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

Honoring Top Projects

Mohawk partnered with Sunshine on a Ranney Day, a nonpro�t organization based in Roswell, Georgia, that reimagines and builds
custom rooms for children with special needs. See the project in this issue. Photo: Mohawk.

This month we’re highlighting some jaw-dropping projects across Floor Trends and Floor Covering Installer.

First up: Our cover story on the Anso Gallery at Nebraska Furniture Mart. I had the opportunity to travel to Omaha,

Nebraska, to see version 1.0 of this new showroom, which presents a new way for consumers to shop for �ooring. Dave

Chambers, director of �ooring for the NFM, and Teresa Tran, vice president of the retail channel or Shaw Floors, gave

us the tour and explained why doubling down on carpet is an investment in the future of �ooring retail.

Floor Trends also had the honor of witnessing the unveiling of a bedroom makeover for a child with special needs.

Mohawk partnered with Sunshine on a Ranney Day (SOARD), a nonpro�t organization based in Roswell, Georgia, that

reimagines and builds custom rooms for children with special needs.

We also feature a few top projects by Starnet and Fuse commercial installers. These projects push the envelope of

creativity and execution.

The FCI's Installation Awards are one of the highlights of our year. Celebrating the �ooring installation industry’s

talented craftsmen in both residential and commercial settings, we get to see some of the best work by professional

installers.

This year, we honor four residential projects and four commercial projects. Managing Editor Beth Miller interviewed the

contestants, asking them to share what makes their installations special and the challenges they encountered along the

way. You’ll be wowed by craftsmanship across the categories: a custom carpet for Southern Arkansas University and a

Walnut and White Oak Basket Weave �oor, to name a few.

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.

https://www.floortrendsmag.com/
https://sunshineonaranneyday.com/about-us/
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Mohawk Group’s Social Canvas Now Available for Specification

Hartco’s Pet-Friendly Dogwood Pro Flooring

Florida Tile Expands NY2LA Porcelain Pavers Collection

Aladdin Commercial Launches Wildwood Preserve Wood-Look LVT
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# S T YL E S T O R IE S

SURFACES Show Home

Calibu Vineyard by Jennifer Farrell

By Tanja Kern  

In the foyer, a custom mural by artist Charlotte Terrel is printed on art-quality wallpaper and applied on a magnetic backing by Creative
Magnetic Flooring. Wood-look porcelain tile by Emser installed in a herringbone pattern runs throughout, giving a touch of Montauk-
inspired traditionalism to the contemporary space. Photo: TISE.

Designer Jennifer Farrell unveiled her latest creative project: The Surfaces Showhome: Calibu Vineyard. Nestled in the

Santa Monica Mountains in Calabasas, California, the 7,300-square-foot home sits on 3.5 acres alongside Malibu coast

wineries and celebrity estates.

The original English Tudor home was built in the 1980s, and through an 18-month renovation, Farrell transformed the

property into “Modern Montauk” style. She named the home "Calibu" for its location, positioned between Calabasas

and Malibu.

In addition, Farrell unveiled her �rst "Calibu" brand wines at the September 23 event. According to Farrell, Malibu coast

winds conditions of very hot daytime temperatures and very cold nighttime temperatures, which are perfect for

growing Grenache.

A spa-like retreat in the new primary bath showcases high ceilings and a glass wet room adorned by �oor-to-ceiling

Arabescato porcelain slab from Emser tile.
Photo: Emser.

TISE, The International Surface Event, teamed up with Jennifer Farrell to create the show home. "We have �ooring, we

have lighting and outdoor areas," said Dana Hicks, TISE show director. "It's a stunning Calabasas home with a vineyard."

Developed in partnership between Jennifer Farrell Designs and The International Surface Event, this unique remodel

project calls attention to some of the �nest surfacing trends.

Mohawk TecWood �oors anchor the entire upstairs of Calibu, and Karastan rugs are featured throughout.

"Mohawk is always looking for new, interesting and unique homes," said Seth Arnold, vice president residential

marketing, Mohawk. "We partnered with Jennifer on this home because it is a very unique space. She had a very

ambitious goal, and Mohawk felt like this was the perfect environment for TecWood, our natural hardwood line, and it

has come out absolutely beautiful."

From left: Michelle Swayze, senior marketing manager, Informa; Dana Teague,

senior vice president, strategic markets at Informa Markets; and Dana Hicks,

TISE show director.
Photo: Floor Trends.

Faux-wood porcelain tile by Emser was installed in a herringbone pattern on the �rst �oor. The company also provided

large-format porcelain slabs and mosaic tiles for the home.

"Jennifer was a great partner," said Mara Villanueva-Heras, vice president of marketing, Emser. "She had a vision for

what she wanted to create. We provided options, and she highlighted our product in a great way."

Creative Magnetic Flooring provided custom wallpaper murals that install seamlessly with their easy-to-use magnetic

technology and feature custom artwork from painter Charlotte Terrell in the foyer and photographer Tess Hunt in the

primary bedroom. Anderson Tuftex provided Ming Solstice carpet for the theater room. Best Cheer Stone offered stone

counters and stone slabs throughout. ForeverLawn supplied synthetic lawn materials for the exterior of the home,

including a putting green and pet run for a luxurious landscape that is as durable as it is beautiful.

"Seeing the design taste of Jennifer Farrell come to life through the partners is just spectacular," said Josh Young,

engagement specialist, World Floor Covering Association.

INSIDE THE SURFACES SHOWHOME: Calibu Vineyard By Jennifer Farrell

https://www.americanhomesurfaces.com/
https://www.floortrendsmag.com/
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Sunshine on a Ranney Day Shares
Kindness Through Flooring Renovations

Joseph’s bedroom features SolidTech Founder in Burnt Sienna. Photo: Mohawk.

Joseph, an energetic �ve-year-old boy in Georgia, was born prematurely with an open hole in his spine, which led to

over 70 days in the NICU.  Since then, he has undergone 10 different surgeries, multiple hospital stays and various

doctor appointments followed by a countless amount of tests. Like many children with spina bi�da, Joseph developed

hydrocephalus, a condition that allows �uid to accumulate in the brain and cause damage.

Despite the effects of hydrocephalus and an underdeveloped cerebellum, Joseph grew into a smart, people loving �ve-

year-old boy. A superhero in his own right, Joseph overcame many obstacles in his developmental growth and can now

eat on his own, and only requires oxygen at night. Once nonverbal, Joseph loves to meet new people and is proud to use

his strong memory to recite his favorite historical stories and talk about his heroes.

Joseph is a superhero in his own right, and the bedroom and bath
makeover helps him to be more independent. Photo: Mohawk.

Joseph’s family and team of therapists do everything they can to
help him be independent. Photo: Mohawk.

