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Coronavirus Update
Apr 6, 2022 -- Negotiating Masking Fees Boosts Revenue

• Body shops are getting paid more often for labor and supplies related to masking – a step often needed to prep a vehicle or panel
for paint. Body shops billing more often for masking and major insurers are paying more often, according to a new survey by
CRASH Network. Today, about 45% of shops are “always paid” or “paid most of the time” for masking, up from 24% in 2015.
Conversely, about 20% of shops reported never charging for the service and materials, which turns out to be lost revenue
opportunity. “It is clear from the results of these surveys that whether or not a repair facility is reimbursed for a particular item
depends, to a certain degree, on whether or not the shop negotiates for it,” states Mike Anderson of Collision Advice.

• A recent survey of auto body shop owners by Fender Bender finds that 45% are over 60 years old and only 6% are under 40.
About 47% have worked in the collision repair industry for 40 years or more, and 42% became shop owners when they were 20-29
years old.

• The number of vehicle miles traveled (VMT) is recovering. Vehicle miles traveled (VMT) in January 2022 were up 4.1% from a year
ago. VMT in 2021 increased 11.2% compared to a year earlier to reach 3.2 trillion, according to the US Federal Highway
Administration. The more miles people drive, the greater the chances for a collision and need for body repairs.

• The 2022 grading of auto insurers on how well they work with the industry to ensure quality repairs and customer service was
revealing. Of 90 insurers, only 32 received a B or higher and none of the top 10 largest received higher than a C+, according to
Fender Bender. Insurers posting the best scores were North Carolina Farm Bureau (A+) and Chubb (A-); same as in 2021 and 2020.

• Industry experts foresee collision repair firms needing to delve deeper into electronics repair and software tools as automakers
replace combustion engines with electric ones over the next 10-15 years and vehicles become increasingly computerized and
laden with sensors and cameras. Vehicles will be better able to “communicate” with technicians, which would speed diagnosis and
repair.



Industry Structure

Auto Body Shops 
33,000 firms

SUPPLIERS

OEMs 

Aftermarket Parts Dist. 

Recycled Parts Dist. 

Repair Equipment Dist. 

Painting Supplies Dist. 

Information Technology

NEW ENTRANTS

Mergers & Acquisitions 

DRPs and PBAs Favor Large Firms

SUBSTITUTES

Car Dealerships with In-house Body Shops 

Selling Car for Scrap

BUYERS

Insurers 

Vehicle Owners 

Fleet Owners 

New Car Dealerships

The average auto body shop operates out of a single location, employs about 8 workers, and generates just over $1 million annually.

• The auto body shop industry consists of about 33,000 firms that employ about 250,000 workers and generate almost $40 billion
annually.

• The industry is highly fragmented; the top 50 companies account for 20% of industry revenue.

• The industry includes multiple location operators (MLO)/multiple shop operators (MSO)/chains, franchises, and independent
operators. In 2019, independent shops accounted for 54.1% of total body work sales, while chains and franchises accounted for
26.6% (car dealerships accounted for the remainder).

• Large firms include ABRA/Caliber Collision, Gerber Collision & Glass, and Service King. Large franchises include Fix Auto USA and
Driven Brands (CARSTAR, Maaco).



Industry Demographics

Corporations (19.4%)

S-Corporations (54.5%)

Individual Proprietorships (18.1%)

Partnerships (8.0%)

19.4%
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Source: US Census Bureau



How Firms Operate
Products and Operations

Auto body shops provide structural and interior repair, paint, and customization services for vehicles, such as passenger cars, trucks,
vans, and trailer bodies.

• Maintenance and repair services for automobiles and light-duty trucks account for more than 90% of sales. Other sources of
revenue include repair work for heavy trucks and buses and retail sales of vehicle parts and supplies. Some firms offer auto glass
repair services.

• In Body Shop Business’ 2019 Industry Profile, labor generated 52% of gross sales, while parts generated 41%.

• The average collision repair shop was 15,114 square feet in 2019, according to a Collision Repair Education Foundation survey.
Respondents reported an average of 13.1 technicians and support staff and an average of 33.9 years in the business.

• The average driver needs collision repair services about once every seven years.

Auto Body Shops Revenue

Shops primarily repair and restore the body, paint, and interiors of automobiles, but may also perform aftermarket van conversions and
repair and paint trailers, buses, and other heavy vehicles. Major customers are insurers, vehicle owners, and auto dealerships. Shops
that are automobile manufacturer-certified facilities use OEM (original equipment manufacturer) or OEM-approved parts and approved
repair procedures. Firms may also use certified aftermarket parts, recycled parts, or non-certified parts.

