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Dear Readers,
This edition of Concrete Decor contains our annual 

Training Guide. The purpose of the Training Guide is to 
help you identify specialized training opportunities in the 
rapidly growing industry of decorative concrete. 

At ConcreteDecor.net you will find even more 
information on companies and individuals that offer 
training in your region or a plane ride away. The training 
opportunities that are listed online are updated constantly, so 
we encourage you to call the companies who are participating to 
learn more about their respective services.

Also in this issue, and on the opposing page, is a call for participants in the first 
annual Pinkrete Silent Auction. This exhibit and auction will take place the week of 
the Concrete Decor Show in Charlotte, N.C., on March 11-15, 2013, and I would like to 
encourage your participation. 

The Pinkrete logo was developed by Eco Concrete Concepts owners James and 
Karen Frazer of Virginia. When I discovered their logo online and inquired about their 
intentions, a number of ideas surfaced. The one that got us both excited was an exhibit 
and auction that would showcase the workmanship of industry artisans and the creative 
ways concrete can be used. 

Aside from using this exhibit to build industry awareness, we felt that an auction 
would channel our industry’s energies toward a significant and growing cause, namely 
the fight for a cure to cancer. The disease has affected so many lives and it’s time our 
industry got on board to help in this quest. To get all the details regarding participation 
please visit us online at www.ConcreteDecorShow.com/pinkrete. 

Attendee registration is now open for the 2013 Concrete Decor Show. We have 
spent the last six months developing educational programs in all aspects of decorative 
concrete and for all experience levels. We have partnered with the Charlotte Rescue 
Mission, and the hands-on workshops that are planned for this facility will provide real-
time learning opportunities with industry experts, giving you a chance to be involved 
in renovation projects that will affect the lives of many people, including your own. 
Exhibitors are lining up to support these workshops with products, tools and equipment 
that add significantly to the value of these learning opportunities. We are anticipating 
the largest turnout ever for the 2013 Concrete Decor Show so please register early. Class 
sizes are limited and are expected to fill up quickly.

Lastly, we are launching a new magazine in early 2013 called Polishing Inc. The 
magazine will be published quarterly and will serve as the official voice of the Concrete 
Polishing Association of America. If you would like to request a trial issue please call us 
at (877) 935-8906 or complete the request form inside this issue. 

Sincerely, 

Bent Mikkelsen
Publisher

Sincerely, 

Bent Mikkelsen

Read and search articles online at ConcreteDecor.net
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pinterest.com/concretedecor1
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Let’s Make a 
Difference

In cooperation with Concrete Cares, a newly 
founded concrete industry organization that is 
raising awareness in the fight for a cure for cancer, 
we will be holding the first annual Pinkrete Silent 
Auction. The event will showcase the work of talented 
concrete artisans at the 2013 Concrete Decor Show in 
Charlotte, N.C.

All of us know someone, a friend, a family member or 
even themselves personally, that has been affected 
by cancer. Through the Pinkrete Silent Auction your 
concrete art can help find a cure during the 2013 
Concrete Decor Show. Put your best work on display 
at the Charlotte Convention Center the week of 
March 11-15, 2013. Then watch as your “concrete 
art” and that of many others raise needed 
dollars as we leave a footprint on the path 
to a cure. 

A Concrete Way to Give Back!

at the Charlotte Convention Center the week of 
March 11-15, 2013. Then watch as your “concrete 
art” and that of many others raise needed 
dollars as we leave a footprint on the path 

All proceeds of the auction will be donated to the American 
Cancer Society. Start planning your project today. Go online 
to www.ConcreteDecorShow.com/Pinkrete for details or 
call Concrete Decor Show at (877) 935-8906.

Silent Auction

http://www.ConcreteDecorShow.com/Pinkrete
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On the cover: JCPenney stores acoss the country recently underwent 
major renovations that included the installation of polished and 
burnished concrete. The Original Arizona Jeans Co. sections, like the 
one shown here, have polished gray concrete floors. Work by Rite-Way 
Concrete Seal Systems Inc., Wolcott, Ind. For more, see page 24.

Photo courtesy of Doug Wright/Rite-Way Concrete Seal Systems Inc.
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Ray Wilkerson is general managing partner of a group of 
family-operated businesses that includes Mid Atlantic Floor Care 
LLC and its polished and decorative concrete division DreamKrete, 
with offices in Richmond, Va., and Groveland, Fla. Contact him at 
twcsinc219@comcast.net. See Ray’s article on page 56.

Cody Carpenter is an award-winning designer and craftsman 
and the owner of Architectural Concrete Interiors LLC, based in 
Phoenix, Ariz. He can be reached at aciconcrete@cox.net. See 
Cody’s article on page 41.

Doug Carlton operates Carlton Concrete Inc. in Visalia, Calif. 
He can be reached at carltondoug@comcast.net. See Doug’s 
column, “Carlton’s Corner,” on page 72.

Nick Dancer has been active in the concrete construction business 
since 2005 and started his own company, CounterCrete, in 2007. 
That company grew into Dancer Concrete, which is based in Fort 
Wayne, Ind. Contact him at nick.dancer2@gmail.com. See Nick’s 
article on page 65.

Mark Celebuski is a partner in Trinic LLC, a company that 
provides protective solutions for concrete, stone and tile. H e can 
be reached at mark@trinic.us. See Mark’s article on page 50.

Jacob Webb, MBA, is a small-business strategy consultant and 
co-founder and vice president of NewLook International Inc., 
where he is primarily responsible for business development, 
sales and marketing. Reach him at jacob@getnewlook.com. See 
Jacob’s column, “Fundamentals of Business,” on page 16. 

Vance Pool is vice president of sales with Ceratech Inc. The former 
senior director of national resources for the National Ready 
Mixed Concrete Association, he has spoken on topics related to 
sustainability, concrete and the construction industry. Contact him 
at vance.pool@ceratechinc.com. See Vance’s article on page 48.

concrete
DECOR ® EXPERTS

Karen Van Heukelem wears many hats at Denver-based Colorado 
Hardscapes Inc., including business development, marketing 
and project management, with an emphasis on specialty rock 
construction. Reach her at karen@coloradohardscapes.com. See 
Karen’s articles on pages 18 and 63.

Virgil Viscuso has 20 years of experience in the concrete 
surface preparation and polishing industry. He is founder and 
master trainer of the Global Concrete Polishing Institute and 
president of Concrete Surface Xperts. He can be contacted at 
virgil@globalconcretepi.com.  See Virgil’s article on page 54.

Chris Sullivan is vice president of sales and marketing 
with ChemSystems Inc. He has led seminars and product 
demonstrations throughout North America. Contact him at 
trowelanderror@protradepub.com. See Chris’ column, “Trowel & 
Error,” on page 68. 
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Bold type indicates premium listing.
Red type indicates premium advertiser this issue.

(Includes Bookkeeping, Estimating, Human 
Resources, Marketing/Prospecting, Project 
Management)

(Includes Epoxies, Floor Evaluation, Metallics, 
Polyaspartics, Polyurethanes, Sealers/Waxes, 
UV-Cured Coatings, Waterproofers)

(Includes Cast-In-Place Techniques, Fireplaces, 
Forming, Furniture, Lighting Eff ects, Mixes, 
Precasting, Reinforcement)

(Includes Admixtures, Control Joints, Integral 
Color, Pervious Concrete, Radiant Heating, 
Ready-Mixed Concrete)

(Includes Densifi ers, Diamond Pad Choices, 
Dyes, Floor Evaluation, Gloss, Grinders, 
Polishers, Preparation)

The Training Guide identifies training that fits the specific needs of decorative 
concrete experts, beginners and everyone in between. 

This print Training Guide tells you which service providers offer different types 
of training. The online Training & Events Calendar at ConcreteDecor.net tells you 
when and where classes are being held. Online calendar information is updated on 
a daily basis. Have questions? Give Concrete Decor a call at (877) 935-8906.
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Kingdom Products l	 l	 l	 		 		 l	 		 		 		 	
Murray Decorative Concrete Supply l	 l	 l	 		 		 l	 		 l	 l	 	
Niagara Machine, Inc. l	 l	 l	 l	 		 		 		 		 		 	
Quest Building Products l	 l	 l	 l	 		 l	 		 		 		 	
Renew-Crete Systems l	 		 		 l	 		 l	 		 l	 		 	
The Stamp Store l	 l	 l	 l	 		 l	 		 l	 		 l
Super-Krete l	 l	 l	 l	 		 l	 		 l	 		 	
SureCrete Design Products 	 l
Trinic LLC l	 l	 l	 l	 		 l	 		 l	 		 	
TruCrete of Florida l	 l	 l	 l	 		 		 		 		 		 	
TruCrete of Maryland, Inc. l	 l	 l	 l	 		 l	 l	 		 		 	
TruCrete of Pennsylvania l	 l	 l	 l	 		 l	 l		 		 		 	
TruCrete of Virginia LLC l	 l	 l	 l	 		 l	 l	 		 		 	
TruCrete Surfacing Systems l	 l	 l	 l	 		 l	 l	 		 		 	
Versatile Building Products l	 l	 l	 		 		 l	 		 		 		 	

staining &  
coloring

For more information, go to www.ConcreteDecor.net and click on “Training.”

(Includes Acid/Reactive Stains, Color Hardeners, 
Color Restoration, Color Theory, Effects, 
Evaluation, Stenciling)

(Includes Microtoppings, Prep and Repair, 
Polishable and Stampable Overlays, Spray/
Knockdown Techniques, Terrazzo)

(Includes Antiquing, Borders/Liners, Engraving, 
Photoengraving, Releases, Sandblasting, 
Stamping Techniques)

(Includes Faux Effects, Outdoor Space Design, 
Outdoor Kitchens, Pool Decks, Shotcrete 
Applications, Vertical Applications, Wall 
Carving, Water Features)
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Butterfield Color, Inc. 
625 W. Illinois Ave. 
Aurora, IL 60506

(800) 282-3388 
www.butterfieldcolor.com
Butterfield Color, Inc. manufactures a complete line 
of decorative concrete products designed to exceed 
the expectations of decorative concrete finishers and 
architectural specifiers. These include integral colors, 
liquid colors, shake-on color hardeners, chemical 
stains, dyes, release agents, antiquing agents, overlays, 
countertop mix, sealers, stamping tools and form liners.
See our ad on page 49 · Reader Service 29

Concrete Decor Show 
P.O. Box 25210 
Eugene, OR 97402

(877) 935-8906 
www.concretedecorshow.com
The Concrete Decor Show features hands-on workshops 
and classroom training in all areas of decorative 
concrete, plus an extensive exhibit hall with live 
demonstrations from industry leaders. Our fourth annual 
event will be held March 11–15, 2013 at the Charlotte 
Convention Center in Charlotte, N.C. 
See our ad on page 33 · Reader Service 69

Decorative Concrete Supply, Inc. 
1300 N. I-35 E., #120  
Carrollton, TX 75006

(972) 242-8881 
www.decorativecs.com
Decorative Concrete Supply is a leading distributor of 
quality products at competitive prices. The placement 
of our 3 stores in Dallas, Austin, and Houston allows us 
to service the state of Texas as well as the surrounding 
states. Check our website frequently for specials, free 
monthly demos and training classes.

Diamatic USA 
5220 Gaines St. 
San Diego, CA 92110

(619) 295-0893 
www.diamaticusa.com
See our ads on pages 54 & 67 · Reader Service 34, 51

EDCO 
100 Thomas Johnson Dr. 
Frederick, MD 21702

(800) 638-3326 
www.edcoinc.com
See our ad on page 57 · Reader Service 35

Elite Crete of British Columbia 
640-30930 Wheel Ave. 
Abbotsford, BC V2T 6G7 Canada

(604) 855-6272 
www.elitecrete.com
Manufacturer of products for decorative concrete overlay 
systems, epoxy and other industrial floor coatings, and 
concrete restoration and protection. Elite Crete Systems 
has over 90 training and technical support offices 
worldwide providing regional decorative concrete and 
flooring training, specification writing, technical support 
and business development assistance to decorative 
concrete installers and design professionals.

Elite Crete Systems 
1061 Transport Dr. 
Valparaiso, IN 46383

(219) 465-7671 
www.elitecrete.com
Manufacturers of products focusing on CSI Divisions 3 
and 9. Products include: Decorative concrete overlays 
(exterior & interior), stains & dyes, sealers & protective 
coatings, REFLECTOR Enhancer Flooring Systems and 
industrial floor coatings such as epoxies, urethanes, 
polyaspartics and novolacs. Over 90 technical support 
and training offices worldwide.

Elite Crete Systems Canada 
#1-100 Mountain Rd. 
Collingwood, ON L9Y 3Z2 Canada

(705) 446-6484 
www.elitecrete.com
Manufacturer of products for decorative concrete overlay 
systems, epoxy and other industrial floor coatings, and 
concrete restoration and protection. Elite Crete Systems 
has over 90 training and technical support offices 
worldwide providing regional decorative concrete and 
flooring training, specification writing, technical support 
and business development assistance to decorative 
concrete installers and design professionals.

HP Spartacote, Inc. 
810 Brickyard Cir., #1 
Golden, CO 80403

(303) 534-9244 
www.hpspartacote.com
HP Spartacote provides cutting-edge high-performance 
polyaspartic coatings for commercial, industrial and 
residential applications. Interfacing directly with facility 
managers, architects and engineers, the company 
develops customized coating systems to meet the 
needs of its customers. Its products are distributed 
to commercial and industrial coating contractors and 
include a wide variety of sustainable green-friendly 
coating solutions.

Kemiko 
13210 Barton Cir.  
Santa Fe Springs, CA 90605

(800) 875-4596 
www.kemiko.com

Kingdom Products 
45 Underwood Rd. 
Throop, PA 18512

(570) 489-6025 
www.kingdom-products.com
Premium-quality pigments, hardeners, dye, release 
agents, stains and sealers for the professional decorative 
contractor. 
See our ad on page 70 · Reader Service 53

Murray Decorative Concrete Supply 
8329 Monticello Rd., Ste. E 
Shawnee, KS 66227

(913) 422-4443 
www.murraydecorative.com
Murray Decorative Concrete Supply offers the widest 
range of colors and stamping tools in the Midwest. We 
offer some of the finest training and products available 
for concrete contractors.

Niagara Machine, Inc. 
325 W. Front St.  
Erie, PA 16507

(800) 622-2048 
www.niagaramachine.com
Industrial surface preparation specialist: full-line 
distributor of Lavina floor grinders, BlastPro shot 
blasters, scrapers, Ermator dust extractors, Prosoco 
flooring solutions, Metzger/McGuire and Deco Pour. 
We carry a complete line of parts, diamonds and pads. 
New 22,000-square-foot warehouse, huge inventory, 
rental equipment, same-day shipping! Call today! 
(800) 622-2048
See our ads on pages 7 & 55 · Reader Service 12, 40

Pure Texture 
3123-K Cedar Park Rd. 
Greensboro, NC 27405

(336) 698-9800 
www.puretexture.com
Pure Texture is a leading Decorative Concrete 
Manufacturing and Training Center serving the U.S. Due 
to the challenging economy, Pure Texture decided to 
take a fresh look at existing decorative concrete coating 
systems. Listening to contractor’s needs and concerns, 
Pure Texture has developed a user-friendly product 
that, with the applicable techniques, can be applied 
horizontally, vertically, on existing countertops, overhead 
and even on wood. The beauty of this product is that 
their “P T Texture mix” does it all. 

Quest Building Products 
1129 North Patt St. 
Anaheim, CA 92801

(714) 738-6640 
www.questbuilding.com/news/training/
Quest provides concrete surface preparation & 
restoration for traditional flooring systems, in addition to 
decorative seamless flooring alternatives. We rent, sell 
and service concrete surface prep equipment, as well as 
concrete coatings, concrete countertops and concrete 
polishing products. 
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Renew-Crete Systems 
2020 Murrell Rd. 
Rockledge, FL 32955

(321) 636-8882 
www.renewcrete.com
The Renew-Crete® Training seminar is geared towards 
giving you the knowledge and hands-on experience you 
will need to successfully complete all types of Decorative 
Concrete projects. Applications include: Stamped 
Overlay, Stamped Concrete, Spray Coat, Recoat, 
Stenciled Concrete, Verti-crete and Metallic Epoxies. 

SASE Co., Inc. 
2475 Stock Creek Blvd.  
Rockford, TN 37853

(800) 522-2606 
www.sasecompany.com
SASE manufactures and distributes concrete polishing, 
preparation equipment and tooling directly to our 
customers. Our product range consists of planetary 
diamond grinder, dust extraction units, scarifiers, floor 
scrapers, hand-held tools and an extremely wide variety 
of high-quality diamond tooling at an everyday low price. 
SASE is committed to excellence in both the quality of 
the products we sell as well as in the service and support 
we provide after the sale. 

Seal-Krete 
306 Gandy Rd. 
Auburndale, FL 33823

(800) 323-7357 
www.seal-krete.com
A leading manufacturer of waterproofing and decorative 
coatings for concrete, SEAL-KRETE has been the 
professional’s choice in weatherproofing protection for 
concrete and masonry for more than 30 years. Serving 
both professional contractors and do-it-yourselfers, 
SEAL-KRETE manufactures a full line of products 
developed for surface protection and beautification. 

The Stamp Store 
121 N.E. 40th St. 
Oklahoma City, OK 73105

(405) 525-2426 
www.thestampstore.com/training
The Stamp Store has been training concrete artisans for 
over 11 years. Our Stamp Store instructors specialize in 
training classes for countertops, vertical stamping and 
carving, overlays, fresh-pour stamping, and One Day 
Floors applications. All classes are hands-on allowing 
the student to experience the satisfaction of a completed 
project. 
See our ad on page 61 · Reader Service 48

Super-Krete 
2705 Via Orange Way, Ste. B 
Spring Valley, CA 91978

(619) 401-8282 
www.super-krete.com
For over 25 years, Super-Krete products have 
been enhancing, protecting and restoring concrete 
installations worldwide. With successful applications 
under severe temperature cycles such as the icy winters 
and freeze-thaw conditions of the Czech Republic to the 
extreme humidity of the Pacific Islands and the blazing 
heat of the Western deserts, Super-Krete Color Stains, 
bonding agents and surfacing systems have proven to 
withstand both time and the elements of nature. The 
Super-Krete family of quality products are guaranteed to 
help you meet and exceed your concrete challenges.

SureCrete Design Products 
15246 Citrus Country Dr. 
Dade City, FL 33523

(352) 567-7973 
www.surecretedesign.com
We are a manufacturer of Eco-friendly decorative 
concrete supplies, including the industry’s only hybrid 
GFRC preblended, NO polymer, zero-VOC casting system.

Trinic LLC 
522 Cascade Valley Rd. 
Windsor, NY 13865

(800) 475-1975 
www.trinic.us
Trinic LLC is headed up by Mark Celebuski and Bob 
Chatterton. With a combined 55 years hands-on 
experience in the decorative concrete industry, we 
provide products and training to those of all experience 
levels. 
See our ads on pages 42 & 51 · Reader Service 27, 43

TruCrete of Florida 
2350 W. Airport Blvd. 
Sanford, FL 32771

(407) 324-1000 
www.trucrete.com

TruCrete of Maryland, Inc. 
1279 Log Canoe Ct.  
Annapolis, MD 21403

(410) 268-0537 
www.trucrete.com

TruCrete of Pennsylvania 
312 S. 4th St. 
Emmaus, PA 18049

(610) 737-3110 
www.trucrete.com

TruCrete of Virginia LLC 
9144 Euclid Ct. 
Manassas, VA 20110

(703) 794-7414 
www.trucrete.com

TruCrete Surfacing Systems 
5203 Poplar Dr.  
Cambridge, MD 21613

(443) 205-4547 
www.trucrete.com
TruCrete Surfacing Systems is a manufacturer of 
decorative and industrial coatings for concrete, wood and 
metal substrates. We produce superior cementitious and 
resinous systems along with the most advanced training 
certification program and technical assistance.

Versatile Building Products 
245 Carl Karcher Way 
Anaheim, CA 92801

(714) 829-2600 
www.garagecoatings.com
Versatile Building Products, Inc. manufactures 
decorative concrete floor coatings and high-performance 
clear sealers. Our extensive product line includes 
Versa-Crete 1/8” Stamped Overlays and Microtoppings 
available with a lifetime adhesion warranty. Another 
popular line is our Roll on Rock garage floor coating that 
can be installed in as little as a few hours.
See our ads on inside front cover and pages 38, 43 & 71 · 
Reader Service 15, 23, 28, 63

Vexcon Chemicals 
7240 State Rd. 
Philadelphia, PA 19135

(215) 332-7709 
www.vexcon.com
Certi-Shine is a leading global brand for polished 
concrete. Attend the training seminar that everyone is 
talking about. Fine-tune your techniques and become 
certified to install Certi-Shine FSR (food-stain resistant) 
technology and our interior and exterior silicate Micro 
Stain as well as FUSION, the latest in polished concrete 
repair.
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INDUSTRY NEWS

Polishing magazine planned by trade 
group and Concrete Decor publisher

Professional Trade Publications Inc., 
publisher of Concrete Decor magazine, will 
begin publishing Polishing Inc. magazine, 
the official publication of the Concrete 
Polishing Association of America (CPAA), 
a nonbiased, nonprofit trade organization 
focused on the concrete polishing market.

PTP will distribute quarterly editions 
of Polishing Inc. to all CPAA members, 
plus architects, engineers, designers, 
distributors, manufacturers and contractors. 
The new publication will focus on providing 
the flooring industry with in-depth CPAA-
authored articles on issues, trends and 

techniques, job-site case studies, and other 
articles designed to help readers promote 
and sell polished concrete solutions.  

The first issue will make its official debut 
at World of Concrete 2013.

 à www.concretepolishingassociation.com

Buddy Rhodes, Delta finalize deal
Buddy Rhodes Concrete Products and 

Delta Performance Products LLC have 
finalized a partnership agreement that will 
bring Buddy Rhodes Concrete Products 
under the ownership of Delta Performance. 
Buddy Rhodes products will still be sold 
under the Buddy Rhodes brand, but the 
synergy between Buddy Rhodes and Delta 

Performance will result in improved 
efficiency for dealers and an enhanced 
product offering for end-users. 

Under the terms of the agreement Delta 
Performance Products will assume all 
logistical aspects of distribution while 
Buddy and his team will continue to develop 
the product line and deliver information to 
product users.

 à www.buddyrhodes.com

 à www.delta-performance.com

Concrete Industry Management 
program seeks donations for auction

The Concrete Industry Management 
program is seeking donations for its eighth 
annual auction, to be held at the World of 
Concrete. 

