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MicroteC3 Rapid-Set, Flexible Tile and Stone Mortar

The New Standard in Exterior Cement-Based Technology!

• Highest levels of freeze thaw resistance -  
 150+ freeze thaw cycles!
• Maximum efflorescence resistance

• Outstanding rapid-setting properties,  
 even at temperatures as  
 low as 40 F°/ 5 C°
•  Heavy and driving rain-resistant  
 after only 2 hours!

724-203-5000 • www.ardexamericas.ca
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DEALS HAPPEN IN VEGAS and not just at the black jack tables. 
If you are attending The International Surfaces Event this month, 
your objective will be to play your cards right and come back to 

Canada Night at TISE 2018 in Las Vegas

Kick back with us 

COMMENTARY

eyes on the surprising number of Canadians that actually make 
the trek to Vegas.

Canada Night is a designated safe space where you can 
rest and talk without having to be “on” for pitches or pressures. 
You know where you can find those later.

Ultimately, we see this as our chance to fly the flag. Amer-
icans typically can’t see Canadians, even when we’re carrying a 
Tim’s coffee or wearing a Blue Jays jacket. We feel it is best if we 
help educate the Americans, and this is a great chance to do so.

See you (again) in a few weeks!

WHERE CREDIT IS DUE
On a different note, Coverings would like to point out that the  
article “Fly ash and flooring: Do they or don’t they mix?” in the 

November-December 2017  
issue should have been  
properly credited.  This article 
was previously published in the 
June 20, 2017 issue of NFCA.

The NFCA is the Nation-
al Floor Covering Association 
based in Surrey, B.C. Coverings 
magazine welcomes the par-
ticipation of the NFCA’s vibrant 
membership, whether sharing 
ideas as individuals or in future 
contributions to the magazine 
under the association umbrella. 

In fact, one of its members, Beatty Floors of Vancouver, B.C., talks 
about commercial floorcovering challenges from a west coast 
perspective in this issue’s feature story, starting on page 6.

Canada is a vast country to “cover,” and Coverings wants as 
many voices heard as possible. 

Comment at www.coveringscanada.ca

Canada with a winning hand. 
That’s why we go every year.

As we pointed out 12 months 
ago, one of the first things your sup-
pliers want to know at a trade show is 
where all the Canadians are.

And you can’t blame them. 
This is significant, because the 

time, energy and money that suppliers 
budget for marketing is proportional 
to their perception of the market. And 
Canadians are notorious for disappear-
ing in a crowd.

Trade shows are critical for mar-
keters, since, while no show will attract every poten-
tial buyer in the market, those attendees that do show 
up are clearly energized, responsive and motivated. 
This leaves the exhibitors at a loss if they know you are 
motivated but don’t know you are there, so marketing 
resources for Canadians get diverted to address others 
at the show.

On the other hand, as we noted last year, Cana-
dians don’t all want to have a target painted on their 
badge to attract aggressive pitches for products they 
don’t want. They have spent their own resources to 
attend, and they don’t have time to engage in every 
offered conversation. More than anyplace else, time is 
money at a show, and business owners and managers 
must budget their time carefully.

We at Coverings magazine have been battling 
this problem for years, and our solution for the third 
year in a row is Canada Night — a Canadians-only 
chance to sit down after the show on Tuesday, Jan. 30, 
at The Border Grill, right outside the trade-show doors. 
Have a beverage and snacks on us and put your own 

Mike Edwards
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THE COMMERCIAL FLOORCOVERING CLIENT can be just like a 
residential customer. Both are demanding, have different levels 
of product knowledge and both need your help — it’s just that 

the stakes are higher when a whole condo needs work 
compared to a single unit.

Economies of scale certainly make the commer-
cial flooring business attractive for Vancouver, B.C.-
based Beatty Floors, founded in 1929. 

Vance McCarthy, president at Beatty Floors, says 
his company has a residential showroom downtown 
open Monday to Friday that operates mainly on cli-
ent-based referrals. “It isn’t a big thrust,” says McCarthy, 
“over 90 percent of our business is commercial. 

“We are not open on weekends to cater to the 
retail shopper, but we still have the talent to kick in car-
pet — which is contrary to what we do every day.”

What Beatty Floors does do every day — and 
many nights — is service the rental replacement and 
downtown corporate TI (tenant improvement) market. 
“Most of it is putting down carpet tile and LVT,” says Mc-
Carthy. “We do a lot of work at night doing lift replace-
ment business for the general contractor who has to 
build out a new space.”

A good marketing tool for the business is to 
demonstrate how the company minimizes disruption 
to the client’s operations during lift and installation. Be-
sides repeat business, where the reputation of Beatty 

Flooring precedes itself, there is a video primer on its website for 
the uninitiated. “A lot of people feel that it’s a real infringement 
to their business to get that done and the video shows how 
simple it is. We work at night, as well as Saturday and Sunday, to 
replace the flooring. In the morning, you come in and your work 
is not interrupted. 

“A lot of people assume that they have to hire furniture 
movers to move everything out first.”

Many floorcovering retail outlets that serve the general 
public also serve the commercial market and thrive in both spac-
es. Carpet One Floor & Home in Oshawa, Ont., is one such retail-
er. General manager Guy Pylypiw explains that customers come 
to him from multiple avenues. 

“We get a lot of our leads now from our online marketing 
efforts,” says Pylypiw. “The store has been here since 1978 so a lot 
of contractors know that we are here.” The Carpet One location 
has also mined other industry contacts. “We talk to contractors 
who have been referred to us through other trades,” he says.

COMMERCIAL WORK OFTEN COMES to those that proactive-
ly enter bidding processes, a practise that Carpet One engages 
in on a frequent basis. “We are also active in going after work 
bidding on tenders at municipal levels,” says Pylypiw. He points 
to a website, www.bidsandtenders.ca, as a valuable resource 
to find contract work in the store’s region. (The Bids & Tenders 
site is heavily skewed towards, but not exclusively, the province 
of Ontario. Other services, such as the Alberta Purchasing Con-

Growth opportunity with  
economies of scale —  

if you have the courage  
to play a long game

CULTIVATING  
COMMERCIAL
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nection, are also available in Canada.)
“The vast majority of the municipal and regional govern-

ments around us, as well as different police forces, have all of 
their tender requests go on the site. We find the ones we are in-
terested in bidding on and take it from there.”

Pylypiw notes that his store has “a number of local design-
ers that we have dealt with some for quite a while,” as well as 
“bigger names in Toronto that we are doing a lot of work with 
now.” The national reach of Carpet One has also helped develop 
relationships with designers. 

Christopher Capobianco, sales consultant at wholesal-
er Spartan Surface of New York, N.Y., and Coverings installation 
columnist, works with architects and designers (A&D) all of the 
time. Since the A&D firms are listed, he is able to reach out and 
introduce himself. “I ask if I can come in and do a presentation,” 
says Capobianco. “That is one scenario where I am prospecting 
myself. The other scenario that is most common is where a pro-
spective customer is working on a specific project and finds a 
particular product on the internet and reaches out through that 
manufacturer’s website. I get the lead and follow it from there.”

