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I LOVE THE NEW YEAR. It’s like a kid opening the world’s  
biggest present. What could it be? What does it hold? It could be 
anything. And I recall adages: plan for the worst but hope for the 

Visibility for Canada’s flooring sector

Maple waving

COMMENTARY

These are just a few points to illustrate that it is import-
ant for marketers to differentiate Canadians from just-plain-old 
Americans, and trade shows are one place to do that. Hence, 
Canada Night.

Each of you is invited to join me and the staff of Coverings 
magazine at the Border Grill in the Mandalay Bay, just outside 
the entrance to TISE. Beer, canapes and soft drinks are on us, and 
we are anxious to hear from you what you think we can do bet-
ter as a magazine. So I said free beer and food, and I meant it.  
No tricks. It is what it is. It’s Canada Night at TISE, put on by  
Coverings magazine with help from TISE and from sponsors  
Custom Building Products and Tarkett, as of press time.

It is necessary that you register. Las Vegas fire rules  
limit us to 100 people, and the past few events have had people 
go wanting because they were not on the list and we were at 
capacity. If your name is on the list and you have your badge, 
you’re in.

Back to the future, we mentioned in the October issue that we 
saw a problem coming in the stock markets, and we are sad to 
see we were even more accurate than we thought. At this mo-
ment, things look tough for the economy, despite great building 
numbers through 2018.

We still think it is very important to look behind the cur-
tain on this one. The mainstream media, who I am growing to 
trust even less every day, is reporting the cause of the downturn 
in stocks in the States as being interest rate fears, Brexit fears and 
other fears. I suppose this can be true. Fears can drive markets. 

However, Facebook, Google, Snapchat and Instagram  
remain in the news on a daily basis. Things are not good in tech. 
Not at all. And we have written a lot about the dangers in  
“digital.” 

We believe the market will recover well in the “real” world 
of products and services. However, the tech drain will affect te-
chies’ abilities to buy, so it’s not good.

I suggest we hope for the best and plan for the worst and 
life will happen while we do it. We can review our results in  
Vegas. C U there, as the techies say. 

Comment at www.coveringscanada.ca

best; life is what happens to you while you’re making 
plans; you can plan plans, but you can’t plan results.  

All good ideas.
Another good idea was our Can-

ada Night event at The International 
Surfaces Event (TISE) four years ago. 
The idea was to get Canadians  
together for an hour or two in one 
spot, just to show the Americans, the 
suppliers and the industry how big a 
buying group we really are. We are  
accustomed to fading into the wall-
paper at international events, just 
because we don’t stand out in terms 

of style or attitude. Thank goodness. But it’s a problem 
for suppliers when they can’t segment the market and 
some unethical marketing types will lump Canadians 
in with Americans so they can present a bigger target 
to their supervisors.

The concept of test marketing is an interesting 
one, and one seldom covered. Basically, a seller mar-
kets a new product into an isolated, controlled envi-
ronment for the purpose of getting a reliable read on 
market response. Often, test markets will be identified 
in the Prairies or in America’s Upper Midwest because 
the populations are still relatively isolated, the educa-
tion levels are high and their social values are relatively 
stable and uniform.

Because test markets are under scrutiny, they 
also tend to come under care, so they get access to 
advanced ideas quickly, leaving questions in the minds 
of the urbanites as to how those people “out there” get 
access to products first.

Canada, itself, is a kind of test market, but it’s  
bifurcated to include another unique market relative  
to the States. That is, we are much more Eurocentric in 
our consumer tastes and vision. 

Kerry Knudsen
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Musculoskeletal disorders (MSDs), such as chronic back pain 
or shoulder problems, often take time to develop. Forceful 
exertion, awkward positions, hand-arm and whole-body vi-

bration, contact stress, and repetitive tasks can add 
up over time to produce an MSD.

This statement comes courtesy of Ontario’s Infra-
structure Health and Safety Association (IHSA) pamph-
let on musculoskeletal hazards and controls for floor-
ing installers. Ergonomics experts and floorcovering 
veterans all agree that MSDs contribute to shortened 
careers, time lost and poorer quality of life in general.

Even those in the floor cleaning business can 
get the MSD blues, according to Lee Senter, a certified 
IICRC instructor and Health and Safety chair, president 
of the Canadian Flooring, Cleaning and Restoration 
Association (CFCRA) and owner/operator of Vaughan, 
Ont.-based Senterprises. “I have degenerative disc 
disease in my lower and upper back from pushing a 
carpet cleaning wand for 30 years in a bad ergonomic 
position,” says Senter. He remembers always pushing 
the wand from one position during that time, never 
switching sides to take the strain off of his body.

A huge culprit in shortening work-life spans for 
carpet installers is the use of a knee kicker instead of 
a power stretcher. To combat this in British Columbia, 
WorkSafeBC has mandated the use of power stretch-

ers when laying carpet. “If you don’t,” says Senter, “you should 
be written up because you go on worker’s compensation for a 
bunch of money because you are always hurting yourself.”

Knee kickers add stress where it shouldn’t be, according 
to ergonomist Peter Vi at the IHSA. “They cause a lot of stress on 
the knees,” says Vi. “The (U.S.) National Institute for Occupational 
Health and Safety did a big study on knee care and found that 
they contribute to high forces on the knees.” 

HARD SURFACE SPECIALIST Drew Kern of Infinity Claims 
Management Solutions in Milton, Ont., has over 20 years of ex-
perience and has supervised crews up to 15 on installation pro-
jects. Also a certified flooring inspector, he believes that having 
the correct tools tailored to the installer’s body type go a long 
way to reduce musculoskeletal disorders acquired from either 
standing or kneeling positions. 

“With the stand-up position,” says Kern, “hardwood install-
ers are usually using hammer-activated nailers. These nailers 
need to be adjusted and do have handle height adjustments. 
The installer should adjust the tool to their person.”

Kern cautions that the hammer-activated tools should not 
be hit too hard when performing the repetitive action of lifting 
up a hammer and lowering it to “smack” the boards. “There are 
pneumatically activated nailers on the market that allow you to 
use a lot lighter hit,” says Kern, “so it is easier on your shoulders 
and joints. These guys are smacking these things harder than 

TWO 
KNEES

SUPPORT
INSTALLER 
CAREERS
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they have to.” He adds that some of the older tools require a 
harder hit to drive nails in properly.

THE FLOORING INDUSTRY is full of salesmen that were once 
installers, but whose knees gave out, the story goes. Louise Car-
valho, regional technical sales representative for Custom Building 
Products in western Canada, is just such an example. Born into a 
construction family, his father was a master carpenter and his un-
cle taught him to tile set when Carvalho was only seven years old. 

After earning a business diploma and working the airline 
industry, Carvalho was drawn to the flooring market where he 
started his own business installing tile and hardwood flooring. 
“What I found is that three years after I shut the business down, 
my back was getting sore and couldn’t figure out why until they 
started doing some MRIs and CAT scans. They discovered I had 
some bulging discs. I had always had back pain but had never 
really thought anything of it until it got to the point where I was 
laid up for a week. 

“Once it was discovered what I had, we had to try to figure 
out what to do to resolve it.” Carvalho turned to exercise, physio-
therapy, acupuncture and other treatments. “At this point my back 
was so bad that all I could do was just pain management. I was on 
Percocet and the occasional morphine and spinal injections.” 

Vi notes that the permanent risk factors for MSD are awk-
ward posture, high forces and repetition, as well as other sec-
ondary risk factors such as constant contact stress. “For a trade 

where you are kneeling all of the time means there is contact 
stress with the knees and the hard surface of the floor. Whenev-
er you are moving away from the natural posture it’s considered 
the awkward posture — bending, kneeling, squatting, for exam-
ple — rather than the natural standing posture.

“On top of that, if you are lifting heavy items such as any-
thing more than 30 to 50 pounds,” says Vi, “that also increases 
the risk of injuries. Because the higher the weight, the more forc-
es that our muscles need to work in order to counteract those 
forces that we need to actually do the work.”

THE BEST WAY TO CONTROL and reduce those kinds of risk 
factors is by reducing the repetition or the severity of the awk-
ward posture and the muscular stress of those high forces. Con-
trols mean being able to take jobs and perform tasks that are 
away from the floor. “So, you could rotate between working on 
the floor versus other tasks,” says Vi. “You can also use a variety of 
such mechanical assistance as carts or dollies.

“In the flooring industry you can also use good kneepads 
or wheeled knee castors that allow you to reduce the contact 
stress. It also allows you to have mobility when you are working 
around the floor.”

Vi recommends a device called the knee creeper that per-
mits kneeling plus sitting in a squatted position that gets the in-
staller up from the ground while also allowing more mobility. 

Senter adds, “There are pants that are made to have built 
in kneepads which is supposed to alleviate that type of stress on 
the body.” Kern also strongly suggests knee protection. “Because 
if you know how your knee works, it is bone on the floor when 
you are kneeling.” 

