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Planiprep¨ MRS
Moisture-Resistant Skimcoat 
with high compressive strength

Contact your sales distributor or visit 
www.mapei.com for details.

• Mixes easily and applies smoothly

• Not affected by high moisture conditions

• Can be placed before HVAC systems or interior finishes are installed

• High compressive strength for use in heavy traffic conditions

Meet the MRS.

The perfect 
skimcoat for our 
moisture-resistant 
product family



How can the CIM program 
benefit Your Company?

Flexible Online Training

Competitive Advantage
Increased ROI
Customer Satisfaction

Your Path to Quality Assurance

Advanced Project Management

There is no other program like CIM available 
for Installation and Project Managers

Visit our Website for more Information:
www.FCICA.com/CIM
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C H A I R M A N ’ S  L E T T E R

SEPTEMBER 7, 2017
FCICA Product Webinar -  
 LATICRETE SUPERCAP
www.fcica.com/webinars

SEPTEMBER 11-14, 2017
ISSA/INTERCLEAN North  
 America
Las Vegas, NV

www.issa.com/trade-shows.html#.VrkakfkrJMx

SEPTEMBER 21, 2017
FCICA Webinar – Utilizing WPC
Bill Treiber, Artistic Finishes Inc.

www.fcica.com/webinars

OCTOBER 10-12, 2017
FCICA Mid-Year - Discovering  
 Flooring Issues of Today
Sheraton Columbus Hotel at Capitol Square

Columbus, OH

www.fcica.com/mid-year-meeting

OCTOBER 15-19, 2017
American Concrete Institute 
 Making Connections
Disneyland Hotel, Anaheim, CA

www.concrete.org/events/conventions.aspx

OCTOBER 19-22, 2017
StarNet Fall Meeting
Loews Atlanta Hotel

Atlanta, GA

www.starnetflooring.com

OCTOBER 23-24, 2017
AHSG and Commercial One  
 Division Meeting
Hyatt Regency Indian Wells

Palm Springs, CA

www.americanhomesurfaces.com/ 

 commercial-one-division/

NOVEMBER 2, 2017
FCICA Product Webinar – UZIN,  
 A Div. of UFLOOR Systems, Inc.
www.fcica.com/webinars

NOVEMBER 6-10, 2017
Concrete Décor Show
Innisbrook Resort, Palm Harbor, FL 

www.concretedecorshow.com/

NOVEMBER 14-16, 2017
NAFCD+NBMDA Annual  
 Convention
The Broadmoor

Colorado Springs, CO

www.distributorconvention.org/

NOVEMBER 15-16, 2017
NeoCon East 2017
Pennsylvania Convention Center,  

Philadelphia, PA 

www.neoconeast.com

NOVEMBER 15-17, 2017
2017 ICRI Fall Convention
Docks, Locks and Canals

Hyatt Regency New Orleans

www.icri.org

Calendar of Events

The commercial floor covering 

industry is currently giving a great deal 

of attention to the shortage of quali-

fied installation labor resources. Those 

focused on this problem fully understand 

that adding to the installation labor pool 

won’t be enough. They understand that 

an installer will be able to perform at an 

acceptable level of efficiency and quality 

only if properly trained.

Yet there is little recognition of the 

importance of training for the only job 

function that touches every aspect of a 

commercial floor covering installation 

project: the person responsible for manag-

ing the project.

Within the industry, there are various 

titles for this job function, including Instal-

lation Manager, Account Manager, and 

Project Manager. In some smaller compa-

nies, this function has no specific job title, 

because it is just one of many hats worn by 

a single person. However, for the sake of 

simplicity, this article will use the term “In-

stallation Manager” to describe the person 

responsible for managing the project—from 

the point of initial assessment of a potential 

project through to project closeout. 

Finding an experienced Installation 

Manager can be both costly and time-con-

suming, so many companies choose to fill 

this role with an employee currently in an-

other role, or with a project manager from 

another industry, or even with a recent 

college graduate who has little or no expe-

rience with the industry or with managing 

projects. Often, this inexperienced person’s 

growth into the role is then based fully on 

the “learn as you earn” approach.

The following list provides just a few 

examples of tasks that the Installation 

Manager must be able to perform well:

• Interpreting plan, specs, and estimates

• Establishing installation cost

• Performing an effective pre-job 

scope review and managing to scope 

throughout the project

• Assessing site conditions

• Understanding contractual obligations 

and ensuring they are met

• Determining the resources required

• Managing budgeted vs. actual cost

• Submitting the documentation needed 

for proper project closeout

Even the above partial and high-level 

list is enough to illustrate the number, 

complexity, and direct financial impacts 

of the Installation Manager’s responsi-

bilities. It is easy to see why the “learn as 

you earn” approach could be very costly 

for your company. For example, simply 

neglecting to properly ascertain the site 

conditions at the time of installation can 

lead to product failure, and therefore 

to additional costs for (a) mitigation of 

the cause of the failure, (b) purchase of 

replacement product, and (c) installation 

labor for demo of the failed product and 

installation of the replacement product.

Appropriate training can mean the 

difference between an Installation 

Manager who can only react to problems 

throughout the project and one who can 

foresee and prevent potential problems. 

A reactive management style can lead to 

loss of good will with customers and in-

stallers, additional cost due to expedited 

solutions, and even substantial loss of 

profit margin.

Of course, unforeseeable problems of-

ten threaten the profitability of a project, 

such as inaccurate estimates resulting 

from missing information, materials price 

increases, or lack of availability of the 

planned labor resources. A well-trained 

Installation Manager is better equipped to 

handle these issues in a manner that mini-

mizes financial loss while protecting your 

company’s relationships with customers, 

suppliers, and vendors.

Certainly, an Installation Manager’s 

abilities will improve with experience, but 

the right kind of training can substantially 

expedite the learning process. The Certi-

fied Installation Manager (CIM) training 

and certification program offered through 

FCICA is a program dedicated to training 

Installation and Project Managers. You 

can learn more about this program at 

https://www.fcica.com/cim.

For your next training budget, consider 

not only the needs of your installers, 

sales force, and support staff, but also the 

needs of those responsible for the overall 

success of your commercial floor covering 

projects. Enroll your Installation Manag-

ers and Project Managers in the CIM 

Program today.

Join us at our Mid-Year meeting Octo-

ber 10-12, 2017 in Columbus, OH and get 

a jump start on your CIM certification. 

Who Manages Your Projects?
BY MIKE NEWBERRY
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E
very other year, FCICA publishes a technical directory, 

usually as a standalone booklet. This year, we decided 

to publish it in The Flooring Contractor instead. The 

2017 Floor Covering Installation Technical Directory 

can be found in this issue of the magazine on pages 20 – 24. 

The directory lists technical representatives and their contact 

information for floor covering manufacturers, distributors and 

consultants that updated their information with us. We have 

also updated the directory on FCICA’s website, and a PDF ver-

sion of the directory is available to print. Thanks to all the com-

panies who updated their information with us and thank you to 

our Technical Directory sponsors, DCO Commercial Floors and 

Inside Edge Commercial Interior Services, LLC.

There is a lot of discussion about luxury vinyl tile (LVT) 

these days. In this issue, you will find articles, product focuses 

and project profiles all dealing with LVT. One of the main 

installation articles is on adhesive selection for LVT by Mike 

Pigeon. According to Mike, the most change and diversity is in 

the LVT market place. Read his article starting on page 34. En-

virox helps us with cleaning these floors in their article entitled 

New Technology Floors Need New Technology Cleaning. Ian 

West and Jeff Sorensen remind us that “low maintenance” does 

not mean “no maintenance.” Learn about cleaning LVT floors 

on pages 36 – 37.

The Thomas West Salon is a case study that highlights AS-

PECTA FIVE, an LVT product. This salon located in Chicago’s 

Merchandise Mart, home to NeoCon, is a premier salon in 

Chicago. Get a glimpse of the salon on the cover of the magazine 

and check out the case study on pages 12 – 13.

Mid-Year 2017 is right around the corner and if you need ad-

ditional information regarding the schedule, hotel and optional 

events, the brochure can be located on pages 26 – 31. Register 

online at www.fcica.com/events/mid-year-meeting.  I hope to see 

you there! 

In this issue: 
The 2017 Technical Directory

BY KIMBERLY E. ODERKIRK

ON THE COVER
Thomas West has become one of the premier salons in Chicago. When the salon moved to a new location in 

the building, the team looked to ASPECTA for a fl ooring that could step up to the demands of a busy salon 

environment with both style and substance: a strong design factor coupled with ease of maintenance; a no 

wax/easy to clean fl oor that also offers comfort under foot. Read more, page 12.

Location: Thomas West Salon, Merchandise Mart, Chicago, IL

Product: ASPECTA FIVE – Summer Pine – Charcoal #5382101
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ADHESIVE TECHNOLOGIES, LLC      

Amy Messick

5096 Highway 76, Chatsworth, GA 30705

Phone: (941) 228-0295

expediter@adhesivetechnologiesllc.com

www.sweetseam.com

Associate  

FAULKNER FLOORING, INC.      

Benjy Faulkner 

3865 Reynolda Rd., Winston-Salem, NC 27106

Phone: (336) 924 8181

benjy@faulknerfl ooring.com

www.faulknerfl ooring.com

Contractor 

FISHMAN FLOORING SOLUTIONS, 

DIV OF L FISHMAN & SON, INC  

D Clark  

6301 E. Lombard St., Baltimore, MD 21224

Phone: (410) 633-2500

devon.clark@lfi shman.com

www.lfi shman.com 

Associate    

FLASHCOVE  

Brent Fike     

1500 Sandusky Street, Fostoria, OH 44830

Phone: (419) 701-5116

bfi ke@fl ashcove.com

www.fl ashcove.com

Associate    

FLOORS INC. – LINCOLN   

Todd Bircher   

5201 S. 19th St., Lincoln, NE 68542

Phone: (401) 423-0218

todd@fl oorsinc.net

www.fl oorsinc.net

Contractor  

FLOORS INC. – OMAHA   

Todd Bircher   

10820 Mockingbird Drive

Omaha, NE 68137

Phone: (402) 597-0611

todd@fl oorsinc.net

www.fl oorsinc.net

Contractor    

FUSE COMMERCIAL FLOORING ALLIANCE  

Geoff Gordon    

2 Vintage, Laguna Nigeuel, CA 92677

Phone: (888) 586-1198

ggordon@fusealliance.com

www.fusealliance.com

Associate    

GARMON & CO., INC. 

COMMERCIAL FLOORING    

Scott Garmon     

2120 Gateway Blvd., Charlotte, NC 28208

Phone: (704) 331-0886

scott@garmonandcompany.com

www.garmonandcompany.com

Contractor  

GP FLOORING SOLUTIONS   

Josh Reinhard   

5905 Lake Road South, Brockport, NY 14420

Phone: (585) 637-2828

info@gpcarpet.com

gpfl ooringsolutions.com

Contractor     

LINRON COMPANY     

John Kozak     

6110 Thomas Road, Houston, TX 77041

Phone: (713) 802-9137

johnk@linron.com

www.linron.com

Contractor    

MESSINA FLOOR COVERING, INC.     

Mike Messina      

4300 Brookpark Road, Cleveland, OH 44134

Phone: (216) 595-0100

mikem@messinafl ooring.com

Contractor  

NETWORK FLOORING & MAINTENANCE     

Bill Pargoe      

101 West Abbey Drive, Townsend, DE 19734

Phone: (302) 376-5500

bpargoe@networkfl ooring.net

www.networkfl ooring.net

Contractor    

New Members
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This article is for general information and risk prevention only. It is not legal or other expert advice, nor does it identify all possible risk exposures. The recommendations may help 
reduce the risk of loss but are not guaranteed to do so. The information presented may be subject to, and is not a substitute for any laws or regulations which may apply. Consult 
qualified counsel with questions specific to your circumstances. The information is accurate as of April 2017 and subject to change. © 2017 Federated Mutual Insurance Company. 

Employment Screening Trends and Pitfalls 
Business in most industries continues its upward trajectory in 2017, and companies are hiring at a brisk pace. With the 

increased urgency in hiring, some companies have found it necessary to hire first, ask questions later. This can be risky. 

Employers should be aware of and minimize potential liability during their hiring process. 

Background Screening 

Background checks can be useful to help employers make personnel decisions. An employer may, where appropriate, ask 

questions about an applicant’s background or require a background check. But there are some risks involved. Implementing the 

following may help minimize those risks.  

 Be sure to consult with your attorney, and review and comply with federal, state, and local laws regarding background 

checks, as many regulate this information. For example, the “Ban the Box” regulation limits the scope of verbal and/or 

application questions to help ensure people with criminal convictions have a fair chance to work. It may also define the 

timeframe during which background checks can be conducted.  

 With the help of your attorney, create a process that clearly outlines the checks you order (e.g., motor vehicle records, 

credit checks, criminal checks, drug tests, etc.) and how this information will or won’t be used in employment 

decisions.  

 In all cases, make sure your actions are consistent but not rigid. Define your decision-making criteria but use good 

judgement in assessing a candidate’s unique, individual circumstances. Treating candidates consistently helps reduce 

the potential for discrimination. 

Social Media 

There is no question that social media is changing the way businesses work. The use of social media in the hiring process is 

becoming more common and can provide a better picture of a potential candidate. But, a person’s online postings could contain 

many pieces of information that may be considered protected. For example, even a brief search could reveal: 

 Age  

 Sex/Sexual Orientation  

 Race/Color/National Origin/Religion 

 Disability/Pregnancy/Medical Conditions 

Once you review a candidate’s online profile, a court will likely assume you are aware of that person’s protected characteristics. 

If you choose to include a social media review as part of your hiring process, here are some best practices to help reduce your 

risks: 

 Use information available only to the public at large. Do not ask for passwords or attempt to “friend” candidates in 

order to access private information. 

 Develop a policy that clearly outlines permitted uses of the information, sites you review, etc. 

 Wait to do your search until after you’ve met the candidate in person.  

 Be consistent—conduct the same searches at the same point in the process for every candidate. 

 Ask your attorney whether you should print or save screen shots as documentation if you see something that you use 

in your hiring decision.  

 Consider the source. There are things like cyber bullying and imposter social media accounts. You may want to give 

the candidate a chance to explain objectionable content. 

 Be aware of and comply with federal and state laws that apply. 

Keeping up on the latest trends and pitfalls in employee screening is prudent to successful hiring and hiring practices. For more 

information specific to your situation and state, log in to the Federated Employment Practices Network (FEPN) or consult 

qualified legal counsel. To learn more about FEPN, contact your local Federated marketing representative. 
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A
high school gymnasium is more than a room where 

sports, meetings, and activities take place: it’s also 

thought of as the heart and soul of educational 

communities across the nation. When Passaic High 

School (Passaic, NJ) lost use of their gym last December due to a 

moisture-soaked, buckled floor caused by steam emanating from 

the boiler room below, it rapidly became a crisis scenario. A roof 

leak further complicated the situation and contributed to the gym 

floor’s rapid deterioration. The Gillespie Group, a NJ-based com-

pany with decades of school flooring installation expertise, was 

able to promptly remedy the problem.

Barry Stein, Business Administrator for the Passaic School District, 

needed a replacement flooring solution that could address the 

moisture problem, be installed quickly, and of course, achieve an 

absolutely level gym floor. The Gillespie Group, a member of the New 

Jersey State Approved Co-Op of The Educational Services Commis-

sion of New Jersey (ESCNJ), was recommended, and based upon the 

company’s suggested approach, was subsequently awarded the project.

John Gillespie, Vice President of Operations for The Gillespie Group 

stated, “We know how critical the gym is to a school from a functional 

standpoint, and its close connection to school pride and spirit. It puts a 

logistical strain on the entire school when the gym cannot be used.”

The Gillespie Group recommended UZIN® Flooring: a reliable, 

self-leveling base floor that spreads evenly, and is designed for 

moisture control conditions like the one at Passaic High School. 

UZIN® had been successfully utilized by The Gillespie Group for 

several similar school-based flooring projects in the past. The firm 

has extensive experience with complex flooring installations for 

schools and educational facilities throughout New Jersey. Gillespie 

added, “We work with UZIN® regularly, as the product is reliable 

and consistent in terms of installation and long-term performance.”

THE APPROACH

A logistics plan was created by Gillespie and Stein to address 

the challenges and complete the project within a very aggressive 

six-week timeframe. The approach required the removal of the 

existing gym flooring, shot blasting, working around the bleacher 

areas, and a schedule that allotted three weeks to cure the 2.5” 

UZIN base prior to the finished floor installation. In addition to 

installing UZIN®, The Gillespie Group managed the entire new 

floor installation as a turnkey project.

MAINTAINING AN IDEAL BALANCE

Wood expands and contracts based upon the amount of moisture in 

the air. If excessive moisture gets into a wood floor, it will cause the 

floor to either cup or crown. Cupping occurs when individual boards 

bend upward at the edges because they have run out of space to 

expand horizontally due to moisture intake (a “U” shape). Crowning 

is the opposite—the center of the board bends upward, making the 

middle higher than the edges (an upside down “U” shape).

The Gillespie Group suggests the following regimen to properly 

maintain gymnasium wood floors:

• DAILY: Sweeping with a dust mop coated with approved main-

tenance products will keep the floor surface free from dust, grit 

and abrasive particles. Keep all walk off mats clean.

• MONTHLY: Remove foreign debris and clean entire floor with 

approved floor cleaner.

• ANNUALLY: Inspect the surface and re-coat with a new coat of 

finish at least once a year. 

• ONGOING: Maintain the gymnasium HVAC system at a tem-

perature range of 55–80 degrees, and 35–50% relative humidity.  

RESULTS

The Passaic High School gym’s flooring project was completed in 

the six-week timeline, and the school district was delighted with 

the results. “The UZIN® flooring provided the perfect moisture-

absorbent base to solve our problem, and the gym was ready in 

time for the first volleyball game of the tournament. The Gillespie 

Group’s knowledge and workmanship was amazing.” Stein con-

cluded. Kimberly Kenny, Athletic Director for Passaic High School 

also noted favorable feedback from parents and athletes of various 

sports as to the quality of the new floor. 

P R O J E C T  P R O F I L E
PASSAIC HIGH SCHOOL, PASSAIC, NJ

The Gillespie Group and UZIN® Flooring 
Team Up for Gym Floor Renovation



The Floor ing Contractor  Magaz ine      Summer 2017     9   

F
CICA, the Flooring Contractors Association is the 

resource for premier commercial flooring contrac-

tors, offering benefits for all employees of your 

company. For the past 35 years, FCICA has brought 

manufacturers’ technical representatives, industry 

consultants, software vendors, inspectors, logistics firms, busi-

ness services and commercial flooring contractors together in 

one place offering education, training, networking and direct 

access to the expertise that everyone brings to the table. 

Education

FCICA connects your company employees with industry experts 

and thought leaders in floor covering installation, products and 

product use, business management and professional issues. 

FCICA’s flagship program, the Certified Installation Manager 

Program (CIM) sets the industry standard for all commercial 

flooring Installation Managers, regardless of their affiliations, 

and is endorsed by leading manufacturers. The CIM program is 

completely online, affording candidates’ flexibility to review the 

eight educational modules and accompanying assessment tests, 

plus two bonus educational modules at their own pace, on their 

schedule. As a member of FCICA, company employees receive a 

$350 discount per candidate.

The association also offers free monthly educational and 

product webinars to all members. During each webinar, time is 

left at the end for a live question and answer session. As a bonus, 

members can access recorded webinars 24/7 by logging into the 

member information center.

In addition to the monthly webinars and the CIM program, 

FCICA hosts two industry events per year. The first event is the 

Mid-Year Meeting which occurs every October. In March, the 

Commercial Flooring Trade Show and Convention occur. Both 

events present attendees with engaging educational sessions, tours, 

continuing education credits, and networking opportunities!

Resources

FCICA’s Member Information Center provides a place for members 

to connect, interact and learn about association opportunities as 

well as discover resources including webinar recordings, committee 

agendas and minutes, important association information and more. 

