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March 11th and 12th RDA held their 
fifth Collision Solutions Seminar 
in Dallas Texas. RDA members, 
their key people and supporting 
manufacturers attended a day and 
a half of excellent presentations. 
Based on the enthusiasm and 
feedback we received from 
everyone who attended it was an 
over whelming success.  

Kevin Wolfe, Industry Consultant 
with Leaders Way, presented talent 
assessments, understanding why 
smart people underperform, and 
creating profitable and happy work 
environments. Steven Trapp, North 
American Strategic Accounts Manager 
for Axalta, presented on enhancing your 
role as a distributor in delivering value-
added services. We closed the event 
with Body Language and Unconscious 
Persuasion Expert Traci Brown. Traci 
assists groups to learn tools to “read” 
others, and hear “Yes!” more easily and 
more often. 

Robert McKenzie Jr. Executive Director 
of RDA said, “Our members and key 
people continue to embrace these 
training venues. The synergies created 
between our members and industry 
partners at these events provide exciting 
and excellent opportunities.”

One manufacturer said, “Great meeting 
in Dallas!  Judging by the enthusiasm of 
the RDA members and the content of the 

RDA’s 2016 Collision Solutions Training Seminar 
Another Outstanding Event in Dallas Texas!

presentations, the speakers provided 
excellent information that we can all 
use to be more successful out in the 
marketplace.  Business is changing so 
fast that it is important that we discard 
old habits and apply new creative 
ideas on how we conduct our business 
moving forward.  It takes a conscious 
effort to acknowledge your old habits 
and break out of your comfort zone.  
This gets the creative energies flowing 
to give us new ideas that we can apply 
to get a leg up over our competition.  
In addition, Traci Brown’s training on 
reading body language was invaluable 
as well.  Thank you!”

RDA would like to thank all of the 
supporting manufacturers that make 
this and other events possible for our 
organization.
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John Moreau, BASF and 
Michael Coran, J & R

Michael Coran, J & R; John Gilmour,  
D’Angelos and Robert McKenzie, RDA

Steve Bohte, Mike & Jerry’s and 
Petra Schroeder, Axalta

Peter Deluca, Industrial Finishes & Systems

Kevin Wolfe, Leaders Way
Robert McKenzie, RDA and Kevin Wolfe, 

Leaders Way

Melissa Jolls, 
RDA and

Gil Shaw, Wesco
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Traci Brown, Body Language Trainer and 
Robert McKenzie, RDA

Dennis Watkins, Chicago Magic Co. and 
Elaine Dunn, Autobody Supply

Chris Gardner, Autobody Supply;
Dennis Watkins, Chicago Magic Co. and 

Petra Schroeder, Axalta

Robert McKenzie, RDA, Mellisa Jolls, RDA, Dennis Watkins, 
Chicago Magic Co. and Georgia Thorson, RDA

Craig Jones, Axalta and 
Tom Singleton, Crow Burlingame

Dennis Watkins, Chicago Magic Co. and Brad 
Mewes, Supplement

Dennis Mitchell, Central Paint; Mike Franqui, Evercoat 
and John Voorhees, Central Paint

Robert McKenzie, RDA and Steve Trapp, Axalta

Robert McKenzie, RDA; 
John Voorhees, Central 
Paint and Brad Mewes, 

Supplement

Skip Chance, PPC and 
Dennis Watkins, 

Chicago Magic Co.



Sturdevant’s shows how to make an
impact with IMPACT!!!

4

GLADWIN PAINT CO.

Gladwin announces more additions to the GPC family! 
RDA congratulates everyone involved, and extends a 
warm welcome and best wishes to Larry Bruggman 
and Kevin Andress, as they become part of the GPC 
sales team. Larry and Kevin are highly respected in the 
industry with years of experience and knowledge that 
includes impressive body shop, paint company, and 
jobber credentials! Watch out for GPC in 2016 & beyond!

STURDEVANT’S REFINISH SUPPLY

Congratulations to Lonnie Kocmick, Tom Peterson, and 
the gang at Sturdevant’s for the awesome job they did 
positioning and arranging the new IMPACT display by 
the front door of the Des Moines store. Great way to 
support the line!