Because of friction between your knee and the ground a 
lot of forces are caused to apply to the particular joint, according 
to Vi, this can lead to bursitis and tendonitis as just two injuries 
that have to be dealt with.

“But whether you buy some $10 or $5 or even $300 cus-
tomized kneepads like I have,” says Kern, “it is about getting 
something that works for your body.” Kern has inserts in the 
pants as well. “It is not very much padding, but it is very conve-
nient when you have to get up and walk over to the saw. You 
don’t have kneepads strapped to your skin or pulling on the 
hairs on your legs.

“I must have gone through 30 or 40 different kinds of 
kneepads before I found something that I like.”

Kern also stresses that installers should be mindful of the 
weight that they are carrying in relation to their body positions — 
the ergonomics of lifting. “It is about the size shape and weight of 

Take  
wear-and-tear  
prevention  
into your  
own hands
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some of these cartons,” he says. “A box of hardwood can be seven 
feet long, and with the exotic woods they can be very heavy. The 
installer carrying these long boxes has to have a twist. It is not like 
you can carry it like a case of beer in front of you. 

“Young kids think that they can pick up these two boxes 
and carry them. Now you are carrying twice the weight. You 
have a bit of twist to your back with one arm in front and one 
arm behind you and you are carrying these boxes from one 
room to the next. Be careful in lifting the odd shape and size and 
weight of these cartons.”

Carvalho couldn’t agree more when it comes to lifting 
concerns on the job. “When I was tile setting, I was a hero car-
rying two bags of thinset up and down stairs — one hundred 
pounds on your shoulder — sometimes I had two bags on each 
shoulder. Carrying 200 pounds!

“It put such a huge stress on my back. Don’t be a hero.”
He is also concerned for installers who have to work with 

large, heavy tiles that require more manpower to move into po-
sition. “You need that manpower to do the job.” However, when 
you are running your own tile installation business, small owner/
operators have profits on their mind.

“They are thinking, ‘I’ve got to cut my labour and I’ve got 
to do it by myself,’” says Carvalho. “They just beat themselves up 
trying to keep the business.” 

CONTROL 
MUSCULOSKELETAL HAZARDS
The Ontario IHSA offers these recommendations to installers 
in its Homebuilding: flooring pamphlet handout. 
Use handling equipment when possible. The most  

effective intervention to control the risk of developing 
an MSD is to eliminate or reduce the frequency of  
lifting, carrying, pushing, and pulling. 

Don’t lift a load from the floor. Avoid this procedure by 
storing objects above standing knuckle height and  
below standing shoulder height.

Avoid working on the floor. Constantly working on the 
floor can result in injuries to your back, hips, and knees 
because it usually requires kneeling and bending your 
back forward. 

Minimize work above your shoulder. Muscle strength 
is reduced because most of the work is performed by 
your shoulders and arms instead of by the bigger mus-
cles in your back and legs. Shoulder and arm muscles 
fatigue more quickly because of reduced blood flow. 
And lifting or removing an object from a high shelf can 
be dangerous because you could drop the object.

Move smaller weights often or get help. Smaller weights 
put less stress on your back than larger weights, even if 
the frequency of lifting is increased.

Consider exercise programs. They help to prevent MSDs 
and promote general good health.

Download this pamphlet at https://bit.ly/2Exd2BX or go to 
www.ihsa.ca/msd for more information.
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NEWS

Andrew Bonham

America to better 
align its segment 
expertise in 
commercial, 
residential and 
hospitality spaces 
under a single 
brand. “Going to 
market with a 
unified Tarkett 
branded portfolio 

provides clarity for our customers and 
delivers an enhanced experience,” said 
Andrew Bonham, president & CEO, 
Tarkett North America. “This move 
positions Tarkett to integrate ongoing 
design, innovation and sustainability 
efforts across multiple flooring materi-
als while delivering best-in-class 
flooring solutions for great spaces — 
one surface at a time.” 

Broadview Holding agrees to acquire 
the Formica Group
Broadview Holding B.V. has reached 
an agreement with Auckland, N.Z.-based 
Fletcher Building Holdings to acquire 
the Formica Group of Cincinnati, Ohio, 
for $840 million US, on a cash free and 
debt free basis. Since 1913, Formica has 
been inextricably linked to the invention 
of the original high-pressure laminate. 
The company is a provider of branded, 
designed surfacing solutions. With a 
global presence and production loca-
tions in North America, Asia and Europe, 
Formica has around 3,400 employees 
and reported 2017/2018 sales of circa 
$713 million US. Broadview is an indus-
trial holding company with a focus on 
materials technology and energy. The 
group currently has approximately 2,900 
employees worldwide with combined 
sales of circa €700 million. The transaction 
is a good fit with Broadview’s strategy, the 
company says. Broadview of ’s-Hertogen-
bosch, the Netherlands, pursues long-
term growth and value creation through 
active support of its operating companies 

ciation of Canada (TTMAC) 
based in Concord, Ont., has 
announced its 2018 Hardsur-

face Awards winning projects. 
Mapei won awards for Project 
of the Year and Manufactured 
Tile for the Porsche Rive-Sud 
dealership in St-Hubert, Que. 
Project architects are Claude 
Pigeon Architect and Intem-
porel Design, general contrac-
tor is Construction Vincent & 
Dessault, and trade contractor 
is Les Carrelages Serco. Other 
awards included: (Terrazzo) 
Franklin Terrazzo/Domus Ter-
razzo Supply for the Joseph 
Brant Hospital; (Natural Stone) 
Sunnywei Group for the Im-
perial Plaza Condominiums; 
(Technical Application) Apex 
Granite and Tile for Quadreal 
TI; (Restoration) Thor & Part-
ners for Union Station; and, 
(Judges Award of Merit) Ardex 
Canada for Bell MTS Place.

Changes at Tarkett
Effective immediately, Tarkett 
North America has made the 
transition of sub-brands 
Johnsonite, Tandus Centiva, 
Desso and Lexmark to Tarkett. 
The company says the integra-
tion will allow Tarkett North 

and efficient capital allocation. Broadview 
aims to support its companies in their de-
velopment to become and stay the point 
of reference in their industry. The closing 
of the transaction is subject to customary 
regulatory approvals.

Profilitec opens 
production facility in Italy
Profilitec, a producer of floor profiles 
and related installation solutions, 

has opened a new production facility 
and headquarters in Isola Vicentina, 
Italy. The result of continuous volume 
increases and product range expansion, 
prompted the company’s management 
team to relocate operations to a new 
130,000 square-foot facility. The new 
logistics and production hub has more 
than double the workspace of the 
previous building. The building was 
designed so that some processes, 
originally outsourced, will be produced 
in-house. The plant is said to feature the 
latest in sustainable building materials 
and technologies, including the 
capacity to produce aluminum/brass/
aluminum and PVC products. In 
addition to increased production, the 
company now has a place for extensive 
product training, customer visits, 
industry meetings, specific areas for 
research, development and continued 
testing for its product lines. 

Ardex extends SystemOne warranty 
Aliquippa, Penn.-based Ardex Americas 
has announced that the scope of Syste-
mOne, its full replacement warranty, has 
been increased and more products have 

TTMAC announces 
Hardsurface Awards 
The Terrazzo, Tile and Marble Asso-
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been added. Warranties generally pro-
tect installing contractors from a product 
failure when following proper installa-
tion techniques and industry standards, 
the company says. If a product breaks 
down or loses strength within a given 
time period due to a manufacturing or 
formulation defect, the cost of the prod-
uct is covered by the warranty. The Sys-
temOne warranty, however, is a full re-
placement warranty to include material 
and labour for any necessary reparations, 
it explains. The Ardex warranty is divided 
into two segments – general flooring 
and tile. In order to qualify for this type 
of warranty, given instructions and speci-
fications, as outlined in the respective 
Ardex SystemOne warranty, technical 
documents as well as industry standard 
practices have to be followed.

Beaulieu announces 
engineered price increases 
Wielsbeke, Belgium-based Beaulieu 
Engineered Products has announced 
global price increases across its Fibres, 
Yarns and Technical Textiles divisions 

Karena Cancilleri

effective as of 
January 1st, 2019, 
or as contract 
terms allow. The 
move follows 
on-going signifi-
cant increases in 
energy, raw 
material and 
delivery costs. 
Sales representa-

tives will contact customers individu-
ally over the coming weeks to discuss 
the impact of the price changes on 
their specific products. According to 
Karena Cancilleri, v.p. of Beaulieu 
Engineered Products, the three 
divisions will continue to look at ways 
to improve their operations to limit the 
effect of any further internal cost 
increases on customers.

