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The PRIMER  

Hello fellow NEC, PDCA members.  Let me start by saying it is an honor to be able to serve 

as NEC president for 2010.  I look forward to meeting many of you as I visit chapter 

events.   

If you missed the 2009 Conference at Mt. Snow I am sorry but I understand that difficult 

decisions must be made as a result of our current economy.  It was an educational and 

invigorating weekend. There was sharing of information, knowledge and experiences and 

a general feeling of camaraderie. Please, for the good of yourself, your business and our 

organization, plan on attending the 2010 Conference in Newport, RI.   Bring your family 

too - it promises to be an incredible time. 

The coming year will be another trying one, but NEC is working on scheduling educational 

programming that will help members improve and expand our businesses and product 

offerings. Events will be regionally or centrally located. But, please keep in mind that in 

order to make workshops worthwhile, we need member and non-member (prospects) par-

ticipation. Is there something you would like to see offered?  Give us your input by contact-

ing your chapter leaders or email me directly . 

In January, we will be taking a new step in the future of the NEC.  Your NEC Executive 

Committee is holding a strategic planning meeting to set goals for the Council to be cer-

tain we are offering this trade all it needs as well as reaching all areas of New England.   

National PDCA is diligently working on making the public aware of PDCA and how impor-

tant it is to work with a licensed and accredited contractor.  To help promote this brand-

ing, PDCA is requesting the email addresses of the local memberõs papers. Please take 

advantage of this great opportunity.  

You have a truly dedicated Executive Committee; here to serve you and PDCA. I feel lucky 

to have such a wonderful board to work with.  Please do not hesitate to contact any of 

them with ideas or concerns.   

My personal contact info is:  

Phone-860-628-8923 

Email-markthebrush@sbcglobal.net 

Cell-860-302-2158 

Presidentõs Message   Mark Adams, 2010 President 

2010 Executive  

Committee Members 

 

President-Elect / Treasurer  

Nigel Costolloe 

Catchlight, Inc. 

nigel@catchlightpainting.com 

Vice-President 

Ray Sola 

Cloudland Paintworks 

cloudlandpaint@sbcglobal.net 

Secretary 

Charlie Gilley 

Restoration Painting 

cbgpainting@gmail.com 

Director 

Adam Lory 

A.A. Lory Painting 

aalory@gmail.com 

Director 

John Ord 

Ord Specialty Painting 

jnyord@gmail.com 

Immediate Past President 

Cliff Berry 

Cliff Berry Painting 

Cliff_Berry@comcast.net 

Mission:  New England Council, Inc., PDCA exists to serve the coating and wall covering applications industry with stan-

dards, education, training, advocacy and best business practices essential to member success. 

Vision:  To continue to be New Englandõs recognized voice of the industry, the contractorõs source for standards and 

education and the customerõs choice for painting, wall covering and decorating services.  

mailto:Email-markthebrush@sbcglobal.net


After arriving and settling in at Mount Snow for the NEC Conference, I headed to the lobby to check out what was hap-

pening. I had some trade magazines (DECO, Painting Contractor from SW and American Painting Contractor) to keep me 

company and the fireplace to keep me warm should I not find anyone I knew.  However, there were Vendor Reps from 

XIM and Zinsser as well as PDCA members whom I had met at the 2008 Conference. The chair to my right was empty for 

a while, until someone arrived and started telling us about some of the traveling that he had been doing lately and some 

of PDCA chapters that he had visited. I thought this gentleman might be another paint rep, he looked familiar, but I didnõt 

ask - Iõll get back to that later.  Others arrived and plans were made for dinner and joining the opening reception and net-

working time at the bar. Many had been in the eight hour Lead Certification Training course and were definitely ready for 

the opening reception. 

At the annual business meeting on Friday, something became clear to me. That gentleman who had been sitting with 

us the night before looked familiar because his photo was on page 10 of the Fall 2009 DECO magazine. It was Richard 

Greene, PDCAõs new CEO. (I then re-read the article). Richard brings a fresh new perspective on things and many exciting 

ideas. Many of these were shared with everyone at the dinner Friday night. 

Mr. Greene asked questions of the presenters during the workshops as well as made comments to highlight points we 

should incorporate into our business. Oftentimes we are so busy trying to take notes and soak up the information we 

forget to ask about how best to utilize the information. The economy is tough right now and we may think that we canõt 

afford to attend the local PDCA Council Convention ð please consider the possibility that we canõt afford not to attend!  