Some auto body shops are members of insurers’ Direct Repair Programs (DRP) and receive referrals from insurers whose clients have
filed damage claims. In return, shops must use the types or brands of replacement panels, parts, and paint covered by the insurer and
charge for labor at a contracted rate, which is typically lower than what a shop would charge the general public. The average national
MSO had 9.3 DRP affiliations, while the average independent shop has 2.8 DRPs, according to CCC. Performance-based agreements
(PBA) with insurers base compensation on key performance indicators (KPI), a system that offers incentives for strong performance
and penalties for underperformance.

The collision repair process starts with a visual inspection of the vehicle and an estimate of damage. Specialized scanners help identify
damage that the eye cannot detect. A job’s “blueprint” is an itemized plan for repair that includes parts and labor details. Body shops
restore the structural integrity of car frames to manufacturer specifications. Technicians use pneumatic tools and plasma cutters to
remove damaged parts, such as bumpers and door panels. Major structural repairs may require the use of heavy-duty hydraulic jacks

Repair Services for Cars and Light-
Duty Trucks (92.0%)

Repair Services for Heavy Trucks
and Buses (3.0%)

Retail Sales of Parts and Supplies (
2.0%)

Other (3.0%)

3%

92%

Source: US Census Bureau



and hammers to realign the body. Technicians fit, attach, and weld replacement parts into place as needed. Exterior surfaces may
require sanding, priming, painting, and finishing. Large body shops may employ an assembly line approach, with each technician
dedicated to a specific task. Vehicle manufacturers offer certification programs that train technicians on new technologies and tools to
perform body work.

Marketing and promotional vehicles include traditional advertising (TV, print, newspaper, direct mail) and digital advertising (SEO, email,
social media). Chains and franchises benefit from national and regional marketing programs. Referrals and word-of-mouth are also
important generators of new business. New auto dealers without in-house body shops often refer business to a certified operator.

Revenue per Employee by Firm Size

Profit Drivers

Growing Repair Volume

Auto body shops need sufficient repair orders to fill their repair capacity. Participation in insurers’ DRP programs can help generate
steady repair volumes and shops also rely on local marketing and referrals from satisfied customers to attract vehicle owners. They can
increase their repair capacity by investing in facility expansions, as well as new equipment and technician training to shorten repair
cycle times.

Accurately Estimating Repair Costs

Auto body shops must accurately estimate the cost of repair jobs in order to price them for profitability. Since vehicle owners often get
repair estimates from multiple shops, firms must price jobs accurately to be competitive and increase their closing ratio.
Underestimating costs can lead to unprofitable repairs or dissatisfied customers and insurers if cost revisions are requested. Repair
cost estimation has become more complex as vehicles incorporate more technology. Diagnostic scanning tools can help in detecting
damage.

Improving Repair Efficiency

Auto body shops can increase the competitiveness of their repair estimates and the profitability of repair jobs by improving repair
efficiency. Reducing the labor hours to complete a repair through technician training or new equipment increases gross margins and
expands repair capacity. Information systems can optimize the scheduling of repair jobs and help ensure the timely availability of
needed parts and equipment.
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Industry Trends
Trends are affected by the COVID-19 pandemic.

Changes in revenue, employment, business practices, trade and forecasts are occurring rapidly and data reporting by the government
lags the changes. We are tracking changes in the “Coronavirus Update” chapter.

Growth for US Vehicle Base

After a brief decline, the US vehicle base has returned to slow growth mode, with an increase in older cars and trucks driving future
growth. The number of registered light-duty vehicles in the US, which includes passenger cars, light trucks, vans, and sport utility
vehicles, increased 2.2% in 2019, fell 0.4% in 2018, and rose 0.5% in 2017, 1.7% in 2016, 1.1% in 2015, and 1.7% in 2016. The number of
vehicles 16 years and older was projected to grow 22% from 2018 to 2023. With Americans holding on to cars longer, body shops must
retain expertise in older models while becoming adept at repairing newer models with complex technology.

Collision Claims Stabilize, Severity Rises

While the incidence of collision damage insurance claims has remained steady over the last few years, the severity of claims has risen.
Safety features have helped keep collision rates stable, although more expensive components in cars have led to higher claims.
Collision claim frequency was basically unchanged from 2016 and 2019 at 6.13 per 100 earned car years (365 days of insured coverage
for one vehicle), according to the Insurance Information Institute. Claim severity increased 4.8% in 2019 and 4.5% in 2018, after falling
0.9% in 2017 and growing 1.9% in 2016, with an average size of loss at $3,750 in 2019.