Joseph’s family and team of therapists do everything they can to help him be independent, but unfortunately, even

something as simple as a narrow doorway can thwart his efforts. Sunshine on a Ranney Day (SOARD) teamed up with

Mohawk to create a dream bedroom and accessible bathroom for Joseph. Located on the �rst �oor of the family home,

the new bedroom features SolidTech Founder’s Trace in Burnt Sienna for the bedroom, the perfect �ooring to handle

the wear and tear of Joseph’s wheelchair.

“Mohawk’s generosity has helped bring the dream we have for these kids to life,” said Joe Lane, executive director,

Sunshine on a Ranney Day. “Flooring can make or break a space, and we are grateful that Mohawk has helped us

complete these remodels with high-quality products that will make the families’ lives easier.”  
 

Sunshine on a Ranney Day (SOARD) teamed up with Mohawk to create a
dream bedroom and accessible bathroom for Joseph. Photo: Mohawk

“Flooring can make or break a space, and we are grateful
that Mohawk has helped us complete these remodels
with high-quality products that will make the families’ lives
easier,” said Joe Lane, executive director, Sunshine on a
Ranney Day.

Combining the beauty of hardwood and the waterproof durability of luxury vinyl �ooring, SolidTech offers 100%

waterproof performance, stain and, most importantly, scratch protection and dent resistance to withstand any

wheelchair trick Joseph wants to show off.

“We have been a partner of Sunshine on a Ranney Day since 2013, providing stylish and durable �ooring, such as

SolidTech, for various room remodels,” said Adam Ward, vice president of product management, resilient. “Being a part

of this remodel for Joseph, who is brave beyond his years, is important to us because something as simple as a narrow

doorway could stop him from getting around. We are honored to provide worry-free �ooring that will help him gain

independence while complementing his dream bedroom makeover.”    

Watch Video Now.

https://continuingeducation.bnpmedia.com/
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R E TA I L  I N S I G H T

Anso Gallery at Nebraska
Furniture Mart

The new Anso Gallery now occupies half of the square footage in the carpet department at Nebraska Furniture Mart's Omaha location,
incorporating just shy of 100 styles. Photo: Shaw.

Nebraska Furniture Mart (NFM) unveiled the �rst-ever Anso Gallery in Omaha, Nebraska, on October 5, 2022. The

showroom-within-a-showroom concept reimagines the carpet-shopping experience for consumers.

“We partnered with Shaw about 15 months ago to create a new experience for our customers—one that simpli�es the

shopping experience for carpet, tells a cleaner story, builds con�dence in the consumers’ minds,” said David Chambers,

director of �ooring, Nebraska Furniture Mart. “We are �nally getting to see all of our hard work over the last 15 months

come to life.”

Invista’s sale of the Stainmaster brand in 2021 left many retailers scrambling for an alternative go-to-market strategy

for soft surface.

“That sale was a crisis in the industry for a lot of retailers but allowed us to view our showroom as a clean slate—to

reimagine what we wanted to do,” Chambers said.

He said Shaw approached NFM to create an entirely new experience, and what began as a quick and simple idea,

evolved into a grander vision. The collaboration was a natural �t: Shaw and NFM are both subsidiaries of Berkshire

Hathaway. Chambers said he and his team traveled the country to see how other retailers were merchandising their

showrooms.

“We knew we wanted to reduce the selection on our �oor and we wanted to do it in a manner that provided us a little bit

more inspiration—for that customer to get a different experience,” he said.

The new Anso Gallery now occupies half of the square footage in the carpet department at NFM's Omaha location,

incorporating just shy of 100 styles. The Lasting Luxury brand, which merchandises options from several carpet

manufacturers, �lls the other half of the department. Lasting Luxury is exclusive to the National Floorcovering Alliance

(NFA). Chambers was elected vice president of the NFA board of directors in September.

Light and airy �xtures, a curated selection of product at "just the right height," and large panels that help consumers envision their new
�oors—a detail especially helpful for patterned goods.

“The partnership and collaboration with NFM has been priceless,” said Teresa Tran, vice president of residential sales,

Shaw Industries.

Tran walked Floor Trends through the new space, which features light and airy �xtures, a curated selection of product at

"just the right height," and large panels that help consumers envision their new �oors—a detail especially helpful for

patterned goods. Vibrant room scenes tell the Pet Perfect story, which promotes features that resonate with

consumers: style, cleanability and durability. In addition, 95% of the carpet merchandised is backed by the same

warranty.

“The moment you walk in, the environment brings you in—it’s almost breathtaking,” Tran said. “It boils down to that

consumer experience. We lead with style and design. Every product is artfully curated with very simple messaging.”

Chambers said he also wanted to bring a digital element into the space through Roomvo visualization technology. Sales

associates help consumers visualize their new spaces through room renderings on large screens displayed on kiosks.

“I think we're one of the few brick-and-mortar retailers that have actually brought holistic visualization into the

showroom and not just left it on the website,” Chambers said. “The goal is building that con�dence even more in the

consumer, reducing sample checkouts and shortening the buying cycle. I'm a �rm believer that visualization is the

future.”

To promote the grand opening of the Anso Gallery, NFM advertised $200 gift cards to the �rst 20 customers who

arrived at the Anso Gallery on October 5 and set up a measure. In addition, these consumers will receive installation at

no charge for all Shaw products on the showroom �oor.

“In the �rst �ve weeks, [we're] already hearing impressive results,” said Tim Baucom, CEO and president, Shaw

Industries, who spoke at the opening. “Soft �oor covering, for both of our companies, is a core category…We are

investing in the future. We are making heavy investments to give ourselves the tools and capabilities to be that clear

leader—in product and in thought.”

“For now, the gallery is a hero in Omaha, but it is our hope that it strengthens the relationship between our companies,”

said Tony Boldt, CEO and president, NFM. “We look forward to the day when we can expand the Anso experience to

our other regions."

Inside the Anso Gallery at Nebraska Furniture Mart

https://bnp.dragonforms.com/FTeNews?pk=X_DG_21HSE
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Top Commercial Flooring Projects

Creativity, masterful project execution and innovative use of �ooring materials are showcased in some of the top

commercial projects published in 2022.

Humble Lakeland Elementary School and Elementary School #30 is a new construction combination package

with over 115,278 sq. ft. of �ooring.
Photo: G Lyon Photography.

Humble Lakeland Elementary School and Elementary School #30
Humble, Texas

Educational institutions have unique needs when it comes to �ooring. From classrooms to libraries to cafeterias, each

room serves a speci�c purpose that will determine the best choice for �ooring products. Intex Commercial Flooring in

Houston, Texas, took on a creative project at Humble Lakeland Elementary School and Elementary School #30 in

Humble Texas alongside architectural �rm PBK. The new construction project featured more than 115,000 sq. ft. of

�ooring—46,000 sq. ft. of which was waterjet-cut �ooring that encompassed more than 35 different colors.

