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E D IT O R ' S  L E T T E R
By Tanja Kern, Associate Publisher & Editorial Director

The Backdrop to Flooring is Good

jeka1984/iStock/Getty Images Plus via Getty Images

All the news shows there’s a slowdown in the residential sector, but speaking to industry leaders—retail, distribution

and manufacturing—tells me that getting serious about strategy might make it all okay.

“The next three to four months are going to be softer than what we’d like them to be, but if you ask me,  I think the

backdrop for �ooring is still good,” said AHF President and CEO Brian Carson.

In his recent interview with Floor Trends after the Armstrong acquisition, Carson explained why: “Home equity values

are strong, interest rates shouldn’t worry us. They're up a lot from pandemic levels, but we need to remember that they

dropped considerably during the pandemic. The interest rates now versus what they were on any historical basis, or

even six or seven years ago, really are not that hot. It’s something that we're going to have to learn to live with.”

Part of his optimism has to do with the pent-up demand that still exists in the housing market. Interest rates have gone

up and people have sticker shock on gas, but there is still a structural de�cit of single-family homes in America versus

the last 40 years.

“I think we’re going t see a little more strain on the system, but with al the new features and bene�ts and new

merchandising program, we are lining up to do very well compared to our competitors,” said Ed Cross, owner Ed’s

Flooring America with two stores in New Hampshire.

“Even though things are slowing down right now, and with all the home building that went on after COVID, we really

haven't made a dent in the de�cit of homes,” he said.

“Business this year is quite good. We didn’t see any downturn this summer, and we’re focused on some bigger project

work right now which is going really well,” said Sam Stevens, operations manager, Dalton Carpet One.

Not everyone agrees.

“We are in for a challenge,” said Matthew Salzman, CEO, Louisville Tile Distributors. “I believe that somewhere in the

second half of ‘23 these interest rates and the in�ation and supply chain are going to have cycled through that there'll

be a problem.”

He said imports and supply chain issue will begin to unclog, but there will still be long delays and getting product.

“I think that the industry as a whole, and the economy as a whole, are going to face some serious pauses,” Salzman said.

“You can't print this kind of money without having in�ation at a government level.”

For Louisville Tile, however, he has nothing but optimism.

“We have a sales culture that we've now encapsulated,” Salzman said. “We will �ght through a bad economy by taking

market share, because we have them in an activity-based mode and they're out there with we taught them a ABP—

always be prospecting—and ABC—always be closing.”

Tanja Kern, associate publisher and editorial director of Floor Trends, joined BNP Media  in 2016. With more than 20 years of

editorial and strategic communications experience in  architecture and design, Tanja combines her journalistic acumen with a

passion for �ooring. She has a master’s degree in journalism from Northwestern University’s Medill School of Journalism.
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F I R S T  LO O K

FloorCon 2022 Pre-Show Update

By Beth Miller

This year’s FloorCon is taking the tempo up a notch according to Jeffrey Beiber, vice president marketing, Broadlume.

This year’s FloorCon is taking the tempo up a notch according to Jeffrey Beiber, vice president marketing, Broadlume.

The technology company aimed at independent �ooring dealers has revealed a few changes to the multi-day event,

including the increased show size and new show format.

FloorCon 2022 is heading to the West Coast and is hosted by the JW Marriot Tucson Star Pass Resort & Spa in Tucson,

Arizona, from November 14 to 16. Beiber says this is a strategic move to accommodate dealers on the West Coast and

will most likely continue to alternate between the East and West Coasts each year.

“We want to make this accessible to all retailers—that's our biggest goal,” Beiber said.

Last year’s FloorCon was held in Florida, the origin of FloorForce, and was a sold-out event with 250 registered

attendees and a last-minute surge of registrations took that number to around 400. It was standing room only during

the speaker sessions. Joe Gibbs, former NFL coach for the Washington Redskins and owner of Joe Gibbs Racing, a

championship-winning NASCAR team, delivered the keynote on leadership and success in business.

Attendance is expected to range from 600 to 700 this year, and with that in mind, the show has more than doubled its

offerings and has expanded to a four-day event to accommodate the changes. A post-show evaluation was sent out at

the conclusion of last year’s show where attendees indicated that they want more education and more networking

going forward.

“I love that fact—that [desire for more networking] is a constant,” Beiber said. “They just want to know their fellow

�ooring retailer; they want to hear how others are approaching the same problems or obstacles that they’re facing.

So, this year, the education has been divided into four tracks: Marketing & Advertising, Leadership & Culture, Sales &

Operations, and FloorForce Platforms & Programs. The education sessions will begin as a large-format class and then

divide into breakout sessions where dealers will be broken into groups that will rotate so they can not only attend all

breakouts, but so they can also get “a deeper, immersive experience,” according to Beiber.

This year’s FloorCon is heading to the West Coast and is hosted by the JW Marriot
Tucson Star Pass Resort & Spa in Tucson, Arizona, from November 14 to 16.

Day one will include the �rst-ever supplier sessions where a handful of supplier/manufacturer partners are going to

dedicate time to work with their retailers. The goal with including this sort of meetup is to create value for the �ooring

retailer.

“We want to make sure we are creating that avenue where people can come in and maximize their time on these trips,”

said Beiber. “Because it’s hard to leave your �ooring store, and we know time away is extremely valuable. For us, it’s not

just that we are going to create this incredible getaway experience for you, but we’re going to make it so valuable for you

that you can meet with the important suppliers you work with, or Titans of industry, or industry leaders, or the people

who are going to make you think different about your business or even yourself.”

One of the keynote speakers will be Caleb Campbell, a former NFL athlete who kicked off his football career in The

United States Military Academy at West Point. He was drafted into the NFL but got called away to serve his country—a

decision that would forever alter his life. He will tell his story and speak to the importance of prioritizing mental health

and how he came up with what he refers to as the “Leadership Expansion Process” to help retailers handle the stress

that comes with running a business.  

The Broadlume team will be sending out teasers for the remaining speakers in the coming weeks. For now, just know

that the lineup is a power team of “Industry Titans” to use Beiber’s phrasing. He also hinted at the inclusion of a CEO

panel made up of large �ooring manufacturers and distributors, talking about the industry.

“We want retailers hearing from the people who make decisions,” said Beiber. “How are they looking at the industry?

How can they share those insights that are so valuable? How they see consumers shopping; how they see supply chain

shifting; how they see relationships between manufacturers and retailers continuing to grow.”

To further support the importance of quality over quantity, the venue itself was selected to offer attendees with a

“work-cation.” The JW Marriott Tucson, a four-star hotel, is nestled in the foothills of the Sonoran Desert. The nightly

rate has been negotiated down to $199 per night and is available for attendees three days prior to the show and three

days after.

Additionally, Beiber revealed that the tradeshow will take place outside so attendees can enjoy the scenery. As for the

vendors, Beiber says they are hand-selected to provide retailers with a curated selection of offerings.

“Fores, not �oors!,” a charity golf tournament to bene�t juvenile diabetes, will be held on Thursday, November 17 on the

hotel’s golf course designed by Arnold Palmer, a 62-time PGA Tour winner. “There may or may not be a celebrity

showing up,” hints Beiber.



There are some announcements that will be made at the show. At this point, the only thing that has been revealed is that

the announcements are new product and technology related.
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NEW FLOORING PRODUCTS

Philadelphia Commercial Announces 2022 Redefined Luxury Collection

Gubi Ceramic Tile by Walker Zanger Embraces Minimalism

Prismatic Area Rug by Nourison

Alvarado Porcelain by Ege Seramik
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R E TA I L  I N S I G H T

How Software Can Help You Prepare
Your Business for the Future

2022 Starnet Speci�er and Business Development Seminar, which coincides with Neocon, provides the perfect setting for Starnet
Member associates to enhance their specifying capabilities, stay current with the latest �ooring trends and network with Starnet
Speci�ers across North America.

A few years ago, the �ooring industry faced the uncertainty of a pandemic. Fortunately, most �ooring dealers pivoted

adroitly and saw business boom during that time. Today, �ooring professionals are faced with a different type of

potential threat. Many headlines warn of the impact of in�ation and of possible economic downturns. Some retailers

report already seeing a drop-off in traf�c. But QFloors CFO Trent Ogden believes that just as with the pandemic,

dealers can adapt and make changes to successfully weather whatever may be ahead.

“One of the most important things you can do to prepare for an uncertain future is to sharpen your saw,” Ogden said.

