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Publisher’s Letter
Change is Good

L

iving in California for the first 30 years of my life made the
decision to move to Oregon anything but easy. Replacing
my old truck with 150,000 miles for one with no miles — no
problem. A jog in the stiff, cold morning air before sunrise in
place of the morning paper and a cup of coffee on the couch
— well, I’m contemplating the notion of that change to my routine currently.
It’s my belief that change is always good; it’s making a change that’s often difficult. For some, it appears that change is no problem. Those people are doing what
we know we should be doing! Similar to waiting in line at the drive-thru to order a
Double Whopper and fries, the vision of someone on a treadmill in the health club
across the street can generally induce some frustration about changes we’re trying
to make. Regardless of what may seem to come easily for someone else, the types of
changes that we desire to make, for our health’s sake or otherwise, need to be communicated to others in order to enlist the necessary support that a positive change
requires.
Adding decorative concrete to the list of your company’s services is one of those
changes that many contractors have now made successfully. However, my guess is,
there are an even bigger number of contractors who greet the notion of making this
change with some resistance.
It’s a fact — changes generally cost us money due to factors such as training,
mistakes caused by inexperience, or the procurement of additional tools and equipment. Fortunately, because I have grown this magazine from its infancy, my knowledge of the industry and its progress are your assurance that decorative concrete is a
worthwhile change for today’s concrete contractors.
What will minimize your expenses during this change is letting others in the
industry know about your decision. The truth is, the many pioneers of decorative
concrete, those you read about in Concrete Decor, are individuals who have already
made the mistakes you’re likely to make at some point in time. And they’re surprisingly anxious to help you safeguard your company’s success. Why? Simply put, your
success is insurance for the industry’s success. And ultimately, ours.
How can we help each other? For starters, see our Call for Entries on page 17.
Keep exploring the pages of Concrete Decor. Talk to our advertisers. Then make a
point of visiting us at the next WOC show in Las Vegas. We’re in the South Hall
— Booth #11153.
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Industry News

Blastrac announces SPARC dates
The last SPARC class date for the
remainder of 2006 is November 14-17.
The Surface Preparation Academic Resource Center is a surface preparation
training program taught by factory experts skilled in Blastrac equipment and
Sawtec hand tools.

It is a comprehensive training program on popular surface preparation
methods and equipment. The course is
designed for contractors, coatings specifiers, facility owners, architects, engineers and others involved with application, specification or use of coatings.
The 2 1/2-day program includes discussion of common surface preparation

methods such as shot blasting, diamond
grinding, scraping, milling and scarification. Participants are taught when to
use different surface preparation techniques, depending on job site characteristics, specified coatings, desired results
and cost. The instructor also includes
discussion of industry standards and
testing methods. Students’ training is
focused primarily on intensive handson instruction, including training in the
start-up, use and maintenance of equipment. Classes are held at the Blastrac
factory in Oklahoma City, Okla.
✆ (800) 256-3440
˛ www.blastrac.com

Recycled concrete
The Quikrete Companies announces a joint venture with Charah Dry
Mix LLC to manufacture and distribute selected products under the Quikrete brand. Charah Dry Mix is a recent
spin-off from Charah Inc., a leading ash
management provider for the coal-fired
electric utility industry based in Louisville, Ky. Charah Dry Mix produces
a patent-pending concrete mix made
with bottom ash, a material produced by
coal-burning utilities that is recycled as
a concrete aggregate.
“The joint venture with Quikrete
will leverage Charah’s innovation in bottom ash recycling,” said Charles Price,
president and CEO of Charah, Inc.
“We are fortunate to find such a strong
partner as Quikrete to share our vision
of conserving our natural resources
Reader Service 27
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Industry News
through recycling.”
Quikrete will package all bottom
ash products with Charah’s patent-pending two-handled plastic bag, making the
products easy to lift and carry.
˛ www.quikrete.com

Video learning
Versatile Building Products has just
posted a new video to its Web site, “How
to Install Polyurea 5000 with a Roller
and Brush.”
This video shows an installer who
does about 40 garage floors per week
and how they roll the Clear Polyurea
5000 Topcoat. They have been able to
reduce the amount of trips to the jobsite
because of the ability of 5000 to provide
a 6 to 8 mil high-build topcoat in just
one application. Not only does it give a
high build look in just one coat, it also
has more shine than solvent-borne urethane.
✆ (800) 535-3325
˛ www.deckcoatings.com

Reinforcing grid
TechFab’s C-GRID system of car-

bon/epoxy-based grid reinforcements
will be exhibited at the 2006 Concrete
Countertop Industry Conference November 6-7 in Raleigh, N.C.
C-GRID has many advantages for
use in concrete countertops, including
rust and bleed-through resistance, ease
of handling and fabrication, increased
ductility of the concrete, minimization
of crack width and crack spread, being
stronger than steel by weight, and excellent mechanical bond and strengthening
properties for thin concrete sections.
✆ (864) 260-3355
˛ www.techfabllc.com
˛ www.CCIC2006.com

Patent on Pulse-Bac vac
CDCLarue Industries has been
awarded a patent for an ambient air
back-flushed filter vacuum, aka PulseBac Technology. In addition to the patent, a registered trademark for the brand
name “Pulse-Bac” was awarded.
“This is what it is all about,” said
vice president of CDCLarue, Chris McCutchen. “We have been waiting for this
for years now, and it has finally come

Reader Service 11
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our way. This is the most advanced patent issued by the U.S. patent office for
vacuum equipment since the late 1960s.
This technology will be the standard in
years to come for all types of canister
vacuum equipment, from shop vacuums
to large industrial dust collectors and everything in between. Pulse-Bac technology will change the way the world uses
vacuums.”
✆ (866) 954-9700
˛ www.cdclarue.com

Hard Rock Tool joins
King Concepts
Hard Rock Tool has joined King
Concepts, a manufacturer of floor surfacing machinery and dust extraction
systems. Hard Rock Tool will service the
West Coast. wWith more than eight locations and 10 years of experience, Hard
Rock Tool shares King’s passion for innovation, customer training and quality
tools.
˛ www.kingconcepts.com
˛ www.hardrocktool.com

Reader Service 21
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Industry News
CONEXPO Asia 2007
The next CONEXPO Asia will be
held December 4-7, 2007, at the Chinese
Export Commodities Fair (CECF) Pazhou Complex in Guangzhou, China.
CONEXPO Asia 2007 will feature exhibits of the latest technologies
and innovations in construction-related equipment, products and services
from leading manufacturers around the
globe. Industry educational programs
and working equipment demonstrations
will extend the value of the exhibits and
offer a quality learning experience for
industry professionals from China, AsiaPacific and beyond.
The show is produced by the Association of Equipment Manufacturers
(AEM), which conducted the inaugural
CONEXPO Asia in May 2006 in Beijing,
China. AEM notes that the show launch
was very well received. Guangzhou has
long been a center for international trade
and is the site of the well-known Canton
Fair.
✆ (800) 867-6060
˛ www.conexpoasia.com

Cemstone names Galloway
general manager of operations

Vortex Polymers opens two
locations

Cemstone, the largest ready-mixed
concrete and
aggregate com
pany in the Upper
Midwest, has
named Jim
Galloway general
manager of
operations.
Galloway will be
Jim Galloway
responsible for the
retail operations of Cemstone’s 19
contractor supply stores in Minnesota
and Wisconsin. His duties will include
purchasing, distribution, inventory
management, merchandising, design,
safety and security.
Prior to joining Cemstone, Galloway
was manager of new store operations
for Diversified Distribution Systems of
Minneapolis. He is a resident of Eagan,
Minn.

Vortex Polymers, a manufacturer
and distributor of concrete coating products for the resurfacing, waterproofing,
and concrete coating industries, is opening locations in Carson, Calif. and Las
Vegas.
Vortex Polymers carries epoxy, urethanes, sealers, stains, cements, liquid
acrylic and more. Services include job
site delivery, samples, and custom literature for customers. The company’s service-orientated approach is designed to
provide customers with the tools needed
to be competitive in their field.

✆ (800) CEMSTONE
˛ www.cemstone.com

✆ (888) 924-8350
˛ www.vortexpolymers.com

T.B. Penick & Sons announces six
new Lithocrete licensees
Six concrete contractors from across
the nation have signed up as new licensees for Lithocrete, a unique architectural
concrete paving system that has been
widely used in commercial and institutional projects throughout the western
U.S. There are now 18 Lithocrete licensees from New York to the Philippines,
and several other prospective licensees
are being considered.
A patented concrete product created
by Shaw & Sons of Costa Mesa, Calif.,
Lithocrete is an architectural concrete
paving system that melds the structural
properties of reinforced concrete with
the esthetic qualities of select materials,
including recycled materials.
The new licensees are as follows:
Creative Concrete of New Mexico Inc.,
Albuquerque, N.M.; Innovative Concrete
Designs LP, Austin, Texas; Carolina
Bomanite Corporation, Charlotte, N.C.;
Chief Concrete Inc., Las Vegas, Nev.;
Architectural Stains Inc., Las Vegas,
Nev.; Bomanite Artistic Concrete, El
Paso, Texas.
˛ www.lithocrete.com
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Carlton’s Corner

by Doug Carlton

Decorative Concrete: Why we do it
A story of tragedy, courage, and a concrete countertop.

A

Photo courtesy of Doug Carlton

young Cal Poly team boarded the plane from Toledo to San Luis Obispo after a
deflating loss to Bowling Green’s football team. A fullback named Roger Kelly
took his seat somewhere near the middle, having no idea this choice would save his
life. Scoring his team’s only touchdown was little consolation; he knew this was a team
sport and his team lost. It’s hard to say what he was thinking about as the rest of the
team found their seats around him. He was probably thinking of his new family
and a five-day-old daughter back home. A new baby, work, college,
and football are a lot for anyone to balance. He may have been
thinking about how good it was going to be to wipe this day,
this loss, off the books and start fresh and new Monday
morning. I’m sure whatever he was contemplating was
nowhere close to what was about to happen in the next
few minutes.
Shortly after take-off, all the aviation advances
the Wright brothers had created went wrong.
With a loss of power and a partial inversion of the plane,
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Carlton’s Corner
gravity won as it usually does. In less
time than the average person can hold
their breath, it was over. Nearly half
the coaches, teammates, and crew were
lost. Most of the ones to survive were
severely injured. A long healing process
both in body and spirit was the new Cal
Poly game plan. Bad news of no survivors was initially reported back home,
and then better news of some survivors.
News in 1960 traveled at a much slower
pace than today. The small community
on the central coast of California had
suffered a great loss.
Coach Kelly called me and asked
if I would install a concrete counter on
his new outdoor BBQ. Nearly forty-six
years had passed since the crash and
the young fullback had traded his cleats
for a whistle. Coaching made sense and
there was no reason to punish the game
he loved. I had installed several areas of
stamped concrete over the last few years
at the Kelly home and repeat business is
what my business is built on. We decided a cast-in-place concrete counter was
the best choice for this project.
When the day came to pour the
counter, the coach and I visited as the
concrete hardened. He brought out
sandwiches and we drank milk and
talked about family and football. His
coaching career was ending and he was
weeks away from retiring as a college
teacher. He talked of victories, championships, awards, and adversities. He
talked of friendships that survived not
only the test of time but also tragedy. I