The goal: to provide children an elaborate collaboration space to expand their creativity and learning skills. Intricate

design and detail, combined with spectacular craftmanship featured throughout the school, showcased a masterful skill

level of installers and their technical expertise. The end result is a breathtaking combination of innovation and

imagination that will inspire future generations to become cross functional collaborative thinkers.

Armstrong Flooring relocated its corporate headquarters to Green�eld, one of the mid-Atlantic’s premier mixed-use

corporate parks, located in Lancaster, Pennsylvania.
Photo: Armstrong.

Armstrong Flooring Headquarters and Design Center
Lancaster, Pennsylvania

Starnet Commercial Flooring awarded its 2022 Grand Prize to CB Flooring, LLC, for the company’s work on the

dazzling new Armstrong Flooring Headquarters and Design Center. The newly refurbished and expanded corporate

center is located in Lancaster, Pennsylvania, and was designed by architectural design �rm Spiezle. With its masterful

use of bright colors and a mix of patterns and textures across multiple Armstrong product lines, the layout �ows from

room to room and communal space to private—showcasing commercial �ooring design in the process. Ardex

installation materials ensure quality installations throughout the space.  

DCO Commercial Floors completed all �ooring in the new tower, including all hard tile and wood in the units, and all hard
tile, carpet, rubber, and wood in the commons areas.

Graydon Buckhead
Atlanta, Georgia

A 22-story tower blending seamlessly into its historic surroundings, Graydon Buckhead offers a boutique collection

of luxury residences, just a short distance from the world-renowned restaurants and boutiques of Buckhead. The

building has 47 units ranging in price from $1.5 million to $8 million. DCO Commercial Floors completed all �ooring

in the new tower, including all hard tile and wood in the units, and all hard tile, carpet, rubber, and wood in the

commons areas.

Kolter Urban was the developer on this project, and this was their �rst time doing a project in Atlanta. In the past,

Atlanta has been a hotspot for multifamily projects, but particularly off-campus student housing. Atlanta was

identi�ed as a great place for condo growth, and by bringing in a luxury project like this, it gave Atlanta the

opportunity to present itself to a higher-end market of consumers. This is one of the �rst builds in the luxury condo

market, with units selling out quickly and the penthouse unit already purchased.

The owners had complete customization options for the condos, so DCO’s scope was to supply them with whatever

type of �ooring and amenities they desired for their residence.

“We were able to install heated �oors into some of the units, as well as custom woods in the bathrooms of

penthouse units,” said Hannah Glass, marketing coordinator. Tilebar supplied the high-end tile marble tile used. The

public areas contained rubber �ooring, and the complex itself has a resort-style pool and spa, entertainment areas,

formal and informal club rooms, �tness center with spin studio, green yoga lawn, newsroom, dog spa and park, and

two guest suites.

https://www.floortrendsmag.com/products/category/2166-books
https://www.floortrendsmag.com/


L E T ' S  TAL KF L O O R
By Dave Foster

Gaining Share in Down Times
A Conversation with Evan Hackel

andresr/E+ via Getty Images.

Although he is no longer in the �oor covering business, Evan Hackel will always be a bona �de �ooring guy. He was the

�fth employee of CCA Global, serving in a range of senior management positions for 20 years. Now, he is CEO of Tortal

Training, a training development company, and the founder and principal of the consulting �rm Ingage Consulting. We

had an opportunity to sit down with Evan recently, and the following are excerpts from that conversation. You can listen

to this conversation in its entirety at �oortrendsmag.com.

TalkFloor: I suspect that over the most recent year, many retailers have had
reasonably good sales. Looking forward, however, tougher times may await most
of us, presenting an interesting situation for retailers. What recommendations
would you have for retailers?

Hackel: I actually look at downturns as huge opportunities to gain market share. Typically, in a downturn, retailers tuck

in their heads and focus on survival. They stop spending money on advertising and upgrading their showrooms and cut

back on employees. That means for those that are more aggressive, it becomes easier and cheaper for them to grow

their businesses. If competitors are not buying ad space or using Facebook or pay per click, the cost for clicks and for

advertising goes down. There are fewer people attempting to take market share.

There is still a tremendous amount of business and unless you are a very, very large company with dominant market

share in a market, it's easy to gain market share and grow your company.

Retailers need to look at this as an opportunity to �nd new installers, because competitors will not have work for many

of their installers. As a result, retailers have an opportunity to hire and grow their installer base, as well as an

opportunity to �nd better salespeople. It is also a great time to look at going into other segments.

If things are a bit slower and you do not do builder work or light or heavy commercial work, this slowdown can present

an opportunity to expand in other areas. I have always believed that having a growth mindset is extremely healthy.

The other thing I would say is that the income generated from every customer should be maximized. Retailers always

want to improve their closing rates through selling skills and improved margins, which are the exact opposite of what

most retailers do in slower times. They normally cut prices. But if you can do better merchandising and raise margins, it

is amazing how much impact those activities will have on your bottom line. Remember that if you cut your pricing by

10%, you will be reducing your margins dramatically. The amount of business you need to make up for that is

staggering. However, if you raise your prices and improve your margin, you can make more money even if sales are

down 20% or 30%. That will result in more income than if you keep your margins where they were and you have a drop

in business.

TF: So, you can improve pro�ts even if you do not add new customers or only
add a small number?

Hackel: Yes. The problem with good times—the curse of good times—in fact, is that you are so busy just holding on that

it is often dif�cult to take the time to improve your business. But when things get a little slower, you have an

opportunity to improve the business. In the last few years, retailers have been looking extremely hard to �nd good

installation. Now, there is an opportunity.

I have always been a strong believer in employee installers not subcontractors. I know a lot of people are going to say,

“No, that is terrible.” But it is not. I have done the math and executed the plan. It should cost no more to have employee

installers than subcontractors. And I think it is a myth that every installer wants to be on their own. I do not think that is

the case at all. Installers are just like most other people who enjoy having a steady paycheck. You can justify training

your own employee installers. If you do, you will have longevity and loyalty, and you can engage employee installers to

train apprentices and the people supporting them. It is a great opportunity to grow your installation base.

Down times present a great opportunity to grow your business. If you do not grow in retail, go into Main Street

commercial, hard commercial or builder work. Look at every avenue to add new kinds of business because your

competitors are. Then, once the economy turns around, you will have added a division to your company.

TF: Do you see having more employee installers becoming a trend?

Hackel: I am going to make this statement: Businesses who own installation will own the �oor covering business.

Manufacturers are working as hard as they can to make products that are more and more DIY. The bene�t is that they

become less dependent on installation. The fact of the matter, however, is that DIY is the death of retail �oor covering,

because as soon as DIY takes place with the majority of products, the need for professional installation goes away and

the big box stores will win because they will compete on price. There is not going to be value perceived by others for

your services because they are going to be doing it themselves. Having quality installation is important and

differentiating that installation and guaranteeing it are especially critical.