RDA MEMBER NEWS

MIKE & JERRY'S UNVEILS 
ANOTHER COOL MARKETING TOOL

Mike & Jerry’s knows how to support and promote 
their IMPACT product line. Kevin Bohte ordered this 
awesome pull up banner in preparation for making 
a statement at the upcoming 46th Annual World of 
Wheels event at the Mercedes-Benz Superdome in 
New Orleans on Feb 26th-27th-28th.

J & R SUPPORTS CHARITIES
WITH PEDAL POWER

Congratulations to Michael & Debbie Coran for helping the 
community. On August 6, they will join 6,200 cyclists in the 2016 
Pan-Mass Challenge/PMC ride, an annual bike-a-thon that raises 
money for research and care at the Dana-Farber Cancer Institute 
(DFCI) in Boston.

The PMC raises more money for charity than any other single 
event in the country, with 100% of the donations go to DFCI.

Michael & Debbie have each made a personal commitment to 
ride and raise funds.

Possible photo of a previous Pan-Mass with 
Debbie in the lead, while Michael rallies 

everyone forward with his signature fist pump.



GLADWIN PAINT COMPANY is pleased to announce 
that they have recently hired Curt Miller into the GPC 
family as their new “Strategic Account Manager”. Curt 
previously worked with Axalta, having been hired in 
1985 as a Sales Rep with DuPont Refinish in the Boston 
Sales District. Curt had remarkable achievements and 
responsibilities with DuPont/Axalta over the years. In 
2013, he was named the Service King National Account 
manager. Kudos to GPC for a great hiring coup, and best 
wishes to Curt with his new position at GPC!

Gladwin Paint Hires Curt Miller
IF recently hosted their 6th annual GROW Conference 
in Eugene, Oregon. The event updates employees 
(rotated from the organization) on activities taking 
place elsewhere in the company, with reports from IF’s 
automotive, recreation vehicle, military, aerospace, and 
industrial divisions.

Industrial Finishes & Systems also uses this opportunity 
for team building and personal growth. This year’s 
topics focused on building a winning team, hiring right, 
and ensuring that IF’s culture is carefully protected. 
Guest speaker, Wayne Cordeiro, shared his insights 
regarding the balance between spiritual, physical, 
emotional and professional health.

Industrial Finishes & Systems

BASF VisionPlus Clinic on Body Shop 
Organizational Structure at Central Paint

IF employees gather before dinner.

IF employees prepare a demo.
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Gladwin & RDA Board

Many thanks are due to 
both the Gladwin Paint 
Company and Layla 
Maus of Gladwin, who 
hosted the most recent 
RDA Board Meeting at 
the brand new Gladwin 
facility in Houston. The 
Board meeting was held 
for a day and half in their very comfortable conference 
room, utilizing a large U-shaped table that was perfect 
for the meeting. The Board was also treated to some 
down-home Texas hospitality, which everyone greatly 
appreciated.

The RDA Board of Directors meets regularly throughout 
the year to review the direction, purposes and function 
of the organization, and to make sure that the products, 
programs, events, and staff serve the needs of all Members.

The current RDA Board of Directors
President–Michael Coran
Vice President–Josh Byers
Secretary/Treasurer–John Gilmour

The newest Members of the Board are Layla Maus of 
Gladwin, and Gil Shaw of WESCO. Remaining members 
include Jim Volpe of Autobody Supply, and Peter Deluca of 
Industrial Finishes, the outgoing President, who deserves 
extra thanks for serving as an Officer of the Board.

We also extend many thanks to everyone on the Board for 
their commitment to the group, and the extra hard work 
they put into the organization on for the membership.

Please thank our RDA Board Members whenever you 
have the opportunity!