“Sales may not be coming as fast as they have been, so you need to �ne-tune the other parts of your business. Becoming

better at just a few small things can result in big dividends, when it comes to operations and your businesses’ �nancial

health.”

Kathy Hyland, owner of Bay View Flooring & Design in northern Michigan, says that small changes she made

dramatically impacted her pro�tability: “The past few years have been phenomenal. Not only has our business traf�c

increased, but pro�tability has skyrocketed. I attribute part of that to changes we made after a QFloors users’

benchmarking class in late 2019. They showed us that we needed to get our net pro�t higher and talked about some

steps we could take to do that. We took that challenge and have made a few changes that have increased net pro�ts to

double digits.”

Hyland said she implemented settings in QFloors that gave her more accurate job costing and adjusted the commission

schedule.

“That needed to happen,” she said. “I can’t imagine running a business without job costing.”



Kahty and Tim Hyland of Bay View Flooring & Design. Photo: Bay View Flooring & Design.

Ogden said the key to making wise decisions in steering your business successfully, through calm or rocky waters, is

making sure you are on top of your �nancial statements and using them to guide your decisions. Hyland does just that,

using QFloors business management software.

“It’s been helpful to be able to watch and track things with the great reports in our software system,” she said. “There

are comparison reports for different time frames. We can watch expenses. And at any given time, I know right where

we’re at. With the changes we’ve made the past few years combined with the tracking we are able to do through our

software, our net pro�t is in the double digits, and our gross pro�t is around 40.”

Another bene�cial adjustment Bay View Flooring made was realizing their business was in a “use tax” state and

changing their tax practices accordingly. That one change brought Hyland's bottom line up over 1-2 points.

“I have been a retailer for 30+ years, and I had no idea that I should have been utilizing use tax all along,” Hyland said. “I

think a lot of retailers are in the same boat. We thought we knew exactly what we were doing, tax wise, and yet when

QFloors started talking to me about use tax, I was �oored. I talked with my accountant, and we researched together and

saw that it was right and legal.”

Among the 44 states that have sales tax laws, 28 of them implement use tax in the �oor covering industry and similar

industries. In these states, use tax—as opposed to sales tax—is applied to the dealer’s cost of installed materials and no

sales tax is charged to the customer.  Some states only apply use tax to certain types of �oor covering (carpet versus

hard surface) and some apply it to only certain types of jobs (commercial versus residential, new construction versus

remodel, etc.).  So, if you are in a use tax state, Ogden advises that you research exactly how this is applied in your state.

It will pay off, literally.

“I can’t imagine running a business without job costing.”

—Kathey Hyland, owner, Bay View Flooring & Design.

Another way to strengthen and prepare for the future is to automate. Automating operations within your �ooring

business helps you run things lean, when needed.

“In a nutshell, you want to operate your business as smartly as possible to give yourself some breathing room for the

inevitable slower sales,” Hyland added. “You need good software to keep everything organized and in order. There’s no

way you can do it without good software. When you have that in place, watch your numbers and be vigilant. Look to the

future and determine where you are headed, as much as possible.”

Hyland advises retailers to prepare for what’s ahead: “Our �rst �ooring business weathered the recession that hit after

9/11. We had 80 employees and four stores, and it was dif�cult. But as an owner—at least as a successful owner—you

have to look at your business as a whole and make dif�cult decisions on how to stay a�oat and move forward.

Sometimes it feels really hard to do that, but you have to know your business and be prepared and identify where to

make those cuts �rst. Not only with employees but just expenses in general.”

If times get lean, �ooring dealers may �nd they need to operate their �ooring business with fewer resources - human

and �nancial. Utilizing time-saving software into your business processes can help you do just that. But now is the time

to start, according to Trent Ogden.



Of course, no one knows for sure whether a recession is around the corner or not. But regardless, taking the necessary

steps to run your business smarter and more ef�ciently will make a signi�cant difference both in your bottom line and in

your resiliency as a company.

https://www.floortrendsmag.com/
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Floors for Outdoors

By Tanja Kern

Moment porcelain tile by Undefasa. Photo: Tile of Spain.

People want their outdoor living space to connect with the surrounding environment, and they want to create an

environment that is personal, unique and beautiful.

"We all need a place to call a sanctuary," said Feras Irikat, director of design & marketing for Lunada Bay Tile. "Certainly

since COVID-19, people have been re-evaluating their indoor and outdoor spaces and are �nding new ways to

decompress and destress in their home environment. It's no longer just about having a pool or a backyard or a �repit.

It's about how these features can contribute to an enhanced lifestyle."

Here’s a roundup of some of the trends we’re seeing for �oors in the great outdoors.

Making the Indoor-Outdoor Connection

Since nature plays such an important role in well-being, outdoor areas continue to gain signi�cance in the overall design

of a space.

“Restorative Nature is the understanding that our homes need to provide us with restoration of mind, body and spirit,”

said Laura Grilli, director of product development for Daltile.
 

The trend incorporates many of the principles of biophilia, which is all about achieving a more grounded and slower

pace of life, focusing on essentials and a deeper connection to the natural world. Outdoor projects emphasize the

element of comfort, style and safety, as more individuals look to entertain, exercise and relax in the open air.
 

“These skillfully designed open-air retreats provide an extension of interior living and working spaces, as we see a

blurring of the lines between interior and exterior environments,” said Suzanne Zur�uh, director of design and trend,

Emser Tile.

The look of natural stone, such as travertine, is a very desirable look for a wide range of design applications, however,

its high-level maintenance requirements often knock it out of consideration come speci�cation time. In response,

Crossville introduced a new tile collection, Stone Fiction, to give designers the travertine style they want with effortless

performance.

“Although travertine is a beloved natural stone, its porousness and irregularity can make upkeep and long-term

performance really challenging,” said Lindsey Waldrep, Crossville’s vice president of marketing. In contrast, Stone

Fiction is ideal for residential spaces, as well as the most demanding commercial installations—inside or out.”

The Scripter collection of glazed porcelain tiles features StepWise technology, which offers 50% more slip-resistance than traditional tiles, making this
product perfect for indoor and outdoor use.
Photo: Daltile.

Paving the Way to Relaxation

Incorporating pavers can create an instant transformation, creating space delineation whether for patios, pool

surrounds or as an accent walkway through gardens.

“During the pandemic, we saw everyone moving into or increasing their outdoor spaces,” said Kristin Coleman, senior

vice president of Novita and spokesperson for Ceramics of Italy. “We de�nitely saw a spike in outdoor tile and with the

pavers in particular because they come in so many different materials, looks and sizes.”  

Anexo by Trituradoras Romeral.
Photo: Tile of Spain.

Take the Plunge

If you're lucky enough to have a swimming pool in your backyard – or if you're thinking about adding one – creating that

perfect refuge is more than just adding water.

"People no longer want to just dig a hole and jump in the water," Irikat said. "Personalization is the overarching trend

that encompasses all others and can take on many forms: functionality, playfulness, fantasy, safe haven. How you design

your pool speaks volumes about the type of vibe you wish to create."

It comes down to personal preference and overall aesthetics when designing your outdoor space.

“Often associated with nature and sustainability; green re�ects growth as well as an overall sense of newness," Zur�uh

said. “While blue’s innate connection to the ocean and the sky embodies stability and a clearer vision of the future.”

Agate 1x1 & 1x4 Pisa Pearl featured in a pool in Santa Rosa, California.
Photo: Lunada Bay Tile.

A Deck Above

With lumber prices high, it’s easy to see why so many contractors and builders are turning to composite decking

materials for outdoor �oors. Customization is a big trend in decking as homeowners and designers want to express

their individuality. This can be achieved by mixing boards of different colors or using boards of multiple widths to

mirror the aesthetics of interior wood �ooring. Creating customized decks doesn’t necessarily mean more complex

installations, which homeowners view as a signi�cant upgrade but costs the same as standard-width boards

Cali recently introduced 12-foot composite decking planks from the TruOrganics collection. Planks are made using

recycled materials, with the core comprised of 60% reclaimed wood �ber and 40% high density plastics. This formula

yields a stronger, more eco-friendly material that is uniquely protected against moisture, insects, rot and chemicals.  

“With our decking line, that meant optimizing shipping with the new 12-foot planks, and developing a material that can

withstand the demands of a well-used, well-weathered outdoor space,” said Cali President Doug Jackson. “It’s meant to

be lived on and enjoyed.”

