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The auto collision repair industry is in 
the mid-stages of a massive shift toward 
consolidation that has major impacts for 
stakeholders. 

The status quo is, increasingly, a less-viable 
option; for many businesses, the massive 
changes across the industry necessitate 
action. 

In light of that context, this whitepaper will examine:

1.  How the industry developed
2.  The current state of the industry as it relates to   
     collision repair businesses
3.  How collision repair owners should move forward

General Information

Let’s get started.
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Thirty years ago , in the 1980’s, the collision repair industry in North 
America was much more fragmented than it is today.

Traditionally, collision repair businesses were small and localized, geared 
to meet regional demand with, at most, a few locations. The market 
was not as mature as it would become; at this point in time, there were 
a limited amount of large-scale, multiple-location operations, and most 
businesses were under ownership of either the founder or second-
generation management.

Due to a combination of global changes and natural market maturation, 
however, the industry began an inevitable shift.

An initial phase of consolidation took place in the 1990’s, driven largely 
by existing larger multi-location businesses in a push for profit and 
revenue growth through economies of scale. These companies sought 
to provide cost-effective returns and better service both to consumers 
and to insurance providers, but the promise of efficiency went largely 
unfulfilled due to poor business integrations and ill-fitted alignment to 
insurer’s expectations. By the early to mid-2000’s, industry consolidation 
had slowed significantly.

The recession of 2007 and 2008, though, provided a market reset – 
and the subsequent decade has represented a largescale (and more 
effective) shift toward consolidation driven by a variety of factors such as;

Private Equity Investment
Data and Technology Shifts

Insurer Relationships

1. How the Industry Developed11
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Arguably the primary driver for industry consolidation has been private 
equity investment – although, of course, this in itself is the consequence 
of a variety of investment-favorable market factors.

Notably, the industry is mature (with an approximate size of $32 
billion in 2015) but still mid-stage in terms of consolidation; these two 
characteristics allow for the creation of high-return opportunities for 
investment. 

Additionally, management and ownership teams are generally 
mature, and (with many businesses now in second-to-third generation 
ownership) are often more open to selling than founders were thirty 
years ago. Finally, the barrier to entry into the industry is relatively high, 
which increases the appeal of growth through M&A.

Private Equity Investment

Data and technology shifts have also played a role in the development of 
the industry.

Most critically, better technology makes the operation of multi-location 
businesses much more efficient and allows for these firms to truly 
capitalize on economies of scale. 

From HR-geared technology (such as improved timesheet tracking), 
to supply chain management software, to comprehensive enterprise 
resource planning solutions that span the full spectrum of operations, 
multi-location businesses are able to coordinate logistics much more 
effectively than they were in prior decades.

Data and Technology Shifts
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Multi-location businesses are now more efficient thanks to data; so, too, 
are insurance providers. And providers are especially interested in data 
solutions that drive efficiency in repairs, something which larger collision 
repair businesses are better able to provide.

Realizing the improved cost-savings and geographical accessibility of 
larger, multi-location collision repair businesses, insurance providers 
have increasingly gravitated toward offering these bigger firms more 
strategic and beneficial partnerships – and in short, more business.

This has raised the level of difficulty that smaller collision repair 
businesses face in continuing ordinary operations and has offered an 
additional incentive toward industry consolidation. 

Insurer Relationships
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While the industry has significantly consolidated over the past several 
years, it is still within the mid-stages of this shift – meaning that there is 
more consolidation still to come. Multi-location businesses continue to 
chase growth and efficiency, and insurance providers continue to show 
preference to larger businesses.

Here’s what that means for different industry players.

2. The Current State of the Industry

Large Multi-Location Repairers

For the large multi-location repairers (businesses with annual revenue 
over USD 20 million), the current state of the industry represents both 
promise and risk.

On the positive side, there is certainly potential for further growth; the top 
earners in the market continue to account for more of the market’s total 
value each year, although the pace of the growth is beginning to slow.

However, there is also risk for companies that don’t achieve effective 
growth: they face the danger of being edged out by more successful 
competitors as market factors continue to favor larger economies of 
scale.

Practically, this means that large multi-location repairers are looking 
to strategically acquire smaller firms in order to sustain growth while 
continuing to increase organic growth as well. And if they aren’t pursuing 
this game, they may be better off being acquired themselves.

22



Trusted Advisor to Middle Market Companies  |  www.kingsmooradvisors.com  |  203.542.7255 Trusted Advisor to Middle Market Companies  |  www.kingsmooradvisors.com  |  203.542.7255

Data and technology shifts have also played a role in the development of 
the industry.

Most critically, better technology makes the operation of multi-location 
businesses much more efficient and allows for these firms to truly 
capitalize on economies of scale. 

From HR-geared technology (such as improved timesheet tracking), 
to supply chain management software, to comprehensive enterprise 
resource planning solutions that span the full spectrum of operations, 
multi-location businesses are able to coordinate logistics much more 
effectively than they were in prior decades.

Small Repairers
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As we’ve seen, the collision repair industry has consolidated over the 
past decade and the ramifications for business owners are significant.

Larger businesses must decide between aggressive growth or a merger. 
Smaller businesses have fewer options.

Here’s the bottom line. Given the competitive disadvantages they face, 
the best long-term path for smaller collision repair business owners 
is most likely to sell. Continuing to compete in the market will yield 
decreasing returns and erode leverage in negotiations.

Instead of striving to make it while inevitably being pinched until value 
declines, business owners should seek to strategically position their 
assets to capitalize on their market advantages while they exist.

This may include:

 •  Process refinement
 •  Financial analysis
 •  Zero-based budgeting
 •  Optimization of other business operations
    (depending on the state of the company)

With the proper strategy and preparation, a smooth and beneficial exit is 
possible. In most cases, smaller collision repair business owners should 
pursue it.

3. What Collision Repair Business Owners 
Should Do Now33
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The collision repair industry is in the midst of large-scale change. 
Consolidation has increased competition and disadvantaged smaller 
businesses, meaning that “business as usual” is no longer possible. For 
some businesses, this means that the time has come to seek a partner 
for acquisition.

If you’re considering a merger or acquisition, get in touch with us. 
We offer expert guidance built on more than 30 years of experience 
overseeing over $6 billion of aggregate transaction value.

At Kingsmoor Advisors, we help you find the right acquisition 
opportunities for your business, then guide you through the process so 
that you can maximize your value and maintain your legacy.

MAKE THE RIGHT DECISION WITH EXPERT 
GUIDANCE

ARE YOU READY TO 
SUCCESSFULLY NAVIGATE 
THE COLLISION REPAIR 
INDUSTRY AND MAKE THE 
RIGHT DECISION FOR YOUR 
BUSINESS?

(203) 542-7255 
kingsmooradvisors.com 
500 West Putnam Avenue, Suite 400 
Greenwich, CT 06830

Let’s talk.