However, unlike most wholesalers, Spartan has its own 
marketing department as well as “a very robust website,” he says. 
“One of the unique things about my company is that it is very 
large with 45 reps in 25 states.”

Once Capobianco has established himself with clients, 
they will have his samples in their library. “One of the things that 
I spend a fair amount of time on in my very first conversation 

with a lot of the interior designers,” says Capobianco, “is to tell 
them about myself and my history in the industry. In my particu-
lar case, it goes back to 1932 and my great-grandfather.”

At Spartan, Capobianco and his fellow reps are encour-
aged to sell their individual brand first before the brand of the 
company. “If people are comfortable with you as a rep and as a 
person to rely on, they are going to call you all of the time,” says 
Capobianco. “I encourage people to call me any time and it has 
nothing to do with the product that I sell. I’m usually able to 
get them comfortable with my experience.” So, when they think 
the customer needs vinyl flooring for a project, Capobianco 
goes through a process of learning about the project, use of the 
space, the client’s expectations, right down to the maintenance 
program. 

“I STEER MY WAY into whether a product is or is not appropriate 
for that use,” he says. “That is one thing I learned in seven years 
of doing complete inspections. A lot of the flooring failures that I 
saw were the result of the wrong spec. 

“Unfortunately, many reps that do what I do, or a flooring 
retailer or a commercial flooring retailer — someone who is rec-
ommending product — don’t have courage to talk someone out 
of a product. Being a strong enough resource for the client also 
involves saying no once in a while.”

One recurring problem for trustworthy commercial floor-
ing businesses is overcoming the race to the bottom on material 
price. “There is a massive influx of LVT suppliers in our market-
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place,” says McCarthy. “In my experience, it is super important 
to buy from a quality source than to seek the lowest prices out 
there. Usually that comes back to haunt you.”

THE WRONG SPEC sometimes isn’t about durability, according 
to McCarthy. “There is nothing worse than doing a big project 
with a nice light colour that isn’t going to be maintained. It’s a 
decision that was poor at the beginning and I think that it is bet-
ter to give them good counsel at the start than having an irate 
customer in five years that is unhappy with their purchase.”

McCarthy speaks bluntly about current market conditions. 
“We urge people to work with suppliers that have a reputation 
and would do the right thing should anything go wrong — 
versus the guys that are flying material in from China and have 
boatloads of 5 ml product that is under $2 a foot.”

Beatty Flooring is more interested in long-term relation-

ships with customers, according to McCarthy, than trying to do 
anything to close a sale. “I’m ok with losing a deal, but I don’t 
want to lose a customer.”

The west coast location of Beatty Floors, far from the 
headquarters of many suppliers, has lead the company to stock 
its own inventory of commercial carpet tile. “In 2011,” says Mc-
Carthy, “we went out on a limb and brought in 10 SKUs for stock 
and keep it at 10. We call this ‘right here right now.’ That has been 
a really good door opener for a lot of opportunities.

“By far its not the cheapest product out there, but it’s at-
tractive and there are never any claims.”

The thoughtful professionalism at Spartan, Beatty and at 
Pylypiw’s location contributes to their ongoing success.

“Right now, we are at about 25 percent commercial, up 
from 20 percent in 2016,” says Pylypiw. “A lot of our long-stand-
ing companies are continuing to grow.” 

CULTIVATING  
COMMERCIAL
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NAFCD announces 2017 Lifetime 
Achievement Award winner

Bob Wagner

 In November, the 
Chicago, Ill.-based 
North American 
Association of 
Floor Covering 
Distributors 
(NAFCD) recog-
nized Bob Wagner 
of Fishman 
Flooring Solutions 
in Baltimore, Md., 

as the recipient of the 2017 NAFCD 
Lifetime Achievement Award. Wagner 
currently serves as president and ceo at 
Fishman. His experience in the flooring 
installation business dates back to the 
mid-1970s, when he was trained as a floor 
covering installer while in high school 
and worked in his family’s flooring 
installation supply business. He is a strong 
believer in giving back to the flooring 
installation community, and is actively 
involved in industry affairs and is a past 
president of NAFCD. In his current 
capacity, Wagner oversees more than 210 
employees working in 35 locations who, 
since May 2012, own 100 percent of their 
company. The award recognizes an 
individual who has shown exceptional 
leadership and made outstanding 
contributions that have led to expanding 
the vision of the floor covering distribu-
tion channel.

Ivanhoé Cambridge begins major work 
to the Place Ville Marie Esplanade

 

at the Ardex training centre 
and Canadian headquarters in 

Mississauga, Ont., the CFCRA 
invited members to experience 
software training designed to 
streamline their businesses. 
Typically, the Georgetown, 
Ont.-based Canadian Floor-
ing, Cleaning and Restoration 
Association offers regular train-
ing sessions that help members 
improve their installation techni-
cal skills, but this time chartered 
accountant Etelvina Igreda (sec-
ond from left above) of Clever 
Accounting in Toronto, Ont., 
provided the instruction. Igre-
da’s clients include hardwood 
flooring installers, custom mill-
work and architectural business-
es, so her expertise comes with 
an inside knowledge of their op-
erations. She demonstrated how 
mobile apps can provide floor-
ing installers and estimators the 
ability to perform estimates and 
generate electronic invoices that 
can be signed in the field on 
any smartphone. “With online 
banking, you’re already using 
an app,” says Igreda. “Now you 
are just bringing them into your 
business.”

Initiating a new chapter in the “Projet 
Nouveau-Centre,” its plan for downtown 
Montreal, Que., Ivanhoé Cambridge has 
announced an investment of $200 million 
to revitalize the Esplanade and renew the 
commercial offering at Place Ville Marie. 
To execute this historic project, Montreal-
based Ivanhoé Cambridge has called 
upon Montreal firms Sid Lee Architec-
ture and Menkès Shooner Dagenais 
Létourneux Architectes. The revitaliza-
tion of the Esplanade is a new milestone 
in Projet Nouveau-Centre, Ivanhoé 
Cambridge’s plan to invest $1 billion in 
downtown Montreal. 

J+J Flooring promotes  
Ginger Gilbert to vice president  

Ginger Gilbert

Dalton, Ga.-based 
J+J Flooring 
Group, a diversi-
fied manufacturer 
of commercial 
specified flooring, 
has announced 
that Ginger Gilbert 
has been promot-
ed to vice president 
of Design & 

Development. Gilbert most recently 
served as director of Product Design. She 
is now responsible for all standard and 
custom product design and develop-
ment, product fulfillment and sampling, 
and overall product management and 
performance. She reports to J+J president 
David Jolly. 

Montreal firms win World 
Architecture Festival award  
Montreal, Que.-based CannonDesign 
and NEUF architect(e)s have announced 
that their recently opened new Centre 

Receiving the 2017 Inside World Festival of 
Interiors in Health and Education category 
— Azad Chichmanian (centre), architect 
partner NEUF architect(e)s and Gustavo Lima 
(right), architect partner CannonDesign.

