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PPG Platinum Distributor of the Year

ACS of Georgia Rises Quickly to the Top

Exoticar's 85,000 sq. ft.
facility resembles a
showcase of the world's
most-desired automobiles.
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Inevitably, though, those cars
needed minor repairs. He had
trouble finding someone who
would perform the work to his
standards. So he decided to hire
someone to mend cars for him, and
he approached a friend who had a
luxury car dealership and asked him
to send him some referrals.
Within a short time, Mike
Iannuccilli was hiring more people
and many of those who had worked
for other collision centers were
applying for jobs with Exoticar.
“I’ve never fixed a car in my
life,” says Mike. “But I do know the
correct procedure, and I do know
when something is done right—and
so do my customers. That’s the most
important thing.”
Today, Mike
receives a large
percentage of his
business through
word-of-mouth and
dealership referrals.
Vehicle owners make
the pilgrimage from
Arizona, California,
New Mexico and
Utah (and even as
far as New York),
because of Exoticar’s foreign car
expertise and reputation for first-rate
quality. And, although he frequently
encounters celebrities, Mike prides
himself on treating everyone the
same, whether it’s Mike Tyson,
Floyd Mayweather, Wayne Newton,
Celine Dion, Steve Wynn (all of
whom are past customers), or the
guy driving an entry-level Lexus.

Unlike many collision centers
today, productivity is less of a
concern for Exoticar. “We still want
to be efficient,” says Mike, “but
it’s far more important that we do
it right the first time. I’ve learned
to trust my first impression. If
something doesn’t look right,
it’s not and you might as well go
about fixing it regardless of the
time or cost.”
Exoticar had been using PPG’s
Nexa Autocolor solvent-based
products almost exclusively until
recently. It was a tough-to-match
Ferrari that brought them to
consider using PPG’s Envirobase
High Performance waterborne
basecoat. “Walter Rapp, our PPG
rep, worked to get the code from
California for the OEM finish,
which was water-based,” says Mike.
“We mixed it, sprayed it and had
an instant match. Since then, we
have enjoyed using Envirobase HP on
many other makes and models.”
When it comes to equipment,
Mike insists on the best. “You
can buy equipment at any quality
level,” he says, “But if you invest
in the best, my experience has
been that you will get that back ten
times over.”
Another area in which he
believes strongly is training. Exoticar
employees frequently attend highlyspecialized training programs at
Mercedes-Benz or other OEM
training facilities. In fact, during the
recent NACE show, Exoticar played
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host to a couple of hundred other
collision center representatives who
wanted to see what is possible in the
realm of high-line auto certification
and standards. Much of this training
(and equipment investment) is
required for certification by the
OEM, and only after obtaining
certification can a collision center
purchase OEM structural parts.
Although PPG often provides
training on-site, Mike also has
employees take advantage of off-site
PPG training such as seminars on
waterborne coatings.
Vegas has been very good to
Mike, and he is the first to admit
his good fortune. “I came to this
town just as it was exploding with
growth,” he says. “By going into the
top-end of the market, I am catering
to an owner who wants to take good
care of his or her investment.”
And what kind of car does
Mike drive? Depends on the day,
he says. He has a Lamborghini
Murciélago LP 640, an 800-hp
Ford GT, a Porsche Twin Turbo,
custom Infinity QX56 and a white
GMC pick-up. His favorite car is
whichever one he is driving at the
time, although his two sons—ages 8
and 10—are partial to being dropped
off at school in the Lamborghini.
Headed to Vegas to try your
fortune? Step off the strip just a
block or so, and you can see how
one man made his own good fortune
by treating everyone the same,
and treating every car like one of
his own.

Being honored as PPG Platinum Distributor of
the Year is an exceptional accomplishment.
But achieving this honor just two years after
becoming a Platinum Distributor is outstanding. Yet,
that’s exactly what ACS of Georgia did.

J. P. Uren (left) and Dave
Marlow (right), of ACS
of Georgia, accept the
Platinum Distributor of
the Year Award from Rich
Alexander, senior vice
president, coatings, PPG
Industries.

ACS of Georgia was presented with the PPG Platinum Distributor of the Year award at this year’s Platinum
Distributor Conference, held in Las Vegas. The award came as a surprise to the company’s co-owners, Dave
Marlow and J. P. Uren, but not to PPG.
“ACS of Georgia has done a remarkable job,” says John Leavy, director of the PPG Platinum Distributor
program. “Dave, J. P. and their employees have consistently exemplified the attributes of a successful
Platinum Distributor—industry knowledge, technical expertise, commitment to customer service and a
concerted effort to grow their business.”
Though Marlow and Uren are relatively new to the Platinum program, they are no strangers to the
automotive refinish paint industry or PPG. Marlow has been in the business since he graduated from college
and went to work as a factory sales representative for DuPont. After five years of moving around the country,
he opted for a position at ACS in 1997. “I’m an entrepreneur at heart,” says Marlow. “I got tired of the
corporate life and wanted my own business. ACS was an opportunity that came at the right time.”
J. P. Uren joined ACS in 1999. He, too, had been a rep with DuPont, but after
seven years in that position, Uren also saw ACS of Georgia as a timely opportunity.
Energetic and committed, the two rose through the company. Marlow became
general manager; Uren sales manager. In 2006 they bought the company and joined
the PPG Platinum Distributor Network.
“We partnered with PPG because of their superior product quality and
incredible support. We saw where we could go with them,” says Marlow.
“They provided training for us and our employees, business forums,
webinars, everything directed to helping us succeed. Their support was,
and is, vital.” ACS of Georgia is assisted by the PPG Atlanta team of
territory managers including Brad Parker, Ed Smith, George McGrath,
Rex Lindsey, Sam Thompson and James Neal.
The relationship with PPG has paid off. When Marlow and Uren
took over ACS, they had five locations in Georgia. A little more than two
years later, they have grown to 44 employees, including eight sales reps,
and seven locations in metropolitan Atlanta, as well as a sister company with
locations in southern Georgia and Alabama. They also own a paint booth
maintenance company. The sales reps are extremely knowledgeable, having
gone through PPG technical training and even body shop financial training.
Marlow attributes ACS’ success to great PPG products and a comprehensive
customer service focus. “We give our customers complete attention and service
by assisting them in every way we can regarding products, technical information
and more,” he says. “We even help them find the right people for their open
employee positions.”
“We’re committed to providing customers with the best service,” adds
Uren. “We know our customers are our best salespeople. We also know none of
this could have happened without PPG and the Platinum Program. PPG makes
us better.” And as PPG Platinum Distributor of the Year, ACS of Georgia makes
PPG better. It’s a partnership that benefits everyone.
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