The Member Information Center is online and each employee of 

your company can have their own login to access this resource. 

Additionally, members can update company and personal profiles 

within the Member Information Center to better connect with other 

members and market your company to the public.

The Flooring Contractor is FCICA’s quarterly digital magazine 

that serves as a primary voice for the commercial flooring con-

tractor industry. The magazine reaches all members of FCICA, 

plus the digital audience of Floor Trends and Floor Covering 

Installer, delivering a digital circulation of more than 13,300 

flooring professionals. As an FCICA member, we encourage you 

to provide content whether it is pictures of your latest flooring 

project, installation techniques, on the job experiences, new 

products, news about your company, etc. We love to share our 

members’ accomplishments.

Connect with FCICA in the palm of your hand with the FCI-

CA app and the FCICA Events app. Download the FCICA app 

for everyday use; find industry news, register for events, search 

the commercial flooring directory and connect with members, 

view job listings and check out hot deals. The FCICA Events 

app encapsulates everything you need for FCICA’s Mid-Year and 

Convention events including downloadable presentation hand-

outs, attendee roster, event schedule, maps and more. Both apps 

can be found in the Apple and Google Play stores.

FCICA, the Flooring Contractors Association, is proud to 

serve as an extension for your employees to learn and develop 

new skill sets plus network and problem solve with industry 

peers to help strengthen and grow your business. A membership 

with FCICA is a valuable and productive investment for all busi-

nesses associated with the commercial flooring industry. To join 

FCICA, visit www.fcica.com/join.  

F C I C A  I N S I G H T

BY SARAH BAYS, DIRECTOR OF MEMBERSHIP

Invest in Growing  
Your Company
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A
state-of-the-art CrossFit training facility in San Diego 

sought to ensure its members could enjoy the life-

changing benefits of functional fitness without risk of 

injury by upgrading its flooring. 

Invictus Fitness aims to provide an inclusive environment 

of support and encouragement to create healthier and hap-

pier members. By offering professional coaching services and 

world-class fitness instruction to a variety of athletes, Invictus 

Fitness has established itself as a preeminent CrossFit athlete 

development program. The 12,000-square-foot facility has 

coached more than 40 individual CrossFit Games athletes—

including podium finishers in 2011, 2013 and 2014. 

C.J. Martin, the owner of Invictus Fitness, is a Level 4 Cross-

Fit instructor driven by a strong passion to help athletes achieve 

optimal performance levels through smart training. The USAW 

Club Coach and former member of the CrossFit HQ training 

team knew safety and performance were key when making up-

grades to Invictus Fitness. 

“My main priority in setting up a gym is member safety,” said 

Martin. “We wanted flooring that members can do all sorts of 

dynamic movements on—from Olympic weightlifting to bur-

pees—and know they are going to stay safe.”

Durability, sound reduction and aesthetics also were key for 

Martin, as the CrossFit facility’s floors have to withstand strenu-

ous activity such as “guys putting 400 pounds over their head 

and dropping the weights.” 

Perfect Fit for Fitness

During renovations in 2016, Invictus installed RubberX flooring 

from Ecore’s Training Ground with Nike Grind Collection in the 

workout areas of the facility. RubberX is proven to absorb sound 

and force while returning energy, which reduces the wear and 

tear on an athlete’s body. 

RubberX features a dense rubber surface field united to a 

SmashPad that includes Nike Grind, a palette of high-perfor-

mance materials generated from recycled athletic shoes from the 

Nike Reuse-A-Shoe Program. The elements of this system work 

together to drastically reduce the transmission of heavy impacts 

in both body and sound vibrations associated with strength 

training to enhance workout safety and performance.

The RubberX surfacing was installed through a swift two-layer 

process. Martin said the floors were ready to go in just a few days. 

“Our members love this floor,” said Martin. “They appreci-

ate that it’s a little softer and they can put their knee down to do 

lunges and stretch and not have to add extra padding underneath 

it. They find it aesthetically pleasing too—it’s a little bit lighter 

than our previous floor, giving the gym a nice look and feel.” Mar-

tin also appreciates the acoustic benefits of the RubberX product. 

RubberX is comprised of a 20.5mm system that features a 

vibrant 2.55mm wear layer engineered with an 8mm base layer, 

which is field united with the 10mm SmashPad. RubberX is 

available in 10 vibrant colors and can be customized to fit any 

space. 

P R O J E C T  P R O F I L E
INVICTUS FITNESS, SAN DIEGO, CA

Advanced Flooring Prioritizes Safety 
and Performance at World Class 
CrossFit Facility 



Why is the CIM program 
for You?

Flexible Online Training

Competitive Advantage
Industry Connections
Career Advancement

Your Greater Earning Potential

Advanced Managment Skills

There is no other program like CIM available 
for Installation and Project Managers

Visit our Website for more Information:
www.FCICA.com/CIM
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Project: Thomas West Salon, Merchandise Mart, Chicago, IL

Interior Designer/Specifier: Metrotech Design, Chicago, IL

Contractor: GC Bear Construction, Chicago, IL

Installer: Lakeview Carpet Service, Bensenville, IL

Wholesale Distributor: Herregan

Flooring Used: 2,300 sq. ft. of ASPECTA FIVE – Summer Pine

Photo Credit: Jay Rubinic, Rubinic Photography, Inc.

Thomas West Salon 

Chicago, IL

C A S E  S T U D Y

F
ounded in 1986, Thomas West Salon maintains an 

intense commitment to providing the highest level of 

service possible, doing so in a friendly, relaxing and com-

fortable environment. Located in Chicago’s Merchandise 

Mart, home to NeoCon, North America’s largest design exposition 

and conference for commercial interiors, Thomas West has become 

one of the premier salons in Chicago. When the salon moved 

to a new location in the building, the team looked to ASPECTA 
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The ASPECTA Advantage

Style

ASPECTA FIVE – Summer Pine Charcoal lends drama,  

accentuates salon fixtures, frames the décor.

Comfort

Easy to stand on for hours on end.

Care & Maintenance

No-wax floor is easy to clean throughout the day. Planks can 

be easily replaced if need be.

Durability & Performance

100 percent virgin vinyl; 28 Mil wear layer and 3.2 mm gauge 

thickness; Ceramic Bead finish. 25-year commercial and 10-

year labor warranties.

Sustainability

Non-phthalate plasticizers. First resilient flooring to achieve 

NSF/ANSI 332 platinum certification. The Aspecta REVISE 

program takes back jobsite scraps for recycling into other 

vinyl products.

The Snapshot

20: Salon styling stations 

24: Employees

25: Years of ASPECTA flooring commercial warranty

28: Mil wear layer thickness

200: Customers in a busy day

2,900: Hours of operation yearly

2,300: Square feet of ASPECTA FIVE – Summer Pine  

  Charcoal

for a flooring that could step up to the demands of a busy salon 

environment with both style and substance: a strong design factor 

coupled with ease of maintenance; a no wax/easy to clean floor 

that also offers comfort under foot. 
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Matrix Fitness & Health 

Lahore, Punjab, Pakistan

C A S E  S T U D Y

L
ahore, the capital city of the province of Punjab, is the 

second most populous city in the country of Pakistan. A 

prosperous cosmopolitan area, the people of Lahore also 

like to exercise; but there weren’t a lot of fitness clubs. 

“I was always working out and thinking about exercise,” said 

Murad Ansari, CEO and owner of Matrix Fitness & Health. “I 

became obsessed with it. But there were no good gyms in my 

neighborhood. I had to drive 15 to 20 minutes, and other people 

had the same problem.”

To solve these issues, Ansari decided to leave his job in the en-

gineering field and open his own 13,000-square-foot health club, 

Matrix Fitness & Health, in May. Ansari did his homework before 

beginning this project, which included what products to use in 

his facility including surfacing. “Through my contacts, I tried to 

find the best flooring in the world,” said Ansari. “I wanted it to be 

long-lasting, but my most basic concern was the smell.”

That’s because during Ansari’s travels around the world, he no-

ticed many of the rubber surfaces in the fitness clubs he worked out 

in had a bad odor. “The gym is a closed space and you don’t want a 

bad smell,” said Ansari. During one of Ansari’s trips, he traveled to 

Toronto, Canada, where he worked out in a GoodLife Fitness. Im-

pressed with the surfacing, which GoodLife uses in its 300 locations 
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throughout Canada, he discovered it was Ecore Athletic. 

As a result, Ansari selected three Ecore Athletic surfaces for 

his own gym. He installed 2,000 square feet of Performance 

Beast, a 10.5mm dual durometer system designed for heavy 

strength training, in the men’s weight room. He selected 2,000 

square feet of Everlast, an 8mm thick performance roll for the 

women’s weight room and cardio area. And he specified 2,000 

square feet of Performance Rally, another dual durometer system, 

for the studio which houses group classes like CrossFit, HIIT, 

yoga and dance. This surface absorbs the impact force related to 

aggressive functional training. Because all three of the products 

are made out of performance rubber, they also provide safety, 

ergonomic and acoustic benefits. 

Ansari’s gym has been well received, and he had 325 members 

join in the first month. “We’ve had a great response,” said Ansari. 

“The customers really appreciate the extra cushioning in the 

surface, and one of the best things about this flooring is that there 

is no rubber smell!”

Ansari also appreciates the floors’ cleanability. “It’s super easy 

to clean and looks good,” said Ansari. “There is a lot of dirt in 

Pakistan. On this floor, the dirt doesn’t stick on the surface. You 

can mop it, and it comes off easily.”

So far, all the feedback has been positive. “Nobody else in 

Pakistan has used Ecore Athletic surfaces before, especially in this 

design and color,” said Ansari. 

After experiencing such great success, Ansari is already plan-

ning to open a second gym later this year, and he plans to specify 

more Ecore Athletic surfacing. 
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chönox Roll and Go™ makes the 

installation of Luxury Vinyl Tile 

flooring easy and fast. Roll and Go™

comes in an integrated kit containing every-

thing you need to prepare a floor for LVT. 

And perhaps one of the best things about 

Roll and Go™ is that it can be installed from 

a standing position resulting in a faster, 

cleaner and easier job for the installer.

Schönox Roll and Go™ includes a rol-

lable acrylic adhesive for use with luxury 

vinyl tile applied from a standing posi-

tion. The product comes as an integrated 

kit containing everything that is needed. 

Floor installation can begin fifteen min-

utes after application. Tiles are bound 

immediately and can be walked on and 

bear loads right away.

PRODUCT CHARACTERISTICS

• EMICODE EC1: very low emission

• For interior use only

• Solvent free

• Long open time

• High coverage

• To be applied with Schönox Roll and 

Go™ roller

• Standing application

• Easy to apply

• Low odor

• Can take immediate loading

• Suitable on under floor heating systems

• Suitable on all Schönox floor leveling 

compounds, preferably Schönox AP

• Conforms with MED 96/98/EC

RECOMMENDED  

APPLICATION DETAILS

• Review substrate requirements on www.

hpsubfloors.com

• Schönox Roll and Go™ is stirred before use.

• Coverings to be bonded with Schönox 

Roll and Go™ should be conditioned, 

unstressed, in a flat position.

• Apply Schönox Roll and Go™ with the 

Schönox Roll and Go™ roller evenly on 

the substrate avoiding pools of adhesive.

• After fitting the LVT without any 

bubbles, roll the flooring using a metal 

roller. A second rolling should be done 

at the end of the project.

• Trafficking, loading and polishing of 

coverings bonded with Schönox Roll 

and Go™ can be done immediately.

• The replacement of planks/tiles is 

possible without further substrate 

preparation using Schönox Roll and 

Go™. Replacements are done using the 

contact method first applying Schönox 

Roll and Go™ on the backing of the new 

LVT. After drying to transparency press 

the covering to the substrate covered 

with Schönox Roll and Go™.

• Remove fresh adhesive spots by using 

soapy water. Dried spots can be cleaned 

with Schönox Fix Clean.

• Contact us for further information. Ob-

tain and review product technical data 

sheets before starting any project. 

P R O D U C T  S P O T L I G H T

Schönox Roll and Go™ -  

Luxury Vinyl Tile Adhesive

S
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ust when you thought you had seen 

the last of a new adhesive or sub-

strate prep product line . . . along 

comes Excelsior. 

Under the Roppe Holding Company 

there are multiple flooring companies 

with a variety of product.  Some of these 

include Roppe, Flexco, Six Degrees, ATE-

CO and Seneca Millworks. Some had their 

own recommended adhesives and some 

did not. This meant that certain products 

needed someone else’s adhesives. Also 

any moisture mitigation or prep work 

that was needed was also to be a third 

party product. We all know if there was a 

failure the finger pointing would start. So 

the Excelsior product line was started so 

we could offer a complete system from top 

to bottom.  

First we will start with the MM-100. 

This is our single component moisture 

mitigation product that contains no sol-

vents or water and is easy to apply. This 

product contains zero VOC and will han-

dle levels up to 99% RH and 20lbs MVER. 

This is a quick dry product that allows 

flooring installation to continue the same 

day. The other major benefit of the MM-

100 is shot blasting is not required on 

clean slabs as long as residual adhesives 

have been scraped to a thin film.

Next is the NP-230 Primer. NP-230 

(for non-porous) works great over the 

MM-100. This is a single part water-based 

roll on primer that dries in under an 

hour. There are no installation windows 

with this product since it has a Quartz 

Sand within the primer. Once dry it has 

a very tenacious mechanical bond to our 

patching products. With that being said, 

we introduced the CP-300 concrete patch 

and the SU-310 self-leveling underlay-

ment. The CP-300 is the perfect answer to 

spot repairs, skim coats or ramping. This 

is a fast drying self-curing patch with 

great PSI ratings. The SU-310 self-leveler 

is the answer when more extreme prep 

work is required. This product has great 

compressive strength and is walkable in 

as little as 2 hours. The workability of 

the SU-310 is superior to most all other 

self-levelers on the market with its ability 

to flow. We also offer a Fibermat that can 

be used with the SU-310 when working 

with a subfloor that might have a little 

deflection. The Fibermat will break down 

within the leveler and strengthen it for 

more flexibility. 

When it comes to the adhesives, we 

have basically crossed them over from the 

Roppe or Flexco lines with a few added-in 

changes. The AW-510 is the acrylic wet 

set, now recommended for both rubber 

and vinyl and for porous substrates only. 

We continue to carry the SP-500 spray ad-

hesive along with our TP-620 tape system 

for tread, riser and stringer installations. 

Working along with the tread installations 

is the EN-610 Epoxy Nose Filler. This is 

offered in cartridges only, now, not in pails. 

The EW-710 Epoxy Wet Set is still our 

go-to for rubber, vinyl and sports flooring 

when an aggressive hard-set adhesive is 

required. Still in our lineup are the ESD 

options with the Acrylic ASD-800 and the 

Epoxy USD-810. 

However, some NEW products that 

we introduced in our line is the AP-520 

Roll-On Pressure Sensitive for both rub-

ber and LVT applications, the new C-630 

water-based contact cement, and most 

excitingly is the MS-700. This Modified 

Silane is a great, all-around option for 

interior and exterior applications and can 

be used with all rubber, vinyl, LVT and 

sports flooring. With no VOCs, it is a 

great option all around.

Last but not least, we have also added a 

complete line of maintenance products for 

a wide variety of floorings and applications

For a detailed list of products and 

info, please visit our website at www.

excelsiorproducts.net. 

P R O D U C T  S P O T L I G H T

Excelsior Product Line

J
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ounded in 2015 and hitting the 

market in the spring of last year, 

Six Degrees Flooring has embed-

ded itself in the flooring industry as 

“American made” and “American served.” 

Six Degrees belongs to the Roppe Holding 

Group, located just around the corner 

from its headquarters in Fostoria, Ohio. 

The company’s luxury vinyl tile (LVT) 

flooring is manufactured in the United 

States, made only from virgin vinyl to 

ensure the quality of the raw materials. 

Fifty percent of its raw materials are 

sourced from within a 100-mile radius, 

providing an advantage in timing of 

production and delivery. 

While overseas retailers can take eight 

to 12 weeks to ship, Six Degrees main-

tains an inventory in northwest Ohio 

which can be shipped to your home or 

business in just one month, according 

to the company. Day-to-day orders can 

be shipped from the company’s back 

stock while larger projects for hospitals 

or apartment buildings can be produced 

and shipped efficiently within four weeks, 

allowing both commercial and residential 

orders to take the same priority. 

Reaching wide

The company has a broad reach and 

portfolio, with collections varying in styles 

and warranties. Retail sales displays and 

architectural binders showcase a variety of 

options for corporate and medical spaces, 

retail and residential uses.

Six Degrees has four collections — 

Radius, DeGradus, Quick Ship and 

Compass. Radius features a layer of UV-

cured, ceramic-reinforced polyurethane 

finish, designed to prevent against wear. 

For a cost-effective option with high 

wear for residential applications, Six De-

grees recommends its DeGradus collection. 

Though its shipping time is compa-

rable to overseas manufacturers, Six 

Degrees’ Quick Ship collection always 

has 25,000 square feet in stock, in 

2mm/6mil and 3mm/20mil options.

The latest Compass collection is 

ideal for commercial use with a 20-year 

warranty and antibacterial, ceramic-

reinforced finish. With 48 designer-

inspired styles, each named after a dif-

ferent North American city, users can 

lead a project in whichever direction 

they want. 