Taking away just one or two new things that would help us be more efficient in our business; in the field or in running the 

business; directly correlates to increased business and profit.  

 I learned how to be better organized, how to efficiently remove wallpaper and the best sections to advertise in our lo-

cal paper.  The Estimating and Sales Roundtable allowed us to chat with contractors who are not our direct competitors 

and to hear what they are doing - adjustments they have made over the past year to find customers, cost-cutting ideas, 

sales tactics and strategy they are currently using to stay in business and turn a profit.   After 

all, PROFIT IS A BEAUTIFUL THING. 

 I would like to take this opportunity to thank the New Haven Chapter 

for sponsoring my attendance at this yearõs conference.  The expense 

was already budgeted when I learned that this year was my turn to re-

ceive the stipend and it was greatly appreciated. 

Workshop Attendees 

Conference and Vendor Expo 2009             Frank Sperry, Newton Chapter 
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BLUEPRINT READING, 
 ESTIMATING &  
BUSINESS MANAGE-
MENT SKILLS 

Presented by Bob Cusamano, 
Coatings Consultants, Inc. 

 March 24 & March 25 

$995/PDCA member 

2- day, hands- on workshop 

For more info and to register 
www.coatingsconsultants.co

m/seminars.hr  

Upcoming 

Educational 

Opportunities 

EPA RRP 
Training Course 

Feb . 12th or 13th 

Devens, MA 

8 hour, hands- on workshop 
resulting in Certification 

$285/person 

(register before 1/31/10 to  receive 
$15 discount) 

Call 978- 405- 2556 or register 
online at:  

www.LeadSafetyTraining.com 

Chart Your Course 
to  Success with NEC 
2010 Educational Conference 

& Vendor Expo 

Marriott Newport, Newport, RI 

November 11- 13, 2010 
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Miles Bowen 

presenting 

Sponsors 

The Sherwin-Williams Co. 

Benjamin Moore & Co. 

ICI Paints 

PPG Industries 

Newton Chapter, PDCA 

New Haven Chapter, PDCA 

Northeast Bay State Chapter, PDCA 

Boston Chapter, PDCA 

 

Presenters 

Bill Rickli, Benjamin Moore 

Harry Lux, Luxbrush Painting 

Don Demaio, K. Morgan Assoc. 

Phil Reinhard, NGPP 

Miles Bowen, Luxbrush Painting 

Debbie Zimmer, PQI Institute 

Richard Bright, PDCA 

Advanced Repair Technology 

Arroworthy 

Benjamin Moore & Co. 

Coronado Paint 

Graco 

Hyde Tools 

ICI Paints 

3M 

Mad Dog Primers 

Muralo 

NGPP 

Noopyõs Stripper 

The Paint Project 

Purdy-Besst Liebco 

Rustoleum/Zinsser 

Sherwin-Williams 

VT Dept. of Health 

Wooster Brush 

XIM Products, Inc. 

 

Thanks to the Sponsors, Exhibitors and Presenters at the 2009 Conference 

Exhibitors 

Richard Greene, PDCA CEO introduces the 

winners of the Student Faux Contest during 

the Vendor Expo 

New Member, 

Dwight Johnson 

gets a lesson 

on spray equip-

ment at The 

Paint Projectõs 

booth 

Congratulations  Rich OõNeil 

Winner of the  Trivial Pursuit  Challenge  

And $500! 
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 In the past, when you wanted to stain a deck or siding, you had the option of using either an alkyd or 

latex stain product in a variety of opacities.  Alkyds provided good penetration but did not hold up well to the 

environment.  Latex stains perform well against the elements but do not penetrate like an alkyd. 

Benjamin Moore is introducing a new waterborne alternative. Arborcoat is an ultra-premium waterborne stain 

line that provides end-users with a unique blend of performance and flexibility.  Arborcoat stains are available 

in transparent, semi transparent, semi solid and solid.  The Protective Clear Coat is required for use over the 

transparent and semi transparent stains when applied to decks. 

  òWeõve dedicated a great deal of time and effort to developing a product that would be more effec-

tive and easier to use than anything currently on the market,ó according to Senior Product Manager Jeff Spil-

lane.   òWe set out to create a product that is superior to anything else on the market, and judging by the in-

dependent testing we have done and the feedback from the contractors who have worked with the product 

line, we have succeeded in our goal,ó says Spillane. òWe are finding that this deck system is outlasting some 

of the finest deck systems on the market, which says a lot.ó 

Though the rollout for Arborcoat is just beginning, Benjamin Moore has been testing the product for a number 

of years in markets across North America and the results have been overwhelmingly positive. 

