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least expensive option overall may not be 
compatible with multiple products, causing 
time delays and higher cost issues, said Clint 
Schramm, director of marketing at Laticrete.

“With today’s emphasis on providing 
green, healthy, user-friendly and safe 
building materials, innovative new prod-
ucts are required to meet current build-
ing and energy code mandates,” Schramm 
said. “To be prepared for the job, installers 
and customers should make sure they are 
using the most current products that are 
up-to-date and meet all requirements.”

For installers, preparation can also include 
different factors based on substrate, but the 
general rule of thumb that Schönox HPS 
North America covers in their training class-
es as well as in technical data sheets is that 
subfloors must be sound, clean, dry and free 
of any contaminants which may hinder ad-
hesion, according to Britton Watson, senior 
marketing and communications manager.

Install Expectations
By Elise Linscott

Once a flooring sale has been successfully 
made and installation day is nearing, what 
do customers preparing for the big day — or 
days, as the case may be — need to know 
to make sure installers have the time and 
space necessary to do their job?

Pardon the interruPtion
To start, the customer needs to be aware it 

can be a major interruption in their life, said 
Jeff Johnson at Mapei. “You have to move all 
furniture and clear the area out,” Johnson 
said. “That’s stage one. It will interrupt busi-
ness and you need to clean the floor. In many 
cases, the installer can help you move the fur-
niture, but they typically add an extra charge.”

It’s also important to monitor acclimation 
temperatures, said Johnson; for instance, 
you don’t want to turn off the radiant in 
heated floor systems — you need to make 
sure they’re operating. Likewise, the air con-
ditioner has to be running (if it normally is).  

“A lot of sanding and finishing job guys 
will put plastic over the vents,” Johnson 
said. “But it’s important to maintain the 
temperature. Flooring needs to be accli-
mated prior to being installed. You have 
to bring LVT and hardwood to the jobsite 
three or four days prior to the actual instal-
lation. You can’t just simply take it out of the 

van stored at 31 degrees and install it.”
That’s particularly important with wood 

and with carpet, since working with cold 
carpet is a difficult process, Johnson added.

Before, during & after
There are several ways for the installa-

tion to run smoothly, efficiently, on sched-
ule and without escalated costs, said David 
Jackson, vice president of field technical ser-
vices at DriTac Flooring Products. Prior to 
the installation, customers should prepare 
to remove anything that is of value, which 
should be transported somewhere else pri-
or to the arrival of the installers, he advised. 
Jackson added that following the installa-
tion, it is not the responsibility of the install-
ers to move these items back. Likewise, pets 
need to be put away safely from the site. 

It is also important to ensure the site is 
safe for installers. All electronics should 
be disconnected and unplugged before-
hand, and all tripping hazards should be 
removed. And, customers should be ready 
and willing to leave the site for much of the 
installation, Jackson said.

On installation days, using a trusted brand 
with a broad product portfolio provides in-
stallers, and ultimately the end user, with 
the results that they have envisioned. The 

Properly preparing a subfloor and mitigating 
moisture is an important installation step.

existing, imperfect subfloors. “Although floor 
prep often gets referred to as an ‘add-on,’ it is 
in fact one of the most important parts of the 
installation process,” said John Jarvis, tech-
nical services manager at Karndean Design-
flooring. He noted floor prep can include 
floor leveling, moisture testing, moisture 
mitigation and proper transition strips. 

Added Jarvis, “This is especially import-
ant to keep in mind today, given the rapid 
growth of the rigid core category, where 
subfloor preparation is minimal compared 
with other types of hard surface flooring.”

The adhesive used for each job should 
also be appropriate. There are many adhe-
sives in the market, but using the adhesive 
that is meant to go with the floor being in-
stalled is the only way to ensure its longev-
ity and protect the retailer from potential 
claims, should anything go wrong. 

“We’ve done the tests [on the adhesive] 
and that product will be warranted with 
that adhesive — the warranties work to-

gether,” Metroflor’s southeast district sales 
manager Kevin Parker told FCW. “Nobody 
cares until there’s a claim, for example if 
the floor is separating.” He urged retailers 
to remember a claim is 100 percent loss — 
the profit from five jobs could be equal to 
the loss from only one claim.

And, for floating floors, underlayments 
are key. As per Susan Stoeckl, installation 
services, Armstrong Flooring, the company 
offers comfort underlayments as “optional 
add-ons that can allow a floor to be adhered 
in opposing direction to a floating underlay-
ment, versus directly to the subfloor.” 

MP Global’s marketing specialist and ac-
count manager Deanna Summers added, 
“Matching the right underlayment perfor-
mance characteristics to the chosen flooring 
material needs to what the subfloor needs is 
probably the best winning formula to solve.”

As technology progresses, so too do the 
products available to aid the install. Novalis 
Innovative Flooring, for example, is offering 
advancements in stair nose technology. “At 
NovaFloor, we can now offer a rounded edge 
stair nose that is an exact match and can be 
added seamlessly,” said Kevin Phillips, direc-

tor of technical services for Novalis. 
Mannington has also invented ways to 

make stair installation a breeze. Its new SPC 
stair tread, Simple Stair, is a patent pending 
product that exactly matches the company’s 
SPC products because it is the same materi-
al, explained Zack Zehner, president of resi-
dential. “This [product] is addressing a real 
pain point for installers,” he added.

KeeP it Clean
Another great way to increase margins 

while also prolonging the lifespan of a floor 
is to offer the manufacturer recommended 
cleaning products to customers in store. In 
fact, some cleaning products have great per-
formance in addition to a great story. 

“Retailers can increase their revenue 
and customer satisfaction by offering the 
manufacturer’s recommended cleaning 
products that give back to a cause close 
to many consumer’s hearts,” said Rog-
er Young, Shaw Floors sundries category 
manager. He added that Shaw Floors offers 
a line of maintenance products that make 
a donation to St. Jude Children’s Research 
Hospital with every purchase. 
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