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Trojan Powder Coating owner Carl Troiano takes a very low-key 

approach to describe how his company grew from one facility in 

New York to now three on the East Coast, becoming one of the 

biggest coating operations in the U.S.

“We were built on the crumbs of what other coaters left for us,” 

says Troiano, a native New Yorker whose accent is unmistakable 

Long Island, even though he is now operating out of his Sarasota 

plant he opened four years ago.

“We built this inch by inch over time through a lot of hard 

work,” he says. “It’s taken some time, but I like where we are 

these days.”

These days, Trojan Powder Coating is atop the Products Finishing 

Top Shops list as the No. 1 powder coating or painting operation 

in North America, based on a benchmarking survey done this 

spring amongst U.S. and Canadian finishing operations.

Trojan Powder Coating—which became the first U.S. coater 

to receive the Qualicoat aluminum coating industry certifica-

tion from the Switzerland-based organization—scored very 

Trojan Powder Coating fnishes 

No. 1 in Top Shops survey.

Trojan 
Workhorses

Carl Troiano and his son, Larry, have turned one Long 

Island coating shop into three that now operate in New 

York and Florida.

http://pfonline.com


A Look Inside Products Finishing Top Shops
We profile the best practices of the Top Shops honorees:

Top Shop: Trojan Powder Coating

Carl Troiano built his coating empire in two states 

with three shops.

Practices/Performances: Progressive Coating

Stephen Walters' company grew 35 percent in 

each of the last four years.

Technologies: TNM Anodizing and Paint

In the past year, TNM has spent over $10M in 

upgrading its equipment.

Business Strategies:  B&K Industrial

Barry Kendall's shop is “going green” in the 

finishing industry.

Training & HR:  Burkard Industries

Jay Burkard knows the value of a precise, 

data-driven incentive program.

Top Shops Benchmarking Survey Reports
Those shops that 

completed the Products 

Finishing Top Shops 

Benchmarking Survey for 

liquid and powder coating 

operations will receive a 

series of data reports that 

separate the survey into 

categories, including type 

of finishing business (job 

shop, contract shop or 

captive operation), number 

of employees and number of parts produced.

In addition, we’ll send an Executive Summary comparing 

responses between the Top Shops benchmarking group and 

the rest of the survey participants. This benchmarking group 

represents the top percentage of liquid and powder coating 

shops determined by totaling the points assigned to select 

business- and technology-related questions. These reports not 

only serve as a baseline “report card” of sorts, but also provide 

hard data that will eliminate the need to rely on gut feelings as a 

method of identifying and prioritizing improvement efforts. 
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high on the four measuring criteria Products Finishing used in 

its benchmarking survey: finishing technology, finishing prac-

tices and performances, business strategies and performances 

and training and human resources.

Top 20 Percent Make the Cut
Only the top 20 percent of the powder coating and paint shops 

who took the benchmarking survey and were scored were 

awarded the Products Finishing Top Shops designation. Earlier 

this year, Products Finishing named electroplating Top Shops 

in what will become an annual review.

For Troiano, being named the No. 1 operation based on 

quality measures was an encouragement for someone who 

took a huge leap of faith several years ago and moved from his 

New York home to open a new operation in Sarasota.

“This didn’t come cheap,” says Troiano, while walking 

through his 90,000-square-foot plant in Sarasota that offers 

high-volume powder coating, vinyl coatings, decorative wood 

grain coated finishes, plus a large area for storing his custom-

er’s raw materials until they need it coated.

Most of Trojan’s customers are in the architectural and 

window business, which is how he built up his operation in 

Bayshore, New York on Long Island. Troiano’s father started a 

furniture making business in 1959, and Troiano and partner 

Keith Rein launched it as a powder coating operation in 1990.

Utilizing some innovative equipment and coating tech-

niques, Trojan Powder Coating branched out into things such 

as faux finishes and liquid kynar finishes that attracted a 

customer niche that other coaters were not willing to go after.