Planks feature a modern, matte �nish, hardwood grain texturing, and natural color options made to complement any

home exterior. Customers can order free samples to feel and test out at home. Each color has matching rail and post kits

to complete the project, as well as fascia and solid square edge planks for trim and stairs.

https://continuingeducation.bnpmedia.com/


Cali’s TruOrganics planks feature a modern, matte �nish, hardwood grain texturing, and natural colors options made to complement any home exterior.
Photo: Cali.
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F LO O R I N G  P R O S

Starnet Speci�er and Business
Development Associates Expand Their

Roles in the Marketplace

By Mark Bischoff

The 2022 Starnet Speci�er and Business Development Seminar, which coincides with Neocon, provides the perfect setting for Starnet
Member associates to enhance their specifying capabilities, stay current with the latest �ooring trends and network with Starnet
speci�ers across North America.

Construction headlines in 2021 were dominated by material cost increases, supply chain disruptions and labor

shortages. Despite these challenges, based on our recently completed Starnet State of the Group Survey, our members

continued to add sales professionals and invest in speci�cation and business development roles. Starnet members

identi�ed more than one hundred associates across the network dedicated to speci�cation and business development.

They clearly differentiated the speci�cation and business development roles from other job descriptions in their

organizations such as account managers, project managers and estimators, which had greater populations of associates.

End user clients trust the Starnet speci�er and business development professionals to provide successful systems

combining multiple manufacturers and services. This requires ongoing training and professional development. Through

monthly committee work and annual training events, the Starnet members refresh their professional skills and share

best practices between members focused on speci�cation and business development. Starnet professionals in these

roles balance the realities of the construction industry with the outcome desired by the end user and their in�uencers

from the design community, and they organize the series of manufacturers needed to properly complete every project.

Across the membership the job descriptions for a speci�cation and business development role varies, but

fundamentally their mission is to increase the in�uence of the professional �ooring contractor on selecting and

recommending products. Starnet members have decades of brand goodwill at stake in a local market, which motivates

them to provide the absolute best value for the end user client. The speci�cation and business development

professionals carry that value story to various audiences and have become vital resources to industry stakeholders.

During the ‘War for Talent’ Where Do Members Find These Professionals?

In the past, during the soft surface mill alliance era of the 1980-1990s, the owners of Starnet member �rms would

often ful�ll the speci�cations and business development role for their company. Today, many of them continue this

activity because they enjoy it or maintain their connections with important clients. During the mill alliance era, the

industry was dominated by soft surface manufacturers, which were highly differentiated by brand. The main �oor

product selected could carry the entire budget for the projects. Today, the business is much more complex, with intense

competition and limited differentiation, so a varied bundle of soft surface and hard surface products and accessories

must be managed to achieve the budget target. In some cases, the labor, accessories and sub�oor preparation easily

carry the bulk of the project budgets.

Due to the changing industry dynamics, speci�cation and business development roles are commonly staffed by senior

level professionals. Those professionals may have once been manufacturer sales representatives or credentialed

interior designers who �nd the role challenging and ful�lling. Alternatively, very experienced sales professionals or

project managers often migrate to a business development position as their book of business expands and they become

in�uential with many end users in a region.

Early career associates in the speci�cation and business development role are often identi�ed as high potential

employees with the business acumen needed to be successful long term. They can quickly add value with support from

the Starnet member leadership to enhance their product and construction industry knowledge as they develop. The

motivation for leaders at Starnet to staff these roles is related to managing overall margin opportunity and retention of

senior professionals in their companies. In the past, there was some risk for these top performers to leave the service

side of the business and join a manufacturer for career opportunities. That trend is not as common today. The turnover

at manufacturers in their �eld teams is generally much higher than Starnet member companies, and speci�cation and

business development professionals commonly stay in their positions for longer periods. This tenure combined with

breadth of experience enhances their value in the market and with their Starnet company employer. In addition, they

become trusted resources to end users and designers important for the local or regional market.

How Does the Speci�cation and Business Development Role Bene�t the Interior Design
Professional?

Interior designers have a tremendous scope of work they need to address on every project. This includes newly

emerging trends around mobility and remote work, increased technology requirements and renewed focus on

sustainability as well as health and wellness. The construction industry generally burns up innovation and value

creation through the crucible of the bid process, making a designer’s vision for innovative approaches or newly

uncovered trends dif�cult to accomplish without allies on the project.

Execution in the �eld based on segment norms also in�uence the outcomes for every project. Many of these

compromises on value are hidden from the end user, so the speci�er and business development associates can be

invaluable in protecting a non-traditional or innovative approach to interior solution speci�cation. Professional

designers can be much more productive by working with a Starnet speci�cation and business development professional

to rapidly assemble commercial �ooring solutions supported by ef�cient installation and maintenance services. The

long-term client satisfaction delivered by this model will be far greater than ordering samples online or working with

narrowly focused specialist representatives.

How Does the Speci�cation and Business Development Role Bene�t the Manufacturers?

The manufacturer’s limited warranty places all the responsibility for end-user satisfaction on the servicing �ooring

contractor. Until that language changes in the warranties, the �ooring contractor manages all the risk for the industry.

Because of this reality, the value of every manufactured �ooring product is protected by the guidance of Starnet

speci�ers and business development associates. They are also loyal to manufacturers that support them and will work

to move budgets inside the speci�ed brand as the �rst choice when asked by the end user to manage the budget down.

By working together to exceed end user expectations, the client will happily increase investment in commercial interiors

year after year, creating a healthy industry. Beyond the tactical project view, the speci�ers and business development

professionals can help manufacturers reinforce the strength for local segment demand, manage distributor partners,

and rally teams of stakeholders for new product launch support. This creates a stable and sustainable business model

for representatives that cannot possibly cover a market street by street.

Mission Accomplished with Continuous Improvement

Starnet started with a simple idea: to build a collaborative network of the best �ooring contractors in North America.

The goal was to elevate the quality and professionalism of the industry. Together with like-minded vendor partners who

are also interested in elevating the industry, Starnet members solve some of the toughest site-related concerns. The

resulting continuous improvement efforts save the customer time, money and disruption and lead to improved

outcomes in their space.

https://www.floortrendsmag.com/
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Resilient Flooring Technology
Increases Productivity and

Reduces Downtime

By Dave Darche

BEFORE: When Arizona’s Havasu Regional Medical Center needed an upgrade to its old, worn resilient �ooring, the facility sought a
cost-effective solution to revitalize the �ooring and keep it compliant with safety standards. Photo: Bona.

AFTER: The facilities team at Havasu Regional Medical Center chose a resilient renewal solution and saved $20,000 in addition to labor
cost savings. The entire renovation project took 18 hours versus the expected 72+ hours for new �oor installation. Photo: Bona.

Our current post-pandemic reality includes scarce labor resources and reduced budgets. Fortunately, resilient �oor

renewal solutions allow facilities managers to gain productivity and cut costs, while also remaining as eco-friendly as

possible.

Flooring renewal options are allowing workforces to head back to the of�ce—whether the of�ce is a commercial or

industrial facility, retail location, educational setting or a healthcare facility that’s been in use by the masses since the

start of the pandemic—with safe, durable, modern, low maintenance and affordable �ooring solutions.

Cutting installation downtime and reducing maintenance lowers overall cost

Because resilient �oor coatings are easy to apply over existing �ooring, the risk of downtime is greatly reduced. In fact,

�oors are often renewed in hours instead of days or weeks, depending on the area being renewed.

When Arizona’s Havasu Regional Medical Center needed an upgrade to its old, worn resilient �ooring, the facility

sought a cost-effective solution to revitalize the �ooring and keep it compliant with safety standards. Instead of

replacing the �ooring, the facilities team chose a resilient renewal solution and saved $20,000 (in addition to labor cost

savings). The entire renovation project took 18 hours versus the expected 72+ hours for new �oor installation.

Since the renewal process eliminates the recurring cost and resource of polishing the �oor after installation, Havasu

Regional Medical Center is able to turn rooms more quickly, freeing up those labor resources to work on other essential

work. With proper training and use of high-quality products, the renewal process is ef�cient and much easier on the

budget (and the environment) than a complete �ooring tear out and replacement.

Environmentally safe �ooring is our current and future reality

Sustainability is becoming increasingly important for facilities so products and systems that can meet this demand are

on the rise. Facilities are no longer forced to contribute to rising land�lls and subject those nearby to toxic fumes that

come with �ooring replacement. Today, even the most worn, dilapidated resilient �oors (i.e. linoleum, rubber, vinyl,

concrete etc.) are able to be transformed with eco-friendly processes.