Every retailer has the ability to control and grow their installation team. The key is �nding and training individuals who

are interested in being in the trade. People can make a very good living in installation. And retailers that are dependent

on subcontractors will risk losing installers. And that is not a way to ensure your business into the future.

TF: It would seem like marketing quality installation would be a good way to
gain share.

Hackel: I think so. For certain products and customers, offering installation makes an extremely signi�cant difference.

Yes, certain customers want to do it themselves. But some people, including more af�uent customers, are not going to

want to do the installation themselves.

I think as a retail �oor covering businessperson, I want that to be a strength of my business. I want to have control over

my ability to install product. Over the last few years, this issue has held back �ooring companies from growing more.

TF: It seems to me that there are several basics that gain market share:
having unique, new, and different products; using new and different ways to
communicate with existing customers; as well as communicating with new and
different potential customers. I am sure there are more, but those seem to be
some of the basic ways.

Hackel: There is no doubt that innovative new products excite customers and bring them into the store. When the

economy goes down, that disproportionately impacts the lower end and the lower middle end of the business. Then, the

middle, high end and luxury end are impacted next because middle-high and luxury-end people are going to have money

for �oor covering, even in a down economy.

Retailers sometimes underestimate the importance of having current customers buy. The saying in retail is: “Your next

best customer is your last customer.” That is true. You can develop a stronger relationship with your customer base,

whether by email, private sale events or a simple phone call asking them if they are still happy with their installation.

Harvesting these customers for additional business referrals is especially important. No doubt, outstanding service and

outstanding installation are critical to building a reputation.

No doubt you have heard of Net Promoter Score. They say it is the clearest indicator of the future direction of a

business, whether up or down. If you focus on wowing customers and making them excited, you are going to activate

them and increase their level of enthusiasm and referrals.

You want every customer to be thrilled with the process. And it is not that hard to thrill customers. It is a matter of

having good communication, thanking them and following up.

When I was very involved in �oor covering, I noticed how afraid many retailers were of calling a customer after an

installation because they didn't want to hear a complaint. Well, if you really want to make customers happy, call them

right after the installer left and say, “How did that job go?”

And if there is a problem, get on top of it. If you call customers before they call you, they are going to give you plenty of

time to �x any problem. But if you wait until they call you, they are upset and frustrated.

Another major element is when the installer has completed a job, they should walk that customer through and let the

customer note the details of the installation. The installer can say “Here's where we put the seams and oh, by the way,

give them a couple of weeks and they're going to �atten out . . . it's just the nature of �oor covering.” And if there is an

issue, the installer can �x it on the spot and can give the customer added con�dence and satisfaction.

TF: While some �ooring retailers see only problems in the current climate,
you see opportunities to grow.

Hackel: Yes, I see great opportunities. If you train your current employees to install the products you sell and take steps

to increase the loyalty and satisfaction of your current customers, I know you will see your success grow. Whether you

see this as a downtime or a time of recovery is not the real issue. Focusing on building your business is what matters.

Evan Hackel, CEO of Tortal Training.

https://bnpengage.com/
https://www.floortrendsmag.com/
https://www.floortrendsmag.com/


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.

November Highlights

Women in Flooring: Kelly
Oberschlake

With over two decades of industry experience, Kelly

Oberschlake has held various positions in Mohawk,

most recently as VP of national accounts. Her gifts in

strategy and forecasting helped her move up the

ladder, while her quick wit has made friendships

throughout the industry.  

Military in Flooring: Bill Hart of
Douglas Carpet One

Bill Hart served four years in the U.S. Navy, and

following his service, ran across the Helmets to

Hardhats program that placed him with Douglas

Carpet One in Batavia, Illinois. He has been installing

�ooring for two and a half years at this point and is

becoming a skilled carpet installer. Tune in to hear

Hart’s advice to those who need somewhere to land

after their service.

Louisville Tile’s Roadmap for
Growth

Matthew Saltzman, CEO of Louisville Tile, has big

plans for the future of distribution. Learn how his

30 years of experience of working in the capital

markets—and a keen focus on leadership

development—is helping the Louisville Tile team

disrupt the distribution business and prepare it for

exponential growth.

Technology for Flooring Retailers

RFMS Founder Terry Wheat discusses technology in

the retail sector of the �ooring industry and why

retailers are slow to adopt industry-speci�c software

and FCB2B.

https://www.floortrendsmag.com/
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https://www.floortrendsmag.com/media/podcasts/2708-talkfloor-podcasts/play/2170-military-in-flooring-bill-hart
https://www.floortrendsmag.com/media/podcasts/2708-talkfloor-podcasts/play/2169-louisville-tile-s-roadmap-for-growth
https://www.floortrendsmag.com/media/podcasts/2708-talkfloor-podcasts/play/2168-technology-flooring-floor-retailers
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Below are premium listings from our Buyers Guide. For the complete buyers guide, CLICK HERE.
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E D IT O R ' S  L E T T E R
By Beth Miller, Managing Editor

FCI Celebrates You This Month

The winners from this year's Installation Awards submitted projects that ranged from sensational to challenging to tedious. Congrats to
everyone who took home a win. Photos courtesy of Awards winners.

This month we celebrate you—the �ooring installer. FCI’s Installation Award winners were selected by you from among

you in both the commercial and residential segments. The men and women who took home a category win represent

some of the most highly skilled craftsmen in the industry. I hope you will join me in celebrating these sensational,

challenging and tedious projects. Be sure to check out the videos with each winner as he or she talks through the

project, the issues they faced and what aspect of the project was their favorite.

I’d like to extend a huge thanks to Taylor Adhesives for sponsoring the Awards. I had the opportunity to spend some

time with Seth Gladden, director of marketing, Taylor, to promote their video series on how to take good jobsite photos.

If you missed that, please check them out!

I hope each of you will consider submitting a project to next year’s Awards. In several of my interviews with the

winners, I asked what advice they would give to others considering submitting to the Awards.

Erin Albrecht, owner, J&R Tile, in San Antonio, Texas, and winner of the Commercial Tile/Stone category, said, “If you’re

a commercial company or commercial installer and you want to submit, I would really lean toward something that’s

visually interesting and different that tells a story. It doesn’t matter how large it is. I think projects that tell a story

probably give a little advantage to you. We’re really proud to be from Texas but San Antonio in particular. The big cities

in Texas are all so very different. Culturally, who we are and how the city identi�es itself is fun for us. I’d like to see that

from other commercial installers that would submit in hopes to win next year.”

Ken Ballin, owner, Skyro Floors, in West Creek, New Jersey and winner of the Residential Tile/Stone category, said, “I

think it’s a fantastic opportunity to share your work. It doesn’t matter beginner to expert level. We’re all beginners.