RDA MEMBER NEWS
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INDUSTRY EVENTS
Northeast Automotive Services Show in Secaucus, NJ
March 18-20
RDA will have booth space, and present a class.
RDA Member Central Paint will also have a booth. 
AASP/NJs 39th Annual NE Show

Don’t miss these dates!
RDA Member Meeting in St. Louis, MO
May 16-17-18 
Arrive 5/16 morning (events start at 2 p.m.) 
Depart 5/18 after 5 p.m. (events end at 3 p.m.) *Time Change*

RDA Fall Member Meeting in New Orleans, LA
September 28-29-30 *Date Change* 
Arrive 9/28 morning & depart 9/30 after 5 p.m. 

Please visit our booth & attend our sessions
at the following upcoming events
Northeast Automotive Services Show, Secaucus, NJ
March 18-20

Southern Automotive Repair Conference/SARC 
in Biloxi, MS
April 8-9   Website

COLLISION SOLUTIONS TIPS
Tools for your Collision Shops

We have provided the following tips for the RDA 
members to give to their shops on their behalf.

 •  Managing the Paint Booth as a Constraint 
Resource

 •  Tips for a Prosperous 2016 and a Prosperous 
LifeTips Life

 •  2016 Brings Another OSHA Deadline for 
Body Shops

 
If you would like a customized version of the 
Collision Solutions Tips with your logo and contact 
information, please email Georgia at:  
georgia.thorson@gmail.com.

Provide a hi-res image of your logo/logos. Members 
can also customize the flyer themselves from the 
ms.pub version. You can get a generic version with 
the IMPACT logo, through the member portal on the 
RDA website: www.rda-impact.com.
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December 20,  2015 

Continued... 

Managing the Paint Booth 
as a Constraint Resource 

 

In many collision centers the paint shop, specifically the paint 
booth, is the constraint or “bottleneck” of the system. Since 
nearly every repair job has to flow through this resource, it 
can easily become backed up with excess inventory (jobs 
waiting in line to get painted). Eli Goldratt’s Theory of 
Constraints teaches us that the system’s constraint is what 
dictates our overall throughput. In other words, the amount of 
money a shop can make is dependent upon how many repair 
orders run through your paint booth. 
 

What amazes me is the amount of effort people put into making the other departments more efficient, when 
the added efficiency they create makes no contribution to allowing additional work to flow through the paint 
booth. This is the fundamental difference between “Lean Thinking” and Theory of Constraints. 
 
Think of it like this:  If your paint booth is a constraint in a shop operating at $150,000 a month with one paint 
booth, the booth would be allowing $893 dollars an hour to flow through it during an 8 hour workday 
($150,000 divided by 21 working days, divided by 8 hours equals $893). 
 
So if your booth is broken, or a painter is taking a late lunch, or you’re re-spraying due to poor workmanship, 
it is costing your shop $893 an hour! How does $15 a minute sound? When you think of it in these terms, it 
really opens your eyes, doesn’t it? It makes you a little more protective of that resource! 
What Theory of Constraints suggests is to Exploit, Subordinate, and Elevate the constraint in order to 
increase your throughput and profitability. Here’s a few examples on how to do it: 
 
EXPLOIT – Use the paint booth as efficiently as possible. 
 Try to always keep a car ready to roll in the booth so it never sits empty. 
 Have a car prepped and ready to paint first thing in the morning. 
 Hours of operation. Can you extend the hours the booth operates? 
 Regular booth maintenance to eliminate mechanical failures (done after hours if possible). 
 Regular booth cleaning and filters replaced (done after hours if possible). 

An hour lost in a constraint resource is an hour lost forever 
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Continued... 

Tips for a Prosperous 2016 and a Prosperous LifeTips for a Prosperous 2016 and a Prosperous LifeTips for a Prosperous 2016 and a Prosperous Life   
 
Many of us have possibly forgotten the New Year resolutions we made just a few weeks ago. This is a 
good time to rekindle your dreams, and restore your resolve to change things for the better!  
 
For many in the collision repair industry, last year was a very good year. Many shops experienced positive 
growth over the previous year and are expecting the same for the upcoming year. Despite advancing 
technologies, MSO consolidation, and other challenges, things are really pretty good for many of us right 
now.  However, instead of being complacent, it’s time to step up the game even more! 
 