In fact, renewing resilient �oor surfaces can offer up to 92% reduction in carbon footprint and 95% savings in energy

resources, versus replacing, according to an IVL Swedish Environmental Research Institute (IVL) study. The IVL study

also found that annually, 27 million square feet of �ooring is replaced in Swedish public and commercial buildings, and

other countries see similar numbers.

“The norm today is new and fresh, and re�nishing is often perceived as more dif�cult,” said Maria Ahlm, author of the

report at the IVL Swedish Environmental Institute.

In reality, waterborne solutions are now an industry standard for durable, long-lasting �oor surfaces. Waterborne

products are proven to be better for the environment while maintaining the high durability demands of �ooring

surfaces. Most resilient renovation systems also offer a clear, non-yellowing formula to keep the �oor looking great for

years to come. Leading manufacturers have enhanced indoor air quality and contributed to sustainability in

construction and maintenance by innovating safe, waterborne products that eliminate the need to ever strip resilient

�ooring surfaces again.

When evaluating environmentally-safe chemistries, facilities teams should seek manufacturers that have achieved

GREENGUARD Certi�cation for their products – meaning the chemistry is scienti�cally proven to meet some of the

world’s most severe third-party chemical emissions standards, and helps reduce indoor air pollution. Volatile organic

compounds (VOCs) are common in interior environments, and indoor levels can be two to a thousand times higher than

outdoors, according to studies by the U.S. Environmental Protection Agency.

A modern look and durable �ooring solutions for any industry

Facilities managers in a wide range of industries are choosing to renew �ooring, thanks to technology advancements

that offer durability and modern design options – including base color �nishes and color chips—to create welcoming

options that withstand heavy foot and mechanical traf�c. Consider these customizable examples:

In a few hours, a retailer can reveal a warm and inviting atmosphere for shoppers and employees – created by renewing

an unsightly �oor, scarred from rolling racks, faded from displays and stained from heavy foot traf�c.

A government facility can erase years of �ooring use with a modern design on a renewed �oor and small budget.

A healthcare facility can convert a dull and damaged �oor into a new and sturdy surface with way�nding markers, a

trendy design and forti�ed with a non-slip additive for increased durability and protection against slips and falls.

A school can renew an old gym �oor, as well as a cafeteria, classrooms, hallways and of�ce areas, to create a bright,

welcoming and fun place for students, teachers, staff and visitors to assemble.

The technology incorporated into �ooring renewal today offers facilities managers the freedom to procure durable,

safe, eco-friendly and affordable �ooring that will vastly upgrade the look and quality of any �ooring surface. As an

added bonus, �ooring renewal will limit facility closures and reduce residual upkeep time and costs.

Dave Darche is the national market manager of adhesives/A&D for Bona US and has been in the

�ooring industry for more than 35 years. He currently serves on the National Wood Flooring

Association Architect & Design Committee and is an NWFA Certi�ed Inspector. He can be reached at

Dave.Darche@bona.com.
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C A S E  S T U DY

St. Edmund’s Academy

Karndean Design�ooring Opus gluedown in the color Magna has a weathered design in cool mid-brown tones. Photo: Karndean
Design�ooring.

Established in 1947 as a small school for boys, St. Edmund’s Academy is a private, co-ed day school for preschool

through eighth grade located within the city of Pittsburgh, Pennsylvania.

With a growing student population and commitment to project-based learning, the school recently initiated a building

expansion project, spearheaded by St. Edmund’s Director of Finance and Operations Diana McAllister and Director of

Advancement Meghan Bollens.

The �rst phase of the project was the addition of a Center for Integrated Discovery (CID), a space that emphasizes the

interconnectedness of children’s learning—physical, emotional, intellectual, aesthetic. The CID includes a renovated

physical education space, art and music creative spaces, and the Engineering & Design lab, a project-based learning lab

and student lounge space.

“As an expansion of our older, historic school building, we wanted these spaces to feel modern and bright, sparking joy

and creativity,” McAllister said.

In addition to the establishment of the CID, a secondary phase of the project included replacing the �ooring in the

school’s historic building to create continuity from one space to the next and refresh classrooms that were not part of

the renovation.



Niveus has a subtle limed effect and distinctive grain pattern de�ned by its cooler highlights. Photo: Karndean Design�ooring.

“Our classrooms previously had carpet and the hallways had VCT �ooring,” McAllister said. “For these spaces, brighter

more modern colors were a priority to give the space new life.”

From a functional standpoint, durability was a key consideration in selecting new �ooring due to heavy foot traf�c,

rolling backpacks and frequently moving desks and chairs.

“Because of the hands-on learning in these spaces, durable �ooring that could withstand the wear and tear of students

who are constantly moving, collaborating and creating was the main priority,” McAllister noted. “It was also really

important that the �oor was easy to clean. With 350 students and adults moving through our school, messes happen.”

Through collaboration with local interior designers, the school selected three colors of Karndean’s 20mil Opus

gluedown collection: Niveus WP411, Magna WP413 and Argen WP414.

Each color complemented the school’s existing color palette. Niveus has a subtle limed effect and distinctive grain

pattern de�ned by its cooler highlights; Magna has a weathered design in cool mid-brown tones; and charcoal colored

Argen is accented with striking silver highlights.

The teachers who work daily in these spaces said they liked the modern aesthetic and cleanliness of the product. Photo: Karndean
Design�ooring.

“Karndean offers a quality product,” Bollens said. “As a nonpro�t organization with limited capital resources, we needed

a product that would wear well and remain new for an extended period of time. Ease in cleaning was also a

consideration given our �xed facility resources.”

With the expansion now completed, McAllister and Bollens have begun to receive positive feedback about the

Karndean �ooring, especially from teachers and students.

“The teachers who work daily in these spaces are thrilled with the modern aesthetic and cleanliness of the product,”

Bollens said. “They are glad to have moved away from carpeting which they felt collected dust and germs. When our

students returned from summer break, they noticed the new �oors in their classroom and were so excited. One student

remarked: ‘My teacher must have been busy this summer! She got new �oors!’”



St. Edmund’s Academy

Location:  Pittsburgh, Pennsylvania

Project scope: 12,000 square feet

Flooring: Karndean 20mil Opus gluedown
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The #1 Flooring Podcast

The Floor Trends' TalkFloor podcast cultivates a thriving community of professionals who care passionately about

�ooring, from sub�oor to surface. In this podcast, our editors share insights from �ooring retailers, architects,

designers, contractors and suppliers to help the industry make informed decisions and help their businesses grow.

September Highlights

Women in Flooring: Christine
Slaughter

Christine Slaughter, national director of design and

marketing for builder and multifamily, Shaw,

drummed to her own beat growing up, literally. She

shares candid responses about her childhood,

including how her mother successfully raised four

children as a single parent as well as how she

traveled through college.

Don Roberts - Dealing with Price
Increases

Don Roberts, CEO, Central, Alabama Flooring, and

chairman, Floor Covering Education Foundation

(FCEF) discusses dealing with price increases,

Floor Covering Business to Business (FCB2B) and

the Floor Covering Education Foundation.

Military in Flooring: Todd
McDonald Maple Ridge
Handscraped

Todd McDonald, owner, Maple Ridge Handscraped

and regional instructor for the National Wood

Flooring Association (NWFA), comes from a long line

of hardwood �ooring installers who served in the U.S.

Armed Forces. Listen to McDonald talk about his

military career, what led to his return to �ooring

installation and the importance of education.

WFCA CEO Scott Humphrey

Scott Humphrey, CEO, World Floor Covering

Association, talks about the association's recent board

meeting and its focus on technology and installation.
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E D IT O R ' S  L E T T E R
By Beth Miller, Managing Editor

The CFI Convention: Better Together

Benny Powell, owner, Powell Flooring, competed in the Southeast Regional Installation Competition in the hardwood category.
Photo: FCI.  

Flooring installers, retailers and distributors from all over the country gathered at this year’s International Certi�ed

Flooring Installers (CFI) Convention in Orlando, Florida to compete in the Southeast Regional Installation competition,

participate in education sessions, demo new products and connect with others in the industry. If you attend �ooring

shows and events, you have most likely noticed that each one has a certain feeling or connection that keeps attendees

coming back…or not. I would categorize the vibe of the Convention as an “eager willingness”—a willingness to support

the next generation of �ooring installers by any means necessary.

During the installation competition, competitors installed either wood �ooring or carpet based on a speci�c set of

instructions, and the installations were judged based on how closely each competitor followed these instructions. Some

were returning competitors, and some were newcomers. While the installers worked diligently to make the cutoff time,

industry greats, event sponsors and family and friends were there to support the competitors.