We’re all experts. We all learn at different rates, but the more we share our work, the more we put ourselves out there

and the better we get. Don’t hesitate because you don’t think you’re not good enough because we all started

somewhere. It’s important to show the next generation of installers what’s possible.”

See you next year!

https://www.fcimag.com/
https://www.fcimag.com/videos/6308779361112?bctid=6308779361112
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W H AT ’ S  I N  M Y  T R U C K

Sonny Thomas
Brantford, Ontario, Canada

By Beth Miller

Sonny Thomas, �ooring installer for Five-In-One Flooring, prefers the Black+Decker Matrix for its precision-cutting ability.
Photo: Sonny Thomas.

Tool: Black+Decker Matrix Quick Connect System

One of my favorite tools on the jobsite is the Black and Decker Matrix. It comes with a drill head but has multiple

attachments you can purchase for it. I only use it for the little circular saw head. The drill shape makes it easy to use and

control. Other compact circular saws, in my opinion, have a more awkward shape.

The arrow guide on it is accurate, allowing for precise cuts. I use it for laminate, hardwood (not ¾ solid), vinyl plank and

plywood. It has eliminated the need to load up the table saw for most jobs, and it takes up way less space on the van.

The downside is the battery life, so a second battery is a must.

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

https://www.progressprofiles.com/en/proshower-system
https://www.fcimag.com/
mailto:MillerBe@bnpmedia.com?Subject=


W HAT  W O UL D  N AMB A D O
By Jon Namba

How to Tuck Carpet with a Trimmer

Jon shows us how to use a carpet trimmer to quickly tuck carpet without damaging the baseboards. Check it out!

https://www.bnpengage.com/
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C O N T R A C TO R  S P OT L I G H T

William Hensley

By Beth Miller

Winner of the wood category at the TISE St. Louis Regional Installation Competition, Will Hensley spoke with FCI about

his hardwood installation career and how he came to be part of the Totta Hardwoods team in Kansas City, Missouri. He

gives us the inside scoop on what it was like to compete in the regionals and what he anticipates for the Finals in Las

Vegas.

https://www.fcimag.com/


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

Surface Contaminants

It’s Only a Little Bit of Paint

In many cases, the general contractor, builder or homeowner don’t understand the physics of the substrate prep process speci�cally
that the paint or other coating is a bond breaker, rendering many dry-set mortars useless. Photo: Scott Carothers.

Many times, the tile installer is placed in an awkward position by the general contractor, builder, homeowner or

whomever is in charge. Many of these people believe that they know more than the tile professional as to what is

needed to properly complete the job, including the substrate prep. Unfortunately, many times they are wrong, especially

when it comes to a “harmless” surface contaminant such as paint.

The tile industry is driven by the American National Standards Institute (ANSI) requirements as shown here under

A108.01.

2.5.1.2.2 Sound, crack-free concrete and masonry walls which are smooth, dusty, coated with form-release compound,

painted, ef�oresced, or have loose surface material may be prepared for direct application of mortar and tile (no

membrane or metal lath) by mechanically scarifying to expose uncontaminated backing surface.

2.6.2.2 (abbreviated) Other suitable substrates to receive ceramic �oor tile are structural concrete of limited area and

slab-on-grade construction where no bending stresses occur; also, if expressly approved by the mortar manufacturer,

surface such as portland cement terrazzo and existing ceramic tile. Surfaces must be clean, free of wax, curing

compound, and other coatings.

2.6.2.4 Plywood: Surfaces must be structurally sound, dry, and free of contaminants such as sealers, cleaning

compound, coatings, oil dust, dirt, etc.

2.6.4.2 Concrete slabs, existing ceramic tile, and terrazzo (using an A118.3 or A118.8 epoxy mortar). Floor surface shall

be dry, structurally sound, and free of wax, curing compound, or other coatings. Sound, crack-free concrete which is

smooth, dusty, coated with form-release compound, painted, ef�oresced, or has loose surface material may be prepared

for direct application of tile by mechanically scarifying to completely expose uncontaminated backing surface.

These ANSI requirements call for the surface to be clean and free of coatings which includes paint. They further call for

the removal of these products by mechanical scari�cation which actually removes approximately 1/8” of the top

surface, thereby eliminating the contaminant.

Unfortunately, the folks listed above don’t understand the physics of the process, which requires a good mechanical

bond to the substrate. They don’t realize that the paint or other coating is a bond breaker, rendering many dry-set

mortars useless as seen in the image. However, it is true that some of these mortars will bond tenaciously to the paint

and yield good results. The problem in this instance is not the bond of the tile and the modi�ed dry-set mortar to the

paint, but rather the bond of the paint to the substrate, be it concrete or plywood.

Today’s mortars, especially the A118.15 improved modi�ed dry-set cement mortars, have great bonding characteristics

that, most likely, will have a higher bond strength than that of the paint which is now compromised. The affected area is

now loose, exhibiting a hollow sound which is the front runner to crumbling grout joints, broken tile and an expensive

callback, giving the tile industry yet another black eye.

As a high-quality tile professional, stand your ground, say “no” and do not allow anyone to coax you into believing the

paint is okay “this time” and just get the job done. It may be better to say “thank you” and walk away.

Scott Carothers is the director of certi�cation and training for CTEF. Reach him at scott@tilecareer.com.

https://www.fcimag.com/
https://www.ceramictilefoundation.org/
mailto:scott@tilecareer.com?Subject=
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Floor Covering Installer’s
2022 Installation Awards

By Beth Miller

Each year, FCI’s Installation Awards celebrate the �ooring

installation industry’s talented craftsmen in both residential and

commercial settings. Contestants are asked to share what makes

their installations special and the challenges they encountered

along the way.

We hope you walk away with ideas for your projects and

inspiration to try new things after viewing these winning projects

that are the product of experience, creativity and skill. Next year,

perhaps you will be among the award winners.

Residential Winners

Category: Residential Tile/Stone

Ken Ballin

Skyro Floors
 West Creek, New Jersey

Project: Turtle Scribe Shower
Master Bathroom

Challenges: The clients gave me their tile selections, along with the custom handmade turtle mosaics, and asked me to

make them look like they were chasing each other. I decided to pull all the green pebbles from the island stone birds egg

mix and make the kelp sprout up from the drain. The pebbles are scribed into the �eld tile by hand with a grinder and K-

Scribe blade, then polished with a dry pad. Each wall took a full day to lay out, trace and cut in.

Unique Features: After cutting in the walls, I decided that I needed one last thing to really take the project to the next

level. I took some of the �eld tile to make the border inside the pan and scribed the pan pebbles into that tile before

taking the green ones down into the drain. The clients were blown away when they saw the �nal product.

Watch Video

Photos: Ken Ballin.

Category: Residential Resilient

Greg Skafec

Greg Skafec General Contractor

Ashland, Ohio

Project: Kitchen Floor

Challenges: The kitchen �oor was huge and cut up everywhere. A 24' x 12' piece of Armstrong Duality Premium vinyl

was used because a one-piece vinyl install was needed. The vinyl was heavy and had to be taken in through the window.