Going After the Window Market
But its bread and butter is the window market. Trojan’s 

customers include some of the largest in the industry: PGT 

Industries, CGI Windows and Doors, WinDoor, Trulite Glass 

and Aluminum Solutions, among others.

The business was very 

good for Trojan Powder 

Coating’s New York 

operations, as truck-

loads of window frames 

and other architectural 

components made their 

way in and out of the 

78,000-square-foot Long 

Island plant every day.

But almost all of the 

major window manufac-

turers were located in 

Florida: PGT in Venice, 

CGI in Miami and 

WinDoor in Orlando, plus TruLite in nearby Georgia. Soon, 

Troiano was being asked about moving closer to where the 

action was, and that meant Florida.

When PGT wanted to add decorative finishes with a 

sublimation powder coating process that mimicked a wood-

grain finish, they first tried to get the work done by another 

coater. Unfortunately, they saw extremely high reject rates.

PGT shipped the materials to Trojan in New York, instead, 

but over time they asked Troiano to open up a Florida  

duced

2015

EXECUTIVE SUMMARY

Trojan scored high on the 

measuring criteria used in the 

benchmarking survey.

http://pfonline.com
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Advanced Plating Technologies, Matt Lindstedt, Sales Manager, Milwaukee, Wisconsin, advancedplatingtech.com

All-Color Powder Coating Inc., Mark Mortensen, President, Oregon, Wisconsin, allcolorpowdercoating.com

Alumi-Guard Inc., Charles Howison, Vice President, Brooksville, Florida, alumi-guard.com

Aqualicoat Technical Coatings, Tony Beigel, President, San Antonio, Texas, aqualicoat.com

Axis Peinture, Mathieu Jolicoeur, President, Broassard, Quebec, Canada, axispeinture.com

B&K Industrial Finishing Inc., Barry Kendall, President, Merrimack, New Hampshire, bkindustrialfinishing.com

BCM Media Blasting and Powder Coating, Bill McKeand, President, Jeddo, Michigan, bcmmediablasting.com

BEGA/US, Miles Calkin, Paint Line Manager, Carpenteria, California, bega-us.com

Borgen Systems, Vince Canova, Finishing Manager, Des Moines, Iowa, borgensystems.com

Brass Accents Inc., Don Senne, President, Salem, Ohio, brassaccents.com

Bristol Powdercoating, Allan Phillips, President, Toronto, Canada, activemetalfinishing.com

Burkard Industries, Jay Burkard, President, Clinton Township, Michigan, burkardind.com

Chesapeake Coating Inc., George Schumann, President, Baltimore, Maryland, chescoat.com

Colormelt Autobody, Kim Friesen, Manager, Winnipeg, Canada, colormeltautobody.com

Custom Products of Litchfield Inc., Randy Reinke, President, Litchfield, Minnesota, cpcabs.com

DC Coaters Inc., Stephen C. Gill, CEO, Tipton, Indiana, dccoaters.com

DVUV, David Palange, Operations Manager, Cleveland, Ohio, dvuv.com

Georgia Powder Coating, Counte Cooley, President, Gainesville, Georgia, georgiapowdercoating.com

Houston Plating and Coatings, William H. Howard, Jr., CEO, South Houston, Texas, houstonplating.com

International Powder Coatings, Natan Leisorek, President, San Diego, California, Ipowdercoatings.com

J&J Performance Powder Coating, Jim Dolan, President, Carlock, Illinois, jjpowder.com

JEL Finishing, Bryan Heil, General Manager, Chelmsford, Massachusetts, jelfinishing.com

Keystone Koating LLC, Richard Gehman, President, Lititz, Pennsylvania, keystonekoating.com

Lafayette Wire Products, John Castell, CEO, Lafayette, Indiana, afayettewire.com

Metal Processing International, Sam Adkisson, President, Mission, Texas, mpitx.com

MetoKote Corp., Jeffrey Oravitz, President, Lima, Ohio, metokote.com

Microfinish, Bill Stock, President, Saint Louis, Missouri, microfinishco.com

Micron Metal Finishing, Brad Watt, Owner, Bridgeview, Illinois, micronmetalfinishing.com