could tell a chapter of his life was closing and a new one beginning. I could
also tell my countertop was setting and
the other half of my sandwich would
have to wait. This was nothing new.
I asked coach if he had a few football
medals of past victories close by. He
did, and asked if I wanted to see them.
“Yes, I want to place them in the surface
of the concrete counter,” I said. Coach
passed through the sliding door that
separates his patio and living room like
a fullback shooting the gap. Even a man
that knew little about decorative concrete could see where this was going. I

placed four championship medals of his
past bowl victories directly in the Amen
corner of the counter. The counter made
a perfect display of reward and recognition that everyone who works for accomplishment desires.
A few weeks have past since I finished coach’s concrete counter. I’m betting he has told me a half dozen times
how much he likes it. He says, “Let me
know what I owe you for the work,” and
I tell him we’ll settle up. He doesn’t realize that I have been paid a thousand
times over. What a small sacrifice on my
part for the man that gave me my wife,
the man my boys know not as coach or
teammate but as their papa.
Few things can be personalized
like decorative concrete. I’m sure that is
what draws me to this business. Think
about this the next time you’re laying
out a patio, designing a stained entry, or
building a concrete counter. What we do
is much more than mixing colors and
dyes to create something artistic. We are
creating areas for families and friends to
celebrate life. The fact that we are able to
individualize through color and patterns
is what makes our industry great. This
is a great business to be in.

FOOTNOTE: By the time this article is published, the Cal Poly Mustangs will have started the
2006 season in a new stadium. Part of this new stadium includes a memorial to the 1960 Cal Poly
team and their lives. Some of you may very well know the reason Hall of Fame Coach John Madden
refuses to fly is because of the loss of friends and teammates during this tragedy. I have had the pleasure to meet most of the surviving players and realize these men have a special bond between them.
So, with that said: GO MUSTANGS!
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Trowel and Error

by Larry Ross

Customer Service
Continues Long After
the Concrete Dries

I

In this age of
customer service,
you should never
turn your back on a
client with a
problem.

t may be the ability to fix a problem
that truly sets you apart from the
multitudes. Upon learning of a client’s
problem, there are two things that must
be done. First, acknowledge there is a
problem. Some contractors have a hard
time even admitting that it is a possibility. Then you need to realize that this is
not a problem, but an opportunity.
Five years ago we installed a project that had turned out beautifully. The
owner designed, engineered, and supervised his own project. He researched
materials, and the chosen product manufacturer recommended us as installers.
The client was adding a two-story woodframed addition to the existing building, and the upper deck of the addition
was actually an extension of the existing
pool deck. Our scope of work was to install a waterproof stamped overlay.
As is our procedure when we are
unfamiliar with a product, we requested
that a representative from the manufacturer be on the job with us. The installation went smoothly, and the project was
completed.
Two years later, far past the industry-standard one-year warranty, the
owner called us with a problem. There
was water damage and wood rot, and
ultimately part of the framing had to be
replaced. Whether there was a design
flaw, a material failure, or installation
error, we will never know. What we did
know is that we had a relationship with
this client, and this was a critical point
in that relationship. Our reputation was
on the line. The manufacturer had al-

ready told the owner that they did not
believe that it was product failure. The
owner knew the lengths we went to so
we could be sure to install his material
correctly, so he looked to us for a solution, not blame. We helped him find a
waterproofing contractor and made ourselves available to the owner in whatever
capacity we could.
Once the structural work was corrected, we were left with the original
pool deck that had a colored stamped
overlay, and a new wood deck with a
plain gray stamped overlay. We had to
make both areas beautiful again. We
stripped the sealer off the existing pool
deck, sprayed the entire surface with a
cementitious spray coat, and recolored
the deck. It turned out even better than
the original.
If there is a moral to this story, it is
that you never know when you might
hear from a past client. In this age of
customer service, you should never turn
your back on a client with a problem.
The way you react to their issues will determine the way they will react towards
you. I know the hairs on the backs of
our necks stand up and our stomachs
knot up, but the initial reaction to that
first call will be the foundation, weak or
strong, that you will build on from that
moment on. Be patient and choose your
words wisely. The way you address a
problem is just as important as the materials you fix it with.
Larry Ross is the manager of Richard Smith
Custom Concrete, based in Canoga Park, Calif.

If you’ve solved the problem of a job gone wrong, and you’d like to share your solution with our readers, please
write to editor@concretedecor.net. We look forward to hearing from you!
16 • www.ConcreteDecor.net • Oct./Nov. 2006
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JAF-Co Concrete Inc.
Portland, Oregon

by Mike Dawson
Joe Fettig is a concrete contractor who wants to keep
them happy. He wants to see them impressed … excited …
awed … and fired up about decorative concrete. And that’s
just his hopes for his crew.
His drive for customer satisfaction is even stronger. But
for Fettig, who operates JAF-Co Concrete Inc. in and around
Portland, Ore., you can’t get there without the employees.
He pays competitive wages and takes advantage of the industry’s training networks to keep his workers engaged.
“We find it is rewarding to see them smile and go home
happy at the end of the day,” Fettig says. “As long as there
are opportunities to be challenged, and they can improve
their lifestyles, that to me is what makes a successful company.”
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All photos courtesy of JAF-Co Concrete Inc.
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The company includes Fettig and
his wife Betsy, who runs the company’s
design center in Newberg, Ore., as well
as eight full-time workers in the field
and an office manager. Fettig runs two
crews: one that installs flatwork and one
consisting of decorative specialists. All
of his workers started as flatwork specialists and then cross-trained into decorative areas.
JAF-Co’s decorative division does
premium work on upscale properties,
which is not unusual for a decorative
concrete company. What is unusual
about this one is that it operates at this
market altitude without specializing in

specific applications.
“That’s the thing that makes our
company unique,” Fettig says. The company offers stamping, acid staining,
overlays, microtoppings, countertops or
most anything else a customer needs.
Fettig is aware of the oft-heard philosophy in the industry, “stick with what
you know.” He agrees. Jaf-Co can offer
such a wide range of service because of
the investment in employee training and
R&D, he says.
“We have some very self-driven
people, so they’re eager to learn any new
challenge put up in front of them.”
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Oregon to Vegas and back again
Fettig’s career in concrete has been
all about new challenges. That’s what
drew him to decorative concrete after
getting a start in flatwork.
A native of Oregon, he grew up in
a family of contractors. With uncles in
concrete construction, he gained experience at an early age. In 1985 he set out
on his own for the boomtown of Las
Vegas, where he worked for a variety of
contractors on everything from residential pools to casino jobs.
“The decorative concrete industry
was starting to take off at that time and

I watched the stamping systems evolve
from the old cast aluminum cookie cutter stamps to the textured mat stamps,”
Fettig says. “This was really sparking my
attention.”
Up until then, he had been using
early techniques such as broom finishes
on colored concrete. The salt finish was
also a popular application, as well as
Kool Deck toppings placed over concrete
pool decks. “But the textured mat stamp
was a tool we could use with limitless
possibilities,” Fettig recalls.
That’s when he got the buzz for
decorative concrete. “One of the biggest
draws to decorative concrete was the re-

action we would get from people looking
at our work,” he says. “People were convinced that what they were seeing was
not concrete.”
In 1993, Fettig decided it was time
for another career move. He returned
to Oregon, this time with a family, and
started his own company. JAF-Co (the
J-A-F are his initials) started as a flatwork company. Fettig’s timing was right
again, as a Northwest housing boom was
building for a blastoff.
The company established itself
with residential construction. But Fettig remained interested in the decorative work he’d done in Las Vegas and he

began to expand his services a little at
a time. Then, six years ago, he told his
crew that it was time to make a leap.
Their knees rattled a little, but nobody
hesitated at the ledge.
“One of the biggest challenges we
faced in making the step from doing
residential flatwork to starting the decorative side of our company was stepping
out of our comfort zone,” Fettig says.
“As we started our journey into
the decorative concrete marketplace we
found ourselves searching for solutions
to problem products. Once you have put
the miles into installing different product lines, you learn real fast which prod-
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ucts you want to work with and which
ones to run from. We’ve found that the
sooner you get involved with the product training seminars and start building
good relationships with your local reps,
the journey becomes a walk that you enjoy taking everyday.”
Some might find the move from the
desert air of Las Vegas to the less cooperative climate of Oregon an operational challenge. But having grown up
in the rainy state, he takes its climate for
granted.
Compared to Oregon, planning and
scheduling was a breeze in Las Vegas, he
says, but added that “around here you

just apply the old rule: If it’s gonna rain,
don’t pour.”
Other than that, during the mild
local winters, he uses hot water and
non-chloride accelerators, and drops
the slump a little. “It’s not rocket science
once you learn the trade,” he says, adding that like anything else with a concrete business, it comes down to having
a good relationship with a ready-mix
supplier.

Getting the word out
The Northwest climate does lead
to a different marketing strategy: Push
the interior work in the winter months.
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Another marketing push for Fettig is
annual maintenance. Every contractor should be selling annual reseal from
the get-go, he says. Not because maintenance generates significant revenue, but
because every contractor should think of
his completed jobs as marketing. If existing decorative concrete goes neglected
and looks poor, it’s just bad advertising
for everybody.
Fettig finds that his best advertising
is word-of-mouth. After that, it’s JAFCo’s design center, 1,200 square feet
of interior displays and 3,000 square
feet of exterior applications. This was a
major step for the company, and a big

capital investment, but it has paid rewards, Fettig says. The company’s new
Web site, www.jafco-concrete.com, is
designed to work in concert with the design center.
The interior display is essentially
a high-end home, featuring microtop
floors, acid-stain countertops, a bar, and
fireplace surround. The exterior display
is a patchwork assortment of color, pattern, and texture techniques.
The design center works, Fettig
says, because words and pictures are not
enough. People simply need to see, to
touch. “You can take your shoes off and
walk across the floor.”

Indeed, the company’s signature
work is becoming the sand etch finish,
popular on stairs and walks, which feels
like sand under bare feet.
When customers tour the center,
Fettig still gets the same buzz that he
did in the early days in Las Vegas. “To
this day we have folks walk into our
design center and they are amazed that
what they are looking at is a concrete
product,” he says.
“I guess the thrill that draws me to
decorative concrete is to be able to take
thoughts and ideas from our clients and
present them with an overall design and
a finished product that leaves them smil-

ing for years to come.”
And, he says, he and his crew enjoy
the fact that each new job turns out to
be the new favorite, which he attributes
to the wide-open possibilities of decorative concrete.
“Every job we do, we advance in.
That’s what turns our gears about this,”
he says.
˛ www.jafco-concrete.com
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Project Profile

by Pat Wilson

Sparkling Wine with
Floors to Match
Photo courtesy of Concrete Polishing Technologies Inc.

