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Objective: “Professionalism
Through Education.”

Pledge of Allegiance . . .
Sept. 11 Donors . .....
Dropping Prices ......
New Mfr. Members . . . .
What, Who ..........
Trade Show .........
Better Sales .........
Jim Lee Award .......
New Board ..........

Thanks 1o you,
we did it!

On September 27, in St. Paul,
Minnesota, our members showed everyone
what the American spirit and resolve is all
about. We opened our Seventh Annual
Convention and Trade Show with more
than 350 registered attendees. We did
have a few cancellations and no-shows as
a result of the events on September 11,
but quite a few people who had not pre-
registered showed up at the convention
and registered on site. As a result, our
actual attendance was greater than the
number of pre-registered attendees prior
to September 11. And that shows you
the spirit of our members. As President
George W. Bush asked, we got on with
business and with life.

On the first day, the mood was a little

apprehensive. Our hearts and prayers

were with the survivors and families of

the victims of the September 11 attack.

But after an opening session featuring
LaDonna Gatlin, all spirits began to rise.
We were — all of us — at the right place,
doing what we could to get back to business
as usual. We knew we must go on, and
LaDonna’s presentation got us on the

road to recovery.

As the days of (Continued on page 3)

FIANA members contribute to
September 11 Survivors Relief Fund

During our convention, our board
of directors wanted to do something to
acknowledge the September 11 tragedy
and help the survivors of that disaster.
They voted to offer a matching contribu-
tion of $10,000 for donations made to
the Sept. 11 Survivors Relief Fund. The
response was amazing.

The companies and individuals listed
on page 3 stepped up to the plate, giving
generously. Thanks to each of them for

making our campaign a success. They
contributed $10,200.00 collectively. This
was added to the $10,000.00 pledge made
by FIANA for a total contribution of
$20,200.00.

A check in this amount will be sent to
The American Red Cross Disaster Relief
Fund as soon as all pledges have been
honored. We expect this to have happened
by the time you get this newsletter.

(Contributors listed on page 3)
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Floor Installation Association
of North America

Floor Installation Association of North America (FIANA)
is a non-profit organization whose members are currently
from throughout Canada and the United States.

Members must be manufacturers or distributors of floor
installation products and/or flooring accessories.

2001
Officers & Direcfors

Jim Lee, President

P.O. Box 5505 *
1-888-883-4262 -

Granbury, TX 76049

FAX 1-817-326-4097

jlee@fiana.org

Dan Blakely

Blakely Products Company
13891 Stephens

Warren, MI 48089
2-810-771-6600

FAX 1-810-771-8780

WATS 1-800-572-1291
dblakely@blakelyproducts.com
USA

Charlie Brown
Victor Kemp Co. Inc.
3218 F Street

San Diego, CA 92102
1-619-235-6767

FAX 1-619-239-7051
chasbro77@aol.com
USA

Mike Drinkard

Crain Cutter Company
1155 Wrigley Way
Milpitas, CA 95035-5426
1-408-946-6100

FAX 1-408-946-4268
WATS 1-800-538-7810
mrdrinkard@aol.com

USA

Bruce Grachek

Hanks Specialties, Inc.
1471 1st Avenue, N.W.
New Brighton, MN 55112
1-651-633-5020

FAX 1-651-663-8723
WATS 1-800-444-2657
hanks219@aol.com

USA

Sue Johnson

Futura Industries, Inc.
Bldg. H-11 Freeport Center
Clearfield, UT 84016-0350
1-801-773-6282

FAX 1-800-772-3226
WATS 1-800-824-2049
sjohnson@futuraind.com

USA
Doug Tjaden

Jim Keenan

Desoto Sales

20940 Lassen Street
Chatsworth, CA 91311
1-818-998-0853

FAX 1-818-998-7542
JimPKeenan@aol.com

USA

Steve Kleinhans

Big D Carpet Supply
7412 Anaconda Ave.
Garden Grove, CA 92841
1-714-894-3934

FAX 1-714-898-1810
WATS 1-800-231-1239
busiball@aol.com

USA

Dan Lee

Professional Flooring Supply
5350 Airport Freeway
Haltom City, TX 76117
1-817-834-4737

FAX 1-817-568-0817

WATS 1-800-772-2706
dan@professionalflooring.com

USA

Doug Ray

Cronin Company

2306 NW Marshall
Portland, OR 97208
1-503-226-3508

FAX 1-503-226-3101
WATS 1-800-683-5667
dray@cronincompany.com

USA

Frank Sinclair

Sinclair Equipment Co.
6686-A Merchandise Way
Diamond Springs, CA 95619
1-530-626-9686