SITI B&T opens branch in Russia
Formigine, Italy-based SITI B&T Group, 
a manufacturer of systems for tiles and 
sanitary ware, has inaugurated a new 
branch in Russia. Already previously ac-

tive with a representative office in Mos-
cow, the B&T Group already has some 
dozens of complete plants in Russia, 
built and installed in the last ten years 
with ceramic producers, both for the 
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square feet, increasing the total square 
footage of the mid-century building to 
over 235,252 square feet and will include 
the addition of many amenities includ-
ing increased access points, restaurants, 
retail and indoor-outdoor entertainment 
space. The Barron Building is a Leed Gold 
Certification Candidate.

Strategic Group has also an-
nounced the commencement of con-
struction on One, a $150 million luxury 
residential new building project, also 
in Calgary. The 37-storey building will 
feature 379 residential rental units and 
331,000 square feet.

Kronospan integrates I4F  
technologies into laminate programs
The Willemstad, Curaçao-based I4F, a 
group of companies providing patents 
and technologies to the flooring industry, 
has announced Kronospan of 

John Rietveldt

Nicosia, Cyprus, 
has decided to 
launch new 
laminate flooring 
programs featur-
ing I4F’s locking 
system 3L Tri-
pleLock. Following 
the testing of I4F’s 
technology on a 
wide range of 

laminate flooring panels, varying in 
thickness, length and width, Kronospan is 
integrating I4F’s the one-piece drop-lock 
system into several high-volume laminate 
flooring programs. With more than forty 
production sites, Kronospan is said to be 
the world’s largest manufacturer of 
wood-based panel products and laminate 
flooring. According to John Rietveldt, I4F 
c.e.o., Kronospan’s decision to launch I4F’s 
technologies into its laminate products 
portfolio extends the I4F position not 
only into LVT, SPC and WPC, but also 
laminate products.

Fila offers specification  
writing solutions  
Fila Solutions of San Martino di Lupari, 
Italy, has announced that it now offers 
customers the added value of actually 
writing specifications for sealing and 

Jeff Moen

protecting natural 
stone and ceramic 
tile installations 
when using its 
product line. The 
company wants to 
help its customers, 
including manu-
facturers, contrac-
tors, distributors 
and installers, by 

providing a service that ensures each 
installation will perform as specified, 
according to Jeff Moen, general manager 
of Miami, Fla.-based Fila America. A 
detailed description of what products 
must be used as well as the installation 
instructions may include: general 
provisions and requirements surrounding 
codes and standards; required products 
based on performance and structural 
and/or environmental stipulations; and, 
execution procedures on how to do the 
install and measure its effectiveness. 

MBS expands executive team 
Scott Humphrey, president and c.e.o. of 
the Dalton, Ga.-based World Floor 

Michael Bennett

Covering 
Association and 
managing 
director of 
Magnetic 
Building Solu-
tions (MBS), 
announced that 
Michael Bennett 
has joined MBS to 
head up global 

marketing and sales. In his new role, 
Bennett took over managing all sales 
and marketing functions for the compa-
ny. Bennett brings 30 years of experience 

NEWS

production of tiles and sanitary ware. 
The branch will provide an appropriate 
level of after-sales technical assistance, 
with a sharp reduction in response time, 
thanks to a dedicated spare parts ware-
house, the company says.

U.S. halts new 
China tariffs for 90 days
The U.S. government has announced it 
will to suspend new tariffs with China 
for 90 days as the two powers seek to 
end a trade war. The White House said 
a threatened increase of tariffs on $200 
billion worth of Chinese goods from 10 
to 25 percent, which was set to take ef-
fect on January 1, would be put off for 90 
days. “If at the end of this period of time, 
the parties are unable to reach an agree-
ment, the 10 percent tariffs will be raised 
to 25 percent,” a White House statement 
said after dinner talks between President 
Donald Trump and his counterpart Xi Jin-
ping at the recent G20 summit in Buenos 
Aires, Argentina. 

Barron Building 
revitalization commences 
Strategic Group is investing more than 
$100 million to revitalize and upgrade 
nearly every aspect of the Barron 
Building, an 11-storey complex in 

Calgary, Alta., containing 130,834 square 
feet of office and retail space. The project 
will expand on the foundation of the 
original construction. This revitalization 
will expand the floor plates to 20,000 
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in the flooring industry into his new role 
with MBS in Dalton. His background 
encompasses all levels of sales and 
marketing experience from manufactur-
ing to retail to distribution. Bennett has 
held several high-level management 
positions at companies on many sides of 
the industry including YSS Flooring 
North America based in Dallas, Tex., RM 
Design in Greenville, S.C.; and Space 
Flooring in Atlanta, Ga. 

Shaw brands US Floors,  
Anderson Tuftex at Surfaces 
Shaw Industries has announced the 
return of its Anderson Tuftex and US 
Floors/COREtec to Surfaces 2019 in 
Las Vegas this year. Anderson Tuftex 
and COREtec are providers of carpet, 
rugs, hardwood, LVT, WPC and SPC, 
tile and stone.

Egger builds wood-based  
materials plant
Egger of St. Johann, Austria is starting 
construction work on its new wood-
based materials plant in Lexington, 

N.C., with completion scheduled for 
spring 2019. There will be space for 
approximately 80 administrative em-
ployees. The state-of-the-art chip-
board plant with lamination capacities 
is scheduled to go on stream by the 
end of 2020. This first project phase 
involves an investment volume of 
around €260 million and is expected to 
create 400 direct jobs within the next 
6 years.

CIRI refreshes  
Science Advisory Council 
The Cleaning Industry Research 
Institute (CIRI) of Granville, Ohio, has 
updated its Science Advisory Council 
(SAC). CIRI is an independent, not-for-
profit, educational, science and research 
organization that addresses matters of 
cleaning science, cleaning for health, 
disaster restoration sciences, indoor 
environmental quality, and hygiene. SAC 
consists of scientists and researchers 
serving the cleaning and disaster 
restoration industries. The council is 
comprised of the following: Steven 

Spivak, SAC chair, succeeding Dr. 
Michael Berry who conceived and 
founded the council; Eugene Cole, 
director of Research for LRC Indoor 
Testing & Research, Cary, NC; Richard 
Shaughnessy, director of the

Steven Spivak

 Indoor Air Quality 
Research Program 
at the University 
of Tulsa; Greg 
Whiteley, chair-
man of North 
Sydney, Australia-
based Whiteley 
Corporation, a 
formulator and 
distributor of 

infection control and disinfection 
products and processes; Ralph Moon, 
principal with GHD Consulting 
Services in Tampa, Fla.; and, John 
Richter, Clinical Faculty Member with 
the Mechanical & Manufacturing 
Engineering Department at Miami 
University in Oxford, Ohio. 
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LAW

Duties and liabilities of directors and officers 

It gets personal
It is a common misconception that if you are a director or of-
ficer of a private corporation you cannot be held personally 
liable for acting as such; after all, a corporation was incorpo-

rated to run your business to avoid personal liability. 
However, directors and officers of a corporation can 

be held personally liable should they 
breach certain duties. This article 
highlights some of the more common 
duties and liabilities of directors and 
officers of a private corporation with 
the help of a fact scenario that, while 
fictitious, is not uncommon.

XYZ Corp. operates a tool and 
die shop in Ontario. Joe and Mike are 
the only directors, officers and own-
ers of XYZ Corp. There is no unani-
mous shareholders’ agreement in 

place. There are 10 employees working for XYZ Corp. 
While XYZ Corp has been in operation for many years, 
it has not done well in the last few years, and has 
been operating at a substantial loss. The equipment 
and machinery is old and obsolete and worth pennies 
on the dollar if sold. XYZ Corp. was forced to close its 
doors three months ago. 

Joe recently received two letters addressed to 
XYZ Corp., Mike and Joe personally: one letter from 
the Canada Revenue Agency claiming a large amount 
is due and owing by XYZ Corp. for unremitted source 
withholdings and HST; and another letter from a law-
yer representing XYZ’s former employees, claiming 
a large amount of money is due to them from XYZ 
Corp. for unpaid wages and vacation pay. Mike sends 
Joe an email saying, “don’t worry, there is nothing 
they can do to us personally.” 

Further, Joe recently discovered that Mike was 
one of three directors and had a substantial owner-
ship interest in a business competing with XYZ Corp. 
while it was still operational, and during that time 
Mike had been secretly contacting some of XYZ Corp.’s 
clients and directing opportunities that belonged to 
XYZ Corp. to that competing business. In fact, Mike 
signed the resolution of the directors approving the 
decision of XYZ Corp. to enter into a contract with that 
other corporation. Joe seeks legal advice. 