There was no room for error. All cuts had to be exact, and the template had to be perfect. There were only two of us to

do the job.

Unique Features: The amount of cuts required to make the sheet vinyl �t perfectly around the appliances, counters, and

walls and under the wall heater was challenging and unlike anything I'd ever done.

Watch Video

Photos: Greg Skafec.

Category: Residential Hardwood/Laminate

Matt Garcia

Craftsman Hardwood Flooring
 San Angelo, Texas

Project: Walnut and White Oak Basket Weave
Wood Flooring Foyer

Challenges: The designer requested a special project for the entry, but forgot to relay the message until after we had

started the installation. I knew I had plenty of walnut leftovers and scraps, so I mocked up a basket weave utilizing the

�ooring for the project—4-inch white oak and 4-inch walnut pieces to make an 8”x8” oak square and a 4”x20” walnut

weave. The designer gave us the approval, and when we were halfway done, I asked the designer what the client thought

of the progress. She said the client didn’t know about the pattern, and it was a surprise! I was shocked and a little

stressed. When the client saw the surprise, she absolutely fell in love with it!

Unique Features: This project utilizes 2 wood species. The pattern was milled on site with a custom blended stain color.

Watch Video

Photos: Matt Garcia.

Category: Residential Carpet

Roland Thompson

Thompson Flooring & Installation

Frederick, Maryland

Project: Round Dome Carpet Install

Challenges: Measuring for the project itself was the real challenge as the building was round and the rooms were round.

All walls, door frames and hallways were coming in at an angle and needed to be scribed. I wanted to make sure I had

enough carpet and LVT because just getting to the location was dif�cult. The project was in the mountains, and I had to

make sure I had everything needed to complete job. I also had to work within a certain time frame to allow room for the

other trades to complete their jobs.

Unique Features: The carpet had to be cut in a circle which meant the carpet needed to have tackstrip installed

perfectly. The walls sloped inward, and if the tack strip was not right, it would not have held the carpet. For extra

strength, seam adhesive needed to be placed in the gully to secure the carpet. Next, I had to ensure the power stretching

was done correctly, fanning it out to make the carpet tight. All in all the job could not be rushed. Your math skills,

scribing skills and stretching skills all came together to make a great looking job.

Watch Video

Photos: Roland Thompson.

Commercial Winners

Category: Commercial Tile/Stone

J&R Tile, Inc. 

San Antonio, Texas

Project: San Fernando Cathedral Courtyard

Challenges: In the heat of downtown San Antonio, J&R Tile had a renovation project that included removal of an old

�agstone patio and installation of 3/4" new stone with 1/16" grout joints. The project included many challenges.

Working downtown in the city center of San Antonio—the 8th largest city in the country, it was challenging to

coordinate materials and tools in the time we had.

J&R had to install over 8,000 square feet of a mortar bed prior to installation, and salt �nished concrete radiuses meant

that the stone installation would have to be cut at many radiuses. Due to an exterior renovation, special attention was

needed for exterior movement joints every eight to 12 feet to TCNA standards for exterior stone.

Two ramps for entering and exiting the courtyard also needed a slip-resistant treatment to make the area safe for

tourists. We partnered with Stonecare of Texas for this treatment to create a solution.

Unique Features: Surrounding the courtyard are custom 6"x12" engraved slate stone tiles that were installed after

patrons of the Catholic Archdiocese purchased them. These included family and business names.

Mortar beds had to be �oated for each individual bay as more purchasers lined up. Custom fabricated Mexican Cantera

stone surrounded the 6"x12" slate.

Watch Video

Photos: Erin Albrecht.

Category: Commercial Toppings & Overlays

Laticrete

Bethany, Connecticut

Flooring Contractor: Jason Roberts Services
Project: Autostrada Showroom and Event Facility

Challenges: The concrete �oors were not �at and were damaged as a result of transforming the existing �oor plan to an

open concept layout. The project objective evolved from an automobile storage facility to a destination—a collection

showroom and banquet and event venue. The facility and business owners wanted an easy to clean, non-staining,

rugged �oor to support the weight of the cars.

Unique Features: The client wanted a museum-like �oor for their automobile collection club showroom and event hall.

The 12,000-square-foot space acquired by Autostrada underwent extensive reconstruction to create an open concept

with the �oor taken down to the structural concrete slabs. The overhead garage door, lighting and �oor were the

primary features of the Autostrada facility as speci�ed by the project owner architect. Several stages of the �oor

underwent extensive grinding and polishing. This project was the �rst application of the newly introduced NXT Level SP

White, a high performing self-leveling concrete topping.

Watch Video

Photos: Laticrete.

Category: Commercial Carpet

Wentz Custom Rug Co. 

Springdale, Arkansas

Project: Southern Arkansas University Main Hall

Challenges: On this project for Southern Arkansas University Terry, Paula and Hunter Wentz of Wentz Custom Rug

Company used material from both Fabrica and Masland to fabricate this 43-foot-long by 10-foot-wide custom carpet.

After which, they installed it in a recessed space surrounded by tile on all sides. The care required due to the size and

weight of this custom carpet and the need for precise dimensions to �t the space represent the primary installation

challenges.

Unique Features: Fitting such a large custom fabricated rug within a recessed space is a very rare challenge to face.

Watch Video

Photos: Wentz Custom Rug.

Category: Commercial Resilient

Tyler Vandenlangenberg, Jerry Arndt, Dave Cornette, Cory Freeman and Hunter Kiiskila

H.J. Martin and Son

Green Bay, Wisconsin

Project: West De Pere Intermediate School  

Challenges: The West De Pere School District has been experiencing rapid growth in the last decade and found that a

new Intermediate School was needed for 5th and 6th grades to address projected capacity needs. The new 123,400-

square-foot building is a colorful, vibrant, innovative learning center for the Green Bay, Wisconsin suburb.

The design featured a number of intricate shapes and patterns within the �ooring. In addition, there is a large logo "W"

for "West DePere" that was laid into the �oor. Part of the challenge was to keep the joints lined up because it looked like

a tile with the joints lined up and the unique angles that came together.

In the main hallways, there were a few different colors and shapes used, and it was a challenge to keep the seams lined

up to achieve a cohesive look in the end.

Unique Features: Designed with a “main street” concept, including large corridors and spaces for gathering, blocks of

lockers and connected learning spaces. The students and teachers are able to experience more of a “neighborhood”

feeling while in the facility.

A key feature of the school is a double-sided “learning stair” with a large “W” specially installed at the bottom.

The �ooring design provides a fun mix of patterns and contrasting colors that work within the district’s brand colors

and ultimately  provides way�nding and encourages natural gathering spaces.