DRPs Going to Larger Firms

Insurers continue to shift increasing amounts of DRP work to national multi-location organizations (MLO). Between 2000 and 2019, the
share of overall repairable DRP appraisals going to national MLO’s quadrupled, growing from 5.8% to 35.8%, according to CCC.
Regional MLOs (at least three locations in a state) also gained share. Independent shops’ (defined as 1- or 2-location operations) share
of DRP work fell from 85% to 50% during the same time frame. Large insurers are also starting to move from DRPs to performance-
based agreements (PBA), which do not align well with how independent operators work.

Industry Consolidation

The collision repair market has been consolidating over time. The number of firms has declined significantly since 2000, and large
multi-location operators (MLO) continue to expand geographically by acquiring smaller firms. Private equity has also played a role in
the industry’s consolidation, with PE firms courting small and medium-size MLOs. The percentage of small shops (with annual sales
under $300,000) has steadily declined since 1995, while the share of large shops (over $1 million) continues to increase, according to
the Collision Education Foundation. The extended geographical reach of large firms is better suited for insurers’ Direct Repair Programs
(DRP), which prefer to work with a single point of contact.

Scans Becoming More Important

The electronic complexity of vehicles and the incorporation of Advanced Driver Assistance Systems (ADAS) have created demand for
diagnostic scanning as a routine part of the collision repair process. The frequency of scans has risen from about 10% in 2018 to 50% in
2020, according to a study by Mitchell International. The study also found that the frequency of fault codes generated by scans
increased for higher-end models of luxury vehicles and most (but not all) newer vehicles.

Driver’s Use of Electronics Stabilizes

Driver’s electronic use has stabilized, although distracted driving remains a problem in the US. According to the National Auto Body
Council, about 25% of car accidents result from drivers texting while operating their vehicles. The percentage of passenger vehicle
drivers talking on handheld phones fell from 5.2% to 2.9% between 2012 and 2017 and rose slightly to 3.2% in 2018, according to a
USDOT observational study. Visible manipulation of handheld devices rose from 1.5% to 2.2% between 2012 and 2015 and remained at
about 2.0%-2.1% through 2018. Young drivers are most susceptible with 35% admitting to texting while driving even though they know



the risks, according to an AAA poll.

Employment and Wage Trends

Employment by auto body repair shops increases

Overall employment by auto body repair shops changed 13.6% in February compared to a year ago, according to the latest data from
the Bureau of Labor Statistics.

Auto Body Shops Employment

Wages at auto body and glass repair shops rise

Average wages for nonsupervisory employees at auto body and glass repair shops were $25.04 per hour in February, a 4.9% change
compared to a year ago.
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Average Wages for Nonsupervisory Employees
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Credit Underwriting and Risks
Business Exit Rates: 3.0 Lower than US average for all businesses

Cyclical Sensitivity: 5.5 Moderate sensitivity

Barriers to Entry: 4.1
Moderate initial capital; moderate regulatory/technical
barriers; low concentration

External Risk: 6.1 High external risk

Industry Outlook: 5.5 Comparable to GDP; some cyclical risk

Financial Summary: 5.9 Average margins; moderate liquidity; high leverage

Key Metrics

METRIC VALUE COMPARISON

Business Exit Rate 2019—2020 6.67% 9.0% All Industries

Compound Annual Growth Forecast (2021—2026) 4.76% 5.30% GDP

SBA 7(a) Default Rate by Number of Loans (2010–2019) 3.07% 3.82% All Industries

SBA 7(a) Default Rate by Gross Loan Amount (2010–2019) 0.75% 1.21% All Industries

Underwriting Considerations

• How much of the company’s business comes from participation in Direct Repair Programs (DRP), receiving repair jobs from an
insurer?

• What is the company’s closing rate in turning repair estimates into repair jobs?

• How much is the annual investment in equipment and training of employees in evolving vehicle technology?

• In a highly competitive industry, how has the company maintained and grown market share?