CFCRA luncheon demonstrates  
apps that mean business
At its recent holiday luncheon hosted 

NEWS
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hospitalier de l’Université de Montréal 
(CHUM) has won the 2017 Inside World 
Festival of Interiors Award in the Health 
and Education category. In integrating 
existing facilities and adjacent heritage 
buildings, the judges recognized the 
new CHUM as an “urban experience of 
lively and accessible nature.” The Inside 
World Festival of Interiors is part of the 
World Architecture Festival (WAF) in 
Berlin, Germany, an event that brings 
together the best projects of the year 
from all over the globe in a competitive 
setting. This year marked the festival’s 
10th anniversary.

Boa-Franc receives grand prix honour 
at Quebec awards for second time

For the second time in a row, Boa-Franc, 
the 35-year-old Saint-Georges, Que.-based 
manufacturer of the Mirage brand of 
pre-finished hardwood floors, has received 
the highest award bestowed by the 
Quebec government on businesses and 
organizations that successfully apply best 
business practices. A Grand Prix in the 
small to medium-size independent 
manufacturing company category was 
presented to Boa-Franc in a ceremony at 
the Palais des congrès de Montréal in 
November. The award recognizes organi-
zational excellence and outstanding 
results, but Boa-Franc was further singled 
out by the jury for the quality of its 
strategic planning process and its atten-
tiveness to both customers and markets. 

Coverings show  
searches for talent under 35 
Coverings, the largest international tile 
and stone show in North America, is now 
accepting nominations for 2018 Rock 
Stars, an emerging leader program hon-
ouring young industry talent. Individu-
als under the age of 35 and currently 
employed by or as an architect, designer, 
distributor, retailer, contractor/installer, 
fabricator, specifier, trade association, or 
manufacturer in the tile or stone indus-

try are eligible for the award, and must 
be nominated by a colleague who is also 
active within the industry. Selected 2018 
Rock Stars and their nominators will be 
honoured at the Rock Star Awards Lun-
cheon during Coverings 2018 in Atlanta, 
Ga., from May 8-11. In addition to being 
profiled on the Coverings website for one 
year, Rock Stars will also receive a free one-
night hotel stay in Atlanta, Ga., for Cover-
ings 2018, social media promotion, inclu-
sion in a Coverings press release, and a 
dedicated Rock Star badge ribbon. A com-

mittee of industry leaders will select win-
ners based on individuals’ impact on and 
previous recognition within the indus-
try. To nominate a mentee or colleague, 
complete a submission form at coverings.
com/coverings-rock-stars. All nominations 
must be submitted by Monday, February 
5, 2018. Taking place in Atlanta for the first 
time in five years, the 2018 show will fea-
ture 1,100 exhibitors representing more 
than 40 countries and take over 450,000 
square feet of exhibition space at the 
Georgia World Congress Center.  

They say there’s  
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DESIGN

Where manual and fine art meet

Mindful museums
I go to a lot of museums. I see it as professional development. 
I’m kind of in that business myself. I design things and I try to do 
a good job. Museums collect and display things that are done 

Paul Epp

well and this sometimes includes my work, which is, of 
course, very gratifying and verifying. 

So, I could say that museums inspire me and 
encourage me to do even better. And 
I like being in the company of people 
like myself, even though they probably 
only exist in the present by the record 
of the work that they did in the past.

Because I look at art as well as 
design, the museums I visit sometimes 
are identified as galleries, rather than 
museums. In these cases, they will 
likely only display what is now known 
as fine art. These artefacts are intended 
to only provide aesthetic or intellectual 

stimulation, rather than fulfill any useful function. It is 
noted that visual and cerebral stimulation can be a use-
ful thing, but the distinction is usually clear. Note the 
word intellectual. It carries a lot of weight.

Useful things are produced through the exercise of 
the manual arts. Of course, painting and sculpture are 
produced manually too and at an earlier time, they 
were seen as trades and not glorified by the distinction 
fine. But now they are.

Some of the museums and galleries that I have 
visited have mixed things up a bit, and I enjoy that. 
There is sometimes a piece of furniture among the 
paintings, providing its own aesthetic and intellectual 
stimulation. And why not? Furniture can be a very de-
manding discipline and aesthetic accomplishment and 
not necessarily easier to create than painting a picture. 
As well, furniture can provide a very instructive (intel-
lectual) record of a period of time, reflecting a range of 
social and cultural values. Ceramics are also sometimes 
on display, and it is generally accepted that this manual 
art can be used to produce objects that are very aes-
thetically expressive. 

The distinctions we employ today have not al-
ways been so clear. It was really only with the onset 

of industrialization that a distinction was drawn between fine 
and applied arts. The disciplines of painting and sculpture, pri-
marily, were seen as useful skills that could be applied to the 
production of the useful things that industry was now so busy 
producing. Schools, like the precursor to OCAD University, were 
established with the aim of obtaining the most useful benefits 
of a training in art, whether it be fine or applied, although those 
terms were not necessarily used.

At the same time in the late nineteenth century that post-
secondary art schools were being established, a program of 
manual training in some secondary schools was being initiated. 
This curriculum was intended to emphasize the benefits of tan-
gible experience and actually doing things rather than restrict-
ing one’s education to thinking and talking.

But along the way, the manual training courses became voca-
tional training and students were streamed into either academ-
ic- or trades-related courses. Because I did well academically, I 
chose that route, thinking that it would provide me with a better 
route off of the farm. But I was envious of some of the projects 
that some of the other students got to do. When I elected to 
go to a design school, I was actually counselled by the school 
against this choice, the argument being that with grades like 
mine, I did not have to go down a manual path.

A bias and hierarchy had been established that privi-
leged the intellectual over the manual. The mind over the hands. 
Whereas at one time it was accepted that there were important 
benefits to developing both, now it seemed that manual de-
velopment was for the losers. And to compound this view, the 
(manual/vocational) shops were removed from the secondary 
schools and replaced by computer labs.

So now we have a situation where the actual production 
of our goods is imperilled by the scarcity of workers that are will-
ing to accept a career that employs the use of their hands. There 
are plenty of former students with PhDs in Philosophy (as only 
one example) that can’t find jobs while the wood industry (as 
another example) suffers from a lack of workers that are willing 
to choose this type of employment.

This is why I go to museums. They make me think about 
many different things. 

Paul Epp is an adjunct professor at OCAD University,  
and former chair of its Industrial Design department.
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Domotex Asia/Chinafloor, the annual hub for Asia-Pacific 
flooring professionals in Shanghai, China, is now welcoming 
visitors to register for the 2018 edition, March 20-22. To be held 

Floorcovering portal to the Far East 

Domotex Asia/Chinafloor 

SHOWS

at the Shanghai New International Exhibition Centre, 
with a total of 150,000 square metres of exhibition 
space filled by 1,400 exhibitors from 40 countries, this 
year marks the 20th anniversary of the event. 

To celebrate, more than 100 pre-registered 
visitors will be granted signature VIP access and 
receive invitations to concurrent conferences and 
festivities during the show. To register, guests can visit  
www.domotexasiachinafloor.com/ 
content/visitor-pre-registration. 