Joe, like many, will be surprised to find out that he can, 
indeed, be held personally liable for certain amounts owing by 
XYZ Corp. He also finds out that Mike may be liable to XYZ Corp.
Specific duties and liabilities of directors and officers 
While it may come as a surprise, directors and officers of a 
corporation have numerous duties and liabilities imposed on 
them in a great number of statutes at all levels of government 
including municipal, provincial and federal. Some of the more 
common director and officer duties and liabilities encountered 
by a private corporation include the following: 

Employment Related Duties and Liabilities. In Ontario, 
under the Ontario’s Business Corporations Act (OBCA) and the 
Employment Standards Act, 2000, directors are, jointly and sev-
erally, liable for up to six months’ wages for services performed 
by the employees while they were directors and for vacation 
pay. “Jointly and severally” means that all directors are equally 
(i.e. “jointly”) responsible, but, notwithstanding, any director 
on his or her own (i.e.“severally”) can be responsible to pay the 
entire sum owing.  

Tax Duties and Liabilities. Similarly, directors of a corpo-
ration can be held, jointly and severally, liable under both the 
Income Tax Act (Canada) for unremitted source withholdings, 
including payroll deductions, and under the Excise Tax Act (Can-
ada) for unremitted HST. Further, directors can also be liable 
for a corporation’s failure to remit amounts required under the 
Canada Pension Plan or Employment Insurance Act. Similarly, di-
rectors can also be liable for a corporation’s failure to remit pro-
vincial income tax, sales tax or health tax, to a name just a few. 

Environmental Duties and Liabilities. In Ontario, a direc-
tor and officer who does not take reasonable care to prevent 
the corporation from discharging or permitting the discharge 
of a contaminant into the environment can be held liable for 
a breach of various environmental protection statutes, and is 
subject to pay a fine and/or imprisonment or both.

Turning to our fictitious fact pattern above, XYZ Corp. 
would be liable for any unremitted source withholdings and HST 
due to the CRA, and, also, for any unpaid wages for six months’ 
and vacation pay owing to its former employees. Since XYZ Corp. 
is not operational and has no real assets of any value left with 
which to satisfy these claims, Joe and Mike can be held, jointly 
and severally, liable to pay such amounts owing by XYZ Corp. 

General duties and liabilities 
Directors of a corporation are responsible for managing or 

Louis Vouloukos
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supervising the management of the 
business and affairs of the corporation, 
unless a unanimous shareholders agree-
ment is in place that restricts this respon-
sibility. In Ontario, the OBCA imposes 
two general types of obligations on 
directors when managing the business 
and affairs of the corporation, namely: 

• A fiduciary duty — which can 
be described as the duty to act honestly 
and in good faith with a view to the best 
interest of the corporation; and 

• A duty of care — which can be 
described as a duty to exercise the care, 
diligence and skills that a reasonably 
prudent person would exercise in com-
parable circumstances.

A director can be held personally 
liable for a breach of these duties. For ex-
ample, it would be considered a breach 
of a director’s fiduciary duty if a director 
diverts onto themselves an opportunity 
that belongs to the corporation. Turning 
to our fictitious example above, by se-
cretly contacting XYZ Corp.’s clients and 
directing their business to a competing 
corporation, Mike, as a director of XYZ 
Corp., was clearly not acting in the best 
interests of XYZ Corp. and, therefore, 
breached his fiduciary duty by taking a 
corporate opportunity away from XYZ 
Corp. Moreover, Mike was in a “conflict of 
interest” when XYZ Corp. entered into a 
contract with the competing corporation 
that Mike was a director and shareholder 
of. Under section 132(1) of the OBCA, 
Mike was under a duty to disclose this 
“conflict of interest” and not to vote on 
the resolution approving of XYZ. Corp.’s 
decision to enter into the contract with 
this competing business. 

As a result of Mike’s breach of his 
statutory duties, he may be held person-
ally liable for breaching his fiduciary duty 
relating to the divestiture of a corporate 
opportunity and, also, for failing to dis-
close his conflict of interest. Consequent-
ly, Mike may be held to account person-
ally for any profits obtained by reason of 
these breaches. XYZ Corp. and Joe may 

sue Mike to recover such amounts. 
Operating a business through a 

corporation does not necessarily shield 
its directors and officers from personal 
liability. Directors and officers of a Ca-
nadian private corporation are encour-
aged to familiarize themselves with 

their various statutory duties that may 
give rise to personal liability, of which 
there are many.  

Louis Vouloukos of Brampton, Ont.-  
based Lawrences, specializes in corporate, 
commercial and franchise law.
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THE NATIONAL FLOOR COVERING ASSOCIATION (NFCA) 
began its Annual General Meeting and trade show with a tone 
of brutal frankness. A great deal of our problems with builders, 

said c.e.o. Chris Maskell, are related to the demand for 
“green” floor coverings and installation materials. V.O.C. 
solvents are out, and many new materials retain mois-
ture. In addition, especially in building conversions, 
fast-track construction adds impossible demands, as 
do concrete-slab construction practices.

NFCA, Maskell says, is trying to address this and 
other problems by becoming, as he says, “a safe place 
for all parties to go to adopt standards that will protect 

everybody. To Maskell, this means a finished job with a warranty, 
on budget and on time.

Jason Glue, district manager of Vancouver’s Graham Con-
struction and Chair of the Vancouver Regional Construction 
Association as well as Director of the BC Construction Associa-
tion, carried on the discussion. According to Glue, quality man-
agement is a fiscal imperative. “We are not the builders,” he said. 
Without quality, we cannot get paid and we cannot get new 
contracts. “It’s all about your brand and reputation.”

Right now, Glue says, bidding is a free-for-all, where un-
ethical and fly-by-night operators can win bids and then “find” 
areas where they need to increase the contract based on miss-
ing items. By adding agreed standards to the bidding process, 
you can force bidders to include all the line items. “Pre-qualifica-
tion requirements,” Glue says, “prevent bidders from winning by 
the biggest mistake.”

According to Glue, financing is another big problem fac-
ing flooring contractors, and the current, “pay when paid” con-
tract stipulations put control in the hands of the builders and 
threaten the survival of contractors.

In an effort to relieve contractors of the daunting task of learn-
ing the manual, Maskell reminds installers that the entire manual 
can be boiled down to four main points: moisture, flatness, sur-
face prep and indoor climate conditioning. According to Maskell, 
it is the job of the NFCA to know the manual, and it is the mem-
bers’ job to call for direction when they have a problem.

Essentially, the idea is that putting a requirement in the 
contract that work must be done according to standards will put 
a legal mandate on the builder to hire an independent inspector, 

The NFCA board, pleased with their association’s AGM,  
which took place on Oct. 25 at the Delta Hotel and Conference  
Centre in Burnaby, B.C. 

Business meeting, seminars, suppliers and fellowship in Burnaby

Substance and success at NFCA event
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allow appropriate prep and installation times and avoid the use 
of improper adhesives and sealants.

Will this ensure that every job you enter will have a cured 
and dry, flat, prepped surface? No. But it will provide a contrac-
tual pathway that shifts legal and fiscal responsibility back to the 
proper parties.

The AGM was followed by a table-top trade show, staffed 

by many of the industry’s top suppliers, and part of the sponsor-
ship duties was to provide an elegant (for a buffet) lunch in the 
show venue so parties could walk the show, visit in the expan-
sive seating area and have a snack or a full meal without having 
to leave the show.

In all, a notable model for doing business in a strong,  
regional setting. 
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DESIGN

Alternatives to virtuous vegetation

I hate kale
I hate kale. I realize that that’s not very politically-correct of 
me. Kale is overfull of virtue and its consumption will undoubt-
edly keep me cancer-free and wholesome in every way. But 

I don’t like it. I kind of wish I did, but I don’t and the 
vague social compulsion I feel to 
embrace it actually has the opposite 
effect. I don’t want to offend it, but 
I’m offended by the need to avoid of-
fence. How can anyone imagine that 
we live in a world where complete 
offence-avoidance is possible? I have 
a lot of strong feelings, as we all do, 
and although some may find some of 
these offensive, that doesn’t change 
them or diminish my feelings of my 
right to own them. I am what I am. 

Avoiding offense is laudable and most of us try 
to achieve this, most of the time. Where it gets trickier 
is when we are proscribed from giving offence. I prefer 
to be a nice guy but if there is a risk of being punished 
if I’m not, my reflex to be nice kind of goes into reverse. 
I don’t think I’m so unique in this way. Political correct-
ness appears to be about avoiding offence, but I think 
it’s also about adopting the prevailing values of the mo-
ment, as dictated by one assertive group or another.

So, what does this have to do with design? Quite 
a bit, in my way of looking at things. We designers are 
in the business of proposing alternatives. These are 

optional ways of doing things, making things, using things and 
even thinking about things. Designing products, which is what 
I’m the most familiar with, isn’t usually in the business of avoid-
ing offence, but with furniture, a large part of what we do is pro-
vide utility and comfort, and maybe even joy, to a wide variety of 
furniture users. We make chairs of different sizes, or make them 
adjustable, to accommodate different body sizes, as just one 
example. We make lighting that adjusts in position and intensity. 
We provide choices and attempt to accommodate the diversity 
of users as fully as possible. And yes, it’s important that we avoid 
giving offence, which isn’t good for business.