Playing to Win 
Are you playing to win, or just playing not to lose? This is an important question, and here’s why. Although 
many collision repairers performed better due to stabilizing business conditions, they actually left a lot on 
the table when it came to taking their businesses to the next level. Savvy businesses recognize that 
challenging times always contain great opportunities! When your mind is set on merely surviving, it will 
cause you to act differently than when your mindset is on winning! 
 
Goals 
A competitive fire will never ignite when we are merely trying to make it through the day. A competitive fire 
will burn brightly for those who set lofty long term goals. Playing to win is all about proactively creating the 
life you want, instead of reacting to whatever life throws at you. 
   

The best way you can predict your future is to create it through 
setting goals and making plans to achieve them. Far too many 
people simply float through their lives playing the victim and 
wondering when something good will come their way. Sadly, these 
victims blame everybody but themselves for their troubles when 
they unknowingly have the power inside themselves to create a 
great life. 
 
 

One of the most powerful things you can do is to spend a few hours thoughtfully writing out your goals. I 
recommend writing long terms goals that you plan to achieve in your lifetime, followed by intermediate 
goals that you will accomplish in the upcoming months that will help lead you to your long term goals. 
Finally, I suggest writing out your daily tasks early in the morning or the prior evening, to continually move 
you towards your goals. This habit will change your life dramatically for the better! 
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Continued... 

2016 Brings Another OSHA Deadline for Body Shops 
 
For as far back as most shops can remember, Material Safety Data Sheets (MSDS) have been a part of their 
business. MSDS have also been the major component of OSHA’s Hazard Communication Standard, which is 
one of the most frequently cited standards for violations and fines in the collision industry. On December 31st, 
2015, manufacturers and distributors were required to eliminate all MSDS and update their documents to 
SDS. This was required by OSHA as a part of its update to the Hazard Communication Standard to bring it in 
line with the Globally Harmonized System of Classification and Labeling of Chemicals (GHS).  

 
Most body shops are aware that their suppliers were 
going through the hard work of bringing their data 
sheets and container labeling up to these require-
ments over the past few years. However, 2016 brings 
with it a new deadline that is specifically tied to the 
body shops themselves. Now that the manufacturers 
and distributors have switched to the SDS format, the 
work burden shifts to the body shops to bring their 
internal programs up to speed as well.  
 
 

Body shops must complete all of the following by June 1st, 2016: 
 Update their hazard communication program 

 Update their hazard communication training materials to discuss the new SDS formats, labels, picto-
grams, and signal words 

 Provide additional employee training for newly identified physical or health hazards for the chemicals in 
the shop 

 Update secondary container labeling to meet the new standard 
 
The former deadline for shops was December 1st, 2013, and required them to train all employees on the new 
elements of labels and SDS in order to be prepared for the changes coming from manufacturers and distribu-
tors over the next few years . This created a significant amount of activity for the industry and GHS was at the 
top of most people’s minds. However, the lull of activity in 2014 and 2015 has resulted in many shops without 
a plan to meet the June 1st deadline of 2016, now that they need to update their programs.  

NEW RDA WEBSITE

The new RDA website is now located at:
www.rda-impact.com.

http://www.aaspnjnortheast.com
http://www.southernautomotiverepairconference.com
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RDA Offers savings4members™ 
Program

RDA has partnered with 
BizUnite since 2012 to 
offer cost savings as 
an added benefit of 
membership.  The RDA 
relationship with BizUnite 
will now be referred to 
as savings4members™, a 
program designed to help 
combat rising operational 
costs by saving time and 
money on products and 
services used every day.  

Members can take 
advantage of exclusive 
discounts with best-in 
class programs from national vendors 
such as ADP, Ignite Payments, Office Depot, Sprint, 
Staples, UniFirst, WEX and more. These pre-negotiated 
deals through savings4members™ have proven to 
save businesses an average of $13,850 annually on 
operational expenses.

If members are already taking advantage of these 
benefits, nothing changes and they will continue to 
receive their discounts. If members haven’t taken 
the time to discover what their potential savings 
could be, we encourage them to check out the 
savings4members™ program today. 

