
NCR: Why did you want to get involved 
in the industry?
DM: I just liked cars I guess. I actually
started an apprenticeship as a toolmaker
but got bored with that. Someone
suggested panel beating and when 
I checked it out found that I liked it and
got great satisfaction out of repairing
vehicles. So I completed my
apprenticeship and worked at various
shops over the years for the experience.
Prior to coming here I ran a shop for
seven years at Lidcombe. 

NCR: Was that the ‘old style’
apprenticeship?
DM: Yes at Bankstown TAFE.

NCR: Where was your first employment?
DM: At Steve’s Smash in Revesby.

NCR: Did you always plan to have your
own shop?
DM: I think so. I mean I looked at what 
I was doing, working for someone else
and making them money so I thought why
not do it for myself? When I bought this
business it was in the middle of the GFC
so maybe not the best time to do it!

NCR: This business was for sale at 
that time?
DM: Yes. A friend told me it was for sale
and I bought it from Len who had been
here for 25 years. The business had a
good name; Len was going to stay on for
three weeks and he ended up staying for
three years! He is a good guy. His wife
Mandy is actually still here in the office
and handles the accounts!

NCR: What does Len think about what
you have put together here now?
DM: I think he was a bit concerned as I was
off at a hundred miles an hour but I think

that he is happy with what he sees now. 
I told him I would put his name up in lights
and I have! It has been a nice transition.

NCR: How many people were employed
here when you took over?
DM: Only about three or four. At the
moment as we have just finished the
renovations and we have three in panel
and one in paint plus a labourer. We also

have our manager Anthony plus Mandy.
We have had more but I think that with
the great team we have now we are more
efficient. I have one more joining the team
from the UK at the end of the year.

NCR: At a time when the industry is going
through great change and uncertainty with
insurer relationships you have ‘bit the
bullet’ and made a substantial investment

Len Hollis Makeover
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The owner of Len Hollis Repair Facility, Darren Myers
recently completed a total makeover of the facility
and has a vision for his future in the industry. David
Newton-Ross met with him to check out the facility

and what makes Darren so optimistic about the
future of the industry.

DARREN MYERS WITH 
I-CAR TRAINING
CERIFICATES

DARREN MYERS WITH 
I-CAR TRAINING
CERIFICATES



in your future. 
DM: think that the industry is a bit behind
certainly in presentation and efficiency.
Maybe the industry is sleeping a bit at the
moment so it is not a bad time to expand.
If you look at the demise of the corner
hardware shops, butchers etc then I think
that should be a signal for our industry to
take note and change/become more
efficient. Insurers are changing; going to
self assessing, trying to reduce cycle time
then you really need to have a point of
difference. I think that in the future you are
going to have to produce volume to a
certain degree to be able to invest in
equipment and staff training. You will have
to have sustainability and consistency of
work flow. 

The decision to do what I have done
was a no brainer for me. This is not a big
shop so I really need the output and
production. I don’t want to be parking
cars everywhere.

I became involved in I-CAR early (they
are the first in NSW to have Gold Class
Accreditation) and also looked at Green
Accreditation and that has worked for us.

I do have a unique postcode here in an
expanding area and also a solid base of
customers.

NCR: Certainly with the technology in cars
today and what is coming then training
and investment is a must.
DM: Exactly. In fact for us putting in IR
gas was maybe not a necessity right now
but will be fairly soon.  

NCR: Do you specialise in any particular
make or model of car?
DM: No. I want to be able to have the
capacity, the knowledge and the
equipment to repair anything. I also want
to ensure that everyone on the team
receives the necessary training in their
particular area of expertise.

I know that my team do appreciate the
opportunity to have the training. I think
that this is an area where the industry
does have to change.  

NCR: I certainly agree. It also does make
a difference where you work and the
conditions that you work in and with what
you have put together here you are
certainly up there with the best.

NCR: You certainly have a vision and I

can see that it is working for you.
DM: It was certainly a gamble but I am
happy with the way it has turned out. 

NCR: As far as sourcing work, do you
work with all insurers?
DM: Yes we do. We have just signed a
contract with Youi and have arrangements
with others.

NCR: You started with the small shop at
the back which is now your paint shop
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and the panel shop at the front so you
have changed things around.
DM: Yes we have and Lowbake have
been great to work with and their ideas
for the layout and design have worked
really well for us. I did see the IR overseas
a while ago and I am pleased that we
now have that installed. 

NCR: You are also a waterborne shop.
DM: Yes we are using the Standox
Standoblue product and combined with
IR is very efficient. 

NCR: I did see your I-CAR Gold Class
Status in the reception area and all the
employee certificates on the wall upstairs
so you really do believe in training! 
DM: I do. Every profession has to train
and we are no different. I do not view
training as an expense - it is an investment
in my business and in my team.

NCR: What do you see as the challenges
for the industry?
DM: I think owners and staff adapting to
changing technology is a big challenge. 
I think that will be the major challenge in
the future.

In fact waterborne is also a challenge
for those who have not made the change.

I want to be the best at what I do and 
I am in the growth stage of my business
and feel confident in my future.

NCR: So your future is definitely in this
industry?
DM: Yes I hope so! There is no certainty
of course and you have to be prepared to
change which I am prepared to do.

NCR: Outside of the business what 
do you enjoy doing?
DM: Spending time with family and
friends.  
Editor: The attitude and
accomplishments of Darren are a
breath of fresh air. In a short space of
time he has put together a world class

facility. He has combined this with staff
training and a firm vision for the future.
He deserves the success which will no
doubt be coming his way.
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MIXING ROOMMIXING ROOM

CUSTOMER RECEPTIONCUSTOMER RECEPTION

TRAINING ROOMTRAINING ROOM

DELIVERY AND WASH BAY

Shop Profile – Len Hollis Repair Facility, 4 Emily Street, Mortlake, NSW

Shop size: 1100 sq ft     Employees: 8    Years in business: 7

Shop Equipment: Shop Equipment: Carbench Universal/dedicated jig
system, Spanesi Electronic measuring, Autoliner bench plus floor racks, 
in-ground hoist, Lowbake Booth plus IR gas arch, Prep stations, 
mixing room, Dust extraction, Dedicated aluminum repair bay, 
Aluminum welder, Pro spot i5, pnp90 riveter, scan tool, heat inductor,
thinner recycler, Parts receiving area and eye wash station.

Paint system: Standox Standoblue waterborne  
Estimating/Management: AutoQuote and WebTrim