Minco Manufacturing, Eric Stypa, Engineering Manager, Colorado Springs, Colorado, mincomfg.com

MSSC Canada, Jim Hall, Operations Manager, Ontario, Canada, msscna.com

Orion Industries Ltd., George Osterhout, President, Chicago, Illinois, orioncoat.com

Peninsula Powder Coating Inc., Brian Baccus, President, Baraga, Michigan, peninsulapowdercoating.com

Plastonics Inc., Bob Zimmerli, President, Hartford, Connecticut, plastonics.com

Precision Powder Coating, Bob Behrens, Owner, Crystal Lake, Illinois, ppccl.com

Prime Restoration, Cory McCabe, Vice President, Memphis, Tennessee, primerestore.com

Progressive Coating, Stephen Walters, President, Chicago, Illinois, progressive-coating.com

Pro-Kote LLC, Lanny Woods, President, Jackson, Tennessee, prokotellc.com

Red Dot Corp., Gary Wilson, Project Manager, Seattle, Washington, rdac.com

Reliable Powder Coating, Shawn Taylor, President, San Leandro, California, reliablepowdercoatings.com

Roller Die + Forming, Robert Takacs, Powder Coat Manager, Rossville, Georgia, rollerdie.com

S&B Finishing Co. Inc., Kenny Spielman, President, Chicago, Illinois, powdercoatchicago.com

Southco, Mike Fay, Senior Engineer, Honeoye Falls, New York, southco.com

Southern Aluminum Finishing, Penn McClatchey, Co-CEO, Atlanta, Georgia, saf.com

Specialty Group Inc., Fred Brant, Manager, Amherstburg, Canada, sespowdercoating.com

TF Warren Group, Trevor Neale, Technical Director, Brantford, Canada, tfwarren.com

TNM Anodizing and Paint, Michel Martel, General Manager, Pointe Claire, Quebec, Canada, tnminc.ca

Tri-State Fabricators Inc., Rick Vogt, President, Cincinnati, Ohio, tristatefabricators.com

Trojan Florida Powder Coating Co. Inc., Carl Troiano, President, Sarasota, Florida, trojanpowder.com

VTI Vacuum Technologies Inc., Richard Fernandez, Operations Manager, Reedsburg, Wisconsin, vactecinc.com

Westside Finishing Co. Inc., Brian Bell, President, Holyoke, Massachusetts, wsfinish.com

Products Finishing Top Shops: The Best of The Best For 2015
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See More About

TROJAN POWDER COATING

Go inside Trojan Powder Coating and hear owner 

Carl Troiano and his son, Larry, talk about how they 

became one of the best coating operations in North 

America. Visit short.pfonline.com/trojan or scan the 

QR code with your smartphone.
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Trojan Workhorses operation to reduce shipping costs. He agreed, but 

the timing could not have been worse as the U.S. was still suffering from 

a recession and decline in the housing market, which pushed the demand 

for new windows down to one of its lowest marks in history.

But that didn’t stop Troiano and his company. He found a spot in 

Sarasota, and went to work getting equipment and fixtures installed 

and ready to service customers. 

Massive Finishing Lines
The main line is a 630-foot conveyorized line with a 250-foot 5-stage 

wash and a 60-foot dry-off oven. There are 18 Nordson Color Max 

automatic guns with an Encore-Eye Control system, plus a Wagner 

Powder Downdraft Spray Booth with reclaim capability. At the 

end of the line is a 150-foot cure oven, and the entire system can 

accommodate parts up to 24 feet long × 37” wide × 78” high, with 

a 300 pound maximum.

A large batch line has a spray booth measuring 55 feet long × 

12 feet high × 14 feet wide, and has a five-stage wash system 

that is 50 feet long × 15 feet wide. A gas fired dry-off and curing 

oven is 55 feet long × 12 feet high × 14 feet wide that can 

accommodate parts 54 feet long × 13.5 feet wide and 11.5 feet 

weighing as much as 30,000 pounds. There is an overhead 

hoist and three I-beams each capable of 10,000 pounds each.