Further supporting the attendees through education were installation vets like Jim Walker who established CFI; P.J.

Arthur, CEO and founder, Natural Fiber Installation Certi�cation; Roland Thompson, owner, Thompson Flooring,

Installation & Consultant Services; Danny Sherman, southeastern sales representative, Wolff Tools; Rod Von Busch,

vice president operations, C.D.I. Floors; and the list goes on.

While The International Surface Event (TISE) is one of the major sponsors, �nancial and product support for the

competition was provided by Mohawk and Performance Accessories for the wood and carpet categories. Roberts and

QEP provided all the tools needed, and Taylor Adhesives supplied the adhesive products. The National Wood Flooring

Association (NWFA), Floor Covering Education Foundation (FCEF), World Floor Covering Association (WFCA) and

International Union of Painters and Allied Trades (IUPAT) showed their support as well.

In the opening session, Scott Humphrey, CEO, WFCA, acknowledged that the organization is going through a transition

period. It is no secret that the industry is changing. As a result, the organizations are shifting gears to accommodate that

change, but if you stop and consider the number of organizations, manufacturers, industry veterans and the suppliers

present at this one event, the “transition period” seems to be a welcome and necessary change. I think we all can

support that and recognize that we are better off working together.

https://www.fcimag.com/
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W H AT ’ S  I N  M Y  T R U C K

Tool: 13” Brutus Vinyl Floor Cutter

By Beth Miller

Matthew Hallstein purchased the Brutus Vinyl Floor Cutter out of necessity, but he quickly realized it is something every hard surface
�oor layer should have. Photo: Matthew Hallstein.

I bought the 13” Brutus Vinyl Floor Cutter out of pure necessity. It was the only cutter locally available at one of the big

box hardware stores, and at $149, it is one of the more reasonably priced guillotine cutters on the market. The Brutus

must be assembled before use, but with the supplied tools and hardware, assembly is a breeze and takes almost no time

at all. I found the Brutus to be sturdy but still lightweight.

With a 13” blade and an extra-long handle for added leverage, the Brutus can be a bit bulky and cumbersome to move

around a jobsite. By loosening three screws, the handle can be removed, so the Brutus will take up less space during

transport.

At $149, the Brutus Vinyl Floor
Cutter is one of the more
reasonably priced guillotine
cutters on the market. Photo:
Matthew Hallstein.

The Brutus claims to be able to cut through 12mm (.47 in) laminate, 10mm (.39 in) engineered hardwood and 5 mm (.2

in) LVP. I fully believe and endorse these claims. The second job I used the Brutus on was a 3/8” thick natural acacia

engineered hardwood. At �rst, the Brutus cut through the acacia like butter, but by the end of the job, this became a

major con of the Brutus. Using it to cut through engineered hardwood quickly dulls the blade. I had a very dif�cult time

�nding replacement blades locally. I visited multiple different stores, and not only could I not �nd a 13” blade speci�cally

for the Brutus, but I also couldn’t �nd a generic blade locally. They are available online, but when you need one right this

minute, online isn’t very helpful. With all things considered, I would say the Brutus is one cutter every hard surface �oor

layer should have in their truck.

Want to share what’s in your truck? Shoot us an email at MillerBe@bnpmedia.com.

https://www.fcimag.com/
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W HAT  W O UL D  N AMB A D O
By Jon Namba

Jon Travels to Denver with NWFA to Teach Sold

Out Intermediate Installation Course

The National Wood Flooring Association (NWFA) Intermediate Installation course was sold out in Denver, Colorado.

Watch as Jon gives us a glimpse into the three-day training and the participants.  
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C O N T R A C TO R  S P OT L I G H T

Roland Thompson

By Beth Miller

Flooring industry veteran Roland Thompson talks about his start in �ooring despite his intensions to enter

construction, opening his retail store and how he ended up involved in training and education. Recently, he led a CFI

carpet training in Maryland where the majority of the participants were 33 and younger.  He also offers up some advice

to those considering �ooring installation as a career.

https://www.fcimag.com/


T IL E  T IP
By Scott Carothers / Director of Certi�cation and Training for CTEF

Using Acid or an Acid-based Cleaner
on Cement Grout

This is a prime example of a routinely-used acid cleaner that has deteriorated the grout. Over time, continued use washed away the
damaged grout, leaving the low joint which can be a tripping hazard and become an ongoing maintenance headache. Photo: Scott
Carothers.

The installation of ceramic and porcelain tile will provide the end-user with a beautiful �nish which will be both long

lasting and easily maintained. The key to this longevity is to use the appropriate cleaning products immediately after

installation, which is often times completed by the tile installer as well as the on-going maintenance provided by the

owner.

The American National Standards Institute (ANSI) provides guidance to the installer on the proper products and

methods that may be utilized in the initial cleaning, if required. ANSI A108.02 section 4.5 Cleaning, lists the following:

4.5.2 Upon completion of setting and grouting, clean tile.

4.5.3 Acid or acid cleaners shall not be used to clean glazed tile.

4.5.4 When applicable, acid cleaning of unglazed tile shall not be done before 10 days after grouting. Tile and

grout shall be soaked with water before cleaning. In the absence of recommendation from the grout

manufacturer and/or tile manufacturer, acid cleaning may be done with a saturated solution of sulfamic acid in

room-temperature water (approximately 1 lb. of sulfamic acid crystals to �ve gallons of water).

All metal and enamel surfaces shall be protected with grease or petroleum jelly, or other protective coating, to

be removed after cleaning. Tile and grout shall be thoroughly �ushed with water after acid cleaning.

4.5.4.1 CAUTION: Hydrochloric acid is not recommended. (Hydrochloric acid is also known as muriatic acid)

4.5.1 See appropriate grout speci�cation and/or manufacturer’s recommendation for cleaning of tile after

grouting.

Before washing any surface with an acid, always read and follow the grout, tile and acid manufacturer’s

recommendations exactly as stated while also wearing the appropriate personal protective equipment (PPE).

After washing a tile surface with an acid or acid cleaner, rinsing it with clean water will not remove the acid residue. It is

best to neutralize the acid by mixing water with baking soda, garden lime or household ammonia. Scrub the surface with

a brush or broom and allow this solution to dwell on the surface for about ten minutes before rinsing several times with

clear water. To be certain the acid is effectively neutralized, use a pH test strip to obtain a level of about 7.

https://www.ceramictilefoundation.org/


Additionally, the completion of the tile installation many times will yield opportunities to guide the end-user to the best

maintenance products available to preserve that brand new look. Since cement-based grouts can be adversely affected

by acids or acid-based cleaners, the selection of a routine cleaner is extremely critical to longevity and should be pH

neutral. There is a wide selection of cleaners available from tile distributors, box stores or grocery stores which will

work well but use caution since some of them may be acid-based. For the best and safest results, research the

manufacturer’s website for details prior to use. Even innocent-appearing household products such as vinegar, fruit

juices and carbonated beverages, which are all acids, may be detrimental to the grout and possibly the tile.

Using the right products for the job and following the written instructions will deliver excellent results. Think about it

before the tile and grout are permanently damaged.
Scott Carothers is the director of certi�cation and training for CTEF. Reach him at scott@tilecareer.com.
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C A S E  S T U DY

Wood Flooring Failure Due to Improper
Moisture Mitigation

By Lew Migliore

Upon removal of the hardwood �ooring, we found that the bottom of the plywood upon which the hardwood was installed had mold
on it. Photo: Lew Migliore.

LGM and Associates deals with large commercial �ooring issues, failures, troubleshooting and consulting on everything

from concrete to carpet, having seasoned and experienced experts in each area. This round we are talking about

something not often discussed and that's wood issues. Wood isn't used extensively in commercial applications, but it is

used and certainly is no stranger to the commercial market.

We were called to a new project located in a school where there was a failure of VCT due to moisture. We worked with

the general contractor and the �ooring contractor to remediate this issue successfully with some proprietary moisture

mitigating technology. There was also a small amount of hardwood that was cut from the moisture that had been

installed with a sleeper system at the front of the stage area.

Initially, only the small section of hardwood was going to be removed to remediate the concrete substrate. Upon

removal of the hardwood �ooring, we found that the bottom of the plywood upon which the hardwood was installed

had mold on it. So, as it turned out, the entire stage �oor had to be removed, the substrate upon which the sleeper

system was installed had to be moisture mitigated and a new �oor installed.

We saw the cupped wood on the �rst jobsite visit, and there was no question it was being affected by moisture.
Photo: Lew Migliore.