Anthony Allen, owner of the largest winery in Maryland,
knew he wanted a very special floor for his newly renovated
wine-tasting and banquet rooms, located in a former dairy
barn.
When Linganore Wines celebrated its 30th anniversary in
August, sparkling polished concrete floors welcomed Allen’s
guests. Polished concrete was used for more than 5,000 square
feet of the nearly 7,800-square-foot facility. The floors are colored Indian red, with 2-foot by 2-foot panels scored on the
diagonal. The banquet room also features a black dyed border, etched with relief carving. Coordinated into the winery
theme, the carvings consist of decorative grapes and grape
leaves, creating a perfect setting for a feast.
David Padgett, vice president of marketing and business
development for Concrete Polishing Technologies and Perfect
Polish, headed up the project, working with the craftsmen
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from Perfect Polish. They polished 3,150 square feet on the
upper banquet floor and 2,000 square feet downstairs in the
wine-tasting room.
“The Linganore floor, which was poured in 2005, proved
to be exceptionally hard concrete even for a new floor,” Padgett
says. “Since we are used to working on all types of concrete
floors — from soft to hard, from perfect to damaged — this
wasn’t a problem. The second level floor was the same hardness, but contained radiant heat tubing throughout the floor.
This too was not a problem, proving how adaptable the concrete polishing process is. The important thing here is the
contractor had better be aware of its existence before the initial grind.”
The Perfect Polish team began polishing using an 80 grit
diamond grind, moving up in various increments to a final polishing grit of 3,000. Then, handheld jackhammer air guns were
used to carve in the grapes and leaves in the border, using Engrave-A-Crete templates. Finally, the entire job was finished off
with a high-solid sealer. The CPT Perfect Polish crew took just
under two weeks to complete the job.
Allen says he is thrilled with the beauty of the floors, ease
of maintenance, and improvement in lighting. “With the old
floor, they would sweep the floors and then vacuum them, but
now all it takes is a wide dust mop and you’re done,” Allen says.
“In addition, under the old system, we had to put down coatings every six to 12 months, which proved very costly due to
materials and man hours as well as the down time due to drying time for the coatings. I’m pleased as punch with this new
process.”
He’s also pleased with the amount of light reflected by the
polished concrete, especially since electricity costs went up 74
percent in his area last summer. Prior to polishing the floors,
the banquet room used 4,000 watts of electricity for lighting;
now consumption for the comparable period is 80 watts. “You
can actually see the lights in the ceiling being reflected up and
used again, so there is no waste,” Allen says.
Concrete Polishing Technologies Inc. and its subsidiary,
Perfect Polish, are based in Knoxville, Tenn. The company is an
international leader in dry diamond concrete polishing.
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by John Strieder

Sooner or later, any decorative
contractor will have drains on the
brain.

Photo courtesy of ACO Polymer

Photo courtesy of Carlton Concrete

Water Drainage
for Decorative
Concrete
Applications
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On a run-of-the-mill pour, installing drainage systems is no
big deal. But on a decorative concrete project, a drainage system
can ruin the effect the designer is trying to create.
There are two basic types of drains: trench or channel
drains that collect water at one end of a slope, and catch basin
or area drains that drain the water from the middle of a slab.
Each can be a bear for decorative contractors. Option one includes installing a long, unsightly grate. Option two requires
contractors to trowel multiple four-way grades into what probably needs to be a relatively flat surface.
Drainage systems can blend into decorative concrete applications. But making them so requires some forethought.

The case for area drains
Trench and channel drains are usually used between a
sloping driveway and a garage entrance, along a straight retaining wall, or to control storm runoff and chemical spills. Chan-

Photo courtesy of Carlton Concrete

nel drains usually have a flat bottom with no built-in slope or
pitch. Trench drains have slope or pitch built in, plus a rounded
bottom to prevent debris from accumulating.
But just as these drains draw water off the slab, they draw
the eye away from designs on the slab. Doug Carlton of Doug
Carlton Concrete in Visalia, Calif., knows — he struggled with
incorporating a trench drain into a project just recently. “It really will stand out,” he says. “So many of these strip or channel
drains, they just say ‘industrial.’ That’s not what we’re trying to
do.”
Carlton prefers to use area drains whenever he can. These
drains collect liquid in the centers of gently recessed areas of
concrete. An area drain, or “point drain,” is set up much like a
shower drain, with a small grate in the center and a single drain
pipe that leads water away. A catch basin is a receptacle with
outlet ports set into the ground at the base of the basin and
pipes attached to the ports.
Area drains can offer a natural, organic look, especially
when compared to the alternatives, Carlton says. “When you
look down at the job, you see nothing but decorative concrete
with a small circle in the middle of it all.”
Carlton’s crews use area drains “religiously,” he says, 200
or 300 a year. But he acknowledges that the weather where he
works may feed his zeal. His part of the country gets only about
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a foot of rain per year, he says, so there is not much water to
drain.
Installation can be a chore too, says Lesley Pickering, marketing manager for ACO Polymer Products Inc. “Grading of
finished pavement with trench drainage systems is a simple fall
towards the drain. Point drains require more extensive excavation and underground pipe-work. And pavement grading can be
difficult, as each point drain requires a four-way fall to ensure
an effective end result.”

A grate alternative

Photo courtesy of Carlton Concrete

When choosing a type of drain, George Lacker, owner of
GLC3 Concrete in Plantation, Fla., keeps in mind that the surrounding concrete has to be sloped to that drain. That’s one big
advantage trench drains have over area drains, he says. “Sloping
to them is pretty easy. You’ve got a whole long drain to slope to.”
Once a channel or trench drain is installed, the grate is the
only part visible, so it becomes the key to working the drain
into the decorative scheme. “There are a wide variety of grates
available that can blend into the paving materials for a discreet
look, that can be chosen to complement the surrounding landscape structures, or that can be chosen to contrast against paving for design or safety reasons,” Pickering says.
Probably the easiest way to make a drain cover blend in is
to use color. If the drain cover is plastic, this one is easy: Plastic
comes in colors. A metal grate needs to be coated with color.
Powder coating is expensive, but aerosol sprayers can be used
to paint a drain or manhole the color of surrounding tinted concrete.
When a contractor weighs metal against plastic, all the other factors involved in choosing a grate come into play as well.
Load rating is critical — a grate used in a walkway or driveway
may require only a “light traffic rating,” while vehicular traffic
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warrants using grates with a heavier rating. Hydraulic performance, space limitations and sloping issues will also drive the
selection of a drain type. “If the material and loading requirement of the grate are specified correctly to suit the application,
there should not be a significant difference in longevity of use
between plastic and metal,” Pickering says.
Durability is important. “Plastic offers excellent durability
and economics,” Pickering says. “It does not oxidize and can be
made with UV inhibitors to minimize fading. However it is usually used for light-duty applications such as residential jobs or
areas with low pedestrian traffic.”
An area with a lot of vehicular traffic usually calls for a
metal grate that will take the pressure, Lacker says. “Pool areas,
I think, are fine with plastic stuff.”
Pedestrian areas often require ADA-compliant grates with
narrow slots that are perpendicular to the flow of traffic, Pickering says. “Common practice is to place the drain outside the
main flow of traffic where possible.”
Finally, trench and grate materials must be resistant to the
liquids or chemicals being drained. “Contact with chemicals
from pools or landscape fertilizers will affect the aesthetics of
the grate and reduce its performance life, and a suitable material should be chosen to avoid or reduce this damage,” Pickering
says.
Metal grates can be made from galvanized steel, stainless
steel, iron or brass. Because of this, and because of the wide
range of material and load class ratings, metal grates vary widely in cost.
Finally, a creative contractor can simply disguise a drain,
Lacker says. “Make the grate look like rocks with something
holding them together. The trick is how to keep it together in
the sun. Epoxy doesn’t hold up.”
Reader Service 15
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Brrr,
It’s Cold
Outside!
For decorative concrete work, cold weather
presents special challenges.
by Susan Brimo-Cox
alk about extremes. Minnesota’s record low in January and February is
minus 60 degrees F, while in July, temperatures can climb to a searing 105. Many
areas of the United States and Canada experience similar temperature fluctuations.
Nonetheless, despite customer concerns,
decorative concrete contractors in the
northern U.S. and in Canada are proving time and time again that decorative
concrete can weather these extremes very
nicely. But, just as contractors in southern
climes know the tricks of concreting in
hot weather, contractors in the north need
to understand the special challenges of
cold weather concreting.
“Cold weather concreting is a wellchoreographed event requiring warm water, heated substrate, admixtures, adjusted
cold weather mix design, heated materials and even the use of heating blankets,”
observes Sean Fallon, admixture product
manager for the Euclid Chemical Co.
Ambient temperature is an important factor. Brad Berg, vice president of
Architectural Enhancements in Montgomery, Minn., says his rule of thumb is a
minimum of 40 degrees for overlays. For
concrete pours, the temperature can be
pushed a little bit lower.

mends the temperature be 40 degrees or
warmer, with a minimum curing temperature of 50 degrees for a minimum of three
to seven days until the concrete reaches
70 percent of its design strength. “If the
concrete freezes before it achieves 500 psi
compressive strength,” Fallon adds, “the
final hardened properties may be compromised and result in durability issues.”
Many potential problems can be eliminated with the right mix design. However, as Fallon aptly points out, “adjustments
to the mix design will vary depending
on how severe the cold weather is. Cold
weather in Tennessee is defined differently
than cold weather in Minneapolis.” It is
critical to make sure the concrete producer you use has historical information on
hardened properties of cold weather concrete mix in your area.
Berg says ready-mix suppliers should
adjust for cold weather conditions, but often it is overlooked or put on the contractor’s shoulders, so it is important that the
contractor be knowledgeable, too.
As Meltzer says, “The need for proper
air entraining, adequate cement content,
low W/CM ratio, proper curing and proper
maturing can not be emphasized enough
for decorative concrete, to preserve the investment.”