A small batch system has a spray booth that is 25 feet long  

Annual Growth Capital Exp./ Gross Sales Sales Gross/ Employees

Finishing Usage Per Day Capacity Utilization On-time Delivery Rate

0 3 6 9 12 15 0 5 10 15 20 0 50000 100000 150000 200000

0 20 40 60 80 1000 5 10 15 20 0 10 20 30 40 50 60 70 80

Top Shops   14%

Other 
Shops  
3%

Median   9%

Top Shops   16%

Other 
Shops   
2%

Median
5%
 

Top Shops   $151,600

Other 
Shops   
$71,186

Median  $103,566

Top Shops   18 Hours

Other 
Shops  
8 Hours

Median   
10 Hours

Top Shops   80%

Other Shops   60%

Median   70%

Top Shops   99%

Other Shops   90%

Median   96%

http://short.pfonline.com/trojan
http://pfonline.com
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Progressive Coating
Stephen Walters, President

Chicago 

773-261-8900

Progressive-Coating.com

graduated from college in 1997 with a degree in fine arts and 

painting. When he finished school, he says the family business 

wasn’t in his career plans.

“I had no interest in the coating business, but my dad kept 

asking me to join him following college. After spending time at 

the business, I found I really enjoyed the work,” he says.

Walters’ father and uncle still run the same finishing company 

Walters' great grandfather started in the 1920s. Walters learned 

the business from the bottom up and after nine years decided to 

branch out on his own.

New Owner
Progressive Coating’s owner, Joe Tompa, was looking for a buyer. 

Three months later, Walters was the proud owner of his own 

finishing business.

Though Walters’ family is still in the coating business, the 

two businesses serve at different ends of the industry and they 

have a “gentlemen’s agreement” to not go after one another’s 

customers.

When Walters took over Progressive Coating in April of 2006, 

the company was running $600,000–$700,000 in annual sales. 

Progressive built relationships with automotive manufacturers 

that helped the business grow to its current $4 million per year 

status. Walters says his fine arts training helped him in the 

business more than he ever thought it would.

Walters Grows Progressive Coating

Progressive Coating is a Chicago-based company that CEO 

Stephen Walters bought eight years ago. Despite a difficult 

economy, Walters’ business grew 35 percent in each of the last 

four years.

Having just added the company’s fourth production line, 

Walters has high hopes for expanding and turning Progressive 

Coating into a formidable enterprise, one which easily cracked 

Products Finishing’s Top Shops list.

Walters, now a 41-year-old husband and father of two boys, 

Trojan Workhorses × 15 feet wide × 10 feet high, as well as 

a five-stage washer that is 50 feet long × 15 feet wide. A dry-off 

and curing oven is 25 feet long × 10 feet high × 10 feet wide 

and accommodates parts approximately 24.5 feet long × 9 feet 

wide × 9 feet high, weighing as much as 350 pounds.

There is also a vinyl paint line that is 24 feet long × 14 feet 

wide × 10 feet high, as well as a wood grain faux decorative 

finish or flat sheet finishing system that can coat extrusions 

up to 24 feet and flat sheets up to 144 feet long.

The New York line is even bigger, checking in at about 

1,000 feet of conveyorized line with two wash systems—one 

for mixed metals and the other for Qualicoat aluminum—and 

a 75-foot dry-off oven and a Nordson ColorMax 2 Quick Color 

system with 16 automatic guns. A secondary line is over 500 

feet, and the plant also has a paint and a wood grain faux 

finish line, too.

So with Rein running the show in New York as VP of opera-

tions and Chris Banach as plant manager, Troiano runs the 

Sarasota operations along with his son, Larry, who graduated 

and moved to Florida to help run that plant.

Trojan Powder Coating applies faux and liquid kynar 

finishes that attract a customer niche other coaters are 

not willing to go after.

http://pfonline.com
http://www.Progressive-Coating.com
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Customers and Expenditures
Top Shops have more than six times the active customers 

than other shops, and spend more on equipment. 