The proceeds from the 2013 auction 
will benefit the CIM National Steering 
Committee and support the current 
CIM programs and the new Executive 
MBA program, as well as help fund future 
program expansion.

Those interested in making a 
donation should contact CIM auction 
committee chairman Michael Philipps 
at michaelf.philipps@cemex.com or 
(713) 722-2969. 

 à www.concretedegree.com

Surface Depot open in Tennessee
Surface Depot LLC, a supplier of 

equipment and tooling for natural stone 
countertops and hard-surface flooring, 
opened for business in March 2012. Located 
in Knoxville, Tenn., Surface Depot strives 
to provide customers with superior industry 
knowledge and cutting-edge products.

The ShaveMaster, a specially designed 
floor machine that makes coatings removal 
and concrete corrections simple, is the 
flagship of the company’s hard-surface 
flooring equipment line. Surface Depot LLC 
also offers scarifiers, floor grinders and 
polishers, enhancers and densifiers, tooling 

business
    & INDUSTRY

Vortex Flexible Diamond Polishing Systems
Economical grinding, polishing and maintenance 
floor system for use on burnishers, autoscrubbers, 
planetary machines and swing machines.

Shop online: www.granquartz.com 
(800) 458-6222   
Fax: (770) 621-9771

Three floor uses 
• Restoration
• Polishing
• Maintenance

•  Eliminate the high investment of specialty 
equipment and chemicals

•  High performance and productivity
•   Versatile system used for stone and                

concrete surfaces
• Utilize for prep, honing and polishing

http://www.granquartz.com
http://www.ConcreteDecor.net
http://www.concretepolishingassociation.com
http://www.buddyrhodes.com
http://www.delta-performance.com
mailto:michaelf.philipps@cemex.com
http://www.concretedegree.com
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and accessories.
 à www.surfacedepotllc.com

New locations for GranQuartz, Pearl 
Abrasive in Southern California

GranQuartz and Pearl Abrasive Co. 
recently moved their joint Los Angeles store 
to a larger location. The two entities will 
share building space that is located only a 
quarter mile from their previous store. 

GranQuartz also recently moved its 
Anaheim store to a larger location.

 à www.pearlabrasive.com

 à www.grandquartz.com

Dur-A-Flex relocates in California
Dur-A-Flex Inc. announced the 

relocation of its West Coast operations 
to Ontario, Calif. The new facility will 
accommodate expanded staff and product 
inventory.

Comprised of more than 10,000 square 
feet, the new facility will offer added space 
for Dur-A-Flex’s product inventory, floor 
samples and dedicated staff, including 
sales representatives, technical support 
and customer service reps. A shipping and 
receiving department has been added to 
expedite product shipments to Asia and 
West Coast customers. Additionally, Dur-A-
Flex’s contractor partners will have a second 
venue to choose from when attending the 
Application Certification Program.

 à www.dur-a-flex.com

American Ultraviolet, DecoRad Systems 
form exclusive distribution agreement

American Ultraviolet and DecoRad 
Systems have reached an exclusive 
distribution agreement regarding on-
site UV curing equipment. American 
Ultraviolet will be the sole distributor of 
the DecoRad Floormate and DecoRad 
Handmate systems in North and South 
America. Both companies will continue 
their existing relationships with coating 
companies in the United States and 
throughout Europe.

 à www.auvco.com

 à www.decorad.com

Brickform names John Anderson 
director of business development

Brickform, a division of Solomon Colors 
Inc., has hired John Anderson as director 
of business development. Anderson brings 
with him a diverse 20 years of industry 
experience in decorative concrete and 

international business relations. 
His new role in business development 

will be to deliver new systems and strategies 
to enhance the Solomon/Brickform 
company profile. 

 à www.solomoncolors.com

Project manager at Precast Specialties
Precast Specialties Corp. has announced 

that Brandon Duffel has accepted the 
position of senior project manager. Duffel’s 
responsibilities will include managing and 
supporting projects for Precast Specialties 
Corp.’s rapidly growing Architectural Group. 

 à www.precastspecialtiescorp.com

David Allen Co. creates Latricrete 
Supercap applicator division

Laticrete Supercap LLC, manufacturer 
of the self-leveling Supercap System, has 
announced that DAC Supercap LLC, a 
newly formed division of David Allen Co., 
will be its newest regional applicator. Harry 

Baulch, a construction veteran with a strong 
general contractor background, will be 
directing the new organization. 

David Allen Co. is based is Raleigh, N.C., 
with branches in Washington, D.C., Miami, 
Birmingham, Ala., and Columbia, S.C. A 
leading tile, stone and terrazzo contractor, it 
has been in business since 1920.

 à www.laticretesupercap.com

Westcoat hires national sales manager
Westcoat Specialty 

Coating Systems has 
hired Dean Jarmusch as 
national sales manager. 
He will manage Westcoat 
sales representatives and 
service distributors, as 
well as work directly with 
customers to grow sales and knowledge of 
Westcoat systems. 

 à www.westcoat.com

DECORATIVE CONCRETE ONLINE

Global Concrete Polishing Institute 
offers online training information

The Global Concrete Polishing Institute 
has updated its website to include training 
information. The GCPI specializes 
in concrete polishing from beginner 
to advanced levels. The focus of the 
training includes installation techniques, 
estimating, bidding, sales, marketing and 
operations.

 à www.globalconcretepi.com

New features at ConcreteIdeas.com 
After more than a year of development 

the new look and features on 
ConcreteIdeas are live. Visitors can now 
find a concrete company with one click. 
Other new features include website visitor 
tracking, map icons, an image gallery and 
special features for premium members.

 à www.concreteideas.com

Vexcon redesigns website
Vexcon Chemicals has launched a 

new website that has been completely 
redesigned with improved navigation, 
content and tools. 

New resources include dedicated sections 
for technical and customer service where 

visitors will find a wealth of information 
about Vexcon products and services, as 
well as new tools such as a customizable 
product and LEED certification letter 
database. There are also sections for design 
professionals and Vexcon’s environmentally 
friendly products.

 à www.vexcon.com

Referral service from SSI
SSI (Silicone Specialties Inc.) has 

launched Bidcrete.com, which provides 
a free referral service to homeowners, 
business owners, or anyone who needs a 
decorative concrete contractor. 

Bidcrete.com services do not require 
a monthly or yearly subscription, nor 
do they charge contractors referral fees. 
Currently the service covers contractors in 
Texas, Louisiana and Oklahoma.

Bidcrete’s mission is to refer reputable 
contractors who use quality products for 
projects that include epoxy garage floors, 
stained concrete, pool decks and other 
decorative options. 

 à www.bidcrete.com
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In the free enterprise 
system, competition 
selects out 

businesses that 
don’t adapt to 
change or events 
they can’t plan on. 
To thrive within 
this system, your 
decorative concrete 
business must 
maintain a high degree of flexibility.

One of the very few certainties of 
operating a decorative concrete business is 
that your business plan will NOT describe 
what actually happens. I know. Bummer. Of 
course, this doesn’t mean you should shirk 
the task of developing a business plan. Just 
remember that all the planning, projecting 
and preparing you do will NOT eliminate 
those unplannable events that will make 
your business environment unpredictable. 

This is why being flexible is so important. 
It will enable you to protect yourself against 
the two types of unplannable events by 
minimizing uncertainty and reducing 
ambiguity.

Minimizing uncertainty
Uncertainty is knowing that an event will 

occur, but not knowing the timing (when) or 
the magnitude (how much). For example, you 
can assume your suppliers will eventually 
raise their prices, but you don’t know when 
or by how much. And you know imitators 
and substitutes will try to appropriate your 
hard-earned business value, but you don’t 
know when or in what specific way. 

In 1789, Benjamin Franklin wrote to 
Jean-Baptiste Le Roy, “In this world nothing 
can be said to be certain, except death 
and taxes.” There are two types of “death” 
events in a decorative concrete business: 
the untimely death of a key employee, such 
as an experienced product installer, and 
events that obliterate your business, such as 
embezzlement. As for taxes, many types of 
those are uncertain only in their amounts, 
not if or when they are due.

Fortunately, uncertainty can be managed 
and minimized using risk management 
strategies. The risk management possibilities 
for death and taxes are, respectively, 
insurance and advanced tax planning.

Minimize the damage to your business 
caused by the death of a critical employee by 
acquiring key person insurance. Imagine 
how difficult it would be to overcome the 
loss of a key technical employee in whom 
you invested so many resources. I’m talking 

about that guy on your team who knows 
more about your decorative products than 
anyone else. Or perhaps it’s the salesperson 
who drives your revenue. Regardless, it’s 
the employee your business can’t survive 
without. The policy must be large enough 
to ensure that a viable replacement can be 
found and the damage can be repaired. 
This can be a relatively inexpensive solution 
compared to the cost of not having it in a 
time of need.

Catastrophic insurance helps 
when major catastrophes threaten to 
obliterate your business: product liability, 
embezzlement, riots, fires, earthquakes. 
The list goes on. Are these events unlikely? 
Perhaps, but they happen. And when they 
do, they will deal such a severe blow to 
your business that you may not recover. 
Remember the Los Angeles riots of 1992? 
Reportedly, none of the affected businesses 
had catastrophic insurance and only 30 
percent reopened after the damage was done.

Advance planning for taxes due may 
require professional tax counsel. But it will 
help you avoid cycles of forced compliance, 
which will distract your attention from 
more productive uses of your time. Advance 
tax planning means knowing the likely 
types of taxes you will owe. It means 
estimating them on an ongoing basis. It 
means setting your bid prices so you can hit 
your profit targets after taxes. And it means 
setting aside cash so you can match tax 
liabilities as they build throughout the year.

Reducing ambiguity
Ambiguity is the other category for all 

other unplannable events. If uncertainty 
is knowing an event will occur but not 
knowing for sure, ambiguity is simply not 
knowing at all. Not only are you unaware 
of the magnitude or timing of an event, you 
don’t even know the nature of the event 
itself. The bad news is that ambiguity is 
virtually infinite and its management is 
almost impossible. 

FUNDAMENTALS OF BUSINESS

Giving Your Business the Flexibility It Needs to Thrive

business & INDUSTRY

by Jacob Webb

Tips for Improving Your Company’s Flexibility
 ■ Develop a business plan knowing you must 
ultimately be flexible when your plan does not 
pan out.

 ■ Acquire key person insurance to minimize the 
potential damage to your business from the 
death of an essential employee.

 ■ Consider investing in catastrophic insurance, 
which can help when major catastrophes 
threaten to obliterate your business.

 ■ Advance planning for taxes due may require 
professional tax counsel. But it will help you 

avoid cycles of forced compliance, which 
distracts your attention from more productive 
uses of your time.

 ■ Identify and organize a management team or 
Board of Advisors with diverse backgrounds, 
experiences and education so you can benefit 
from a collective, heterogeneous intelligence.

 ■ Establish policies and procedures within your 
decision structure to help low-level employees 
answer less ambiguous questions such as, “How 
often should I check the pressure washer for gas?”

the free enterprise 
system, competition 
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It’s a common belief that if your business 
is small and agile, you can be more flexible. 
While there is some truth to this, it isn’t 
always the case. Population ecologists teach 
that the characteristics of your decorative 
concrete business at or near the time of its 
founding will vary little over its life because 
of “inertia.” For example, once you develop a 
reputation with your customers for a specific 
service or product, it will require even 
more effort and investment to retrain your 
customers to think of you in a different way. 
For example, if you’re known as “the stain 
guys,” how do you think your customers will 
respond if you start promoting yourself as 
“the polishing guys”? They probably won’t 
respond at all. At least, not at first. That kind 
of adjustment takes time. And in this way, 
inertia can be tyrannical.

Therefore, reducing ambiguity involves 
both luck and dealing with the “tyranny 
of inertia” through heterogeneity and 
appropriate decision-making structure.

Heterogeneity is when you leverage 
the collective mind of many employees 
of your business. The challenge is to use 
their individual strengths collectively to 
overcome the tyranny of inertia. In times 

of calm, the collective mind that works 
best is homogenous —everyone has similar 
backgrounds or thinks along the same lines. 
However, in times of economic turbulence 
(like the current economy) heterogeneous 
businesses are better equipped to resist 
economic pressures that select out weak 
decorative concrete businesses. 

Establish or develop heterogeneity in 
your business by tolerating and fostering 
independent thinking and individualism (and 
the resulting disagreements) so your business 
can be more responsive to ambiguity.

“But, Jacob,” you say, “how do I establish 
heterogeneity if I’m the only employee of my 
small decorative concrete business?” Great 
question. You still need to infuse a collective 
intelligence in your decision-making 
by organizing and relying on a board of 
advisors. These may be (paid or unpaid) 
industry experts, service providers or other 
professionals. Regardless, multiple heads 
will be better than one if you are to respond 
to ambiguous events that could threaten 
your business.

Here’s what I mean by decision-making 
structure: Decisions involving low ambiguity 
should be made by employees who can 

refer to established procedures and policies 
for guidance. When should we pick up the 
mail? How often should we replace the water 
cooler? You shouldn’t have to call your board 
of advisors to answer these questions.

Likewise, decisions that are increasingly 
ambiguous will be better made through 
group processes that decrease in structure 
as ambiguity increases. How should we 
position ourselves against the competition? 
What market should we target? Answering 
these questions necessitate a higher-level 
heterogeneous group somewhere in your 
decision structure. 

Jacob Webb, MBA, is a small-business strategy 
consultant and co-founder and vice president of 
NewLook International Inc., where he is primarily 
responsible for business development, sales and 
marketing. Reach him at jacob@getnewlook.com. 
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Jacob Webb will teach 
“Successful Small-Business 
Marketing Strategies” at the 
2013 Concrete Decor Show. 
For more information, go to 
ConcreteDecorShow.com. 
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When people compliment Colorado 
Hardscapes Inc.’s marketing 
department, I tend to smile just a 

bit. People often mistakenly think our 
decorative concrete company operates like 
a large corporation, with multiple staff just 
waiting for their next task. In reality, we 
operate lean, especially in today’s economic 
conditions. 

Our marketing department consists 
of yours truly and a part-time sales and 
marketing assistant. In addition to being 
head of marketing, my responsibilities 
include sales, business development, 
estimating, concrete consulting and project 
management with a few odds-and-ends 
roles thrown into the mix when urgency 
demands or time permits. 

So how do we market without full-time 
resources? I can’t tell you all of our secrets, 
but simply put, it’s a matter of prioritizing 
and planning. 

Set your marketing goals
First, you need to determine the 

importance of marketing in your company’s 
overall goals. If one of your goals is to 
make your company more widely known, 
marketing should be given equal status 
with quality production, staffing and 
infrastructure.

Once marketing’s importance is 
established, you will need to develop a 
workable marketing plan. A marketing plan, 
like any goal, should give you reasonable 
guidelines to follow but not hold you 
hostage. Begin by answering the following 
questions:

1 Who is your audience (landscape 
architects, architects, engineers, 

owners, developers, general contractors, 
homeowners, etc.)?

2 What type of work is your current 
primary source of revenue (government, 

residential, commercial, institutional, 
medical, retail, etc.)? Are there any of 
these that you would like to add to your 
customer list?

3 How much are you willing to spend 
towards marketing? (A general rule of 

thumb is to spend 5 percent of your gross 
revenue in today’s current conditions, 10 
percent if you want to do a big push and 
break into a market.)

4What marketing tasks can you 
realistically do in-house and what areas 

might you need to outsource (for example, 
your website maintenance, printing or 
graphic design)?

5 Establish short-term and long-term goals. 
Make all of your goals attainable. Focus 

on achieving some of the short-term goals 
first to give you a sense of accomplishment. 

One of our short-term goals at Colorado 
Hardscapes involves our website. We do all 
of our website updates in-house through 
good old-fashioned HTML coding. I have a 
set goal to update our website on a quarterly 
basis. This can be with projects in progress, 
a new case study, or other relevant news. For 
us, website updates are relatively simple but 
show immediate results. When our website 
is updated, the search engine robots are 
triggered to crawl our site again to help our 
website positioning as well as provide fresh 
content to our customers. 

Long-term client development
Colorado Hardscapes tackles both 

short-term and long-term objectives. 
For long-term client targets, we focus on 
developers, designers, and large commercial 
or mixed-use developments. Because of this 
focus, we center some of our marketing 
efforts on business development by giving 
presentations to the design community and 
actively participating in local associations 

where our target market congregates.
Determine who in the design community 

would be a good match for what your 
company offers. Then approach just a few 
of these with the offer of a presentation. 
If you keep your goals realistic, you will 
not be overwhelmed with an impossible 
task. Presentations take a concentrated 
commitment both in time and money. Each 
presentation takes about 8 hours including 
booking, preparing, presenting and follow-
up. At presentations, use visual aids and 
leave something behind for the designer’s 
library — samples, a design book or your 
most recent brochure.

Associations to look into
How should you choose which 

associations to join? Get creative. 
Remember, most of your clients will 
congregate where they think their next 
customer congregates. Go to a general 
contractors’ or architects’ association and 
you will rarely find the decision-makers 
you seek. Those groups have value, and I 
encourage you to participate in industry 
associations, but for drumming up new 
business, branch out a bit more. 

The associations that have the most 
impact for Colorado Hardscapes and me are 
generally the ones right on the cusp of our 
industry. 

My favorite is the National Association of 
Industrial and Office Properties (NAIOP), 
a commercial real estate development 
association. Decision-makers always attend 
and are heavily involved. For Colorado 
Hardscapes, whose target market is high-
end commercial projects, being able to get 
directly in front of developers and owners is 
beneficial. Plus, that is where some GCs and 
architects have decided to plug in as well, 
since their clients are involved with NAIOP. 

Another favorite is the Society for 
Marketing Professional Services (SMPS). 

Full-Time Marketing with Part-Time Resources
by Karen Van Heukelem 

business & INDUSTRY
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Their target is marketing professionals in 
the A/E/C (architecture, engineering and 
construction) industry. Again, it puts me 
in the room with other marketers who 
represent some of our key clients. Since 
they are fellow marketers, they understand 
the struggle of getting a foot in a door, so 
they help out as much as they can once 
relationships are established. 

Once you find an association that aligns 
with your growth goals, become involved in 
a committee. That will throw you into the 
crowd much quicker and help you establish 
strong key relationships. Association dues 
and events can add up quickly and deplete 
any marketing budget, so be committed 
to those you join to get the most impact. 
Associations take about 8 hours per month 
per association between the monthly event 
and committee involvement. Prices range 
from $15 per month to $150 per month plus 
annual dues.

Effective follow-up requires a level of 
time commitment. Set realistic goals when 
trying to establish long-term relationships. 
Both presentations and association 
involvement are worthless without a degree 
of follow-up.

These examples are just a snapshot of our 
marketing efforts at Colorado Hardscapes. 
Remember:

 ■ Have focused efforts,

 ■ Set aside time for marketing and business 
development, and 

 ■ Follow up to establish long-lasting 
relationships. 

Karen Van Heukelem wears many hats at Denver-
based Colorado Hardscapes Inc., including business 
development, marketing, sales, estimating and 
project management, with an emphasis on 
specialty rock construction. She can be reached at 
karen@coloradohardscapes.com.

THOSE WHO KNOW, KNOW WESTCOAT
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Ultra-tough. Protective. Our water-based and 100% solids epoxies and polyurethanes are specially formulated for seamless and 
high-build applications. The Epoxy Coat product line delivers strong, long-lasting protection and easy-to-clean epoxy surfaces.

From durable epoxies, waterproof systems, concrete stains and sealers to decorative textured overlays, Westcoat Specialty Coating 
Systems four category line of step-by-step coatings, makes selecting the right system and products for every job even easier.
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by Chris Mayo

Celebrating its silver anniversary this year, Texas 
Bomanite has been performing high-end decorative 
concrete work across much of Texas since 1987. With 

more than 3,000 jobs under its belt, many of them high-
profile, the Dallas-based company has built a reputation 
of delivering top-quality work.

“We have a few core beliefs that we follow 
religiously,” says Scott Balch, president and owner of 
the company. “Simply put, we believe in ourselves, 
our abilities, and our ingenuity in finding solutions to 
challenges.”

North Texas Bomanite Inc. was established as a 
Bomanite franchise in 1987. If you know decorative 
concrete, you’ve heard of the Bomanite brand. Brad 
Bowman, who passed away in 2000 at age 90, is credited 
with inventing the stamped concrete process. In 1970, 
he patented his process for imprinting and coloring 
concrete and formed Bomanite Corp., which quickly 
began franchising contractors. 

Balch and a partner left the civil contractor they were 
working for and bought the North Texas franchise in 
1990. Though his partner moved on fairly quickly, Balch 
has never looked back. 

“When we started out, we concentrated primarily 
on exterior architectural concrete, with a little interior 
staining,” says Balch. “Over the years we’ve expanded 
with the industry, adding thin toppings, seeding and 
exposing decorative aggregates, exposed aggregates, 
polishing, Grasscrete (Bomanite’s pervious system), and 
chemical staining and sealing. Now, interior polishing 

comprises about 50 percent of our business.”
Known as Texas Bomanite today, the company boasts 

75 employees spread across residential, commercial and 
municipal divisions. The company launched its Central 
Texas Division, Bomanite of Austin Ltd., in 2000. 

Over the past several years Texas Bomanite has had 
the opportunity to work on some pretty noteworthy 
projects in its home base of greater Dallas — Arlington 
Stadium (where the Texas Rangers baseball team plays), 
the AT&T Performing Arts Center, the Museum of 
Nature & Science and NorthPark Center (one of the 
largest malls in the Southwest). At the Dallas Cowboys 
Stadium, they did virtually all of the exterior walkways, 
over half a million square feet of concrete. 

“Outside Cowboys Stadium, we installed a decorative 
seeded aggregate into a matrix of integrally colored 
concrete with an exposed aggregate finish,” says Balch. 
“We also constructed some integrally colored broom-
finished concrete with decorative cuts. I suppose in 
terms of high-profile work, that job would be one of 
our signatures, but in terms of complexity it wasn’t 
particularly difficult.”

How they ended up with the Cowboys contract is 
illustrative of how the company’s solution-oriented 
approach leads to more work.

“Cowboys Stadium started out with just a phone 
call from the contractor, Manhattan Construction, who 
was in charge of the entire project,” recalls Balch. “They 
were struggling with coming up with mock-ups of the 
seeded, colored concrete that was planned for outside 

Texas Bomanite
Dallas, Texas
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the stadium.”
Balch went out to take a look at 

the stadium work and recognized an 
opportunity. 

“I made a deal with them,” he says. 
“We agreed to pour the mock-up for free 
provided Manhattan would give us the 
opportunity to bid on the job. The funny 
thing is, Manhattan was close with their 
own mock-ups. They had tried about 10 
separate pours and they were just missing 
it. We tweaked their mix design a little and 
we hit it on the first try.”