This was a hardwood �ooring installation that had tar paper installed below the sleeper system and space from that

surface to the back of the plywood the hardwood was installed on. One would think that with that much supposed

protection between the substrate and the hardwood that nothing would happen. Of course, no one anticipated there

would be a moisture issue either, as is usually the case. Interestingly enough, the wood used on the stage, which was

directly adjacent to the cupped hardwood, was not affected at all.

Now, the substrate below the stage will be treated, and a new sleeper system installed, including new plywood and

hardwood. In this case, no one was complaining about the wood �ooring, just the VCT. We saw the cupped wood on the

�rst jobsite visit, and there was no question it was being affected by moisture.

What always fascinates me is that each and every job is different, and you never know what you're going to �nd when

you get there and when you start taking things up. As I've said, there is always a cause for a �ooring failure and always a

cure. There is also always a method to prevent most �ooring failures. Sometimes, they'll just creep up on you when you

least expect it. We deal with that type of thing everyday. When you have a problem and need a de�nitive answer as to

the cause and cure, call us. LGM is made-up of the top experts in their �eld, from concrete to carpet. We'll tell you what

went wrong, why, and how to �x it, always.

Each month we send out The Commercial Flooring Report newsletter aimed at the commercial �oor covering industry.

This free newsletter focuses on varied information and topics relative to commercial �oor coverings. Additionally, we

ask you, the reader, to submit suggestions for future topics. To read the full newsletter that includes this wood moisture

mitigation case study, click here. 

For over 51 years, Lew Migliore has been associated with the �oor covering industry. He is

considered to be the �oor covering industry's most respected and competent independent,

objective and unbiased analyst of complaints, problems and performance issues and is a uniquely

quali�ed speaker, author and instructor on the subject. He deals with a multitude of �oor covering

problems including, but not limited to, those related to manufacturing, speci�cation, installation,

performance, use and maintenance.

https://www.progressprofiles.com/en/proleveling-1
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Ecore Provides Flooring Solution for
Recreational Youth Center Expansion

Made from heterogeneous sheet vinyl, the Bounce 2 surface layer is a non-porous surface ideal for indoor courts or multi-use
spaces like this. Photo: Ecore.

From modest beginnings in 1982 with a small congregation of just 30 members, the Church in Cerritos has grown

steadily through the years to establish a strong foothold in the Southern California community. Non-denominational in

nature, the Church’s doors are open to believers of all backgrounds who are interested in gathering locally in the

community.

Blessed with an increase in members, the congregation purchased a lot and built a meeting hall to accommodate its then

200+ members just three years later. In 2012, they moved to a new location in the Cerritos neighborhood better suited

to accommodate the Church’s continuous growth. Most recently, the Church enhanced its facilities even further adding

a recreational youth center. Located adjacent to the main Church building, the recreational center is a space for sports

such as basketball, volleyball and other youth activities.

To optimize the useability of the space, the project team sought surfacing solutions that offered multi-functional

performance, along with safety and acoustic properties. They were able to �nd a single-source solution for their

surfacing needs in Ecore’s resilient �ooring selections. Transforming reclaimed materials into performance products

that make people’s lives better since the company’s inception in 1871, Ecore is passionate about innovative surface

technology and creating surfaces that keep bodies safe, comfortable and focused.

“The vision for the youth center was conceived many years ago,” said Tim Wang, a Church in Cerritos member

responsible for facilitating the construction of the project. “We envisioned a space that could be enjoyed by people of all

ages for a range of activities, so we had very speci�c priorities when it came to our �ooring selections, including ease of

maintenance, safety, durability, function and aesthetics. Noise level was also a concern for our neighbors.

“We considered wood �ooring, but we felt the upkeep and maintenance requirements would be too demanding. We also

wanted shock absorbing surfaces that could mitigate impact and the risk of injury while also providing good traction,”

Wang noted.

The second �oor track was �nished in 3,800 square feet of Ecore’s Performance Rally product in a visually impactful blue tone.
Photo: Ecore.

The new construction build, totaling nearly 9,000 square feet, spans two �oors with a multi-purpose space on the main

level and a running track upstairs. To meet all of the performance requirements, two Ecore surfaces were speci�ed for

the center, including Bounce 2 and Performance Rally.

More than 5,150 square feet of Bounce 2 �ooring in two different color schemes was installed throughout the multi-

purpose area of the center. This high-performance surface features a synthetic wood-grain surface fusion bonded to a

5mm performance backing to deliver the look of real wood in a product that is more economical, ergonomic, safe, and

durable. Made from heterogeneous sheet vinyl, the Bounce 2 surface layer is a non-porous surface ideal for indoor

courts or multi-use spaces like this. Plus, it features a protective wear layer and uses a heat-welding installation process

to close seams, making this surface incredibly easy to clean and hygienic. Bounce 2 is also slip resistant to mitigate falls,

a key feature for visitors of all ages.

The second �oor track was �nished in 3,800 square feet of Ecore’s Performance Rally product in a visually impactful

blue tone. This 14.5mm engineered surface is made with Ecore’s exclusive itsTRU technology, a proprietary

manufacturing process that starts with rubber that is diverted from land�lls and incineration and upcycled into

vulcanized composition rubber (VCR) using a pressurized process that fusion bonds the VCR to the �ooring surface.

The innovative technology develops and captures energy to absorb the impact force related to aggressive functional

training and return usable energy back to the body. Performance Rally provides a comfortable underfoot experience to

users, a positive acoustic experience in the space, and has a long life expectancy great for a newly built facility.

“We are very happy with how smooth the installation process was and the overall completed project,” said Wang. “Ecore

was able to provide us with attractive and functional surface solutions that met all of our needs perfectly. They also

provided excellent support throughout the entire process.”

Wang is hopeful that the new center will put smiles on the faces of many in the community. “We look forward to having

many families, friends and neighbors visit the church to enjoy this space together,” he added.

https://www.fcimag.com/
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Understanding What Works in
Flooring Transitions

By Bill Treiber

Having a basic understanding of the functions of the pro�les will help you deliver the best solution for your next job. Photo: ast via
iStock/Getty Images Plus.

Transitions have always been a part of any �ooring job. The task of assigning the proper pro�les has never been more

daunting. The complexities of our �ooring industry have grown to include every 1/16 or mm of an inch in thickness

options alone. Having a basic understanding of the functions of the pro�les will help you deliver the best solution for

your next job. The big four: stair nose, square nose, T mold and reducer are all available in a wide variety of materials

and designs. Knowing the method of install and the characteristics of the �oor will get you started on the right path.

Let’s look at the concerns for each of the big four mentioned above:

Stair Nosing

Without a doubt, this is the leader in use and design statement. One needs to know the thickness of the installed �oor

to deliver the correct thickness for your stair nosing. Assuming the method of install could cause a call back or a

misunderstanding from your customer on what they expected the stair nosing to look like. Many potential customers

need to learn that most �oating �oors will require an overlapping pro�le. This can be a huge dissatis�er and potential

tripping hazard for your client. Discuss with them their options after you have read the �ooring manufacturer's

guidelines.

Every stair nose has a bull nose. Con�rm the shape of the bull nose as it will be the leading design feature for your �oor.

Distinguish the terminology used correctly. Calling a stair nosing “bull nosing” is like referencing your thumb when

talking about your hand, its only one �fth of it. Here is a small sampling of different bull nose con�gurations when

dealing with stair nosing:

The �rst is a full radius round bullnose – the middle one is a 4 mm radius square edge, and the right one is referred to as

a rounded bull nose. The bull noses shown above are each different and need to be clearly identi�able to your

customers. The girth or overhang of the bull nose is also critical to the method of installation required. The overhang

size should also be understood by the end user. That refers to the girth of the bull nosing.

Next, know the face thickness as they will vary from just a couple of mms to 3/4" thicknesses. For overlapping stair

nosing the thinner, generally the better. For �ush stair nosings, the more options available, the better.

The thickness portion of the stair nose correlating to the �oor thickness is called the face. Generally, the face matches

the thickness of your “installed” �oor and is the main body of the stair nose. Remember that adhesives are most

common when installing a stair nose and will increase the overall height of the face and pro�le.