Most experts are of like mind

Getting it right

Robert Meltzer of MRT Construction
Products in Entwistle, Alberta, recom-

Air entrainment is very important for
freeze-thaw durability. Michael Littlefield,

Photo by Flickr Member: *Micky*
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principal of Custom Concrete Design Inc.
in Kennebunkport, Maine, says his crew is
very attentive to this issue. “We always use
an exterior mix with adequate air entrainment, and we’re sure not to overwork the
surface. Overworking the surface (excessive troweling) will remove all the air bubbles from the surface. Those air bubbles
prevent spalling (surface delamination) by
allowing moisture to expand and contract
when frozen.”
Fallon says higher cement content can
help, too, by creating heat within the concrete mix as it starts to hydrate. But, if the
temperature is expected to hover between
20 and 30 degrees, an accelerator might
provide the needed solution.
Meltzer points out that, as a rule of
thumb, a 10 degree drop in temperature
will double the set time of concrete. Adding 1 percent accelerator will counteract
this, he says.
“Despite the wind-chill factor, accelerators allow the concrete to set up like
it’s an 80 degree summer day,” Littlefield
explains. But he recommends using a nonchloride based accelerator because calcium
chloride-based accelerators will weaken
the structural integrity of the concrete.
Also, don’t use the wrong aggregate,
such as lime or shale, Berg cautions. “Typically, in the freeze/thaw cycle the soft rock
will shrink and expand and water and ice
will sit in the open pockets, further deteriorating the slab. This can be prevented
by using quartz and granite mixes. While
there is an up-charge, it will save you in
the long run.”
A variety of other tools are available
for cold weather concreting: ground heaters, heating blankets and insulated blankets, to name a few.
John Buteyn, senior technical manager for Colorado Hardscapes in Denver,
reports ground heaters are good for thawing frozen sub-grade, but not for curing
the concrete.
Most contractors use poly or insulated blankets to prevent the concrete from
freezing before it cures. But Littlefield says
it’s important when covering concrete that
each section receives the same treatment
as the others. “If one section is covered
due to extreme weather conditions, all
other sections must be covered as well,
even if it was not necessary to cover a section that was poured when it was warm.
This will ensure the least amount of color

variation between sections. We also use
border patterns to minimize the appearance of color variations between sections.”
Buteyn has comparable issues.
“Avoiding the staining of concrete from the
use of insulated concrete blankets is one of
our bigger concerns. We cover for the least
amount of time necessary and try to create
a breathable barrier between the concrete
and our blankets.”
There is healthy debate among con-

tractors about the use of overlays and color
hardeners in cold weather concreting.
Berg likes overlays, saying they provide a variety of options for his decorative
concrete customers, but he recommends
working only with products from manufacturers who understand cold weather
climates. He prefers to steer clear of color
hardeners.
Littlefield, on the other hand, never
uses overlays on his Maine jobs. “It’s not
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that overlay products are not effective, but
once moisture finds its way between the
two products and freezes, that overlay is
going to pop right off during the thaw.”
He prefers color hardeners, which he says
increase surface strength, creating a more
durable and impenetrable wear surface.
But Meltzer doesn’t recommend the
use of color hardeners on air-entrained
concrete with high cement content. He
says that in these applications there is not
enough bleed water available for the hardener to be properly worked in and, at the
same time, properly hydrate the cementitious material in the hardener. Plus, he
adds, working the hardener into the surface deteriorates the air void matrix in the
surface of the concrete.
Except for the higher cost and the
need for proper air entrainment, use of
integral color is fine for cold weather concreting.

Sealing
This pool deck has withstood Maine winters for seven years, and it still looks as good as new.

Contractor tip:
Michael Littlefield, principal of Custom Concrete Design Inc.
in Kennebunkport, Maine, says that year-round, one of his best
tools is the canopy. “We use canopies in the spring so we can continue to work when we have weeks of rain. In the summer we use
canopies to cover areas to allow for more working time and to help
minimize variations in color between sections. Typically, a morning
section sets slower and has less sun exposure. The canopy is our
means of recreating these conditions for the afternoon section, which
has direct sun exposure and at times excessive wind, causing both a
rapid set and potential surface cracking from the surface drying out too
quickly. In the fall we use canopies to eliminate shade lines, which cause
uneven setting of the concrete, making it difficult to achieve a consistent
impression. And when it gets cold, the canopy allows us to enclose the
area and heat if necessary. I don’t think I would have made it in this business if it weren’t for the use of the canopy. It has allowed us to create a
controlled environment in an ever-changing climate.
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Most experts agree that proper sealing of concrete installed during cold
weather is important, but it generally can’t
be rushed. Typically, one should wait 28
days so the free water has had an opportunity to evaporate. Surface temperature
should be at least 50 degrees. But some
contractors have come up with temporary
solutions if the weather doesn’t cooperate.
For example, Littlefield waits three days
and applies a fine coat of sealer to hold the
project over until spring, when he returns
to apply the final sealer.
In any event, when it eventually gets
so cold that the ground freezes, the outdoor concrete season comes to an end, until the frost leaves the ground in spring.
For new and experienced contractors alike, it comes down to knowing what
you’re doing before you tackle cold weather concreting. The ACI specifications in
the U.S. and CSA specs in Canada should
be your guide.
As Meltzer points out, decorative
concrete, properly installed, will hold up
to harsh environments — such as freezethaw, saturation, de-icing salts and salt
water — as well as regular concrete does.
Maybe even better, according to
Buteyn, who says, “Due to high cement
content, use of color hardeners and regular use of sealers, our decorative concrete
may even be more durable in our cold
climate.”
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Winter
de-icing and
snow-removal
tips for
decorative
concrete
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❅ Make sure you start winter with a
properly sealed decorative concrete surface.

❅ Avoid chloride-based and harsh
chemical ice melters. The more
aggressive the product, the more
potential for surface deterioration.

❅ Sand is a non-chemical option.
❅ Be sure to keep decorative concrete clean, removing or washing
away sand and de-icers when they
are not needed.

❅ When shoveling snow, use a plastic shovel. Metal shovels and metal
ice scrapers can easily catch on the
surface texture and chip the decorative surface.

❅ When plowing, be sure the plow
blade is elevated enough so as not
to scratch or gouge the decorative
surface.

❅ While they are expensive, radiant heat systems are ideal to keep
decorative concrete surfaces clear
of snow and ice all winter long.
Reader Service 63

Oct./Nov. 2006 • www.ConcreteDecor.net • 33

The Concret
High Style
Meets
High
Strength
by Rachel Zwerneman and Wendy Ardolino

Why concrete homes?
The benefits of poured-in-place, reinforced concrete
— from less maintenance to lower energy bills — make this
method a popular choice for new home construction. If you’re
a contractor who’s thinking about getting into building concrete homes, the following is just a sample of the many benefits that you can share with your customers.
Concrete insulates better than other materials, significantly lowering energy costs. Thick concrete walls and floors
reduce noise inside and outside the home, while eliminating
creaks and squeaks between floors. Homeowners also enjoy
not having to deal with rot or termites, and how concrete significantly reduces allergens.
Concrete homes are built to withstand wind, fire and impact, and because of this, homeowners will enjoy lower insurance costs. And, concrete homes are environmentally sound,
with a long lifespan and little need for lumber.

The concrete Chateau
One of the newest concrete residences on the North Carolina scene is “The Chateau,” an English manor-style home built
by Jon Rufty, president of Rufty Homes Inc. and designed by
Davenport Architecture, both located in Cary, N.C.
Rufty has completed five concrete residences to date, the
most recent of which is the Chateau, a three-story, 6,780square-foot, French Country home located on 4.9 acres in
Durham, N.C.
The Chateau is located in the Hills of Rosemont subdivision, which features custom lots ranging from four to 14 acres.
It was built without a buyer in line, which may seem unusual
for a $2.25 million dollar home, but for Rufty, building luxury
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te Chateau:
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spec homes is all in a day’s work. “The
reason we continue to build spec concrete homes is we truly believe that castin-place concrete homes create a superior quality home,” he says.
Visitors cross the four-car, concrete cobblestone motor court before
entering through an oversized wooden
doorway and gazing down at beautiful
acid-stained concrete floors. The fivebedroom home includes extras such as
a recreation room, an exercise room,
an automated lighting system, a media
room and a four-car garage. Rufty also
installed a large pool, complete with hot
tub, waterfall and two fountains, and a
man-made pond with a large concrete
fountain in its center.

And, concrete homes are
environmentally sound,
with a long lifespan and
little need for lumber.
“The home is essentially a sleek
reinforced concrete cube,” Rufty says.
“Concrete homes make it so that you
can’t hear the footsteps on the floor
above you and the china doesn’t rattle
when you walk by.”
A virtually soundproof environment is just one of the bonuses associated with concrete construction, but
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Rufty hopes to educate the public on the
vast number of benefits. Fire resistance,
reduced energy consumption, healthier
environment, increased durability and
lower maintenance are some of the main
advantages.
Part of Rufty’s success has come
from working with an experienced
concrete contractor. Curt Fields and
his team at Tri-City Contractors are no
strangers to concrete home construction
and Fields says that the Chateau is his
favorite home of all of his past projects.
“It is the most dynamic house I have
participated in the construction of in the
last 30 years,” he says.

Concrete Walls
Save Lives

In July, Neal and Linda Anderson moved into their
Oregon Coast dream home — again.
Just a little over three months after they first moved
into their new home in Neskowin, Ore., a fire burned
through the home’s garage, attic and roof. But it didn’t
completely destroy the house or its contents, because
the couple had chosen to build a concrete house using
ICFs (insulating concrete forms).
The home was built from plans for a model home
that the Andersons bought in 1986 in Spokane, Wash.
The original house won a top award for energy-efficiency
and was built partially in the ground to conserve energy
and save on heating and cooling costs.
“The Andersons wanted to capture the insulating
factor of the soil against the concrete walls. We couldn’t
recommend setting a house in the ground, so we suggested using Reward ICFs,” said Larry Bilyeu of Bilyeu
Homes in Salem, Ore. The soil in western Oregon is too
wet for earthen berm construction, according to Bilyeu.
In September 2005, a fire started in a trashcan in
the garage, slowly spreading into the ceiling and attic
of the home. The concrete walls held up the roof over
the house and they did not burn. The fire was contained
in the garage, an office at the back of the house (which
did not have concrete walls) and the attic. According to
Mary Lou Fletcher, the fire marshal in Pacific City, Ore.,
the walls kept the fire in the garage area until it found a
weak spot in the ceiling of the garage. The flames worked
their way into the attic and then down into the office at
the back of the house. While the polystyrene foam on the
concrete walls melted as the fire worked its way into the
attic, it did not burn.
“Any other house would have burned to the
ground,” Fletcher said. “When there is a fire in this

remote an area, we concentrate on protecting the surrounding houses, because by the time we get to the
scene, the frame houses are gone. But in this case, there
were plastic flowers in the front of the house that didn’t
even melt.”
“I built with ICFs the first time for their energy efficiency,” Anderson said. “I wasn’t even thinking about
fire. There is no doubt in my mind that they saved our
house, and may have saved our lives. And, we were able
to save all our furniture, clothing, jewelry and photographs.”
American Restoration Company of Salem, Ore., completed the restoration of the house. John Stoddard, president of American Restoration, said his crews were able
to save the concrete walls and floor joists. Foam insulation was sprayed on the walls and furring strips were attached to support sheetrock and siding.
Reward Wall Systems is the first ICF manufacturing
company to earn noncombustible construction building
code approval. When burning, the materials have less
than half the toxins of burning wood (pine), and the walls
have superior fire ratings.
“Reward structures are widely known for their safety
in tornadoes and hurricanes,” said Kelvin Doerr, P.E. Reward Wall Systems’ vice president of engineering and
technical services. “Of equal importance is safety in case
of fire.”
Located in Omaha, Neb., for the past 18 years, Reward Wall Systems Inc. is a leading manufacturer and
distributor of insulating concrete forms used in residential and commercial structures. To learn more, visit www.
rewardwalls.com.
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Technology