Industry Risks

Dependence on Driving Behavior, Traffic, and the Economy

Driving behavior and traffic are the primary factors behind vehicle collisions. According to the Insurance Information Institute, when the
economy is strong, more people drive, leading to more traffic and more accidents. During the 2008/2009 recession, both miles driven
in the US and collision claims decreased. A flourishing economy boosts sales of more expensive vehicles that cost more to fix when
they wreck. During the pandemic, one industry expert noted that “repairers weathering the slump well fell into the “sweet spot” of
8,000-13,000 square feet and $250,000-$400,000 a month. They could deal with a volume decline. But MSOs doing $800,000-$1
million a month were “hit the hardest” and faced large overhead,” according to Repairer Driven News.

Competition from Dealers

Auto body shops compete with auto dealers with in-house collision centers, which accounted for 19.3% of the US collision market in
2019, according to Supplement Advisory. From 2011 to 2018, the share of new vehicle dealerships that operate body shops ranged from
35% and 40% of the market, according to the National Auto Dealers Association. AutoNation’s decision to open or acquire a total of 83
free-standing collision centers reflects a shift to diversify sales beyond new and used vehicles and move into more profitable services.

5.0
Industry Risk Rating:

Stable/Satisfactory



Working with Insurers, DRPs, and PBAs

The collision repair industry has a love/hate relationship with insurers, direct repair programs (DRP), and performance-based
agreements (PBA). Body shops benefit from the DRP referrals in terms of increased volume, but typically receive payments from
insurers that are negotiated down from the prices the shops offer to the public. This results in a greater volume of projects but lower
profit margins. Shops that don’t participate in a DRP may seem higher-priced on their repair quotes and be forced to justify their prices
and educate consumers on the value of their services in order to compete with DRP shops. The “Big 10” insurers are transitioning to
PBAs that are based on key performance indicators (KPI) and provide both perks and penalties.

Hidden Repairs

Even the best estimators are unable to see hidden damage, which creates unexpected repairs and incremental costs. Often,
technicians must remove panels or disassemble parts to discover the full extent of damage. Frame and crumple zone problems are two
common forms of hidden damage that require critical repairs to restore alignment. Technicians may also find problems with steering,
brakes, suspension, or engine components after repair work is underway. Hidden repairs require adjustments to cost estimates and
lengthen the repair cycle, both of which are typically unpleasant surprises for customers and require renegotiations with insurers.

Increasing Technological Complexity

The technological complexity of modern vehicles creates operational challenges for body shops. Some cars have dozens of costly
computerized components and advanced driver assistance systems (ADAS) that work in tandem with mechanical components. Electric
vehicles (EV) introduce an entirely separate electronic system and a high voltage battery system that must be disabled before repairs
begin. Because of the increased complexity, auto manufacturers require body shops to be certified before repairing vehicles and
purchasing parts.

Company Risks

Competition with Large Operators

Small auto body shops struggle to compete with large firms, which enjoy scale advantages that the “Big 10” insurers favor and enable
them to charge lower prices. Big operators have the financial resources to invest in technician certification and state-of-art equipment,
both critical as vehicles become more technologically advanced. MLOs and franchises also benefit from marketing resources and name
recognition, while small firms work with limited budgets.

Maintaining a Skilled Workforce

Collision repair requires a skilled workforce that is adept at fixing technologically complex autos. “Poaching” technicians from other
body shops is the largest source for hiring, according to the Collision Education Foundation (CEF). Unfilled entry-level needs averaged
0.7 technicians per shop, while unfilled experienced technician needs averaged 1.2 per shop, according to a 2019 CEF survey. Electrical
repairs and aluminum welding are the two skills that require the most experience.



Industry Forecast
Sales for the US auto body shops industry are forecast to grow at a 4.76% compounded annual rate from 2021 to 2026, slower than the
growth of the overall economy.

Vertical IQ forecasts are based on the Inforum inter-industry economic model of the US economy. Inforum forecasts were prepared by
the Interindustry Economic Research Fund, Inc.

Last Update: February 2022
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Working Capital
Sell and invoice

Auto body shops prepare estimates based on a visual appraisal of damage to a vehicle. Customers and insurers authorize repairs up to
the amount of the estimate. If the shop uncovers hidden damage during the repair process, it can renegotiate with the vehicle owner or
the insurer for the extra costs and revise the estimate. An estimated 89% of collision repair revenue is insurance paid, according to the
CCC.

Collect

Payment forms include cash, check, or third-party credit or debit card. Insurance payment practices vary by company and state.
Insurers may pay the body shop directly, issue a check to the vehicle owner, or issue a check made out to the vehicle owner and the
body shop. For self-pay clients, firms often require a deposit in advance to fund part orders. Body shops typically release vehicles once
the bill is paid in full.