The company poured all the concrete 
between the stadium and the parking areas, 
more than half a million square feet. The job 
took about eight months to complete, and the 

team has estimated that they poured about 
20,000 square feet of concrete per day to stay 
on schedule. 

Balch says logo work with microtopping 
is some of the more complex work Texas 
Bomanite has done. “We did a map in an 
elementary school in central Texas in which 
different ecological regions of the state are 
shaded in different colors. It also depicts the 
route of an old trail that was established by 
European visitors about 300 years ago.”

The Texas map, at Camino Real 
Elementary School in Niederwald, Texas, is 
an example of how the company works with 
owners and architects to help bring their 
ideas to life, says Central Texas Division 
vice president Kristy Keith. “The architect 

contacted us early in the design stages to 
provide input on materials and finishes. 
The map was created using 15 colors of 
Bomanite Micro-Top. A high level of detail 
was required. The school dedication was 
held on top of the map in 2008. In addition 
to the map at the school, we installed their 
polished and dyed concrete floors.” 

This complex project also serves as an 
example of how a successful company can 
grow. “That job has led to a lot of other work 
for the school district,” says Keith. “Since 
then we’ve done several polishing and 
coloring jobs for their schools. That’s pretty 
typical. One job often leads to more jobs.” 

Balch is justifiably proud of the work his 
company does, but he doesn’t necessarily 
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see one type of concrete application or 
technique as the company’s signature. 

“I think what we’re known for more than 
anything else is that we go the extra mile to 
understand an entire project, not just our 
part of a project,” says Balch. “Because we 
tend to be very solutions-oriented, we’ve 
developed a strong reputation within the 
design side of the business. If designers are 
working in a vacuum, the specs or budget 
don’t align many times. By getting in on a 
job early and working with the design team 
from the start, we can suggest solutions to 
drawings and specifications issues as well as 
options when it comes to matching desired 
end results with budget.” 

“We’re a full-service company,” adds 

Keith. “We do a wide range of work from 
stamped concrete on Texas Department of 
Transportation road and bridge projects to 
special finishes such as the Camino Real 
Texas map. Our ability to do both has been 
a plus for our company.” 

Balch feels fortunate to have grown 
his company parallel with the meteoric 
growth of the decorative concrete industry. 
“Polishing is a great example of how the 
industry has taken off,” he says. “Over the 
past 10 years, polishing has really taken 
hold. Now it is embraced by almost every 
sector: retail, offices, residential. Part of the 
reason is that it’s unique when it comes to 
flooring. There are a lot of green aspects to 
polished concrete flooring and, when you 

think about it, it is far easier to restore to 
its original look, after 10 years or so, than 
any other type of flooring. Other areas of 
decorative concrete are growing in much 
the same way.”

He doesn’t anticipate the growth slowing 
down. “It seems like new products and 
techniques are being introduced all the 
time,” he says. “There is still a lot of room 
for growth. As knowledge of products 
moves through the design community, 
and they get more comfortable with new 
products and techniques, I think we’ll see 
our industry continue to grow.” 

 àwww.texasbomanite.com
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by Stacey Enesey Klemenc 

In a gutsy move by J.C. Penney Co.’s CEO, 
Ron Johnson, roughly 700 stores were 
renovated last summer to kick off a four-

year plan to reinvent the store. As Johnson 
told investors at a meeting held in August: 
“We are here to transform JCPenney, not to 
improve JCPenney.”

Johnson aimed to create what he calls a 
“specialty department store” that features 
“streets” instead of aisles. The plan involves 
reconfiguring the age-old department 
store into 100 brand-specific “shops,” each 
with their own distinct flooring, fixtures, 
mannequins and signage. 

“When you look at our store everything 
(will be) organized by shops, just like a 
mall,” Johnson said. The “streets” in the 
specialty department store will be close to 
15 feet wide and anywhere from a half to a 

third mile long. 
To make the shops distinct and give the 

mall-within-a-mall concept the modern 
look it deserved, the chain relied on 
burnished and polished concrete for its first 
two “waves” of renovations — making this 
mass remodel arguably the biggest project 
in the history of the polished concrete 
industry.

JCPenney turned the concrete polishing 
community upside down with the amount 
of work it wanted done nationwide with 
specific products and methods in a short 
time period, all with extremely short notice.

The enormous renovation project was 
challenging for the more experienced 
polishing contractors and a real learning 
curve for the not-so-experienced, says 
Roy Bowman, chairman of the Concrete 

The JCPenney Juggernaut
A huge national remodeling project for the department store chain 
has kept concrete polishing contractors busy this year 
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Photo by Shannon Faulk/Getty Images, courtesy of J.C. Penney Co.

Working with Levi Strauss & Co., J.C. Penney recently introduced Levi’s 
Denim Bar “shops” that are enhanced with polished gray concrete floors, 
as seen here in Penney’s prototype store in Dallas, Texas. 

The Original Arizona Jean Co.’s new “shops” also 
feature polished gray floors, as in this women’s 
shop at Governor’s Plaza in Cincinnati.
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Polishing Association of America and 
president of Concrete Visions Inc. in 
Tulsa, Okla.

“Everyone wanted to be part of it,” he 
says of the work, which entailed polishing 
or burnishing concrete floors for new Levi’s, 
The Original Arizona Jean Co. and Izod 
shops. All renovations were done at night so 
the stores could keep their regular business 
hours.

The polished areas weren’t large by any 
means, ranging from a couple thousand 
up to 8,300 square feet. It was neither 
the square footage nor the number of 
stores involved that rocked the polishing 
community. “It was the fact that JCPenney 
wanted them all done at one time,” Bowman 
says. He suspects the reason behind 
this push was the company wanted no 
interruptions for its back-to-school annual 
shopping extravaganza. 

Time and material constraints
Initially, JCPenney’s precertified installers 

list only contained about 40 polishing 
contractors. However, that number jumped 
to more than 180 contractors once it became 
apparent that additional manpower would 
be needed to get the nearly 700 stores done 
in a couple weeks’ time.

Doug Wright, general manager of 
Rite-Way Concrete Seal Systems Inc., in 
Wolcott, Ind., intended to work on six stores 
but ended up only doing two. “We had so 
much other work going on and with such 
a narrow window to complete the Penney’s 
work we couldn’t pull it off,” he says. “Those 
were issues for many of us — doing that 
magnitude of work on short notice in so 
little time.”

That sentiment was echoed by Jeff 
Lukaszewski, sales manager of 3D Concrete 
Inc., in Aledo, Ill., who only took on one 

store. Aside from  previous commitments 
and limited resources, he says, asking his 
polishing specialists to handle multiple jobs 
in different cities would have not been in the 
best interest of the client. “We have specially 
trained people to handle site-specific repair 
methods,” he says.

Then there was the matter of specified 
materials, with no room for substitutions. 
“They didn’t tell us the dye and patch color 
we needed until a few days before the work 
started. Everyone was scrambling to get 
what they needed,” Wright says. “I didn’t 
realize how secretive some things are for the 
retail community.”

“I believe the specifier and his team did a 
good job when it came to repair products,” 
says Lukaszewski. “We had the right 
products to do the process. Repairs can be 
a difficult situation but they made that part 
very fluent.”

The fact that many of the stores were 
decades old and not in architectural shape 
meant the polishers would need all the 
support they could get. Tabitha McCarter, 
vice president of operations of Yarbrough 
Concrete Polishing, in Knoxville, Tenn., 
says her workers had the most trouble on 
the seventh store they did, which was about 
30 years old. “Moisture was locked in areas 
where walls once were or where there was 
something placed on top of the concrete 
shortly after it was poured. It seemed no 
matter how far down we ground, we couldn’t 
get rid of that dark streak. But the third time 
was the charm. We had to go as low as a 25 
(grit) and that got us deep enough.” 
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Photo by Shannon Faulk/Getty Images, courtesy of J.C. Penney Co.

As part of the high-tech design of the Levi’s shops, each Denim Bar is equipped with iPads.

During the first wave of renovations, Spokane-based Lundeen Simonson Inc. performed work on eight stores 
in Washington state, including this one at NorthTown Mall in Spokane. The biggest reported problem with 
the job was a failure to identify the condition of the concrete before starting the project.
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White Concrete Poses Particular Challenges for Installers 
T he biggest issue contractors confronted during J.C. Penney Co.’s Wave 2 of 

renovations in August concerned the whiteness of the Izod shops’ burnished 
floors.

“The JCPenney corporate office was not going for a painted white look and feel, 
but rather a translucent stained appearance. Stains show the imperfections and 
character in the concrete, and coatings cover them,” says Les Davis, president of 
AmeriPolish Inc., one of the manufacturing companies that supplied the colorants 
used in the first three waves. 

Although Wave 2 involved smaller Izod sections of usually about 500 square 
feet, many contractors say they had a harder time with it than with Wave 1. 

The work involved burnishing the concrete to a certain level and then staining 
it white. “But it’s not a true white color. The look reminds me of leather,” says 
Tabitha McCarter, vice president of operations of Yarbrough Concrete Polishing in 
Knoxville, Tenn., which did seven stores in Ohio, Kentucky and Virginia. 

Since the colorants used — AmeriPolish’s ColorJuice nanopigment stain and 
Prosoco’s Consolideck ColorHard pigment — are transparent, “you had to do a 
good job grinding or the imperfections showed through,” McCarter says. 

Confusion arose when some people didn’t understand the translucent look 
the project aimed to convey, Davis says. Consequently, a number of contractors 
overapplied ColorJuice when two applications would have achieved the desired 
white look. “Some of the troops in the field thought the concept was to cover the 
floor with the product and that’s really not the ColorJuice niche,” he says. 

Contractors agree that getting the white right was a struggle for them.

“The biggest challenge we had in Wave 2 was when we were trying to get the 
Izod floor white enough. We had to apply anywhere from three to eight coats of 
white stain. At times, we had to grind more than once to try to get the concrete to 
accept the stain.”

— Dan Hennes, flooring division manager for Mark Beamish Waterproofing, 
Anaheim, Calif. (His company performed work in 20 stores.)

To achieve a satisfactory finish, crews has to apply anywhere from three to 
eight coats of the white dye. “Each piece reacted differently.” 

— John Jones, owner of Budget Maintenance Concrete Services, Pottstown, 
Pa. (His company performed work in 14 preexisting stores and one new one.)

“There have been compatibility issues as far as the density of the concrete 
and application instructions. It was hard to achieve the white color (the general 
contractors) anticipated. I felt there was some miscommunication and the people 
in charge weren’t educated as to how the floor was supposed to look. Burnished 
concrete looks way different from polished concrete.”

— Skyler Owen, project and sales manager for Lundeen Simonson Inc., 
Spokane, Wash. (His company performed work in eight preexisting stores.)

“Applying the white stain was not a pleasant experience. White is not a 
forgiving color. It’s transparent and stains pop right through. I think a solid color 
stain would have been a better choice but then you wouldn’t have gotten that 
polished look.”

— Jeff Lukaszewski, sales manager of 3D Concrete Inc., Aledo, Ill. (His company 
performed work in one preexisting store.)www.HiTechPolyurea.com

Polyurea Pumps
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• Optional Battery/Inverter/Charger Setup
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• Fast Permanent Repairs• Fast Permanent Repairs
• Use in a Wide Range 
  of Temperatures
• Repair Cracks and Spalls
• Fill Bug Holes before Polishing

“…we tried several different products for this project and  chose 
your  "Hi Tech FX2"; it gave  enough working time, an awesome 
bond to the substrate, and helped us solve a potential expensive 
nightmare for our end user.”       -Roy Bowman, Concrete Visions, 
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In hopes of attracting young, hipper clients, J.C. Penney Co. and Izod chose burnished and stained white concrete for smallish “shops” in nearly 700 stores nationwide. 
Although the areas were typically less than 1,000 square feet, most contractors say they had a harder time achieving the desired finish here than in larger shop floors.

http://www.hitechpolyurea.com
http://www.ConcreteDecor.net
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J.C. Penney, Concrete Product Makers Join Forces to Launch Remodels
by Stacey Enesey Klemenc

When word hit the street that J.C. Penney Co. 
would ask concrete polishing contractors 

to help renovate its department stores across the 
country as part of a master plan to reinvent the 
chain, the news was well-received by manufacturers 
and suppliers of architectural and polished concrete 
materials. 

“We were very excited to be part of this project 
and excited about (J.C. Penney CEO) Ron Johnson’s 
vision of what JCPenney will become. It’s very 
innovative,” says Scott Metzger, president of 
Metzger/McGuire, the company chosen to supply 
the joint and small-crack repair filler. “They’re going 
to redo their stores one shop at a time in a long-
term program that will be going on for years. We’re 
fortunate to be playing a role in it.”

But no supplier anticipated that the initial work 
on roughly 700 stores would need to be done all at 
once and in less than a month. 

Penney’s idea of using polished concrete was 
conceived in early 2012 for a store in West Lebanon, 
N.H., that was badly damaged by floodwaters 
brought on by Hurricane Irene. Even though tile 
had already been delivered, Penney officials 
decided instead to go with exposed concrete floors 
throughout the store, says Mike Tuccelli, of S&S 
Concrete Floors Inc. in New Ipswich, N.H., who 
headed up the repair and polishing crew. 

The 70,000-square-foot store was in deplorable 
shape, he says, with chunks of floor missing and 
holes everywhere, as well as layer upon layer of 
carpet glue that had to be ground off. 

The products used on this job served as a model 
for the material specified for the first “wave” of work, 
which began June 25, and entailed transforming the 
Levi’s and The Original Arizona Jean Co. departments 
into “shops.” 

“Lebanon was the perfect store to start with to 
see what could be done,” says Metzger. “It was a 
worst-case scenario and it came off really well.”

Tuccelli, who also worked on six other stores 
during Wave 1, says the Lebanon store was by 
no means a showpiece but it turned out nicely 
considering its original condition. “There’s a sealed-
off trench drain that ended up in the intimate 
apparel section of the store, and (the JCP people) 
accepted that. They knew they weren’t going to get 
something perfect-looking. I’m guessing they were 
going for that retro look.”

Making the list
Using the West Lebanon store as a springboard, 

Rick Smith of Structural Services Inc., Dallas, 
Texas, coordinated most of the ensuing polishing 
program and helped devise a specified products 

list. From there, he asked “vendor 
partners” — product suppliers and 
manufacturers — to submit a list 
of contractors who were trained 
or certified to install the individual 
systems. By noting names that were 
common to more than one list, Smith 
came up with about 40 contractors, 
envisioning that they could take 
on multiple jobs because the floors 
wouldn’t all be done at the same time.

AmeriPolish Inc. and Prosoco, the 
companies specified to supply the 
densifier, stain guard, dye and stain, 
held “summits” in April to go over the 
program’s expectations and goals, 
review specifications, and discuss 
and demonstrate procedures with 
contractors.

Clif Rawlings, product manager 
and training coordinator for HTC 
Inc., one of the specified equipment 
companies, was invited to do demos 
at the AmeriPolish session. “There 
were two pipelines approved for 
each project,” he says, so contractors 
could determine which polishing 
system would work best for individual 
projects. 

“You’d be amazed at all the behind-the-curtain 
antics that went on,” says Joe Reardon, concrete 
products group specialist for Prosoco. “If we didn’t 
work together, it would have been detrimental to the 
whole industry. It was more of a collaboration than 
people realize.” 

“It was really good for the industry,” says Les 
Davis, president of AmeriPolish. “It gave us a great 
bump in sales. Five years ago, I don’t think the 
industry was mature enough to have pulled this off. 
But today we have a lot of expertise. My hat’s off to 
the equipment and chemical manufacturers and, 
most importantly, the contractors.”

But not everyone is as complimentary as Davis.

Compressed time frame
Once JCP put out the word that all shops needed 

to be done by the end of July so they could be open 
Aug. 1 for the back-to-school rush, it became obvious 
more than 40 contractors would be needed to 
accomplish the task. Subsequently, vendors supplied 
additional recommendations and the list grew to 
more than 180 contractors. General contractors could 
only accept bids from companies on the list. 

With the work opening up to a larger number of 
concrete contractors, “some were up against new 

challenges they were unfamiliar with,” says Marcus 
Turek, national accounts manager for equipment 
maker SASE Co., whose main involvement with 
the project was helping contractors deal with glue 
removal problems.

As less-experienced contractors tried to finish on 
time after running into one unforeseen problem after 
another, some were in over their heads, members of 
the polishing community maintain.

“The JCP project did have a major impact on 
the industry due to the massive rollout that was 
scheduled,” says Brad Burns, executive director of 
the Concrete Polishing Association of America. “Time 
will tell if the project schedule impacted the quality 
of the processes that were performed at the job sites. 
Because a floor is simply shiny and pretty to look at 
does not mean that it was polished properly and will 
perform to the intended specifications.”

“The work consumed our little industry,” says 
Reardon. “Our phone rang 24 hours a day, 7 days a 
week,” from contractors seeking advice or product. 
In about two weeks’ time, he estimates, between 
$10 million and $12 million of products were ordered 
from Prosoco for the JCPenney job, everything from 
machinery and diamonds to chemical components 
and protective barriers. 

Unlike the high-tech look at Levi’s, The Original Arizona Jeans Co. 
shop has a more rustic feel, even though both shops feature the 
same polished gray concrete floors. This shop is in Lafayette, Ind.
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Give Yourself The Vortex  
Polishing Advantages:
•	Save	time	–	cut	the	cord	–	while		
others	are	setting	up	you	can	be	working
•	Save	money	-	Polisher	is	1/3rd	the	price	
of	a	planetary	grinder/polisher
•	Lower	cost	-	50%	lower	diamond	costs
•	Eliminate	do-overs	-	flexible	dot	pads	
follow	the	contour	of	imperfect	floors
•	Preserves	surface	cream		
for	a	more	consistent,		
attractive	look

When	a	major	retailer	sought	help	with	
polishing	their	concrete	floors	in	Chile,	it	wasn’t	
long	before	Superior	Surface	Solutions’	phone	
rang.		The	South	American	contractor	heard	
about	Vortex’s	unique	ability	to	polish	hard	
troweled	concrete,	while	preserving	the	dense	
cream	cap;	and	wanted	to	know	more.
SSS,	who	helped	develop	the	specs	for	the	USA	
stores,	wrote	a	similar	spec	for	South	America,	
provided	the	equipment	and	trained		
the	Chilean	contractor,	who	is		
now	the	first	certified	Vortex		
Polishing	System	contractor		
outside	of	North	America.		

Vortex Polishing Goes Global With Mega Retailer

Environmentally
Safe Maintenance:
Clean-N-Polish™	provides	
an	environmentally-safe	
way	to	clean	and	polish	
concrete	floors	using	diamond	
impregnated	pads	on	an	auto	
scrubber	or	swing	machine.

Best Practices White Paper 
at VORTEXPOLISHING.COM

FREE Download:

vortexpolishing.com

A patchy situation
By and large, removing the decades-old sticky carpet glue — an 

item that wasn’t addressed on the bid sheet, Bowman says — created 
the most headaches. A lot of contractors underestimated how much 
work would be involved to get rid of it. 

Runner-up in the problem department was the extensive 
patchwork. “JCPenney was very specific about how they wanted 
the patching handled. To do it correctly took a lot of time,” he says, 
which the accelerated schedule also didn’t factor in.

“Removing the glue to get to the canvas below was extreme,” 
says Lukaszewski. It took his crew 2 1/2 days to get it all up, only to 
reveal excessive random cracking and more holes to fill than he ever 
imagined.

Other contractors, including Bowman, ran into similar problems. 
In one of the Levi’s areas Bowman polished, where wood flooring 
may have been installed many years ago, he uncovered 1,500 holes in 
a 4,500-square-foot area, with many of the holes filled with gypsum 
floor patch and carpet glue. “Each hole had to have the patch and 
glue removed and filled by the spec. It was no easy task,” he says.

“The concrete we dealt with was in worse shape than we thought,” 
says Skyler Owen, project and sales manager for Lundeen Simonson 
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As seasoned contractors would expect, some of the polished floors in 
renovated stores contain irregularities like the patched sections seen here. 
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Inc. in Spokane, Wash. “Some stores had 
been remodeled four or five times over the 
years. Everything was covered in carpet and 
glue.” While he anticipated completing a 
job in five to 10 days, it ended up taking five 
days just to do the repairs. 

“There was extensive cracking, 
particularly on the second floors, and 
trenches that were 12-16 inches wide 
up to 30-40 feet long were filled with 
underlayment that had to be chipped out 
and filled in with new material,” Owen says.

Then there were the asbestos tiles 
discovered at some sites. “That really threw 
a monkey wrench into the mix, when the 
abatement companies had to come in.” 
Bowman says. 

Besides adding more time to the already 
too-tight work schedule, the abatement 
process introduced another pollutant to 
the beleaguered floors. “The abatement 
contractors were using different solvents 
and some of the dye didn’t want to react,” 
Wright says. 

At one store, the solvent-asbestos mixture 
soaked into the floor and left behind what 
looked like a giant oil stain. “We did as 
much grinding as we could but the floor 
still had a tint to it,” he says. 

Gift-wrapped work spaces
While challenges were plentiful, the 

working environments were state-of-the-art. 
“The conditions were some of the best 

we’ve ever worked in,” Wright says. 
The general contractors built temporary 

walls and ran plastic up to the ceiling, 
creating confined areas that let nothing 
escape. “Often when you work in a retail 
environment, you spend as much time 
getting ready to work as work, covering 
and uncovering merchandise,” Wright says. 
“That was not an issue.”

Work-space prep was uniformly great, 
contractors rave. “Every store we went 
to, the encapsulated areas were of the 
same quality,” says John Jones, owner of 
Budget Maintenance Concrete Services, in 
Pottstown, Penn.

Good thing, because getting organized 
to go from store to store for two months 
straight with no breaks made for one 
tough summer, says Jones, whose company 
worked on 15 stores, including a Boscov’s 
department store convert. They took the 
store, which had never opened, back to its 
bare bones, grinding, polishing and dyeing 
about 95,000 square feet of the floor over 12 
weeks.

Looking ahead
Anticipating the next wave, Bowman 

says, “For the sake of getting the best polish 
job, I think JCPenney should make sure 
the polishing contractors are qualified and 
give them ample time to perform to a high 
standard. When you bring in a bunch of 
people and shotgun the work you’re going to 
have more problems than if you make sure 

The Journey 
Continues

The Gnomeadic Arts Nationwide Tour will travel 
coast-to-coast visiting over 50 cities, in 24 states 
and Canada in 2012. The Gnomeobile provides 
a mobile training unit and traveling billboard 
promoting the industry and our sponsors.

Find out how you can get involved as a sponsor 
or participant. Call (206) 349-6403 today!

