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Johnny Lam works onacaratthe Servrce King near Central Expressway and Sprmg Va!ley Road in Rlchardson Serv;ce
ng [ top managers own20 percent of the company..

. Continued from agelD

Over the,"next six months, ,
the company plans to acquire

- shops in Waco, Temple, Aus-

~ tinand San Marcos, said Bon-

zer, who was executive direc-

tor of the Texas Departmen’c of

Commerce from 1991 to 1994
and founder of the Womens
~'Museum in Dallas

_ “Those markets. [along the

1-35 corndor] and Houston

generated $1.7 billion in reve-

nue for the collision repair
_business last year out of $2.5

billion statewide,” she said.

That's where the action 1s. 4

Lennox founded his busi-
ness in a three-bay tin garage’

in West .Dallas; and it has

~ sradually grown to a company

~ 0f 1,000 employees with $150
million in revenue last year.

 “Ilike the idea of having a.

stable, secure company, and I
find the best way to do that is
to have alarge company,” said
Lennox, 58, a graduate of
- Spruce High School in Dallas.
“It might be slow in Hous-
ton, but it will be booming in
Dallas — or vice versa.”

Lennox financed most of
Service King's growth with
revenue; allowing the compa-

ny.to avoid much long—term
debt:

But he’s not afra1d 10 as-

~--sume debt to buy good shops.

“If the right opportunity is -
there, we'll do what wehaveto

do,” he said.

The company, which ex-
pects growth of 24 percent
this year, believes it has a “se-
“cret sauce” for success in the

‘tough collision repair busi-

~ness,-said Bonner, 61, who is
Lennox’s sister-in-law.

ters sohd relatlo ships with
- insurance companies

In addition, the top man

percent. of the company, giv-

ing them an incentive to keep

_pushing it forward, said Len-
- nox, who holds the remaining
80 percent with his wife.

“The only way we can hon-

or our comnutments to them -
s . growth,’
“That’s what keeps your peo-:

-~ Lennox - said.

ple motivated, stimulated.”

Business relationshipS'

Body shops coéxist with

duto insurance companiesina

‘sometimes’ contentious - sys-
“ter similar to health care. '

Insurance companies mea-

_sure the quality, efficiency and

cost of body shops. They rec-
ommend shops to their cus-

“tomers based on those met-

Tics.

shops often have an advantage

because of their economies of -
~-scaleand greater speed. . -

Operators with multiple

VCOS'E -

agers at Service King own 20 be

rierbolts”
Although Service ng of—

ten views smaller groups like

Caliber and Herb’s as their

primary competitors, they ac-
tually fight more for work

with the body shops at car

dealerships, Bonner said.

_ “Car dealerships combined
are our real competltlon, she
said: =

- But those dealershlps may

also offer Service King even
more

opportunities
growth. : .

The | company - provides
body shop services to 32 area

~dealerships, including Ford,
Chrysler, Honda, Hyundai,

Kiaand Mitsubishi stores:
~“Dealers have a $16 [mil-

lion] or $18 million invest--
ment in their facilities and re-
alize ‘that body shops are

tough facilities to run,’

McFadden said. “It’s difficult :

for:

History: Foundedin1976 by
Eddie Lennox as.aone-man
body shop in‘atiny'garagein

“West Dallas:

Today: 42 collision-repair

shops, including 23inthe
Dallas-Fort Worth area, Tin
Houston and eight in San An-.

Only about 35 perct
car dealerships in the ,
have body shops, said Paul
Taylor, chief economist at the

National Automobﬂe Dealers
: Assocm’mon

“You've got increasing en-
wronmental personnel and
other issues” Taylor said.

“People who run a terrific

dealership can struggle Wlth

their body shop.”

Service ng is focusmg n

_expansions in Texas for now,

‘but it may ultimately look out-

~side the state, Lennox and

Bonnersaid: -

But it is not bulking up to
look more attractive to a po-
tential buyer, Lennox said.

“I'my still having fun watch-

'ing‘ the company grow,” he

said. “If we had financial
problems and couldn’t grow,
we might be in the market to
sell. We Te domg thls because
we can’”