“Short paying” occurs when insurers refuse to pay the full amount of the claim. Shop owners have successfully sued large insurers on
behalf of vehicle owners for short paying.

Collection periods average 5 to 15 days and receivables average 13% to 14% of assets.

Manage Cash

Cash flow is driven by the number of repair jobs and the average cost per job. Almost 60% of shops in Body Shop Business’ 2019
Industry Profile performed fewer than 15 jobs per week. Relationships with insurers through direct repair programs (DRP) and
performance-based agreements (PBA) help generate a steady flow of work. The average national multi-shop operator (MSO) had 9.3
DRP affiliations, while the average independent shop has 2.8 DRPs, according to CCC. Referrals from insurers can generate a higher
volume of repair jobs but typically pay lower rates compared to those offered to the public, creating a volume/profit trade-off. DRP jobs
also require proof of work and insurance adjuster approval for payment. In Body Shop Business’ 2019 Industry Profile, labor generated
52% of gross sales, while parts generated 41%.

A body shop’s average “keys-to-keys” cycle time affects cash flow; faster repair cycles allow shops to bring in more vehicles. Cycle time
is typically one of the key performance indicators (KPI) in PBAs. OEM repair procedures often dictate cycle time and the type of
replacement parts and may run counter to insurer requirements. Hidden damage and parts availability also affect cycle time.

Cash flow is also influenced by seasonal factors and inclement weather. Winter is typically the busiest time for auto body shops
because extreme snow and ice cause collisions. Bad storms and deep freezes can create backlogs and delays that slow the repair cycle.

Pay

Labor costs vary according to numerous factors, including geography and type of work, but average about 34% to 35% of sales. Body
shops typically charge a different hourly rate for metal, paint, and frame labor. The national average rate for body work was $59/hour,
frame work $73/hour, mechanical $94/hour, and paint and materials $38/hour, according to National Auto Body Research (NABR).
Compensation may include commissions.

Firms generally only order parts as needed and carry minimal inventory. OEM parts are typically significantly more expensive than
aftermarket parts, and insurers may refuse to pay for the additional cost. Inventory accounts for 8% to 9% of assets.

Rent averages about 11% of sales and advertising averages about 4% of sales.



Report

Operating margins average 7% of sales. The closing ratio is the percentage of estimates that become repair orders (RO) and should
average 65% to 70% (up to 85% for DRP shops). The average RO bill and repairs per week are key drivers of cash flow. The “keys-to-
keys” cycle time for 2018-20 drivable vehicles averaged 11.15 days, compared to 10.67 days for 2015-17 repairable vehicles, according to a
study by Mitchell International. The customer service index (CSI) measures customer satisfaction and is also a common KPI for insurers.
The touch time is the average number of billed hours per day per RO. Firms also track the gross profit margin on materials, parts, and
labor. Efficiency is the ratio of sold hours to work hours (workers may complete work in less time than the hours estimated).

Cash Management Challenges

Uneven Cash Flow Due to Seasonal Repair Demand

Demand for repairs is driven by collision activity, which is higher in the winter months in areas with snow and ice that create hazardous
driving conditions. Hailstorms and other severe weather can also cause widespread vehicle damage. To maintain strong relationships
with insurers and maximize revenue, auto body shops must have sufficient capacity to perform timely repairs during peak demand
times. However, this can leave them with idle capacity during periods of lower demand and may cause temporary cash shortfalls.

Maintaining Margins Given Lower Insurance Rates

Auto body shops rely on relationships with insurers through direct repair programs (DRP) and performance-based agreements (PBA)
for a steady flow of work. However, negotiated rates for repairs with insurers are typically lower than rates for the public, which can
squeeze gross margins for shops. Shops with a high mix of insurer work must focus on operational efficiency and cost management to
ensure that repair jobs are profitable.

Hiring and Retaining Skilled Workers

The need for experienced repair technicians is increasing for auto body shops as technology in vehicles becomes more complex and
lower repair rates from insurers require repair efficiency. Auto body shops compete with both other independent shops and new car
dealerships for experienced technicians. Competition may force them to offer higher salaries and other perks to attract and retain the
best workers.