P R O D U C T  S P O T L I G H T

Born & Raised in the USA

F

Previously published in  
Floor Covering Weekly, August 10, 2017
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TECHNICAL DIRECTORY
The Technical Directory was developed to provide the fl ooring industry with direct technical support contacts, including phone 

numbers, websites, and email addresses for fl oor covering manufacturers, distributors and consultants in one location. Visit 

www.fcica.com for the most up-to-date directory information. Thank you to our Technical Directory sponsors, DCO Commercial 

Floors and Inside Edge Commercial Interior Services, LLC.
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1 877 Floor Guy
www.1877fl oorguy.com

Angela Henry

angela@fl oorconsult.com

p. (302) 325-3801  •  f. (302) 325-2592

FCICA member since 2015

Advanced Adhesive Technologies 
(AAT)
www.aatglue.com

www.problemsolveradhesive.com

Greg Wood

techservice@aatglue.com

p. (706) 226-0610  •  f. (706) 278-6207

FCICA member since 1987

Advanced Moisture Control, Inc.
www.advancedmoisturecontrol.com

Hank Brufl odt

info@advancedmoisturecontrol.com

p. (949) 788-1490 

Allied Construction Technologies 
(AC Tech)
www.actechperforms.com

Mac Krauss

mkrauss@actechperforms.com

p. (757) 855-5104  •  f. (757) 855-5108

FCICA member since 2013

Altro-USA
www.altro.com

Michael Hafferty

mhafferty@altro.com

p. (978) 642-0128 

Amorim Cork Composites
www.amorimcorkcomposites.com

Larry Lyons

llyons.acc@amorim.com

p. (262) 869-9006  •  f. (262) 862-2500

FCICA member since 2016

Aramsco, Inc.
www.aramsco.com

Jeremy Meintsma

jmeintsma@aramsco.com

p. (855) 698-3732

FCICA member since 2014

ARDEX Americas
www.ardexamericas.com

Seth Pevarnik

seth.pevarnik@ardexamericas.com

p. (724) 203-5215  •  f. (724) 857-3081

FCICA member since 1993

Artistic Finishes Inc.
www.artisticfi nishes.com

Bill Treiber

btreiber@artisticfi nishes.com

p. (651) 301-0387  •  f. (651) 631-3705

FCICA member since 2014

Beaulieu Commercial
www.bolyu.com

Joe Westerfi eld

joe.westerfi eld@beaulieugroup.com

p. (800) 451-1250 ext. 2801

f. (706) 422-9084 

Beaulieu of America
www.blissfl ooring.com

Joe Westerfi eld

joe.westerfi eld@beaulieugroup.com

p. (800) 451-1250 ext. 2801

f. (706) 422-9084 

Beno J. Gundlach Co.
www.benojgundlachco.com

Mike Pearson

contact.us@benojgundlachco.com

p. (618) 233-1781  •  f. (618) 233-3636 

Better Tools
www.better-tools.com

Teresa Lawson

tlawson@cbmfg.com

p. (800) 798-6657 ext. 237

f. (888) 900-9136

FCICA member since 2016

Blastrac
www.blastrac.com

Kevin Haworth

kevin.haworth@blastrac.com

p. (800) 256-3440  •  f. (866) 485-1046

FCICA member since 2016

Blochinger & Company
Bob Blochinger

bob@blochinger.net

p. (954) 830-4426 

FCICA member since 2014

Bona US
www.bona.com

Dee Lenston

dee.lenston@bona.com

p. (303) 923-6640  •  f. (303) 923-1428

FCICA member since 2012

Bostik, Inc.
www.bostik-us.com

Chad Bulen

chad.bulen@bostik-us.com

p. (414) 607-1366  •  f. (414) 774-8075

FCICA member since 2002

Brewer Contract Consulting
www.brewercontractconsulting.com

Chuck Brewer

cbrewer@san.rr.com

p. (858) 272-7992 

FCICA member since 2016

Brickman Consulting
www.brickmanconsulting.com

Howard Brickman

howard@brickmanconsulting.com

p. (781) 659-7209 

FCICA member since 2014

C & C Wholesale Distributors
www.ccwhole.com

Reese Little

reesel@ccwhole.com

p. (972) 241-0663  •  f. (972) 241-0654 

Capri cork
www.capricork.com

Graham Capobianco

graham@capricork.com

p. (800) 492-2613 

FCICA member since 2010

CBC Americas Corp.
www.cbcfl ooring.com

Huiet England

hengland@cbcamerica.com

p. (704) 502-1447  •  f. (704) 825-7925

FCICA member since 2000

Ceramic Tool Company
www.ceramictool.com

Peggy Heuler

peggy@ceramictool.com

p. (262) 522-6334  •  f. (262) 513-9332

FCICA member since 2013

Ceres
www.cbcfl ooring.com

Huiet England

hengland@cbcamerica.com

p. (704) 502-1447 

f. (704) 825-7925 

Chilewich Sultan LLC
www.chilewich.com

Greg Epperson

gepperson@chilewich.com

p. (706) 686-4667

FCICA member since 2017

Construction Specialties, Inc.
www.c-sgroup.com

Ed Breon

ebreon@c-sgroup.com

p. (570) 546-4515  •  f. (570) 546-7771

FCICA member since 2015

Creative Edge Master Shop
www.cec-waterjet.com

Robert Sawyer

roberts@cec-waterjet.com

p. (641) 472-8145  •  f. (641) 472-2848 

Crossville, Inc.
www.crossvilleinc.com

Noah Chitty

nchitty@crossvilleinc.com

p. (931) 484-2110 ext. 3115

f. (931) 456-2956 

Custom Building Products
www.custombuildingproducts.com

Mike Micalizzi

mmicalizzi@cbpmail.net

p. (562) 968-2980 ext. 6150

f. (562) 903-2697

FCICA member since 2016

Denver Hardwood Company
www.denverhardwood.com

Lavinia Rathbun

lrathbun@denverhardwood.com

p. (720) 556-3366 

FCICA member since 2015

Dependable, LLC
www.fl oorprep.com

Alex Keene

info@dependable.us

p. (216) 513-6758  •  f. (440) 333-3781 

Diamond Living Distributors
www.dlfl oors.com

Joe Duncan

jduncan@dlfl oors.com

p. (281) 766-1600  •  f. (281) 766-1615

FCICA member since 2016

DriTac Flooring Products LLC
www.dritac.com

Larry Scott

lscott@dritac.com

p. (201) 851-2784  •  f. (973) 614-9099

FCICA member since 2016

Ecore
www.ecoreintl.com

David Marchini

david.marchini@ecoreintl.com

p. (800) 322-1923 ext. 252

FCICA member since 2012

EnvirOx, LLC
www.enviroxclean.com

Jeff Sorensen

jeff.sorensen@enviroxclean.com

p. (217) 516-1608 

FCICA member since 2017

Expanko Resilient and Fritztile
www.expanko.com

Todd Frisbie

tfrisbie@expanko.com

p. (610) 363-0343  •  f. (610) 380-0302 

2 0 1 7  T E C H N I C A L  D I R E C T O R Y
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Fishman Flooring Solutions
www.lfishman.com

Leonard Goldheim

leonard.goldheim@lfishman.com

p. (410) 633-2500  •  f. (410) 633-1822

FCICA member since 2017

FlashCove
www.flashcove.com

Brent Fike

bfike@flashcove.com

p. (419) 701-5116 

FCICA member since 2017

FLEXCO
www.flexcofloors.com

Rex Smallwood

solutions@rhctechnical.com

p. (800) 633-3151 

FCICA member since 1994

Floor Covering  
Services & Consultants
www.floorconsult.com

Reggie Hill

reggie@floorconsult.com

p. (302) 325-3801  •  f. (302) 325-2592

FCICA member since 2015

Flooring Warranty Services
www.fws-inc.com and  

virtualclaimevaluations.com

Tom Currin • Service.Request@fws-inc.com

p. (940) 391-4428 

FCICA member since 2015

Forbo Flooring Systems
www.forboflooringna.com

Dave Paulson • dave.paulson@forbo.com

p. (570) 450-0314  •  f. (570) 450-0330 

Franklin International
www.titebond.com

Mark Roberts

markroberts@franklininternational.com

p. (800) 347-4583  •  f. (614) 445-1295 

Full Spectrum Flooring Technology
http://flooringtechnology.com

Kelly Mortensen

kmortensen@verizon.net

p. (804) 530-8006 

FCICA member since 2016

GCP Applied Technologies
https://gcpat.com/en

Tony Dominguez

tony.dominguez@gcpat.com

p. (702) 465-1543 

FCICA member since 2015

Gerflor
www.gerflorusa.com

Ron Baker • technical@gerflorusa.com

p. (877) 437-3567  •  f. (877) 219-7921 

FCICA member since 2015

Ground Zero Electrostatics
www.gndzero.com

Anthony Murfin • anthony@gndzero.com

p. (941) 751-7581 ext. 1001

f. (941) 751-7586 

H.B. Fuller Construction Products
www.hbfuller-cp.com

Ron Sheldon

ronald.sheldon@hbfuller.com

p. (440) 453-5069 

FCICA member since 1987

Halo Floors
www.cbcflooring.com

Huiet England

hengland@cbcamerica.com

p. (704) 502-1447  •  f. (704) 825-7925 

Hank’s Specialities
www.hanksspec.com

Chad Trembley

chad@hanksspec.com

p. (651) 604-6813  •  f. (651) 604-6866

FCICA member since 1992

Helmitin Adhesives
www.helmitinadhesives.com

Cathy Panagakos

c.panagakos@helmitin.com

p. (864) 380-1162  •  f. (864) 609-9190

FCICA member since 2011

Hilliard & Sons Inc.
Patrick G. Hilliard

hilliardsonsi672@bellsouth.net

p. (251) 478-6389  •  f. (251) 478-6374 

Independent Floor Testing & 
Inspection (IFTI)
www.ifti.com

Lee Eliseian

lee.eliseian@ifti.com

p. (925) 676-7682 ext. 202

f. (877) 814-0338

FCICA member since 2005

Inspections Too, Inc.
www.inspectionstoo.com

Claudia Lezell

claudia@inspectionstoo.com

p. (281) 286-5197 

w w w . D C O C F. c o m

F u l l  S e r v i c e  C o m m e r c i a l  F l o o r i n g  C o n t r a c t o r

Athens, GA • Atlanta, GA • Austin, TX • Lawrenceville, GA
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J & J / Invision
www.jj-invision.com

Bob Baker

bob.baker@jj-invision.com

p. (706) 278-4454 ext. 8223

f. (706) 275-4433 

Kahrs International
www.kahrs.com

Chuck Antonucci

chuck.antonucci@kahrs.com

p. (800) 800-5247 ext. 336

f. (407) 260-9933 

Karndean Designflooring
www.karndean.com

Steve Huth

steve.huth@karndean.com

p. (888) 266-4343  •  f. (800) 887-7043

KOSTER American Corp.
www.kosterusa.com

Roman Mahles

roman@kosterusa.com

p. (973) 296-9642  •  f. (757) 425-9951

FCICA member since 2009

KOSTER American Corp.
www.kosterusa.com

Matthew Sorensen

matt@kosterusa.com

p. (757) 355-0224  •  f. (757) 425-9951

FCICA member since 2009

Laticrete International Inc.
www.laticrete.com

Mitch Hawkins

wmhawkins@laticrete.com

p. (203) 393-0010 ext. 369

f. (203) 393-1948

FCICA member since 2002

LATICRETE SUPERCAP, LLC
www.laticretesupercap.com

Aaron Abbott

agabbott@laticretesupercap.com

p. (203) 393-0010  •  f. (203) 393-1948

FCICA member since 2012

LGM & Associates
www.lgmandassociates.com

Lew Migliore

lgmtcs@optilink.us

p. (706) 370-5888  •  f. (706) 270-0482

FCICA member since 2006

Lignomat USA
www.lignomatusa.com

Shellie Knight

sales@lignomat.com

p. (503) 257-8957  •  f. (503) 256-3844 

Loba-Wakol, LLC
www.loba-wakol.com

Don Jewell

don.jewell@loba-wakol.com

p. (704) 975-8890  •  f. (704) 527-5922

FCICA member since 2011

Lonseal, Inc.
www.lonseal.com

Aaron Hart

technical@lonseal.com

p. (800) 832-7111 ext. 140

f. (888) 566-7325 

Malish Corporation (The)
www.malish.com

Tom Van de Motter

tomv@malish.com

p. (440) 364-1500  •  f. (440) 951-0293

FCICA member since 2015

Mannington Commercial
www.mannington.com

Kelly Parker

kelly_parker@mannington.com

p. (800) 241-2262 ext. 3

f. (706) 602-6386 

Mannington Resilient Floors
www.mannington.com

Dennis Bradway

dennis_bradway@mannington.com

p. (856) 339-5836  •  f. (856) 339-6108 

MAPEI CORP. - USA
www.mapei.com

Audrey Chapman

achapman@mapei.com

p. (954) 246-8724 

FCICA member since 1999

MAPEI INC. - CANADA
www.mapei.com

Pierre Hebert

phebert@mapei.com

p. (800) 361-9309 ext. 81235

f. (450) 901-0196

FCICA member since 1999

MATS Inc.
www.matsinc.com

Kevin Phillips

kphillips@matsinc.com

p. (603) 508-1230  •  f. (781) 436-7602

FCICA member since 2017

Mercier Wood Flooring
www.mercierwoodflooring.com

Jocelyn Normand

technicalservice@mercierwoodflooring.com

p. (481) 248-1785 ext. 245

f. (418) 248-9126 

Metroflor Corporation
www.metroflorcorp.com

David Altman

daltman@metroflorcorp.com

p. (706) 817-0798  •  f. (706) 243-4761

FCICA member since 2014

Michael Halebian & Co.
www.michaelhalebian.com

Victor Lahdo

vlahdo@michaelhalebian.com

p. (201) 935-3535 ext. 572

f. (201) 964-4453

FCICA member since 1982

Milliken & Co.
www.milliken.com

Mike Del Vacchio

michael.delvacchio@milliken.com

p. (800) 241-4826 ext. 2

f. (706) 880-3725 

National Flooring Equipment, Inc.
www.nationalequipment.com

Tom Dunn

tom.d@nationalequipment.com

p. (800) 245-0267  •  f. (800) 648-7124 

NICFI
http://www.nicfi.org

Bob Blochinger

bob@blochinger.net

p. (954) 830-4426 

FCICA member since 2015

nora systems, Inc.
www.nora.com/us

Marc Ilgenfritz

marc.ilgenfritz@nora.com

p. (800) 336-5096 ext. 159

f. (603) 894-0637

FCICA member since 1988

Orcon by GCP Applied Technologies
www.orcon4floors.com

Tony Dominguez

tony.dominguez@gcpat.com

p. (702) 465-1543 

Pacific Solutions
www.pacific-solutions.com

Robert Noe

sales@pacific-solutions.com

p. (858) 676-9818 ext. 206

f. (858) 675-9377

FCICA member since 2015

Pro Wood and Flooring Systems
www.prowoodsystems.com

Lou Giannini

lgiannini@prospecllc.com

p. (914) 665-0654 ext. 302

f. (914) 668-3416 

Procedo Flooring
www.procedoflooring.com

Rex Smallwood

solutions@rhctechnical.com

p. (866) 955-8291  •  f. (419) 436-4302 

Protect All Flooring
www.protectallflooring.com

Scot Dehner

sdehner@protect-allflooring.com

p. (989) 739-6900 

FCICA member since 2014

RFMS
www.rfms.com

Dave Dumoulin

ddumoulin@rfms.com

p. (513) 617-0738  •  f. (205) 561-5142

FCICA member since 2010

Roberts
www.robertsconsolidated.com

Tracy Muller

tmuller@qep.com

p. (561) 994-5550 ext. 2311 

FCICA member since 2016

Roppe Corp.
www.roppe.com

Rex Smallwood

rsmallwood@roppeholdingcompany.com

p. (800) 537-9527 

FCICA member since 2000

Royal Adhesive & Sealants
www.parabond.com

Sonny Callaham

sonny.callaham@rascp.com

p. (864) 228-1355 ext. 1355  

f. (864) 228-1374

FCICA member since 1984

SafeLandings Worldwide LLC
www.safelandings.com

Ray D. Kanter

info@safelandings.com

p. (210) 764-1000 

Salto Exceptional Flooring
www.cbcflooring.com

Huiet England • hengland@cbcamerica.com

p. (704) 502-1447  •  f. (704) 825-7925 

Schönox-HPS
www.hpsubfloors.com

David Stowell

dstowell@hpsubfloors.com

p. (256) 483-9566  •  f. (256) 246-0346

FCICA member since 2011

Seam Master Industries
www.traxxcorp.com

Michael Lassetter

mlassetter@traxxcorp.com

p. (706) 280-8149  •  f. (909) 623-8074 
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Seneca Millwork Inc.
www.senecamillwork.com

Christopher Iannantuono

cjiannantuono@senecamillwork.com

p. (419) 435-6671  •  f. (419) 435-5688

Shaw Industries Inc.
www.shawinc.com

Woody Belflower

woody.belflower@shawinc.com

p. (706) 532-4418 

FCICA member since 1992

Sika Corporation
www.usa.sika.com

Mike Croes

croes.mike@us.sika.com

p. (732) 207-1609  •  f. (201) 933-6225

FCICA member since 2015

Sika Corporation
www.usa.sika.com

Nick Lo Porto

loporto.nick@us.sika.com

p. (201) 320-2405  •  f. (201) 933-6225

FCICA member since 2015

Sinak Corporation
www.sinak.com

Jeff Mosley

jeff@sinak.com

p. (661) 428-1211  •  f. (661) 295-0227 

Somerset Hardwood Flooring
www.somersetfloors.com

Tony Miraldi

tmiraldi@somersetwood.com

p. (606) 678-2842  •  f. (606) 678-0283 

Spartan Surfaces
www.spartansurfaces.com

Joey Lester

jlester@spartansurfaces.com

p. (404) 379-9657  •  f. (410) 838-7619

FCICA member since 2011

Sponge Cushion, Inc. A Leggett 
& Platt Co.
www.sponge-cushion.com

Joel Cartee

joel.cartee@sponge-cushion.com

p. (800) 435-4062 ext. 31249

f. (815) 942-9636

FCICA member since 1985

Spray-Lock, Inc.
www.spraylock.com

Cory Thomas

cjthomas@spraylock.com

p. (423) 305-6151 ext. 133

f. (423) 305-6150

FCICA member since 2015

STAUF USA, LLC
www.staufusa.com

Mark Long

Mark.Long@staufusa.com

p. (901) 820-0007 

FCICA member since 2015

Summitville Tiles
www.summitville.com

Joe Dutt

jdutt@summitville.com

p. (330) 223-1511 •  f. (330) 223-1414 

Sz15 Logistics
www.sz15logistics.com

Chip Deringer

chderinger@sz15logistics.com

p. (419) 619-9842  •  f. (419) 928-0350

FCICA member since 2014

Tai Ping Carpets
www.taipingcarpets.com

David Wardlaw

davidwardlaw@taipingcarpets.com

p. (706) 625-8905  •  f. (706) 625-8719 

Takiron
www.cbcflooring.com

Huiet England

hengland@cbcamerica.com

p. (704) 502-1447  •  f. (704) 825-7925 

Tarkett/Johnsonite
www.tarkettna.com

Don Styka

don.styka@tarkett.com

p. (216) 973-3745 

FCICA member since 1993

Tarkett/Tandus-Centiva
www.tanduscentiva.com

John-Eric Bolger

john.bolger@tarkett.com

p. (706) 259-7625 

Tek Stil Concepts, Inc.
www.tekstilconcepts.com

Jurgen Bahlo

j_bahlo@verizon.net

p. (856) 428-4464  •  f. (856) 429-6532

FCICA member since 1997

TOLI International
www.cbcflooring.com

Huiet England

hengland@cbcamerica.com

p. (704) 502-1447  •  f. (704) 825-7925

Tools4Flooring.com
www.tools4flooring.com

Corey Dickerson

cdickerson@ejwelch.com

p. (314) 739-2273  •  f. (314) 739-8806

FCICA member since 2016

Tramex Ltd.
www.tramexmeters.com

Ged Byrne

technical@tramexmeters.com

p. (800) 234-5849  

FCICA member since 2012

Traxx Corporation
www.traxxcorp.com

Mark Johnson

mjohnson@traxxcorp.com

p. (360) 606-7505  •  f. (909) 623-8074

FCICA member since 2012

Turbo Heat Welding Tools
www.turboheatweldingtools.com

Leo Martinez Jr.

info@turboheatweldingtools.com

p. (714) 522-4290  •  f. (714) 522-4280 

UFLOOR Systems
www.ufloorsystems.com

Amanda Newberry

amanda.newberry@ufloorsystems.com

p. (719) 600-7662  •  f. (720) 420-4268

FCICA member since 2012

Unique Carpets LTD
www.uniquecarpetsltd.com

Bob Binford

bob@uniquecarpetsltd.com

p. (800) 547-8266 ext. 157

f. (951) 352-8140 

United States Gyspum (USG)
www.usg.com

Kirk Kazienko

kkazienko@usg.com

p. (312) 436-6453 

VersaShield by GCP  
Applied Technologies
www.versashield4floors.com

Tony Dominguez

tony.dominguez@gcpat.com

p. (702) 465-1543 

Vexcon Chemicals, Inc.
www.vexcon.com

Darryl Manuel

dmanuel@vexcon.com

p. (215) 332-7709  •  f. (215) 332-9997 

W.F. Taylor Co., Inc.
www.wftaylor.com

Gary Scheidker

gscheidker@wftaylor.com

p. (407) 924-5054  

FCICA member since 1997

Wagner Meters
www.wagnermeters.com

Jason Spangler

jspangler@wagnermeters.com

p. (541) 582-0541 ext. 235

f. (541) 582-4138

FCICA member since 2007

Wausau Tile
www.wausautile.com

Rob Mulry

wtile@wausautile.com

p. (800) 388-8728 ext.321

f. (715) 359-7456 

WE Cork
www.wecork.com

Diane 

info@wecork.com

p. (603) 778-8558  •  f. (603) 778-7052 

FCICA member since 2017

William M Bird Co.
www.wmbird.com

Larry Chandler

lchandler@wmbird.com

p. (678) 873-9888  

FCICA member since 2014

Winkelman Sales Inc.
www.winkelman-sales.com

Don Winkelman, Jr.

donjr@winkelmansales.com

p. (800) 929-4326  •  f. (716) 824-0142 

XL Brands, LLC
www.xlbrands.com

John Geier

jgeier@xlbrands.com

p. (706) 508-5907 

FCICA member since 2009

XL North Chemical Co.
www.xlnorth.com

Bill Luallen

bluallen@xlnorth.com

p. (401) 633-4656  •  f. (508) 673-2222

FCICA member since 2014
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REGISTER ONLINE AT:
www.fcica.com/events/mid-year-meeting

OCTOBER 10-12, 2017 • COLUMBUS, OH

FCICA MID-YEAR MEETINGS
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MID-YEAR MEETING 2017 SCHEDULE

Monday, October 9

2:30 pm – 5:30 pm 

Strategic Planning Meeting 
(invite only)

6:30 pm – 8:30 pm 

Committee Chairman Council Dinner 
(invite only) 
This meeting includes the committee and task force 
chairmen and the executive board.