Gnomeadic Arts 
Nationwide Tour
Oct. 24-27 · Bell Buckle, TN – Cast 
Concrete Meets Mosaic Art
Nov. 7-9 · Muscle Shoals, AL – Fabric 
forming from sinks to furniture and beyond
Dec. 3-7 · Sarasota, FL – Sculpting with 
Thom Hunt and GFRC countertops with 
Tommy
Dec. 8 · Sarasota, FL – Free Concrete 
PlayDay at Concrete Countertops Etc.

Classes include lunch and informative DVD

GnomeadicArts.com 
Tommy@TommyTCook.com

Specified Materials for J.C. Penney Co.’s Wave 1
Wave 1 consisted of work for the Levi’s and The Original Arizona Jean Co. shops. No substitutions were 
allowed, but multiple options were presented in several categories.

Penetrating hardener/densifier: Consolideck LS from Prosoco Inc., AmeriPolish SureLock Densifier 
Protective surface treatment (stain guard): Consolideck LSGuard, AmeriPolish SureLock Stain 
Protector
Dye in JCPenney gray: Consolideck GemTone Stain, AmeriPolish SureLock Dye 
Joint filler: Spal-Pro RS 88 polyurea from Metzger/McGuire
Crack and spall repair: Rapid Refloor polyurea/polyurethane hybrid in “complimentary matching color” 
from Metzger/McGuire
Wide-area surface repairs: TRU Self Leveling system from CTS Cement Manufacturing Corp. with 
AmeriPolish OS Dye, Deco-Pour system with Prosoco dye
Grout coat: StarSeal Fusion from Vexcon Chemicals, Match Patch Polish from Deco-Pour, Rapid Refloor pit 
grout from Metzger/McGuire, HT Spall-TX3 from Hi-Tech Systems

The complete list of specified polishing equipment for Wave 1 can be found online at ConcreteDecor.net. 

http://www.gnomeadicarts.com
http://www.ConcreteDecor.net
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the right guys are doing the work.”
Owen, whose company worked on eight 

stores, says, “We’d be reluctant to take on 
that many again. We’d raise our price, too, 
and we’ve heard others say the same thing. 
The schedule, work and scope of the project 
were more than what we thought it was 
going to be.”

Wright, on the other hand, says the 
money was good. “Everybody (I knew) was 
able to bid a price that was fair to JCPenney 
and to us. We were able to make a profit 
and the floors turned out great. It was just 
unfortunate the schedule mandated things 
that made the job more difficult.”

Those involved with the two first waves 
of work anticipate more polishing business 
may be coming their way as soon as the 
beginning of next year, after the dust from 
the holidays has settled, and no later than 
next spring. Speculation is that they may be 
called on to help construct the “streets” as 
well as more new shops.

According to Ken Hannah, the JCPenney 
CFO, the company will have at least 40 
branded shops in select stores in 2013. 
(Currently, there are 10 to 12 shops in select 

stores.) During a presentation at Goldman 
Sachs 2012 Global Retailing Conference 
in early September, he said the next wave 

is scheduled to hit customers in spring, 
with one to two shops opening each month 
across the 700-store base. 

Minneapolis, MN

Flooring Equipment, Inc.

“Surface Preparation Solutions”
FLOOR PREP & POLISH MACHINES

Grind, Scrape, Prep, Pro�le,
Polish & Sand... 
ALL WITH ONE MACHINE!
Operates up to 1/8” from the wall

Uses Planetary Action

FLOOR PREP & POLISH MACHINES

Handles any job large or small
residential or commercial
Incredible removal rates

Built RENTAL TOUGH

WALK-BEHIND/RIDE-ON FLOOR
REMOVAL MACHINES
WALK-BEHIND/RIDE-ON FLOOR

EXCLUSIVE LINE OF SURFACE
PREPARATION EQUIPMENT TO INCLUDE

SCRAPING

SHOT BLASTING

GRINDING & POLISHING

DUST COLLECTION

EXCLUSIVE LINE OF SURFACE

Attend a training seminar led by
the experts!

EQUIPMENT TRAINING
TECHNIQUE CLASSES
EQUIPMENT TRAINING

To view
equipment in action, visit...
www.nationalequipment.com
Contact us for more information

and a FREE catalog!
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The first JCPenney store to be renovated using the extensive polishing approach was an older store in West 
Lebanon, N.H. The floors required a lot of patching, which added a worn character to the job’s retro look.

http://www.ConcreteDecor.net
http://www.nationalequipment.com
http://www.nationalequipment.com
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Installing concrete in wet areas such as baths and showers 
demands more of a concrete contractor. It requires a different type 
of preparation and construction than counters and even sinks, so 

contractors would do well to understand the specifics. 
The key is to isolate the tub or shower from wood and other 

materials that might be damaged by moisture. “Never allow concrete 
material to sit on wood,” says Roch Fautch, of Magicraftsman Co., 
Spokane Valley, Wash. “The alkali will eat the wood.” 

A waterproof barrier such as a cementitious board painted with a 
rubber membrane must be installed. Working with a homebuilder 
who understands the issues is a good way to prevent problems. 

The next step is choosing the right mix. Here concrete artisans 
will find themselves in familiar territory. Most use the same mix 
they’ve been using for sinks or counters. Given the mass of a tub 
or shower, a lightweight vertical mix, overlay or GFRC additionally 
reinforced with scrim are the most common choices. Many choose 
a denser-than-average mix and add a densifier to the cured concrete 
to reduce the porosity of the concrete and protect against water 
infiltration. 

Of course, proper sealing is critical for protecting the beauty of 
any concrete piece, but it is absolutely essential for wet areas like 
tubs and showers. The most common technique is to apply multiple 
coats of a penetrating sealer like a water-based polyurethane. Fautch 
uses epoxies or two-part polyurethanes, sometimes both — epoxy as 
primer with polyurethane on top. 

Slip resistance is crucial for tubs and shower floors, so adding a 
grit or roughing up the surface is an important last step. 

Experience is the best teacher, so here are several examples. 

The key feature of a shower by J&M 
Lifestyles’ Jeff Kudrick, Randolph, N.J., is a 
glass door that slides on a track like a barn 
door. Kudrick explains that the shower pan 
is custom-fabricated with a drain trough 
outside the separating wall to drain drips 
from the door back into the pan. 

The concrete, a Surecrete Design Products 
GFRC mix, was cast with a 10-by-10 scrim 
in the shape of corrugated steel and sealed 
with pearl in the finish to suggest metal. 
The shower pan and the tub have the J&M 
signature coralline limestone finish. “The 
exterior of the tub was stamped with a hammered copper texture 
to cut the cost of making an exterior mold and to make it more 
interesting than a smooth trowel finish,” Kudrick explains. 

The project was sealed with three coats of XS-327 Hybrid Water 
Based Polyurethane from Surecrete, the first diluted at a ratio of 

about four parts water to one part sealer, the 
second coat one to one and the third coat full 
strength. 

Kudrick advises fabricators to make it 
a habit to check drains and faucets for the 
correct knockout size. When building a 

shower or tub in the shop, he recommends having the plumbing 
hardware there, installing the drain to make sure it seats properly. 
Then fill the tub with water, let it sit all day to make sure it is 
watertight. Take a picture to prove there is not wetting, in case 
subsequent damage causes a leak. 

Waterproofing Concrete Showers and Tubs 
by Amy B. Johnson

CONCRETE coatings
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Tyler Thomas Blaine, Thomas Design, Salt Lake City, chose 
his own bathroom as the site for his first concrete tub. “Bathtubs 
are just large sinks to me,” he says. He constructed the tub of 
1-inch GFRC, installed it against a waterproof Durock wall, then 
bent an L-channel to sit on top of the tub and behind the finished 
wall panel — also GFRC panels, 1/2 inch thick and more than 5 
feet tall — so that any moisture will drip into the channel and 
back into the tub. 

Blaine doesn’t believe that microfissures that appeared after 
demolding present moisture problems, thanks to a reactive 
penetrating sealer, ICT First Sealz from Blue Concrete. He also 
finished the wall by the toilet in board-formed concrete tiles. 
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Experience with tile showers and drywall 
was an advantage when Concrete Mystique, 
Nashville, Tenn., was called on to build a 
steam shower. This application requires 
the most rigorous moisture protection of 
any tub or shower. As owner Rick Lobdell 
explains, “You just waterproof everything 
and instead of laying tile, skimcoat it.” The 
advantage of concrete over tile, he says, is 
that there are no joints so it’s easy to clean. 
For the steam shower, Lobdell waterproofed 
HardieBacker board and overlaid it with 
Patchcrete from Lyons Manufacturing Inc. 

One challenge was the ceiling. “You have 
to make the mud a little dryer and take 
more time — be patient,” Lobdell advises. 
Since the owner wanted a smooth surface, 
the design elements had to be delivered 
through color. Lobdell hand-painted it 
using dyes from Surface Koatings Inc. He 
sealed the shower walls and ceiling with 
two coats of the company’s PolyKoat GL 
polyaspartic, diluting the first coat for 
deeper penetration. He added silica to 
the coating to give the shower floor more 
traction. The floor outside the shower was 
acid-stained and sealed with Stamp Seal 
Gloss acrylic from Surface Koatings. 
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Use down to 20°. Generate
 profits throughout the year.

Sample box of all 
16 colors available

EVEN WORKS 
IN SNOW!

McKinnon Materials 
has epoxy and 

concrete sealers 
galore

To save you money 
when you restore

Come see all the 
amazing things 

you can do

With products that 
can easily increase 

your revenue

Sample color 
ring available

Sample kit
available

EPOXY STONE / RIVER ROCK 
Indoor or outdoor, the longest-lasting 

epoxy in the industry. 

CHROMASTAIN 
Eco-friendly water-based, self-sealing stain 
penetrates and adheres to porous surfaces 

for custom blending 
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RENTAL, SALES, SERVICE

CONCRETE      PREP 
EQUIPMENT

HEPA
GRINDER
SCRAPER

SCARIFIER
POLISHING 
BURNISHER

AIR SCRUBBER
DUST COLLECTOR

SHOT BLASTER

714.738.6640
www.questbuilding.com

Art appreciation moved into the bathroom in a unique design 
by Dana Boyer, Concretizen, Apache Junction, Ariz. To create this 
tub/shower combination, Boyer waterproofed the walls with Blue 
Coat, a rubberized paint. Then she fiber-reinforced vertical walls 
and applied a microtopping mix. She used a variety of media — acid 
stain, paint, pastels, water-based stains — to recreate a painting 

by Marc Chagall on the back wall. Boyer applied multiple coats of 
Polyurethane 501 two-part sealer from Arizona Polymer to finish 
and protect her work and then sealed between the shower and the 
wall with a silicone caulk. The floors were sealed with a solvent-
borne acrylic sealer and finished with a high-gloss floor finish. 
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For Steve Gartner, co-owner of 
Greyrock Concrete Design, Fort Collins, 
Colo., a project in Jackson Hole, Wyo., 
went beyond anything he had ever tried 
before. 

The homeowner wanted a curved, 
cylindrical shower. Gartner reports they 
built convex and concave barrel molds 
“like skateboard ramps” in their shop, 
using a 2-by-4 framework, Masonite 
substrate and a melamine casting surface. 
Each mold was more than 8 feet tall and 
divided into three panels. “One crazy 
panel was the top curved panel on the 
outside of the shower, as it was notched 
around the door but continued on a curve 

above,” Gartner says. 
They shop-built the shower with GFRC 

panels 1 inch thick spiked with UltrasealZ 
ZFRC admixture, a mix of pozzolans that 
creates very dense concrete. They also 
cast a vanity, tub deck and curved tub 
skirt. Given that their shop in Fort Collins 
was an eight-hour drive from the job site, 
advance planning was critical. 

Typically, Greyrock finishes projects 
like this with a penetrating waterborne 
poly urethane sealer, because Gartner 
explains, they can really get it to soak in. 
He says they drench it with polyurethane 
to the point the concrete is “drinking the 
sealer.” INTEGRITYEXPERIENCE TECHNOLOGY

www.apfepoxy.com/poly-250
800.562. 4921

SWITCH TODAY!

Got acrylic
sealer problems?
Solve them with

If you’ve got problems due to acrylic 
sealers, maybe it’s time to upgrade to 
something that will perform over the 
long haul.  

2 COMPONENT POLY 250 OUT 
PERFORMS CONVENTIONAL 
SOLVENT ACRYLIC
 

Higher gloss and gloss retention
Double the wear resistance in high foot 
traffic areas
Superior stain resistance and 
cleanability
Outstanding performance in vehicle 
areas and outdoor applicationsareas and outdoor applications
10 year field history
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PRODUCT NEWS

Stonhard’s seamless decorative system
Stonhard’s new Stonshield product line 

is a seamless, slip-resistant decorative 
system ideal for light traffic areas but also 
capable of withstanding heavy traffic and 
manufacturing areas.

Stonshield offers six product variations, 
all textured for excellent slip resistance with 
formulations to withstand nearly every 
work environment. They are: 

Stonshield HRI: a textured, decorative 
epoxy mortar system that stands up to 
heavy loads.

Stonshield SLT: a textured, decorative 
epoxy mortar system for light-duty 
environments.

Stonshield URT: a polyurethane system 
installed quickly with minimal odor.

Stonshield ATS: a textured conductive 
floor with static-control properties.

Stonshield UTS: a polyurethane 
polyaspartic textured system that resists 
thermal shock and thermal cycling.

Stonshield Xpress: a methyl methacrylate 
resin-based system with rapid installation 
time.

Stonshield products are specifically 
designed to endure thermal shock and 
cycling, organic attack and hot-water 
wash-downs as well as resist fading due to 
UV radiation. The decorative systems are 
available in 12 standard color options and 
custom color combinations.

 à www.stonhard.com

Foundation Armor sells direct, launches 
new sealers and repair kits

Foundation Armor is now offering their 
product lines to individual contractors and 
homeowners. Now available in 1-gallon and 
5-gallon sizes, Foundation Armor sealers 
are packaged to meet the needs of both 
small and large jobs.

Foundation Armor has also added three 
new concrete sealers (Armor S1000, Armor 
S2000 and Armor L3000), as well as three 
brick and masonry sealers. 

Foundation Armor concrete sealers are 
highly concentrated, nontoxic, penetrating, 
permanent sealers. The concrete sealers 
undergo a chemical reaction with the 
free calcium and lime naturally found in 
concrete, dramatically enhancing their 
natural characteristics and reducing 
the capillary voids to practically zero. 
Foundation Armor concrete sealers don’t 
alter, stain, discolor or change the texture 
of the surface. They can be used indoors 
and out, on above-grade and below-grade 
applications, and on vertical and horizontal 
surfaces.

 à www.foundationarmor.com

New low-VOC waterproofing solution
W. R. Meadows recently introduced 

Hydralastic 836 into its waterproofing 
lineup.

Hydralastic 836 is a cold-applied, solvent-
free, 100-percent solids, single-component 
waterproofing compound used for interior 

or exterior concrete surfaces where 
protection from water intrusion is desired.

Used for horizontal and vertical 
applications, Hydralastic 836 is ideal for 
positive-side waterproofing for foundations 
and in between-slab applications such as 
waterproofing plaza decks, planter boxes 
and sealing parapets.

Hydralastic 836 does not shrink and has 
low-VOC content and a very low odor. It can 
be used for both above-grade and below-
grade applications and will not crack in 
extreme cold or slump due to softening at 
high temperatures.

Hydralastic 836 contributes to LEED 
credits under Indoor Environmental 
Quality and Energy and Atmosphere.

 ✆ (800) 342-5976

 à www.wrmeadows.com

A self-cleaning masonry sealer 
SelfClean Masonry Sealer is a new 

product developed by SelfClean that works 
in three ways to protect exterior masonry 
surfaces. 

First, it seals the surface and keeps stains 
from penetrating into the substrate. Second, 
it creates a thin water barrier on the surface, 
which lies underneath dirt and other 
contaminants, making it possible for rain to 
wash them away. Third, it absorbs the UV 
rays of the sun to chemically break down 
mold, mildew, oil and other organic stains. 

SelfClean Masonry Sealer can be used 
to keep all exterior masonry surfaces 
looking clean and beautiful. It can be used 
on concrete driveways, outdoor concrete 
countertops, paver patios, stone walls and 
terra cotta roofs. Moderate stains exposed to 
sunlight break down in about 30 days. 

 à www.selfcleanbrand.com

CONCRETE coatings

330-682-5678   Deco-CreteSupply.com

Quality Decorative Supplies,
Expert Technical Support. 
Featuring 40 standard colors of 

Color Hardener and Antique Release
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Concrete is one 
of the most 
revolutionary 

building materials 
of modern times. 
It has given the 
human race the 
ability to build 
sound infrastructures 
for the masses and 
has reshaped the 
world as we know it. 

Steel, another revolutionary building 
material, has played a key role in aiding 
the performance of structural concrete in 
industrial building practices. 

It’s no wonder these two industrial 
materials complement each other so well in 
a more refined sense, too. 

Combining concrete and steel 
aesthetically and architecturally to create 
furnishings and accents opens up new 
opportunities. Steel can enhance the natural 
beauty and characteristics of decorative 
concrete just as concrete can enhance the 
natural beauty and characteristics of steel. 
Even small detailing, such as a stainless steel 
drainboard and straining shelf in a concrete 
kitchen top, can change the entire look of a 
kitchen while at the same time protecting 
your concrete from wear. 

I have always jumped at any opportunity 
to couple these materials, as it gives me 
the ability to get more creative with my 
concrete. This flexibility in design can open 
up a whole new avenue for getting jobs. 

More than likely, potential clients that 
show interest in concrete are also open to 
incorporating other materials, such as steel, 
into a job. At least 50 percent of my jobs 
include some type of steel fabrication. 

Getting familiar with the basics of steel 
fabrication is far easier that most think. With 
the pass of a welding tool you have instant 
permanence, unlike with the multiple-day 
processes required in concrete fabrication. 

Getting to know your arc welder
I can remember the first time I gave 

welding a shot. I had a home project that 
involved some steel and required some 
welding, so I set off to a home improvement 
store and purchased a Lincoln Electric 
3500HD 110-volt flux-cored arc welder 
(FCAW). As usual, I was anxious to get 
started. I knew waiting until morning 
would have been more rational but my 
curiosity got the best of me. So, stubborn 
and anxious, I found myself welding for the 
first time in the dark in spitting rain. This 
did not make learning any easier, but I did 
get the job done. 

The truth is most people can get 
professional-looking results after just a few 
hours sitting behind the trigger. However, 
I strongly recommend you make your first 

attempt in a controlled setting. 
The welds on my first attempt were 
sound, but far from beautiful. 

I recommend starting with a 
110-volt FCAW (flux-cored arc 
welder) that can handle material 
thicknesses up to 5/8 inch. Flux-
cored arc welding creates an 
arc between a continuously fed 
consumable electrode and the work. 
The heat of the arc fuses the surface 
of the base metal with the melted 
end of the electrode.

Good brands to look for include 
Miller and Lincoln Electric. 
Replacement parts and equipment 
will be easy to find locally. The 
smaller 110-volt FCAWs are a good 
portable size for field welds when 
necessary, and they will also work 
well for small projects and details. 

With flux-cored arc welding 
there is no gas required, unlike 
with metal inert-gas welding. Some 
of these FCAWs are convertible 
into a MIG welder, and some come 
with a conversion kit. 

The wire used in FCAW 
contains a small core of flux in its center. 
The wire melts when welding and the flux 
liquefies and floats to the top of the weld to 
shield the weld puddle from the oxidative 
effects of the atmosphere. This is also the 
purpose of the gases used in MIG welding, 
which is why it will not work as well in 
windy field conditions — the gases will be 
blown away from the weld puddle. 

FCAW will require a little scraping and 
brushing when done to remove excess flux 
spatter, but that’s easy. When you’re FCAW 
welding, an antispatter spray will lubricate 
the surface of the steel to help block the 
bond between the excess spatter and the 
steel. This makes cleaning off the excess 
spatter much easier. MIG welds tend to be 
cleaner due to the nonflux cored wire used.

I recommend wearing a long-sleeve shirt 

A Guide to  Combining Concrete and Steel 

by Cody Carpenter

countertops & precast CONCRETE
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An undermount concrete sink and integrated drainboard with a 
removable perforated steel straining shelf.
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to cover your arms to limit spatter and UV 
burns created by the arc during welding. I 
have burned myself many times, and still 
do on occasion. I would also highly suggest 
stepping up to an autodarkening welding 
helmet, which will make positioning 
your gun to your weld points a lot easier. 
Magnetic squares are very important in 
aiding, positioning and holding your steel 
in place before welding. Clamps are also 
needed to hold your steel in position and 
square.

Here are some other important tips:
The wire type you need for general 

decorative use: flux-cored, 0.03-inch 
diameter.

Welding wire speed is crucial, followed 
by arc strength. I never set my wire speed 
above 3 and have found my sweet spot to be 
around 2.5 with my unit, but this may vary 
by welder.

To set the right arc setting for sheet 
metal, start at the lowest setting and work 
your way up as the thickness of the weld 
increases until you get a good weld puddle 
moving across the material with no burn-
through, which is common in very thin 
steel.

Tack all four corners of the piece to 
be welded before making full welds. The 
weld will heat the material and pull it in 
the direction of the weld, warping it out of 
proportion. The tacks will prevent this from 
happening.

When welding for the fi rst time 
When you attempt your first significant 

weld, there are some very essential details 
you will need to know. One is to make sure 

decorative concrete systems

www.prolinestamps.com1-800-795-4750

Available in 6 different styles
Table or bar height

Table Molds

Column Form Liners
Fits any column form in 1’ increments

Available in multiple textures

QUALITY COMPONENTSFIBER OPTICSCUSTOM APPLICATIONS

INFINICRETE.COM
973-668-5580 · Randolph, N.J.

Your Source for Quality 

EDGE 
FORMS  

QUALITY is KING

The basics to get started: flux-cored arc welder (with 
MIG conversion), welding gloves, welding mask (auto-
darkening recommended) and magnetic squares.

Make sure all four corners are properly tacked after 
squaring before running a full weld. This will ensure 
the steel’s placement. If not tacked, the material will 
tend to bend towards the point of the weld, resulting 
in a very out-of-square bond. Usually, this cannot be 
fixed without breaking the weld and starting over.

A typical weld from a flux-cored arc welder. This is 
residue left behind by the gases and flux. It is easily 
removed with a wire brush and minor scraping.

http://www.ConcreteDecor.net
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you ground the welder to your steel with the welder’s ground clamp. 
Also, you will need to set the wire speed and arc strength. Make sure 
you are wearing welding gloves and a welding helmet. Never look into 
the weld without the proper lenses as this can damage your vision. 
Use your magnetic squares or clamps to set the position of your steel. 