Capital Financing
Projects that require capital financing include the purchase of property, buildings, equipment, machinery, and technology and
information systems. Firms invest in metal forming equipment and tools, frame realignment equipment, paint mixing and spraying
equipment, spray booths, and tow trucks. A body shop’s square footage limits the number of repair bays, lifts, and booths and defines
capacity. Scanning tools have become increasingly important in detecting damage for modern-day vehicles with sophisticated
electronics and advanced driver assistance systems (ADAS). The repair of aluminum components requires specialized tools.

Body shops also invest in technology and information systems to help manage day-to-day operations, including estimating, scheduling,
purchasing, billing, and parts and component management. Diagnostic scanners that are integrated with estimating software and
claims management systems simplify communications with insurers. Service King employs mobile technology that allows technicians
to dynamically document repairs in real-time to satisfy insurers, order parts, view manufacturer repair procedures, and communicate
repair status.

Firms also require capital to fund growth initiatives, by opening new locations, expanding existing locations, or acquiring other shops.
Large multiple shop operators (MSO), including ABRA, Caliber, and Maaco, have merged and acquired smaller MSOs to gain share and
better serve large insurers. ABRA can start a new shop with a $400,000 investment in equipment.

Sources of financing include commercial loans, specialized financers, and paint companies. Because most body shops are asset-light,
banks have been hesitant to provide traditional financing. Paint companies have offered loans for acquisitions in the form of a
“prebate,” according to Repairer Driven News. Private equity has been exceptionally active in the auto body shop industry. In 2020,
there were 14 private equity buyers and 1 strategic acquirer actively investing in body shops, according to the Romans Group. PE firms
have been targeting small and medium-size MSOs to help them expand.

Examples of Equipment Purchases

Auto Lift
$4,000 - 10,000

Service lift to allow access to underside of vehicle. Lifts can be two post or four post and designed to handle
different maximum weights.

Rotary Screw Air Compressor
$5,000 - 6,000

Provides compressed air for operating power tools, inflating tires, etc. Rotary screw design provides quieter
operation.

Paint Booth
$5,000 – 20,000

Metal booth with ventilation system and paint spray panels.

Infrared Curing Lamps
$300 - 30,000

Lamps cure paint and other coatings on vehicles. Equipment ranges in size from handheld and mobile racked
units to tunnels that cure an entire vehicle.

https://content.verticaliq.com/capfin/auto-body-shops-auto-lift.jpg
https://content.verticaliq.com/capfin/auto-body-shops-air-compressor.jpg
https://content.verticaliq.com/capfin/auto-body-shops-paint-booth.jpg
https://content.verticaliq.com/capfin/auto-body-shops-infrared-curing-lamp.jpg


Wheel Alignment Machine
$11,000 - 15,000

Computerized system for measuring and aligning wheels on vehicles.

https://content.verticaliq.com/capfin/auto-body-shops-alignment-machine.jpg


Business Valuation
This data on business valuations is supplied by DealStats, an online database with the most complete financial details on over 42,500
acquired companies. These companies are mostly small and medium-sized private firms.

Summary Valuation Data for Auto Body Shops

MEDIAN MEAN # TRANSACTIONS DATES

Price to Net Sales 0.37 0.43 198 09/03/1996—12/06/2021

Price to Gross Profits 0.71 0.84 180 09/03/1996—12/06/2021

Price to EBITDA 3.75 8.77 125 09/03/1996—12/06/2021

Price to EBIT 4.09 8.52 166 09/03/1996 —12/06/2021

Click on the metric below to see a distribution of transactions for the industry:

Count: 198 Min: 0.03 Max: 1.58 Mean: 0.43 Median: 0.37
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Price to Sales = Selling Price/Net Sales
Date range: 09/03/1996 - 12/06/2021



Count: 180 Min: 0.11 Max: 4.21 Mean: 0.84 Median: 0.71

Count: 125 Min: 0.34 Max: 167.88 Mean: 8.77 Median: 3.75
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Source: DealStats

Price to Gross Profit = Selling Price/Gross Profit
Date range: 09/03/1996 - 12/06/2021
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Date range: 09/03/1996 - 12/06/2021



Count: 166 Min: 0.0 Max: 167.88 Mean: 8.52 Median: 4.09

Selling Price, also known as MVIC (MarkSelling Price, also known as MVIC (Market Vet Value of Invalue of Invested Capital)ested Capital) is the total consideration paid to the seller and includes any cash, notes and/or

securities that were used as a form of payment plus any interest-bearing liabilities assumed by the buyer. The MVIC price includes the noncompete

value and the assumption of interest-bearing liabilities and excludes (1) the real estate value and (2) any earnouts (because they have not yet been

earned, and they may not be earned) and (3) the employment/consulting agreement values. In an Asset Sale, the assumption is that all or substantially

all operating assets are transferred in the sale. In an Asset Sale, the MVIC may or may not include all current assets, non-current assets and current

liabilities (liabilities are typically not transferred in an asset sale).