It’s never been easier for members to reduce their total 
operational costs:
 •  https://impact.savings4members.com/

programs/ExternalSuper.spr
 •  844-346-3746 for a Savings Consultant
 • info@savings4members.com 

Members will receive additional information about 
savings4members™ in the upcoming weeks!

For more information
call 844.346.3746

Circle the programs below that interest you.

Complete these fields and fax your completed form to 603.628.2374.Business Name:
Contact Name:
Phone:

Email:

RDA members cansave $13,850 annually!

Email info@savings4members.com or visit impact.savings4members.com

IMPACT ELITE PROGRAMS

National Emerald Isle 
Program Update 

RDA has negotiated a great new car rental program. 
Bypass the counter & choose your own car! Click on 
the following link if you have not already registered. 
Be sure to complete your profile and activate your 
membership. RDA Emerald Club 

YouTube Video Library

Direct links to individual RDA 
training videos for you and your 
shops! You and your shops can 
click on the individual library link on the flyer to go 
directly to the specific RDA IMPACT You Tube training 
video!!! Video Link Flyer

YOUTUBE WEBINAR TRAINING LIBRARY

CLICK HERE to access the Library

How to Compete and Win: This webinar provides specific strategies to succeed and have hope in a 

troubled collision repair industry. Click here

An overview of the Enterprise ARMS Automotive Suite of Products:  An overview and 

highlights of the Automated Rental System and how collision repair shops can use the ARMS Suite to 

their best advantage.  Click here

Reputation Intelligence, On Line Marketing and Reviews: The webinar will cover 

understanding Reputation Intelligence, and the benefits to your business. Click here

Aluminum vs Steel by Chief: The presentation covers the training and technical requirements for 

collision repair of aluminum and steel vehicles now and into the future. Click here

Better Understanding Credit Card Processing:  Most common mistakes merchants make that 

can cost their company thousands of dollars annually. Click here

OSHA: The Regulatory Issues We Face Today: Review new OSHA regulations for Hazard 

Communication compliance. Review the significant changes of OSHA’s HazCom standard and learn 

how to obtain OSHA compliance. Click here

OSHA’s Body Shop Emphasis and How to Protect Your Business: This webinar will help 

collision shops understand what is required to keep their shops OSHA compliant and protected from 

typical fines. Click here

EPA 6H Compliance & Painter Certification: Discuss the rules and show the specific steps for 

shops to be in compliance and avoid heavy fines. Take test and receive certification. Click here

I-CAR Training on Aluminum Repairs, Are You Ready?: Review several of the important 

considerations around repairing aluminum-intensive vehicles and information that can help guide repair 

decisions.  Click here

How to Avoid the Top 5 Citations in Shops Today: In addition to the top five citations we will 

also review OSHA’s National Emphasis Program on Isocyanates that are focusing on collision repair.

Click here

Aluminum & Your ROI–Can Shops Make Money Now Doing Aluminum Repairs?: Topics 

covered include the cost of equipment to repair ‘aluminum intensive vehicles,’ and what is required for a 

five year return on investment. Click here

www.rda-impact.com
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RECENT WEBINARS
• “How to Compete & Win!” Hope to a Troubled Collision Repair Industry
 • “An Overview of Digital Lobby” presented by Frank Turlep
 • SEM “High Level Overview of MSO Program & Margin Comparison to RDA Members”
 • “Review of How to Use Estimate Scrubber” 

UPCOMING WEBINARS
• March 16th- CCC One Update Plus Tool 
•  March 30th - GMG Envirosafe–Brandon Thomas will present the online training, compliance dashboard, 

SDS portal, review their service offering, and also touch on the deadline coming up in June for the shops. 

https://www.nationalcar.com/en_US/car-rental/loyalty/corporate-Enrollment.html/keyWord=XZ56S88.html?locale=en_US
http://files.ctctcdn.com/ce849a0d301/6029003c-18f5-47ce-8e4d-5f0b352b730b.pdf