Active Customers and Customer Retention

Active Customers

Top Shops 385

Other Shops 54

Median 137

Customer Retention Rate

Top Shops 99%

Other Shops 90%

Median 95%

Customers = 80% Sales

Top Shops 59%

Other Shops 8%

Median 20%

Quote-To-Book Ratio

Top Shops 75%

Other Shops 18%

Median 48%

Annual Expenditures

Liquid Application Equipment

Top Shops $130,000

Other Shops $100,000

Median $100,000

Powder Application Equipment

Top Shops $50,000

Other Shops $1,000

Median $6,000

Racking Equipment

Top Shops $22,937

Other Shops $2,480

Median $10,271

Coating Materials

Top Shops $508,967

Other Shops $25,000

Median $178,000

“In studying art, we were taught to think creatively and not 

be afraid to go against the grain,” Walters says. “It’s helped me 

to have the courage to try new things that are not textbook 

in business. That’s worked well for me.” Heading Progressive 

Coating has been more than making money, it’s been grati-

fying in ways that surprise him, Walters says.

Employee Strong
“There are several employees here that over the past eight 

years I’ve seen reach important career milestones—that has 

been very positive,” he says.

With 32 direct employees and five to 15 temporaries as the 

work dictates, Walters sees the importance of a well-educated 

workforce for the business and the community as a whole.

Progressive Coating provides powder-based functional 

coatings including epoxy, nylon and PVC. For industrial work, 

they provide coatings for an array of industries, such as safety 

handles on locomotives and insulation for electrical bus bar.

Walters is optimistic about his company’s future and is 

considering how best to expand. The recent addition of 

another production line at Progressive Coating is just the 

beginning, he says.

“There’s lot of avenues for vertical integration with other 

technologies, as well as horizontal components to the 

business that provides services that we’ve come across,” notes 

Walters. “We’re nearly ready to start pursuing those things, 

perhaps through acquisition or building.” 

This article was written by Fran Eaton from Technology & 

Manufacturing Association, tmaillinois.org. For information on 

Progressive Coating, visit progressive-coating.com.

Making Quality Investments
“We have made an extremely large investment in this plant to 

help us with the quality of what we put out,” says Larry, who 

received his master’s degree in business and will eventually 

run the plant.

“If we have an issue, we want to catch it inside instead of it 

getting to the customer,” he says. “That takes a lot of time to 

get it just right. If we have a specifications on what a part needs 

look like 10 feet away, we want to look at it from three feet.”

It’s a lesson the son learned from the father, and the father 

learned from the grandfather: get it right in the shop.

“Our customers give the product to their customer, and we 

know how expensive that can get when it gets that far down 

the line,” Larry says. “More importantly, you get egg on your 

face because it seems you can’t deliver quality. We don’t want 

that type of fiasco.”

The move to Sarasota took away about 33 percent of the 

business from the New York facility, but Rein was able to bring 

in additional work to fill the gap, resulting in more business 

than before. 

http://pfonline.com
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Training & HR  Burkard Industries
Jay Burkard, President

Clinton Township, MI  

586-791-6520

Burkardind.com

Incentivizing Pays Off for Burkard

All companies have a different approach to incentivizing 

employees, but most agree that the higher the employee 

engagement, the better the performance and company loyalty.

Burkard Industries’ Jay Burkard knows the value of a 

precise, data-driven incentive program.

“We have seen about a 20 percent plant-wide increase in 

productivity over the last 18 months,” he says. “I attribute 

this improvement to our focus on establishing performance 

metrics, collecting data and sharing that information with our 

employees on a daily basis.”

Burkard Industries, a Clinton Township, Michigan-based 

powder coating and electrocoating company, assesses the 

company’s four key production departments using a “score-

card” system, which evaluates the company, the departments, 

the employees and part quality. The company prides itself on 

being meticulously data-driven, using gathered data to assess 

the company’s strengths and weaknesses.

The company operates with this system in an effort to 

meet both company-level and employee-level objectives 

and encourage the employees to churn out quality material, 

Burkard says. This creates a more responsive team of employees 

and encourages stringent focus on creating excellent product. 