One of the features of our socially responsible society is 
the obligation to provide equivalent opportunity to all citizens. 
There is a long history of designing and marketing to the larg-
est part of the market, almost exclusively. This makes good 
business sense but may no longer make good social sense. Are 
all of us entitled to equal opportunities? And who pays for this? 
All of us, unequally, with the goal of another kind of equal-
ity? It’s an interesting problem that, in turn, raises many other 
problems. But I digress. Our society is composed of a wide 
range of body sizes (and genders?) and a wide range of body 
mobility, flexibility, strength and so on. It may be offensive to 
leave some of us less well provided for.

As designers, we choose materials and their associ-
ated technology. Even materials have the potential to offend, 
especially in terms of their comparative greenness, and the 
technologies applied to them only compound these consider-
ations. We choose the sizes, the shapes and forms, the colours 
and most other aspects of the things that get made. Are we be-
ing fair to everyone?

As we become increasingly aware of problematic issues 
with what we make and how we make it, our responsibility as 
designers to provide alternative solutions is correspondingly 
increased. This is a good thing, in that the need for design-
ers is enhanced and the needs of humankind are more fully 
addressed. And the flip side is that some of these problems 
are wicked and even good designers get stumped. Interest-
ingly, even when the issues being addressed are not mate-
rial, designers are increasingly being used and valued for their 
alternative-seeking skills in solving problems that may be more 
social than tangible. 

All that from thinking about kale. 

Paul Epp is an emeritus professor at OCAD University,  
and former chair of its Industrial Design department.

Paul Epp
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Specialty flooring with unique installation techniques

Evolution of safety floors
Although it’s not an “official” category of its own, for over 30 
years, there has been a resilient flooring product commonly 
called “Safety Flooring.” This material was developed in Europe 

as a resilient flooring option for wet slip resistance 
that is an alternative to quarry tile or 
poured epoxy. By incorporating an 
abrasive aggregate such as carborun-
dum into a sheet vinyl floor, the mate-
rial can improve traction, especially 
on wet floors. Because it can be easily 
coved up walls and has heat welded 
seams, it can take a lot of water on the 
floor end and even be hosed down 
like those other materials. 

“Sustainable Wet Slip Resis-
tance” is a term often used to iden-

tify products where the “safety” characteristics won’t 
wear off before the floor wears out. I’ve seen several 
“slip resistant” Vinyl Composition Tile floors where the 
surface layer containing the abrasives wore smooth 
after just a few years. This is not what you’d call “Sus-
tainable.” Many Safety Flooring products come from 
Europe, where standards for slip resistant floors are 
much more stringent than here in North America. The 
testing is also more stringent; it’s not just a test of the 
floor when it’s new. One such test is done by grinding 
down floor samples for over 50,000 cycles to simulate 
heavy wear. By testing again at this point, this assures 
that the floor will retain slip resistance as it wears and 
demonstrates the durability and depth of particles in 
the product.

As far as testing, there is not a consistent meth-
od worldwide so that’s lead to a lot of confusion. In 
North America, the method used for years tests Static 
Coefficient of Friction (SCOF). So, if you were stand-
ing still, the test would replicate the force required to 
move your foot across the floor. It really doesn’t have 
anything to do with people walking and slipping, and 
it’s a test that can only be done in a lab.  Other tests 
have been developed around the world to measure 
Dynamic Coefficient of Friction (DCOF), which mea-
sure an object in motion, more like a foot slipping 
on the floor. The two most popular are the British 

Pendulum test and digital “drag-sled meters,” both of which 
can be used in a lab or on an actual floor in use. DCOF testing 
is becoming more prevalent here, so you’ll see that term more 
often these days. 

Those original safety floors got off to a slow start be-
cause there were very few colours and because of the rough 
surface that wasn’t easy to clean. However, the material was 
a good solution for wet areas like commercial kitchens, buses 
and other wet areas plus ramps and inclined floor surfaces 
where traction is important. The first generation of these prod-
ucts was thick and not real flexible, so installers had to use a 
lot of “old school” techniques for installing sheet goods such 
as pattern scribing to fit material. The aggregate particles also 
make the flooring tougher to cut, so installers go through a 
lot of knife blades! A version of these products are still sold 
for heavy duty applications in kitchens, but the category has 
evolved and become more widely accepted for general use. 

The next generation of Safety Flooring incorporated UV-
cured polyurethane reinforcement that made it easier to 
clean, and thinner options were introduced that were a bit 
easier to install. These floors started to move into “front of the 
house” areas, but the “black specks and glitter” still limited it’s 
use from a design point of view. While this material became 
more widely used in Europe, it was slow to grow for interior 
use here in North America, although the transportation in-
dustry uses a lot of it. 

Safety floors are generally installed with the same tech-
niques as homogeneous sheet vinyl that’s used in sterile areas 
like hospital operating rooms; heat welded seams and  flash 
cove walls. However, for areas where safety floors are used in 
wet environments, advancements that improved the quality 
of the finished flooring made it necessary for installers to learn 
techniques like installing clamps when fitting material around 
drains, dealing with transitions to wall materials and caulking 
to seal the material against pipes and other intrusions. Acces-
sories like gully angles were developed that allowed the mate-
rial to be installed around drains or up against adjacent floors 
like tile for a watertight seal. This involves making a saw cut in 
the concrete, setting the gully edge into the floor with a wa-
terproof adhesive and then heat welding the safety flooring to 
the gully edge.  It’s a really clever invention, and a very special-
ized installation technique for resilient flooring.  

Christopher
Capobianco

continued
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The next generation of safety flooring 
was more desirable from a design point 
of view, bringing it into more common 
commercial spaces like health care. By 
imbedding slip resistant particles like 
aluminum oxide that are almost invis-
ible to the naked eye, safety floors were 
developed with a clear wear layer over 
printed visuals such as wood looks. The 
floors have a more decorative appear-
ance while maintaining the sustained 
slip resistance for underfoot safety. 
Manufacturers also developed products 
with special surface textures that can be 
used in barefoot areas like showers and 
around pools. 

Most recently, the safety floor 
market has taken a step even further 
with the inclusion of coloured quartz 
particles that are closely matched to the 
base color. These floors have the look of 
a smooth vinyl, with wide ranges of co-
lours that are highly decorative but easy 
to clean and still very slip resistant when 
wet. The traditional looking safety floor 
with carborundum is still available and 
widely used.  I think that sometimes their 
visible appearance calls attention to the 
floor in wet areas and may provide an 
added level of reassurance to the public.  
However, with the newer technology 
and more decorative visuals, the old ob-
jection to their appearance is eliminated, 
so safety floors can be used in virtually 
any commercial or residential space and 
with the same performance. With so 
much emphasis on slip and fall protec-
tion in facilities such as health care facili-
ties, schools and retail stores, the new 

products allow for great looking, clean-
able floors that still are not as slippery as 
standard resilient floors when wet. 

For installers, working with these ma-
terials in is often not too different than 
other heat welded/flash coved resilient 
flooring, except when it comes to wet 
areas where drains are present. That re-
quires some specialized training, which 
is available from some of the manufac-
turers. For flooring contractors that are 
doing work in markets such as hospital-
ity that safety flooring could be used in, 
I’d recommend investing in this training 
for your experienced installers. We’ve 
covered other “specialty” flooring prod-
ucts like cork and linoleum here in my 
column, and I’d add “safety flooring” to 
the list. Although these “niche” products 
may not be an everyday item, they still 
have a place in the commercial market 
today. Flooring contractors and install-
ers that can specialize in these materials 
will have more opportunities for work at 
higher profit margins.  

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.

Recent-generation safety floor products 
are both easier to install and more 
attractive.
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over with ideas and contacts to grow their businesses, show 
organizers say.

Coverings is also dedicated to providing free education, 
including CEUs, through con-
ference sessions, hands-on 
workshops, live demos and 
show floor tours. The educa-
tion program includes speak-
ers from every segment of the 
industry to ensure attendees 
stay current and have access 
to the business building re-
sources they need to succeed. 
Coverings is an AIA/CES Ap-
proved Provider and a NKBA 
CEU Provider Partner.

With dedicated lounge 
spaces, including the show’s-
popular Coverings Connect, 
show floor happy hours and 
exhibit hall activities, Cover-
ings helps visitors reconnect 
with colleagues and network 
with new contacts.

The Coverings Rock 
Stars – Emerging Leaders 
Program – that honours the 
best and brightest young 
talent in the tile and stone 
industry is now open to 

Global tile and stone business extravaganza

Coverings 2019 
Coming to Orlando, Fla., from April 9-12, 
is Coverings 2019 — The Global Tile and 
Stone Experience show. Boasting nine 

miles of tile and stone, visitors 
can view the latest products and 
tools from over 1,100 manufac-
turers and suppliers. The show 
attracts more than 26,000 dis-
tributors, contractors, architects, 
designers, retailers, fabricators, 
builders and remodellers every 
year.