òWe currently have thousands of projects that have been completed using this stain, some of them are al-

ready as old as three years, and the feedback has been tremendously positive,ó says Danielle Addimandi, 

Benjamin Mooreõs Product Manager who is working to spread the word about the benefits of Arborcoat. 

The rollout of Arborcoat is expected to be complete by mid-March 2010.  Benjamin Moore will be provid-

ing contractors with informational support materials, as well as offering the Buy-A-Deck program whereby 

contractors can receive free Arborcoat product to use on their next project. 

New Arborcoat® Waterborne Exterior Stains Offer Contractors the Best of Both Worlds 

Improve your Bottom Line with the Right Tape  

the next job.  òWe use paper tape be-

cause it makes nice clean lines and is 

easy to use,ó says Hansel. òMy paint-

ers appreciate that it stays straight 

when they apply it.ó 
 

Professional tape not only keeps a pro 

on the straight and narrow, but also 

protects whatõs underneathñbe it 

glass, moldings or an adjacent wall. 

Paintersõ tapes of today have a come 

a long way. In decades past, profes-

sionals shunned some tapes because 

they left behind a residue on the wall 

or were frustrating to use. Others sim-

ply didnõt stay put and were more trou-

ble than they were worth. 
 

Todayõs tapes come in a variety of 

sizes; some ceiling tapes have adhe-

sive on both edges to prevent any 

There is a reason people hire profes-

sional painters. Actually, there are 

many reasons: drips, splatters, messy 

edges, smudging or the accidental 

brush mark. There are also folks look-

ing for faux finishing or special wall 

treatments. 
 

Many professional contractors are 

tempted to do this intricate work with-

out a safety net. But that takes a 

steady hand and timeñand perhaps a 

do-over, because nobodyõs perfect. All 

of this frustrates the client. They hire 

the professionals because they want it 

done right and quickly. 
 

Philip Hansel, owner of Hansel Painting 

gave up on freehand painting a long 

time ago. Using painterõs tape saves 

time, which means he can move on to 

drooping. The right tapes are also 

easy to apply, leak proof and leave 

no residue behind. That makes for 

a happy homeowner. And in this 

business everybody knows, when 

the homeownerõs happy, every-

bodyõs happy! 

 

Heidi O'Connor, Trimaco 

To learn more, contact Heidi at 

Heidi.O'Connor@trimaco.com    

http://tmcexchange.trimaco.com/exchange/heidi.oconnor/pdca/Article.EML/
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òTo catch the reader's attention, place an 

interesting sentence or quote from the story 

here.ó 

One definition of madness is repeating the same behavior but expecting different results.  My dog drives me mad ð after 

2 years he still jumps up to greet people and yet I still try the same old admonishments òGet down, numbnuts!ó which he 

obviously ignores.  Or perhaps his doggy brain is already full, replete with images of bones, girl dogs and his favorite 

couch.  And I confess I can drive myself mad, to wit; I review a document then put it down and lose it, only to find it a 

week later inadvertently left on top of a bookcase as I wandered the offices, multitasking ineffectively.  But I digress, as 

usual.   

A recent conversation with a friend reveals the conundrum of the small business owner ð having lost money last year; he 

has a strong desire to avoid the same fate this year.  But desire alone is insufficient.  Unless he is willing to examine how 

he succeeds and where he fails, repeating last yearõs behavior will likely yield the same business results and his behav-

ior will fit the definition of madness nicely. 

During boom times itõs easy to ignore the warning signs of a business at risk ð work keeps coming, cash is in the bank

(most of the time) and if we take a hit on one job, we know the next one will bail us out.  Boom times allow us to skate on 

past the self-reflection necessary to make the course corrections that will improve our fortunes.   

Let me make a bold statement ð if your business is foundering in this economy, you have no one and nothing to blame 

but yourself.  Itõs not the economy, itõs not your customer(s) and itõs not your employees.  And let me suggest something 

else ð if youõve been avoiding conducting a thorough analysis of your strengths and weaknesses, thereõs no better time 

than now.  This economy has ruthlessly exposed either the weaknesses or fortitude of our businesses, and this is a 

heavy-lifting word, our leadership.  Let me add a bolder statement still - if the prospect of this analysis scares you, you 

should consider not being in business for yourself. 

A couple of questions to get you started down the road to navel gazing and pondering the essentials.  Letõs start with 

gross profit. 