Tuesday, October 10  
COMMITTEE MEETINGS 

7:30 am – 4:00 pm

Registration  

8:00 am – 9:30 am 

CIM Task Force Meeting with Breakfast  
(invite only)

8:00 am – 9:30 am  

Attendee Breakfast 

9:30 am – 11:30 am 

Committee Meeting
Membership & Member Benefi ts

11:30 am – 1:00 pm 

Networking Lunch  

1:00 pm – 3:00 pm 

Committee Meeting 
Education & Training 

3:00 pm – 3:30 pm 

Break  

3:30 pm – 5:00 pm 

Successors Task Force Meeting   
(invite only)   

6:00 pm – 9:30 pm 

Taste of Columbus ($)   
This progressive event around German Village will 
begin at Copious, where you’ll have your own tasting 
fl ight of local Ohio craft beers. For your entrée, we’ll 
head over to Gresso’s Pub and Grill, where a buffet of 
pizza, chicken tenders, pierogis, and chips ‘n’ salsa 
await you. And of course, saving the best for last, cof-
fee and a cream puff will be enjoyed at Schmidt’s for 
dessert. Cost is $52, which includes transportation and 
the above selections at each stop, including the beer 
fl ight at Copious. Additional beverages are available at 
Gresso’s Pub and Grill for purchase.
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REGISTER BY AUGUST 25, 2017 AND SAVE $50

Wednesday, October 11

8:00 am – 12:45 pm

Registration  

8:30 am – 10:00 am

Board of Directors Meeting 
with Breakfast  

8:30 am – 10:00 am

Attendee Breakfast  

10:30 am – Noon

Associates Meeting
This meeting is open to all associate members of the as-

sociation

12:15 pm 

Depart for Nox and Roppe Plants 
Lunch provided on bus.

2:15 pm – 6:00 pm

Optional Event – Nox and Roppe Plants 
(No charge)

6:30 pm – 10:00 pm

Dinner following tour 
Findlay Country Club – sponsored by Roppe Corporation

Thursday, October 12 
EDUCATIONAL OPPORTUNITIES

7:30 am – 4:30 pm

Registration  

7:30 am – 9:00 am

Contractor Breakfast 
This breakfast is open to all contractors in attendance.

7:30 am – 9:00 am

Attendee Breakfast

9:00 am – 9:30 am    

Opening Session

9:30 am – 10:30 am

Educational Session #1 – Nasty Things 
on the Surface
Moderated by Don Styka – Tarkett

In this panel-led session, presenters will showcase 

how they corrected flooring problems through project 

case studies and tricks of the trade. Panelists 

include Wilmer Pressel of Inside Edge Commercial 

Interior Services; David Stowell of HPS Schönox; 

Charlie Nielsen of MAPEI Corporation; Tony Domin-

guez, CIM, of GCP Applied Technologies; Ric Pleis 

of Floor Connection; and Tim Mullinax, CIM, of DCO 

Commercial Floors.

10:30 am – 11:00 am  

Break

11:00 am – 12:30 pm

Educational Session #2 – Problem Solving 
with the Associates
Associate members will each have three minutes to 

present a challenge they faced and the products or ser-

vices they utilized to resolve the issue.  You’ll hear from 

a number of different companies over the course of this 

session, so don’t miss out on valuable information!
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REGISTER ONLINE AT:
www.fcica.com/events/mid-year-meeting

12:30 pm – 1:45 pm 

Successors-only Lunch with Guest Speaker: 
A Career in the Flooring Industry
A Success Story by Pat Kelly

For those 40 and under. Guest speaker and discussion 

to follow networking time with your peers.

12:30 pm – 1:45 pm 

Attendee Lunch

2:00 pm – 3:00 pm

Educational Session #3 – Behind Sus-
tainability
Presented by Rahul Dhavalikar – Roppe Holding Company

Sustainability is the new black! We brought you the 

basics of sustainability during the 2017 Convention. 

Now we will delve deeper into what goes into becoming 

sustainable and why it should be important to not only 

manufacturers, but fl ooring contractors as well.

3:00 pm – 3:30 pm 

Break

3:30 pm – 5:00 pm

Educational Session #4 – Communicat-
ing Your Scope
Presented by: Wilmer Pressel – Inside Edge Commercial 

Interior Services 

In this session, we will talk about how to defi ne and 

interpret a scope of work and how the defi ned scope 

gets communicated to the fi eld properly.  There are 

several aspects to consider and different phases to 

this communication, whether a sub-contractor is being 

used or the project is done by an in-house crew. Most 

important is that the customer gets what they expect 

when the job is done.

6:00 pm – 9:00 pm 

Reception and Dinner

Join FCICA at the courtyard fountain for drinks and experi-

ence the sights and sounds of Columbus, then make your 

way into the Congressional Ballroom for dinner and Jeni’s 

Splendid Ice Cream. Dress is casual.  

Friday, October 13

9:00 am – 11:00 am 

Wrap up Meeting and Breakfast
(invite only)

To Register for FCICA’s Mid-Year meeting go online to 

www.fcica.com/mid-year-meeting.
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Our downtown Columbus Hotel is conveniently located near all the things to do in Columbus. Featuring a full-service Starbucks, an upscale fitness center and an 
exclusive Sheraton Club Lounge with spectacular views, you’ll enjoy exploring Columbus including the German Village neighborhood, Arena District and more.

Sheraton Columbus Hotel at Capitol Square offers comfortable, freshly remodeled Columbus guest rooms in the heart of Capitol Square. Featuring 400 
guest rooms and suites and all the Sheraton extras including crisp white linens, Sheraton Signature Beds, Shine by Bliss bathroom amenities plus much more, 
you’ll awake ready to take on the day while visiting us. After a long day of traveling, attending meetings or exploring the great city of Columbus, we invite you to 
relax in the warmth and welcoming comforts of our guestrooms.

FCICA has reserved blocks of rooms from October 9 to 12 for the rate of $149 (single or double occupancy) plus taxes and fees per night. Reservations must 
be made by Thursday, September 7, 2017.

You can call 800-325-3535 to reserve within the block or go to https://www.fcica.com/mid-year-meeting and reserve online.

FCICA PLATINUM 
SPONSORS  

ARDEX Americas 

Bostik 

Capri cork 

Federated Insurance 

FlashCove

FLEXCO 

Greater New York Floor  
   Coverers Association 

HPS Schönox  

Koster American  

Loba-Wakol

Michael Halebian & Co

nora systems

Protect-All Flooring

RFMS

Roppe Corporation

Royal Adhesives & Sealants

Spray-Lock

STAUF USA

Tarkett 

TRAXX

UZIN, A Division of UFLOOR  
   Systems

FCICA GOLD  
SPONSORS  

Allied Construction  
   Technologies 

Commercial One 

Sika Corporation

Sponge Cushion, Inc. 

Wagner Meters

SHERATON COLUMBUS HOTEL AT CAPITOL SQUARE
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NOX AND ROPPE PLANTS
Tour date: Wednesday, October 11, 2017

Tour time: 12:15 pm – 10:00 pm 

Please meet in the hotel lobby and transportation will be provided. 

We will depart at 12:15 pm sharp!

Nox

Leading Asian LVT manufacturer Nox Corp. opened their state-of-the-art LVT manufac-

turing facility in Fostoria, Ohio, in 2015, making Nox the fi rst Asian manufacturer to 

operate its own LVT facility in the U.S. The new facility exemplifi es Nox’s growing com-

mitment to the U.S. market and to vertically integrated manufacturing. Among others, 

the primary benefi t of the site includes an improved production process, resulting in 

shorter lead times and superior customer service. As the only OEM/ODM LVT plant in 

the U.S., Nox is able to cater to the specifi c design needs of various markets, allowing 

North American customers to have access to an array of quality products.

Roppe

Roppe Corporation, a leading commercial fl ooring manufacturer based in Fostoria, 

OH, produces a wide selection of rubber and vinyl wall base, tile, tread and acces-

sories. Roppe’s Rubber and Vinyl fl ooring products are a great solution for many 

environments due to life cycle cost, durability, color and profi le options.

Following the plant tours, enjoy dinner at the Findlay 

Country Club on the beautiful tree-lined banks of the 

Blanchard River, sponsored by Roppe Corporation.
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O
verall project efficiency is a primary 

goal for contractors and project manag-

ers when trying to maximize value for 

any wood flooring installation. Using 

premium-grade products that add to the bottom 

line, positively impact time management and achieve 

successful results significantly boosts the value of the 

project as a whole.  

The wood flooring segment of the industry has expe-

rienced an influx of single-component, multi-use adhesives 

that are easy to clean and offer multiple solutions in one pail. High 

end multi-use adhesives include 5-In-1 solutions that offer bond, 

sound control, moisture control, crack suppression and old adhesive 

residue isolation. These attributes alone provide added value, espe-

cially when all five solutions are realized with one trowel application.

Project value and efficiency are enhanced greatly with adhesive 

technologies that can be cleaned off the surface of hardwood 

flooring when wet or dry. This helps prevent harming the finish 

of the floor, sacrificing quality or the multi-use characteristics of 

the product. Many callbacks are eliminated completely and those 

received are easily handled without claim consideration. 

Traditional moisture-cured adhesive technologies have stood the 

test of time and helped to install billions of square feet of successful 

wood flooring for many years. These time-tested technologies will 

not be going away anytime soon. However, industry perception 

has at times criticized deficiencies related to clean up 

with these types of products. These moisture-reactive 

adhesives provide significant bond strength and 

the ability to extend, what is often recognized as an 

insurance policy, to the end-user and homeowner. 

That said, clean-up has always been somewhat of a 

perceived issue. Cleaning up thoroughly as you go is 

the recommended protocol, but that safeguard isn’t 

always followed and when it is, precision is needed and 

not always achieved. Adhesive can be left to dry on the 

surface of the flooring and a trail of issues can potentially develop 

from there. For example, installers might try to rub dried adhe-

sive too vigorously, which can negatively impact the finish of the 

flooring. These situations can often result in the replacement of 

multiple boards or even the entire flooring system. Either way, the 

consequence is costly. Time, money and most importantly, the loss 

of confidence from the customer could result in a lost referral or 

additional business down the road with the same client. Problems 

cost money and eradicating problems adds value.

Add to the mix the many hardwood flooring producers that do 

not warrant the use of mineral spirits, acetone or certain adhesive 

cleaners with their products. There are more and more oiled fin-

ished, open-grained and wire-brushed wood floors being offered, 

with many manufactures providing no warranty if mineral spirits 

are utilized for clean-up.

BY JOHN BROWN, FIELD TECHNICAL SERVICES MANAGER, DRITAC FLOORING PRODUCTS 

F R O M  T H E  J O B S I T E

The Great Clean Up 
Project Efficiency with Next Generation Wood Flooring Adhesives 
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Enter MS (modified silane) or hybrid polymer wood flooring adhe-

sives. Like traditional moisture-cured adhesives, these polymer-based 

products cure through contact with atmospheric moisture. They offer 

the same superior bond strength and single-component troweling 

capabilities. The big difference: they are easy to clean when cured or 

uncured. This type of adhesive technology allows you to come back 

the next day with a plastic scraper, eliminating the excess adhesive 

with minimal effort and without harming the finish of the wood floor.

Subtracting potentially problematic situations can ultimately 

be the best opportunity to add value in a given circumstance. 

Eliminating time consuming callbacks and avoiding costly mis-

takes become shrewd business decisions in the long run.

As if this isn’t enough added value already, some of the recent MS 

or hybrid polymer wood flooring adhesive introductions offer unlim-

ited subfloor moisture control with no testing required and a lifetime 

warranty in writing from trusted brands. There are no restrictions 

on wood floor species or width, thickness and length of the product. 

Several well-known brands include eco-friendly attributes and third 

party green certification that help minimize the overall carbon foot-

print, making projects more sustainable.

Next generation wood flooring adhesives have arrived and the 

overall project advantage provided by some of these revolution-

ary adhesive technologies almost becomes too great to bypass. 

Multiple solutions in one pail with added project efficiency; it’s 

hard to imagine how the next generation of wood flooring adhe-

sives will top this. 
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I
n the flooring industry of today’s 

market, we see flooring come and 

flooring go. If you don’t believe me 

all you have to do is attend a Neo-

con or a Surfaces trade show and you will 

see an array of changes. Some products 

are re-designed and some are completely 

new. Where we see the most change and 

diversity is in the LVT market place. With 

the ever-changing technology in textured 

wear layers, print films and backings, the 

combinations are endless. However, if it 

isn’t properly adhered then there will be a 

failure. Whether it is the best looking, the 

most expensive or the most economical 

LVT, it needs to be properly adhered so 

the product is allowed to perform the way 

it was intended to.   

The subfloor or substrate is always im-

portant when it comes to resilient flooring 

as substrate imperfections will telegraph 

through the flooring. The substrate can 

also determine the adhesive that will need 

to be used: porous, non-porous, moisture 

levels, application, rolling loads, etc. Be 

sure to take all this into consideration 

when choosing adhesive.

So what are the recommended adhe-

sives for LVT? There are true pressure 

sensitives, acrylics that are usually wet 

sets but can be used as transitional more 

like a pressure sensitive, a “modified 

silane” that is more aggressive than acryl-

ics, and then there is epoxy. All should be 

taken into consideration at the specifica-

tion stage but also from the flooring con-

tractor side. Just because A&D specified 

it does not mean the flooring contractor 

cannot ask questions when getting ready 

for the job. 

So, here is a quick rundown of applica-

tions. Let’s start with pressure sensitives. 

These adhesives can be used for both 

porous and non-porous and are great for 

quick turnaround jobs where access to the 

BY MIKE PIGEON, TECHNICAL INSTALLATION SPECIALIST, ROPPE HOLDING COMPANY

Adhesive Selection for LVT

I N S T A L L A T I O N  F E A T U R E
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room can be immediate. These can be a 

spray, a roll-on or a troweled application. 

Typically, the adhesive is allowed to dry 

to the touch and then LVT is installed. 

Although these adhesives have great 

bonding abilities they are considered a 

soft-set adhesive. 

Then there are the acrylics. These can 

be a wet set or a transitional adhesive and 

are considered more of a hard-set adhe-

sive compared to the pressure sensitives. 

These adhesives will be more stable under 

rolling loads and temperature variation, 

and a more permanent installation. Un-

like the pressure-sensitive adhesives, the 

material is installed onto acrylic adhesive 

wet or semi-wet. The adhesive is applied 

with a trowel and then has a flash/open 

time before the material is applied. When 

installed, the adhesive should have trans-

ferred to the back of the material. Wet-set 

acrylics can be used on both porous and 

non-porous substrates but the application 

characteristics will vary when it comes 

to trowel sizes and open/working times. 

When acrylics are used as a transitional 

adhesive the open time is greater, usually 

dry to a light touch of the fingers so the 

trowel ridges slightly skim over. 

The next adhesive, a step up from the 

acrylics, is modified silane. This is a mois-

ture-cured, wet-set, troweled adhesive that 

has a very tenacious bond and has excellent 

resistance to moisture from both topical and 

substrates usually with high RH or MVER 

levels. MS adhesives are used on both po-

rous and non-porous substrates which will 

also determine your trowel sizes. 

The last adhesive on the list is the 

epoxies. These are a very hard-set, two-

part adhesive that has excellent resistance 

to topical moisture, rolling loads, or 

dimensional stability when LVT might 

be exposed to high temperatures due to 

sunlight. Again, epoxies can be used for 

both porous and non-porous substrates. 

Epoxy is not commonly used with LVT 

but definitely an option if required.

This is a basic run down of the differ-

ent adhesives that are commonly used 

with LVT. There are both manufacturer 

recommended adhesives and third party 

options on the market. If you have any 

doubt or questions in regard to what 

adhesive should be used with your LVT 

installation, call the tech department. 

Always read the technical data sheets 

before installation begins as it is im-

perative to show up at the jobsite with 

the proper adhesive. 
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uxury vinyl flooring has been the major category of 

growth in the resilient floor category over the past few 

years. A wide variety of installation and design options 

are the key factors behind this growth. In addition, 

new technology has allowed the creation of floors with high 

durability and low maintenance requirements.

Note that low maintenance does not mean no maintenance! 

There is no need to coat these f loors with waxes and polishes, 

which means these f loors provide significant savings when 

you look at lifetime cost. However, the cleaning process be-

comes very important to maintain the beauty and durability 

of the f loor.

Some luxury vinyl flooring customers have found that 

traditional string mops and floor cleaning products are not as ef-

fective on these new floors. The cleaning process hasn’t changed, 

but the new flooring gets dirtier and dirtier, resulting in a frus-

trated customer and cleaning staff.

What’s the culprit? Residue! Traditional cleaning products 

leave behind sticky residue when mopping. This residue, which 

would typically be removed by a regular strip and recoat process, 

can be a major issue in many ways: 

• The dirty appearance can detract from the floor design and 

the overall image of facility cleanliness.

• The residue can provide a basis to promote bacterial growth.

• The residue can be slippery when wet, causing slip/fall com-

plications.

BY IAN WEST AND JEFF SORENSEN, ENVIROX, A CERTIFIED WOMEN’S BUSINESS ENTERPRISE

New Technology Floors Need 
New Technology Cleaning

I N S T A L L A T I O N  F E A T U R E
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Why Does Residue Happen?

The key drivers of residue are the cleaning product formula-

tions combined with the cleaning process. There are two main 

mechanisms that can lead to residue build-up on floors during the 

cleaning process: 

• Direct residue deposits – In this case, one or more of the 

cleaning product ingredients are deposited on the floor and 

build up over time. The most common example of this oc-

curs with regular use of quaternary ammonium disinfectant 

products and is often described as “browning” or “yellow-

ing.” This sticky residue can act as a dirt magnet and floor 

appearance deteriorates further and further over time.

• Dirt dispersion – Neutral cleaners can be very effective when 

used with equipment such as an autoscrubber. However, they 

are far less effective when used as part of a traditional string 

mop & bucket cleaning process since they lose their cleaning 

capability quite rapidly when exposed to soil. 

Typically, a mop is dipped in a bucket of diluted neutral cleaner 

and wrung out. The floor is mopped and the dirty mop is put 

back in the bucket and the process is repeated over and over. The 

cleaning solution quickly ends up overloaded with dirt and even-

tually no cleaning is going on at all. Dirt is simply being spread 

out and redistributed across the floor, caught in the sticky residue. 

The cleaning staff are often frustrated; they are cleaning every day, 

yet the floor gets dirtier and dirtier!

A New Technology 

If traditional cleaning products and processes are ineffec-

tive, what is the best way to clean and maintain luxury vinyl 

flooring? The simple answer—new technology floors need new 

technology cleaning.

EnvirOx has developed a simple cleaning process using a 

proprietary cleaning formulation that will remove any residue 

build-up and restore your floor. Then the regular maintenance 

program prevents the residue from returning. Seeing is believing. 

(See photo on page 36.) 

The cleaning process and tools are also very important. 