by Amy Johnson

Getting the Best
Results with
Admixtures
A new concrete floor has dark, moist spots, even after it
has cured. Floor coverings are ruined by this moisture.
■ A driveway poured at 7:30 in the morning under ideal
conditions doesn’t cure until 4 o’clock the next morning.
■ A stamp project turns out with little tears across the texture because the surface crusted over too fast.
The culprit in each of these nightmare scenarios is an admixture improperly used. Of course, admixtures are intended
to enhance the installation and/or performance of a finished
project and in the vast majority of cases they do. However,
when things go wrong, the remedy can be difficult and costly.
In the first instance, dark discoloration was caused by calcium chloride, used to accelerate the cure. Rick Smith of Richard Smith Custom Concrete, Canoga Park, Calif., says, “The
number one nemesis is calcium chloride. It will draw moisture
even after the concrete is cured. It can ruin a wooden floor
laid over it.”
Gabriel Ojeda explains, “The main problem with calcium
chloride is the chloride ion. The chloride ion plus water causes
corrosion. Alternative accelerators do not contain this ion, so
they do not corrode steel or affect colors.” Ojeda is president of
the admixture manufacturer Fritz-Pak Corporation of Dallas,
Texas. He goes on to explain that accelerators are used to save
time, such as when pouring concrete in cooler temperatures.
During a short winter day with high temperatures in the 40s,
the concrete can take all day to set unless an accelerator is
used. While calcium chloride can be used in applications like
a foundation or a warehouse where the floor will be dry, for
decorative applications Ojeda recommends using a non-chloride alternative even though the material cost can be four to
five times as much. Bob Harris of the Decorative Concrete Institute, Temple, Georgia, concurs. He says, “As a general rule,
we use non calcium-based accelerating admixtures.”
Too much accelerator, even the right one, can cause trouble too, according to Chris Sullivan, national sales manager for
QC Construction Products, Madera, Calif. “When there is too
much accelerator in a mix and it cures too fast, the slab gets
away from the contractor before he can stamp it. Most problems with admixtures are due to overdosing or underdosing.”
Admixtures for retarding the cure sometimes have unexpected outcomes too. Smith recalls walking the beach near
his customer’s home all night, wondering if the concrete he
poured early that morning would ever set or if he would have
to rip the whole project out and begin again. The problem was
■

Too much set retarder can cause the
underlying concrete to cure too slowly
while the surface crusts over. Stamping under these conditions can result
in tears across the surface.
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the interaction of two admixtures. The concrete contained a
water-reducing agent and a retarder. “The water-reducing agent
reduced the water by 30 percent, but the amount of retarder
used was based on a full water load,” Smith explains. “So the
slab didn’t cure until 4:00 the next morning.”
According to Bob Harris, a good percentage of concrete
mix designs already include a mid-range water-reducing admixture, which gives you a water reduction of somewhere
between 5 percent and 10 percent. He explains that most
mid-range water reducers have a slight effect on the setting
times, making the underlying concrete set more slowly while
the surface crusts over. “When you stamp a mix like this,” he
says, “you inevitably end up with little tears across the surface
of your texture. My personal experiences when pouring color
hardened concrete with two or more admixtures in the mix
has proven to be a challenging ordeal.”
Set retarders must be added to the mix in the right proportions. Ojeda says that not adding enough will make the
concrete start hardening before the decorative finish can be
applied. Adding too much has two possible outcomes, depending on the chemistry. “With an overdose, it is either a matter
of time or a matter of life or death. Either it takes too long to
set, or it never sets. The water evaporates, the concrete dries
out and it just crumbles – you end up with sand and gravel.
There is no remedy for this catastrophic failure.”
Two other common admixtures should be mentioned
here. Air-entraining admixtures increase durability during
freeze-thaw cycles. However, too much air weakens the concrete and it loses strength. Chris Sullivan adds that too much
air can lighten the color as well.
Superplasticizers increase workability without additional
water, but too much plasticizer can result in material segregation and excessive bleed water. It can also affect final color.

A pound of prevention…
Of course, avoiding problems in the first place is much
better than fixing them later. “Successful decorative concrete
installations are a total team effort, starting with the ready mix
producer,” Harris says. “As a contractor, it is your responsibility to understand mix designs that include admixtures and
make sure that you order the appropriate mix. We have six or
seven mix designs we use on a regular basis because we are
able to partner with our ready-mix producer. The bottom line
with mixes is, keep it simple! Don’t try to re-invent the wheel.”
Smith agrees. “Get to know the chemist at your ready mix
plant,” he says. “Try to stick with proven mixes.” Ojeda takes
a serious view of the contractor’s responsibility. “The contractor should tell the ready mix supplier exactly what he wants
the concrete to do.” Being specific about requirements and
understanding what is going into the mix are key to avoiding
admixture problems.
While there can be some hair-raising moments when admixtures are used improperly, in the vast majority of cases
they make decorative concrete installations easier and more
successful. “Admixtures are a means to get from point A to
point B,” Smith says. “They are not a fix-all, but they are another tool in the arsenal.”
Chris Sullivan goes further. “There aren’t that many issues created by admixtures. Admixtures are your best friends
in decorative concrete — they give you more time or speed
things up so you can control the pace. They increase strength.
The benefits of admixtures far outweigh any problems.”

What’s a contractor to do?
In windy, sunny conditions when the surface is curing too
quickly, Bob Harris suggests using a spray-applied evaporation
retarder to lock in moisture. “I will sometimes cover the slab
with 6 mil plastic for 10 or so minutes between dry shake applications to help draw moisture to the surface without adding
more water,” he adds.
One way to slow down the cure without an admixture is
to ask the ready-mix supplier to use chilled water in the mix.
Rick Smith remembers trying this on a challenging project.
He says, “We didn’t have one crack at 106 degrees and high
winds.”
When conditions are variable and the set time can’t be accurately controlled or predicted, Smith recommends having
extra crew on hand for finishing. “It may increase labor costs,”
he says, “but it’s like paying for an insurance policy, even if
they just stand there and look at it. One time we had to stamp
15 minutes after we poured, the concrete was curing so fast.”
Microtoppings and overlays offer an alternative to tearing out a slab. When problems with a set retarder result in
poor stamping quality, a contractor gets a second chance with
a stampable overlay. An overlay gives the customer the added
benefit of an extremely strong surface.
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Tooling: Vacuums

Soff-Vac from Soff-Cut
Soff-Cut-International has just introduced a new option for job site collection systems, the V-1000 Soff-Vac.
This waterless system features a 10horsepower gasoline engine, providing
300-cubic-feet-per-minute of airflow and
heavy-duty bags. The V-1000 Soff-Vac
does not require frequent maintenance
or multiple trips to clean up areas.
This system is an alternative to a
wet system, which requires trips to specific dumping sites on the job. V-1000
allows you to bag the waste (already

in the drum) and discard it as normal
job site trash — and it is within EPA
standards. To use, just wheel it out and
clamp it on. It starts like a lawn mower
and is then ready to use. It produces
less dust and collects dust quickly, leaving a much cleaner-looking cut.
This vacuum is among those specified to be used on Wal-Mart, Home Depot and other major companies’ colored
concrete floors because of the lack of
water waste and dust on the job sites.
✆ (951) 272-2330
˛ www.soff-cut.com

Meeting tomorrow’s OSHA standards
Workers in the construction trades
are about to start reaping the benefits of
cleaner air, increased productivity, and
compliance with soon to be adopted
standards from the Occupational Safety
and Heath Administration (OSHA). A
new line of products has just hit the
market that combines the Dust Muzzle
with a Dustless Vac system. It’s the newest product line from Dustless Technologies and it arrives one step ahead of im40 • www.ConcreteDecor.net • Oct./Nov. 2006

pending 2007 OSHA regulations.
The new Dustless Vac system may
look similar to other wet/dry vacuums, but it boasts a lifetime guaranteed
primary filter that you can “shake out”
without taking the lid off, or just toss in
your washing machine at home. A second optional Micro-Prefilter bag boosts
the filtration to collect fine particles as
small as 0.1 micron. And an almost indestructible 12-foot hose attaches to the

Tooling: Vacuums
regulated-flow drain so you can drain
liquids up to 4 yards away.
Combined with the Dust Muzzle,
this system eliminates more than 95
percent of the construction dust on
almost any job. An all-new universal
adapter for the Dust Muzzle puts all
your saws, sanders, tuck pointers and
crack chasers in OSHA Silica Dust Compliance regardless of brand. An optional
Drywall Sander uses the incoming air as
a turbine to power the sander head. The
sanded dust is sucked right past the turbine into the vacuum. And with extension poles, workers can sand ceilings up
to 12 feet high without scaffolding.
The new standards will require
virtually everyone in the construction
trades to invest in better dust collection
tools, says Darren Diess, vice president of sales and marketing for Dustless
Technologies. “There is no other system
under a $1,000 that can do what we do.”
Dustless Technologies was formed
from the 2006 merger of the Love-Less
Ash Company and Dust Collection
Products.
˛ www.dustmuzzle.com
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A HEC of an option
Ruwac’s newly redesigned High
Efficiency Cyclone (HEC) pre-separation system removes debris, powder,
and dust from the air, creating a cleaner
work environment while maintaining
vacuum suction power.
HEC is specifically engineered to remove 97 percent of fine dust and debris
from the workplace, with ranges from
100-600 cfm. The cyclone’s rubberized
interior is abrasionresistant, and its reinforced housing is
exclusively designed for vacuum applications with static pressures of a 50-inch
water gage and higher. Successfully preseparating debris and dust protects the
integrity of vacuum filters and elongates
filter life while reducing cost and maintenance time.
In addition, the HEC system can
be suited to different application needs.
Available with 30- and 55-gallon drum
containers, it can be customized to fit a
dumpster up to 4 cubic yards. Systems
can be modified with equalizer kits for
plastic bag inserts and tipping containers for easy waste removal, or adapted
to current central vacuum systems. The
HEC system inlets range from 2 inches to 4 inches and can accommodate a
multitude of hoses and utility tools.
✆ (413) 532-4030
˛ www.ruwac.com