Coverings 2019 exhibition 
pavilions include North America, 
Italy, Spain, Turkey and Brazil. 
The show will feature new trends, textures, shapes 
and alternative uses of tile and stone. Coverings is 
an investment that will pay visitors back many times 

SHOWS
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nominees. Since its con-
ception, the program has 
recognized dozens of 
young leaders who have 
connected at Coverings 
through mentorship and 
networking opportunities. 
The program underscores 
Coverings mission to 
support the growth and 
success of the industry 
by recognizing top-notch 
talent and fostering net-
working and educational 
opportunities.

The 2019 Coverings 
Installation and Design 
(CID) Awards competi-
tion is also now open for 
nominees. All entries for 
both programs must be re-
ceived by 5:00 p.m. EST on 
Friday, January 11, 2019. 
Last year, the winner in 
the CID awards Commer-
cial Stone Design category 
was Empire Kitchen & Bath 
of Calgary, Alta., for its 
Kitchen and Bath Design 
Showroom project. 
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Lee Senter,  
CFCRA President

Front-and-centre training opportunity

CFI classes 
The CFCRA has made a significant investment to be able to 
host the International Certified Installers classes in Canada. This 
investment is one that we hope will offer the opportunity for 

all installers to be able to attend a flooring installation 
certification class without having to 
break the bank. Before we started to 
host these classes, a candidate would 
have to travel abroad, pay travel, hotel, 
expenses, on top of the course tuition 
and be off work for a few days .

The initial classes held last year 
were well attended but had a few 
hiccups. We hope to have worked 
through these growing pains. The first 
thing we did was review the power 
points, study guides, manuals and 
exams for inconsistencies with Ca-

nadian terminology, standards and laws. Most of the 
changes we made had to do with health and safety 
regulations. The next thing we did was ensure that 
our instructor candidates had the potential to meet 
the CRI criteria. Lastly, we wanted to set our class 
schedules so that class registrants could take multiple 
classes at the same time of year when the flooring 
sales industry may be a bit slower.

Our class schedule consists of Carpet Installa-
tion, Substrate and Subfloor Introduction, Wood and 
Laminate Installation and Resilient Installation. All 
four classes will be held the first full two weeks in Feb-
ruary and again on the first two full weeks of March. 
We are offering our members a special deal — buy 
two classes and get one free. The classes could be 
spread over the two class sessions. This means that for 
the price of the association’s membership fee, you can 
get a discounted class.

The instructors for the CFI certification classes 
are some of the top industry trainers. The reviews from 
the last classes were all full of praise. I hope the retail-
ers use this opportunity to train their installers and 
promote the use of certified installers as a value-add-
ed service and promote this as a reason to use them 
as their flooring dealer. I want to remind any Carpet 
One store or affiliate that further rebates are available 
through CCA.

On another front, the Institute of Inspection Cleaning 
Restoration Certification (IICRC) has been working with the con-
tinent’s top resilient floor manufacturers to develop a new Resil-
ient Floor Maintenance Technician (RFMT) class. The manual that 
has been created by the technical advisory committee of the 
RFMT has the approval of the manufacturers. It will be the first 
common knowledge manual at IICRC. The class will be put out 
for beta testing in Dalton, Ga., at the Flooring Guild Conference, 
at the Global Resource Center in Las Vegas and hopefully the 
third class will be in Toronto on March 25-26, 2019. 

The CFCRA is a shareholder of the IICRC and at the last 
shareholder’s meeting a new shareholder member was voted 
in and allowed to buy stock. The new shareholder member is 
the ISSA — the Worldwide Cleaning Industry Association. ISSA 
recently took over the management of the CSSA in Canada. The 
CSSA now operates under the name of ISSA Canada. Their main 
guy is Mike Nosko. He and I are very excited on collaborating on 
some educational events (and who knows maybe a trade show!). 
We are waiting on the outcomes of some upper tier talks and 
hopefully afterwards we can reach for the sky.

The CFCRA is organizing a once-in-a-decade program 
with the Woolsafe organization to bring Paul Pearce to Canada 
to perform a specialty carpet and rug cleaning class. This would 
discuss and perform hands-on cleaning on the materials most 
cleaners are scared to touch — bamboo, tencel, viscose and 
thick natural fiber backed wovens. A date for this seminar will be 
announced this coming January.

The CFCRA is actively looking for manufacturers and retail-
ers to become more involved with the association. If you have an 
hour or two a week to spare and you want to have a chance to 
make a difference in our industry, then please reach out to us at 
bod@cfcra.ca. 

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
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Does this scenario sound familiar? 

Up-and-running
The floor covering contractor is complaining about poor site 
conditions, the confusion around who is responsible for what on 
site and having to fight for legitimate extras.

Meanwhile, the construction manager is com-
plaining about flooring contractors 
rejecting slabs and consultants issuing 
boilerplate specs. Building owners are 
caught in the middle, and in unison, 
everyone complains that “no one reads 
the specs anyway.”

So, what’s the solution? 
Like most things in life, change starts 
with awareness. In this case, awareness 
of a standard flooring specification that 
all construction parties can trust and 

use to guide floor covering installation practices fairly 
and accurately. Such a guide would help everyone in-
volved in a flooring installation navigate the usual chal-
lenges associated with getting complex flooring sys-
tems installed on time, on budget and with a warranty 
intact. No small order in today’s fast track construction 
environment. 

Three issues we all know too well:
1. Inadequate moisture testing
2. Slabs that don’t meet flatness tolerance 
3. Surfaces that need extra preparation and contami-

nation removal

Dealing effectively with these issues starts with respon-
sibility being placed with the right party in the specifi-
cations. When this is done, budgets, planning and bid 
pricing will come from the top down and align at the 
end of the project when the flooring starts. This is what 
the Floor Covering Reference Manual of Canada was cre-
ated to do. 

For example, each flooring category included in 
the manual (carpet, resilient, hardwood, laminate, cork, 
bamboo) has its own Scope of Work section that spells 
out “work included” and “work not included” for the 
flooring contractor. 

The three issues above are just a few examples of 
work that does not fall under the floor coverers’ scope 

Chris Maskell

according to national standards. These and other such items can, 
however, be undertaken as billable extras. 

With Scope of Work understood by the construction man-
ager and flooring contractor, both parties stand a better chance 
of working together when the rush to complete is on. Without it, 
inadequate moisture testing, slab rejection, bond failure and mil-
lions of dollars in unnecessary claims will continue to plague our 
industry, and flooring contractors will continue to face the tough 
position of trying to say no to their valued customers. Some-
thing that is especially difficult to do if you’re owed money and 
trying to build a relationship. 

Getting the right floor specification included is a good 
start, but getting specs read and followed on site is another 
big issue. 

This is where independent, certified floor inspectors be-
come a valuable industry resource. Inspectors give the speci-
fications a voice on site before, during and after installation. 
Inspectors create transparency, love reading specs and cross ref-
erencing, they ensure product limitations are understood before 
they are installed, report on site conditions, present the facts on 
behalf of the installer and help identify problems before they 
cause delays. This specifiable resource is called the Quality Assur-
ance Program (QAP). 

Quality Assurance Programs are not new to the construc-
tion industry. Several other trades have operated their own suc-
cessful QAPs for decades, including paint, roofing and millwork. 
Floor coverings is just the new kid on the QA block. 

The program targets larger commercial projects and 
building owners that want an added layer of security to ensure 
quality is delivered. These typically include universities, health-
care, school districts, government, municipalities, cities and large 
commercial real estate property owners.

NFCA is actively talking with building owners and con-
sultants in various provinces and placing this information in the 
right hands. Doing so will help create an opportunity for positive 
change. For manufactures and distributors, over time this will re-
duce claims. For flooring contractors and construction managers 
intending to deliver a quality product, it’s a long overdue move 
in the right direction. 

The National Floor Covering Association (NFCA) promotes 
industry standards for resilient, carpet, hardwood, laminate, cork 
and bamboo floor covering installations. www.nfca.ca
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Spotlight falls on wood and bamboo flooring 

Domotex Asia/ChinaFloor
China is one of the world’s largest produc-
ers of wood flooring. Last year, the production 
and sales of wood flooring exceeded 500 mil-

lion square meters. Today there are 
about 3,000 wood-flooring produc-
tion enterprises, and the total output 
value of the industry is about 100 
billion RMB. At present, there are four 
major production bases: Nanxun 
(solid wood flooring), Anji (bamboo 
flooring), Dalian (engineered wood 
flooring) and Changzhou (laminate 
flooring).