Watch Video

Photos: H.J. Martin and Son.
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What Tile-Setting Materials
are You Using?

By Ken Ballin

There are so many different products for so many different installation techniques from so many different manufacturers. How do you
know which one to choose? Photo: Ken Ballin.

What kind of setting materials are you using? Why did you choose what's sitting in that shopping cart? Was it the

cheapest option on the shelf? Is it even the right thinset for what you're installing? You mean you didn't know that there

are many different kinds of thinset for many different applications? There are. Grouts too. There are so many different

products for so many different installation techniques from so many different manufacturers that I can't even begin to

mention them all. With all those options and only a limited amount of space and time to talk about them, I'll cut the list

down to a few of them who regularly appear on my projects.

The �rst thing that makes a tile installation an actual tile installation is what we're sticking our tile with. Which thinset

are you using and why? On my jobsites, I use Bostik Big Tile & Stone for most ceramic, porcelain and stone. It's a

polymer modi�ed, large and heavy tile mortar used to set large format tile but can also be used on smaller stuff, which

makes it a great, every day, all-around thinset.

These Bostik products regularly appear on my jobsite. Photo: Ken Ballin.

I typically don't use rapid set on a regular basis, but when I need something to take traf�c faster than usual or I'm pre-

mounting mosaics for any number of reasons, I'll use Bostik BAM. It's a high performance, �ber reinforced, extended

open time, large and heavy tile mortar with rapid cure technology. It's another versatile thinset that can be used to set

most everything including glass, mosaics, quarry tile, porcelain, ceramic, most natural stones and even thin panel. It's

got an open time of about 30 minutes and can be ready for grout in four hours.

Now, this lesser-known gem in the product lineup is a great performer. Designed to install sheet mounted mosaics or

individual glass tiles up to 6”x6” is Glassmate. It's a premium polymer modi�ed bright white glass tile mortar that has

high bond strength, durability, non-sag properties and workability. The bright white enhances glass tile appearance and

makes it easy to clean, which is actually consistent throughout their entire product line.

Bostik 915FS is a fast-setting polyurethane sealant/adhesive that cures to a tough rubber when exposed to moisture present in the
atmosphere. Photo: Ken Ballin.

While sticking tile is great, it doesn't matter what you're sticking them with if your substrate isn't within spec. I like to

use a self-leveler like Bostik SL175 or SL200. Both are great products and easy to use. Both require the use of an

appropriate Bostik primer. While there is a little more room for error in measuring water for thinset, the situation is

quite the opposite for self-levelers. Follow the directions precisely for best results and make sure you're using the

correct product for your particular installation. Different depths, substrates and �nished �oor coverings may change

the self-leveler you need to use.

Every installer needs a great grout they can depend on—something consistent, easy to mix, easy to use and easy to

clean. For me, Hydroment Vivid is that grout. I've used it on everything from ceramic to porcelain to stone to glass but

not before making a sample board to test it out �rst of course. It has yet to disappoint.

I like to use a self-leveler like Bostik SL200. Photo: Ken Ballin.

One last thing that's always on my jobsite is a good waterproof sealant like Bostik 915FS. It's a fast-setting

polyurethane sealant/adhesive that cures to a tough rubber when exposed to moisture present in the atmosphere. A

good sealant can be used for any number of purposes, including but not limited to waterproo�ng seams in your foam

board, assembling custom niches or benches, simple tile repairs or even sticking small children and pets to the wall to

prevent them from stepping on freshly set tile. I'm kidding about that last part. Please don't use any type of sealant on

animals. That does lead into the number one sealant tip though, which is don't get sealant on what you don't want

sealant on.

While all of these items are my personal favorites, the most important things when selecting your setting materials for

any installation are availability, access and ease of use. You need to be con�dent in their performance, but you need to

actually be able to get a hold of them �rst, which leads me to my last point. Know your local product reps. They are an

essential resource that can help you source the right material for your project, get the best pricing, and help you learn to

use their product line with any training they may have available. If you don't know your local rep, then go online or

download the vendors app.

The Bostik app has a lot of great features, including a product scanner that will pull up all sorts of information when you

scan an item in your local supply store of choice, a media center that's loaded with both literature and videos, a product

�nder where you can get all the information you need on a particular product, and among many other great functions, a

“contact us” link to ask questions or �nd that local rep that I spoke about earlier.

So, get out there, �nd all this great information that will make you even more successful than you already are, and use it

to take your business to the next level. On to the next adventure!

With a degree in Business Administration and a marketing concentration from Monmouth University

and a love for working with his hands, which he blames entirely on his grandfather Patrick Gargano, Ken

Ballin focuses on building his brand to high-end clients and encouraging young installers across the

country. He started his business, Skyro Floors, in 2008, and specializes in custom tile and hard surface

�ooring. CTI #1392 and CFI #13604.

https://www.fcimag.com/products/category/2166-books
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C A S E  S T U DY

Schönox Helps Breathe Life into
Park Point Atrium

The larger aggregate in Schönox DSP Plus was exposed after polishing to reveal a surface totally in sync with the combination of tech
and nature found in the atrium and throughout the property. Photo: Schönox.

Park Point is a 100-acre adaptive re-use creative of�ce and life science campus in Raleigh, North Carolina. The atrium

was transformed, as part of the $210 million in capital improvements, from a run-of-the-mill public space into a lively

hub that brings the outdoors in.

Park Point’s atrium was transformed, as part of the $210 million in capital improvements, from a run-of-the-mill public space into a lively
hub that brings the outdoors in. Photo: Schönox.

Schönox was there to help. Contractors were tasked with renovating the cement substrate that was covered in a layer

of stone and ceramic tile. Schönox VD dilutable acrylic primer, Schönox US cement-based self-leveler and Schönox EPA

moisture mitigation system were all installed to prepare the �oor for Schönox DSP Plus. Over 5,000 square feet of the

water-and frost-resistant, wear-rated, polishable, cement-based self-leveling concrete topping was poured throughout

the atrium. The larger aggregate in DSP Plus was exposed after polishing to reveal a surface totally in sync with the

combination of tech and nature found in the atrium and throughout the property.

Contractors were tasked with renovating the cement substrate that was covered in a layer of stone and ceramic tile. Photo: Schönox.

DSP Plus provides an extremely dense and durable surface that may be stained, sealed or polished to reveal its natural

beauty. DSP Plus may be installed from 3/8” up to 2” and provides a warehouse-rated PSI of 7,250. DSP Plus is suitable

for interior and exterior use over concrete and cement substrates, is moisture-resistant and is a true self-leveling

compound. DSP Plus is rated EMICODE EC 1PLUS R: very low emission, with a VOC content of 0g/l (calculated),

SCAQMD 1113, and may contribute to LEED v4 certi�cation.

DSP Plus provides an extremely dense and durable surface that may be stained, sealed or polished to reveal its natural beauty.
Photo: Schönox.