Recognize overlapping stair noses and the size of the lip. The lip is the extended portion on the edge of the face. A

minimum of 1/2" lip should be suf�cient to allow for expansion or contraction of the �oor without creating any visible

gaps. Here are a couple of overlapping stair noses:

The one on the left is designed for �oors 3/8" in thickness and has a 1/2"  lip. The right stair nose has a 1/2" lip and is

designed for �oors 3/16" in maximum thickness. Other names de�ned in the stair nosing categories often refer to

“landing treads," generally known as large, 5"-wide, solid wood stair nosing. Engineered stair nosings are becoming more

popular in the �ooring industry. Know that face thicknesses and bullnose girth and thicknesses are generally running

smaller due to trends in the industry. Other trends in the industry’s growth have created so many different sized �oors

and tongue locations that manufacturers of accessories have had to become more generic in design. So, ask questions

before ordering your next stair nosing. Your better understanding will create a more informed customer and likewise a

happier one too.

Square Nosing

Often referred to as an end cap, it can be easily recognized as an overlapping 90-degree edge de�ning the border of a

particular surface. The base of a square nose should always be mounted to the sub�oor and not a neighboring �oor

surface unless that �oor surface will not move. Also, the base should always be installed onto the lower height �oor. If

that �oor is carpet, then leaving room for a direct base glue down is critical. Like other overlapping pro�les, square

nosings are made to accommodate various �oor thicknesses.

Although the primary function of a square nose is to allow the �oor expansion or contraction space, most square nose is

used to complete or give the �oor a �nished look. Hiding irregular cut lines or rough-cut material is also critical for

protection of the �oor's edges.

There are four rules to follow when installing square nosing:

1. Never install the lip or overlapping portion of the pro�le over a soft surface like carpet.

2. Always anticipate the height of the pro�le's lip, so when installed, it rests on the hard surface �oor.

3. Always adhere only the base of the pro�le to a solid sub�oor surface.

4. To maintain ADA compliance: Never exceed a 1/4" rise above the �oor height on the perpendicular edge.

Here are a couple of examples of square nosing pro�les: (Notice the angles at the bottom of the bases made to

accommodate various �oor heights.)

A �nal note on the square nose from an installation point of view: Always secure the pro�le with adhesive rather than

mechanical fasteners. This will eliminate any cracking or splitting and/or touch up requirements down the road or at

time of install.

T Molds

T Molds are always going to be important to the �ooring industry. Its primary function like the square nosing is to

protect the edges of the �oor’s surface and allow for expansion and contraction. While often misused as a reducer, both

surfaces the T Mold is installed over should be of equal height. Also, long lines of expansion can often require a

preference for track to be used in the installation. This is particularly common in commercial jobs or larger scale

projects. Just remember to leave or create a large enough base width for both the track's and the �oor's expansion or

contraction.

Lip widths should not run less than 1/2"  and can be as large as 1". These examples of T molds show the different �oor

height adaptations:

'Curved T molds are trending with today’s modern design features. Know your product's limitations as anything curved

will command more waste and cost a great deal more when all is completed and �nished.

Reducers

Designed to create a safe environment, reducers are critical to the safety of the �oor's function. Based on code

compliances with the ADA, reducers are trending wider with more gradual inclines. Like the other pro�les, overlapping

versions are available. The best reducers complete the following criteria:

1. Can handle heavy traf�c without experiencing damage.

2. Seldom noticed and well-coordinated with the neighboring �oors.

3. Allows the �oor to perform according to manufacturer’s speci�cations.

4. Leaves no sudden drop or rise next to the pro�le's edge.

5. Always installed where two different hard surface �oors are butted up next to one another.

Examples of various reducers are shown below:

The �rst one on the left is clearly an overlapping reducer designed for thin �oors under 6mm thick. Don’t be fooled by

the two pro�les to the right, they are designed as �ush reducers for glue down and/or nail down applications. The so-

called lip is not a lip at all but a top groove designed to accommodate several different off-setting tongues with tongue

and groove �oors.

The next time you plan for a completed job and transitions are involved, remember this basic product knowledge and

information. You’ll make all involved much happier.

Bill Treiber is the technical sales and education manager for Artistic Finishes, a member-based

provider of premium hardwood millwork and accessories since 1995.

https://www.kuberitusa.com/
https://www.fcimag.com/


https://www.fcimag.com/


I N S TA L L AT I O N  Q  & A

Shaw’s Floorté Wall System

By Beth Miller

Floorté Wall installs in as little as one hour – saving time on labor. A proven waterproof core protects from water intrusion while an
integrated bevel simulates grout, eliminating the need for grouting and the possibility for grout cracking, discoloration, and/or mold
and mildew. Photo: Shaw.

Sometimes a new technology comes along that helps save time on installation. This is the case for Shaw’s new Floorté

Wall System. The team at Majestic Floors & Design in Holladay, Utah, offered us some insight about how this system is

enhancing their day-to-day operations.  Read below to learn what Josh Mickelsen, owner and president, and Alaina

Wardel, head of design and consultation, Majestic Floors & Design, had to say. In addition, check out the video below

where Christine Slaughter, national director of design and marketing for builder and multifamily, Shaw, offers insight on

how the technology helps with single-family and multifamily projects, saving both time and money.

What was your experience with installing Shaw’s Floorté Wall System?

At Majestic Floors & Design our three founding pillars are design, quality and service. The Floorté Wall System has

helped revolutionize these pillars. Typical ceramic tile installations normally take three to �ve days. The System has

reduced the installation timeframe, helping us be more ef�cient, thus bettering the bottom line and creating better

pro�tability margins. Homeowners are raving about how the Floorté Wall System mimics the look of natural stone

without the maintenance and upkeep of traditional tile and grout.   

What advantages do you see for builders utilizing the Floorté Wall System over other shower
surround �nishes, such as traditional tile, �berglass inserts, etc.?

Installers with a laminate or LVP background �nd the transition seamless. With energy costs at an all-time high and the

scarcity of great tile installers, the Floorté Wall System allows for the possibility of one crew installing both �oors and

showers in the same home. With the high demand of new construction here in Utah—one of the fastest growing states

in the nation, our builders love how the System delivers a beautiful product in a timely manner.

Available in 7 versatile colorways and in
the popular 12x24 format, The Floorté
Wall System in style Elements coordinates
seamlessly with other interior �nishes –
including Floorté waterproof �ooring – to
create a cohesive look in single family and
multifamily spaces. Photo: Shaw.

Any �nal comments regarding Shaw’s Floorté Wall System you want to share?

Majestic has been family-owned and operated since 1993. Over the past 29 years, we’ve seen a lot of growth and

change in the �ooring industry. Even though times have changed, our commitment to outstanding service hasn’t. We

pride ourselves in providing our builders and clients with the highest quality products and services in the Salt Lake

Valley. The Floorté Wall System and Shaw Industries �t our commitment to outstanding service and high-quality

products.

https://www.fcimag.com/
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Steps for Reducing Subcontractor Risk

By Lisa Trymbiski

Subcontractors must take steps to protect their businesses from schedule adjustments, design changes and hidden contractual
requirements and make sure they have a mechanism in place to guarantee they will be paid for the work they perform. Photo:
ededchechine.

In the construction industry, general contractors are moving more toward design/build services and construction

project management while pushing the risks off on subcontractors. This makes it important for subcontractors to take

steps to protect their businesses from schedule adjustments, design changes and hidden contractual requirements.

Subcontractors must also make sure they have a mechanism in place to guarantee they will be paid for the work they

perform so that they won't have to rely on the mechanic's lien process. The key is to effectively communicate to

understand the expectations. Understanding the scope of the project, any indemnity clauses and how payments will be

protected is critical. Here are some things you should do as a subcontractor to reduce the risks you might face on a

project.

Carefully Review the Contract

When a general contractor contacts you to perform work on a project, make sure you get a subcontractor's contract in

writing. Don't rely on oral promises outside of a contract. Written contracts are generally considered to include all of

the agreements between the parties, so you might not be able to enforce oral promises outside of the con�nes of your

contract.

When a general contractor presents you with a proposed contract, take the time to read it carefully. Never sign a

contract without thoroughly reviewing it. If there is language included in the contract that you don't understand, it

might be a good idea to have your legal counsel review it. You can also negotiate if the proposed contract includes

provisions that you don't agree with to try to secure more favourable terms.

Make Sure You Understand the Scope of Your Work

It can be disconcerting to bid on a speci�c scope of work but then be presented with something different in the contract.

This can happen when a general contractor has different expectations than the subcontractor. Knowing when the

expectations differ before a contract is signed allows you to de�ne what is expected of you. Being diligent in reviewing

your contract is the best way to ensure you know the scope of the job you are expected to perform.