The arc strength you want is determined by the thickness of the 
steel being welded (and not the thickness of the weld). If the setting 
is too high and the steel is too thin, the arc will just burn through. 
So start out low with thin metals and try higher settings with thicker 
metals.

You will want to start off with about 3/8 inch of wire leading out 
of the tip of your gun. Try to hold your tip to this distance when 
welding, so you get maximum arc for better weld penetration. Make 
sure you do not touch your gun tip to the material that you are 
welding, as that will short out the arc and stop the weld. If you hold 
the tip too far out you will not get a good arc either, which will lead 
to a poor weld, so stay steady and tight. 

It will feel a bit strange looking through your mask at the weld 
your first time, so bring your face in close and focus on the weld. 
Squeeze the trigger, and the wire will arc once it comes in contact 
with the material. You will be looking for a nice silvery puddle of 
molten steel lying alongside the bright orange arching point. Take a 
bit of time to get a feel for these visual references. 

When I start my puddle, I like to hold still for the first second. 

Wire speed and arc strength 
play a key role in assuring 
a successful weld. The dial 
near the top of this unit 
is for wire speed. On this 
particular unit, this setting 
should not be set higher 
than three. The arc strength 
setting will depend on the 
thickness of the steel being 
welded — the thicker the 
steel, the more arc strength 
is required to penetrate 
the material. Settings that 
are too high will result in  
moltening of the material 
being welded. This may 
create large open holes that 
can be difficult to backfill.  

This photo shows a standard straight pass weld (at right) and a thicker swing weld 
(at left). The swing weld is achieved with a slow swinging or weaving motion of 
the molten wire while making the weld pass. This method creates a much more 
structurally sound weld since it covers more surface area.  

Once my puddle is started, I move it slowly across my weld joint. 
Remember, this is not a race, and you need to move your gun 
SLOWLY across the surface. 

If you have the wire speed too high, the wire will not be fully 
molten and will want to lightly kick the gun back and away from the 
weld. When you’re doing it properly, you should be hearing a nice 
consistent crackling sound from the arc while making the pass. 

Your weld should be free of holes. If it has holes and gaps, you 
need to slow down your movement across the material to ensure 
proper infill. It may take just a while to find your welding sweet 
spots, proper passing speed, wire-feed speed and arc strength.

Just keep at it and practice. Before you know it you will be able 
to hone in on that puddle and open up a whole new door of creative 
possibilities. 

Cody Carpenter is an award-winning designer and craftsman and the owner of 
Architectural Concrete Interiors LLC, based in Phoenix, Ariz. He can be reached at 
aciconcrete@cox.net.

PRODUCT NEWS

Bronze brackets from Federal Brace
Federal Brace is now offering antique bronze as a new finish in 

their line of steel and stainless steel countertop support brackets. 
 ✆ (877) 353-8899 

 à www.federalbrace.com

Silo kit for backyard barbecues
Cheng Concrete has introduced a Silo Surround Form Kit. 

Designed by Fu-Tung Cheng, the Kit allows you to reuse one 
simple form to create four curved shapes. You assemble the 
shapes to wrap smoothly around a 22.5-inch standard grill.

Sleek and stylish, Silo is also semipermanent. You can place 
Silo anywhere in your yard, and if you move, you can take it with 
you. The finished project is 36 inches high by 30 inches long by 30 
inches wide, and each panel weighs approximately 150 pounds. 
The Kit includes a foam form, polystyrene film, polypropylene 
liner, bolts and coupling nuts, along with detailed instructions. 

 à www.concreteexchange.com
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PROJECT PROFILE

Geostrata Terraces at Pleasure Point Park
Santa Rosa, Calif.
by Chris Mayo

In 2008, the California Coastal 
Commission approved the beautification 
of Pleasure Point Park, a surfing and 

ocean-watching spot near Santa Cruz. The 
project required collaboration between 
various government (such as the California 
Redevelopment Agency, the city of Santa 
Cruz and the Coastal Commission) and 
private entities — designers, engineers and 
consultants. 

They hired landscape architect Leslie 
Stone to design concrete terraces. And to 
help make her vision a reality, they enlisted 
local decorative concrete master Tom 
Ralston.

“They had a general idea of what they 
wanted,” recalls Ralston. “Decorative 
concrete terraces to serve a couple 
purposes — a place where people could sit 
and watch the surfers and the ocean, and 
a convenient spot for surfers to prep their 
boards for the near-perfect break of the 
waves at Pleasure Point.”

Once Ralston was hired to consult on 
forming the terraces, he began suggesting 
how stains, shells, glass, stones and sand 
could be used to turn Stone’s terraces into 
artistic concrete. “I had terrace models 
made of cardboard that she provided,” 
Ralston says. “I had to tweak all of the 
details, not only to make it work, but also to 
make it look, in my humble opinion, like it 
really belonged to the site and was done in a 
timeless and tasteful way.”

The project proved to be anything but 
breezy for Tom Ralston Concrete Inc. 
“We’ve done some challenging jobs,” says 
Ralston, “but this project may have been one 
of the most taxing ever for our company.”

Convincing the client
The job went up for bid in early 2011. 

Tom Ralston Concrete’s hat ended up 
being the only one in the ring as two other 

concrete contractors pulled out of the 
bidding process. 

Ralston says he had a moment of “uh-
oh” when he found out the job was theirs, 
especially since he had dropped about 
$20,000 from his original estimate. “I didn’t 
think we could compete at the numbers I 
came up with, and I really wanted the job,” 
he says. “At the same time there were so 
many challenges involved. But we’ve faced 
challenges before and I was confident that 
through collective brainstorming, we’d 
figure this job out too.”

What the committee originally 
envisioned, according to Ralston, was a 
series of serpentine curved concrete terraces 
with surfer-type paraphernalia embedded in 
the concrete. Things like surfboard fins, a 
surfboard leash and cans of surfboard wax. 
Not exactly fine art.

“Their hearts were in the right place,” 
says Ralston, “but seriously the idea of that 
kind of stuff embedded in concrete seemed 
cheesy to us.” 

Ralston campaigned for something more 
sophisticated: a series of curved terraces 
with pockmarks, veins, and random 
smoothed edges that mirrored the look and 
feel of the geostrata that’s exposed on the 
beach at low tide. The committee, hesitant 
at first, ultimately embraced the idea.

“At first they didn’t want to let go of their 
surfing motif. But after they saw several 
samples of vertical and horizontal surfaces 
mimicking the surrounding geostrata they 
really bought into it,” says Ralston. “Not 
only did they like the idea of pockmarks 
and veins loaded with glass and rock, but 
they really liked how the fossils were stained 
and how the mock-ups included embedded 
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Project at a Glance
Client: County of Santa Cruz, Parks Division
Decorative Concrete Contractor: Tom Ralston 
Concrete Inc., Santa Cruz, Calif.
General Contractor: Pavex Construction, 
Watsonville, Calif.
Landscape Architect: Leslie Stone Associates, 
Sausalito, Calif.
Project Description: Create free-formed geostrata 
terraces using indigenous materials from the 
Monterey Bay
Materials Used: Acid stains from Triple-S Chemical 
Products Inc., L.M. Scofield Co. and Kemiko; Clear 
Sealer from Super Stone; 4,000-psi concrete from 
Graniterock (Watsonville, Calif.)  mixed with river rock
Challenges: Using first-time techniques on both 
vertical and horizontal surfaces, casting a whalebone 
fossil to create a 350-pound concrete whalebone, 
working through a committee of 10 representing five 
entities, pouring in the rainy season.

things like sharks’ teeth, fossilized scallop 
shells and sand dollars, beach glass, sand, 
and — well, why not? — a concrete cast of a 
5 million-year-old whalebone.”

Embeds in walls
Some of the challenges of the job had 

to do with the makeup of the committee. 
Contractors were required to clear 
everything through them and they 
wanted to be involved in every aspect. The 
landscape architect and the Redevelopment 
Agency wanted to be on-site for every 
concrete pour, for example, so pours had to 
be scheduled around their availability. 

Other challenges included working 
during the rainy season, which Ralston 
had argued against and lost. That required 
tarping of the job site on several occasions. 

“The pours were tricky enough without 
adding another element to them,” says 
Ralston. “They wouldn’t let us push the 
project past the rainy season even though 
I tried on many occasions. Having to build 
a structure and then work under tarps just 
added another level of difficulty to the job.”

However, the complexity of the job 
mounted the biggest challenge. It called 
for pouring vertical surfaces incorporated 
with embedded material, as well as figuring 

out how to make molds of the fossils and 
whalebone. 

“Part of the problem was the size and the 
shape of the terraces,” says Ralston. “The 
tallest wall was just shy of 4 feet high, and 
they all had really tight curves incorporated 
into the design that needed to be easily 
stripped so that we could add embedments 
and then finish the concrete. The incredible 
weight of the concrete required that we 
build very strong forms. The largest terrace 
was more than 36,000 pounds of concrete.”

To achieve the veined look in the vertical 
surfaces the Ralston team incorporated 
several different techniques. They would 
stop pouring intermittently during 
placement to place layers of the vein 
material. 

When the forms were stripped, they 
hand-seeded the vertical surfaces with 
aquarium sand, beach glass, multicolored 
stones and seashells. They threw sand 
and glass at the concrete to embed it in a 
random pattern. Finally they hit the surface 
with floats to further embed the materials. 

http://www.ConcreteDecor.net
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Some of the surfaces were sandblasted.
Their embedment plan created a 

challenge of its own — the forms had to be 
pulled only 2 1/2 hours after the concrete 
was poured. Consequently concrete had 
to be placed at a stiff slump (about 3 1/2 
inches). Once the forms were pulled, the 
crew had about 2 hours to seed the terraces 
and embed cast fossils before the concrete 
became too stiff. 

A whopper of a whalebone
The committee enlisted a paleontologist 

to authenticate the various fossils used in 
the job as well as oversee the molding of 
them. A bronze caster and sculptor was 
hired to create the molds. 

“Once the molds were made, we had to 
come up with the right mix design and then 
acid-stain it with different colors to make the 
pieces look realistic,” recalls Ralston. “That 
involved a fair amount of trial and error, but 
we finally arrived at mixes and stains that 
worked for each fossil. We ended up with 
three different mix design formulas.” 

The 350-pound whalebone was by far 
the most challenging, says Ralston. It 
was cast from an actual fossil unearthed 
about 300 yards from the site. “First of 
all, the bone was in disrepair before we 

even made the mold. Then it took two 
mock-ups with different mix designs and 
reinforcing schedules to get it right. Once 
that was done we had to figure out the right 
combination of stains so it really looked like 
a whalebone.”

Ralston and the Committee viewed the 
whalebone as the centerpiece of the project, 
so they wanted it placed for maximum 
exposure to both park visitors and 
passersby. The best placement happened to 
be on one of the most severe curves in the 
upper terrace. 

How do you set a flat 350-pound piece 
of intricate concrete in a curved surface? 
Ralston and his team did it by carving out 
the curved concrete to create a flat surface 
for the piece to be inserted into. “The first 
attempt was rather ugly and the bulk of 
the concrete that was carved out all came 
down into one miserable heap. One of the 
project managers from the city park division 
asked if this was a common occurrence 
and our foreman, trying to calm her, said, 
‘Ahhh sure, happens all the time.’ With 
a combination of hard work, optimism, 
and tenacity we were able to put Humpty 
Dumpty together again.”

The Ralston team had poured the bone 
with 5/8-inch rebar dowels extending out of 

the back of the piece. The dowels were forced 
into the terrace, and the bone was held in 
place with bracing while the terrace cured. 

Finish staining was as artistic and 
challenging as the rest of the job. 

“We used a lot of brown and green acid 
stain combinations to mimic the natural 
colors that were on the beach next to 
us,” says Ralston. “Like with everything 
else on the job, we tried a lot of different 
combinations in samples before we hit the 
right recipe.” 

And that was the key to this job, 
according to Ralston: samples and more 
samples, test pours leading to more test 
pours, and then getting approval from every 
group involved. 

“During each pour we had an inspector 
from the County of Santa Cruz, a 
field supervisor from the public works 
department, the head of the Parks Division 
(who oversaw the project), the landscape 
architect, and the field supervisor for Pavex 
Construction, who was the general on the 
job, all putting in their suggestions. ‘Can we 
have a little more aquarium sand here?’ or 
‘Don’t you think the whalebone should go 
here?’ All of this on the frigging day of the 
pour!” 

 à www.tomralstonconcrete.com
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CDCLarue patents polyester air filter
CDCLarue was recently awarded a 

patent from the U.S. Patent & Trademark 
Office for a twist-on spun-bond polyester 
air filter.

CDCLarue filters are made from a 
nonwoven spun-bond polyester (SBP) 
material and coated with a PTFE 
membrane. The SBP material has excellent 
thermal properties, high dimensional 
stability, inherent UV stability and low 
permeability. The PTFE coating helps 
filters to be more resilient to abrasive 
water, heat and chemicals while preventing 
dust and debris from permeating the filter 
material and embedding. The twist-on 
design makes installing and replacing 
filters quick and easy.

 ✆ (866) 954-9700

 à www.cdclarue.com

Better moisture control from Ardex
Ardex Americas has announced 

significant enhancements to Ardex MC 
Moisture Control Systems products. 

All three Ardex moisture remediation 
systems, MC Rapid, MC Plus and MC 
Ultra, have a moisture “perm rating” of 0.1 
or less according to ASTM E96 standards. 
All three Ardex MC Systems are also now 
rated for 100 percent relative humidity 
(with no standing water). Consistent with 
ASTM changes in the industry, Ardex 
MC performance levels mirror the ASTM 
requirement for the vapor retarder below 
the slab.

 ✆ (888) 512-7339 

 à www.ardexamericas.com

PRODUCT NEWS

fresh CONCRETE

EZ Strip Cure comes off easily
A unique easy-to-remove concrete 

curing compound has been released 
by ChemMasters Inc. EZ Strip Cure 
low-odor curing compound is for 
indoor use on fresh concrete.

EZ Strip Cure cures concrete 
surfaces to ASTM C309, Type 1, 
Class A standards. After curing, 
it can be easily removed by low-
pressure spray or household cleaners 
containing ammonia, allowing 
earlier application of penetrating 
sealers, f loor coatings and coverings. 
Also, because it does not require strong chemicals or aggressive abrasion for removal, 
it is an outstanding choice for indoor concrete surfaces that are scheduled to receive 
subsequent treatment with dustproofers, liquid hardeners and densifiers, penetrating 
water repellents or polymer coatings. 

 ✆ (800) 486-7866

 à www.chemmasters.net
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Polytek products  
have proven they 
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lasting molds, 
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and textures!

800.858.5990
www.polytek.com

Make Your Ready-Mix Supplier Part of Your Team
by Vance Pool

Decorative concrete contractors can 
reap significant benefits by partnering 
with their local ready-mixed concrete 

suppliers. This article will discuss how 
partnering, along with consistent selling 
messages, can improve a decorative concrete 
contractor’s bottom line.

Let’s start by looking at the problems we 
face. 

Contractors, subcontractors and suppliers 
can sometimes be put in adversarial roles. 
Because of the low-bid mentality that still 
dominates most construction sectors in the 
United States, trust is not always what it 
should be. 

Building the bridge is worth it, because 
partnering has many advantages. 

First, consistency is key. If your ready-
mix partner is already engaged in driving 
color in your marketplace then everything is 
easy and can move quickly. Unfortunately, 
the United States is a big country and 
decorative concrete markets vary from the 
mature, like California, to places where little 

or none has been done in the past. In those 
developing markets, it is key to establish 
clear, open, honest communications with 
your supplier. Clearly communicate your 
needs regarding set time, slump and the 
other performance characteristics you need 
to succeed. Work together to create a mix 
that meets your finishing needs. Don’t just 
add water, as it will create issues with color. 
Do make test panels to ensure that your 
needs are being met and so that the specifier 
and owner’s representative don’t get a 
surprise when the project’s done. Everyone 
perceives things differently. All the parties 
in the value chain have expectations. Before 

fresh CONCRETE

A crew places integrally colored concrete at a Panda Express restaurant in Eugene, Ore.
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they can be met, they must be agreed upon. 
Your competition is other hardscaping 

materials and interior finishes, as well as 
products such as brick, pavers, exposed 
aggregate finishes and asphalt. Working 
together as a team, you and your local 
National Ready Mixed Concrete Association 
member can provide the most consistent, 
cost-effective and sustainable solutions to 
hardscape and interior decor applications. 

Sharing the marketing
Product quality and meeting deadlines 

are not the only benefits of a partnership 
with your ready-mix supplier. Together you 
can spread the same selling messages in 
your marketplace and “grow the pie” more 
rapidly together. 

What are some of the messages? Cost is 
king with GCs and many owners today, so 
let’s look at our cost-based message first. 
When comparing with other materials, it is 
important to make sure to compare based 
on the same units. Price per square foot is 
an easy way to compare different materials. 
Know the competition’s prices in your 
market and use them to your advantage. 
Brick, carpet, tiles, stone and various 
other finishes cost more in most if not all 
markets in the United States than many 
decorative concrete finishes. Check your 
market and you will see that the gaps can 
be large. Competing on cost is important 
as many markets are still coming out of the 
contracted construction economy.

Sustainability has traction in the design 
community, and we have some great 
messages. One to consider is the amount of 
virgin material being used to complete the 
project. If veneers of brick, stone or other 
materials are placed on top of a concrete 
slab, we use more materials than we do with 
typical decorative concrete applications. 
What’s more, utilizing low-VOC products in 
your decorative work means better indoor 
air quality.

NRMCA’s Green-Star certification of 
ready-mix plants is another program that 
ultimately helps you differentiate your 
product. For information, visit NRMCA.org 
and look at the certifications section. 
You will be surprised at the depth of the 
programs. Leverage your partner’s work if it 
can help. 

Next, partner with homebuilders
Once you’ve built trust with your ready-

mix guy, do the same with your local 

residential contractor.
The construction industry has many 

pockets of resistance that hinder innovation, 
change and new ideas. Litigation, or fear of 
litigation, can stifle innovation. 

What’s more, general contractors are 
driven by first cost, sometimes to the 
point that they lose sight of the bigger 
picture, which is profit. Visit 10 model 
homes around you and see how many have 
decorative concrete. In the markets I see, 
the number is low or zero. Yet they all have 
high-end Jacuzzis, granite countertops and 
upgraded carpet. 

These barriers can be overcome. Partner 
with a homebuilder to get decorative 
concrete in one room in a model. Work to 
have some decorative hardscaping at the 
entrance. Show them how to make money 
with decorative as an upgrade package 
that they put on their menu of upgrades. 
Partnering with the general contractor is 
good for all involved.

Also, get the homebuilder to add 
decorative concrete as an option in lieu of 
other finishes.

In order for decorative concrete to gain 
acceptance with specifiers who have not 

used it before, it is important for them to 
feel comfortable with it. They need to feel 
like their risk is low. Referencing projects 
of the same scale as the project they are 
considering is one way you can help, 
because most specifiers don’t like to be the 
first person to do something new. 

Homebuilders have a hard time “getting 
out of their box” sometimes, so assuring 
them about cost and scheduling issues is 
important. 

Working together with your ready-mixed 
concrete supplier is a good first step in 
converting your market. Working together 
with your local homebuilder is step two. 

Vance Pool is vice president of sales with Ceratech 
Inc. He previously served as senior director 
of national resources for the National Ready 
Mixed Concrete Association. He has spoken 
on numerous topics related to sustainability, 
concrete and the construction industry in his three 
decades of industry experience. Contact him at 
vance.pool@ceratechinc.com.
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Uni-Mix® Integral Colored Concrete

BROOM FINISH UNI-MIX® INTEGRAL COLORED CONCRETE
PROJECT San Antonio Streetscape, San Antonio, TX

POLISHED UNI-MIX® INTEGRAL COLORED CONCRETE
PROJECT Missouri Avenue Elementary School, Roswell, NM

Manufacturing a complete line of Decorative Concrete Products

http://www.butterfieldcolor.com
http://www.ConcreteDecor.net
mailto:vance.pool@ceratechinc.com
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While doing some 
consulting for 
a cement 

company a few 
years back, I made 
concrete samples 
with portland 
cement and their 
cement, then strength-
tested and polished 
the samples. In the 
process, I had the opportunity to correlate 
concrete strength with polishability and 
look at the effects of different densifiers on 
different concretes at different ages. 

My first question was: How strong (in 
compression or psi) does concrete have 
to be to take a polish without densifier? 
Getting an answer for this one was pretty 

straightforward — 5,000 psi to 6,000 psi, 
depending on the aggregate. Concrete that 
was weaker (density is directly proportional 
to strength) would not take a polish as well 
because very small particles of aggregate 
would pull out of the matrix rather than 
being held firm and shaved flush with the 
surface during polishing. The problem was 
exacerbated in mixes containing glass (as 
concrete countertop makers would have 
guessed). The effects can be seen by viewing 
the surface through a small microscope. 

I found that after a time I could actually 
work backwards and estimate psi based 
on polishability. My educated estimates 
reminded me of a story my father told 
about working as a spark tester for a steel 
company. He was trained to differentiate 
different scrap metals by the spark they 

Choosing the Best Densi� er for Your Polishing Project

by Mark Celebuski
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These samples show how different combinations of 
chemistries in densifiers produce different results.
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threw when touched with a grinder. I’m sure 
that experienced polishers can evaluate a 
floor very quickly once they start polishing. 
I think they can do it before estimating 
the job.

Matching densifier to concrete
The next question was harder to answer: 

Very few projects are going to specify a 
minimum compressive strength of 5,500 
psi just so the floor can be polished without 
using a densifier, so densifier will likely be 
needed, but what type of densifier works 
better on what concrete? 

Some overlay products do not contain 
portland cement. With the use of pozzolans 
in concrete, there is less reactive free lime 
for conventional densifiers to work with. 
There are also very weak floors (some 
almost like hard sand in their density) being 
rescued by floor polishing. 

The answer is that all densifiers work, but 
some work better than others in different 
situations.

Pozzolans and densifiers do some similar 
things. The majority of products added to 
mixes or used as densifiers are silica-based. 

Pozzolans have a silica component, slag is 
about 40 percent silica depending on the 
source, and silica fume is about 95 percent 
silica. The smaller the particles are, the 
faster they react — in many cases they‘re 

small enough to actually act as accelerators 
rather than retarding the set.

Many polished concrete products are also 
silica-based. It started with sodium silicates, 
then came potassium silicates, and now 

U LT I M AT E  S TA I N  I N H I B I TO R
nan  teqTM

TM

800-82-POLISH
www.PolishedConcreteSolutions.com

When was the last time your 
tooling made you smile?