Replace traditional string mops and buckets with a high-

quality microfiber f lat mop together with a dual compartment 

mop bucket. The microfiber mop picks up and holds onto 

dirt and residue that string mops leave behind while the dual 

compartment bucket keeps fresh cleaning solution separate 

from dirty rinse water. This ensures that only fresh, uncon-

taminated cleaning solution is applied to the f loor during the 

cleaning process.

Luxury vinyl floors can elevate the appearance of almost any 

facility, providing a broad choice of designs to fit the desired 

look and style. Be sure to choose the correct low maintenance 

program to keep your floor looking as good as new!

If you would like to learn more about the EnvirOx LVT Main-

tenance Program please call 1-800-281-9604. 

GET CONNECTED 
WITH THE FCICA APP 

https://play.google.com/store/apps/details?id=com.micronetonline.fcica&hl=en
https://itunes.apple.com/gb/app/fcica-the-flooring-contractors-association/id1267484234?mt=8
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ith tremendous advances in technology and 

materials, the average tile installation is no 

longer average. To meet the specific needs of 

various projects, thinset adhesives have been 

designed with features such as unique wetting out characteris-

tics, non-sag performance and extended open time to perform 

in demanding applications such as continuous water immersion, 

thermal exposure and heavy traffic and service areas.

Industry Response to Trending Tile Designs

In recent years, we have witnessed the increasing popularity of 

both large and heavy tile and gauged porcelain tile panels/slabs. 

These materials present new requirements and challenges to the 

tile and flooring industry. 

When it comes to installing large and heavy tile, a thicker 

adhesive bond coat is required to achieve proper coverage and 

eliminate voids under the tile while minimizing slumping of the 

tile. If the installation is vertical, this will require an adhesive 

with outstanding non-sag properties.

 Gauged porcelain tile panels can be as large as 10 feet by five 

feet and are half the thickness and weight of conventional tile. 

Installing this material requires special training and equipment 

as well as a high-performance adhesive that offers an extended 

open time, high bond strength, excellent workability and proper 

curing parameters. 

We continuously work to develop new adhesives to improve both 

the productivity of the installer and the quality of the installation. 

One of our most recent developments is 257 Titanium—the ultimate 

high-performance thinset mortar. At 25 pounds (11.3 kilograms), 

257 Titanium is half the weight of a traditional thinset mortar, yet 

offers the same coverage. 257 Titanium exceeds ANSI A118.15, the 

industry’s highest performance standard for a cementitious based 

adhesive mortar. This new product is the optimal choice for install-

ing gauged porcelain tile and gauged porcelain tile panels/slabs. 

The exceptional wetting out characteristics, superior transfer and 

60-minute open time ensure maximum coverage and superior bond.

Green Product Advancements 

Over the last five years, consumers have become more committed 

to long-term sustainable living and prefer to identify the impact 

installation materials will have on the environment. In turn, the 

tile and flooring industry has seen a significant increase in the 

quantity and quality of green products in order to meet today’s 

regulatory and consumer standards. 

With this shift, new developments of thinset mortars are com-

monly made from recyclable, sustainable materials and emit low 

VOC. These new mortars meet and exceed many regulatory re-

quirements including Health Product Declarations (HPD), Envi-

ronmental Product Declarations (EPD) and UL GREENGUARD� 

Certifications. These help manufacturers create—and help 

buyers identify—tile and flooring installation materials’ impact 

on the environment. Remaining at the forefront of our industry’s 

commitment to sustainability and transparency to customers, 

LATICRETE� established a first for the tile and flooring industry 

this year as the only company with a full product specific EPD 

for its cement mortars—with plans to develop additional EPDs 

for the entire LATICRETE portfolio. 

Looking Forward 

In addition to sustainability improvements, we expect to see con-

tinuous significant advancements in regards to improving speed, 

efficiency, cost-savings and quality. More specifically we expect 

to see continued growth and expansion of large module tiles and 

panels which require high performance adhesive technology. 

Installations are becoming more complex, requiring faster 

return to service and products that have the ability to be used in 

multiple applications. These trends require manufacturers to stay 

on the cutting edge of technology development and continue to 

be proactive to industry needs. 

BY JONATHAN SCOTT, PRODUCT MANAGER, LATICRETE

Advancements in 

Thinset Adhesives

I N S T A L L A T I O N  F E A T U R E
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WEBINARSWEBINARSWEBINARS
Your Opportunity to …. 

Gain the Best Insight and Learn About Unfamiliar Products 

Learn Proper Applications and Techniques Directly from the 

Manufacturer’s Technical Representatives 

Enhance Your Product Knowledge 

Ask Questions During the Live Q&A! 

Don’t Miss These Upcoming Manufacturer Led Webinars: 

October 2017 Metroflor Corporation 

November 2017 Uzin, A Division of UFLOOR Systems, Inc. 

December 2017 FlashCove 

Learn about how your company can host a product webinar 

Contact Kelly Fuller at 248.661.5015 or kelly@fcica.com



WORKING 

TOGETHER  
to Provide Superior Insurance  
and Risk Management Services

WORKING 

TOGETHER  
to Provide Superior Insurance  
and Risk Management Services

RECOMMENDED INSURANCE 

PROGRAMS

• Property & Liability

• Workers Compensation

• Life and Disability

• Business Succession and  

Estate Planning Assistance

SPECIALIZED COVERAGES

• Business Errors & Omissions

• Installation Floater

• Job Site Pollution

• Data Compromise and Cyber

• Employment-Related Practices Liability

• Commercial and Personal Umbrella

• Bid and Performance Bonds

As the premier insurer of contractors, Federated Insurance understands the unique needs  

of your business. Our specialized commercial insurance program—Contractor Shield®— 

reflects input from business owners and their stakeholders.

RISK MANAGEMENT SERVICES

• Seven Minute Safety Trainer – Mobile App for Employee 

Safety Meeting Topics

• Disaster Preparedness and Recovery

• Employment Screening Programs

  • Motor Vehicle Records

  • Background Checks

  • Drug Testing

• Packaged Safety Programs

• Distracted Driving Prevention

• Federated Insurance Risk Management  

AcademySM Seminars

• Drug- and Alcohol-Free Workplace Support

• Fire Prevention Resources

• Risk Management Resource Center – Remote Consultation

• Federated’s Shield Network® – 24/7 Access to Online Risk 

Management Tools

• Federated Employment Practices Network® – Access to 

Independent Employment Law Attorneys

• J.J. Keller® Training on Demand – Safety Training Videos 

and Interactive Learning Courses

• Workers Compensation Experience Mod Analysis

Put the resources of Federated Insurance and the 

Flooring Contractors Association to work for your business!
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Complimentary Risk Management Resources

Motor Vehicle  HR Forms Return-to-Work and Contractor’s  Distracted Drug- and  
Records  and Policies Modified Duty Programs Tool Kit Driving Alcohol-Free 

  Workplace Program

For more information about Federated’s risk management and insurance  

options for FCICA members, call Jack West at 1-800-533-0472 or  

visit www.federatedinsurance.com.

ARMS-40  Ed. 2/16   *Not licensed in the states of NH, NJ, and VT.   © 2015 Federated Mutual Insurance Company

Some of the services identified herein are provided by third party companies wholly independent of Federated. Federated provides its clients access to these services with 
the understanding that neither Federated nor its employees provide legal, health, or employment advice. Some services may be subject to regulations or restrictions in 
your state. Qualified counsel should be sought regarding questions specific to your circumstances. The information shown is accurate as of February 2016 and is subject 
to change. All coverages and services may not be available in all states or for all firms. Each client will be individually underwritten for bonding. Limits will be established 
based on the firm’s qualifications.

Yes!   I would like to receive complimentary risk management resources from Federated Insurance.

Please mark your choices with an X:

_____ Motor Vehicle Records _____ Contractor’s Tool Kit

_____ HR Forms and Policies _____ Distracted Driving—“In the Blink of an Eye” 

_____ Return-to-Work and Modified Duty Programs _____ Drug- and Alcohol-Free Workplace Program

Please print:

Name ______________________________________________________________________________________________

Title _______________________________________________________________________________________________

Company name _____________________________________________________________________________________

Street address _______________________________________________________________________________________

City __________________________________________________________ State ______   ZIP Code _______________

Phone (_______) ____________________________________ Fax (_______) ____________________________________

E-mail address ______________________________________________________________________________________

Send to: Teri Thompson, Association Risk Management Services 

Phone: 1-800-533-0472, Ext. 455-7834  ·  Fax: 507-446-4703  ·  E-mail: txthompson@fedins.com

CONTRACTORÕS TOOL KIT
A Risk Management Guide for Working with Subcontractors

Business owners or prime contractors may ultimately be 
responsible for the actions of subcontractors. Proper risk 
management procedures may help avoid unnnecessary losses 
that could significantly affect profitability.

IN THE

OF AN EYE

BLINK

Forms and Policies

Human resources 
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A Vision for the Next Generation 

Develop talent now for a successful future 

While incentives such as bonuses and profit sharing are important, recognizing achievements and building 

self-esteem are priceless. 

Some business owners procrastinate or avoid communicating their succession plans because they fear how 

family members and employees might react. However, their silence may actually create more stress and cause 

harm to the business. Most employees—including family members—will feel more secure about the future if 

they know what to expect and how they will fit in. 

It’s never too late to develop a business succession plan. But the earlier you start, the better. Estate planning 

experts agree that long-term plans to transfer businesses are generally much more successful than those 

“patched together” following the unexpected death or disability of an owner. 

Business succession actually begins with each employee’s first day on the job 

Think about it, whether he or she is one of your children or a high school student working part-time, that 

young person could someday be the head of the company. 

Experts agree—succession planning includes creating an environment that motivates employees to use their 

talents and skills to reach their full potential and contribute to the success of the business. Sounds simple, but 

how do you accomplish it? 

Perhaps a mentor program or an apprenticeship is a good start. Talented young people are more likely to 

stay with the company if they feel involved in something bigger than their own job. It is wise to provide 

opportunities by matching experienced workers with newer employees to guide them as they grow in their 

jobs. 

As employees gain experience, they become assets to your business and their value increases. Providing key 

employees opportunities to gain well-rounded business experience through cross-functional training and 

experience is admirable. This no doubt helps them become dependable managers who can make good 

decisions and take initiatives to improve operations. 

B U S I N E S S



Learn more at 
www.FCICA.com/
mid-year-meeting 

Donate at FCICA’s 
Mid-Year 2017 

http://www.FCICA.com/mid-year-meeting
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Elizabeth Oderkirk Joins FCICA and 
Sarah Bays promoted to Director of 
Membership

FCICA, the Flooring Contractors Association, announced today 

that Elizabeth “Lizzie” Oderkirk joins FCICA as Event and 

Marketing Coordinator. Having graduated this year with a B.A. 

in Professional Writing from Michigan State University (MSU), 

Oderkirk will be responsible for association communications, 

membership tasks under the Director of Membership and event 

logistics for both Mid-Year and annual Conventions. While at-

tending MSU, Oderkirk was the content manager for the FCICA 

Events mobile app and will continue to manage and improve 

upon the app along with her expanded responsibilities.

Sarah Bays has been promoted to Director of Membership. 

With this new role, Bays will expand FCICA membership and 

increase member engagement. She will continue to oversee the 

FCICA website, Association Management System and FCICA 

social media. She previously held the position of Membership 

and Website Coordinator.

“I am looking forward to having Lizzie join us at FCICA head-

quarters and excited to recognize Sarah’s accomplishments 

with her promotion,” says FCICA Executive Vice President, Kim-

berly Oderkirk. “It is a testament to the growth of the associa-

tion that we are able to accomplish both of these goals.”     

FCICA to host Silica Compliance:  
Tools and Equipment webinar 

FCICA, the Flooring Contractors Association, continues their live 

online educational series with a webinar on Thursday, June 22, 

2017 at 11:00 am EST. Corey Dickerson of Tools4Flooring, will 

present a session on the tools and equipment to aid with Silica 

compliance.

Due to increasing demand of moisture mitigation and con-

crete scarification, harmful particles such as Crystalline Silica 

can become airborne. This form of Silica can have long term ef-

fects on one’s health, up to and including death. Illnesses such 

as Silicosis, a disabling, non-reversible and sometime fatal lung 

disease can develop. Other non-malignant diseases (chronic 

bronchitis, lung cancer, and kidney disease) can also develop 

through inhalation. This session will cover some of the methods 

that may cause this dust to become airborne and examples of 

recommended tools and equipment to reduce hazards. As with 

every FCICA webinar, the session will include an interactive 

Q&A, so bring your questions. Don’t miss this FREE-to-FCICA-

members session!

This is an AIA (American Institute of Archi-

tects) Approved CES (Continuing Education 

System) webinar. The AIA CES mission is to 

support AIA members in mastering new knowl-

edge and skills to meet the changing require-

ments of the profession and to responsibly meet the role that 

society entrusts to architects.

Register now at http://www.fcica.com/webinars. Registra-

tion deadline is Wednesday, June 21, 2017 at 3:00 pm EST. Join 

FCICA for this FREE-to-members interactive webinar on Silica 

Compliance Tools and Equipment. Not a member of FCICA? You 

can still attend the webinar; the non-member price is $29.95.

Corey Dickerson has been in the con-

struction and flooring industries for more 

than 20 years. He has been Branch Opera-

tions Manager at E.J. Welch Company for 

over 12 years and Business Manager and 

Marketing Director for Tools4Flooring 

for over 10 years. Corey has traveled the 

country expanding his knowledge of tools 

designed to be more efficient during the 

installation phase and reduce the strain on installers.

Updated Commercial Flooring  
Resource Guide is live

FCICA, the Flooring Contractors Association, in partnership 

with Strategic Value Media, is excited to announce the fifth 

edition of the Commercial Flooring Resource Guide hosted on 

FCICA’s website, www.fcica.com/commercial-flooring-guide. 

The online guide is a powerful tool to locate contractors, in-

stallers, distributors, industry consultants and manufacturers 

that meet the user’s project needs. 

Flooring industry professionals, architects and consumers 

can utilize the Commercial Flooring Resource Guide to find 

contractors and installers by project type and flooring prod-

ucts installed, as well as consultants, inspectors, trainers, 

manufacturers, distributors and suppliers by product type. 

The Commercial Flooring Resource Guide is a compre-

hensive solution for project management and is open to all 

flooring contractors, installers, consultants, manufacturers 

and others who serve the flooring industry.   

FCICA Opens Registration for 2017 
Mid-Year Meeting  

FCICA, the Flooring Contractors Association, is excited to 

announce that registration is now open for the 2017 Mid-Year 

Meeting – Discovering Flooring Issues of Today, being held in 

Columbus, Ohio, October 10 – 12, 2017. Attendees can register 

online at https://www.fcica.com/mid-year-meeting. 

Join FCICA for education, networking and leadership during 

the Mid-Year Meeting, which will offer attendees four (4) edu-

cational sessions, an opportunity to tour the Nox and ROPPE 

manufacturing plants, plus ample time to network with com-

mercial floor covering industry leaders.

Associate members will have an opportunity for product 

promotion during the Problem Solving with the Associates 

educational session. This first-come-first-serve opportunity 

offers manufacturers an exclusive three-minute window to 

plug their latest and greatest products or services that solve 

a problem. Platinum Associate members can register for this 

opportunity at https://www.fcica.com/problem-solving-with-

the-associates.

FCICA will be hosting Discovering Flooring Issues of Today 
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at the Sheraton Columbus Hotel in Capitol Square in Colum-

bus, OH. The meeting’s educational sessions will include: 

Nasty Things on the Surface, Problem Solving with the Associ-

ates, Behind Sustainability, and Communicating Your Scope.

Certified Installation Manager (CIM) candidates will once 

again have the opportunity to review CIM Program modules 

and complete testing onsite Tuesday, October 10. To learn 

more about the CIM Program and available time slots, visit 

https://www.fcica.com/CIM.

To learn more about the 2017 Mid-Year Meeting – Discover-

ing Flooring Issues of Today, and to register, visit https://www.

fcica.com/mid-year-meeting. 

FCICA will host LATICRETE Product 
Webinar in July 

FCICA, the Flooring Contractors Association, 

announced their July product promotional 

webinar featuring LATICRETE.

FCICA invites you to join us on July 6, 2017 

at 11 am EST, for a free informative webinar 

exploring LATICRETE’s line of products. Since every FCICA we-

binar is interactive, you’ll get the chance to ask questions during 

the LIVE Q&A at the end of the session.

If you cannot make the LIVE webinar, register anyway and 

we’ll send you the recording. The recorded session will also be 

featured on FCICA’s website www.fcica.com, and housed on the 

FCICA YouTube channel. Don’t miss this FREE webinar!                                                                               

These product webinars are free to all attendees regard-

less of FCICA membership status, but you must pre-register. 

Register now at www.fcica.com/webinars. Registration deadline 

is Wednesday, July 5, 2017 at 3:00 pm EST. Join FCICA for this 

FREE session on July 6, 2017 featuring LATICRETE.

Are you at Certified Installation Manager (CIM)? FCICA webi-

nars provide one hour continuing education credit (CEU) toward 

your CIM renewal requirements.

FCICA to Support Rebuild Together 
Central Ohio

FCICA, the Flooring Contractors Association, and the Succes-

sors Task Force invite you to help support a local Columbus, 

Ohio, charity: Rebuild Together Central Ohio.

Rebuilding Together Central Ohio (RTCO), formerly known 

as Christmas in April, was founded in 1991 by a group of young 

attorneys and a member of the P&P Local #189 who shared 

the goal of repairing homes for senior citizens in Central Ohio. 

Previously organized around their signature event, National 

Rebuilding Day, RTCO has since expanded to provide services 

year-round. In March 2009, RTCO assumed management of 

the Tool Library. For more than 20 years they have provided as-

sistance to nearly 1,500 homeowners and loaned out thousands 

of tools.

FCICA and the Successors (members 40 and under) will be 

collecting a variety of tools and supplies to support the Tool 

Library at FCICA’s Mid-Year Meeting, October 10-12, 2017. For 

more details about donating, visit https://www.fcica.com/mid-

year-charity-rtco.

FCICA to host Understanding FCICA 
Benefits webinar 

FCICA, the Flooring Contractors Association, continues their live 

online educational series with a webinar on Thursday, July 20, 

2017 at 11:00 am EST. Sarah Bays of FCICA, will present a ses-

sion on Understanding FCICA Benefits.

Learn the importance of aligning your company with an 

industry recognized association and how your membership can 

enhance your business goals, foster employee education, and 

provide support and resources to your company.

FCICA has established itself as the resource for premier 

commercial flooring contractors. During the webinar, Sarah 

Bays, Director of Membership, will review the many opportuni-

ties members receive, from education to marketing, and how to 

utilize these benefits to advance your business and empower 

employees. Sarah will be happy to answer any questions you 

may have at the end of the webinar. 

Whether you are a current member of FCICA or interested in 

joining the Flooring Contractors Association, this webinar will 

provide you with a good understanding of the association and 

the opportunities offered to your company.

Join us July 20 at 11 am EST; register today at https://www.

fcica.com/events/details/webinar-understanding-fcica-ben-

efits-57. Registration deadline is Wednesday, July 19, 2017 at 

3:00 pm EST. Join FCICA for this FREE interactive webinar on 

Understanding FCICA Benefits. 

Sarah is the Director of Membership 

for FCICA, where she works with new and 

existing members to promote the associa-

tion and its benefits. Sarah came to FCICA 

with over 10 years of experience in manag-

ing advertising sales teams. She serves on 

the Membership & Member Benefits Com-

mittee and the Successors Task Force. 

FCICA announces educational 
sessions for Mid-Year 2017

FCICA, the Flooring Contractors Association, is excited to 

provide the following educational opportunities led by industry 

experts at the Mid-Year Meeting – Discovering Flooring Issues 

of Today, this October 10 – 12 in Columbus, Ohio.