Management of the show expects 2018 global 
visitor registration and attendance to exceed last 
year’s results. Since last year, it signed on new inter-
national pavilions — Croatia and Iran — and hopes to 
organize more country marquees to join the ranks of 

Canada, Germany, Switzerland, the U.K., U.S., and Italy. 
The wide range of products, combined with a high-level 

comprehensive events’ program, attracted 54,529 professional 
visitors to the 19th edition of the show last year. The visitors’ pro-
files of Domotex Asia/Chinafloor can be categorized into buyer, 
agent, distributor/wholesaler, retailer, franchise dealer, architect/
designer, contractor/project manager, real estate developer, 
owner, government official, association and manufacturer.

With the purpose of unveiling future products in carpet, 
wood and resilient flooring, the InnovAction Flooring Cam-
paign and high-profile displays will be located in three loca-
tions throughout the exhibition.

The Materia exhibition at the show will demonstrate 
the innovation and creative combination of raw materials that 
make surfaces more environmentally-friendly, water/fire-proof, 
flexible and durable. Materia will provide an opportunity to see 
and even touch these materials — metals, ceramics, plastics, 
wood and others, all varying in texture, structure, resistance, 
weight, and acoustics.  
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LAW

Jobs Act, also known as Bill 148, which is intended to 
update workplace laws across Ontario. Further, the 

increase to the minimum wage is only 
one small part of many other aspects 
of the employment landscape that 
will be changed.

At the time of writing this ar-
ticle, Bill 148 has not yet received 
Royal Assent into law, but despite 
the scrutiny it must still withstand, 
many of the items covered below are 
expected to form a part of the final 
version. The Fair Workplace, Better Job 
Act would make significant changes 

to the Employment Standards Act and the Labour Rela-
tions Act, which will have a major impact on your busi-
ness operations. Accordingly, we will discuss some of 
the major changes expected to take effect between 
January 1, 2018 and January 1, 2019. 

Firstly, Bill 148 will have a significant impact on 
the minimum wage by increasing it from $11.40 to 
$14.00 per hour on January 1, 2018, and then $15.00 
per hour on January 1, 2019. While this may leave 
business owners very concerned, there will be wage 
exemptions for specific classes of workers, including 
servers and students. 

Protection for part-timers
The principle of “equal pay for equal work” will be en-
shrined within Bill 148 as employers will no longer be 
able to pay workers differently based on employment 
status (i.e. full-time, part time, casual, temporary and 
seasonal). Typically, employers will pay their non-full-
time staff at a different rate compared to others. With 
these changes, all employees regardless of status, 
will have to be paid the same if they are doing similar 
work. However, factors such as seniority and merit 
can be used to justify a difference in wage amount 
paid to specific employees. 

The legislation also aims to reduce unpredictable work 
schedules as the same has been recognized to have a nega-
tive impact on employees. The employer will be required to 
provide  three hours’ pay if a shift is cancelled within 48 hours 
of its start time. Further, this will apply to employees who are 
on-call and have their status cancelled within that time period. 
However, the three-hour penalty will not apply where the can-
cellation is due to reasons beyond the employer’s control (i.e. 
weather conditions). Additionally, after three months of em-
ployment, an employee will be able to request both a schedule 
and location change without any repercussion. In some cases, 
collective agreements that are currently in place within the 
work environment will take precedent over the new provisions. 

There are currently discussions regarding exemptions 
for certain jobs with respect to overtime payments and other 
aspects of the Employment Standards Act; namely, architects, 
domestic workers, managerial and supervisory employees, 
pharmacists, and residential building superintendents and 
caretakers.

Currently, employees are entitled to a minimum of two 
weeks off and four percent vacation pay. Bill 148 will increase 
these minimums for employees with five or more years of ser-
vice to three weeks per year with vacation pay at six percent. 

Enhanced emergency leave
There are also changes with regards to personal emergency 
leave that will be introduced. Bill 148 will maintain the current 
entitlement to 10 days of personal emergency leave, but will 
require that two of those days be paid leave. Currently, personal 
emergency leave is only available in workplaces with 50 or more 
employees, but the new Bill will eliminate this threshold and al-
low application to all workplaces across Ontario. Employers can 
ask for a doctor’s note in connection to the employee’s personal 
leave, but they cannot require the employee to produce a note. 

Further, an employee with at least six months of ser-
vice will be entitled to unpaid leave for up to 104 weeks in 
the event of a child death or crime-related disappearance of 
a child. Additionally, employees with at least 13 weeks of em-
ployment who are victims of sexual or domestic violence will 
be entitled to unpaid leave for up to 15 weeks. In these cases, 
the employer can request reasonable evidence and must be 
given advanced notice by the employee. 

At this point, many of us have heard about the increases to 
the minimum wage that will be taking effect across the prov-
ince of Ontario. This change is part of the Fair Workplaces, Better 

Bill 148: Labour law in Ontario

Big changes coming 

David Alli
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Other changes include increasing the entitlement un-
der family medical leave from eight weeks of unpaid leave in 
a 26-week period to a maximum of 27 weeks of unpaid leave 
in a 52-week period. Other increases have also been made to 
pregnancy and parental leave entitlements. The current six 
weeks of leave applicable to employees who suffer stillbirths or 
miscarriages will be increased to 12 weeks. Also, 26 additional 
weeks will be added to the length of parental leave. 

Currently, employers utilize independent contractors for 
a variety of reasons. Generally, an independent contractor is 
not entitled to the protections under the Employment Stan-
dards Act, such as notice and severance pay when the contract 
is terminated. This has motivated some employers to enter into 
independent contractor agreements despite the reality that the 
independent contractor is essentially an employee or depen-
dent contractor committing all of their time to the employer. The 
proposed legislation will attempt to prevent employers from 
treating someone who is essentially an employee or dependent 
contractor as an independent contractor. There will be penalties 
for employers who try to misclassify their employees to avoid 
their obligations under the Employment Standards Act. 

Card-based union certification
Changes will also be made to the Labour Relations Act in con-
nection to union certification. For most industries, a voting-
based process is used to cast votes for or against union-
ization. Bill 148 proposes that the card-based certification 
system, as seen in the construction industry, be expanded to 
other industries including, building services, community ser-
vices, home case and temporary agencies. The justification is 
based on the suggestion that card-based certification will de-
crease the ability of the employer to influence the voting em-
ployee population. There are also further proposed changes 
that would require employee lists and contact information to 
be provided if the union can show they have the support of 
at least 20 percent of employees. 

Being proactive is the best way to deal with the chang-
es that are coming as a result of Bill 148. While we do not 
know precisely what the state of the law will be, your busi-
ness can start to update its current Human Resource Poli-
cies and employment contract templates to reflect the new 
requirements. 

This area of law is evolving, literally as I write this article. 
Therefore, it is crucial that you seek legal assistance in order 
to minimize the risk of liability in the future. 

David Alli of Brampton, Ont.-based Lawrences represents  
and advises employers in all areas of employment law.
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tion of flooring professionals whose 
purpose is to identify, train and certify 
flooring installers according to skill 
and knowledge, and to provide the In-
dustry with educational programs that 
enhance the ultimate goal of custom-
er satisfaction.