Use code HAPPY20 for 20% any purchase of metals or resins. 
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How to Evaluate a Floor Before the Bid
There are ways to evaluate a floor for polishing 

before quoting it. You will need to develop 
benchmarks (on test floors you’re currently 
polishing) before you can accurately predict how 
a future floor will polish and what densifier to use 
on the floor.

The first tool I would recommend every 
polishing contractor obtain is a Schmidt hammer, 
also known as a Swiss hammer. It’s a simple 
nondestructive testing device that will give 
you instant data about concrete’s elasticity and 
strength — and thus, its polishability. 

After you gain an understanding of the 
correlation between psi and polishability, you 
have a sense of how (or if) a floor will polish and 
to some extent the material costs to polish. A low-
psi floor means more densifier is required, while 

a high-psi floor means more diamond usage, 
especially if aggregate exposure is required.

Another simple test you can perform is an 
acid resistance test. The higher the pozzolan load 
in the floor, the lower the amount of free lime 
available and the more acid-resistant the concrete 
will be. 

You’ll have to develop benchmarks for acid 
resistance. This will help guide your choice of 
densifiers or a blend of densifiers — the denser 
and more acid-resistant the concrete is, the more 
I’d be inclined to lean towards colloidal silica 
instead of a lithium silicate. If the acid foams 
green on contact, you know you have plenty of 
free lime for lithium silicates to work with. This 
test will also reveal any polymer concrete or 
portland-free concrete you may encounter.
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we’re on to lithium silicates and colloidal 
silica. Sodium and potassium silicates have 
a metallic salt component, which is why 
they can cause efflorescence if overapplied 
either as an admixture or topically as a 
densifier. (Lithium silicates also have a 
metallic salt component, obviously, but are 
less likely to white out.)

Why does one floor white out when 
another did not, even though I applied the 
densifier the same way? The answer may 
have been differing porosity and amounts of 
free lime in the floors. 

If your floor is dense and has enough 
free lime to work with, lithium silicates or 
colloidal silicas generally work fine. If your 
floor contains very little free lime (was 
cast with a very high pozzolan dosage), is 
weak psi-wise or very young, you may need 
to look for alternatives or in many cases a 
combination of alternatives. 

Colloidal silica is pure silica with a 
particle 100 times finer than silicates and 
1,000 times finer than silica fume (which 
is finer than tobacco smoke). Silica fume 
is 100 times finer than portland cement — 
you get the point. This is why colloidal silica 
reacts quickly when used internally — as 
an admixture it becomes a pozzolan and 
an accelerator — or externally, because as 
a surface densifier it begins to gel almost 
upon contact. It will also form bonds with 
silica, which is important on floors with 
little free lime to work with or overlays with 
no portland cement. 

If your floor or overlay contains no 
portland cement, if your floor was cast with 
a high percentage of pozzolans, if your floor 
is young (calcium hydroxide needs time to 
develop internally), or if you have a decently 
hard floor in good shape and you don’t want 
to use diamonds, colloidal silica would be a 
good choice. 

I prefer a colloidal silica engineered to 
contain a range of particle sizes (from 1 
nanometer to 100 nanometers) at a specific 
pH to prevent molding. Our research has 
found this to be more effective and efficient 
than typical colloidal silica densifiers, which 
contain a narrow range of particle sizes. 
It’s particle packing on a “nano” scale. The 
range of particles fit the pores in a floor 
like locks in a key, allowing the contractor 
to densify a broad range of floor types. The 
problem is when the key is too small to fit 
the lock — the colloidal silica can disappear 
into the concrete without affecting the 
surface.

Many of our customers are using a 50-
50 blend of our lithium silicate product 
and our colloidal silica product. I look at 
this as covering all bases. You end up with 
particle sizes with chemistry to cover most 
situations. We will preblend this for you or 
you can blend on-site.

Dealing with porous floors
Compared to problem floors, dense, 

high-strength concrete requires little help 
from surface densifiers before polishing. 
However, when concrete is cast with high 
degrees of excess water, the water leaves 
channels behind when it evaporates out 
of the concrete. The more excess water in 
the mix, the larger and more frequent the 
channels and the weaker the mix (meaning 
less ability to hold the aggregate so the 
polishing machine can shave it rather than 
pulling it out). This is the main reason most 
polishing concrete contractors stay away 
from the residential market — less quality 
control with the concrete. You don’t know 
what you’re walking into or how much it 
will cost to get it polished if it will polish at 
all.

You will need to start with the largest 
particle required to fill the pores and work 
your way smaller to fill the voids, densify, 
and provide a uniform plan for polishing. 

Sometimes this can be accomplished in one 
step, sometimes not.

Very weak, porous concrete may 
require a very large particle in the form of 
cementitious slurry prior to any attempt 
at densification. The concrete may be 
so porous that any densifier will simply 
absorb into the matrix without benefiting 
the surface. A “neat” reactive slurry (with 
no sand or aggregate in the mix) will close 
the very large voids. This may need to be 
ground off before going to the next step, 
which would be larger particles (lithium 
silicate) mixed with smaller particles 
(colloidal silica). A final step (if needed) 
would be colloidal silica — this would 
bond to any silica particles present and 
fill any microscopic low spots, readying 
the concrete for final polishing. Obviously 
you’ll use more products and spend more 
time on machines than when polishing 
dense concrete, which often makes this 
option more expensive than coating the 
floor with a film-type product. 

Mark Celebuski is a partner in Trinic LLC, a company 
that provides protective solutions for concrete, stone 
and tile. He can be reached at mark@trinic.us.
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With a little research, you can get a feel for how a floor will polish before moving the equipment onto the floor.
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It is easy to understand 
the benefits 
of polished 

concrete — they are 
listed on everyone’s 
brochures. The 
word about 
polished concrete 
is out and we have 
done a great job 
of promoting the 
industry. Polished concrete is growing. 
Great pictures of very well-done projects 
are all over the Internet. The marketing 
has been great and many contractors are 
jumping on board. And the consumers are 
seeing a great product. 

Along with this growth, something 
else has happened — polished concrete is 
evolving. 

We have taken what was originally a 
full mechanically polished concrete system 
(six-plus steps) and started changing it. The 
term “polished concrete” has become a term 
that describes a flooring system family with 
its own subcategories. I do not see this as 
a bad thing. We have adapted to the needs 
of clients and designed different “forms” 
or “categories” of polished concrete. I have 
accepted this evolution of our industry 
and believe it is a good thing. I now view 
polished concrete as more than a “one 

system fits all” approach. It is a moving and 
evolving system that is adapting to different 
environments. 

I can imagine your scowling face as you 
read this and wonder, “What the heck is 
this junk?” But just think for a moment 
about all the projects you bid last year and 
lost. With some of them, someone simply 
underbid you to install the specified system. 
But what about those where the general 
contractor or architect wanted polished 
concrete but did not specify any one system? 
Others bid against you — and their bid 
specified offered a very different system 
then yours did. They offered a resin polish, 
a hybrid polish or even a burnish and called 
it polished concrete. This is real and it is 
happening. 

I have been a stringent full mechanical 
polished concrete purist since the late 1990s. 
I never accepted any other form of polished 
concrete besides a full six-plus-step polish. 
Now in today’s market I have realized 
polished concrete has outgrown that idea. 
Please do not get me wrong —I still 100 
percent believe that a full mechanical polish 
is the best and truest form of polishing. But 
I find it difficult to force my ideals on every 
client. 

Many clients want polished concrete, but 
quite frankly cannot afford it every time 
and in every situation. What do you do? 

Do you bend the truth (and man, is there 
a lot of bending going on) and tell them 
you can do it for less and then cut out three 
steps and pile on the guard? Or do you 
prefer to educate your client about concrete 
polishing? 

I recognize that a full mechanical 
polish may not fit every client’s needs or, 
more likely, their budget. So let’s explore 
some options. These options are types or 
subcategories of polished concrete, but they 
are not the true form of polished concrete 
and their benefits and aesthetics are 
different. Burnished concrete and diamond-
burnished concrete are two categories I run 
into a lot. 

To start, we need a definition of true 
mechanically polished concrete. Polished 
concrete is the altering of a concrete surface 
by processing it with grinding, honing and 
polishing techniques. These techniques 
utilize diamond-bonded abrasives to 
mechanically reduce the peaks and valleys 
of the concrete surface. In combination with 
concrete densifying, coloring and sealing 
(or the application of a polishing guard), 
these methods are designed to achieve the 
following effects: resistance to damage 
from water and surface abrasion, increased 
surface hardness, an increase in coefficient 
of friction, increased light reflectivity, 
reduction in concrete dusting, and 
reduction in maintenance. Mechanically 
polished concrete also produces a very 
aesthetically appealing flooring system. 

Now that we have a working definition of 
true polished concrete, we can compare it to 
burnished concrete and diamond-burnished 
concrete. 

Burnished concrete is a system that 
utilizes a high-speed burnisher that spins 
at approximately 1,500 rpm to 2,500 rpm. 
The goal of the burnisher is to heat, melt 
and buff a chemical product that has been 
applied to the surface. This action fills 
the small pores in the concrete with the 
applied chemical by melting and dispersing 

grinding & polishing

Can Burnishing Sometimes Be the Better Finish?

by Virgil Viscuso

is easy to understand 
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the product. In the maintenance industry, 
the chemical of choice is typically a form 
of a wax-based product. In the polishing 
industry the chemical is a densifier product. 
Sometimes the densifier is followed with a 
guard product for additional shine and stain 
protection. 

While burnishers are mechanical and 
spin under power, that is the only similarity 
they have to a concrete grinder/polisher. 
While burnishers spin at a very high rpm 
and an aggressive pad may be capable of 
scratching the surface, there is no true series 
of pads and not enough down pressure to 
process the concrete. The typical black, red, 
white or hogshair pads used to burnish are 
not designed to process concrete. They are 
deigned to melt and buff a topical coating. 

If a densifier is used, the surface will 
acquire the benefits the densifier provides 
and will also have a glossy appearance. 
But burnished concrete will not have 
the properties of a processed concrete 
surface that has been grinded, honed and 
polished — specifically, the mechanical 
reduction of the concrete surface’s 
microscopic peaks and valleys, clarity, ease 
of maintenance, additional flatness, and 
longevity. On top of these factors, burnished 
concrete does not look nearly as attractive as 
a mechanically polished concrete surface. 

Burnishing with diamond-impregnated 
pads add yet another dimension to this. 
The same burnisher is used, but a pad with 
a sprayed-on diamond and resin mixture 
is utilized. This diamond-impregnated 
pad is typically available from 400 grit to 
3,000 grit, so you can do multiple steps 
of diamond burnishing with a powered, 
rotary machine. When this is done with 
a concrete densifier you have a system 
using progressively finer diamond-bonded 

abrasives. You also enjoy the benefits that a 
concrete densifier provides. 

Mechanical grinding with diamond 
tooling, densifier and multiple steps sounds 
like concrete polishing, but you still have 
a system with no down pressure and one 
that spins at too much rpm to do any real 
grinding. 

Diamond pad burnishing affects the very 
top layer of the cream and has very little 
impact on reducing the peaks and valleys 
of the concrete surface. There is not enough 
weight to create a deep enough scratch 
pattern to thoroughly abrade the surface, 
especially if the FF (floor flatness) of the 
surface is poor. Starting at 400 grit, there 
is no chance of anything besides a cream 
type of polish. A basic salt-and-pepper 
appearance is out of the question with 
diamond pad burnishing. 

While true mechanical concrete 
polishing can tighten and process the 
surface to create a shine even without 
densifier, diamond pad burnishing needs 
the help of a chemical to create a form 
of a topical chemical polish. There is 
some concrete processing happening but 

compared to true mechanical polishing, 
very little. 

Different categories or forms of polished 
concrete may be hard to accept and agree 
with. They are even more difficult to 
explain. I think we need to start with 
understanding that our market is changing. 
Polished concrete is adapting to fit the 
needs of clients and, unfortunately, their 
bank accounts. By being able to understand 
and explain the different forms of polished 
concrete we can offer our clients different 
solutions. These solutions are not equal to 
the high standards to which we hold true 
mechanically polished concrete. But they do 
fall under the category of polished concrete. 
Most importantly, they are options for a 
client who does not want her floor to be 
covered by carpet and epoxy. 

Virgil Viscuso has 20 years of experience in the 
concrete surface preparation and polishing 
industry. He is founder and master trainer of the 
Global Concrete Polishing Institute and president 
of Concrete Surface Xperts. He can be contacted at 
virgil@globalconcretepi.com. 
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Clemons Super Dye 
2011 World of Concrete Winner!
Super Dye can cut a contractor’s inventory in
half because the dyes can be reduced with
either water or acetone. The dye comes in an
8-ounce concentrated liquid that installers
mix with a gallon of either water or acetone.

Installers find it to be an easy dye to use. Fol-
lowing a quick stir, the mixture is ready to be
applied to the concrete floor. There is no
need to wait for the dye to sweat in. When
using acetone in Super Dye, any kind of
sealer can be used immediately after dyeing.
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We have been selling 
maintenance 
since my wife 

and I started a 
cleaning services 
business in 
Virginia in 1996. 
Over the years, as 
my oldest two sons 
Jeremy and Travis 
became more 
involved in the business, we specialized 
in floor-cleaning services, including the 
maintenance and restoration of exotic 
floors such as marble, granite, terrazzo and 
other natural stones — even cleaning an 
occasional concrete floor in a warehouse or 
garage. 

Polished and decorative concrete floor 
installations accounted for only about a 
quarter of our business as of the start of this 
year. Most of our revenues were coming 
from cleaning, maintenance and restoration 
services. 

As growing decorative concrete 
contractors, we have found several benefits 
to providing contracted maintenance 
services as part of our business. It has 
generated a very consistent and profitable 
revenue stream that has supported our 
expansion into polished and decorative 
concrete. When we purchased grinding 

and polishing machines, I knew that if the 
machines never left our warehouse to ever 
do a job, we would still be financially sound 
as long as we serviced our maintenance 
customers. 

Funny thing is, our maintenance 
customers, and the ongoing source of 
referrals that providing maintenance 
services offers, have actually promoted 
polished and decorative concrete work 
opportunities for us. We now own three 
complete grinding and polishing systems 
and can hardly satisfy our scheduling needs. 

Getting started in maintenance
When it comes to start-up costs 

for providing maintenance services, 
recognize that it really doesn’t cost you 
much out-of-pocket money. You already 
own autoscrubbers, pressure washers, 
low-speed power scrubbers, high-speed 
buffers and burnishers. (We utilize corded 
electric, propane-powered and battery-
powered buffers, depending on the work 
environment restrictions.) You already have 
the mop buckets, handles and most of the 
other supplies required to perform these 
services. 

You may need to purchase some 
additional chemical cleaners depending on 
the surface coatings and type of dirt being 
generated in the facility you’re cleaning. 

There may be some cross-training necessary 
to make your staff maintenance technicians, 
but they should be very receptive to learning 
new skills that increase their employment 
hours. 

With minimal additional costs, you 
can apply an effective marketing strategy 
to offer additional services that, quite 
frankly, have allowed us to outposition our 
competition. 

We recently picked up a new 
maintenance service customer that had 
hired one of our competitors to install 
decorative concrete floors throughout 
their office suites. The customer found us 
through our Concrete Network Web page 
and hired us for cleaning and maintenance 
services, which our competitor did not 
offer. We now have a decorative concrete 

grinding & polishing

Making Maintenance an Integral Part of Your Business

by Ray Wilkerson

The Intelligent Choice for Staining Concrete

Presents
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Mid Atlantic Floor Care employee Casey Elswick 
runs a Clarke Focus II autoscrubber at a Wawa 
convenience store in Midlothian, Va.

http://www.ConcreteDecor.net
http://www.getnewlook.com
http://www.globalconcretepi.com


October 2012 · www.ConcreteDecor.net 57

installation job scheduled for this customer.
The best time and place to offer your maintenance services is 

in your initial proposal to complete the polished or decorative 
concrete installation. Very importantly, we NEVER sell any concrete 
installation as being “maintenance-free” — there is no such thing! 
We promote a polished or decorative floor as being the most 
effective and, in the long term, least expensive system to install and 
maintain. For the customer to receive the most benefit from their 
initial investment, we say, a maintenance contract is critical.

Putting it down on paper
When you have the customer’s attention and trust, it is time to 

design and write a Maintenance Service Agreement, also known as 
an Expectations Disclosure Statement. (Note that customers DO 
NOT like “contracts.” They are much more comfortable signing 
“agreements” or “disclosure statements.”) 

We have learned that identifying the customer’s expectations 
is absolutely imperative to creating a successful maintenance 
contract. This should include all of what I call the “who, what, 
when, where and why” of the maintenance program — who is 
going to be responsible for certain procedures (the customer’s 
daily cleaning staff or our staff), what work is covered under the 
contracted maintenance services (and what work is not covered, but 
can be provided as additional billed services), when and how often 
services are needed and will be scheduled, which surfaces are to be 
maintained (and which surfaces are not to be regularly serviced, but 
again, can be added as additional billed services) and why the service 
program must be consistent to achieve the desired expectations. 

The maintenance service contract should also include what I 
call the “dos and don’ts.” In the “dos” column, the customer needs 
to routinely sweep, dust-mop and damp-mop the floors for dirt 
removal, mop spills of damaging residues immediately or as soon as 
possible and tell us about any significant issues, concerns or changes 
in surface conditions or usage. For the “don’ts,” the customer 
needs to be sure they or their cleaning staff do not use any harsh 
or undesirable cleaning chemicals or apply any other unspecified 
coatings on the floors.

All of our maintenance agreements state that ours is custom 
work, subject to artistic license and, because of the use of various 
chemicals, reactions that are often unpredictable or uncontrollable. 
We also state that we use all environmental and safety management 
procedures and processes necessary for achieving the highest level of 
industry and governmental standards for these services.

Setting a price
Last but not least, we clearly disclose the price for our professional 

cleaning, maintenance and restoration services, being as specific 
as possible about how the billing is calculated and when we expect 
to receive payment (and the additional costs if necessary to secure 
collection). 

Obviously, square footage of serviced area figures into our pricing 
calculations, but we always consider other factors such as surface 
conditions (cracking, drainage, existing colors or textures, applied 
sealers), surface usage and environmental conditions, when the 
services are required (during the day, late at night, only overtime on 
weekends), and any number of other special considerations. 

Then, as a retired numbers guy, I always insist that we have a 
variance in our calculated pricing — the part that covers Murphy’s 
Law (whatever can go wrong will go wrong) and the sometimes-
present “aggravation factor” if dealing with a difficult customer.

Our business goal is to develop our polished and decorative 
concrete to become 50 percent of our business revenues. As we move 
towards accomplishing this, we have seen a steady increase in our 
maintenance-services revenue dollars too.  

Ray Wilkerson is general managing partner of a group of family-operated 
businesses that includes Mid Atlantic Floor Care LLC and its polished and 
decorative concrete division DreamKrete, with offices in Richmond, Va., and 
Groveland, Fla. A former CPA, he has been in the floor cleaning, maintenance and 
restoration business since 1996. Contact him at twcsinc219@comcast.net.

AMERICAN OWNED AND OPERATED
1-800-638-3326 • contrxsystems.com • edcoinc.com

CONCRETE POLISHING • REFURBISHING • RECONDITIONING

ProPolisher lV The EDGE ProPolisher/Grinder ProPolisher ll

Dual Disc Floor Grinder TileShark Floor Stripper Walk Behind Scarifier

Ray Wilkerson will teach “Getting Your 
Specifi cations in Architectural Plans” at 
the 2013 Concrete Decor Show. For more 
information, go to ConcreteDecorShow.com. 
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Superabrasive’s new line of polishers 
Superabrasive Inc. is introducing its newest line of Lavina 

machines: the Lavina S series, which features forced belt-driven 
planetary movement. The new Lavina S machines are offered as 
20-, 25-, 30- and 32-inch electric models, as well as 25- and 30-inch 
propane models. 

“One advantage of our Lavina S machines compared to some 
other belt-driven machines on the market is that, if the drum belt 
on your machine breaks, you don’t have to stop and change it, so 
you don’t lose valuable production time. With Lavina S machines, 
you just take the belt out and keep working,” said Mark Elliott, sales 
manager at Superabrasive Inc., in a press release. 

The base of the machines now feature new exclusive U-joint 
technology. The additional axis provides the machine with 
added flexibility, allowing the entire base to move and float in 
any direction over the floor. In addition, new floating heads hold 
QuickChange tools, allowing tools to be mounted directly to the 

heads with no additional plates necessary. New security plate locks 
also add an extra measure of safety. 

Other features include a completely new nozzle-free anticlogging 
water-spraying system, which allows the operator to choose between 
internal spraying (beneath the machine) or spraying directly in front 
of the machine, and a new power cable attachment that connects to 
the top of the machine. 

 ✆ (800) 987-8403

 à www.superabrasive.com

Husqvarna introduces a small floor grinder
Husqvarna’s new PG 400-220V small floor grinder has excellent 

ergonomic and performance features. It features 
a 4-horsepower, one-phase motor and can easily 
grind concrete, mastic, glue, overlayments and 

epoxies. 
The PG 400-220V is easy to use, with an 

ergonomically designed handlebar and 
low noise levels. An extremely powerful 
machine for its size, it efficiently grinds 
due to high rpm levels. Features include 

a dust guard and vacuum port, a 
handlebar that can be folded 
over the machine to make it 
more compact, and a large 
range of diamond tooling 

available for a wide range 
of applications.

 à www.husqvarnacp.com

PRODUCT NEWS

grinding & polishing

New hand-held grinder for difficult jobs
CS Unitec’s new EBS 180 H 7-inch hand-held concrete grinder 

removes epoxy, paint and other coatings, and it prepares new 
concrete surfaces before applying new coatings. A 20-amp, 2,500-
watt motor enables a high load capacity running 7-inch diameter 
diamond wheels at 9,500 rpm. It is especially suited for hard jobs 
such as the grinding of two-component adhesives or leveling 
concrete.

This grinder model comes with a built-in vacuum port, an 
integrated shock-absorbing system and ergonomically designed 
side handles. An optional walk-behind cart is available.

 à www.csunitec.com
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by Kelly O’Brien

Along the Willamette River’s eastern 
shore, where it cuts through the heart 
of Portland, Ore., there stretches a long 

walkway, a favorite spot for locals to run or 
ride along the riverfront. 

The path is also great for sightseers. 
From it you can take in several of Portland’s 
iconic bridges and a decommissioned 1950s 
submarine. And now, you can also see, 
interact with, and learn from a decorative 
concrete installation that is more complex 
than it looks.