FAX 1-530-626-5144

WATS 1-800-624-2408
frank@sineqco.com

USA

Keystone Installation Supplies
Bonair Industrial Center

66 Ash Circle

Warminster, PA 18974

1-215-443-8838

FAX 1-215-443-0507

kis@pil.net
USA

Fran Penniston, Administrative Assistant

Red Skelton’s conversation
with children about the

Pledge of Allegiance

The Pledge of Allegiance is a treasure chest of information if
we take the time to examine the words that capture an ideal of who
we are. Some years ago, a man by the name of Red Skelton, famous
as a comedian and Shrine clown, who made millions laugh on
national TV, presented a short yet serious dissertation on the
Pledge of Allegiance when asked by young school children what
it really meant. His explanation was so profound that it was later
read into the United States Congressional Record. As it is the best
explanation ever recorded, we present it here for your contemplation
as it was spoken in that schoolhouse so many years ago.

I wonder if Red Skelton would have explained the pledge any
differently had September 11 happened when he was writing this.
I personally believe that he would not have. What he wrote here is
more true today than when he wrote it. That is the interesting thing
about truths and God-centered principles. They have always been,
still are, and always will be the guidelines by which we should live!

I: me; an individual; a committee of one.
Pledge: dedicate all of my worldly goods to give without self-pity.
Allegiance: my love and my devotion.

To the Flag: our standard; Old Glory; a symbol of courage; and
wherever she waves there is respect, because your loyalty has
given her a dignity that shouts, “Freedom is everybody’s job”

Of the United: that means that we have all come together

States: individual communities that have united into fifty great
states. Fifty individual communities with pride and dignity and
purpose. All divided by imaginary boundaries, yet united to a
common cause, and that is love of country . . . of America.

And to the Republic: a sovereign state in which power is
invested in representatives chosen by the people to govern.
And government is the people; and it’s from the people to the
leaders, not from the leaders to the people.

One Nation: meaning so blessed by God.

Indivisible: incapable of being divided.

With liberty: which is freedom, the right of power for one to live
his own life, without fears, threats or any sort of retaliation.

And justice: the principle, and qualities, of dealing fairly with
others.

For all: that means, boys and girls, it’s as much your country as
it is mine.

Since I was a small boy, two states (Alaska and Hawaii) have
been added to our country, and two words have been added to
the Pledge of Allegiance: Under God. Wouldn’t it be a pity if
someone said that makes it a prayer, and should be eliminated
from schools, too?
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our convention went by, the mood became much
more upbeat. Our members actively participated in
our seminars and enjoyed our exceptional speakers,
which many said were, by far, the best group of
speakers we've ever had. They used humor to
motivate and educate, and the end result was a
feeling of togetherness.

Your association decided to raise some money
for the September 11 Survivors Relief Fund with
a dollar for dollar match of any pledge made by a
FIANA member, up to a total commitment by FIANA
of $10,000. We are happy to report we received pledges
of $10,200. That makes the total FIANA contribution
$20,200. Thanks so much to those individuals and
companies listed below for their generosity and
compassion.

To say I am proud of the members of this
association is not enough — but I don’t know how

to say it any other way. FIANA has and will continue
to grow and evolve into the kind of organization the
founders envisioned when it was established because
of the dedication and cohesiveness of its members.

At the closing dinner session we heard a speech
by one of the best speakers I believe I have ever heard,
Keith Campbell, Chairman of the Board of Mannington
Mills, Inc. Keith spoke from the heart and with great
passion about this country and the events of
September 11. He spoke about his company with
equal passion. He closed our convention with class.

It was the perfect finish to a great convention.

If you were unable to be there this year, please
plan now to join us for our Eighth Annual Convention
and Trade Show in San Antonio, Texas on September
18-23, 2002.

—dJim Lee

September 11 Fund Conftribufors - We made a difference!

Mike Drinkard

Dura Undercushions Ltd.

Exclusive Floor Supply, Inc.

Tom Fear (In Memory of Betty Fear)
F.I.S.C.

Floor Covering Installer Magazine
Futura Industries, Inc.

David C. Greenbaum Co.

Hank's Specialties, Inc.

Hudson Flooring Sales, Inc.