At Domotex Asia/ChinaFloor 
2019, organizers are presenting a 
hosted buyers’ program for wood and 
bamboo flooring. Reasons for par-
ticipating in the program include: 
China’s flooring products are 
affordable, have good quality 
and the export of high-end 
engineered wood flooring is 
on the rise; and, affected by 
the U.S. trade war, some buy-
ers need to find more suppli-
ers in order to ensure a stable 
supply chain. Invited are 15 inter-
national wood flooring profession-
als, 10 international bamboo flooring 
professionals and 40 wood and bamboo 
flooring manufacturers.

Participating wood flooring exhibitors include 
Layo, Yuhua, Nature, Jinlong, Penghong, Jinqiao, Ke-
mian, Shumaike, Shenghe, Greenhome, Changfang, 
Jesonwood, Xingjia, Xinjinghua, Haojia, Sunnergy, 
Maxchoice, Guolian and Haojia. Participating bamboo 
flooring exhibitors include Boda, Senda, Yongyu, Hua-
yu, Jingwei, Qichen, Shiqiang, Imac, Zhuart, Gloden 
Bamboo, Tianchi and Simba.

The program offers exclusive meetings and 
match-making with select wood and bamboo flooring 
exhibitors on March 25th at the Sheraton Hotel (con-
tact Kevin Li, kevin.li@vnuexhibitions.com.cn) followed 
by a networking event. Hosted buyer benefits include: 
complimentary hotel accommodation; access to club 

lounges with complimentary wi-fi, 
refreshments, and lounge seating; 
VIP registration check-in to avoid 
long waiting lines; Welcome Kit 
and Show Directory Coupon (200 
RMB value); exclusive Invitation 
to the Domotex asia/ChinaFloor 

2019 VIP International Party; and, 
personal on-site support.

Co-located at the trade fair from 
March 26-29, 2019, in Shanghai, China, is To-

morrow Show, an architectural design exhibition 
that gathers new international building materials, new technolo-
gies, new production processes and new application products as 
well as integrated high-end brands of global way of life and cross-
over pioneers. In addition, Workspace 2019 collects and exhibits 
global elite office furniture, lighting products, health and wellness 
solutions, technologies and software systems. 

Cadex is an international event co-located for material sup-
pliers, manufacturers, architects, designers, real estate profession-
als, contractors, traders and end users to connect with the most 
innovative and successful interior design products on the market. 
CERSDA is a targeted, forward-looking design exhibition tailored 
to high-end ceramic tiles and stone brands. The show is commit-
ted to building a display platform for global luxury ceramic tiles 
and stone brands to share new products, new designs and new 
application methods. 
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Luxury vinyl plank resists fading
Chart House, part of 
the Mannington 
Adura Max Apex 
collection provides 
a shiplap look in 
luxury vinyl plank 
flooring. It is 
suitable for spaces 
such as sunrooms 

because it’s fade-resistant, stain-resistant, water proof, easy-care 
and made with ScratchResist protection that creates a surface so 
tough it wears away the ridge on a quarter coin, the company says. 
www.mannington.com

Membrane for electrical floor heating
Mapeguard Heat from 
Mapei is a lightweight 
uncoupling, crack-isolation 
and waterproofing mem-
brane that also provides 
vapour management and 
load support. It is designed 
to speed the installation of 
tile and stone in interior 
rooms such as bathrooms, 

kitchens and three-season rooms where the luxury of radiant 
floor heating is desired. The membrane’s thin profile is said to 
work well with remodeling projects where the new floor will be 
installed directly over a preexisting one. Once the heating cable 
is set within the membrane’s patented, rounded square reliefs, a 
tile mortar can be applied immediately. Features and benefits 
include: helps prevent transmission of in-plane substrate cracks 
up to 1/8 in.; recommended for use with polymer-modified 
mortars; membrane thickness is less than 1/4 in.; minimal roll 
memory for faster installation; heating cable installs easily, and 
lays flat and secure; and, compatible with a wide variety of 
radiant electrical heating cables. The membrane is suitable for 
areas with up to 25 lbs. MVER and 100% relative humidity and 
does not support mold growth. The material passes the ANSI 
A118.10 standard (load bearing, bonded, waterproof mem-
branes for thin-set ceramic tile and dimension stone installation) 
and ASTM: C627 (Robinson) service rating for “Extra Heavy.” 
www.mapei.com

Surface finishes for wall tile 
Profilitec has introduced a line of embossed surface finishes for 
ceramic tile wall coverings called The Wall Modern Line. The line is 
designed to match ceramic, cementine, concrete and stone effect 
tiles. The profiles, opaque and tactile, infuse a retro look with 
industrial style, creating a modern motif, the company says. The 

line is available in a 
wide variety of 
colours, ranging 
from warm to cool 
shades: matte 
black, micaceous 
grey, dark brown, 
corten, dove grey, 
khaki, rusty white, 

pastel grey, and cement grey. Aluminum, brass, stainless steel and 
non-toxic synthetic materials with over 30 different types of trim 
finishes enable the user to coordinate with tile colors and grout 
and to create a decorative contrast.
www.profilitec.com

Porcelain and ceramic tiles reflect subway style 
The Nepal line of porcelain and ceramic tiles from Ege Seramik 
are said to offer an elegant matte finish characterized by a 
fashionable surface, which has a velvety texture and is soft to 
the touch. Offering design flexibility for both wall and floor, the 
line is available in an array of sizes with its 4 x 13 in. subway wall 
tiles spearheading the entire collection. The fade-resistant tiles

PRODUCTS

ECB Classic®

Crack Isolation Membrane

Gain peace of mind...
protect your investment.

Industry leading 
3/8” crack protection!

1 ( 8 0 0 ) 6 3 3 - 4 6 2 2
w w w . n a c p r o d u c t s . c o m

Consultants, contractors and architects prefer 
the membrane that works best, ECB®!

For use over 
concrete or wood

Visit us at Booth 5785 at Surfaces!
 Canadian Distributors Needed
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are available in cream, brown, grey and 
cappuccino colours, with coordinating 
bullnose edges, as needed. Other sizes 
include a 10 x 16 in. ceramic wall tile, as 
well as 13 x 13, 12 x 24, 8 x 18 in. glazed 
porcelain.
www.egeseramik-usa.com

Green floor primer 
DriTac Flooring Products has launched a 
“green,” single-component acrylic floor 
primer for interior use on various 
approved substrates, including concrete, 

wood, light-weight concrete and 
gypcrete. Primer 3000’s concentrated 
quick dry, bond-strengthening technol-
ogy enhances the bond with approved 
substrates, self-leveling underlayment, 
gypsum-based underlayment and 

patches, prior to adhesive application for 
wood, resilient and carpet tile flooring 
installations. The primer is approved for 
use with all of the company’s flooring 
adhesives and available in 1-gallon 
containers and 4-gallon pails. The 
versatile floor primer is said to offer easy 

broom, sprayer, or nap roller application 
with a spread rate of up to 800 square 
feet per gallon, depending on application 
method, subfloor preparation and 
porosity. The solvent-free, low odor 
formula is easy to clean and coloured 
green for easy identification. The primer 
also has zero VOCs and zero solvents. 
www.dritac.com

Red List-free enhanced 
resilient tile and planks

Pivot Point line Red List-free enhanced 
resilient tile from Mohawk holds Living 
Product Challenge Petal Certification and 
is manufactured using alternative 
chemistry. Design and colour draw 
inspiration come from fresh, natural 
materials and biophilic influence, the 



Canada’s floorcovering magazine                              31

company says. The line features four 
wood and four textile patterns in a 7 x 48 
in. plank format and four terrazzo and 
natural stone visuals in 36 x 36 in. tiles. 
The colours and styles within the 
collection can be combined or used 
individually to create abstract, contempo-
rary flooring designs. The line features a 3 
mm thickness, a 20-mil commercial wear 
layer for durability and an M-Force 
enhanced urethane finish and is also 
FloorScore certified.
www.mohawkgroup.com

Alexa-activated 
heated floor thermostat

The 4iE Smart WiFi thermostat from 
Warmup is now compatible with 
Amazon Alexa. With the MyHeating App 

and Alexa, users can now control a 
Warmup smart heating system with their 
voices. For example, just say, “Alexa, 
increase the living room underfloor 
heating by 5 degrees,” a useful comfort 
control when the users are caught with 
their hands full or can’t reach their 
thermostat. Compatibility with Amazon 
Echo also means that a heating system 
can now be tied to other devices in the 
home. For example, a floor heating can 
be turned down when the HVAC 
thermostat is set to the “Away” mode, or 
when leaving the house. The thermostat 
is compatible with other systems and 
can be mounted as an upgrade to 
existing floor heating systems.
www.warmup.com/thermostats/ 
4ie-smart-wifi

Carpet tile flooring 
features cloud patterns 
The Tessera Cloudscape collection of 
carpet tiles from Forbo Flooring Systems 
has 16 colour options, with each one 
designed to resemble changeable cloud 
formations. The palette ranges from 
oranges and blues, to greens and greys, 

all with 
 

the collection’s signature dappled finish. 
Each colourway is named after different 
weather phenomena. Darker shades 
have names that include Thunderbolt, 
Stormy Weather and Mistral Gale, while 
lighter tones have titles like Dawn 
Chorus, April Shower and Sunset Sky. 
The flooring system is made up of plush 
carpeted squares that use a multi-height 
loop system, to provide maximum 
comfort underfoot as well as an attrac-
tive coloured pattern. The collection is 
made from 62 percent recycled content.
www.forbo.com 

Thin-set additive reduces energy costs 
while increasing thermal diffusion to 
eliminate cold spots.

