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From Bodyshop Magazine (UK) August 2008

Bodyshop Magazine Editor Heather Grant talks to Spies Hecker Brand Manager Thomas Melzer about brand values, manufacturer approvals and distribution methods

1. What do you see as the strengths of the Spies Hecker brand?

Honest, loyal, trustworthy – these are words often used to describe a company; but Spies Hecker ensures that it delivers. That’s why, in the UK for instance, the company is consistently voted ‘best paint company’. We are continually reviewing our product systems and sometimes are criticised for not rushing into markets just to claim that we’re first. Rather, we’d prefer to thoroughly test and re-test so that when we do launch we will compete at the highest possible level.

2. Where do you see growth for Spies Hecker?

I don’t want to give a flippant answer, nor do I want to sound complacent; but currently we are growing in all areas of our activities. Of course we are helped by the economic growth of central and eastern European countries as well as the Middle East, but our market data shows that even in the mature markets of western Europe we are either maintaining market share or we are growing – France and the Netherlands are particularly strong at present

3. What are you doing to improve business profitability for bodyshops?

I mentioned our product systems earlier. In these areas quality is a given: And it’s this, coupled with ease of use, that helps the bodyshop to greater profitability. However, there are always new and innovative developments that offer additional help. The UV System we launched recently, for instance, offers a solution especially for SMART repairs. 

Bodyshop productivity isn’t just a matter of looking at the throughput or the ratio of input and output. When Spies Hecker talks about efficiency we look at all the input factors for the entire bodyshop process. We aim to provide solutions that bring bodyshops to a more efficient level. And not just in the paint process. Our CUI network of independent bodyshops receives this level of support and, with a new tool called BIS that we are currently rolling out across Europe, we will be able to analyse the entire financial activities in a bodyshop. 
       4. Does Spies Hecker have any plans to align itself to a work provider?

This clearly depends on each individual market situation. Through our networks such as CUI we can lobby work providers. However, we should not forget that first and foremost Spies Hecker is a paint manufacturer. Our business is to supply product systems and related solutions that make the work of our customers easier. 

5. What are your views on manufacturers investing in distribution?

If your understanding of “investment” is the same as mine then strengthening our distribution network is one of the key objectives of Spies Hecker. We recently started a support program in Italy and Spain for those distributors that are committed to growth and a long-term partnership with us. If investment means buying distribution in order to go direct, then clearly this is not Spies Hecker’s strategy. 

6. How do you differentiate Spies Hecker from the other brands under the DPC umbrella?

At the end of last year we ran a customer satisfaction survey in the UK and Spies Hecker as a brand scored best for overall satisfaction. In the area of personal relations/care, where we were looking at competency, friendliness, availability and professionalism, we were best in class. That’s the difference!

7. What affect have the newer entrants from Holland and America had on your market share?

I see no major change. They are mainly focused on different segments where we at Spies Hecker do not want to play. And it depends on the product portfolio as well: when it comes to basecoat it’s difficult to compete with our technology.

8. Do you think that the budget brands are having a detrimental effect on your market share and why? 

No. We understand that price is of serious concern to our customers and it’s up to us to ensure that they get value for money. I’m certain that the industry understands that ‘budget’ means that the product supplier offers little or no guidance or support to the customer.

9. How important are manufacturer approvals to generate business?

Very important .Spies Hecker UK has more approvals than any other paint supplier and throughout Europe Spies Hecker companies see the UK as the benchmark regarding how these co-operations are handled.

10. Is the Kitemark scheme and ATA prompting more interest in training for you?

Surprisingly, not directly but indirectly through programmes such as CUI, we have had an enormous take-up and indeed over-subscription for seminars such as Estimator Training.
11. What are your plans for the next five years?

I personally plan to lose at least 10 kg! Seriously, growing our business and the business of our partners, bringing new technologies to the market that will support this and investing in the competence of our people.

12. If you could change one thing in the industry, what would it be?

I’ll not be the first to suggest that increased energy costs are a real danger not just for our industry or business but for the entire economy. This will be the biggest threat in future for us as a manufacturer, for the bodyshop and of course the end-user. I also feel that we should bring our end-user back in focus. It’s about understanding what his needs really are and developing the optimum solution for those needs. Another area, and here we are already active in some countries, is to promote the image of the painter and the profession. Without the influx of well-trained and motivated professionals we will all struggle in the future.
High-grade product systems, efficient working methods and competent advice – Spies Hecker serves its customers worldwide with effective solutions for eco-friendly vehicle refinishing. This commitment has been marked for over 126 years by a close relationship with the vehicle refinishing trade. The Cologne-based company is one of the world’s leading manufacturers of refinishing paints. In over 60 countries, Spies Hecker supports bodyshops with modern paint technology and practical training.
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