The CFI has a wide range of 
classes. The association offers many 
flooring installation certifications and 
its certification carries with it the at-
titude and philosophy represented by 
the acronym PRIDE: Professionalism, 

Responsibility, Integrity, Dependability and Education.

The CFCRA has planned the first classes starting the week 
of February 26 and 27, with the Introduction to Substrate and 
Subfloors that will be eligible for either the CFI certification 
or the IICRC certification. This class will be presented by Paul 
Pleshek and Seth Pavarnik, both accredited instructors from 
the Neenah, Wisc.-based National Association of Floor Cover-
ing Training (NAFCT). This will be followed by a resilient floor 
installation class for CFI certification. The following week will be 
residential and commercial carpet installation taught by three 
CFCRA members followed by a hardwood/laminate installation 
class held by Drew Kern. All these classes will be two days long.

We will be making every attempt to team up with the re-
gional associations to enable them to hold these same classes 
for their members in their own region so that travel and time can 
be kept to a minimum.

In Ontario, we have confirmed that there are government 
grants available to cover the costs of these classes.

The CFCRA is now authorized and accredited by the Interna-
tional Certified Flooring Installers Association (CFI) to offer their 
flooring certification classes in Canada. The CFI is an organiza-

CFCRA

CFCRA brings CFI classes to Canada

Train for certification

Lee Senter,  
CFCRA President
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Our hope is to offer much needed floorcovering installa-
tion education and tricks of the trade that just does not seem to 
be available to the average installer. We do want to ignore that 
there are still the INSTALL flooring installation programs avail-
able through the carpenters’ union.

More good news for the industry. We attended IIDEX 
and at the show ran across Viking Recycling, a company that is 
looking for carpet to recycle. The lack of easy access to recycled 
carpet removed from sites has been a major problem for many 
retailers and distributors, so we plan on helping improve the ac-
cessibility to recycle product and plan to facilitate this issue.

Our association’s executive director, Sharon Fenton, and 
our newest director, Jack Pilcher, spent their time at IIDEX push-
ing the flooring industry’s trade association by offering hand-
outs and listening to the concerns of the decorators and speci-
fiers walking the show. 

The most common concern was lack of installers and lack 
of easy access to installation classes. This comes as no surprise. 

We are pleased to announce that Shaw Industries will be 
back in Canada with their Total Care Solutions program in Otta-
wa on Feb. 22 and in Montreal on Feb. 23. This program is aimed 
at both service providers and property managers. We hope that 
everybody helps spread the word.

On another note, I would like to commend the B.C. Flooring 
Covering Association’s work on the updating of the NFCA Floor 
Covering Reference Manual. We are hoping that this manual be-
comes the standard of the day in Canada and encourage every-
body to help the association in the updating and development 
of the manual. 

Surfaces, the largest trade show of the flooring industry 
in North America, is fast approaching. I am hoping everybody 
attending the show will make an effort to meet at Canada Night 
at the show. It’s time to further the efforts made by Coverings 
magazine, the CFCRA, the NFCA, the flooring manufacturers and 
distributors and all the regional trade associations to get closer 
together and pool our resources for the betterment of the floor-
ing industry. 

The Canadian Flooring Cleaning and Restoration 
Association (CFCRA) was preceded by the Flooring Institute of 
Ontario (FIO), a not-for-profit organization which proudly  
served the needs of flooring industry professionals in Ontario 
since 1962. www.cfcra.ca

Register for free at coverings.com
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INSTALLATION

Avoiding common assumptions

Recycled buildings

or an old factory is converted into retail, offices or 
apartments. This is a way of recycling 
old buildings and the practice is widely 
known as “adaptive re-use.” Often exist-
ing wood or concrete floors that had 
never been covered before are being 
covered with a variety of floor cover-
ings. Proper testing, preparation and 
planning will prevent poor perfor-
mance and the results will be some-
thing to be proud of.

In the case of concrete slabs, 
the assumption is often made that an 

old slab has “cured” or “dried” a long time ago, so there 
should be no problems as far as moisture is concerned. 
Nothing could be further from the truth. Moisture-re-
lated failures happen frequently in old buildings when 
someone assumed moisture testing was not necessary 
because of the age.

If the slab is on or below grade, meaning in contact with 
the earth, it may have been designed without a vapor retarder 
under the slab. The vapour retarder blocks moisture vapor from 
passing through from the ground through the slab during the 
process of evaporation. Whether the building is in a desert or 
right on the water, there is always water in the form of vapour 
moving from the ground to the sky, and the vapour retarder 
slows down that process. Of course, if the slab is intended to be 
left “as is” (such as a warehouse, parking area, a patio or side-
walk), the extra time and cost for sub-slab moisture protection 
would be necessary. However, if you cover that slab with any 
type of floor covering, you trap the moisture and the alkalinity 
that often travels to the surface with it, and all kinds of problems 
can develop. 

So, before starting to work on a space that’s never had a 
floor covering, ask questions, do moisture tests and prepare for 
a possible moisture mitigation project. This applies regardless 
of the type of floor covering being installed. For example, don’t 
assume that so-called “waterproof” floating LVT or a carpet over 
pad would be immune to moisture issues. Moisture underneath 
a floor covering can lead to issues such as mold or bacterial 
growth, even if the floor covering itself is “waterproof.” 

Buildings that were once factories, mills, breweries or ware-
houses are increasingly being converted to occupied space. 
Sometimes a company expands office space into the warehouse 

Christopher
Capobianco

Moisture related failures 
can happen regardless of 
the age of the building. In 
this case, adhesive beneath 
a vinyl plank floor could 
not tolerate high moisture 
levels.

In this old building, extensive repairs to the existing concrete were 
needed. To prepare for floor covering installation, the slab must 
be treated with a moisture mitigation system first. 
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Never forget that the industry standard, ASTM F710 (Pre-
paring Concrete Floors to Receive Resilient Flooring available at 
www.astm.org) is very clear; “Concrete floors to receive resilient 
flooring shall be tested for moisture regardless of age or grade level,” 
and this applies to every other type of floor covering too, not 
just resilient. Second, when in doubt, check with manufacturer 
for guidelines on what the moisture limits are for patching/level-
ing compounds, adhesives and floor coverings. 

Another potential problem with concrete slabs can be 
contamination. Existing dirt, paint, sealer, adhesive or residue 
needs to be cleaned off. Just patching over it is not enough be-
cause the patching compound may not adhere to whatever is 
there; abrasive cleaning such as bead blasting or grinding may 
be necessary. In severe cases, oil or chemical contamination 
from some kind of manufacturing or other use of the building in 
its past can really create complications. 

Over old wood subfloors, a careful inspection is the first 
step before planning the floor installation. Whether the exist-
ing floor is a board subfloor or plywood, all loose boards need 
to be re-nailed into the joists and any damaged or rotted sec-
tions must be removed or replaced. If the subfloor is over a crawl 
space, an inspection needs to be done beneath the floor as well. 

A well-ventilated airspace with a vapor retarder over the ground 
is a must. Without it, moisture has nowhere to go but up, which 
can affect the entire flooring system, causing swelled underlay-
ment, soft spots, squeaks or worse – rot or mold.  

