention Center
San Antonio, Texas
This showcases the OE and
aftermarket automotive
glass repair and replacement
industry and includes
replacement, repai,
calibration and customer
service representative
competitions.
@®> www.autoglassweek.com
[ |

www.agrrmag.com



directory of suppliers

ADHESIVES/SEALANTS
Automotive Glass Adhesive Systems
SRP® Velocity™ Products

650 Pelham Boulevard, Suite 100
Saint Paul, MN 55114

P: 800/728-1817

F: 952/946-0435
www.srpproducts.com
info@srpproducts.com

SIKA CORPORATION
30800 Stephenson Highway
Madison Heights, Ml 48071
P: 800/688-7452

F: 248/577-0810
www.sikausa.com/agr

Sealants, Urethane

SIKA CORPORATION
30800 Stephenson Highway
Madison Heights, Ml 48071
P: 800/688-7452

F: 248/577-0810
www.sikausa.com/agr

AUTOMOTIVE GLASS
PILKINGTON NORTH AMERICA
3440 Centerpoint Drive

Urban Crest, OH 43123

P: 614/801-5900
www.pilkingtonclearadvantage.com
pilkington.team@nsg.com

To place a Suppliers Guide listing
please call Erin Harris at 540/602-3250

or email eharris@glass.com.
Deadline for theNovember/December
issue is November 14, 2025.

RV Glass

COACH GLASS

91302 N. Coburg Industrial Way
Coburg, Oregon 97408

P: 800/714-7171

F: 888/714-7171
rv@coachglass.com

AGRR-RELATED PRODUCTS
PILKINGTON NORTH AMERICA
3440 Centerpoint Drive

Urban Crest, OH 43123

P: 614/801-5900
www.pilkingtonclearadvantage.com
pilkington.team@nsg.com

Mouldings
PRECISION REPLACEMENT PARTS

5504 Sternberg Ave
Weston, WI 54476
P: 800/367-8241
F: 800/545-5083
WWW.prp.com

INFORMATION SOURCES
Associations

AUTO GLASS SAFETY COUNCIL™
P.O. Box 569

Garrisonville, VA 22463

P: 540/602-3252

www.agsc.org

NATIONAL WINDSHIELD
REPAIR DIVISION™

P.0. Box 569

Garrisonville, VA 22463

P: 540/720-7484

F: 540/720-5687
nwra@nwraassociation.org

AGRRMagazine

C IS
nd Replacemen
Connect With AGRR Magazine Today!

@ mn Yuu

agrrmagazine

AGRRMag

Follow us on Social Media. Your link to the latest auto glass news!
- wWww.agrrmag.com

www.agrrmag.com

LEAD GENERATION
glass.com

P.0. Box 569
Garrisonville, VA 22463
P: 888/854-5277
www.glass.com

RESEARCH/Data

Key Media and Research

P.0. Box 569

Garrisonville, VA 22463

P: 540/602-3265 F: 540/720-5687
www.keymediaresearch.com

SOFTWARE

Automotive Glass - Related
MAINSTREET COMPUTERS, INC.
330 Charles Street

Belleville, Ml 48111

P: 800/698-6246

F: 734/697-8228
www.mainstreetcomp.com

TOOLS AND SUPPLIES
AEGIS Tools International

908 West Main Street

Laurel, MT 59044

P: 888/679-7474 | 406/628-8231
F: 406/628-8354
www.aegistools.com
info@aegistools.com

EQUALIZER INDUSTRIES INC.
2611 Oakmont Dr.

Round Rock, TX 78665
P:512/388-7715

F: 512/388-4188
www.equalizer.com
sales@equalizer.com

WINDSHIELD REPAIR
PRODUCTS

AEGIS Tools International

908 West Main Street

Laurel, MT 59044

P: 888/679-7474 | 406/628-8231
F: 406/628-8354
www.aegistools.com
info@aegistools.com

DELTA KITS INC.

1090 Bailey Hill Road, Suite A
Eugene, OR 97402

P: 541/345-8554

F: 541/345-1591

www.deltakits.com |
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Clearly Speaking | Business Advice

How’s Your Service?

ccording to the U.S. Bureau of
ALabor Statistics, roughly 20-24%

of new businesses fail within their
first year, with about 50% failing within
five years and approximately 65% with-
in ten years. This means that, from the
beginning, small auto glass shops need
to keep cash flow rolling. They need to
create solid brand awareness with the
average consumer and keep those cus-
tomers for life.

Providing excellent service is one of
the best ways to promote your company.
Our industry mindset should be that we
don’t just want customers’ business once;
we want them and their loved ones to
choose us without a second thought if
they ever need a repair or replacement

BY PATRICIA SMILEY

"Our industry mindset should be that we don't just
want customers' business once; we want them and
their loved ones to choose us without a second thought
... in the future."

in the future. If you want your custom-
ers to leave positive reviews and recom-
mend your shop to their loved ones, your
service has to be memorable.

So, how do shop owners know if they
are providing good service? It starts with
taking a long look in the mirror.

How often do you test the quality of

business. You may need to make changes
if you don't like what you see.

Hiring a secret shopper can be another
great way to pinpoint customer service is-
sues and highlight your shop’s strengths.

With recent insurance and third-par-
ty administrator changes, offering mem-
orable customer service is more import-

your own service? If the | ant than ever for small, local shops.
Small auto glass companies in America
have to be ready to do the little things

well and consistently. ||

answer is “never” or “rare-
ly,” today is a good day to
begin. You can start by
searching your shop name
or keywords on Google or
social media to see what
others say about your

Here are some tips
to help shop owners
evaluvate their business:

Patricia Smiley is the president of Quackt
Glass in Columbia, South Carolina. Con-
nect with her on Linkedin.

How do your customer service
representatives sound on the phone?

Can you identify what makes
your business different from your

competitors?

Do you respond to reviews, good and
bad? Following up on a bad review and
fixing the problem goes a long way
toward earning customer respect.

Do you have an online quoting tool?
If so, does the quote itself look visually
appealing, or does it look intimidating?

That's me (right) helping to lead an educational session with
(from far left) Peter Brown and Neil Christensen at Auto
Glass Week™ 2025 showing shop owners the marketing tac-
tics that have helped me own my pond.
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auto glass software by pGw
The All-In-One Complete Business Platform

Unbeatable Features
Unbeatable Price

$34.99

UsSD/Month

VIN or Part I Plate

VIN Decoder
VIN, Dealer or Aftermarket Part Nun

() Unlimited VIN Searches

Job Type @¥ Customizable Reporting

Windshield Glass ', -
() Free Technician App

Customer Zip Code (Optional) @ =SSR AR (Manage Job Details, Appointments,
e : Scheduler & More)

m Secure Data Handling

gv ) Free Business Page
(Generate Unlimited Instant Job

P Quotes)
(v) Easy Transfer Data
(Transfer Data from Old POS Software)

Try for 90-Days FREE

www.everythingautoglass.com

g GETITON #  Download on the
r% GooglePlay | @ App Store