Leading up to the educational sessions, attendees will have the 

opportunity to contribute to the commercial floor covering indus-

try by attending committee meetings on October 10th and sharing 

their expertise and knowledge while discussing industry topics 

and future initiatives of the association. On October 11th, FCICA 

will host the Associates meeting, followed by exclusive tours of 

the Nox and ROPPE manufacturing plants in Fostoria, OH and din-

ner at the Findlay Country Club, sponsored by Roppe Corporation.

Thursday, October 12th is devoted to education. After a 

contractor networking breakfast, the day will kick off with an 



46    The Floor ing Contractor  Magaz ine      Fal l  2017

F C I C A  N E W S

opening session, followed by our first educational session, 

Nasty Things on the Surface. This panel discussion will be 

moderated by Don Styka of Tarkett and current panelists include 

Wilmer Pressel of Inside Edge Commercial Interior Services; 

Charlie Nielsen of MAPEI Corporation; Tony Dominguez, CIM, of 

GCP Applied Technologies; Ric Pleis of Floor Connection; and 

Tim Mullinax, CIM, of DCO Commercial Floors. Presenters will 

showcase how they corrected flooring problems through project 

case studies and tricks of the trade. The panel discussion will 

conclude with a Q&A session.

The second educational session is Problem Solving with 

the Associates. Learn about the latest and greatest products, 

services and solutions FCICA platinum members have used 

to solve flooring issues. Presenters include ARDEX Americas, 

Artistic Finishes, Capri cork, Federated Insurance, FlashCove, 

Flexco, KOSTER American Corporation, Loba-WAKOL, MAPEI 

Corporation, Metroflor, Roppe, Royal Adhesives & Sealants, 

Schönox HPS North America, Tarkett, and TRAXX Corporation.

Following a networking lunch and a successors-only lunch, 

attendees will go Behind Sustainability with Rahul Dhavalikar of 

Roppe Holding Company. We brought you the basics of sustain-

ability during the 2017 Convention. Now we will delve deeper 

into what goes into becoming sustainable and why it should be 

important to not only manufacturers, but flooring contractors as 

well. This session will conclude with an interactive Q&A segment.

The final educational session is Communicating Your Scope, 

presented by Wilmer Pressel of Inside Edge Commercial Interior 

Services. In this session, we will talk about how to define and 

interpret a scope of work and how the defined scope gets com-

municated to the field properly. There are several aspects to 

consider and different phases to this communication, whether 

a sub-contractor is being used or the project is done by an in-

house crew. Most important is that the customer gets what they 

expect when the job is done. Time will be reserved for questions 

at the end.

Attendees of the Mid-Year Meeting will have ample time to 

network as well as learn from leaders in their field. Plus, those 

working on their Certified Installation Manager (CIM) continuing 

education credits (CEUs), will have an opportunity to earn a total 

of five (5) credits for attending all educational sessions and the 

plant tours.

Mid-Year 2017 – Discovering Flooring Issues of Today, will 

be hosted at the Sheraton Columbus Hotel in Capitol Square in 

Columbus, Ohio, October 10 – 12. Register to attend this event 

before August 25th to save $50 with early bird rates. To find out 

more about Mid-Year 2017 and to register, visit https://www.

fcica.com/mid-year-meeting.

FCICA will host HPS Schönox Product 
Webinar in August 

FCICA, the Flooring Contractors Association, announced their 

August product promotional webinar featuring HPS Schönox.

FCICA invites you to join us on August 3, 2017 at 11 am EST, 

for a free informative webinar exploring HPS Schönox’s line 

of product “solutions” aligned 

with the challenges that face our 

industry. Since every FCICA we-

binar is interactive, you’ll get the 

chance to ask questions during 

the LIVE Q&A at the end of the 

session.

If you cannot make the LIVE webinar, register anyway and 

we’ll send you the recording. The recorded session will also be 

featured on FCICA’s website www.fcica.com, and housed on the 

FCICA YouTube channel. Don’t miss this FREE webinar!                                                                               

These product webinars are free to all attendees regardless 

of FCICA membership status, but you must pre-register. Reg-

ister now at www.fcica.com/webinars. Registration deadline is 

Wednesday, August 2, 2017 at 3:00 pm EST. Join FCICA for this 

FREE session on August 3, 2017 featuring HPS Schönox.

Are you at Certified Installation Manager (CIM)? FCICA webi-

nars provide one hour continuing education credit (CEU) toward 

your CIM renewal requirements.

FCICA announces Bruce Newbrough 
Certified Installation Manager (CIM) 
Scholarship winner 

FCICA, the Flooring Contractors Association, in cooperation with 

ARDEX Americas and nora systems, Inc. is pleased to announce 

the July 2017 recipient of the Bruce Newbrough Memorial Certi-

fied Installation Manager Program (CIM) Scholarship.

James Macdonald II from Commercial 

Flooring Professionals, Inc., received the 

Bruce Newbrough Memorial Certified 

Installation Manager (CIM) Scholarship 

for the second quarter of 2017. Macdonald 

has worked in the family business almost 

his entire life. He started the commercial 

division of M&Z Carpets after earning his 

bachelor’s degree in biblical studies, with a minor in business 

administration, from Messiah College in 1991. He is now co-

owner and CEO of Commercial Flooring Professionals, which 

spun off from M&Z in 2014. He and his wife, Joy, who is co-

owner of CFP and also active in the business, have three adult 

children. They live in Upper Allen Township, Cumberland County, 

near the campus of their alma mater.

When asked why he wanted to become a Certified Installation 

Manager, Macdonald responded, “Our motto is ‘floors that work.’ 

At CFP, we want to always be learning what is necessary to make 

different floors work.  The CIM program will help us recommend 

and install for our clients’ floors that do indeed work.”

This scholarship, created in remembrance of Bruce New-

brough from ARDEX Americas, provides for the entire program 

costs associated with the Certified Installation Manager (CIM) 

Program including application, content, and assessment fees.

Scholarship applications are accepted throughout the year, 

the next scholarship opportunity will open in August. Applica-

tions are available on the FCICA website: www.fcica.com/CIM . 



Become a Member Today!! 

Join FCICA, the resource for premier commercial 

flooring contractors

Promoting the advancement and continuous development of Certified 
Installation Managers (CIM). 

Providing technical education, business support and industry expert 
networking. 

Delivering skills and knowledge to enhance the professionalism of commercial 
flooring contractors.

It's easy to join FCICA! First choose the member category that fits your 
company best then click Apply Today. 

For all membership questions, please contact Sarah at sarah@fcica.com or 
248.661.5015 

Contractors Associates Consultants 

Align your commercial 
flooring contractor company 
with some of the brightest 
and best in the floor 
covering industry.  

The membership year runs 
July 1st - June 30th. Dues 
are paid annually. 

Contractor Annual 
Membership: $500 

Have additional locations? 
Apply for the Branch 
membership and receive a 
discounted rate for your 
additional locations. 

Annual Branch Membership: 
$250 per location 

Apply Today

Associate members are any 
bona fide supplier of flooring 
goods and materials, 
including software, tools, 
tooling and or equipment, 
floor covering associations 
and cooperatives and 
manufacturers and 
wholesale distributors.  

The membership year runs 
July 1st - June 30th. Dues 
are paid annually. 

Gold Associate Membership 
- view additional 
benefits: $1,850 

Platinum Associate 
Membership - view 
additional benefits: $3,100 

Align your company with 
some of the brightest and 
best in the floor covering 
industry. 

Apply Today

Consultant members are 
any bona fide provider of 
services to the flooring 
industry including but not 
limited to inspectors or 
consultants.  

The membership year runs 
July 1st - June 30th. Dues 
are paid annually. 

Base Consultant 
Membership: $350. 

Align your company with 
some of the brightest and 
best in the floor covering 
industry. 

Apply Today
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FCICA to host Successful Stair Tread 
Installation webinar 

FCICA, the Flooring Contractors Association, continues their live 

online educational series with a webinar on Thursday, August 17, 

2017 at 11:00 am EST. Mike Pigeon, CIM, Technical Installation 

Specialist for Roppe Holding Company, will present a session on 

Successful Stair Tread Installation.

This webinar will cover the important steps in completing 

a successful rubber stair tread installation. Pigeon will cover 

selection of the proper tread for installation, proper adhesives, 

prepping the step to receive the tread, cutting the tread to fit the 

step and application of the tread. As with every FCICA webinar, 

this session will include an interactive Q&A, so bring your stair 

tread questions!

Join us August 17 at 11 am EST; register today at https://

www.fcica.com/events/details/webinar-techniques-for-

successful-stair-tread-installation-59. Registration deadline is 

Wednesday, August 16, 2017 at 3:00 pm EST. Join FCICA for this 

FREE webinar on Successful Stair Tread Installation. 

Mike Pigeon, CIM, utilizes his extensive 

background in flooring installation in his 

present role for Roppe Holding Company 

as a Technical Installation Specialist. He is 

a proud Certified Installation Manager and 

currently serves on the Certified Installa-

tion Manager (CIM) Task Force.

Meet the Current Certified Installation 
Managers 

FCICA, the Flooring Contractors Association, is proud to an-

nounce the current Certified Installation Managers, as of August 

1, 2017.

The following professionals have completed all requirements 

of the Certified Installation Manager (CIM) Program to enhance 

their core skill set, experience, and knowledge base, which are 

necessary to successfully manage commercial flooring instal-

lation projects. Visit the CIM roster on FCICA’s website for the 

most up-to-date list of CIMs and their contact information.

• Benjamin Ablao, CIM – Inter Décor Furnishing, LLC

• Evan Acton, CIM – Acton Flooring

• James Bissler, CIM – MAPEI

• Mechelle Bliss, CIM – Inside Edge Commercial Interior Services

• Chuck Brewer, CIM – Brewer Contract Consulting

• Barry Cashwell, CIM – Just Floors NC

• Jonathan Clinger, CIM – Interface Services

• Amon Deuley, CIM – DCO Commercial Floors

• Tony Dominguez, CIM – GCP Applied Technologies

• Jeremy Harris, CIM – Flooring Solutions Inc.

• Zach Jackson, CIM – Becker Brothers

• Amy Johnston, CIM – Flooring Services, Inc.

• Patrick Kaiser, CIM – Lippert Tile Company

• Carl Kulp, Jr., CIM – Floors Etc.

• Robert Lucio, CIM – Walter Daniels Construction

• Rio Marcantonio, CIM – Fazio Floors, LLC

• Michele Miller, CIM – Floor Connection Inc.

• Adam Mueller, CIM – Floors by Beckers

• Tim Mullinax, CIM – DCO Commercial Floors

• Amanda Newberry, CIM – UZIN 

• Mike Newberry, CIM – Inside Edge Commercial Interior Services

• Tom Nichols, CIM – Breegle Abby Carpet & Floor

• Ernie Nogales, CIM – Flooring America

• Garrett Pennington, CIM – Jack Laurie Group

• Mike Pigeon, CIM – Roppe Holding Company

• Michael Pinkstaff, CIM – American Flooring Installers (AFI)

• Doug Price, CIM – Whitt Carpet One Floor & Home

• Bruce Reeve, CIM – Flooring Services, Inc.

• Stephen Ruggeri, CIM – Steve’s Carpet

• Andrew Sanders, CIM – Jack Laurie Group

• Aaron Sanford, Jr., CIM – Emerson Carpet One

• John Saye, CIM – DCO Commercial Floors

• Mark Smith, CIM – Priority Floors

• Scott Spencer, CIM – One Source Commercial Flooring, Inc.

• Robert Stauffer, CIM – Master Craft Floors

• Kory Steffes, CIM – One Source Commercial Flooring, Inc.

• Brad Steveson, CIM – Floor Connection

• Jesse Tranel, CIM – Sergenians Floorcovering

• Russell Weaver, CIM – Gomez Floor Covering, Inc.

• Nick Wolfram, CIM – River City Flooring 

FCICA to attend CFI Convention & 
Expo 2017 

FCICA, the Flooring Contractors Association, is excited to 

promote its presence at CFI’s Convention & Expo 2017, August 

16 – 18 at the Rosen Shingle Creek Orlando. Stop by FCICA’s 

booth to learn about member benefits and the Certified Instal-

lation Management (CIM) program. Get involved with FCICA!

FCICA is a proud participant of the Floor Covering Leadership 

Council (FCLC), which is hosting the 2nd Annual Installation 

Summit at the Rosen Shingle Creek Orlando prior to the CFI 

Convention on August 16, 2017, from 8:00 am to 12:00 pm. The 

Installation Summit is designed to bring all parties within the 

flooring industry together to discuss key issues affecting the 

industry. Learn more and register today at www.fclcouncil.org. 

FCICA releases new mobile app 
FCICA, the Flooring Contractors Association, is proud to 

present a new app for the association which further extends its 

ability to connect and engage the commercial flooring industry.

The FCICA app provides users with information in the 

palm of their hands, such as current news, event details and 

registration, contact information for flooring industry profes-

sionals and even industry job postings. FCICA members and 

non-members alike can download the app for instant access to 

valuable resources. 

The app features monthly sponsors with rotating banners. For 

more information about sponsorship, visit https://www.fcica.

com/fcica-media-kit. 

Download the FCICA app today from the Google Play store 

and the iTunes App store. 



 

 

FREE EDUCATIONAL 

WEBINARS 

for FCICA Members! 

Register for these upcoming 

webinars at www.fcica.com/webinars  

September 21 at 11 am EST 

W.P.C. - Multilayer Floors & 

Accessories  

November 16 at 11 am EST 

Project Management for 

Commercial Flooring 

December 14 at 11 am EST 

Guide to Successful Flooring 

Installation 

REGISTER NOW 



50    The Floor ing Contractor  Magaz ine    Fal l  2017

I N D U S T R Y  N E W S

House Committee Approves  
ASA-Supported Federal Change  
Order Reform

The House Small Business Committee voted 21 to 0 to approve 

an ASA-supported bill to reform the federal change order process. 

H.R. 2594, the “Small Business Payment for Performance Act,” 

addresses payment for unilateral change orders issued by the 

government. The bill would allow a contractor to submit a request 

for equitable adjustment, followed by an invoice for work per-

formed. The government must then pay at least 50 percent of the 

estimated amount of the REA for work performed until it reaches 

a final agreement with the contractor. The bill also requires the 

government to provide a status report on each REA with each 

such payment, thus providing information for cash flow planning 

to the contractor. In addition, the bill requires agencies to pro-

vide information to the Congress about the number and size of 

change orders issued by the government. “For small businesses, 

federal contracts can lead to good jobs, but can also result in 

many headaches,” said Rep. Brian Fitzpatrick (R-Pa.), the sponsor 

of the bill. “While businesses regularly deal with change orders 

in the private sector, contractors and subcontractors on federal 

construction projects are often forced to bear a financial burden 

by the slow process of approval. Some federal agencies routinely 

delay the approval process until the end of the project. That isn’t 

fair. The ‘Small Business Payment for Performance Act’ stands up 

for small businesses by requiring federal agencies to make interim 

partial payments to contractors, allowing them to pay their own 

bills without being delayed until the end of the project. It’s com-

mon sense,” Fitzpatrick said. ASA Chief Advocacy Officer E. Colette 

Nelson reports that the full House of Representatives is expected 

to consider the bill before the Congressional recess in August. She 

urges ASA members to contact their U.S. Representatives to co-

sponsor H.R. 2594 by using the ASA Legislative Action Center.

ConsensusDocs Collaborates with 
DocuSign on Electronic Signatures 

ConsensusDocs, the design and construction industry’s leader 

in creating best practice standard documents, today announces 

a new collaboration with DocuSign, the pioneer and global 

leader in eSignature and Digital Transaction Management 

(DTM), to provide subscribers discounted electronic signature 

software services. 

ConsensusDocs’ mission is to get better project results 

through better industry standard contracts. With an easy to use 

Technology Platform, ConsensusDocs allows users to share 

documents in the cloud or off-line that are compatible with 

Microsoft Word®. 

“ConsensusDocs provides contract solutions for today’s 

construction industry. This new collaboration with DocuSign will 

help our subscribers fully automate their project documents and 

processes in a secure fashion,” states Brian Perlberg, Consen-

susDocs Executive Director.

 DocuSign enables construction companies, general contrac-

tors and construction management firms to go fully digital to 

accelerate business processes. With DocuSign, organizations 

can streamline workflows by embedding electronic signing 

and payment requests into existing websites, portals, applica-

tions and documents. From proposals and purchase orders, 

to change requests and subcontractor agreements, DocuSign 

helps construction companies come to agreement digitally any-

time, anywhere, on any device to finish projects faster—on time 

and within budget.  

 ConsensusDocs is a unique coalition of 40+ design and 

construction industry associations that produces industry-

standard contracts that are fair and facilitate better projects 

results. ConsensusDocs 100+ standard contracts incorporate 

fair risk allocation and best practices to represent the project’s 

best interests. Coalition organizations represent hundreds of 

thousands of design professionals, owners, contractors, sub-

contractors and sureties (DOCS). For more information, please 

visit www.ConsensusDocs.org, call 866-925-DOCS (3627) or 

email support@ConsensusDocs.org.

Details of FCB2B Annual  
Meeting Announced 

The World Floor Covering Association has announced formal 

plans for the FCB2B Annual Meeting, to be held August 15 to 17 

at the Rosen Shingle Creek Resort in Orlando, Florida.

The event will coincide with the CFI Convention and other 

industry events.

According to Phil Zolan, Executive Director, fcB2B, “This 

year’s conference will include an unveiling and implemention of 

an all new set of floor covering B2B standards.” Zolan said the 

new and improved standards address a laundry list of issues 

and “pain points” that exist with the current standards. “In many 

cases, outdated business-to-business transaction systems have 

been hindering trading partners across industries that have 

adopted more advanced B2B platforms,” Zolan explained. “The 

new standards will move our whole industry from one based on 

1997 technology to current 2017 standards that are now fully 

compatible with standards used in all major industries around 

the world.”

In addition to the new standards, the meeting will include 

presentations on industry metrics, updates on the new web 

services being developed and implemented by Association 

members, and discussions on advancing the adoption of B2B by 

manufacturers, distributors and retailers.

Members and non-members are welcome to attend the meeting. 

To register or for more information please visit: www.fcB2B.org. 

Floor Covering Leadership Council 
(FCLC) Announces Second Installation 
Summit  

Robert Blochinger, President, National Institute of Certified 

Floorcovering Inspectors, and Chairman of the Floor Covering 

Leadership Council, announced today that leaders from across 

the flooring industry will convene at the second Installation 

Summit next month in Orlando, FL. 

Retail owners, executives, and other key personnel will meet 

on August 16th to discuss the installation crisis affecting the 
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industry, progress made since leaders began addressing the 

problem, and methods for furthering that progress. The meeting 

will take place at the Rosen Shingle Creek Resort in Orlando 

just prior to the 2017 CFI Convention. The Installation Summit, 

presented by Informa, will include an esteemed panel of indus-

try members and experts who have been leading the successful 

campaign to manage and overcome the installation crisis.

 “The FCLC, together with organizations including Certified 

Floorcovering Installers Association, have made great strides 

over the past two years in our efforts to resolve the installation 

crisis that touches everyone in our industry both domestically 

as well as internationally,” said Blochinger. “When we formed 

FCLC we worked together with leaders from all sectors of the 

business to identify the hurdles that are preventing growth and 

success in our industry. Installation shortage was the leader of 

the pack.”  Blochinger said the industry associations, spear-

headed by a highly-respected group of key individuals, have set 

forth initiatives designed to tackle the issue.  “I am very pleased 

to inform you that our efforts are having a significant impact,” 

Blochinger said.  “This is proof that when we work together to 

resolve the problems that each of us as business people face, 

we can move mountains.”

For more information on the Summit please visit https://

tinyurl.com/installationsummit or contact Bob Blochinger at 

954-830-4426 or bob@blochinger.net. 

NAFCD Announces New  
Partnership with Caliper  

The North American Association of Floor Covering Distributors 

(NAFCD) is pleased to announce a new partnership with Caliper, a 

New Jersey-based talent management firm that guides business-

es in developing their workforce and aligning talent with strategy. 

