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Windshield repair

Market potential

fyou are in the windshield repair-

only or repair and replacement

business, your market is huge; so big
that you and your competitors could
not put a dent in it.

To determine the number of poten-
tial jobs in your local market, first con-
tact the Department of Motor Vehicles
to find out how many registered vehi-
cles are in your county. The next step is
to determine how many of those vehi-
cles are in need of windshield repair or
replacement. One of the most eye-
opening things I ever did was conduct a
parking lot survey. There is no better
place to find out how many windshields
in your market need repair or replace-
ment than a parking lot.

When surveying a parking lot,
choose a lot that local vehicle owners
use, like a grocery store or Wal-Mart.
Do not survey a tourist area. You might
also consider getting outside help. My
business hired Knott Laboratory in
Centennial, Colo., to survey parking
lots in Denver. I was referred to Knott
Lab by the people at ABC News 20/20,
to whom I provided parking lot surveys
and other information when they did
their report on the dangers of unsafe
windshield replacements in February
2000.

What to look for

The highest percentage of wind-
shield repairs consists of stone breaks,
followed by edge cracks, then floater
cracks. An edge crack is one with an
impact point located within 2 inches of
the edge of the windshield. This
perimeter area makes up 15 percent to
20 percent of a windshield’s exposed
surface area and is subject to residual
and induced stress. Residual stress
results from the molding and annealing
process. It makes the 2-inch perimeter
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area fracture two-and-a-half times eas-
ier than the rest of the windshield. (See
Society of Automotive Engineers, SAE,
technical papers 1999-01-3160 and
2002-01-1991 available at www.sae.org.)

This area on the windshield also is
subject to the induced stress of installa-
tion. Induced stress is the reason this
type of damage immediately cracks to
about 10-12 inches. An edge crack is
never the result of a stone break
because it cracks almost immediately.
If on the rare occasion the damage has
not cracked, it will as soon as you try to
put resin into it.

A floater crack is a stone break—star
break, combination break or bullseye—
that has cracked due to exposure to
severe temperature changes. It does not
usually run to the edge of the glass,
which is why it is called a “floater” crack.

The survey says

As the chart on Page 22 illustrates,
I surveyed parking lots in 13 cities,
recording the number of stone breaks,
floater cracks, edge cracks and miscel-
laneous damages in each lot. In some
locations, I also counted the number
of vehicles with damage that had
already been repaired. The following
numbers are based on the number of
repairs per vehicle.

Out of 5,523 vehicles, the number

Assoctation’s National Windshield Repair Committee. Write him at rich@ultrabond.com.
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of potential jobs, broken down by

type of business, were:

* For repair and replacement compa-
nies: 3,037. This figure is based on
the number of vehicles that had
cracks or stone breaks, or were in
need of a windshield replacement

 For repair-only companies: 2,969.
This figure is based on the number
of vehicles that had cracks or stone
breaks

* For replacement-only companies:
304. Although 843 of the vehicles
surveyed were subjectively in need
of a windshield replacement, only 5

percent to 6 percent of windshields
are replaced in the United States
annually, cutting that number down
to a potential 304 jobs.

Market potential

If you want to double or triple your
company’s market potential, increase
your repair repertoire. Only 3.6 per-
cent of repairable damages surveyed
had been repaired.

Listen to what consumers always say.
The customer with a stone break says, “I
just don’t want it to crack.” The customer
with a crack says, “I just don’t want to







