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Has the Light Bulb in Your Head Ever 
Gone On and You’ve Said,
. . . . ‘I've Finally Got It!’? 
 Redondo Beach, California - Hi, my 
name is Scott Osborn and I am the owner 
of Osborn’s Automotive in Redondo 
Beach, California and the headline above 
describes what has happened to me and my 
business.
 But before I tell you how I finally ‘got 
it,’ let me first tell you my story.  Specifi-
cally, let me tell you the four big events 
that happened in my life to get me to the 
point where I can do business on my terms, 
not the terms of my customers or suppliers 
and enjoy the life that I deserve. 
 In the early 70’s while still in school, I 
got my first job working in a gas station. I 
found that I really liked being around cars.  
So, I started taking a few classes that 
taught me how to fix cars and eventually I 
became a Certified Master Mechanic.
Event #1
 Eventually I began working at full-blown 
repair shops where, within a short period of 
time, I began managing the other techs.  
Then, in 1986 I began the big transforma-
tion of my life.  I’ll call this Event #1.  A 
sales representative from one of the major 
gasoline suppliers noticed me and offered 
me the opportunity to purchase my own 
shop.
 So, with NO formal business training, I 
became an entrepreneur and I acted the way 
all entrepreneurs act (or so I thought).  In 
other words, I worked six to seven days a 
week, often 70+ hour workweeks.  And I 
was successful. In fact, I was so successful 
that I purchased two additional gas stations.
Event #2
 But then I realized that there was a whole 
lot more money in fixing cars then selling 
gasoline, so I slowly began selling off my 
gas stations while I purchased my 3-bay 
repair shop that I now have on Pacific Coast 
Highway.  This is what I call event #2.
 Now here’s where my story gets more 
interesting.  You see, I really know how to 
fix cars and hire good mechanics. So, once 
people discovered that we were good at 
fixing cars and were honest people to do 
business with, our car count grew fast.
 In fact, in no time at all, we built up our 
car count to a very respectable weekly 
average of 67.  But, here’s the problem. I 
was making money, but I didn’t know why 
and worse yet…I didn’t know how to take it 
to the next level.
 But this alone wasn’t the thing that put 

me over the edge to make me think about 
my business model. What really hit me like 
a ton of bricks was event #3.
Event #3
 Event #3 is one of those life changing 
events that we all have. It’s one of those 
things that you don’t see coming, but when 
it does, you will never forget it.  And it was 
so innocent.  Here’s what happened…
 At the time, my 6-year old daughter 
called me at my shop and asked 
me… “Daddy, how come you can’t coach 
my soccer team?”  Wow!!  You would have 
thought that someone just drove a stake 
through my heart.  This was the moment 
that I realized that I was a slave to my 
business.  I was so obsessed with working 
‘in’ my business that I didn’t even have 
time for my own daughter.
 So, I started looking around for help. I 
recognized that I was a great mechanic, but 
didn’t know the first thing about how to 
properly run an auto repair shop. Instead the 
shop was running me.
 I started to attend seminars, but I didn’t 
find the answers there either. It didn’t 
matter who I spoke to, they were all 
teaching the same thing. It was basically a 
2-step process: Step-1 was to build your car 
count. (I already had more cars than I could 
handle.) And step-2 was ‘jack-up’ the repair 
orders as high as you could. (This was not 
the way that I could ethically run my 
business.)
 But one day….one day something 
different happened.  My ASC representative 
came into my shop and I shared with him 
the frustration I was having with finding 
someone to teach me how to run my 
business.
Event #4
 He gave me the best advice I have ever 
received in my life.  And that advice came 
in three simple letters….A…T…I.  ATI 
stands for the Automotive Training Institute, 
and as one shop owner talking to another 
shop owner, all I can say is they are the 
‘real’ deal.
 I quickly enrolled in their 1-day work-
shop and the minute I sat down and began 
listening to the information that was being 
presented, I excitedly said to myself…this 
is it!  This is the piece that everyone else 
was missing.
 But instead of telling you everything that 
I learned at the seminar (you’ll have to get 

off your butt and experience that for 
yourself), let me tell you the results of 
applying the management system that ATI 
teaches.
 As I said before I was averaging a 
weekly car count of 67 cars.  Now I am 
averaging only 47, but by choosing the right 
repairs to work on (and firing the unproduc-
tive customers), we have increased our net 
profit from 16 ½% to 31%. In fact, you 
should have seen the look on my wife’s face 
when I came back from the 1-day ATI 
workshop and told her we need to cut our 
car count. She actually thought I had gone 
crazy.
 But, she doesn’t think I’m crazy now. 
Here’s what else has happened in the 
Osborn world.  I have upgraded my 
computer system, hired a service writer, and 
paid off all my debt.  My technicians are 
happier because they are making more 
money, working fewer hours on fewer cars. 
And my shop looks great!
 We now take vacations when we want to 
take them and as often as we want to take 
them.  I’m happy to report that now that my 
daughter is playing high school volleyball, I 
go to EVERY game and I am the only 
father there.
 So, if you can relate to my story in some 
way or perhaps in many ways, I would urge 
you to find out when ATI is having their 
next 1-day workshop in your area.  It’s easy 
to do. Simply pick up the phone and call 
Corrie (toll free) at 1-888-471-5800, 
ext. 18. She will be glad to provide you 
with the ATI workshop schedule. She’ll 
enroll you if you desire, or she’ll be glad to 
answer any questions you might have. 
 Or, if you would like to receive a FREE 
CD entitled “Six Shop Owners Reveal How 
to Double the Size of Your Business”, 
Corrie will send it to you with no obliga-
tion. 
 NOTE: All ATI workshops come with a 

full 100% refund guarantee.

Scott and Nancy Osborn
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