Versatile vacuum from Blastrac
The Blastrac BDC-1216 industrial
grade dust collector is a compact, lowprofile dry vacuum that can be used for
a wide range of hand tools, small, walkbehind scarifiers, concrete grinders and
shot blasters. The BDC-1216 reduces
airborne dust, providing a cleaner work
environment. The
resin-reinforced,
pressure-molded
plastic body will
not rust or dent and
protects the motor
and filter for longer
life.
The dust collector weighs 88
pounds and has a
dust pan capacity of 10.5 gallons. This
110V unit has a combined power of 1.6
kilowatts, delivering professional grade
42 • www.ConcreteDecor.net • Oct./Nov. 2006

results through a standard residential
power source. The filter is specifically
designed and constructed to handle concrete dust, preventing premature filter
saturation typically experienced with
cartridge style dust collection systems.
An easy to use, spring-loaded plunger
mechanism allows the user to clear the
bulk of the dust from the filter without
exposure to the dust. A silencer reduces
motor noise to 76 decibels.
✆ (800) 256-3440
˛ blastrac.com

Pulse-Bac Vac
CDCLarue’s Pulse-Bac LD can take
on concrete, wood, drywall, fiberglass,
stone and most all other debris without
clogging.
The vacuum internally and continually flushes filters clear of dust and
debris. The patented, electronically
controlled filtration system provides
maximum durability and reliability. Operating on a standard 110-volt 20-amp
outlet, the vacuum generates 135 CFM
with 80 inches of lift.
Pulse-Bac LD comes standard with
a 20-gallon (powder-coated 16-gauge
carbonate steel) tank with five, threeinch casters capable of supporting up to
300 lbs. CDCLarue’s Spun Bond Polyester filters capture dust particles as small
as 0.1 micron, and are tough, durable,
washable and re-sealable. The vacuum is
both portable and lightweight.
˛ www.cdclarue.com
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Business Strategies
by Brian Nolan

What’s Your Summit

Y

ou get up and go to work each day
and lead your company through
another day. You’re satisfied if you get
through the day without too many problems from your customers and employees. You’re even happier if there’s money
left over for you. Then, you get up and
do it again. So, where’s it all going? What
do want from your business? Is it serving
you or are you serving it? Do you want
to grow it? Stabilize it? Grow additional
leaders to ease your burden? Every busy
owner has a summit, a far off peak that
they dream of reaching — an idea about
what they would really like their business
to be doing for them and others. To some,
it’s but a dream. To others, who plan and
communicate it relentlessly, it can become a reality.

best. Consider including revenue and
profit goals, the services you’ll be providing, the geographic service area, your
organizational structure, the training environment and facility planning.
One of your goals may be to get
yourself out of the “hourglass,” where
all things run through you. I often ask
contractors why they want to grow. As
the discussion continues, they usually
determine that it’s because they want to
be big enough where the business does
not depend on them. They want enough
revenue to be able to hire office staff to
do the jobs they do now, so they can have
more balance in their lives.

Developing your plan
◆

Identifying your vision
As a business leader, your primary
objective is to see through the fog and
identify where you want your company
to go. I like to use a vision point that is
three years away. It’s a time frame that’s
within reach. Your company vision
should be specific enough that it guides
you towards opportunities that suit it
44 • www.ConcreteDecor.net • Oct./Nov. 2006

◆

Plan annually and update quarterly.
The planning process is more
important than the plan. This is the
perfect time of year to start your
2007 plan.
Develop your mission. Your mission
is your company’s polarizing force
and reason for existence. It usually
does not change from year to year. It
speaks to what you value, how you
want your employees to act and what

Business Strategies

◆

◆

◆

◆

you want to be recognized for by the
community and your customers.
Explore your Strengths, Weaknesses,
Opportunities and Threats (we call
this a S.W.O.T analysis). This is both
an internal and external assessment
of your world. You’ll want to work on
your weaknesses, be aware of threats
and capitalize on your strengths and
opportunities.
Identify your annual objectives.
Examples include revenue goals,
customer satisfaction rates, leads and
gross profit.
Develop your strategies — your areas
of focus that will drive you to meet
your objectives.
Develop your action plan: Your
action plan is your “road map”
towards the accomplishment of your
vision. Review your weaknesses.
What projects should you do to
improve them? Consider your
market profile. What marketing
initiatives should you focus on? How
will your objectives be realized?

As a business leader, your
primary objective is to
see through the fog and
identify where you want
your company to go.
Communicating your vision
You can only climb to the Summit with help from your key employees.
Without them on board, you can’t accomplish your goals.
I recently read a book called “Leading Change,” by John P. Kotter. In the
book, Kotter talks about the importance
of continually communicating the vision
to employees, both in words and deeds
and in as many interactions as possible.
Change is usually impossible unless
most employees are willing to help, often to the point of making short-term
sacrifices. Without credible communication, and a lot of it, employees’ hearts
and minds are never captured. It’s not

enough to read it once at a company
meeting (although that’s a start!). The
Vision must be kept “top of mind” and
be constantly incorporated in your communications and decisions.
In starting your ascent to your Summit, look to achieve small victories. This
will create a feeling of accomplishment
in your company and show your employees that you are committed to walking the talk. Focus on one, or maybe
only two, projects. Communicate the
projects to the company. Explain how
they tie into the vision. Plan it, do it and
celebrate it. Short-term wins come about
through planning, organizing and implementing the plan to make things happen. The point is to make sure that visible results lend credibility to the change
effort, which includes creating a focused
organization.
Brian Nolan and his brother, Kevin Nolan
(Nolan Painting Inc.), are partners in Nolan Consulting Group, Inc, a consulting company dedicated to helping contractors implement business
systems and reach their summit. You can visit their
Web site at www.nolanconsulting.com.
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Product Profile

by Wendy Ardolino

Buddy Rhodes Furniture Molds

Photos courtesy of Buddy Rhodes Concrete Products

S

Buddy Rhodes stands next
to a 48-inch concrete planter
created with a mold from his
new line.
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tained concrete floors, decorative
concrete countertops… the list of
popular concrete applications continues
to grow. And now, decorative concrete
contractors can add another new service
to their businesses: decorative concrete
furniture.
Buddy Rhodes Concrete Products,
of San Francisco, Calif., began selling
custom concrete furniture molds at the
beginning of 2006. “I’ve been making
custom designs for years, and they have
always set my work apart from what others could do,” says business owner Buddy Rhodes. “Now that I’m in the supply
and education business, I’m trying to
give my customers the tools they need to
make things their competition can’t.”
Originally introduced at the World
of Concrete in January, the designer line
of molds was created for several reasons.
First, Rhodes says, was demand — people had long been asking him to replicate some of his designs. “This was the
most anticipated addition we’ve ever had
to our product line,” he says.
Second was fit. The furniture line
complements the company’s existing
product line, which includes everything
from sink molds to concrete countertop
mix, which is also the right choice for
the furniture molds.
Third was function — the molds are
an efficient way to make concrete furniture. “We have a number of molds in
the shop, each of which has made well
over 100 pieces,” says Rhodes. “Some of
my original molds are over fifteen years
old.”
At present, the company offers five
forms, including two sizes of round,
decorative planters, drum stools with
either a flat or rounded top, and a drum
table. Rhodes says they also offer custom
molds for customers that have specific
design ideas, and that they are adding
more molds to the product line in the
near future.
The molds are gel-coated fiberglass.
“Most of the molds are multiple pieces
that bolt together,” says Rhodes. “Our
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concrete mix is pressed to the inside
of the mold. After 24 hours the mold is
unbolted and pulled apart to reveal a
unique work of art.”
Rhodes says that while there is
some additional work before each piece
is ultimately finished, the mold can be
put back in use right away for multiple
unit projects. “You can have a finished
product in five days.”
The concrete can be cast in any
of the styles and colors of the Buddy

Rhodes line, and by creatively combining colors, styles and techniques, hundreds of unique looks can be created
using the same mold. “I have yet to see
a similar product,” says Rhodes. “Our
mold/mix combo is a positively unique
way of fabricating concrete pieces. I like
to think of it as constructing rather than
pouring. Our mix is very much like
clay.”
“These products expand the portfolio of what a concrete contractor can

offer, make, and sell. It’s a new way of
working with concrete.”
The molds can be purchased
through Buddy Rhodes distributors,
who are listed on the company’s Web
site, or you can call the company directly.
✆ (415) 431-8070
˛ www.buddyrhodes.com
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2-Inch Blade from DCI
Bob Harris, president of the Decorative Concrete Institute in Temple, Ga., is offering an innovative product to make
decorative contractors’ lives a little easier.
His company is the only distributor of a new 2-inch blade
that “enables the decorative professional to create tight, detailed graphics that cannot be achieved with 4-inch blades,”
Harris says. “You can also use the blade in a sideways fashion
as opposed to cutting a line — creating texture in the surface.”
The blade has a 2-inch diameter, with a 2-inch extension
that features a thread on the attachment to fit most standard
4-inch grinders. “It does some take some getting used to because of this extension,” Harris says. “Without the extension,
the head of the grinder would hit the concrete before the blade
touched the surface of the concrete.”
For decorative contractors that have experience cutting,
Harris does not recommend the 2-inch blade for just straight
cutting or to replace the precision of the 4-inch blade. He says
it is best used to create sweeping arcs and radii of detailed
graphics.
“For students who don’t have much experience cutting,
the 2-inch blade is a little less intimidating to use than the 448 • www.ConcreteDecor.net • Oct./Nov. 2006
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inch blade,” says Harris, who teaches
workshops and classes at his facility in
Temple as well as abroad.
The blade is offered in three different sizes: 1/16-, 1/8- and 1/4-inch. It
can be used on most masonry products, but Harris says it works great on
cement-based toppings and traditional
concrete and concrete countertops.
“This product differs from traditional diamond blades simply because of
its compactness,” Harris explains. “The
fact that the diameter of the blade is so
small enables the artisan to create detailed cuts.”
The blades can be purchased directly from the Decorative Concrete Institute.
✆ (877) DCI-8080
˛ www.decorativeconcreteinstitute.com
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Flooring alternatives
Chrome-Etch Acid Stains from Specialty Concrete Products Inc. react with
the minerals in cured concrete surfaces
to produce marbled, uneven color effects
that do not fade, chip or peel from the
concrete surface. Available in 12 unique
colors, Chrome-Etch Acid Stains create
natural, earth-tone color shades. Ideal
for interior floors, a clear sealer and wax
is recommended over the Chrome-Etch
surface to enhance the color and provide
wear-resistance.
Specialty Concrete Products also
offers Concrete Canvas, a self-leveling
polymer-modified overlayment that is
designed for fast track resurfacing of
concrete surfaces. Available in white or
gray, Concrete Canvas readily accepts
acid stains, dyes and acrylic shading materials to provide a wide range of color
effects. It sets quickly, requires no trowelling and can be acid stained or shaded
in as little as 24 hours. Concrete Canvas
reaches 5,030 psi in 28 days and when
properly sealed and polished, provides
a low maintenance, economical flooring
alternative.
✆ (800) 533-4702
˛ www.scpusa.com

