
WHAT CHRIS NASH, owner of Precision 
Rod & Customs in Sevierville, Tenn., 

(about 40 miles northeast of Knoxville), 
most loves about his automotive restora-
tion business is the history and personal 
stories that often lie behind his work.

“For example, a few years back I 
restored a 1969 Camaro for a client 
whose father had bought brand-new,” 
says Nash. “The father eventually gave it 

to his son, who was my 
customer. The car was 
completely disabled and 
disassembled and it had 
been like that for over 20 
years. The son brought it 
to me to be restored so 
he could give it back to 
his father.”

It’s the type of mean-
ingful restoration—the 
Camaro project took 
eight months—that 
drives Precision Rod & 
Customs.

“We do any and all restoration and 
general work,” says Nash, “anything from 
disc-brake conversions to full restorations. 
There’s no job too big or small when it 
comes to what we can do for old cars and 
classics.”

An Assist from Dad
Nash started Precision Rod & Customs 

in 2006.
“Or, at least that’s when I began work-

ing for the public,” he says. “I did work 
on my own cars and on my father’s cars 
for years, but it wasn’t until 2006 that I 
actually turned all of that into a business.

“The truth is that I’ve always done 
this,” he adds. “My Dad always had cars 
around and, at about 5 years old, I took a 
liking to it. I’m 37 now, so that’s over 30 
years of doing this. But I never thought it 
would be my profession. I guess I probably 
hoped that it might be, but I never thought 
it could be a business.”

Yet, that’s pretty much what happened. 
Nash started doing work for himself when 

Precision Work
There’s no job too big or too 

small when it comes to restor-

ing old cars and classics.
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he was young, and others liked what 
they saw. The next steps came naturally, 
prompted by his admirers asking if he 
could do a project for them.

“It took off from there and I’ve not 
looked back since.”

Not only did Nash’s father teach him 
about what’s under the hood, the elder 
Nash helped take Precision from being 
a cubbyhole space to a much larger and 
more professional facility.

“My father owns a building and I rent 
it from him,” says Nash. “Originally, we 
had the one room. I started in a 50-by-
50-square-foot space, but now we’re in 
a much larger place that gives 
us almost 24,000 square feet” 
including retail, body shop and 
assembly space, and about 8,500 
square feet that serves as a shared 
fabrication shop.

“We’ve been at this location 
since the beginning,” says Nash, 
“but we’ve added on repeatedly. 
In fact, we just keep adding on 
and adding on. It’s been a growth 
process. Those 24,000 square feet 
didn’t happen overnight.”

The level of high-tech applications and 
products Precision Rod & Customs offers 
didn’t happen overnight either. Many of 
the shop’s projects are about elevating cars 
to perform above and beyond their original 
capabilities.

“We love the new technology,” says 
Nash. “Today’s technology is simply a 
whole lot better. I’m putting fuel-injected 
motors in 40-year-old cars, so drivers can 
get the mileage of a brand-new car.

“There’s always something new and 
exciting every month,” he adds. “Every 
time I open up a book, it’s like, ‘Hey, 
look at this.’ There are new tools and 
part-related products brought to market 
every month. Even the paint is vastly 
improved. There’s new paint technology 
that includes new water-based paint. Even 
though water-based paint has been around 
for years, it’s only been recently that it’s 
come to market.”

Precision Rod & Customs in Sevierville, Tenn., 

offers any and all hot rod restoration and 

general maintenance work.

From disc-brake conversions to full 

restorations, there’s no job too big or 

too small when it comes to reviving old 

cars and classics.
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Staying on Top
Expertise is elevated at Precision as well. 

Nash prides himself not only on staying 
ahead of the curve on new products, tools 
and services, but also on the quality of his 
restorations and performance enhance-
ments, and is quick to share the credit 
with his colleagues.

“We stay on top and keep all of our 
guys certified,” he says. “For example, all 
my guys are certified through PPG, our 
paint manufacturer. 

“We have six employees,” he continues, 
“and some of them excel in paint and body 
work, while others excel in the mechanical 
field. To some extent you have to be a jack-
of-all-trades, but expertise is critical. Our 
administrator is extraordinary. She does 
all of our thinking for us. We’re happy to 
report that most everyone’s been here a 
very long time.”

Because Precision Rod & Customs 
(www.precisionrod.com) has performed 
exemplary work for a very long time in the 
same place, the company has little problem 
securing returning clientele.

“We are known for our reputation,” 
says Nash. “The reason we’re well-known 
is because we do quality work in a timely 
manner. And it’s pretty much all word-of-
mouth. We don’t do any real advertising; 
we just do a few car shows. We could do 
more, but we’re already seeing our out-of-
state work increasing. I think that we’re 
getting more of a footprint (thanks to 
the) work we’ve been doing. Customers 
are now coming from North Carolina and 
Kentucky, for example.”

Because most projects are unique, 
Precision stocks a limited, nimble inventory.

“The thing is, we keep a minimal 
inventory, which works well for us,” says 

The business occupies nearly 24,000 square 

feet of retail, body shop and assembly space, 

and about 8,500 square feet that serve as a 

shared fabrication shop.

Owner Chris Nash prides himself not only on staying ahead of the curve on new products, tools and ser-

vices, but also on the quality of his restorations and performance enhancements, and is quick to share the 

credit with his colleagues.

Many of the shop’s projects are 

about elevating cars to perform 

above and beyond their original 

capabilities.

Word of mouth has built the 

shop’s client base, including more 

projects from surrounding states.
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Nash. “Of course, we keep the day-to-day 
products and hard-to-find things; things 
you can’t get at Advance or at a parts store. 
It’s hard to stock parts for cars. We’ve dis-
covered this funny thing about inventory 
is if you’ve got a blue one on the wall, the 
guy coming through the door is going to 
want a red one.

“The good news is that I have good 
suppliers that take care of us,” he adds. 
“Our distributors have been very good. 
There might be a few things that take a 
little extra time, but all-in-all we get every-
thing in a timely manner.”

Like Them All
But it’s not really about parts inven-

tory or blue versus red parts. The success 
of Precision Rod & Customs lies in its 
owner’s love of the cars the shop restores.

“It’s hard to pick a favorite project that’s 
come through here,” says Nash. “There 
have been several. I like cars with a family 
history. I did a ’55 Ford with the same 
history as the Camaro. It’s got the same 
(family ties).

“I like cars with history,” he adds. 
“People appreciate them more when they 
have a sentimental value.”

And that sentiment applies to Nash’s 
own, personal projects.

“I have a ’73 Camaro,” he says. “It’s sort 
of a shop car. If a new part comes out, we’ll 
put it on my car and drive it and see how 
it works and that way I’ve got experience 
with a part. I can tell my customers how 
it works. We’ve got a ’57 Chevrolet that’s 
my Dad’s car. We’ll put different parts on 
it and get a seat-of-the-pants feel. It’s hard 
to sell something that you don’t know any-
thing about.”

To build a business like Precision Rod 
& Customs takes integrity.

“You have to be honest in this busi-
ness,” Nash says. “I’ve heard horror stories 
from customers who’ve gone somewhere 
else first and they can’t get good work or 
even get answers. I try to be honest and 
try to be up-front.

“Oh,” he adds, “and Kobe, our shop dog, 
is helpful. He keeps everybody straight.”

Just like the projects that roll out of 
Precision’s bay doors.
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