Pay Attention to Payment Protections

Your contract will likely include a payment clause, which is frequently an area of dispute between subcontractors and

general contractors. If your contract states that your pay will depend on the general contractor receiving payment from

the project owner, you should negotiate to instead be paid for your work when your job is completed. It is dif�cult for

you to check the credit of a general contractor before agreeing to subcontract with them since their �nancials might not

be easy for you to access.

One good way to protect your payments is to ask the general contractor to secure a payment bond. A payment bond is a

type of contractor bond that guarantees the general contractor will pay its subcontractors and suppliers for their work

and on time. If you require the general contractor to secure a payment bond, it can help you ensure you will be paid

without having to get a mechanic's lien against the property.

Know the Safety Requirements

You should also make sure that you understand the safety requirements of a project before you agree to subcontract on

it. You will want to ensure the general contractor has policies and procedures in place to ensure its compliance with the

safety guidelines from the Occupational Safety and Health Administration (OSHA). You will also want to check to see

whether the general contractor is expecting you to be responsible for assuming some of the general contractor's

obligations for site safety. If the safety program places more demands on you than you expected, you could face

productivity losses or be forced to hire additional employees. Review your contract to identify out-of-the-ordinary

safety provisions. You should also make sure to evaluate the site to check whether other subcontractors might be

engaging in unsafe practices that could cause potential harm to your team members.

Keep Abreast of Any Changes

Because of the complexity of construction projects, changes and delays are common. Many subcontractors do not

receive scheduling information electronically. This makes it important for you to meet with the general contractor on a

regular basis to make sure you are fully informed about any changes to the project schedule. Even if you receive emails

from the general contractor, it is still a good idea for you to meet with the general contractor in person on at least a

monthly basis. This helps protect you if you happen to miss an email about a change. You will be contractually obligated

to know what the plans include as well as any changes that have been made. Keeping track of changes using software

programs can help you document your work more easily. Using the available tools can help you keep up and stay current

so that you can be more successful in your work.

Make Sure You Understand the Entire Project

Many subcontractors only focus on the work that they will perform under the direction of the general contractor.

However, understanding the entire project can help you better grasp how your piece �ts in. You can be more valuable as

a subcontractor when you understand the whole project because you can then help with the planning process and make

suggestions on when your work should start in the context of the larger project.

Mitigating risks involved with subcontracting on a large construction project is critical for subcontractors. Reviewing

your contract carefully, being willing to negotiate key terms and provisions, and requiring the general contractor to

secure payment bonds can help protect you and your business. While you will want to help the general contractor be

successful, you also need to be mindful of the need to protect your business interests. By taking steps to reduce risks,

you can help create a more equitable work environment when you subcontract on a large construction project.

Lisa Trymbiski, manager, Bryant Surety Bonds, leads a team of talented professionals assisting

clients in the surety bond industry. Education, superior service and compliance are her top priorities

in the completion of a successful business transaction.
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F L O O R  AC AD E MY B R IE F IN G
By Kyle Hedin

Just Communicate: Your Family and Your
Business Depend on It

We have to work together to build the dream and be a successful family. Photo: Kyle Hedin.

Being an installer has us potentially working long hours. We never know what will come up at the start of a project or

throughout a day. We all go in with a game plan, but in construction just like in football, you have to “call a lot of

audibles.” What was supposed to be an eight-hour day can quickly turn into a 10-hour day or more, especially if your

schedule is stacked. I’m not interested in calling the next client or next �ve letting them know I am going to be off by a

day. Then, the next project starts, and it happens again and I am now calling and I am off by two days, then a week. It

could quickly spiral as we all know and how often do we make time up? The funny thing about all of this is that we

communicate clearly with the client where we plan to get to, what the plan for tomorrow is, what they may need to

accomplish to facilitate the project moving forward, etc. Who gets left out a lot of the time though? Our spouses or

signi�cant others.

Speaking from experience my wife gets very frustrated with me because I don’t communicate with her. She doesn’t

necessarily know when I will come home, how long an estimate may take after a project or that I need to make a supply

run on the way home. Meanwhile, she is at home trying to �gure out when to have dinner ready so that I can have a

warm meal and sit down with my family. There are also all of the activities my kids have: Cub Scouts, swim lessons,

therapies, school and doctors. If we aren’t on the same page, everything can fall apart rather quickly.

Is it really that hard to pick up a phone and make a call these days, send a text, an email, instant message or Facetime? Photo: Kyle Hedin.

What have I done to remedy this as best I can? Well, I will admit—I am still not the best at notifying her when my day is

going long because I get so hung up on wrapping things up. Something that is working is a shared digital calendar so we

can each see everything going on. I can schedule appointments around my kids' activities so that I can be there for them.

She knows that I try and work 7am to 3pm. Her day can be built around that for the most part. We have to work

together to build the dream and be a successful family.

I see far too many posts online or hear conversations from people where they get annoyed that their partner doesn’t

understand what they do and why the hours are the way they are. It can lead to a very stressed and unsuccessful

relationship. How many people do you know in the industry who are on marriage number two or three? The saddest

part is that we fail to realize they just want time with us. They simply want to be in the loop and know what is going on.

Is it really that hard to pick up a phone and make a call these days, send a text, an email, instant message or Facetime?

We have absolutely no excuse for not keeping our partners in the loop. At the end of the day, they just want to know

what is going on and when something can happen.

Things that can help a marriage or partnership would include �nding the time to sit down and talk about where the ship

is going. I like to use a canoe for my example ship. Putting a couple in a canoe could be the ultimate test. If both of them

try and power it or steer it, then the canoe is not going to go anywhere. It takes teamwork and communication to get the

canoe where you want it to go. Only one person can steer and only one person can power it forward. The combination

makes the mission successful. You have to have clear goals in life, in business and in relationships. They need to be

communicated; they need to be worked towards; and it will take both people. When we get so caught up in the business

and the �oors, things can quickly fall apart and a rough personal life will affect how your business is going as well. You

have to keep your life balanced.

I like to believe I am constantly getting better—that as things evolve in my business, I am able to get back to my family
more and give them the time they want and the communication they need. Photo: Kyle Hedin.

I am by no means an expert at any of this. If you listen to the 100th episode of the Floor Academy Podcast (Patience,

Understanding and Sun�ower bags), my wife and two other amazing wives talk about their relationships with their

�ooring industry husbands. I am immediately thrown under the bus and have no problem with that. My focus hasn’t

always been in the right place and my wife has put up with a ton to allow me to build what I have. I think this episode is a

great look at how different couples are handling different aspects of their marriage after years in the industry. I’m the

new guy, then there is the guy in the middle and a guy winding down. We could all learn a lot from the guy in the middle

and the guy winding down. I think my wife also got perspective from the other wives that have been at this longer than

her. This episode has something for both sides of the relationship to hear and gain something from.

I don’t have it all down. My marriage isn’t magically �xed because I know something to be true. I still have to put in the

effort to make it happen and that doesn’t happen every day. I like to believe I am constantly getting better—that as

things evolve in my business, I am able to get back to my family more and give them the time they want and the

communication they need. I know one thing for sure though—nothing I have would have been possible without my wife,

and I don’t think many people realize that. I would not have been able to accomplish three quarters of what I have

without her by my side. So, if you see her at a trade show with me or you meet us in person, please be sure to thank her

for her sacri�ces and not me for what I have done. It is only because of her that Illustrious Hardwoods or Floor

Academy exists. My �nal note is to go home and thank your partner for what they have allowed you to do. Appreciate

them for all they bring to the table. Let them know what you have going on, where the business is headed and where you

want your relationship to go.

Floor Academy Podcast is available on every major streaming platform and new episodes are released

every Wednesday. Make sure to like and subscribe, as well as, tell a friend.

With a degree in digital �lmmaking and video production, Kyle Hedin is not a likely �t in the �ooring industry. However, after

evaluating his skillset in June of 2015, he decided �ooring was a great option. With a passion for wood working as a teen, Kyle

cold called 30 contractors in his area asking for a job as an apprentice. Two companies got back to him, and after a stint at both,

he was out on his own by September 2017. While still very new and needing to learn, Hedin discovered an online community of

installers on Facebook that helped him grow his hand skills. What he did notice was that not many of them understood the

business side of things. In 2019 the Floor Academy Podcast was born to help craftsmen stop playing contractor and to become

businessmen. Each episode is an interview with an expert in the �ooring industry or their related �eld to provide insights into

how to grow your business, save you time and put more money in your pocket.

https://flooracademypod.com/
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Below are premium listings from our Buyers Guide. For the complete buyers guide, CLICK HERE.
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