Flakes and chips

Follow the cracks
Designed to follow random crack
patterns in asphalt and concrete surfaces, General Equipment Co.’s CS8 Random Crack Saw utilizes 8-inch diameter,
dry cut-type diamond blades to produce
smooth-sided cuts for crack-filling procedures.
The saw is powered by an 11-horsepower Honda engine equipped with a
Cyclone-type air filter system for protection against fine-grained dust contamination. An optional propane engine
conversion allows use in confined areas
where gasoline exhaust fumes are not

permissible.
A center-mounted blade configuration allows the CS8 to center pivot on its
axis easily. The configuration is intended to maximize blade life by minimizing
undercutting. Maximum cutting width
is 1/2-inch and maximum straight-line
cutting depth is 1 1/2 inches.
Other standard features include
an adjustable blade-height control with
quick-release lever and 3-inch diameter
vacuum dust control port. An optional
water mist control system can be used
for wet sawing applications.
✆ (800) 533-0524
˛ www.generalequip.com
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Chips Unlimited offers a wide variety of Flakes/Chips, integrally colored,
decorative flakes and chips made from
resins and other materials. Flakes/Chips
are effective in adding to the appearance of seamless floors, walls and various decorative effects. Unlimited color
selection, striped colors and color blend
packaging are available.
✆ (866) 244-7728
˛ www.chipsunlimited.com

Specifically for dry-cutting
Hitachi Power Tools’ new 4-inch
dry-cut masonry saw, the CM4SB2, cuts
through tile, marble, granite, concrete,
brick and similar materials. The saw was
built to withstand the tough conditions
of a dry-cutting environment. A specially sealed armature and switch protect
the tool in these conditions.
The 11.6-amp motor produces a
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spaces. A one-touch lever adjusts the
depth of cut. Compact at 8 1/8 inches
in length and lightweight at only 6.2
pounds, this saw is easy to use all day.
It comes with a premium Hitachi 4-inch
continuous-rim diamond blade designed for high performance in dry-cutting applications.
✆ (800) 829-4752
˛ www.hitachipowertools.com

Diamond blades from Hilti
no-load speed of 11,500 rpm for greater
cutting efficiency through the toughest
materials. The uniquely sealed armature
coil is protected from dust and debris.
This special seal also helps to minimize
tool vibration and noise. A dustproof
switch prevents debris from entering the
tool in that location and a metal-seated
ball bearing wards off damage to the
motor caused by high temperatures and
vibration.
The masonry saw offers the shortest
base edge-to-blade distance in its class,
making it easy to cut into the tightest
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The new Contractor Pro High Speed
Diamond Blades extend Hilti’s lineup for
high-speed gas saws. Available in three
versions — general-purpose segmented,
general-purpose turbo and asphalt segmented — the blades are ideal for cutting applications in reinforced concrete,
concrete block, clay brick and other masonry materials.
For precise cutting and straighter
tracking, the Contractor Pro segmented
blades feature a 0.125-inch thickness
with a stronger core, so they can also be
used on low horsepower walk-behind
saws. For added quality and durability
when cutting concrete or asphalt, the

segments are laser-welded for a stronger bond. Standard with a 20 mm arbor
and 1-inch knockout, the blades can
easily adapt to larger saws and, although
formulated for dry use, they can also be
used wet to reduce dust and noise.
✆ (800) 879-8000
˛ www.us.hilti.com

V ytaFlex tm

Mold Rubbers
Have It.

Formulated Especially For Casting
Casting Concrete,
VytaFlex™ mold rubbers are next generation urethanes and
feature Smooth-On’s exclusive ‘V-Polymer™ ’ technology. It’s
the ‘V-Polymer™ ’ that gives VytaFlex™ rubbers:

• Superior Casting Production Performance.
• Long-Term Dimensional Stability.
• A Surface Finish On Castings You’ll Love.
• Color Accurate Castings Everytime.
Our World
World Famous Toll-Free Technical Help Can Get You
Started Making Your Own Molds, Liners, Skins & Stamps.

If You’re Not Using VytaFlex ™
Your Molds Don’t Have It.

800-762-0744 • www.smooth-on.com
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Spray-on oil & grease remover
Safe n’ Easy Oil & Grease Remover
is now available in
a 32-oz. plastic
spray bottle.
Designed to rid
driveways and
parking areas of
oily spots and
greasy stains, the
oil and grease
remover is a
professional strength, scrub-free
solution to remove embedded masonry
grime. It penetrates concrete, asphalt
and other porous masonry surfaces,
bonds with oil and grease particles, and
lifts them up and out. The remover is a
clear liquid that adapts readily to spray
equipment. Average settling time is
about three hours. Use a hose or
pressure washer to rinse product residue
from the surface.
Safe n’ Easy Oil & Grease Remover
is available in one-quart, one-gallon and
five-gallon containers.
✆ (800) 245-1191
˛ www.dumondchemicals.com

Single-head surface grinder

fering a top disc rotation speed of 250
rpm, applications for the SG12 include
grinding concrete surfaces, removing
mastics, adhesives, epoxies and urethanes, breaking up deposits of grease
and dirt, removing rubber carpet backing and industrial residues, and polishing delicate terrazzo and marble floor
surfaces.
Built for portability, the SG12 includes a fully adjustable folding handle
and a compact frame design with wheel
positioning that allows for simple maneuvering up and down stairwells. A
removable safety and dust
shield surrounding the rotating disc helps contain
airborne dust and limits material contamination, while
also protecting the machine’s
internal components from
damage.
For maximum safety, the
SG12 includes the exclusive
Quik-Stop deadman motor switch that immediately
stops the grinder’s motor in
the event the operator loses
control of the machine. A 37foot extension cord is standard, complete with a GFI
for added safety.
The SG12 accommodates the same
wide variety of attachments currently available with General Equipment’s
larger, dual-head SG24 series of surface
grinders.
✆ (800) 533-0524
˛ www.generalequip.com

Hilti rotary drill

General Equipment Co.’s SG12/E
single-head surface grinder is designed
for smaller-scale surface preparation
projects.
Powered by a totally enclosed, fancooled, 1.5-horsepower electric motor,
the SG12 features a single rotating disc
with a 12-inch wide working width. Of-

The ergonomically designed Hilti
TE 7-C Rotary Hammer Drill is designed for long periods of drilling in
concrete, stone and masonry, and light
chiseling on concrete and masonry.
With the lowest vibration in its
class, the TE 7-C is equipped with a
slip clutch that stays more consistent
throughout the tool’s life and makes it
possible to drill with core bits up to 2
inches in diameter. The rotary hammer
offers three modes of operation including rotation only, rotation with hammer
and hammer only. Compatible with the
TE DRS-M self-contained dust removal
system, the TE 7-C is capable of virtu-
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ally dust-free drilling. With a removable
chuck interface, this rotary hammer can
quickly adjust for all common chuck
types.
Under Hilti Lifetime Service, the
Hilti TE 7-C will be serviced, if needed,
with no additional cost for two years.
The lifetime manufacturer’s warranty
covers the tool against manufacturer defects for the life of the tool.
✆ (800) 879-8000
˛ www.us.hilti.com

Air compressors from Mi-T-M

Mi-T-M Corporation manufactures a
line of portable, two-wheeled, two stage,
8-gallon air compressors. The industrialstrength air compressors come in both
electric and gasoline models.
Both models feature a quality cast
iron, two-stage compressor, with aluminum head and splash-lubricated cast
iron crankcase and cast iron cylinder;
16.5-inch fly wheel for extra cooling and
longer life; large canister intake filter;
14-gauge powder coated two-piece belt
guard; two pneumatic tires with tubes
and steel hubs; powder-coated 8-gallon twin tank receivers; stainless steel
braided discharge hose; regulator and
two gauges for tank and outlet pressure;
7-gauge base plate; belt tightening system; and manual drain valves for proper
maintenance.
✆ (800) 553-9053
˛ www.mitm.com

Product News
Making its mark
The C. H. Hanson Company has
introduced the new
Pro150Turbo, its
highest quality
chalk reel ever.
This chalk reel is
virtually indestructible, has a fastretrieve reel and
150 feet of line for
even the largest
projects.
The new Pro150Turbo is made of high-strength plastic and features a soft-grip handle that is
easy to hold. The reel has a 3-1 fast-retrieve system, so all you have to do is
push a button and the line quickly rewinds by itself. Most standard 8-ounce
chalk bottles fit into the handy quick
refill chamber. The patent-pending Turboline snaps cleaner and sharper lines.
Also, for wet environments, a maintenance cap at the end of the line has been
added for easy cleaning. This ensures
that chalk clumps won’t clog the reel.

The Pro150Turbo comes with one
8-ounce screw-in bottle of chalk.
˛ www.chhanson.com

Hitachi offers three new products

Hitachi Power Tools has launched
three new products. The G12SA3 grinder, a new addition to the 4-1/2-inch disc
grinder series, offers increased power input and max output, increased overload
durability and improved wear-resistance
of the armature coil. It also features an
improved cooling mechanism and improved dust protection for the motor.
The WH18DL Impact Driver and
the WR18DL Impact Wrench are the

newest additions to the company’s 18Volt Lithium Ion cordless line. Powered by HXP batteries from Hitachi, the
Lithium Ion technology generates three
times the battery life of standard NiCd
batteries.
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The Driver offers 1330 in/lbs of
torque to power through the toughest
jobs with ease. The WR18DL Impact
Wrench produces 1950 in/lbs of turning and tightening torque. The line features industrial-grade, two-piece motors
with heavy gauge copper coils. Hitachi’s
unique Cool Flow system provides a
steady stream of air to the motor, allowing the WH18DL to run harder and
longer.

Both the impact driver and impact
wrench feature Hitachi’s unique twostep speed switch that gives the user
the ability to select Power Mode for full
speed applications or Save Mode for
more control and less power. Other features include an externally accessible
carbon brush for quick and easy maintenance, replaceable armature, 2-piece
magnet motor and a 5-position belt
hook with integrated LED job light for

2-1=1
A single component light-duty
epoxy with the same benefits and
performance as a two-part epoxy.

Ideal for commercial,
residential and
institutional
installations:
Basements
Garages
Restaurants
Kitchens
Gas stations
Locker rooms
Lobbies and walkways
Commercial showrooms
Educational and healthcare facilities

PowerCoat
Breathable Technology
PowerCoat Epoxies allow moisture
vapor to pass through rather than
becoming trapped. This prevents
blistering and peeling.