Heavy duty wire is easy to 
install and produces virtually 
no magnetic field.

Uncoupling mat for easy and 
secure wire placement.

 

Globally Proven 
Construction Solutions

Wi-Fi thermostat for total  
control from your smartphone. 

www.laticrete.com  l  1.800.243.4788
A-8640-1218  ©2018 LATICRETE International, Inc. All trademarks shown are the intellectual properties of their respective owners.
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BULLETS

Current business highlights

 In Canada’s residential sector, the value of building permits in 
October increased 4.2 percent from September to $5.2 billion 
and is up 3.0 percent from last year. Both multi-family and 
single-family dwellings posted gains. —Statistics Canada

 The trend in Canadian housing starts was 210,038 units 
in November 2018, compared to 206,460 units in October 
2018. —CMHC 

 The global biomedical adhesives and sealants market to 
expand at a compound annual growth rate (CAGR) of 7.4 
percent from 2017 until 2022 and reach $8,108.8 million US. 
—Frost & Sullivan

 The Canadian Mortgage and Housing Corporation, which 
insures Canadian mortgages in cases where buyers cannot 
make a 20 percent down payment, says the number of bor-
rowers with high credit quality has risen from 66 percent in 
2002 to 88 percent in 2017. In turn, the number of low-cred-
it-quality buyers shrank from 17 per cent to three percent 
over that period. —CPA Canada

 U.S. ceramic tile consumption through the second quarter 
(2Q) of 2018 was 1.56 billion sq. ft., up 0.7 percent vs. 2Q 
2017. Through 2Q 2018, 1.08 billion sq. ft. of ceramic tile ar-
rived in the U.S., up 3.4 percent from 2Q 2017. —TCNA

 In the two years since the President Trump’s election, 4.6 
million U.S. jobs have been created, including 155,000 in 
November. Average hourly earnings continued to grow at 
3.1 percent—the fastest 12-month growth rate since April 
2009. The unemployment rate remained at 3.7 percent for 
the third straight month, the lowest level since 1969.  
—U.S. Department of Labor

 In the world ranking of the main ceramic tile producing 
countries, Russia comes in 13th, with a production that 
amounted to 169 million square meters in 2017. With 194 
million square meters marketed, Russia is instead 11th in 
the ranking of the largest ceramic tile consumers.  
—ACIMAC Research Department

 The acrylonitrile-butadiene-styrene (ABS) market in the U.S. 
is dominated by the household appliances sector. In 2017, 
this market accounted for a share of 26.5 percent and is likely 
to be propelled by the growth of household appliances, elec-
tronics and electrical, and automotive sectors. —GlobalData

 U.S. hardwood flooring imports dropped 15 percent in Sep-
tember from August after a total import rise of nearly 40 
percent for the first 9 months of the year. The September de-
cline was mostly due to a 78 percent month‐to‐month drop 
in imports from Brazil and a drop of 24 percent from China. 
Overall, imports are up 7 percent year‐to‐date. —ITTO

 European Union (EU) imports of flooring products from 
tropical countries fell 18 percent to 20,500 MT in the nine 
months of 2018. The value of EU imports of wood flooring 
declined 15 percent to €46.5 million in the first nine months 
of 2018. —ITTO

 Montreal, Que., has the worst traffic jam rating for cities in 
Canada with peak congestion costing motorists 50 hours 
in 2017. Toronto, Ont., is second in Canada at 47 hours, fol-
lowed surprisingly by St. John’s, Nfld., at 34 hours. Los Ange-
les, Calif., is the world’s worst at 102 hours. —Inrix

 The Best (and Worst) Big Cities for Business Investment: The 
2018 Report Card reports that Halifax, N.S., Charlottetown, 
P.E.I., Moncton, N.B., Montreal and Winnipeg, Man., have the 
highest overall tax burdens on new investment in 2018. On 
the more competitive side of the spectrum are St. John’s, To-
ronto, Ont., Saskatoon, Sask., Calgary, Alta., and Vancouver, 
B.C. Much of the variation in competitiveness is attributable 
to provincial and municipal business property taxes.  
—C.D. Howe Institute

 The Unbalanced Housing Stock: Benchmarking Ontario’s 
New LPAT System report from the Greater Toronto Housing 
Authority says that up to 165,600 homes are at risk of not be-
ing built over the next 23 years. That’s equal to an annual loss 
of $1.95 billion in gross domestic product (GDP) from resi-
dential construction activity if various constraints continue to 
inhibit the goals set by the provincial growth plan, Places to 
Grow. —Residential and Civil Construction Alliance of Ontario

 Despite a slow start to the year, EU imports of tropical sawn-
wood were 539,000 MT in the first nine months of 2018, 9 
percent more than the same period in 2017. Import value 
also increased, by 10 percent to €545 million. —Fordaq

 Western U.S. sawmills produced 12.330 billion board ft. 
(bbf) of softwood lumber in the first 10 months of 2018, an 
increase of 5.6 percent from 11.679 bbf in the same period a 
year earlier. —Fordaq 
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BACK IN THE 19TH CENTURY, stagecoach travel meant that 
relay stations popped up all over North America, including Que-
bec. There would be a place to water, feed and rest horses, as 

versary. “For the shared-room concept,” says Delisle, “it’s really im-
portant the image we show is like sharing with friends. Bachelor 
parties or weddings where you have all of the bridesmaids in the 
same room. Since the boutique hostel is getting rented more and 
more, Delisle wants to develop a second location.

“We are very happy with the result, but it is going to take 
more time for people to get it. ‘What do you mean I don’t get my 
own bathroom; I share it with someone else?’ 

“But If I share it with my friends, it’s OK.” 

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

well as accommodations for hungry, weary travelers.
One such “le relais de la diligence” (relay station) 

built in 1849 in Dunham, Que., has been turned into 
a boutique hostel by Montreal, Que.-based developer 
Kabin.

Located 90 km south-east of Montreal close to 
the U.S. border, the Boho Dunham inn attracts visi-
tors from both countries, according to Martin Delisle, 
president of Kabin. “The guys are mostly coming from 
Montreal, or they come from Plattsburgh or Burlington, 
Vermont,” says Delisle.

“People in Quebec aren’t ready for the real hostel 
type, which we used to call a youth hostel. People are 
not ready to share with strangers.” 

So, the boutique hostel concept was born. At the 
beginning, Kabin considered dorms, then decided to 
switch to shared rooms. With an on-premises brewery 
ranked in the world top 100, “we realized if you know 
you’re a gang of three guys coming to drink beer, they 
each have their own bed.” Both multi-single-bed rooms 
and private rooms with king-size beds are available.

With the brewery and restaurant downstairs, 
the second floor has a couple of offices, as well as a 
multi-function room that is rented for such activities as 
yoga classes. “We renovated the lobby, but the rest was 
only at the third floor,” says Delisle. he works closely 
with his interior-designer wife, Victoria Della Porta.

“The biggest challenge was to put all the bath-
rooms there. There was only one small bathroom and 
we had to do four more and renovate the one that was 
already there.”

Most of the floors were not original from 1849, 
but from later renovations. “It was all hardwood floor 
except for one office that was carpet,” says Delisle. Now 
the carpet is gone and everything is finished with the 
same wood. The wood look continues to the wood-
work around all of the windows and the doors. 

For the bathrooms, Kabin went with Italian ce-
ramic tiles reminiscent of Barcelona and California 
styles as a reminder of the castle coming from Europe.

Boho Dunham has now celebrated its first anni-

Boutique hostel rhapsodizes bohemians

Stagecoach stop reno

THEN-AND-NOW

Before: Bathroom (right) 
and lounge were trans-
formed into boho chic.
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THE GO-TO GROUT FOR 
RELIABILITY, VERSATILITY 
AND PROVEN RESULTS. 
 The ultimate performance cement grout.
n	 Uniform consistent colour
n	 No efflorescence
n	 Stain resistant
n	 Lightweight for superior handling
n	 Ideal for all grout joint sizes up to 1/2"

DOWNLOAD CUSTOM’S 
MOBILE APP

CustomBuildingProducts.com
800-272-8786

Available at 
The Home Depot 
and tile distributors 
nationwide.




