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AAMCO CEO Todd Leff talks in the training center of the company’s corporate office in Horsham.
AAMCO recently bought Cottman Transmission,

TOGETHER AGAIN

As the AAMCO-
Cottman merger shifts
into high gear, expect
job cuts, and a leaner,
meaner operation that
reunites the company
that split in 1962,

By Josy WILEN
THE INTELLIGENCER

How does 11 feel 10 mke over vour
Mo | eompetiior?

1t feels Elt'hl." KAy Tadd L, CED
af the new AAMOO, a transmission
service franchising giant formed from
the recent merger of AAMUD and
Cottman Transmisason, | had been
president of Cottman,

Leff is guick o add that the combi-
nation is veewed intermally nod as o
imkoover, bul s o menger of equals.
Indeed, Conman had onby 400 fran-
chises before the merger, compared o
AAaRODYs TH)

Cottman didn’t buy AAMCO. Bul
Cottman's ownes, American Capital
T".'r! fieri, dhid The Hl":'.]'l.l‘_"rl:l-l.. Md., pr-
vate equaty fund won't disclose whag

paid for the company. American Capi-  new
il paid 346 million lor & conimlling
ingeresl in Comman o 2004 Left
declined o dischse the company’s
ariual sk, .

The merger combine two compi-
nies thoy were eertly Smmuliar o foous
and spructure. Both are transmission
specialty chains, though both have
been moving inio other aress of s
repait. Both franchise our all of their
locations i
tes themselves own no
RETVICE CENLETS.

Than shouldn't be o
surprimng: Cottman and
AAMCO started as 1he
same company in Philade]-
phia in the late 1950s before
the unders split in 1962,

['he comipany makes its moaey from
licensing und franchise fees, and from
the sale of proprietary technical infor
mestinn, traimng and training maten-
als, and relsted eguipment System-
wide sales — which include aabes by all
franchisess — pre more (han 600 mil-
lion @ year The company and all fran-
chises employ about 6,000,

The merger will create the all-
important  “synergiss”  executives
..||1-l.'4n Clle m & remon o ounbine
operutions. In this cuse, Cotrman and
AAMOD will pare down N0 head-
quariers emploves o about 160, The

new AAMOOS hendguamers will be
locsted in Cottman's Horsham office,
AAMCO Bala Cynwyd office will
close.

“We do anocipate that these are
going 10 be some reductions in staff,
mestly through anrinon, Lefl savs
"We're really mking the best people
from both compamees.”™

The merger also leis AAMCO il'll.‘l

Cortman end their advertsing
war and advertise nationally
for the A 1ame.

“Thev've been heating
each other up in adverts-
ing,"” said Ron Pyle, pres:-
dent of the Aumnmotve Ser-
Vice Associanion

All those “Double-A — Honk!
Honk! — M-C-0" wds vou hewr ure
bought and paid for by comsortiums of
bocally owned AAMOCD franchises.

The merger also creates problems,

The Conman name, for one. The conm-
E.Iﬂ'r decided to dispense with it in

var of AAMCO's more widely recog
nized brand.

A smesmlined company like
AAMOD with o nanonal name has a
lat of room o grow, Leff sasd, The
company plins add 5% w 0 pnew
SE0ICS B VOar

“We've lost tens of thousands of

Yo MERGER, Page C7

Leff thinks miny service

Merger

Contrrmued from L8

(service] buvs in this country™
Leff sald, *We dont have

enough capacity 10 handle
demand.™

Ar Spinellz, an aoin indis.
try a&nalyst with CNW

Research in Bandon, Ore., secs
severn| ressons for this Fir,
cirs are mofe complicied
these days, making 1he
amainl of traming reguined
for mechanics, ani the awi of
epupriment required (o service
them, prohibitively expensive
for many repair shopes

Abso, he said, kids arentt
PUSSUINE CUTCCrs I0 Sl repir

ALY MmOre.
“There i5 just such an ennr-
mous shomage of  good

mechanics,” Spinells sud,

statwn owners  have found
they can get higher profits by
converiing service stalls inmn
convenienoe sores. Spinella

BZrers.

"Absolutely,” he said. “You
i pay somebhody 1'-:h||uJ the
coln e minkmam wage.™

Aum mechanics, by ocom-

, Can earn a5 much as
l{li,,llﬂ-n Vet

AAMOCOYs biggest competi-
s e not other name brand
repair shops, such as Midas or
Pep Boys, bul car dealerships,
Pyle saad

apinclla says dealers are
uming o senvice o roplae
s of the profits they've los-
ing from slow s sales.

And hat's why AAMCD
WaIMES b gTow,

“We know their push s o
the service baye” Leff ssid of
gt deabers. “That's where we
bave o witmchk