If making consistent and measurable profits on our projects is the foundation of a strong business, do you conduct post 

mortems on your underperforming projects?  If not, then consider this the first step in understanding where money is 

lost.  And if youõre not performing a forensic analysis on these projects, why not?  Are you afraid to do this?  Is it too 

much work?  Too complicated?  Or just too painful?  Aversion to pain, be it our spouseõs temper, or the reality of a busi-

ness at risk, is a powerful motivator and many of us choose to keep doing what we always do because to confront the 

reality of our incompetence is too painful. 

If youõre willing to exercise your gray matter and actually work on your business, then you will likely discover some un-

pleasant truths.  Perhaps your estimating stinks or your crews are making mistakes and repeating work; perhaps their 

timecards are figments of their imagination, entirely separated from the reality of a productive 8 hour work day.  Regard-

less, once you discover the causes behind underperformance on the job, you at least have the information necessary to 

effect the changes required to produce future work more profitably.   

Weõve been fortunate enough to work with Advisors On Target since 2002 and with help from my peers in the group; this 

level of analysis has become second nature.  We conduct forensic examinations of each otherõs businesses monthly, 

and pull no punches.  You should try it. 

So, Happy New Year ð I hope you make your resolutions count for something.  

MADNESS, THE NEW YEARõS RESOLUTION AND SUCCESS  Nigel Costolloe, Boston Chapter 

NEC New Members 
Mathew Richards, Castle Complements Painting, Chelmsford, MA 

Dainius Ligeika, Dainius Ligeika Painting, Bridgeport, CT 

Dwight Johnson, Dwight Johnson Painting & Restoration, LLC, New Haven, CT 

James Langhans, Painting Solutions, Inc., Windsor, VT 

Johnathan Ives, Professional Painting, Shoreham, VT 

 

Associate Member 
Mad Dog Primers 



Are you in business to make a difference?       Don Demaio, New Haven Chapter  

PO Box 322 

Tolland, CT  06084 

Phone: 888-732-2632 

Fax: 860-896-0467 

E-mail: necpdca@comcast.net 

 

NEC Spring Golf Outing 

Wednesday, June 2nd 

Heritage 

Country Club, 

Charlton, MA 

 

New England Council, Inc., PDCA 

 Voice of the Professional Painter 

took pride in the fact that I was in a 

trade that made the biggest visual im-

pact on whatever project was under 

construction. 

That memory was the driving force 

when I started my own business. I was 

determined to bring back a sense of 

pride and importance to the trade; to 

change the perception that people 

have when dealing with painting con-

tractors; to bring back professionalism, 

honesty and integrity. 

If I asked you why you own your own 

painting company, what would you tell 

me? Are you in it for the money only? 

Do you think itõs easier to be the boss? 

Those reasons might fuel you for the 

short term, but I guarantee youõll be 

like a shooting star that burns out 

quickly. Shouldnõt you have a purpose 

that is greater than just yourself, a 

sense of responsibility to the industry 

to make it better? Now donõt misunder-

stand me, the painting industry is big 

and youõre not going to change it all by 

I started painting at seventeen. One 

of the first jobs I worked on was 

about an hourõs drive from the com-

panyõs shop. We worked a hard day 

and hopped in the van at the end of 

the day looking forward to the drive 

home. Put the key in the ignition and 

turned and the van wouldnõt start. 

We called the boss and he told us to 

take the train and he would pick us 

up when we arrived.  

I remember vividly waiting in line to 

get on the train. There were several 

people ahead of us and as they 

handed the conductor their tickets 

he would direct them to their seats; 

until he took our tickets. Instead of 

directing us to our seats he informed 

us that the bar car was in the back 

of the train.  

I will always remember that day.  It 

spoke volumes to me about the 

reputation that painters have and I 

didnõt like it. My father raised our 

family on a painterõs income and I 

yourself and I understand that. What 

you can do is make a difference in 

your sphere of influence - the cus-

tomers you work for, the vendors you 

do business with and the employees 

you hire. 

Let me end by telling you a 

short story the sums up what I am 

saying. There was a young boy walk-

ing on the shore of a beach picking 

up starfish that had washed up on 

shore and tossing them back into the 

ocean. At the same time an older 

man was walking towards him and 

saw what the young boy was doing. 

He said to the young boy òWhy are 

you picking up those starfish and 

throwing them back into the ocean. 

Donõt you see there are hundreds of 

them, itõs a waste of time and youõll 

never make a difference? Just then 

the boy picked up a starfish, threw it 

into the ocean and said òI just made 

a difference for that oneó. 