The next step will depend on what the finished floor will 
be. In the case of resilient flooring, the total thickness of the sub-
floor and underlayment should be at least 1 in. If the new floor 
covering is going to be fully adhered, you will almost always 
need to install new underlayment that is specifically made as 
a resilient floor underlayment, with a manufacturer’s warranty. 
Over a board subfloor where the boards are 3 in. wide or less, ¼ 
in. thick plywood is the minimum. For boards wider than that, 
3/8 in. or thicker is required. Over old plywood, use a thickness 
that will get you over the 1 in. minimum.  

Christopher Capobianco has been in the floor covering  
industry since the 1970s in various roles including retail and 
commercial sales, technical support, consulting, journalism, 
education and volunteer work. He currently is part of the  
sales team for Spartan Surfaces in New York City. You can reach  
him via christopher@SpartanSurfaces.com.
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The International Surface Event (TISE) in Las Vegas, Nev., 
on Jan. 29-Feb. 1, is a mega event comprised of three trade-
shows, all under one roof. Comprised of Surfaces, StonExpo/

Marmomac and TileExpo, organizers say that there 
is nowhere in the industry which combines this level 
of products — over 800 brands — services, educa-
tion and demos for the floorcovering, stone and tile 
industries.

Many business professionals bring their entire 
teams for annual meetings and to train their staff in 
the industry’s premiere learning program, the TISE Ig-
nite Education Program.

Surfaces is the flooring event serving all of the 
floorcovering industry. It brings together buyers and 
sellers from around the world to see the latest prod-
ucts, tools, trends, services and technologies. The of-
ficial sponsor of Surfaces is the World Floor Covering 
Association, the industry’s largest advocacy organi-
zation representing floorcovering retailers, contrac-
tors and allied service providers throughout North 
America. 

StonExpo/Marmomac is the event for the 
stone industry professional, featuring specialty stone 
and machinery areas with exhibitions of stone and 
stone supplies from 7 countries, plus stone tools, 
equipment, services and demonstra-
tions from leading manufacturers and 
associations. Home to the MIA+BSI 
annual meeting, the official sponsors 
are the Marble Institute of America 

(MIA) + the Building Stone Institute (BSI), and the Natural Stone 
Council. 

TileExpo is the newest tile industry event in the U.S. 
serving distributors, retailers, installers, builders and design 
professionals. This event features tile manufacturers and sup-
pliers displaying products from artisan to ceramic, decorative 
to glass, and others. Official sponsors of TileExpo are the Ce-
ramic Tile Education Foundation and the National Tile Con-
tractors Association.

TISE is also the place for where we Canadians can con-
gregate away from home. Come join us at the third annual Cov-
erings Canada Night on Tuesday, Jan. 30, from 5:00-7:00 p.m. 
at the Border Grill restaurant. The location is just outside the 
Mandalay Bay Convention Center on your right as you head 
out after the show. Drinks and munchies for Canadian del-
egates are free courtesy Coverings magazine, with the valued 
support of our sponsors. 
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SHOWS

Floorcovering show offers opportunity

TISE 2018 Las Vegas
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TTMAC

Update on standards, test methods 

New handbook for tile industry
By Dale Kempster

of. There have been a lot of developments, making it an 
exciting time to be in the tile industry.

First, you should be aware that there is a new 
installation standard for large format gauged porce-
lain, the ANSI A 108.19 “Interior Installation of Gauged 
Porcelain Tiles and Gauged Porcelain Tile Panels/Slabs 
by the Thin-Bed Method bonded with Modified Dry-Set 
Cement Mortar or Improved Modified Dry-Set Cement 
Mortar.” This standard was launched at Coverings 2017 in 
Orlando, Fla., and was one of the fastest ANSI standards 
created for the tile industry, taking less than three years 
to complete. Following this will be another ANSI stan-
dard for the same materials in exterior applications.

Next there is a new stand-alone standard for 
the Dynamic Coefficient of Fric-
tion (slip resistance) designated 
ANSI A326.3, which is particularity 
timely as it includes a procedure 
to conduct field tests with the BOT 
3000e portable digital tribometer. 
Amazingly, this standard can be 
downloaded for “free” from the Tile 
Council of North America (TCNA) 
website by going to http://bit.
ly/2AY5zd0. Normally, you cannot 
download anything for free from 
ANSI, so take advantage.

Also being worked on cur-
rently, and not too far from being 
ratified, is a new standard for uncou-

pling membranes by the MMSA and ISO in parallel. For the 
ANSI standard, it will be mandatory to conduct the F147 
and F148 test methods from the TCNA handbook or the 
equivalent in the TTMAC 09 30 00 manual referred to as 
313F sub-detail D. For those suppliers and manufacturers 
that have what they consider to be uncoupling mem-
branes, I highly recommend that you go to TTMAC head-
quarters in Concord, Ont., and have it conduct testing on 
a wood assembly on a single layer of 15 mm of plywood 
sheathing or OSB meeting CSA requirements on joist 406 
mm o.c. If that test is passed (minimum residential rating 3 
cycles or more under ASTM C627), then have the next test 

conducted — a single layer 20 mm subfloor on joists spaced on 600 
mm o.c. This new test method will have also have new shear require-
ments and vapor transmission testing.

Another standard which is about to be revised is ANSI A 
118.12 for “Crack Isolation Membranes for Thin-Set Ceramic Tile 
and Dimension Stone Installation.” Key to this revision will be the 
crack bridging test that will be utilizing the Universal Floor Tester 
which the TTMAC (newest version) and the TCNA (original version) 
have possession of. The new test will have the membrane sub-
jected to a crack in a 1.21 x 1.21 m slab, opening and closing at a 
designated rate and opening. For instance, one possibility would 
be a 3-mm gap opening and closing, at a rate of 1 mm per hour. In 
addition, the Robinson Floor Test would be run possibly when the 
crack is closed or when the crack has been fully opened. This test 
is particularity significant as there are some products in the indus-
try that are marketed as being able to bridge cracks that are 6 mm 
or even 12.5 mm in width. 

For the 09 30 00 Tile Installation Manual revisions for 2018-
2019 edition that are commencing, one new detail will be for the 
installation over access panels commonly used to hide duct work, 
electrical conduit and other HVAC components. The only testing 
apparatus at the moment that can conduct this test is the Univer-
sal Floor tester which can only be conducted in Canada by the  
 TTMAC. Please call Violeta at the TTMAC (violeta@ttmac.com or 
905-660-9640) to get details and cost to have your tests conducted.

The last big development is the publication of a brand-new 
handbook by the TTMAC called “The TTMAC Tile Installer Technical 
Handbook.” This new publication is specifically targeted to the tile 
installer’s everyday challenges and topics such as substrate issues, 
membranes, grout problems, exterior applications and special in-
stallation procedures, as well as many other important topics. The 
manual is organized in a very common-sense format starting with 
“Problem, Cause, Cure and Prevention” and in addition, the Tem-
plates for Issue section includes specific letters to address prob-
lems or situations in which the contractor has to inform the owner/
architect/general contractor. This handbook is the Canadian ver-
sion of the NTCA (National Tile Contractor Association) Reference 
Manual in the U.S. The NTCA graciously gave the TTMAC permis-
sion to revise and change its publication for the Canadian market.