Alan Smith, owner of local concrete firm 
Your Concrete Guy, installed the beautiful, 
two-toned stained overlay for the Oregon 
Museum of Science and Industry’s new 
“Salmon at Your Doorstep” exhibit. Devised 
by OMSI’s exhibit team, the interactive 
mural on the Willamette waterfront 

educates visitors about 
the lifecycle and habitat 
of native salmon, as well 
as demonstrating human 
impacts on the salmon’s 
ecosystem. 

Smith, who has been 
doing decorative work 
in Portland for a decade, 
says that while the OMSI 
project was much bigger 
than his team’s average 
fare, they were very excited 
to be one of the three firms 
the museum approached 
with a request for proposal. 

“We took a small piece 
of HardieBacker board and 
did a small piece of the artist’s rendering,” 
says Smith. Their mock-up of a mural-like 
stained overlay won them the contract in 
the spring of 2011.

The project’s development phase was 
far from over. Smith and his crew spent 
the summer working with Chad Jacobsen, 
OMSI’s design manager, to complete a 
full-size prototype of an 8-by-5-foot section 
of the exhibit so they could work out any 
kinks in their approach prior to the final 
application. 

One of the central challenges of the 
project was the fact that the funding 

wouldn’t cover the removal of the existing 
concrete sidewalk. So Jacobsen and Smith 
had to develop a plan not only for the 
overlaid mural, but also to incorporate 
nine inlaid granite tiles (each illustrating 
an important salmon fact), complete with 
integrated LED lighting and electronic 
control boxes connecting them to the 
exhibit’s interactive control podium.

Jacobsen, who had never worked with 
decorative concrete before, says that the 
experience was somewhat challenging. “We 
worked closely with Alan and his team,” 
Jacobsen says, “to figure out a strategy that 
would let us get away with embedding the 
electronics we needed without completely 
destroying the existing concrete.”

Unfortunately, by the time Smith and 
Jacobsen had settled on the techniques 
they would use for the final installation, 
Oregon’s long rainy season had begun. The 
installation of the Salmon Sidewalk (as it is 
colloquially known) would not get rolling 
until July of this year — and even then, their 
weather woes were not over. 

What Oregon lacks in sunshine for most 

PROJECT PROFILE

“Salmon at Your Doorstep” Museum Exhibit
Portland, Ore.

overlays & toppings

Project at a Glance
Client: Oregon Museum of Science and Industry, 
Portland, Ore.
Decorative Concrete Contractor: Alan Smith, Your 
Concrete Guy, Portland
Exhibit Design Lead: Chad Jacobsen, design 
manager, OMSI
Exhibit Production Lead: Kim Hall, senior production 
lead, OMSI
Total Project Timeline: 16 months (April 2011 to 
August 2012)
Time to Install: Three weeks 
Exhibit Opened: August 6, 2012
Project Specs: An interactive, 1,800-square-foot 
mural depicts the life cycle of Pacific Northwest 
salmon. An overlay was colored with vibrant water-
based stains to resemble the Willamette River and its 
banks. Nine granite stones — each engraved to depict 
an aspect of the salmon’s life cycle or habitat — were 
inlaid into the sidewalk. Integrated LED lights connect 
to the exhibit’s interactive control podium. 
Materials Used: S-9900 Crack Treatment System and 
S-1100 Liquid Concentrate copolymer from Super-Krete, 
Thin-Crete Grout from Increte Systems Inc., ENDURable 
Concrete Stain in custom colors and ENDURable Sealer 
from GG Innovative Products Inc. 
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of the year, it does its best to make up for 
during the summer months. Smith and 
his crew, says Jacobsen, “were on the front 
lines of that war.” For three weeks, the Your 
Concrete Guy team struggled with sunburn, 
heatstroke and evaporating stains. “I had 
never worked on an 1,800-square-foot piece 
of white cement in the summer sun,” Smith 
says. “It was brutal.” And the heat was only 
one challenge among many.

Thanks to their experience on the 
prototype install, Smith had his plan of 
action well mapped out. First, they saw-cut 
hollows and channels to accommodate the 
electronic components of the exhibit. Then, 

they treated the substrate to ensure 
that any cracks would not carry 
through into the finished overlay. The 
granite tiles, with their integrated 
LED lights, were next, installed over 
the electronic housings and connected 
to the control podium with yards and 
yards of cable. But all of that seemed 
almost easy compared to the mural’s 
illustrated shoreline. 

In the original design that 
Jacobsen’s team had developed, 
the river’s edge was quite intricate, 
taking the shape of rolling waves. 
It was beautiful, curvaceous — and 
completely impossible to recreate with 

overlays & toppings
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an angle grinder. “We were designing an illustration,” says Jacobsen, 
“and not really knowing what the limitations of the technique were.” 
The OMSI design team worked with Smith to scale the shoreline 
back to a more manageable shape. 

The process of actually installing the curvilinear border was 
no less tricky. The OMSI crew drew the pattern on the existing 
sidewalk, and Smith’s team, armed with an angle grinder and some 
diamond blades, cut a quarter-inch-deep channel following the 
illustrated shoreline. Then, lining both sides of the channel with two 
vertical sheets of thin laminate, they poured a mixture of overlay 
and grout between the sheets to form the border. They sanded the 
rest of the substrate and applied three coats of the overlay outside the 
sheets.

Finally, the team pulled the laminate sheets out — “only to 
discover,” says Smith, “that they had stuck too much.” The laminate 
took chunks of the border mix out with it, leaving a ragged edge. 

Fortunately, the OMSI production team had a thin aluminum 
material available, and they worked with Smith’s crew to replace 
the laminate with the aluminum, top off the borders with another 
batch of the grout-and-overlay mix, and put down two more coats 
of overlay on either side. This time, the liners pulled out easily, and 
although it had cost them a couple of days, they had, as Jacobsen 

puts it, “prevailed.” 
From there, all that was left was staining and sealing. GG 

Innovative Products Inc., a manufacturer based in Bend, Ore., had 
consulted with Smith to choose the right stains and sealers for the 
mural. Jacobsen and Smith collaborated, tweaking the water-based 
stain applications over several days until the vibrant greens and 
blues were just right. 

When they had the look they were after, Smith and his crew 

attention
decorative concrete overlay contractors

with the Concrete Staple
cracks don’t come back

Concrete Product Resource
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Base and 
Stamp Mix is 
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LOOKING & COST EFFECTIVE. 

SS overlays will cover bad or stained concrete 
with a new surface and give your concrete a 
new purpose, without an expensive tear out.

It is so easy using SS Spray Base and SS 
Stamp Mix it should be illegal. Lucky for you, 
it’s legal! 
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of a mistake or event, sometimes illegal
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PRODUCT NEWS

Resurfacing mix from TruCrete
TruCrete Surfacing Systems LLC has 

released truHybrid concrete resurfacing 
mix, a polymer-modified cementitious 
mix. TruHybrid allows 
the contractor to create a 
multitude of textures and 
applications with just one 
product. The coverage rate 
for a skimcoat is about 
300 square feet per bag, 
and it can be applied 
from 1 inch thick down 
to feathered- edge.

TruHybrid can be 
skimcoated, troweled, 
sprayed and stamped. It 
comes packaged in 50-pound bags.  

 à www.trucrete.com

multitude of textures and 
applications with just one 
product. The coverage rate 
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overlays & toppings

finished the mural with several 
coats of a GG Innovative sealer. 
The sealer had to meet some 
fairly rigorous standards, given 
how much foot and bike traffic 
(much of it in the rain) the exhibit 
would receive. But not only did 
the prototype give Smith a year’s 
worth of evidence that the sealer 
would hold up in the weather, but 
GG Innovative had used the same 
product on a soccer stadium in 
Scandinavia to great effect. 

On August 6, 2012, the 
“Salmon at Your Doorstep” 
exhibit was officially unveiled, 
ready to educate museum visitors 
and passersby alike about salmon. 
Smith says he and the Your 
Concrete Guy crew take enormous pride in 
the fact that they’ve contributed something 
to the Portland riverfront that community 
can enjoy for years to come. 

“(The project) was very similar to what 

I think giving birth to a baby must be 
like,” says Smith, “Extremely painful, very 
hard, very scary, and in the end, it just felt 
wonderful.” 

 à www.yourconcreteguy.com
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by Karen Van Heukelem

On a hot windy May morning near 
Colorado Springs, Dan Zigterman, 
production manager at Denver-based 

Colorado Hardscapes Inc., walked alongside 
the premium flooring division manager, 
Chuck Lau. Each carries more than 30 years 
of construction experience under his belt, 
so very little catches either one of them 
off guard. 

As the wind blew, the two men walked 
with their heads down, studying the 
concrete pavement and saw cuts of newly 
placed concrete. They discussed layout and 
schedule as they do with any ordinary job. 
They each studied the finished slab and 
planned how to transform it into the image 
they saw on the plans. 

As they walked and Dan talked, Chuck’s 
gaze moved up the horizon until his eye 
caught it. There, standing lonely in the hot 
morning wind, leaned a single shard from 
the World Trade Center of New York City. 
All other sounds around him grew mute. 

Dan continued to talk, not realizing his 
colleague had paused. 

As the wind blew, Chuck heard Dan’s 
voice again and apologized. He had been 
caught up in the moment and in reverence of 
the memorial ground upon which they stood.

Schriever Air Force Base had decided to 
create a memorial in remembrance of the 
events that occurred on September 11, 2001. 

With Schriever’s engineers and the landscape 
architecture direction of DHM Design, out 
of Denver, the plan came to fruition. The 
base hired Colorado Springs-based DWG & 
Associates as the general contractor, which 
in turn hired Colorado Hardscapes for the 
decorative concrete scope. 

The simple yet powerful design of this 
memorial included the piece of wreckage 
from the World Trade Center and a map of 
the Northeast coastline of the United States 
on concrete pavement that approaches 
the tattered beam. The map identifies the 
coastline and the three crash sites of that 
dreadful date.

On sensitive ground
The rigmarole of working on a 

government project involves many issues, 
including prevailing wages, security badging 
of all site employees and testing of concrete 
mix designs. Having worked on several 
military and government projects in the 
past, Colorado Hardscapes came prepared. 

The United States Air Force Academy in 
Colorado Springs had previously approved a 
special mix of Colorado Hardscapes’ house-
made Sandscape Texture, and the finish 
translated smoothly to this application at 
Schriever Air Force Base. 

Because of the sensitive nature of the 
memorial, sampling and approval of the 
finishes and layout was crucial for this 

PROJECT PROFILE

9/11 Memorial Map
Schriever Air Force Base, Colorado 

Project at a Glance
Client: Schriever Air Force Base, Colorado
Decorative Concrete Contractor: Colorado 
Hardscapes Inc., Denver, Colo. 
General Contractor: DWG & Associates, Colorado 
Springs, Colo.
Designers: DHM Design, Denver, and Schriever Air 
Force Base
Key Materials: Bomanite Micro-Top, Bomanite 
Sandscape, custom-blended Okon sealer, Colorado 
Hardscapes’ Yellowstone integral color for Sandscape
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project. Colorado Hardscapes’ research and development department 
created a sample with the integrally colored Sandscape concrete, 
Bomanite’s Micro-Top cementitious overlay, saw cuts and caulk for 
review and approval before any work began.

After approval of the sample and site work by DWG, Colorado 
Hardscapes placed Yellowstone integrally colored Sandscape texture 
as the base slab for the memorial paving. The 6-inch concrete slab 
contained No. 4 rebar 18 inches on center along with fiber mesh for 

reinforcement. The overall jointing pattern for the slab was a 4-by-4-
foot grid. 

After the 28-day cure period, they returned to outline the Eastern 
shoreline, major lakes and state lines. After careful layout with 
AutoCAD and the printing of full-sized plans, Colorado Hardscapes’ 
men battled the high winds and taped the plans to the cured 
Sandscape concrete. The crew used tape to outline the state lines 
and shorelines as identified on the plans. With several maps and 
references, they adjusted the lines to ensure precision. “For a project 
like this, it just had to be perfect, so that anyone standing there 
would be able to identify exactly where they were,” says Lau. 

From there, the crew cut the state lines with V-cuts and taped 
down plastic. With the water area and shoreline exposed, they 
installed a blue Micro-Top finish to simulate the Atlantic Ocean 
and lakes. They applied the Micro-Top in a Sandscape-type finish, 
which they dubbed Micro-Top ST. The crews started with a base 
coat of dark blue, then applied additional layers of light blue and 
green to reflect the continental shelves of the ocean floor. The 
layering technique of Micro-Top, along with the texture, gave the 
finish a more artful appearance — and yet, a more cost-effective 
installation — than blue integrally colored concrete.

Colorado Hardscapes’ crews carefully stripped the tape and 
plastic to reveal a crisp shoreline. Each of the saw-cut state 
boundaries received black caulk for emphasis. Three 12-inch-
wide circles were precisely placed with yellow Micro-Top, one at 
the World Trade Center location, one at the Flight 93 crash site in 
Pennsylvania, and one at the Pentagon. Upon final completion, the 
entire slab received our in-house blend of Okon sealer to help protect 
the finished art piece. 

Colorado Hardscapes works on many spectacular and artful 
projects, but installing a 9/11 memorial on an Air Force base in 
Colorado Springs was a unique and humbling experience. 

 à www.coloradohardscapes.com

Karen Van Heukelem wears many hats at Colorado Hardscapes Inc., including 
business development, marketing, sales, estimating, and project management, 
with an emphasis on specialty rock construction. She can be reached at 
karen@coloradohardscapes.com. 
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Controlling Customers’ Reactions to Reactive Stains
by Nick Dancer

Expectations of what a floor should 
look like will vary from client to client. 
A client’s views will be shaped by 

other stained floors seen in person or in 
photographs. Although all of these things 
can affect a client’s expectations, the 
greatest influence on their flooring decision 
should come from the concrete professional. 

We find that selling a reactive-stained 
concrete floor is usually more difficult 
than completing the work itself! This may 
be because the same qualities that make 
reactive-stained concrete floors the most 
unique and desirable flooring option 
for some clients can be seen as flawed 
imperfections to others. 

Customers who see the unique 
characteristics of reactive-stained concrete 
as flawed imperfections tend to resort to 
nonpayment or may discredit your company 
for poor craftsmanship. Neither of these 
results aid in the success of your business. 
So I will provide you with tips for setting 
reasonable expectations for your customers, 
enhancing your selling experience and 
delivering a quality product.

Inform your client
First and foremost, when initiating the 

sale of a concrete floor it is important that 
you inform your clients of the characteristics 
and features of reactive-stained concrete 
before you deliver the final product. 

I like to use the term “reactive stain” 
instead of “acid stain.” I’ve noticed that 
some clients can get hesitant or worried 
when I use the word “acid” around them. 
Other clients already have a slight idea of 
what acid stain is.

Many who are unfamiliar with the 
concrete industry get reactive-stained 
concrete confused with other concrete 
systems. Clients confuse sealing, staining, 
and painting concrete. It is our job as 
concrete professionals to spread the word 
about the different concrete products that 
exist in our industry. There are also many 
different variations of similar products sold 
by different companies, making all of this 
very confusing to the layperson. Educating 

your client may help them get closer to the 
goal of their finished space and can save you 
headaches along the way. 

You should also help your client 
understand which treatment is best for the 
existing condition of their concrete. Explain 
that exposure to moisture, sunlight, heat 
and other external elements can greatly 
affect the stain and concrete reaction. Nicks, 
cracks, patches and spots where items have 
laid on the concrete can also enhance or 
deter the stain’s reaction. 

Help your client visualize
Having artistic backgrounds, many 

concrete stain masters can visualize and 
predict the end product. Many customers, 
however, lean on the professionals 
for assistance with visualization. The 
visualization process is part of setting 

customer’s expectations and can keep clients 
from getting a sour taste in their mouths. 

In order to help your customer visualize the 
end product, you may want to provide them 
with stain samples during the initial project 
consultation. These samples can show some of 
the color shifting and variations that reactive 
concrete stains are known for. These samples 
give a client something to touch and feel. 

I like to make my samples at least 2 feet 
by 1 foot so the client can see the color in a 
large piece. This gives clients a better idea 
of how reactive stain produces movement 
and marbling effects. A stain sample that I 
particularly enjoy showing customers shows 
a weathered copper patina. This sample’s 
color shifts from a light bronze to a hazy 
green and shows the client how different 
colors can be used and transitioned. 

No matter how many samples you make 
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by Emily Dixon

Until now, contractors have 
thrown shake-on color hardener 
onto concrete mainly by hand. 

It’s tradition, and contractors love 
tradition. But by its nature, throwing 
the color can be inefficient, wasteful, 
and expose workers to possible health 
risks associated with inhaling airborne 
silicates.

Scott Stephens, owner of Triple Hard 
Tools, developed The Colorspreader to 
combat this problem. The Colorspreader 
offers a mechanical alternative to hand-
throwing. The contractor simply loads 
the powder into The Colorspreader tray, 
hits a remote-control button to start the 
vibrator, and pulls the tool across the 
concrete. 

As the tool floats, the vibrator 
distributes the product onto the concrete 
in an even and consistent manner. The 
slower you pull, the more material is 
distributed.

“This tool allows pretty much any 
contractor, with or without hardener 
experience, to broadcast and get great 
coverage rates,” Scott says. “By hand, 
the range is only as far as you can 
throw, so you are limited by reach. The 
Colorspreader can broadcast as far as you 
can float. It can go out to 30 or 40 feet.”

Contracting outfit Highland Concrete 
Designs, in Loveland, Colo., added The 
Colorspreader to their lineup earlier this 
year after attending a demonstration of 
the machine. The company purchased 
the demo model and within the week 
were using it on the job site.

“It’s everything we hoped for and 
more,” says owner Bob Brown. “We have 
found we’re saving on the amount of 
hardener we use. The savings just about 
paid for the spreader over the summer.”

Those savings have made the company 

more competitive in their bids, but 
Brown has experienced other benefits as 
well.

“We don’t have stuff flying all over the 
place, and it’s a much more even spread. 
You don’t get a big variance in colors like 
you can with hand-broadcasting,” he 
says. In fact, he says homeowners have 
been so happy with the end results of 
recent projects, the company has gained 
a lot of new clients through referrals. He 
believes the quality control offered by 
The Colorspreader is a big factor.

For contractors who are interested 
in using The Colorspreader, Brown had 
some advice. 

“Timing is kind of critical,” he says. 
“If you rush it, the float digs into the 
concrete.” 

He also recommended cleaning it after 
use to avoid clogging, and he suggested 
buying an extra battery to avoid any 
problems mid-job. “It’s basically a cheap 
insurance policy.” 

The Colorspreader was brought to 
market earlier this year. It’s primarily 
constructed of aluminum and is 
engineered to be light, durable and 
virtually maintenance-free. The 
Colorspreader comes in 24-inch and 48-
inch models. 

 à www.colorspreader.com

product 
 focus®

The Colorspreader
from Triple Hard Tools

for the client, it is still important to tell him 
or her that you cannot promise that the 
exact color on the sample will appear on 
their newly stained floor. Before proceeding 
with any job, always do a color test directly 
on the client’s concrete. You can complete 
this color sample in an inconspicuous spot, 
such as in a closet, so that it can by easily 
covered up if the stain reacts differently 
from the sample. 

When performing the sample tests you 
are still setting up the client’s expectation 
for the final floor. Point out existing flaws in 
the concrete such as trowel marks, surface 
changes and patched spots. Make sure your 
client knows that all of these features as 
well as spots that have been “covered up” 
or “fixed” in the past will become even 
more pronounced once the concrete stain 
is applied. These features will add to the 
mottled effect of the stain reacting with 
the concrete, and they are what make the 
finished stained concrete a unique piece of 
art, but not all clients see these features as 
desirable. 

Stained concrete should be as unique 
to a space as the artist’s brush stroke is to 
his or her canvas. If every stain reacted 
the same, reactive-stained concrete 
would lose its sought-after, one-of-a-kind 
characteristics — but make sure these 
characteristics are desirable for your client.

Along with providing samples my 
company also likes to provide clients with 
photographs of past stain projects. Make 
sure you visually document your work after 
each job so that you can help your future 
clients see a finished reactive stain project. 
A picture portfolio is the best way to show a 
client how much stain can vary on one floor.

If the client seems unsure of the product, 
do not continue with the work. They must 
feel confident in your abilities if they are 
to be truly satisfied with the end product. 
If your client is ultimately looking for an 
even color on their concrete, acid-stained 
concrete may not be the best solution.

Always remember too that, although 
pictures are a great tool for visualization, the 
client’s floor will not look exactly like the 
photograph. I once had a client who wanted 
a floor to look just like one of the pictures on 
my website. The picture was of a job finished 
with a stained white overlay, but my new 
client was not interested in doing an overlay 
and wanted to use the existing concrete 
surface. The client’s surface was dark gray 
and had curing marks from lumber that had 

Photo courtesy of Triple Hard Tools
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laid on the slab right after it was poured. I 
had to explain the differences between their 
concrete surface and the one in the photo. 

We settled on colors by completing 
physical samples on-site. By setting 
exceptional expectations with the client 
I left the final project with a satisfied 
customer and a great customer review for 
my website. 

Nick Dancer has been active in the concrete 
construction business since 2005 and started his own 
company, CounterCrete, in 2007. That company grew 
into Dancer Concrete, which is based in Fort Wayne, 
Ind., and primarily offers interior stained floors. 
Contact him at nick.dancer2@gmail.com.
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Factors That Affect Reactive Stain Results
Delivering the best results 

possible is what many of 
us contractors strive for, 
but that is very hard if you 
do not know the many 
factors that can affect final 
stain appearance. I have 
seen many projects where 
contractors simply applied 
a stain to a project without 
any proper surface preparation or knowledge. This 
is not only a quick way for a contractor to be put out 
of business, but can also give stained concrete a bad 
reputation. 

I have listed several factors that can play a role 
in stain variations. The following factors should 
be taken into consideration when choosing a stain 
color and be brought to the customer’s attention.

Cement color — Lighter-colored cements, 
especially white, will produce much brighter colors 
than dark gray floors. Since stains are translucent, 
the base color of cement will play a major role in 
final color. 

Cement load and admixtures — The 
cement load and admixtures will play a part too. 
Acid stains react to the lime in cement, so more 
cement means more reaction. On the other hand, 
some admixtures reduce the free lime available 
in concrete, thus reducing the effect of the stain. 
By applying stain in a hidden area you can test its 
reaction. 

Finishing techniques — Concrete can be 
so tightly troweled that the concrete is almost 
waterproof. Stains will produce the best effects on 
concrete with an open and porous surface. Burn 
marks from troweling is a sign the surface may be 
troweled too tightly. 

There are products 
available to “open” the 
concrete before staining. 
They are of a mild acidic 
nature, so they should be 
used with caution so as to 
not completely etch the 
surface. One such product 
is DCI Hard Troweled Floor 
Preparation, from Direct 

Colors Inc. Janitorial supply stores also carry 
products for this purpose.