Weekly Scorecards Track Successes
At the company level, a weekly-company scorecard is 

measured based on 22 critical parameters that are adherent 

to SMART (specific, measurable, achievable, relevant, time-

based) objectives, which are established at the beginning of 

every year. The management team then reviews the week’s 

assessment based on weekly department productivity, 

company sales, line FTC, A/R days, customer feedback and 

so on.

At the department level, employees assess their perfor-

mance for the day with the goal of meeting objectives. 

Employees are awarded bonuses based on their level of 

productivity; departments have awarded bonuses as much as 

$500 monthly to each employee and line leaders are eligible 

for a $100 weekly bonus based on their previous week’s 

productivity score.
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Trojan Workhorses This spring, Trojan Powder Coating 

expanded its operations even more by taking over a liquid 

Kynar coating operation in Pompano Beach, Florida. Named 

Trojan Architectural Coaters, the paint line was already well 

established, Troiano says, applying 2603, 2604 and 2605 

paints for the last 25 years, and receiving PPG Certified 

Applicator Program coater for the last 20 years.

Second Florida Plant
The facility—managed by Steve Metzger, who has over 30 

years of experience—is just over 50,000 square feet, and like 

New York and Sarasota can accommodate large parts, as well 

as customer material storage. It also uses Trojan’s pretreat-

ment process of a chromium phosphate immersion.

Being named the No. 1 powder coating operation was a 

feather in the cap of Troiano, who spends his time traveling 

between his Sarasota office, his hometown plant in New York 

and across Florida to the Pompano facility.

“People thought 

I was nuts when 

we expanded at a 

bad economic time, 

and I wasn’t getting 

any younger,” says 

Troiano, still spry in 

his 60s and in better 

shape than men half 

his age. “But you know 

what? This is what I 

do. I enjoy it. And I 

like doing it right for 

the customer.”

For more informa-

tion on Trojan Powder 

Coating,  visit  

trojanpowder.com. 

Running the Trojan New York 

location is Vice President Keith Rein 

and Plant Manager Chris Banach.

http://Burkardind.com
http://pfonline.com
http://www.trojanpowder.com


How to Become a Top Shop
The Products Finishing Top Shops Benchmarking Survey 

will be offered every year for both electroplating and 

powder/paint shops.

So in the meantime, how can your shop prepare to earn 

the distinction of Top Shop status?

One first step would be to compare your shop’s perfor-

mance with the best in the business using this year’s 

Top Shop Executive Summary, and formulate a plan 

for improvement in areas such as finishing technology, 

performance and practices, business strategy and human 

resources.

The best place to go to get additional help and training 

is through trade organizations such as the Chemical 

Coaters Association International (CCAI) and the Powder 

Coating Institute (PCI). CCAI and PCI can help captive and 

job shops that want to increase efficiency, improve their 

bottom line and work their way to becoming a Products 

Finishing Top Shop.

By joining a local CCAI chapter, your shop will be able to 

attend regular meetings and training sessions designed to 

help your shop run smoother and more productively.

Look for the Products Finishing Top Shop Benchmarking 

Survey next year. Plan to spend at least 30 minutes filling 

it out. Having completed it, you will receive a series of 

benchmarking reports that will compare your shop to the 

rest of the industry.  

Improvement Methodologies

TOP SHOPS ALL SHOPS

5S Workplace Organization 49% 69%

Benchmarking 32% 31%

Continuous Improvement 83% 81%

Customer Surveys 64% 63%

Just-In-Time Management 53% 38%

Kaizen Events 30% 69%

Kanban and Pull Systems 28% 50%

Overall Equip. Effectiveness 13% 31%

PCI Certification 9% 6%

Quality Certifications 57% 44%

Six Sigma 21% 56%

Total Quality Management 36% 38%

Value-Stream Mapping 23% 25%

In Burkard’s e-coat area, individual employee data is 

based on production records for each job. Each employee 

is given a “grade” at the end of the week based on his 

or her performance. That data determines whether an 

employee performs above or below established standards. 