• High-gloss
• Easy to use and maintain
• Low odor / water based
• Stain, gasoline & hot tire resistant
• Extremely durable and long lasting
• Available with DecoChips as a kit

Protecting and improving concrete since 1974
215-332-7709 or 888-839-2661 Fax: 215-332-9997

For our complete line of PoweCoat Epoxy products visit
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vexcon.com

convenience.
✆ (800) 829-4752
˛ www.hitachipowertools.com

New products seal, harden and
densify concrete

Prosoco’s new premium Consolideck LS (lithium silicate) and Consolideck LS Guard liquid floor hardeners
seal, harden and densify concrete by
penetrating and reacting to create tough,
insoluble calcium silicate hydrate within
the concrete pores.
In addition, LS Guard’s polymeric
component further protects concrete
with a rich, glossy finish that makes it
easy to clean and maintain. It is ideal for
putting a durable glossy shine on decorative concrete.
Unlike sodium silicate hardeners, LS and LS Guard penetrate without
scrubbing. And no flushing is needed
after application. Apply with a mop,
broom or low-pressure spray.
LS Guard also reduces maintenance
needs far below the level of acrylic finishes, which have to be re-applied at
regular intervals.
The liquid floor hardeners also
reduce dusting and simplify maintenance cleaning. Both products are ideal
for new or old concrete, decorative or
standard gray. LS and LS Guard comply with all known state and federal Architectural and Industrial Maintenance
(AIM) VOC regulations.
Neither contains sodium or potassium salts, which can contribute to surface crazing/surface ASR.
✆ (785) 830-7343

Product News
Heat it up

The new model integrates an adjustable-height footing to angle heat upwards for specific spot heating. For easier heater operation and maintenance,
the control panel was mounted on the
top of the heater. DESA also incorporated a rugged roll-cage design that is
manufactured to withstand hard use
and harsh work environments.
The DESA Pro-Tough heaters will be
available in DESA’s major brands: Reddy
Heater, Master, Universal, All-Pro and
Remington.
˛ www.desaint.com/indoor.htm

DESA Heating Products offers a new
portable propane forced air heater that is
portable, rugged and relatively quiet.
DESA engineered its new propane
forced air heater to operate 25 percent
quieter than the majority of older models. The new Pro-Tough propane forced
air models are equipped with a highcapacity fan to quickly circulate directional heat. The propane heater has an
adjustable heat output feature to regulate
room temperatures and a continuous
sparking ignition so it never cuts out.

EDCO’s single-disc grinder
Equipment Development Company has introduced a new, single-disc
grinder.
The unit features a new round
shroud that allows you to grind tight
against any vertical surface. It has large
10-inch wheels and a solid T-handle
assembly. The new lifting bail and sidemounted handles also make it easier to
load and unload at your jobsite. The new
25-foot power cord enables you to plug
and grind and the new accessory tool-

box tray will help keep your grinder accessories organized.
✆ (800) 638-3326
˛ edcoinc.com
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Association News
ASTM International
Committee to consider standards for pervious concrete
ASTM Committee C09 on Concrete and Concrete Aggregates will hold a planning meeting for proposed new standards
activity on pervious concrete on December 4 at the C09 meeting in Atlanta, Ga. The committee is especially seeking researchers who have been experimenting with different types of
tests for pervious concrete, as well as specifying engineers, concrete technologists and contractors.
“Many concrete industry experts consider pervious concrete to be the next big thing in the marketplace,” says Karthik
Obla, senior director of research and materials engineering,
National Ready Mixed Concrete Association. Although pervious concrete has been available since the 1970s, primarily in
Florida, Obla attributes newfound interest in the material to the
Environmental Protection Agency’s recent recognition of pervious concrete as a best-management practice for storm water
management.
In addition, an increasing focus on sustainability has generated interest in pervious concrete. For example, the Leadership
in Energy and Environmental Design Green Building Rating
System, a voluntary, consensus-based national standard for developing high-performance, sustainable buildings, now recognizes pervious concrete and offers points for using storm water

management in a building project.
Obla says that proposed new standards to be considered
will be used to qualify pervious concrete mixtures and to facilitate product acceptance testing of pervious concrete in projects.
Possible standards to be developed include permeability and
density tests, as well as standards for making pervious concrete
cylinders for strength.
✆ (610) 832-9714
˛ www.astm.org

American Concrete Institute
ACI presents the Distinguished Achievement Award
The American Concrete Institute (ACI) announces the
Colorado Ready Mixed Concrete Association (CRMCA) as
the recipient of the organization’s Distinguished Achievement
Award. CRMCA is being recognized for advancing the concrete
industry through education, certification, and the promotion of
innovative uses of concrete throughout Colorado.
Formed in 1956, the CRMCA mission has always been to
promote and encourage the use and consumption of the products of the industry. Their activities emphasize education, product promotion, safety, and technical assistance, and they are
active and fully engaged in the promotion of new and exciting
uses of concrete. Through their promotion of insulated concrete
forms for energy efficient homes, they highlight the advantages
of using colored and stamped concrete for residential and commercial markets. The CRMCA took an active role in finding a
suitable site for Colorado’s first pervious pavement project.
The ACI Distinguished Achievement Award is presented
to nonmember individuals or associations that have made notable contributions to the advancement of the concrete industry. Recipients must reside in the region of the Institute’s
conventions. Founded in 1904 and headquartered in Farmington Hills, Mich., the American Concrete Institute is advancing
concrete knowledge by conducting seminars, managing certification programs, and publishing technical documents.
✆ (248) 848-3700
˛ www.concrete.org
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New publications available
The American Concrete Institute announces the availability
of four new publications:
SP-237 CD-ROM: Finite Element Analysis of Reinforced
Concrete Structures — This CD-ROM is a collection of 19 papers presented at a workshop sponsored by Joint ACI-ASCE
Committee 447, Finite Element Analysis of Reinforced Concrete
Structures, and JCI Committee 016SP, in Maui, Hawaii, in November 2003. A broad range of topics were addressed, including
the creation of new experimental data sets for use in developing,
calibrating, and validating models; the development and validation of plain, reinforced, and fiber-reinforced concrete constitutive models; new approaches to simulating the response of
reinforced concrete continua; new element formations to enable
improved simulation of component response; and new computational techniques.

Association News
SP-238: International Symposium on
Confined Concrete — This symposium
publication contains 28 papers that were
presented at an International Symposium
on Confined Concrete, held at Hunan
University, Changsha, China, in June
2004. Topics include performance-based
design and seismic analysis, confined
concrete models, finite element modeling,
confined concrete in steel and concrete
composites, and FRP confined concrete.
SP-240 CD-ROM: PerformanceBased Design of Concrete Building for
Wind Loads — This CD-ROM contains 6
papers that were presented at the technical session on Performance Based Design
for Wind Loads, held in San Francisco,
Calif., in Fall 2004. Topics include: an
overview of performance-based design,
the nature of wind loading and wind tunnel testing, structural modeling assumptions, components of lateral deformations
in buildings, and the types of concrete
structural systems for wind loading.
302.2R-06: Guide for Concrete Slabs
that Receive Moisture-Sensitive Flooring
Materials — This guide contains materials, design, and construction recommendations for concrete slabs-on-ground and
suspended slabs that are to receive mois-

ture-sensitive flooring materials. These
flooring materials include: sheet rubber, epoxy coatings, vinyl composition
tile, sheet vinyl, carpet, athletic flooring,
laminates, and hardwood. Chapters 1
through 8 provide an understanding of
concrete moisture behavior and drying,
and show how recommended construction practices can contribute to successful
performance of floor covering materials.
This background provides a basis for the
recommendations in Chapter 9 to improve performance of floor-covering materials in contact with concrete moisture
and alkalinity. Because this guide is specific to floor moisture problems and solutions, refer to the most current editions
of both ACI 302.1R, “Guide for Concrete
Floor and Slab Construction,” and ACI
360R, “Design of Slabs-on-Ground,” for
general information. These two documents contain guidance on floor design
and construction needed to achieve successful floor covering performance.
✆ (248) 848-3800
˛ www.concrete.org

Portland Cement Association
New hires for PCA
Portland Cement Association named

The Honorable John Spitaleri Shaw senior
vice president of government affairs. He
will head the association’s Washington
office and represent PCA and its members. Shaw joined PCA in April as the
vice president for legislative affairs.
Shaw brings a strong record of accomplishments to PCA with a wealth of
experience in politics and environmental
affairs. Most recently, he served as assistant secretary for environment, safety,
and health at the U.S. Department of Energy (DOE).
Portland Cement Association also
named David S. Hubbard as vice president, legislative affairs. Hubbard, who
was appointed staff vice president for
legislative affairs in April, has represented
the interests of the cement industry on
Capitol Hill for the past 17 years.
He will manage PCA’s federal legislative advocacy efforts on a variety of
fronts, including environmental compliance, transportation and infrastructure
legislation. In addition, Hubbard is also
the treasurer of PCA PAC, the Portland
Cement Association political action committee.
˛ www.cement.org
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2006 Class Schedule

www.bobharrisguides.com
251 Villa Rosa Road
Temple, GA 30179
770-562-1441 - Phone
770-562-1471 - Fax

Oct. 18-20 – Skim Coats-Stains-Dyes
Ftr: ColorMaker Floors – Loc.: Temple, GA
3-Day Workshop - $875.00 per student
Oct. 25-27 – Stamped Concrete
Ftr: Brickform Products – Loc: Temple, GA
3-day Workshop - $1025.00 per student
Nov. 2-3 – Chemical Staining & Specialty Tech.
Ftr: Kemiko Stains – Loc: Temple, GA
2-day Workshop - $850.00 per student
Dec. 7-9 – Concrete Countertops-Cast in Place
101 w/ The Concrete Countertop Institute
Loc: Raleigh, NC – 3-day Workshop - $1295.00 per student
Dec. 13-15 – Skim Coats-Stains-Dyes
Ftr: ColorMaker Floors – Loc: Temple, GA
3-day Workshop - $875.00 per student
Dec. 18-21 – Illusional Concrete Art
Ftr: Julie Kirk, Prof. & Artisan – Loc.: Temple, GA
4-day Workshop - $1,295.00 per student
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Classifieds
TRAINING AND EVENTS

DECORATIVE CONCRETE SUPPLIES

www.bobharrisguides.com
251 Villa Rosa Road
Temple, GA 30179
770-562-1441 - Phone • 770-562-1471 - Fax

HELP WANTED

Career Opportunities
Interested in learning about job
opportunities with Professional Trade
Publications, Inc.. If so, Concrete Decor
is looking for talent. We currently have
editorial and sales positions available to
qualified applicants.

To learn more call us toll free at 877935-8906 or e-mail your resume to us
at careers@protradepub.com
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The Final Pour

Animal
Kingdom
T. J. Neil has been creating concrete
sculptures for almost 40 years. With
initial experience as a concrete contractor, ironworker and plasterer, his artistic
streak found ready expression using
skills he had learned in the trades.
Neil doesn’t use molds to create
these amazing figures (which can weigh
thousands of pounds), but builds them
from scratch using concrete, rebar and
wire lath. “My sculptures have to be
hauled on trailers all over the country
with a lot of bad roads, so they have to
be structurally strong to take a lot of
punishment,” says the former Marine.

He colors them with stains and several
kinds of latex paint.
“Every time I deliver a sculpture,
my wife and I are almost in tears that it’s
leaving,” he says. “I live for this stuff. If
I was a multimillionaire, I’d still be do-
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ing this.”
To learn more about how T.J. makes
his creations, watch our podcast at
www.concretedecor.net/podcasts/index.
cfm. T.J.’s own Web site can be found at
www.tjneil.com.
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