Caliper is designed to make personnel decisions, from hiring 

to succession planning, more seamless and precision-based for 

association members. NAFCD members will receive discounts on 

Caliper’s preemployment assessment tools and other services 

that have been proven to help businesses become more agile and 

innovative, attract the best candidates, and promote from within.

“In partnering with Caliper, we, at NAFCD, are taking steps to 

provide solutions for our members who face challenges related 

to attracting young talent to the industry, diversifying their 

teams, and building a pipeline of future leaders,” says NAFCD 

Executive Vice President Kevin Gammonley. “Our goal is to give 

our members the tools to be successful and partnering with 

Caliper serves as an important piece of delivering that promise.”

Caliper uses a proven science-based approach to evaluate 

the performance potential of job applicants for sales, customer 

service, leadership, and technical roles in construction, manu-

facturing, distribution, retail, and other business segments. They 

are equipped to serve companies of all sizes, from two-person 

firms to global corporations.

Association members who want to take advantage of the 

discount on Caliper’s employee-assessment instruments and 

other services can visit the associations website for details at 

www.nafcd.org.

NAFCD Announces 2017 Q2  
Quarterly Sales Trends Results  

The 2017 NAFCD Quarterly Sales Trends Report, a robust bench-

marking and forecasting tool based on member data submission, 

provides NAFCD members with invaluable data and insights. The 

report delivers NAFCD members with information on near term and 

regional demand trends, sales forecasts and business management. 

“The Quarterly Sales Trends Report provides our members 

with insight into the industry’s health,” says NAFCD Executive Vice 

President Kevin Gammonley. “The survey’s participating compa-

nies also benefit from the findings because the report aggregates 

a large amount of data for better comparison and analysis.”

Highlights from the report showed that Q1 2017 sales growth 

was up for both distributors and manufacturers, 2 percent and 3 

percent, respectively. 

Distributors performance versus forecast varied considerably, 

with only 34 percent of distributors surpassing the forecast. The 

Midwest region saw the strongest growth trends at up 5 percent 

and online business is now 3 percent of the sales mix, with online 

penetration expected to increase 4 times over the next five years. 

Manufacturers saw demand trends decelerated through the 

month. The Q2 forecast indicates 4 percent growth and raw 

materials cost inflation is now forecasted up 2.7 percent.

Learn more about all NAFCD member benefits including other 

reports and research at www.nafcd.org. 

OSHA Proposes to Delay  
Electronic Reporting Rule 

On June 28, the Occupational Safety and Health Administration 

proposed to delay the electronic reporting date of the rule titled 

Improve Tracking of Workplace Injuries and Illnesses, from July 

1 to Dec. 1, 2017. The original rule, published on May 12, 2016, 

requires many employers, including most construction employ-

ers, to complete an OSHA Form 300A and to submit the informa-

tion to OSHA electronically beginning on July 1. However, OSHA 

has not completed the development of its electronic data collec-

tion system, and, at this time, does not expect the system to be 

completed until August 2017. The proposed delay is intended to 

provide employers with a four-month window to learn the new 

system and to submit their Form 300A data. Interested parties 

can submit comments at www.regulations.gov, the federal gov-

ernment’s regulation portal, on or before July 13. 



https://play.google.com/store/apps/details?id=com.crowdcompass.app4815162342&hl=en
https://itunes.apple.com/us/app/crowdcompass-attendeehub/id604224729?mt=8
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Ardex Doubles Size of Pennsylvania 
Manufacturing Facility 

Ardex Americas recently announced a major expansion of its 

Aliquippa, Pennsylvania manufacturing facility, effectively dou-

bling its size. This is the third such expansion for the company 

this year.

In February, Ardex released news of an extension for the 

Dallas, Georgia plant and is also currently working to expand the 

manufacturing footprint in Stockton, California. The Aliquippa 

addition, which is the site of the Americas headquarters, 

includes significant increases in warehouse and production 

capabilities to better facilitate ARDEX’s growth strategy.

The expansion includes the addition of a new production 

operation and additional capacity to support future growth. 

Bonitz Flooring Group and Measure 
Square Corp. Announce Strategic 
Partnership  

Bonitz Flooring Group, a division of Bonitz Inc. and one of the 

nation’s largest independent flooring companies, and Measure 

Square Corp., a flooring industry leader in software develop-

ment, have come together to announce a new strategic partner-

ship. The partnership will provide Bonitz a solution to meet both 

long and short-term objectives regarding quantitative analysis, 

cost estimating, and interfacing with current and future systems 

and software. 

“Since the decision to partner with Measure Square, we have 

been impressed with the response and cooperation from their 

management and technical staff,” says Todd Wade, Bonitz Vice 

President. “Our associates have embraced this change, and the 

implementation has been seamless.”

After a lengthy review conducted by Bonitz Senior Leader-

ship, in collaboration with front line associates, it was deter-

mined that a standard estimating software package was the 

best way to accomplish the long-term objectives and growth 

plans of the organization. Multiple estimating software compa-

nies were evaluated to determine the best fit. 

“At the conclusion of this evaluation it was obvious that 

Measure Square was most suited to meet our needs,” Wade 

stated. “(Measure Square Founder) Steven Wang personally 

met with Bonitz associates and identified areas of concern and 

opportunities for both parties, and has committed to continued 

development and implementation.”

Clint Schramm Joins LATICRETE® SU-
PERCAP® as the Director of Marketing  

LATICRETE® SUPERCAP®, a leading manufacturer of premium 

self-leveling underlayment products delivered through its patent-

ed pump truck technology, has hired Clint Schramm as the Direc-

tor of Marketing. In his new role, Schramm will work closely with 

the LATICRETE marketing team to grow the SUPERCAP brand 

and business via direct development and management of creative 

marketing services on local, national and international levels.

“Clint has over 30 years of experience and relationships in the 

commercial flooring industry and is perfect to help communi-

cate the unique advantages the SUPERCAP system has to offer. 

He’s got the marketing savvy to differentiate this innovative sys-

tem and show the industry why they’ll never go back to tradition-

al methods of buying and installing self-leveling underlayment. 

He will be a tremendous asset for LATICRETE,” said SUPERCAP 

President Douglas Metchick.

Ecore Flooring Forms Foundation for 
Hilton’s Revolutionary ‘Five Feet to  
Fitness’ Suites 

Ecore, a company that transforms reclaimed materials into 

unique performance surfacing, is the exclusive provider of state-

of-the-art ergonomic flooring for Hilton Hotels’ new revolution-

ary “Five Feet to Fitness” program, a new wellness concept that 

brings more than 11 different fitness equipment and accessory 

options into the hotel room. Hilton Hotels will install Ecore’s For-

est rx product, a flooring solution designed to reduce the risk of 

injury while mitigating noise and enhancing guest comfort.

Hilton’s Five Feet to Fitness concept aims to provide health 

and wellness-minded guests with the amenities of a fitness cen-

ter in the privacy of their own rooms—making it more convenient 

than ever to maintain health routines when traveling. Each of 

the fitness rooms will have a section covered in Ecore Forest rx 

flooring to create an ergonomic surface intended to reduce the 

risk of injury associated with falls and hard impact. 

“Ecore’s Forest rx flooring is a highly versatile surfacing solution 

designed to provide good ergonomics, comfort, acoustic ben-

efits, and superior performance characteristics making it an ideal 

component for Hilton’s Five Feet to Fitness program,” said Virginia 

Armstrong, Ecore’s director of hospitality sales North America.

Ecore’s Forest rx addresses the common risks associ-

ated with falls and exercise activities through the use of itstru 

technology, which combines 5mm of Ecore’s recycled rubber 

backing with Polyflor’s proven Forest fx surfacing. 

Ecore’s Forest rx generates a 17 percent force reduction that 

provides cushioning to absorb impact on athletes’ joints. The at-

tractive flooring also increases sound control so as not to disturb 

neighboring guests during workout sessions. The Forest rx floor-

ing delivers a comfortable underfoot with anti-fatigue capabilities 

for a variety of workouts ranging from high-intensity interval train-

ing and plyometric exercises to yoga and meditation.

“The addition of Ecore flooring to Hilton’s Five Feet to Fitness 

program further brings the amenities and functionality of a 

world-class fitness facility into a private room,” said Armstrong. 

“The partnership with Hilton underscores our commitment to 
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provide innovative flooring solutions designed with user safety 

and comfortability in mind.”

The Hilton Five Feet to Fitness exercise rooms feature a 

variety of fitness equipment and accessories within the fitness 

kiosk, as well as a video screen where guests can access more 

than 25 workout classes and some 200 workout tutorials. The 

exercise area centers on the shock and sound-absorbing Ecore 

flooring, and features a state-of-the-art stationary bike and Gym 

Rax that houses fitness equipment such as suspension and 

resistance bands, Bosu ball, yoga mat, block and meditation 

chairs, kettle and sand bells and medicine balls. 

Hilton’s Five Feet to Fitness is currently available at Parc 44 

San Francisco—a Hilton Hotel and Hilton McLean Tysons Corner, 

with plans to expand into other markets including Atlanta, Aus-

tin, Chicago, Las Vegas, New York and San Diego. To learn more 

about Ecore, visit: www.ecorecommercialflooring.com.

Glen Morrison Succeeds Michel  
Giannuzzi as CEO of Tarkett 

Tarkett’s supervisory board recently appointed Glen Morrison, 

currently president of Tarkett North America, to be the new 

Group CEO, effective as of September. Morrison will succeed 

Michel Giannuzzi, who will take over a new CEO position outside 

Tarkett after ten years. Morrison joined Tarkett in May 2015 as 

president of North America. During his tenure, he oversaw a 

rapid and efficient integration of Tarkett North America’s brands 

and organizations, helping to accelerate the group’s organic 

growth and significantly improving its profitability.

“I am very pleased to have been asked by the board of direc-

tors to become CEO of Tarkett,” said Morrison. “I am excited about 

my new responsibilities and the opportunity to lead Tarkett into 

the next phase of its strategic development. I have great ambi-

tions for our company to continue our winning strategy, and I will 

endeavor to promote innovation and development worldwide for 

the benefit of our clients, employees and shareholders.”

Michel Giannuzzi has been CEO of Tarkett since September 

2007. Since the global recession in 2009 and in spite of mac-

roeconomics headwinds in Russia, he has delivered a profit-

able growth strategy, including 21 acquisitions that has led to 

a 7% compound annual growth rate increase in both Sales and 

earnings before interest, taxes, depreciation and amortization 

(EBITDA). In 2013, he successfully oversaw Tarkett’s IPO on Eu-

ronext Paris, and over the past ten years, the group’s capitaliza-

tion has more than tripled under his leadership.

“On behalf of my family and the board of directors, I am 

delighted to welcome Glen Morrison as the next CEO of Tarkett,” 

said Didier Deconinck, chairman of Tarkett’s supervisory board. 

“His proven leadership qualities and his excellent track record 

will ensure the continued success of Tarkett’s entrepreneurial 

story. We know he will uphold our company’s values and we are 

confident that his leadership will embark Tarkett on a new era of 

growth. I would like to thank Michel Giannuzzi for his consid-

erable achievements over the last decade, in strengthening 

Tarkett’s profitable growth, increasing its geographical presence 

and products’ portfolio as well as positioning Tarkett as a recog-

nized innovative and sustainable leader.”

Giannuzzi added, “It has been a pleasure and an honor for me 

to lead the great teams of Tarkett, and to drive this fantastic en-

trepreneurial journey. I wish Glen every success for the future.”

For more information, visit www.tarkett.com.

Janet Brunwin Promoted to  
VP of Finance for Laticrete 

Janet Brunwin has been promoted to vice president of finance 

for Laticrete.

In her new role, Brunwin will be actively engaged in develop-

ing long-term financial plans and business strategies. She will 

continue to provide oversight for corporate finance, annual fi-

nancial plans and budgets, and all accounting, financial, tax and 

IT related activities of the company and global subsidiaries.

Brunwin has been with Laticrete for 12 years, most recently 

as senior director of finance. Before that, she held the position 

of director of finance and started with the company as its con-

troller. She serves on the board of directors of three internation-

al joint ventures and on the audit committee for Laticrete.    

LATICRETE Acquires International  
Licensees, Accelerating Growth in  
Regional Market Shares  

LATICRETE, a leading manufacturer of globally proven construc-

tion solutions for the building industry, has acquired global 

Toll Free: 855.391.2649    www.hpsubfloors.com
HPS North America, Inc. is a TMT America Company

SchönoX
ROLL AND GO

an elevated approach to
lvt installation

• Fully integrated kit contains everything you need

• Tiles are bound immediately and can bear loads right away

• Apply adhesive from a standing position

• LVT installation can begin minutes after application

• For residential and commercial installations
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licensees LATICRETE Costa Rica, LATICRETE Norway and LATI-

CRETE Italia to further accelerate growth in the Scandinavian, 

European and Central American regions. 

“Our global reach allows us to be a local company in every 

community we serve,” said President and COO of the LATICRETE 

International Division, Erno Di Brujin. “These acquisitions are part of 

our long-term strategic plans for continued international expansion 

through the introduction of new products and business support.” 

A licensee since 1989, LATICRETE Costa Rica has estab-

lished a strong market share in the Central American region and 

will be renamed LATICRETE Centro America to better reflect its 

active presence within all Central American countries. LATI-

CRETE Centro America will oversee the regional offices, a train-

ing center and a plant in San José, Puerto Rico, the sales office 

and warehouse in Panama City, Panama, and the plant and sales 

office in Tegucigalpa, Honduras.

LATICRETE Italia has been a licensee in Italy since 2003 and will 

be integrated into the existing subsidiary in Italy: LATICRETE Europe. 

LATICRETE Norway, a licensee for the past 25 years, will receive 

increased support and alignment of processes and procedures. 

Moving forward into 2018, the LATICRETE International divi-

sion will seek additional acquisitions across the globe.  

LATICRETE Launches First-In-Industry 
Live Chat Online Technical Service 

LATICRETE, a leading manufacturer of globally proven construc-

tion solutions for the tile and stone industry, has launched the 

installation material industry’s first Live Chat online technical 

service functionality of its kind, allowing customers to connect 

directly with a LATICRETE Technical Services representative via 

web chat, email or phone call. Agents are available daily, 8 a.m. 

to 6 p.m. ET.

“Live Chat raises the bar for the entire industry, with LATI-

CRETE leading the way. We’ll be able to provide instant, easy-

to-access, five-star service to our customers across the globe 

by whichever means is most convenient for them,” said Mitch 

Hawkins, Technical Services Manager at LATICRETE.

LATICRETE Live Chat, which is available on every page of the 

company’s website, can be accessed through computers, tab-

lets and smartphones, without having to download an app.

Live Chat allows the technical services team to instantly ad-

dress the current situation at hand while providing customers 

with instant access to information and assistance wherever they 

might be.

MAPEI offers certified, sustainable  
tile mortars and grouts 

An important issue that manufacturers must address in today’s 

marketplace is the ability to balance product performance with 

environmentally sustainable formulations and manufacturing 

processes. The clarity with which the manufacturer reports on 

both of these products aspects is a measure of the company’s 

transparency to its customers and end users. Third-party certi-

fication of products and their manufacturing processes is one 

method of displaying transparency.

MAPEI is a champion of the Tile Council of North America’s 

Green Squared program for third-party-certified green products 

for the installation of tile and stone. MAPEI has a select set of 

mortars and grouts that are SCS third-party certified to the 

TCNA’s Green Squared standard (ANSI A138.1), making them 

eligible for a special LEED v4 pilot credit. 

The TCNA reported in a recent news release, “Specifically, Green 

Squared Certified products now qualify to contribute toward a new 

LEED Pilot Credit offered for using ‘Certified Multi-attribute Products 

and Materials.’ The credit requires that certification details, including 

which Green Squared electives were satisfied, are disclosed, and 

that a product lifecycle assessment (LCA) has been conducted.”  

The U.S. Environmental Protection Agency has also added 

Green Squared Certified products to its current recommenda-

tions made to all U.S. government purchasing officials to aid in 

identifying and procuring environmentally sustainable products 

and services.

The MAPEI products that have been Green Squared Certi-

fied include MAPEI Ultralite™ Mortar, MAPEI Ultralite Mortar 

Pro, MAPEI Ultralite S2 mortar, MAPEI Ultralite S1 Quick mortar 

Ultracolor® Plus FA premium grout and new MAPEI Flexcolor™ 

3D ready-to-use grout with translucent/iridescent effects. 

These products can be specified by architects as a sustainable 

tile installation system.

MAPEI also has TCNA industry-average Environmental Prod-

uct Declarations (EPDs), Health Product Declarations (HPDs) 

and VOC emission certifications (CA-DPH 01350) for these 

products and many others, which can contribute to LEED v4 as 

well as to sustainability programs such as the Living Building 

Challenge (LBC) and the Well Building Standard. 

“TCNA has been a leader in providing sustainable tile system 

initiatives with both Green Squared certification and EPDs that 

have benefited both the industry and MAPEI in offering our 

customers a complete system, from tile to mortar to grout,” said 

Cris Bierschank, Technical Services Sustainability Manager for 

MAPEI Americas.

Metroflor Evolves their “The LVT  
Specialists” Marketing Platform 

As a follow-up to its 2016 marketing campaign, Metroflor is 

releasing “Meet the LVT Specialists of Metroflor” for 2017. The 

campaign will include a new series of videos accompanied by 

digital ads spotlighting the expertise and passion of its staff, as 

members explain their role as LVT specialists. A total of 10 “Meet 

the LVT Specialists of Metroflor” videos representing diverse 

functions—from design, shipping and customer service to sales, 

technical and sustainability—will be released throughout 2017.  

“These new videos explain exactly why and how we are the 

LVT Specialists,” said Gary Keeble, director of marketing. “Each 

person featured brings something unique to the table that adds 

value and credibility to our position as the category’s product 

authority. We expect this 360-degree view of our company and 

our talented professionals will build even more confidence and 

trust among consumers, retailers and distributors alike for doing 

business with Metroflor.” 
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The series will kick off with Harlan Stone, owner and CFO, 

describing how the company’s focus drives the company to pur-

sue the next innovation in LVT. In episode two, Robert Langstaff, 

director of design, will explain the process Metroflor uses to cre-

ate its LVT designs. Rochelle Routman, chief sustainability of-

ficer, will explore what sustainability means to her and articulate 

Metroflor’s global accomplishments and goals in episode three.

For more information, visit www.metroflorusa.com. 

RFMS Adds Implementation Team and 
Trainers 

RFMS, a provider of business management software for the 

flooring industry, recently re-organized its software implemen-

tation department to improve the way new users go live with 

the program. The implementation team now can prepare a new 

user’s database, which contains items such as vendors, custom-

ers, chart of accounts and accounting setup, product data, and 

commission tables. This assistance enables the new users to 

begin use of RFMS more quickly.

“It provides both the client and the trainer with improved 

education on using the RFMS software without getting bogged 

down in the initial setup phase,” said Joey Denson, implementa-

tion manager, RFMS.

Along with the improved implementation procedures, RFMS 

also announced the addition of Jennifer King to the implementa-

tion team. King was a previous RFMS user and brings years of 

experience not only in the flooring industry, but with the RFMS 

business management system. The RFMS Training team also 

added two trainers, Jamie Gauen and Cindy Thompson. Gauen 

brings many years of experience using RFMS. Thompson joins 

the training team, coming from the RFMS Helpdesk team, allow-

ing her to understand the needs and issues that RFMS clients 

have and tailor training directly for them.

For more information, visit www.rfms.com. 

Schönox to Offer Full Subfloor  
Product Line to AHSG and  
Commercial One Members 

Keenly aware of its members’ needs for high performing sub-

floor products, American Home Surfaces Group (AHSG) and its 

Commercial One division have partnered with HPS Schönox to 

provide the full array of subfloor solutions offered by Schönox. 