Source: DealStats 2019 (Portland, OR; Business Valuation Resources LLC). Used with permission. DealStats is available

at https://www.bvresources.com/learn/dealstats
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Financial Benchmarks
The following financial benchmark data is based on annual financial statements submitted by member institutions of the Risk
Management Association from Q2 of the first year listed through Q1 of the following year.

Financial Ratios (Auto Body Shops, Industry-wide)

MEASURE 2018-19 2019-20 2020-21

Current Ratio 1.00 1.10 1.27

Quick Ratio .81 .85 .91

Days Inventory 0.0 0.0 0.0

Days Receivables 14 5 7

Days Payables 0.0 0.0 0.0

Pre-tax Return on Revenue 8.46% 9.83% .16%

Pre-tax Return on Assets 55.18% 95.38% .49%

Pre-tax Return on Net Worth 678.20% -688.45% 2.60%

Interest Coverage 30.48 60.00 5.78

Current Liabilities to Net Worth 6.10 -4.01 1.42

Long Term Liabilities to Net Worth 5.19 -4.21 2.91

Total Liabilities to Net Worth 11.29 -8.22 4.33

Number of Firms Analyzed 287 201 141

Income Statement (Auto Body Shops, Industry-wide)

ITEM 2018-19 2019-20 2020-21

Revenue 100.0% 100.0% 100.0%

Cost of Sales 0.0% 0.0% 0.0%

Gross Margin 100.0% 100.0% 100.0%

Officers Compensation 3.05% 2.53% 2.71%

Salaries-Wages 32.48% 30.9% 32.86%

Rent 11.0% 10.99% 11.0%

Taxes Paid 6.55% 6.48% 5.5%

Advertising 2.62% 2.71% 2.52%

Benefits-Pensions 2.1% 2.12% 2.57%

Number of Firms Analyzed 287 201 141



ITEM 2018-19 2019-20 2020-21

Repairs 2.31% 2.29% 2.89%

Bad Debt 0.27% 0.29% 0.25%

Other SG&A Expenses 30.22% 31.49% 31.82%

EBITDA 9.4% 10.2% 7.88%

Amortization-Depreciation 2.73% 2.79% 1.75%

Operating Expenses 93.33% 92.59% 93.87%

Operating Income 6.67% 7.41% 6.13%

Interest Expense 1.59% 1.73% 1.41%

Other Income -0.88% -0.54% -1.58%

Pre-tax Net Profit 5.96% 6.22% 6.3%

Income Tax 0.16% 0.1% 0.03%

After Tax Net Profit 5.8% 6.12% 6.27%

Number of Firms Analyzed 287 201 141

Balance Sheet (Auto Body Shops, Industry-wide)

ASSETS 2018-19 2019-20 2020-21

Cash 22.79% 24.07% 30.21%

Receivables 13.9% 13.06% 10.04%

Inventory 8.88% 8.38% 6.95%

Other Current Assets 3.5% 5.11% 3.41%

Total Current Assets 49.07% 50.62% 50.61%

Net Fixed Assets 33.09% 32.21% 29.74%

Net Intangible Assets 8.58% 7.77% 9.85%

Other Non-Current Assets 9.25% 9.41% 9.79%

Total Assets 100.0% 100.0% 100.0%

LIABILITIES

Accounts Payable 14.34% 12.65% 8.96%

Loans/Notes Payable 15.01% 17.74% 20.45%

Other Current Liabilities 18.82% 15.39% 14.13%

Number of Firms Analyzed 287 201 141



LIABILITIES

Total Current Liabilities 48.17% 45.78% 43.55%

Total Long Term Liabilities 31.21% 30.91% 37.09%

Total Liabilities 79.37% 76.7% 80.63%

Net Worth 20.62% 23.3% 19.36%

Total Liabilities & Net Worth 100.0% 100.0% 100.0%

Number of Firms Analyzed 287 201 141

Vertical IQ financial benchmark data is based on data provided by the Risk Management Association (RMA) and Powerlytics,

Inc. RMA’s Annual Statement Studies provide comparative industry financial benchmarks based on financial statements of

small and medium business clients of RMA’s member institutions. Additional detail on income statement line items is provided

using Powerlytics financial benchmarks, which are based on reporting submitted to the IRS. Additional detail on these data

sources can be found at RMA and Powerlytics.