If an employee receives a score over 100 percent, they are 

considered “green,” and any employee that is considered 

green for four consecutive weeks receives a $100 bonus.

Quarterly, all hourly and salaried employees are evalu-

ated using the scorecard system, which are compre-

hensive and detailed with the company’s expectations 

for the employees and how they can improve. This is, 

essentially, a one-page quarterly performance review 

based on 10 key factors that Burkard considers core to 

the business. 

Employees are given a “performance incentive,” which 

is added to their hourly rate based on their most recent 

reviews.

This system allows employees to assess their own 

strengths and helps the company determine individual 

employees’ strengths and weaknesses so they may be 

worked to their strengths. This method helps increase 

productivity, employee motivation and gives the employee 

the ability to earn money based on performance rather 

than seniority.

“We also paid out about $360,000 in employee perfor-

mance-based incentives in 2014,” Burkard says. “I expect 

that to increase to over $400,000 in 2015. The way we use 

data to manage the business and motivate our employees 

makes us unique in this industry.”

For more informaton on Burkard Industries, please visit 

Burkardind.com 

 — Jess Larkin, Assistant Editor
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Business Strategies  
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B&K Industrial 'Going Green' to Save Green

When B&K Industrial Finishing in Merrimack, New Hampshire, 

moved to its present facility, it decided to reduce its carbon footprint 

and take on the challenge of “going green” in the finishing industry.

An industrial finisher and coater for military and defense contrac-

tors, B&K has worked to encourage customers to move away from 

solvent-based materials and more towards powder products. 

B&K also adapted a biodegradable cleaner, aerogreen by Hi-Lite 

Solutions, for cleaning and degreasing metals. Most customers 

were comfortable with the change to more environmentally 

friendly practices so long as B&K offered the same, if not better, 

waterborne coatings. The B&K “Go Green” campaign is what the 

customers first notice when visiting the site. “B&K has accrued an 

impressive customer base because of the campaign, especially 

with the larger OEMs,” says Barry Kendall, president of B&K.

The Go Green initiative also helped B&K condense and 

personalize the business. Suddenly, Kendall and his workers 

B&K Industrial

Barry Kendall, Owner

Merrimack, New Hampshire 
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were catering to a smaller customer base that required high 

quality coatings. B&K learned to bring speed and quality 

hand-in-hand to deliver a quality product quickly.

“I’ve been the two to three shifts a day type of shop and I 

just get burned out,” says Kendall. “I was constantly stressed 

out and I had no time to myself. I just didn’t enjoy owning 

the company. But when we transitioned to Go Green and got 

rid of some of the bottleneck jobs, we got a smaller crew. We 

run one shift and everybody makes top dollar for what they 

do. My guys are dedicated, they’re happy to be here and we 

put out a great product.”

Kendall asks his employees, “Would you pay for that?” The 

Go Green campaign helped B&K find a better product that 

was more user-friendly, especially with powder. B&K focused 

on fine-tuning the business and catering directly to the 

customers’ needs. As they say: “The customer is always right.”

“Every five years the industry changes,” Kendall says. “If 

you don’t adjust to that, you won’t survive. And the people 

that stay ahead of that curve, they can grow as big as they 

want. We can get as big as we want and we are as big as we 

want to be. We’re comfortable, our employees are happy, we 

have a good crew and it just works for us. It’s about putting 

out quality material and being sure that the people behind it 

are quality as well.” 

   —  Jess Larkin, Assistant Editor

Human Resource Practices

TOP SHOPS ALL SHOPS

Annual Reviews 89% 50%

Apprenticeships 22% 50%

Bonus Plan 64% 50%

Education Reimbursement 50% 55%

Employee Ownership Option 6% 0%

Formal Employee Training 61% 83%

Safety/Health Training 72% 50%

Paid Medical Benefits 64% 67%

Revenue Sharing 47% 16%

Employees

TOTAL STAFF TOP SHOPS ALL SHOPS

Median 49.0 49.0

Average 121.0 147.0

80th Percentile 119.0 125.0

20th Percentile 13.0 12.0

FINISHING STAFF TOP SHOPS ALL SHOPS

Median 24.0 24.0

Average 81.0 75.0

80th Percentile 58.0 61.0

20th Percentile 7.0 7.0

http://www.schaffnermfg.com
http://pfonline.com
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Investment Returns Smiles at TNM