“We listen closely to our members and react to meet their 

product needs so they can take advantage of business oppor-

tunities throughout the residential and commercial sectors,” 

explained Bruce Weber, President – CEO, AHSG. “Schönox was 

recommended by our national advisory board who had been 

monitoring the growth of Schönox and its high level of customer 

service; they were a natural fit for us.”

Formed in 2014, Commercial One is an expansion division of 

AHSG which has been serving the buying and member needs of 

nearly 400 independent flooring dealers with over 700 show-

rooms in all 50 states for 17 years. Commercial One is growing 

quickly with over one hundred dealers already within its network 

and a growing list of carefully selected suppliers with Schönox 

being the most recent company admitted to the group. “The part-

nership with Schönox represents good strategy where our mem-

bers can take advantage of the fully integrated range of Schönox 

subfloor products growing their businesses while assisting 

customers with subfloor challenges,” explained Joe Weber, Vice 

President – Operations & Sales, AHSG. “Our members have seen 

dramatic increases in renovation projects where Schönox has so 

many products specializing in this important area.”

AHSG and Commercial One focus on building alliances that 

benefit every member, supplier, and consumer. “The business 

philosophies of AHSG and Schönox are quite similar,” comment-

ed Doug Young, Executive Vice President, HPS Schönox. “The 

diversity of AHSG’s members and their independent businesses 

find a lot in common with one another and Schönox when it 

comes to commitments to customer service, technical support, 

and finding the best answers to any flooring challenge.” AHSG 

and Commercial One are guided by their national advisory board 

which is made up of flooring professionals from across the US 

with deep experience levels in a wide variety of flooring sectors.

The complete spectrum of Schönox products including 

primers, moisture mitigation systems, self-leveling compounds, 

repair products, and water proofing materials will be available to 

AHSG and Commercial One members.  Many trends with their 

member businesses are aligning well with the Schönox offering. 

“Schönox is meeting the needs of our members who are seeing 

hard surface flooring including LVT growing at dramatic rates 

and the need for smooth, strong subfloors with it,” explained Joe 

Weber, Vice President – Operations & Sales, AHSG. “Success in 

the flooring industry is increasingly tied to the ability to address 

challenges such as those common with preparing subfloors.”

 AHSG and Commercial One members represent a diverse 

group geographically and with the customer bases and markets 

that they serve. Most are sole proprietors running their own busi-

nesses directly involved in the many details of their customers’ 

projects. “Our relationships with our members are paramount with 

our focus clearly on expanding the tools available to them and 

supporting their growth,” explained Bruce Weber, President – CEO, 

AHSG. “Our appeal over the years is quite fundamentally that our 

members know that we are in this to support them and that our 

interests and theirs are completely aligned.”

VersaShield Brand Changing to Kovara 
in Early 2018 

With the acquisition of VersaShield in 2016, GCP Applied Tech-

nology is focused on creating a complete portfolio of flooring 

products for moisture mitigation. This portfolio of products will 

be sold under the Kovara brand name.

Development of the Kovara product portfolio is a strategic 

business focus for GCP. The company is dedicated to advancing 

products and technologies used to solve moisture problems for 

floor assemblies.

VersaShield products will transition to the Kovara brand 

name in early 2018. There will be no changes to the VersaShield 

products. Customer and market communication plans will begin 

in Q4 2017 for a smooth transition. 
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1. Madera Launches Titan, Locally Made & 
Sustainable Forest-to-Floor Hardwood Floor

Madera, a Brooklyn-born hardwood fl ooring company, is launching Titan. A sustainably 

harvested and locally made white oak fl oor of awesome proportion.

Titan is crafted of Pennsylvania White Oak, custom milled on a project to project ba-

sis. The logs are sawn and milled using traditional woodworking techniques, extracted 

from the forests by logging horses, rather than mechanical skidders which often dam-

age the forest fl oor. The choice of only the tallest, straightest trees makes it possible to 

achieve these extraordinary dimensions. The 12” wide board fi nishes well over 1-1/8” 

thick and up to 16-foot lengths. The giant fl oorboards once installed are sanded and 

fi nished onsite using natural clear oils that enhance the oak’s natural beauty. Pennsyl-

vania White Oak from the Northwest of the State is full of character and warmth, while 

featuring rich, striking colors with dynamic variation.

2. USG Durock™ Brand ProFlow™

Self-Leveling Underlayment

USG Durock™ Brand ProFlow™ Self-Leveling Underlayment is a premium interior cementitious 

underlayment that provides one of the highest compressive strengths in the industry—more 

than 6,000 psi. Designed by USG for interior use in commercial, institutional and rehab con-

struction, USG Durock™ ProFlow Self-Leveling Underlayment provides a smooth, hard surface 

over concrete slabs, prestressed concrete or concrete planks, at thicknesses from featheredge 

to 3/4 in. Suitable for use with a variety of fl oor coverings, including commercial-grade resilient 

fl oor coverings, or even as a decorative wear surface with an approved coating system.

4. Mullican Flooring Announces New, 
American-Made Solid Collections

Mullican’s new solid collections, Wexford and Nature, are protected by the company’s 

Alpha A’Lumina Real World Finish, which carries a 25-year warranty. Each collection 

features the company’s patented Aqua Shield system and lifetime moisture warranty.

A European-inspired product line, Wexford combines three traditional North Ameri-

can sawing techniques to create a classic European look. This 3/4-inch-thick product is 

offered in 7-inch widths and random lengths up to seven feet. The collection’s prefi n-

ished version is available in six selections of oak, including Charcoal, Espresso, Harbor 

Mist, Natural, Saddle and Seabrook. 

Nature, a 3/4-inch-thick hickory product, features a sawn surface texture. Available 

in a 5-inch width, this collection offers random lengths up to seven feet. The Nature col-

lection includes fi ve selections, including Espresso, Greystone, Natural and Provincial.

1

4

2

3

3. WhisperGrip™ Subfl oor Nails from SENCO 
Eliminate Squeaky, Uneven Surfaces, Do Not 
Require Proprietary Tool

SENCO’s WhisperGrip subfl oor nails feature a patented step ring design that was 

originally developed in collaboration with the manufactured housing industry 

to better grip subfl oor and sheathing material, maximize holding power, reduce 

squeaks, and eliminate costly callbacks.

The lower rings are designed to fully engage and grip the joist or studs. 

The upper rings ensure that nails remain countersunk even if the joist or stud 

is missed. WhisperGrip nails come with SENCOTE™ coating, which acts as a 

lubricant during the drive for maximum speed and effi ciency, then becomes an 

adhesive once driven for superior hold.

WhisperGrip nails are available in 2”, 2-3/8” and 2-1/2” lengths and can be 

used with any SENCO 15 degree coil framing nailer including the SCN49XP, SC-

N60XP and SCN65XP.
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5. LATICRETE Introduces LATAPOXY® BIOGREEN™

300, the Industry’s First Biobased Epoxy Adhesive  

LATICRETE has introduced its new LATAPOXY® BIOGREEN™ 300 – the industry’s 

fi rst high-strength, chemical-resistant epoxy adhesive made with biobased material 

for installing tile and stone. Designed to provide an alternative to conventional non-

renewable petroleum-derived products, LATAPOXY BIOGREEN 300 may contribute 

LEED V4 points and retains the same easy-to-trowel consistency of LATAPOXY 300 

Adhesive, with the additional enhancement of a faster cure time. 

Equipped for the most demanding installations of tile and stone, LATAPOXY BIOGREEN 

300 exceeds both ANSI A118.3 and ISO 13007 R2 requirements for epoxy adhesives and 

can be used in interior and exterior areas such as walls and fl oors, wet and dry areas.

7. Lunada Bay Tile Infuses Tomei Tile Collection with 
New Color Options  

Five soothing new neutrals are added to the Tomei glass tile collection, offering 

more design options for a variety of palettes. As part of its 2017 introductions, Lu-

nada Bay Tile updates the Tomei glass tile collection, a beloved classic in the Lunada 

Bay Tile repertoire, with the addition of fi ve new neutral hues in two fi nishes.

The new colors—Linen, Stratus, Horizon, Pumice and Vapor—bring the Tomei col-

lection to 24 colors in two fi nishes, natural (glossy) and silk (matte). Choose from 

three mosaic sizes, 1 x 1, Mini Brick and Falling Water; three fi eld tile sizes, 3 x 6, 3 x 

9 and 3 x 12; and a coordinating liner.

5

6. Alloy, the latest collection from Nemo Tile + Stone

Following the demand for wood alternatives, Alloy offers a metallic look giving 

the line a unique industrial feel with its distressed patterns. Clean, modern, and mini-

mal, this new collection is perfectly suited for offi ces, retail spaces, and homes and can 

be used on fl oors or walls. Alloy is available in a variety of sizes and patterns, including 

three dimensional deco pieces, providing added visual interest.

6
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9. Ceramic Tool Introduces New Carpet Trim for Soft 
Surfaces

Ceramic Tool has created a new aluminum trim, CTC 14 CTV, designed for commer-

cial fl oor applications where carpet meets a vinyl surface.  For fl ooring contractors 

working in retail environments, this is the most common type of transition challenge.

The ADA compliant, anodized aluminum trim reduces from 1/4” to 1/8” and 

provides protection of both the carpet and vinyl edges.  It is made in the USA and 

available in 5 fi nishes.

8. ARDEX Introduces X 90 OUTDOOR™ the New Level 
in Mortar Standards 

ARDEX Americas is pleased to announce that ARDEX X 90 OUTDOOR™ MicroteC3 Rapid-

Set, Flexible Tile and Stone Mortar is now available for purchase at ARDEX distributors 

throughout North America. 

Featuring revolutionary weather proof innovation in mortar technology, ARDEX X 90 OUT-

DOOR is formulated with specialty, high-performance ARDEX cements, polymers and micro-

fi bers. It delivers maximum protection against the harshest weather conditions, and provides 

the highest levels of effl orescence resistance for exterior tile and stone installations. 

ARDEX X 90 OUTDOOR sustains the highest levels of freeze thaw resistance, tested 

at 150+ freeze thaw cycles – seven times greater than ANSI 118.15 standard requirement 

of 20 cycles). It also features outstanding rapid-setting properties, even at temperatures 

as low as 40°F (5°C). With an extended open time of 30 minutes, along with an extremely 

creamy consistency, ARDEX X 90 OUTDOOR can also be grouted in only 2 hours!

8
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Y
ou’ve decided to submit your 

CIM application. That’s great! 

Making a conscious choice to 

update your skills by submit-

ting your CIM application for 

approval is just the first step on your journey 

to becoming a Certified Installation Manager 

(CIM). Let’s go over the entire process, from 

applying to certification renewal. Before 

we do that though, a little background on 

FCICA and how the program was developed, 

just in case you’re not familiar with it.

The Flooring Contractors Association 

(FCICA) was incorporated in 1982 to ad-

dress numerous problems confronting the 

flooring installation industry, including a 

lack of minimum installation standards, 

unclear specifications, no uniform training 

standard, and the need for quality installa-

tion professionals.

In the years that followed, FCICA contin-

ued to strive for the advancement of the 

industry. Two annual conferences provide 

educational opportunities for members 

and create networking opportunities in a 

non-competitive environment, permitting 

members to receive the knowledge and 

skills necessary to improve their business’ 

value and profitability.

With that focus of continuous profes-

sional improvement, the Installation 

Manager (IM) Taskforce was formed in 

March 2011 to develop a training program 

addressing the lack of formalized training 

for installation managers that many felt 

was a key element missing in the execution 

of quality commercial flooring projects. 

The Certified Installation Manager (CIM) 

Program provides training tools and assess-

ments for qualified professionals within the 

commercial flooring industry to enhance 

their core skill set, experience and knowl-

edge base, which are necessary to success-

fully manage commercial flooring projects.

Let’s walk through the process so you’ll know 

what to expect on your path to certification.

Step #1 Apply. Visit www.fcica.com/

CIM and click on the APPLY NOW button 

to complete your application. Application 

approval usually takes a day or two. Once 

approved, you’ll receive an email with in-

structions on how to log into your new CIM 

account to purchase your program materi-

als. You will also receive a CIM candidate 

handbook in both print and digital form, and 

a digital toolbox full of information and easy-

to-use project management forms by mail.

Step #2 Login. Click the link contained in 

your acceptance email or visit the CIM page 

on the FCICA website www.fcica.com/CIM 

and click the LOGIN button. Log in using 

your email and the password provided.

Step #3 Purchase. Once you are logged 

into your account, find your Streaming 

Classroom. This is where you will purchase 

your program materials. You have the choice 

as to whether you want to purchase the 

Complete CIM Program which includes all 

the learning modules and assessment tests, 

or each module and test separately. Purchas-

ing the Complete CIM Program package will 

save you almost $350 on program costs and 

it’s easy to move through the full program 

since it is already paid for. But, if purchasing 

your program all at once doesn’t work for 

you, the CIM Program also offers a pay-as-

you-go option. You’ll just need to stop and 

purchase the next learning module and test 

after you complete the one before.

Step #4 Learn. At the completion of each 

learning module; you will receive a notifica-

tion to continue to the assessment test or to 

purchase it (if not using the Complete CIM 

Program option). Once you have success-

fully passed the assessment test with at least 

an 80%, you will be able to continue on to 

the next learning module in the program.

Step #5 Certification. When you have 

viewed all the learning modules and passed 

all the assessment tests, you will receive your 

Certified Installation Manager designation. 

Don’t forget to give us your feedback with 

the quick post-program survey. The system 

automatically notifies FCICA of your com-

pletion and the staff will send your frameable 

certificate and completion letter. Make sure 

you add the CIM logo and designation to 

your social networks, email signature, and 

other correspondences. You earned it!

Step #6 Renewal. Your CIM certification is 

valid for three years, during which time you 

must accumulate thirty (30) continuing edu-

cation credits towards renewal. Certification 

renewal information is contained within the 

CIM handbook and on the CIM webpage, or 

contact FCICA directly and we will be happy 

to discuss credit opportunities. To access your 

CIM transcript, just visit www.fcica.com/CIM, 

click the CIM STATUS button to view your 

program completion and any continuing 

education credits you have earned.

Remember, you can access your CIM Pro-

gram account at any time through the FCICA 

website www.fcica.com/CIM , where there 

is an entire webpage dedicated to the CIM 

program and its many resources. You can log 

onto your account to complete your modules 

and tests, check your CIM status if you have 

competed the program and are working on 

your continuing education credits, or send 

a friend or coworker there to apply for their 

program. It’s all there, in one place.

The Certified Installation Manager (CIM) 

Program doesn’t just provide project man-

agement training for installation managers, 

though, it also offers a flexible economical 

training resource for those positions within 

commercial flooring that also facilitate the 

installation project. Foremen, estimators, fi-

nancial teams, sales teams and even human 

resource personnel need to understand all 

that goes into a commercial flooring project 

so they too can perform their jobs with the 

upmost knowledge and expertise. FCICA 

has packaged that knowledge in a flexible 

online program that every part of your 

commercial flooring team can benefit from. 

Contact us today! 

Questions relating to the Certified Installation Manager (CIM) 

Program can be directed to Kelly Fuller, FCICA’s director of 

education: kelly@fcica.com or call 248.661.5015.

C O R N E R

Your CIM Application – 
What’s The Process?                             
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Download the Hardwood Floors Magazine app today. 



 

FCICA EXECUTIVE BOARD MEMBERS 2017-2018

CHAIRMAN

Mike Newberry

Inside Edge Commercial Interior Services

Office: (651) 389-3932

Cellular: (651) 208-8410

E-mail: mnewberry@iecis.com

VICE CHAIRMAN

Pat Kelly

Synergy Flooring Ltd.

Office: (770) 794-8200

Fax: (770) 794-8363

Cellular: (678) 836-5521

E-mail: p.kelly@synergyflooring.com

SECRETARY/TREASURER

J.R. Allred

Dalton Carpet One

Office: (706) 353-0547

Fax: (706) 353-2141

Cellular: (504) 717-0496 

E-mail: jrallred@daltoncarpetone.com

VICE CHAIRMAN OF ASSOCIATES

Don Styka

Tarkett 

Office : (440) 708-5811

Fax: (440) 708-9511

Cellular: (216) 973-3745  

E-mail: don.styka@tarkett.com

IMMEDIATE PAST CHAIRMAN

Gerry Swift

Lotus Building Services, LLC

Office: (703) 266-2903

Fax: (703) 637-0009

Cellular: (703) 929-1445

Email: Gerry@lotusbuildingservciesllc.com

EXECUTIVE VICE PRESIDENT 

Kimberly E. Oderkirk

FCICA

Office: (248) 661-5015

Fax: (248) 661-5018

Toll Free: 877-TO-FCICA (877-863-2422)

Cellular: (248) 388-4605

E-mail: keo@fcica.com

FCICA BOARD OF DIRECTORS

GRAHAM 

CAPOBIANCO 

Capri cork

(717) 823-0569

gcapobianco@

 capricork.com 

DANIEL 

ORTIZ-BACON

Allstate Floors and 

 Construction

(410) 327-6400

danielortiz@allstate

 floors.com

SETH PEVARNIK

ARDEX Americas

(724) 203-5215

Seth.pevarnik@

 ardexamericas.com

TERMS EXPIRING 2018

AMY JOHNSTON

Flooring Services, Inc.

(734) 522-2622

ajohnston@flooring

 services-inc.com 

LARRY CHANDLER

William M Bird Co.

(678) 873-9888

lchandler@wmbird.com

BOB WALLUM

Finish Line Flooring 

Services

(201) 803-4878

(201) 261-6055 fax

bwallum@msn.com

TERMS EXPIRING 2019

CURTIS BLANTON

DCO Commercial Floors 

(706) 353-0547

cblanton@dcocf.com

BRENT FIKE

Roppe Corporation 

(419) 435-8546

bfike@roppe

 holdingcompany.com

JEFF JOHNSON

MAPEI Corporation

(954) 246-8717

jbjohnson@mapei.com

TERMS EXPIRING 2020

PLATINUM SPONSORS

GOLD SPONSORS

ALLIED CONSTRUCTION TECHNOLOGIES

CBC AMERICAS CORP.

CHILEWICH SULTAN LLC 

COMMERCIAL ONE 

ECORE

FLOOR COVERING SERVICES & CONSULTANTS

GERFLOR

LATICRETE INTERNATIONAL

LATICRETE SUPERCAP

SIKA CORPORATION

SPONGE CUSHION

TRAMEXX LTD.

W F TAYLOR

WAGNER METERS

WE CORK



724-203-5000 • www.ardexamericas.com
Single Source Comprehensive Warranty

MASTER THE ELEMENTS!

ARDEX X 90 OUTDOOR
TM

MicroteC3 Rapid-Set, Flexible Tile and Stone Mortar

Maximum weatherproof protection against the harshest  
elements for outdoor and tile installations!

• Outstanding rapid-setting properties, even at temperatures 
 as low as 40 F°/ 5 C°

• Highest levels of freeze thaw resistance - 150+ freeze thaw cycles,
 (7x more than required by ANSI 118.15)

• Will not contribute to efflorescence

•  Heavy and driving rain-resistant after only 2 hours!

Master the Harshest Elements

Please visit www.ardexamericas.com
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Disruptors. Risk-takers. Achievers. Those are the common 

traits of The LVT Specialists at Metroflor. As a leading global 

brand, the Metroflor team lives and breathes to take luxury vinyl 

flooring to the next level. Watch the latest episodes in our Meet 

the LVT Specialists series on YouTube to learn more.

Meet the LVT Specialists

INNOVATION  

SPECIALIST

INSTALLATION  

SPECIALIST

COMMERCIAL  

SPECIALIST

DESIGN  

SPECIALIST

CUSTOMER  

SPECIALIST

SALES  

SPECIALIST

FACTORY  

SPECIALIST

OPERATIONS  

SPECIALIST

SUSTAINABILITY  

SPECIALIST

888-235-6672  |  metroflor.com

Scan  
to watch 

the latest
episodes.