This project was another perfect example of how products from Schönox work together to create long-lasting �ooring

solutions. The Schönox Technical Team and Regional Business Manager assisted in job site evaluation and product

recommendations. After a successful test installation, the project moved ahead, resulting in a decorative and durable

surface worthy of the footsteps of the world’s top thinkers.

Shane Jenkins, senior technical coordinator, Schönox HPS North America, Inc.

https://bnp.dragonforms.com/FCIeNews?pk=X_DG_21HSE
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F L O O R  AC AD E MY B R IE F IN G
By Kyle Hedin

How Much Do You Really Need to Make?

Everyone will tell you that you need to know your numbers for your business. What do you do when that doesn’t make

sense to you? Where do you start? The Floor Academy Business Budget Calculator is your source for a good start on

running a pro�table business. Check out the video to see how it works and �nd out what you may not be accounting for.

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://www.fcimag.com/


Spec Sheet
A D V E R T O R I A L

Innovation.
Simpli�cation.
Consolidation.

The Kera�ex family – Kera�ex Super, Kera�ex Plus, Kera�ex RS (rapid-setting) and Kera�ex SG - covers a majority of jobsite

needs, allowing you to consolidate mortars on jobsites and in inventory. Kera�ex mortars are perfect for large and

heavy tile installations on �oors, walls and countertops. There polymer-modi�ed mortars share the outstanding trait of

high transfer of material to the backs of tiles while retaining impressive non-sag/non-slump properties.

The Kera�ex mortars are easy-to-mix and easy-to-trowel, requiring less effort and cutting application times. They can be

applied over uncoupling, crack-isolation, soundproo�ng and waterproo�ng membranes.

Features and Bene�ts

Extra smooth, creamy consistency for ease of application

Easy mixing, handling and troweling properties

Ideal for edge-leveling clip applications

Where to Use

Most interior/exterior residential installations on �oors and walls

Most interior/exterior commercial installations on �oors

Most interior commercial installations on walls

For use in tub surrounds and showers

For use over exterior-grade plywood

Installation of ceramic and porcelain tile, quarry tile, pavers and Saltillo tile, as well as most types of marble,

granite and natural stone

For details on how MAPEI’s innovative Kera�ex technology can help build your business, visit

https://www.mapei.com/us/en-us/products-and-solutions/in-the-spotlight/kera�ex-mortars

High-Transfer Technology™ for superior mortar-wetting properties

Unbelievable resistance to freeze/thaw conditions (with Kera�ex Super).

Fast-setting, allowing for grouting in as little as 3 to 4 hours (with Kera�ex RS).

https://www.fcimag.com/
https://www.mapei.com/us/en-us/products-and-solutions/in-the-spotlight/keraflex-mortars


Spec Sheet
A D V E R T O R I A L

SikaTile® Ultima Grout
Professional-grade Ready-to-use grout

Product Description

SikaTile®-Ultima Grout is a professional-grade, ready-to-use grout designed for commercial and residential

installations with porcelain, ceramic and natural-stone tiles, glass tile, gauged porcelain tile panels and slabs (GPTP/S),

luxury vinyl tile (LVT) and luxury vinyl plank (LVP).  SikaTile®-Ultima Grout can be used to grout interior and exterior

applications, as well as intermittent wet conditions such as bathtub surrounds, shower walls and shower �oors.  It is

formulated using colored quartz technology, which ensures color consistency, excellent stain resistance, ease of

cleanability and improved workability. In addition, this grout will not ef�oresce and does not require sealing. Used for

grout joints from 1/16" to 1/2" (1.5 to 13 mm).

Uses

For interior and exterior applications in both residential and commercial.

For joint widths from 1/16" to 1/2" (1.5 to 13 mm).

For grouting luxury vinyl tile and plank (LVT/LVP).

For grouting �oors, walls, countertops, backsplashes and intermittent wet conditions such as bathtub

surrounds, shower walls and shower �oors.

Characteristics/Advantages

Superior-performing ready-to-use grout

No mixing — easy to spread and clean

Color consistent with no ef�orescence

Virtually stainproof — no sealing required

Provides hard, durable, and full grout joints for professional results

For interior and exterior �oors, walls, and countertops

Ready to use straight from the pail, without the need to mix or add water

Reusable – tightly close lid and store properly for reuse

Mold and mildew resistant

https://www.fcimag.com/


Spec Sheet
A D V E R T O R I A L

Välinge

Product speci�cation:

Core: SPC core

Dimensions: XL 9”x72”

Thickness: 5,5 mm + 1 mm underlay

Wear-layer: 20mil   

Embossing: EIR

Design: Scandinavian oak

Underlay: High Density IXPE

Certi�cate: Greenguard Gold

The rigid core together with the High density IXPE gives the

product superior mechanical performance suitable for

commercial installations. Moreover, the Liteback technology

together with the IXPE brings great sound properties to the

table with a IIC rating of 54, STC 53.  

The use of multiple design �lms used for the same SKU

together with the scratch resistant coating leads to a more

realistic and natural look that captures the variation in wood.

5G Dry - 5G Dry provides enhanced water-resistance by

preventing water from penetrating into the joints of the �oor

panels, despite being subjected to wet mopping, accidents and

other events resulting from everyday use. This makes the

�oors incredibly easy to live with.

With 5G Dry, you can signi�cantly reduce installation time. No

gluing or nailing is required.

Liteback - The advantages of Liteback go far beyond reducing

weight — it sets in motion a series of events that reduces cost,

raw material consumption, environmental impact and CO2

emissions. Don’t let their size fool you — those small grooves

make a giant impact.

https://www.fcimag.com/


Below are premium listings from our Buyers Guide. For the complete buyers guide, CLICK HERE.

BU Y E R S G U I DE  PR E MI U M L I ST I N G S

https://www.fcimag.com/
https://www.fcimag.com/directories/2169-directory-buying-guide


AD INDEX

CTEF

www.ceramictilefoundation.org

FCEF

fcef.org

FCIF

www.fcif.org

MAPEI

www.mapei.com

PAREX USA, INC

www.merkrete.com

Pro�ex

pro�ex.us

Progress Pro�les America

www.progresspro�les.com

Progress Pro�les America

www.progresspro�les.com

The International Surface Event

www.intlsurfaceevent.com

Välinge Flooring

valinge�ooring.com

https://www.fcimag.com/
https://www.ceramictilefoundation.org/
https://fcef.org/product-category/donations/
https://www.fcif.org/
https://www.mapei.com/us/en-us/products-and-solutions/in-the-spotlight/keraflex-mortars
https://www.merkrete.com/
https://proflex.us/
https://www.progressprofiles.com/en/proshower-system
https://www.progressprofiles.com/en/prosupport-tube-system
https://www.intlsurfaceevent.com/en/register.html
https://www.valingeflooring.com/
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