DECC Celebrates 50 Years of Meeting

4

Grand Rapids’ Coating Needs

By jane Whittingron

The DECC Company, family-owned
and operated, is celebrating an anniver-
sary. Fifty years of operating a successful
business gives them reason to celebrate.
DECC Company has evolved from a blcy-
cle repair shop in the basement of Evert
Mellema's home In 1964 to the 100,000
square foot facility which today is a lead-
ing industrial coating applicator provid-
ing coating excellence to a wide variety of
industries. They offer a range of coating
services Including dry film [ubricants,
chemical resistant coatings, high temper-
arure resistant coatings, rubber bonding
adhesives, corroslon protection coatings,
FDA approved coatings and athers.

The business started when a friend
of Evert's challenged him to figure out a
way to prevent the selector pin in juke-
boxes from sticking. His brother Don
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suggested using a dry flm lubricant not
in widespread use and devised a method
of applying the coating with a vibrating
machine and a $15 oven. Thelr customer
base grew, and the brothers bought a
facility and incorporated under the name
DECC, named after brothers Don and
Evert and Chet and their father. also
named Chet.

Today DECC, with Don's son Fred
Mellema serving as President and Cwner,
serves a wide variety of markets includ-
ing aerespace/avionics, altemative ener-
gy/fuel cell, automotive, commercial
laundry, diesel, food processing, furni-
ture, industrial, medical, military and
remanufacturing. Essentially, what they
do s apply coating to other business’

and then return them. Up to
300,000 duplicate pieces from a particu-
lar company may come in at one time.

According to Fred Mellema, “When 1
bought DECC ten years ago, the awtomo-
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tive industry was 100 percent of our
business. We knew that we needed to
diversify, and that decislon served us
well during the recession when the auto-
motive industry was so hard hit. Over the
past ten years, we were able to bring in
mrk for the military and the diesel

. These are two strong markets
for us. In fact, Caterpillar came n and
helped us in the diesel industry by help-
ing us buy a line of machines specifically
for them. Other than that, we were able
to modify our existing machines to do the
waork that needed to be done for indus-
tries other than automotive. Automative
now accounts for about 30 percent of cur
business.”

Currently DECC has 85 full-time
emplayees, some of whom have come in
with experience and others they train
onsite. Mellema says," We like it when
employees can be cross-trained in two or
three different areas, as this gives us and
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our employees fexibiliy in work assign-
ments, Because we are a job shop, we
don't know what's golng to hit the dock,
and we want to ready to move our
employees around different machines
according to the job we're working on.”

Mellema says, “Once we gel a cus-
torner we keep them. We make sure qual-
ity and service are at 100 percent all the
time, so customers return again and
again and also refer other customers to
us. We are known as problem-solvers
who can work with a dient's particular
needs."

A mutually beneficial relationship
with Hope Network started about 40
years ago. Mellema says, "A neighbor of
my Uncle Evert had a special needs child,
and he asked if his son could come to the
shop and sweep up and do other tasks
that needed to be done. Evert agreed, and
the boy, Bill, came in to do his ‘job",
‘While Bill wasn't able to perform com-
plex tasks, they found that he was very
proficient at repetitive work_ Other work-
ers didn't lke the monotony of these
tasks, but Bill enjoyed doing the work
and liked the sense of accomplishment it
gave him. At the end of the week, Bill's
father said, “Thanks so much for letting
Bill do this. 1 owe you.' Evert said, ‘No,
owe you. Your son is a great worker.’
And Bill continued to work at DECC.”

That's how It started, Today, DECC
employs about 40 Hope Network clients.
They are supervised by Hope Network
professionals who come to work with
them every day.

Mellema says, “It's been a pgreat
partnership for us and a win-win situa-
tlen all the way around.”

DECC has been at thelr present loca-
tion at 1266 Wallen Awenue in Grand
Rapids since the beginning although they
have expanded from 1,200 square feet in
1964 to their current 100,000 sgquare
feet,

Mellema says, “We emphasize our
problem-solving skills, open communica-
tion and team dynamics both with our
cllents and our employees. Despite a
downturn during the recession, we are
growing strongly and steadily. We do
surveys with both our clients and our

¥ employees, and they indicate a high level

of ion."

Service, quality, open communica-

% tion: it all adds up to 50 years of progress

“ and success with many more to come.

Jane Whittington is a freelance
writer and editor whe lives in Grand
Rapids.