The smile on the face of Michel Martel, general manager of 

anodizing and paint at TNM Anodizing and Paint in Pointe-

Claire, Quebec, was ear-to-ear after hearing that his company 

was named one of Products Finishing’s Top Shops for 2015

“Our hard work and efforts to be a top performer in our 

industry has been our goal for the past couple of years,” Martel 

says. “With our upcoming expansion of doubling our current size 

and capacity—and adding a plating division—this will be a true 

bonus to our marketing for the coming years.”

TNM was established in 1996 and specializes in surface 

finishing treatment for the aviation industry. They have many 

approvals that have been granted by the major OEMs in aero-

space, and are certified for ISO 9001, AS9100 and Nadcap.

Martel says TNM’s goal is to provide its customers with a 

one-stop shop for all surface finishing processes. TNM will soon 

begin a major expansion by adding almost 40,000 square feet, 

doubling its present size. 

This investment of almost $10 million will include an automated 

anodizing line with 24-foot basins, a second NDT line, more shot 

peening equipment, a new paint department with four large down-

draft paint booths and an automated paint cell with UV curing.

“We will also be starting a new plating division which will make 

us a more complete one stop shop for processing,” he says.

From left, Mohamad Shebarou, director of operations; 

Marcel Desjarlais, owner; and Michel Martel, general 

manager.

TNM Anodizing and Paint
Michel Martel, General Manager

Pointe Claire, Quebec  
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In the past year, TNM has invested in upgrading equipment, 

mainly around its 48-basin anodizing line, replacing basins and 

rectifiers, as well as upgrading electrical work. The exhaust and 

waste water treatment was completely revamped and improved 

in preparation for accreditation for the ISO14001 environ-

mental application.

Major Expansion Project
“Our expansion and new equipment is needed to allow us the 

room and capacity to take on more of our customer’s current 

workload, and to ensure that we are ready to accommodate 

their increasing workload and ramp up from the major OEMs,” 

Martel says. “Since we hold approvals for most of the aero-

space OEMs such as Boeing, Airbus, Bombardier, Gulfstream 

and many others, the workload and ramp up of many of their 

programs will be significant in the coming years.”

TNM’s new paint booths will allow for two painters to 

be painting at the same time, doubling its capacity to eight 

painters per shift (two shifts total), compared to four per shift.

TNM is working with a well-known automation company 

AVR for its new automated paint line, which at first will be used 

only for the primer stage.

“It will provide us with better control of our processes for 

paint, cost savings in paint and a 25–35 percent improvement 

in productivity,” Martel says.

The company was founded by Gilles Demers and Marcel 

Desjarlais to support their manufacturing needs in finishing 

processing in the aerospace industry, serving primarily Boeing 

and Bombardier in a 10,000-square-foot facility. In 2005, TNR 

moved into its present location, a 38,000-square-foot facility.

Martel joined TNM in 2006 after working with both owners 

in their manufacturing aerospace divisions. In 2010, he was 

promoted to general manager and immediately put a plan 

together to make TNM a respected one-stop shop in the aero-

space finishing industry.

“The goal was simple and straight forward, but the road 

to get there not so simple,” he says. “After establishing our 

priorities, I began putting together a strong management team 

and with the help of our director of operations, Mohamad 

Shebarou, we set out to change the culture on the shop floor, 

putting new systems in place to finally see that our vision and 

plans started to succeed.”

Next, they sat down with their major OEMs and customers to 

understand their needs and requirements for the years to come. 

Martel says they adjusted their plans to what was being asked 

of them, and started to set their goals.

“We had a five-year plan to meet our goals and actually 

surpassed many of them in 3 ½ years,” he says. 

               — Tim Pennington, Editor
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