Porosity — The surface of very porous 
concrete will take much more of the stain to 
achieve a mottled look. If you apply too much stain 
you will get a much darker surface. Try diluting the 
stain further or wetting the surface prior to stain 
application to get the desired look.

Temperature — When staining outdoors in 
direct heat, it is important to dampen the slab prior 
to reactive stain placement or wait until a cooler 
part of the day to place stain. If the stain dries on 
the surface before it can penetrate into the surface 
it will not produce the desired effect. 

Problem areas — Almost every older 
concrete slab I have worked on has stains, marks 
or other imperfections that will show up in the 
finished floor. Instead of trying to hide these from 
the client, I explain during the job that these are 
the same marks that we discussed previously and 
were listed in the contract as areas that could show. 

From my experience the customer who walks 
the floor with you throughout the process is a 
happier client. When they feel that you take your 
work seriously and really want to provide the best 
floor, they understand you are not trying to hide 
things from them.

Cracks in stained concrete floors will 
still be visible after staining. Make sure 
your client views this aesthetic as a 
unique part of the concrete, not a flaw.
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Recently, Richard 
Morrison, plant 
manager at 

my company’s 
Houston, Texas, 
manufacturing 
facility, 
reminded me of 
the importance 
of remaining 
consistent with all of 
your raw materials for a decorative project. 

He explained that he has seen an increase 
in complaints about the final color not 
matching the sample or mock-up that had 
been placed just a week or so earlier. Most 
of these were integral color jobs. In all cases, 
a small mock-up was created, finished and 
cured as specified, and eventually accepted 
by the client. Fast forward to the actual job 

placement, and all of a sudden the color no 
longer matched the mock-up sample. 

After a little bit of investigation, it was 
discovered that the contractor had used 
store-bought bagged concrete to create the 
mock-up, but the actual job was placed 
using standard ready-mix concrete. 

When this was brought to the attention 
of the contractors, the response was always 
the same. “I didn’t want to pay for a yard or 
more of concrete for a 4-square-foot sample, 
and besides, it’s all gray concrete, what’s 
the big deal?” Well, not only is it a big deal, 
it is a huge deal! When you consider that 
everything going into a concrete mix has an 
impact on the final color, and Rule No. 1 for 
integrally colored concrete is batch-to-batch 
consistency, it only stands to reason that 
switching base concrete between the sample 
and the pour is going to have a big impact 

on the final color. 
I know what you are saying, and I agree 

that it is expensive to pay for 1 to 3 yards 
(the typical minimum for colored concrete 
depending on region) for a mock-up. 
However, when you consider the cost of 
labor and materials to correct a color issue, 
or worse yet, a complete rip-out and replace, 
a few yards of concrete start to look cheap. 

Some contractors I have worked with will 
add the cost of the ready-mixed concrete 
for mock-ups and samples right into their 
invoice as a separate line item. This typically 
works on large commercial jobs or custom 
color jobs but may not go over in a residential 
or small project setting. In those instances I 
have seen contractors charge for one initial 
sample produced from the same ready-mix 
supplier that will be used on the job. If the 
client approves the sample and hires the 

TROWEL & ERROR

Your Mock-up Materials Matter, So Don’t Cut Corners

by Chris Sullivan

www.preval.com

I’m very impressed with 
the control overall and 
the feel of it in my hand.
— Thom Hunt, R.A.T. International

SPRAY ANY 
STAIN OR LIQUID. 

800-225-4724
Riviera Brush Co.
OrangeCrete.com

Why pros choose 
Orange-Crete brushes:

Specialty brushes for:
• Surface Preparation
• Topical Stains
• Dry Shake
• Acid Stains
• Pigments
• Acid Etching
• Micro-topping
• Faux
• Broom Finish

Because each brush is designed specifically 
for a decorative concrete application. Learn 
how Orange-Crete brushes help you deliver 
better quality.  OrangeCrete.com

Richard 
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contractor for the job, the fee is waived. If the 
contractor is not hired after producing the 
sample, the client is charged. There is also a 
charge if additional samples are required. 

In general, most savvy contractors 
will build the cost for the yard or more of 
concrete used in the mock-up right into the 
final price to avoid any out-of-pocket cost. 

Why is consistency important?
So now that we have addressed how to 

offset the cost of using the same material for 
mock-ups and the actual pour, let’s look at 
why it is so important to stay consistent. 

First, the rule of batch-to-batch 
consistency from sampling to actual project 
extends beyond integrally colored concrete. 
The same philosophy holds true for any 
decorative concrete application. When doing 
samples, you need to use the same base 
materials or work on the same substrate 
(especially when working with stains and 
dyes) that will be used in the actual project. 

Second, it is easy to see why most people 
consider all traditional concrete to be gray. 
However, when you stop and really look at 
different slabs of gray concrete, there are 
large variations. One of the biggest reasons 
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for this is the material that makes gray 
concrete gray — the cement. Studies have 
shown that gray cement can vary greatly 
in color, even cement of the same type, 
from the same supplier, shipped from the 
same manufacturing plant. Studies have 
also found that higher percentages of slag 
and fly ash are also being used, which have 
a significant effect on the final color. A 
combination of these factors is most likely 
the reason why the mock-up we discussed 
earlier yielded a different color from the 
larger pour using the same pigment. 

There is nothing wrong with bagged 
concrete, but you just don’t know what’s 
in it, and unless you plan on using bagged 
mix for the entire pour, making your color 
samples with it is not a good idea. It is a bit 
disheartening when you consider that two of 
the biggest factors leading to colored concrete 
issues are cement color and aggregate color. 
You and I don’t have much control of either 
when ordering concrete. This means that the 
contractor in the field must rely on the ready-
mix supplier to provide consistent mixes 

with excellent quality control measures. Well, 
I am happy to report that for the most part 
the ready-mix industry does an excellent 
job, with some suppliers even going the 
extra mile to offer additional quality control 
measures for colored loads. 

Lastly, consider batch size and mix 
efficiency. Think about how those few bags 
were mixed, and how hand-mixing may 
impact the color when compared to 8 yards 
mixing in the back of a ready-mix truck. It’s 
the same as when you mix pancake batter 
on Saturday morning. When you mix the 
batter with a fork, you usually end up with 
some lumps. When you use an electric 
mixer, the batter is smooth, lump-free and 
fully mixed. The same theory applies when 
mixing color — a large aggressive mixer 
will churn the material faster, beating the 
pigment into the mix, so you achieve a more 
developed and consistent color. 

Since decorative concrete is as much art 
as it is science, and color only increases the 
amount of scrutiny a project will receive, 
taking the time — and sometimes paying 
the extra cost — is well worth it when 
producing samples. 

Chris Sullivan is vice president of sales and marketing 
with ChemSystems Inc. He has led seminars and 
product demonstrations throughout North America. 
Contact him at trowelanderror@protradepub.com. 

staining & coloring CONCRETE

Send Me Your Questions!
Trowel & Error is looking for questions about 

decorative jobs that have not gone as planned. 
They could involve problems you’ve witnessed or 
issues you yourself have experienced. What was 
the problem and why did it happen?  Maybe you 
never fixed it and are looking for a solution. 

The Trowel & Error column is going to 
dedicate 2013 to answering the most common 
questions our industry faces, coming directly 
from you, the contractor in the field. So don’t be 
shy — send me an email at trowelanderror@
protradepub.com describing the problem as 
well as your best fix. Don’t forget the pictures!

I will use next year’s Trowel & Error column 
to discuss what occurred, how to avoid it in the 
future, and how to repair the problem. I promise 
not to use your name.  

We all get better when we learn together. 
Thanks for reading, and I look forward to 
working with you in 2013. 
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Chris Sullivan will teach “Solving 
the 10 Most Common 
Decorative Installation 
Problems” at the 2013 
Concrete Decor Show. For 
more information, go to 
ConcreteDecorShow.com. 
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PRODUCT NEWS

NewLook reduces standard colors
NewLook International Inc. will reduce 

its line of standard colors for Original Solid 
Color Stain and Enhancers to 20, effective 
Jan. 1, 2013.

All original 80 colors will still be 
available by special order. A request will 
not be considered a color match since the 
formula is still available. 

 à www.getnewlook.com

New Hyde tips for pressure washers
The new Hyde Turbo Nozzle from Hyde 

Tools is a powerful ceramic tip designed 
for blasting and removing stubborn and 
encrusted stains. It uses a technique that 
combines the best of both worlds: high 
impact and good cleaning coverage. The 
Turbo Nozzle produces a high-pressure 
pencil jet stream and rotates it at 3,000 
rpm, creating a 4-inch to 8-inch cleaning 
circle. The nozzle is available in two orifice 

sizes, 3.0 and 4.0. 
Hyde Tools also has introduced a set of 

five spray tips that fit the gas and electric 
versions of the Hyde Pivot Wand as well as 
many consumer-grade pressure washers. 
The set contains five rust-resistant stainless 
steel spray tips with industry-standard 
color-coding that designates spray angles 
ranging from zero degrees to 65 degrees. 
The set is available in orifice sizes of 3.0 
and 4.0.

 ✆ (800) 872-4933

 à www.hydetools.com

Cleaner removes rust, battery acid 
Front 9 Restoration has developed F9 

BARC (Battery Acid Restoration Cleaner) 
for effective concrete cleaning.

F9 BARC quickly removes orange battery 
acid staining, fertilizer staining and rust 
from concrete. It is biodegradable and 
nonabrasive, contains no hydrochloric acid 

and restores concrete to its natural bright 
gray color.

Product application is simple and free 
training videos are available. 

 à www.front9restoration.com
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CARLTON’S CORNER

Placing Quality Stamped Concrete in Six Steps

If you have an internal 
passion to take 
stamped concrete 

to the next level, 
then this article 
is for you. I will 
describe what has 
taken me more than 
20 years to learn about 
how to improve a 
stamping project. 
My effort continues to this day.

I have identified six steps that all 
successful hunks of stamped concrete have 
in common. Bypassing one of the six steps 
will leave a stamping professional a rung 
short of a true level of potential. Perfection 
starts well before any color broadcasts 
across a wet concrete’s surface, and even 
well before a ready-mix truck arrives. 

Step 1: Subgrade prep
I want to admit something — I dislike 

preparing the subgrade with a passion. 
I would much rather make something 
colorful and tangible than shovel dirt and 

sand. But the fact is that every successful 
stamping project begins with a properly 
prepared moist substrate. A moist subgrade 
results in a more evenly dried concrete 
surface, providing the best odds for 
stamping consistency.

Your mass of freshly placed concrete has 
two inevitable forces working against you. 
Most of you realize the concrete’s surface is 
under attack from wind, sun and whatever 
elements your local climate throws out. 
But what you may not realize is the same 
conflict takes place under your slab as well. 
This is why it is so necessary to first put 
down a subbase layer of material that can 
hold moisture that’s applied before concrete 
placement. A 2-inch layer of moistened sand 
is adequate for most situations.

Step 2: The concrete mix  
Transporting concrete from a truck to 

its final resting place can be expensive and 
labor-intensive. This is why some resort to 
pumping 3/8-inch aggregate concrete with 
a line-style concrete pump. Two problems 
arise when using this mix and transport 

method, and both can lead to a subpar 
stamping project. 

First, 3/8-inch aggregate mixes are not 
designed for slab-on-grade finishes. They 
are designed to grout block walls. Second, 
most line pumps require a wet mix of 
concrete to pump the material any distance 
at all. 

Water weakens concrete and miniature 
aggregate doesn’t help either.

Use concrete mixes with 3/4-inch 
aggregate regardless of what it takes to 
transport them to your area of placement. 
These mixes will crack less and provide a 
stronger canvas suitable for coloring and 
imprinting. 

Be sure to properly tamp the surface 
aggregate soon after concrete is placed 
and leveled. Don’t accept the misnomer 
that only small-aggregate mixes work for 
imprinted concrete. And mention your 
ability to stamp suitable mix designs during 
your sales presentation.

Step 3: Placement
The number one cause of concrete cracks 

is too much water at time of placement. I 
realize concrete placement is easiest when 
it’s overly wet but we must consider what is 
best for our customers and the longevity of 
our reputations. Keep the concrete’s slump 
at 5 inches or better, realizing that a good 
surface retardant will help after concrete 
placement. (More on surface retardants in a 
moment.)

Step 4: Coloring
By now most of you know about the 

two choices to color concrete. I won’t 
waste time with integral coloring since 
this method requires no extra effort at 
time of placement. The method we will 
discuss is coloring by way of dry shake 
hardeners. Color hardeners offer a more 
accurate form of coloring while providing 
a stronger concrete surface compared to 

by Doug Carlton

stamping & texturing CONCRETE

you have an internal 

20 years to learn about 

http://www.ConcreteDecor.net
http://www.performancepolymersllc.com
http://www.matcrete.com


October 2012 · www.ConcreteDecor.net 73

integrally colored concrete. My advice is to 
master color hardeners immediately. And, 
of course, bring up this ability during your 
sales presentation. 

Coloring the concrete’s surface is an art 
of its own because timing is everything. 
I have found that most who are new to 
broadcasting hardeners try to overcolor the 
surface, not realizing this extra effort and 
time will cost them dearly at the imprinting 
stage. 

Darker colors cover the wet concrete 
surface easier than lighter ones. However, 
light earth-toned color hardener choices 
approximate the natural color of concrete, 
so 100 percent color coverage with them is 
not necessary. This simplifies the coloring 
process and allows finishers to focus on the 
next step.

Regardless of your color choice, it’s 
important to understand the benefits of a 
spray-applied surface retardant slowing the 
surface set time. Surface retardant is the key 
to remoistening the concrete’s surface. This 
is why our crew applies a layer of surface 
retardant after each broadcast of color 
hardener. The color dries the surface (each 
time it’s applied) and the mist of liquid 
retardant brings the moisture back. Are you 

beginning to see how all successful projects 
hinge on surface moisture and plasticity? 
The goal is to create as comfortable of a 
stamping process as possible, in a way that 
is repeatable job after job. 

Step 5: Imprinting or stamping
Again, the goal is consistency and timing 

is the key. Interlocking patterns require 
more hands and less mud on the ground. 
Texture-style patterns are more forgiving 
and allow more square footage to be 
stamped with less labor. 

Regardless of the pattern, the key to 
successful imprinting is to split the crew 
into a stamping team and a second team 
that continues to work the surface that is 
soon to be stamped. This is where many 
projects fail. Most effort diligently focuses 
on stamping as fast as possible, virtually 
ignoring the remaining portion, and 
I’ve noticed a sense of panic at stamping 
time. Continue to apply surface retardant 
ahead of the stamping process to provide a 
moistened surface ready for your army of 
stampers to follow you.

Step 6: Sealing
Stack the sealer deck in your favor when 

possible. The majority of sealer problems 
derive from moisture issues. These issues 
can result from landscape irrigation 
(sprinklers), roof drains, condensation 
drains, you name it. But some moisture-
related sealer issues come from under the 
concrete surface too. 

Educating your customer is your best 
line of defense. Explain how the life of their 
sealer will be determined by the effort to 
control water intrusion. 

I also recommend waiting at least 30 days 
after concrete placement to seal stamped 
concrete. I realize it’s a pain to come back, 
clean and then seal a project long after 
moving on, but this dry period will reduce 
sealer-related issues. 

Always clean the concrete surface the 
day before sealing — pressure-washing is 
suggested. Be sure to turn all irrigation 
systems off the day before, too. Also, don’t 
forget to add a nonskid material to all 
exterior sealed projects when possible. 

Doug Carlton operates Carlton Concrete 
Inc. in Visalia, Calif. He can be reached at 
carltondoug@comcast.net. 
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For Scott Cohen, owner of The Green 
Scene Landscaping and Pools in 
Northridge, Calif., creating spectacular, 

outdoor entertainment and leisure spaces is 
second nature, but many of his jobs require 
much more than bringing a vision to life. 

A case in point is his work in the 
Gontmahers’ backyard in Bell Canyon, 
Calif., where the services of engineers 
and geologists were just as, if not more, 
important than structure design and 
installation. 

Homeowners — and grandparents — 
Kanie and Lera Gontmaher contacted The 
Green Scene with a desire to remodel the 
pool behind their three-story house as well 
as build a deck area for entertaining. On 
their must-have list: an outdoor barbecue 
and kitchen area, plenty of shade from the 
intense desert sun, and a design that oozed 
elegance and family fun. “They wanted 
to be known as the grandparents with the 
better backyard,” Cohen says.

Initially, the Gontmahers’ backyard only 
contained several large rock formations and 
a plain, sunken pool, both of which had 
been there for about 25 years. Complicating 
matters, a very steep and sloping stretch of 
land filled the space between the back door 
and the pool.

Faced with a challenging canvas to work 
on, one option for the Gontmahers was 
to build a retaining wall into the sloping 
ground as a base for a deck that could be 
accessed directly from the back door. But 
Cohen came up with an alternate idea 
that would let them work with the surface 
instead of against it — build an outdoor 
spa just outside the back door, where the 
deck would have been, then add additional 
structures that would lead the Gontmahers 
and their guests from the spa to other parts 
of the backyard. 

The local setback requirement for 
“clearance to daylight” (the distance from 
the back side of the base at its lowest point 

to the exposed face) is half as deep for an 
outdoor spa structure as it is for a retaining 
wall, Cohen says, which made the first 
option more appealing and cost-effective 
than the second.

Cohen’s complex design contains seven 
levels: a landing area that bridges the back 
door to a fire-feature patio; the spa and 
its adjacent patio; an outdoor kitchen and 
dining area; a walkway and patio nestled in 
between the outdoor kitchen and pool area; 
a covered lounge area; and two different 
pool deck levels. During his process, he 
envisioned the space in terms of individual 
outdoor “rooms,” a concept he says is not 
only trendy, but conducive to how people 
like to socialize. “People tend to not hang 
out in one space,” he says. “It’s natural for 
groups to split up and break into their own 
conversations.”

Cohen says the 3-D modeling software 
Google SketchUp made a huge difference in 
the design process because it allowed him to 

get into the space visually, get a feel for what 
the backyard would look like and accurately 
convey the design to the Gontmahers. 
He worked closely with his clients in 
determining the backyard’s layout as well 
as decorative materials and colors. As a 

PROJECT PROFILE

Gontmaher Backyard
Bell Canyon, Calif.
by Natasha Chilingerian
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Project at a Glance
Clients: Kanie and Lera Gontmaher
Landscape Designer and Concrete Installer: 
Scott Cohen, The Green Scene Landscaping and Pools, 
Northridge, Calif.
Project Specs: A multilevel outdoor entertaining 
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driveway), American Specialty Glass Inc. (recycled glass 
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signature color for the backyard, they chose 
a palette of vibrant blues, which appear in 
tile and glass accents in the spa and pool.

The Green Scene was far from alone in 
the execution of this large-scale residential 
project. Cohen enlisted the help of geologists 
from Oro Engineering Corp., based in 
Bell Canyon, Calif., and pool engineer 
Ron Lacher, of Pool Engineering Inc., in 
Anaheim, Calif., to perform inspections of 

the land he was about to work on. He also 
brought in a number of subcontractors, 
including contractors specializing in steel, 
shotcrete, tile and plumbing. 

Aside from the backyard’s design, Cohen 
and his crew were responsible for the 
formation and installation of all concrete 
structures and the installation of several 
decorative concrete elements: a recycled 
glass concrete countertop in the outdoor 

kitchen area, a polished 
concrete swim-up bar on the 
side of the pool, concrete fire 
bowls located around the 
spa and an acid stain on the 
driveway in the front of the 
house. All concrete features 
were cast-in-place.

The construction process 
entailed many steps. First, 
Cohen took input from the 
experts at Oro Engineering, 
who helped him determine 
soil types at the site. Next, 
the subgrading work, which 

involved building a road to transport 
workers from the front of the house to the 
backyard and putting in friction piles and 
grade beams for support, was completed. 
Then steel cages were installed as shells 
for each structure. Shotcrete, which Cohen 
says was used plentifully throughout 
the backyard, was added next, followed 
by coping, stone elements, cast-in-place 
concrete pieces, various finishing materials, 
and finally, plants and flowers.

The concrete countertop in the outdoor 
kitchen was hand-seeded with American 
Specialty Glass Inc.’s amber-colored glass 
pieces taken from recycled beer bottles, 
then ground and polished. The swim-up 
bar includes four underwater concrete 
stools covered in tile, and concrete steps 
around the pool deck area feature no-slip, 
scalloped edging detail. The driveway at the 
front of the house, which had previously 
been stamped, was treated with a Triple-S 
Chemical Products acid stain in a blend of 
tan, coffee and dark brown colors.

The spa, which Cohen says is his 
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favorite part of the backyard, is made out 
of shotcrete, topped with travertine coping 
and veneered in its entirety with 1-square-
inch glass mosaic tiles. In the fire feature 
elements found all around the spa, Cohen 
added more recycled glass pieces from 
American Specialty Glass in the same 
vibrant blue shades chosen for the tiles.

The Gontmahers’ backyard was 
completed in August 2012 — two years after 
the initial design process began.

“They love the pool, the spa and the fire 
features,” Cohen says. “They feel like they 
live in a resort, and after all this time the 

project took to complete, they’re anxious to 
just go and relax in it.”

The multilevel backyard provides many 
options for sitting, standing, lounging 
and swimming, and its design encourages 
natural, flowing movement from one space 
to another, Cohen explains. Upon exiting 
the house through the back door, guests of 
the Gontmahers can take a flight of stairs 
down to the spa, then turn left and 
take another flight of stairs through 
a tunnel to the outdoor kitchen 
and dining area. Or, they can take 
a staircase straight ahead and go 
directly to a patio and the pool. From 
the kitchen, they can follow a staircase 
to the left down to the pool or 
continue straight ahead to a walkway 
and another patio, which also leads to 
the pool.

Kanie Gontmaher says the 
backyard not only looks stunning, but 
is spacious enough to accommodate 
a large party. “We usually do a lot 
of entertaining, but when we have 
too many people in the same area, it 
becomes a disaster,” she says. “Now, 
we can entertain 75 to 100 people at 
once and they will never bump into 
each other.”

Cohen adds that the project 
gave him and his crew the unique 
opportunity to showcase many of 

their talents in one place.
“This project involved multiple layers and 

levels, and with all the skills my staff has in 
concrete, steel, tile and other materials, we 
were able to tap into every resource we had 
to make it all come together,” he says. 
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Scott Cohen will teach “Designing and 
Building Outdoor Fireplaces and 
Fire Features” at the 2013 Concrete 
Decor Show. For more information, 
go to ConcreteDecorShow.com. 
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