That’s it for now, have a fantastic 2018! 

Dale Kempster is chairperson of the Technical Specifications  
and Research Committee at the Terrazzo Tile and Marble 
Association of Canada (www.ttmac.com) and can be reached  
at dkempster@schluter.com.

Over the last few years there has been a lot of work conducted 
by various tile associations. This work has resulted in new stan-
dards, revisions and a new handbook that you should be aware 

The TTMAC Tile Installer 
Technical Handbook targets 
the everyday challenges of 
tile installers.
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Solid hardwood flooring
 

Solid 3⁄4-in. hardwood flooring from Black 
Bear Flooring is grown, harvested and 
crafted in Canada and is backed by a 
20-year warranty. Standard widths are 
available in a 2-1⁄4, 3-1⁄4, 4-1⁄4 and 5 in. face. 
Wide plank widths come in 6, 7 and 8 in. 
Custom widths can be manufactured and 
take from 6 to 10 weeks for delivery, 
depending on availability. Random 
lengths vary from 12 in. to 6.5 ft. The hard-
wood is tongue and grooved and 
end-matched with micro bevel or 
square-edged. The finish is composed of 
seven coats of factory-applied UV cured 
aluminum oxide based urethane. Various 
sheens from low luster to high glossa. A 
wire brush technology pre-finished 
technique is also available. Various 
standard colours, custom colours and 
colour match technology can be ordered.
www.blackbearflooring.ca

Self-levelers available in three varieties
 

Three new self-levelers from the Mapei 
Ultraplan self-leveling underlayment 

series are for contractors that need to 
apply a skimcoat quickly over a large 
surface, complete surface preparation 
under short time deadlines or require a 
lightweight self-leveling underlayment. 
The company says that Ultraplan LSC 
spreads quickly and easily, reducing the 
need for hand-applied skimcoating, while 
Ultraplan QuickTraffic is ready for all types 
of floor-covering installations in as soon 
as 1 to 3 hours after placement. It adds 
that Ultraplan Lite spreads easily and 
dries to about 50 percent of the density of 
traditional self-leveling underlayments, 
making it suitable for substrates that are 
not rated to carry a full weight.
www.mapei.com

Laser measuring tools  
have a range up to 165 feet

 

The pocket-sized Bosch Blaze One and 
Blaze Pro laser measurement tools offer a 
165-foot range, accuracy up to ±v in., a 
backlit display and professional features. 
The Blaze One is a one-button measure-
ment tool that offers real-time measure-
ment, which adjusts measurements the 
closer to or farther away from the target 
the laser measure is located. The Auto 
Square function automatically calculates 
square footage for determining room 
sizes and material purchase estimates. 
The Blaze Pro tool provides real-time 
point-and-shoot measurement, plus area, 
volume, indirect measuring functions and 
a 10-measurement storage capability. The 
laser measure also includes addition/
subtraction functionality.
www.boschtools.com 

Decorative resilient flooring  
in sheets and tiles

Five new flooring looks have been 
introduced to the Mannington resilient 
and LVS line-up. A reproduction of 
12-inch encaustic tiles used throughout 
Europe for centuries, the Deco look is 
available in both traditional resilient 
felt-back as well as fibreglass luxury vinyl 
sheet (LVS). Lattice is an art deco small-
scale basket weave pattern, combining 
the look of natural Carrara marble with 
colourful insets and is available in both re-
silient felt-back as well as fibreglass LVS. A 
stylish blend of colour, texture and form, 
the Hive look is a linear limestone look 
with rectified grout lines in a honeycomb 
pattern. The Horizon look is said to 
capture the organic subtleties of raw 
concrete, mixing light with shadow and 
smooth with rough to create a sophisti-
cated industrial feel. Niagara is a traver-
tine tile look with realistic detail and 
beautiful color variation. 
www.mannington.com

Soft carpet has durable fibres and 
Mediterranean influences
 SmartStrand Silk Reserve from Mohawk 
is said to be the company’s softest carpet 
ever, born from the maximum durability 
of the SmartStrand fibre. The carpet 
includes an array of whites, creams, 
taupes, grays and blues in complemen-
tary shades with new patterns influ-
enced by Mediterranean architecture to 

PRODUCTS
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complete the sophisticated look. 
Features include a pattern repeat of 0 
width x 0 length, pile height of 0.75 in. 
and sustainability rating of CRI Green 
Label Plus.
www.mohawkflooring.com

Waterproof tub surround  
simplifies upgrades 
Kit for waterproofing tub surrounds from 
Schluter provides a simple upgrade that 
is said to pay dividends for the home-
owner. The Schluter-Kerdi-Tubkit creates 
a bathroom area that is hygienic and 
maintenance-free and has a luxurious 
look that can’t be matched by other 
materials, the company says. The main 
component of the kit is a roll of 

Schluter-
Kerdi, a 
sheet-ap-
plied 
waterproof-
ing mem-
brane made 
of pliable 
polyethyl-
ene that is 
covered on 
both sides 
with fleece 
webbing. 
The 

membrane is used to waterproof the 
walls before the tiles are installed. The 
sheet membrane is applied to the walls, 
using thin-set mortar. The kit also 
includes a tube of Kerdi-Fix sealing and 
bonding compound to create a water-
proof seal around the tub flange. Other 
components in the kit are a 4-1⁄2 in. 
mixing valve seal and a 3⁄4 in. pipe seal. 
www.schluter.com 

Notch trowels for a variety of tile sizes

Notch trowels from Custom Building 
Products are available in three sizes to 
cover different tile sizes. The hand tools 
have a patented notch pattern for better 
contact, save time by potentially eliminat-
ing the need to back butter tile, are made 
of steel, and have a SoftGrip handle to 
reduce fatigue. The small size trowel is 
equivalent to 1/4 x 1/4 x 1/4 square-notch 
thin-set for tile up to 8 in., the medium 
trowel is equivalent to 1/4 x 3/8 x ¼ in. 
square-notch thin-set for tile from 8 to 16 
in., and the large trowel is equivalent to 
1/2 x 1/2 x 1/2 square-notch medium bed 
mortar or large format tile mortar for tile 
larger than 15 in.
www.custombuildingproducts.com 

BEAST 10" WET TILE SAW

39" Rip Cut

24" x 24" Diagonal Cut

Precise and accurate cuts

Only 84 lbs

“Never have i used a wet tile saw

that cuts as precise as the Beast.”