https://www.rmahq.org/annual-statement-studies/
http://www.powerlytics.com/


Quarterly Insight
1st Quarter 2021

Customers Prefer Online Services

About 78% of “tech-savvy” consumers surveyed by data analytics firm Solera said that they’d favor a body shop “that provides more
digital channels to quote, book, and track repairs.” Solera said that 76% of respondents “trust automotive claims driven entirely by
Artificial Intelligence,” and 72% of respondents said that they would trust an "automated claims and repair journey." About 73% of
“would choose an insurer using AI to process claims quicker,” and 67% would switch to a rival insurer if it provided “a faster digital
experience.”



Industry Terms
ADAS

Advanced Driver Assistance Systems

Big 10 Insurers

Travelers, USAA, State Farm, Nationwide, Farmers/21st Century, Progressive, Allstate, American Family, Liberty Mutual/Safeco, and
GEICO

Blueprint

Itemized plan for repair that includes parts and labor details

CSI

Customer Satisfaction Index

DRP

Direct Repair Program, insurer program that refers clients who have filed damage claims. In return, shops must use the types or brands
of replacement panels, parts, and paint covered by the insurer and charge for labor at a contracted rate, which is typically lower than
what a shop would charge the general public.

Efficiency

Ratio of sold hours to work hours (workers may complete work in less time than the hours estimated)

Keys-to-Keys

Cycle time from vehicle drop off to pick up

MLO

Multiple Location Operator

MSO

Multiple Shop Operator

OEM

Original Equipment Manufacturers

PBA

Performance Based Agreements, contracts with insurers that base compensation on key performance indicators (KPI), a system that
offers incentives for strong performance and penalties for underperformance

RO

Repair Order, document used to track labor hours and parts



Short Paying

Occurs when insurers refuse to pay the full amount of the claim

Touch Time

Average number of billed hours per day per RO



Web Links
Fender Bender
News and trends

Repairer Driven News
News and trends

National Auto Body Research
Statistics and research

Body Shop Business
News, events and resources

Insurance Information Institute
News, trends, and statistics about vehicle claims

https://www.fenderbender.com/
https://www.repairerdrivennews.com/
https://www.nationalautobodyresearch.com/
http://www.bodyshopbusiness.com/
https://www.iii.org/


Related Profiles
Auto Dealerships

NAICS: 441110 SIC: 5511

Auto Repair Shops

NAICS: 811111 SIC: 7538

Paint and Varnish Wholesalers

NAICS: 424950 SIC: 5198

Paint, Coating & Adhesive Manufacturers

NAICS: 3255 SIC: 2851, 2891, 2899

All contents of this "Report", including without limitation the data, information, statistics, charts, diagrams, graphics and other material
contained herein, are copyright © 2022 Vertical IQ, Inc. or its licensors, all rights reserved. Use of this Report is subject to the Terms of
Use accepted upon purchase of a license to this Report, and this Report is intended solely for the purchaser’s internal business
purposes as further described in the Terms of Use. Except as expressly authorized in the Terms of Use (which permits the purchaser to
provide a single printed copy of this Report to its bona fide clients and prospective clients at no charge), this Report may not be, directly
or indirectly: shared, resold, transferred, brokered, published, reproduced, displayed publicly, used to create any derivative works or
otherwise distributed. The purchaser assumes sole responsibility for use of this Report and conclusions drawn therefrom. EXCEPT AS
SPECIFICALLY SET FORTH IN THE TERMS OF USE, VERTICAL IQ, INC. MAKES NO REPRESENTATIONS OR WARRANTIES, EXPRESS
OR IMPLIED, REGARDING THE CONTENTS OF THIS REPORT, OR USE OF OR RELIANCE ON THIS REPORT, AND THIS REPORT IS
PROVIDED “AS IS”.

If you have received a copy of this Report in electronic format and you did not purchase a license to this Report directly from Vertical
IQ, Inc., please destroy all electronic copies of this Report and contact us at info@verticaliq.com to report a potential violation of the
Terms of Use for this Report.

https://app.verticaliq.com/industries/13-auto-dealerships
https://app.verticaliq.com/industries/9-auto-repair-shops
https://app.verticaliq.com/industries/341-paint-and-varnish-wholesalers
https://app.verticaliq.com/industries/258-paint-coating-adhesive-manufacturers
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