— Doug Watt, Edmonton, Canada

Contact us at 800-850-2044  |  Lackmond.com  |
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 The report, Exterior Wall Systems Market by Type (Ventilated, 
Non-Ventilated, and Curtain Wall), Material (Glass Panel, Metal 
Panel, Plaster Boards), End-Use (Commercial, Residential, and 
Industrial), and Region — Global Forecast to 2022, reveals the 
market size is expected to grow from $186.02 billion US in 
2017 to $278.82 billion by 2022, at a CAGR of 8.43 percent.  
—MarketsandMarkets

 In the new study, Global Plumbing Fixtures & Fittings Market, 
6th Edition, China is reported to be by far the largest exporter 
of plumbing products in the world, running a $3.4 billion US 
trade surplus for 2016. China is the leading exporter of these 
products to the U.S., which is the second largest consumer of 
plumbing products in the world. —Freedonia Group

 Total residential building permits issued in the U.S. were 
1.297 million in October, up 5.9 percent from September.  
—National Association of Home Builders

 Single-family housing starts in the U.S. in October were 
877,000, up 5.3 percent from October 2016.  
—National Association of Home Builders

 Posting the fastest gains in new housing construction of any 
global region, the 4 percent annual growth projected for new 
housing units in North America through 2021 will be driven 
by above average household formation in Mexico as well as 
strong construction activity in the U.S. The size of an aver-
age North American housing unit is forecast to grow to 145 
square metres in 2021, making North America’s existing floor 
space the second largest, behind only the Asia/Pacific region. 
— Freedonia Group

 In the third quarter of 2017, order bookings at members of 
the German machine tool industry rose by 13 per cent com-
pared to the previous year’s equivalent period. Domestic or-
ders were up by 31 per cent and exports by 5 per cent during 
this year’s period. —VDW

 The global flooring market to reach $326.38 billion US by 
2020. In the last few years, end-users have been shifting from 
traditional flooring and moving towards eco-friendly and 
cost-effective flooring materials that include cork, bamboo, 
linoleum, polyester, glass, reclaimed hardwood and rubber. 
—Million Insights

 The global building and construction sheets market is ex-
pected to reach $195.15 billion US by 2025, according to 
a new report. The increasing spending in the construction 
industry in developing economies is expected to drive de-
mand. —Grand View Research 

 The value of building permits in Canada rose for a second 
straight month, up 3.5 percent to $8.2 billion in October. Year-
over-year, permits rose by $85 million to $8.225 billion.  
—Statistics Canada

 Investment in residential construction in Canada totaled 
$35.8 billion in the third quarter, up 9.1 percent compared 
with the same period in 2016 and the largest increase since 
the fourth quarter of 2012. —Statistics Canada

 Between 2012 and 2016, 21.1 percent (63,172,059) of the 
U.S. population age 5 and older spoke a language other than 
English at home, an increase from 20.3 percent in the 2007-
2011 American Community Survey five-year estimates data. 
—U.S. Census Bureau

 Canada’s gross domestic product (GDP) rose 3.3 percent in 
September over the same period last year. —Statistics Canada

 While retail sales in Canada edged up 0.1 percent overall to 
$49.1 billion in September, sales at building material and gar-
den equipment and supplies dealers (2.6 percent) and furni-
ture and home furnishings stores (2.3 percent) were record-
ed. This was the third gain in four months at building material 
and garden equipment and supplies dealers.  
—Statistics Canada

 Global demand for vinyl flooring is forecast to rise 4.4 per-
cent per year to 3.0 billion square metres in 2021, exceeding 
the global flooring average pace. The increasing popularity 
of luxury vinyl tile will continue to bolster demand, spurring 
growth even in mature markets such as the U.S. and West-
ern Europe. Vinyl flooring will continue to be popular in the 
North American market, representing 37 percent of all floor-
ing demand by 2021. —Freedonia Group

 
 Following a brief dip in revenue in September, billings at U.S. 

architecture firms advanced in October. The AIA Architecture 
Billings Index (ABI) was 51.7 for the month, up from a 49.1 
reading the prior month. Through 10 months of the year, the 
ABI has posted gains in eight. —American Institute of Architects

 The report, Impact Resistant Glass Market by Interlayer (Polyvi-
nyl Butyral, Ionoplast Polymer, Ethylene Vinyl Acetate), End-Use 
Industry (Construction & Infrastructure, Automotive & Trans-
portation), and Region — Global Forecast to 2022, shows the 
market is estimated to grow from $18.60 billion US in 2016 
to $29.18 billion US by 2022, at a CAGR (compound annual 
growth rate) of 7.8 percent during the forecast period.  
— MarketsandMarkets

BULLETS
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OPERATING IN 35 COUNTRIES, Nando’s is an international 
restaurant chain that originated in South Africa, known for its 
Portuguese-style flame grilled chicken and welcoming hospi-

Design flash adds warmth to dining experience

Multiculti material mix

THEN-AND-NOW

to, Ont.-based design studio IIBYIV Design, commissioned for the 
restaurant, the chain has “a really strong brand guideline book 
that still allows a lot of leeway especially with the South African 
Portuguese mix.

“Which as designers offers a very strong colour palette, 
textures, materials, finishes and, patterns.” Warm colours help 
take the edge off of cold Canadian winters for diners, he adds.

A conical, coffered wood ceiling defines the main dining 
area and dramatically frames a grouping of oversized 
woven pendants. Painted table tops feature bursts of 
colour, South African art adorns the walls and a playful 
zig-zag stripe runs across the floor, up the back of a 
shipping crate-inspired dining niche.

Rushbrook was happy that the location in Os-
hawa had high ceilings, allowing for design flexibility 
and better acoustics as different zones could be staged. 
“With the lower (drop) ceiling,” says Rushbrook, “the 
front kitchen, back kitchen and the washroom, you can 
really get a more intimate feeling.”

Nando’s has a total of 3,400 sq. ft., offering 2,200 
sq. ft. at the front of the house and 1,200 sq. ft. at the 
back of the house. Flooring specifications include: pol-
ished concrete; natural oak wood flooring with natural 
hard wax oil pre-applied for protection with stained 
green and white inset zig zag effect; open areas of rus-
tic oak with distressed surface, 7 in. wide solid planks; 
an accent of bleach white oak in 5 in. wide solid planks; 
and another accent of bleach painted green solid oak 
in 2 in. wide solid planks.

“In their guidelines, Nando’s really love wood 
floors,” says Rushbrook, “so we worked with their  
guidelines about wood pattern, texture and colour.”

When the oak is stained with the dark field stain, 
that exposes through the textured wood, according 
to Rushbrook. “In the seating area, we carry the wood 
floor right up to the walls and the ceiling as well. 

“The client is thrilled with the Oshawa location. 
They are beyond happy that it met their expectations.”

Happy enough that Rushbrook’s design studio is 
now a partner with Nando’s in Canada, and will be cre-
ating other locations, adds Rushbrook. 

The finished Then-and-Now project is featured on each 
issue’s cover. Please submit project suggestions to news@
wimediainc.ca.

tality. Drawing cues from Mozambican/Portuguese 
culture, the Oshawa, Ont., location combines earthy 
textures, rich warm colours and whimsical design ele-
ments with a hand-crafted appeal. 

According to Keith Rushbrook, partner at Toron-
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Tryesse Ultra carpets boast of benefits: incredible softness, exceptional durability and 

unrivaled stain resistance. They will never wear off or wash off even after years of use. 

These carpets are the ideal solution for a clean ecological home environment since they 

are designed without the use of chemicals.