Victor Kemp Company, Inc.
Keystone Supplies, Inc.

Michiana Carpet Supplies

Mission Carpet Distributors
National Floor Trends Magazine
Orcon Corporation

Pacific Rim Floorings Ltd.
Parachem Southern Inc.
Professional Flooring Supply of Texas

All Purpose Adhesive Co. (APAC)
B & W Flooring Supply, Inc.
Bengard / Loxcreen Company
Big D Carpet Supply - Phoenix
Big D Carpet Supply - Tucson
Bestflor Distributors, Inc.
Brolain Distributors, Ltd.

C & C Wholesale Distributors, Inc.
Keith Campbell

Cargo Gods, Inc.

Carpet Cushion Council

Cook's Inc.

Crain Cutter Company

Desoto Sales, Inc.

Sheila Rawe

Steve Safren

Shamrock Flooring Accessories, Ltd.
Bill & Sue Simek

Sinclair Equipment Company

Jack Stanton

Tordoff Enterprises, Inc.

Kathy Vercellino

The amount of these donations exceeded our goal of
raising $10,000.00 from members attending our 7th
Annual Convention & Trade Show. Thanks again
for your contributions. A special thanks to Tordoff
Enterprises, Inc. for their generous contribution.
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Who benefits when prices are dropped?

By Jim Reynolds
President of
Exclusive Flooring
Supply, Doraville,
Georgia

So, business is less than wonderful and
you think that maybe a little promotion on
an adhesive product could spark an interest
in your customer base?

Let’s keep it simple: Adhesive A is a
product that costs you $12 per pail and you
sell it for $16. That’s a smooth 25% gross
profit margin and $4 per pail in profit dollars.
Let’s also say that, in the chosen time frame
for your promotion, you would ordinarily sell
600 pails of Adhesive A.

Now comes the promotion. You decide to
drop the selling price to $15 per pail. Sure,
you're dropping the price by only $1 per pail,
but you'll make it up with the additional
volume. (Or will you?)

Although the price was dropped by only
$1, the margin decreased from 25% to 20%
and the profit dollars decreased from $4 per
pail to $3 per pail. What is that you’re say-
ing? “It’s only a dollar, and that’s no big deal.”

At the sales volume of 500 pails, with a
$4 per pail profit, you generate $2,400 gross
profit. When the $4 in profit becomes $3,
you generate $1,800 in gross profit. The
economists call that $600 of lower profit
“opportunity cost.” You had the opportunity
to make the profit, but didn’t.

To make up the profit dollars lost, the
volume of Adhesive A would have to increase
to 800 pails from 600 during that promotional
period. That’s a 1/3 increase in sales volume

just to stay even in terms of your gross profit
dollars. Will the $1 drop in price result in a
volume boost of 1/3? Only you can answer.

This is where the “Volume Trap” rears its
ugly head. Our overhead is constant. As we
strive for more volume by reducing prices,
we require more and more volume to feed
“Mr. Overhead.” Also, you run a risk that
some customers may only buy from you when
you run “specials.” Furthermore, in many
customers’ minds, Adhesive A is now a $15
product and they expect to be able to buy it
at that price on a continuing basis. It could
even be difficult to re-establish Adhesive A
as the quality product it actually is after it
has been sold at the lower price.

When a price-driven promotion is
deemed appropriate, most suppliers will pitch
in for a given time period. If, for instance, the
manufacturer of Adhesive A would agree to
make a $1 per pail concession, your margin
at the $15 price would actually increase from
25% to almost 27% while the $4 per pail
would remain constant. This is certainly a
more pleasant scenario. Maybe your manufac-
turer would even split the difference with
you. That’s certainly better than taking the
entire hit yourself.

Just watch out for that “Volume Trap.”
There are a lot of ways to create value other
than dropping prices.

You decide what’s best for you.

New Manufacturer Members

Allway Tools, Inc.

Howard Soled, President

1256 Seabury Avenue

Bronx, NY 10462

800-422-5592 + Fax 718-823-9640
allwaytools@aol.com

CST/Berger

Mark Gordon, Contact

450 CIPS St.

Watseka, IL 60970

815-432-5237 * Fax 815-432-5390
mgordon@cstsurvey.com

Dura Undercushions, Ltd.
Michael Wilson, President
8525 Delmeade Road
Montreal, PQ H4T1M1
800-295-4126

514-737-6561 * Fax 514-342-7940
mnwilson@attcanada.ca

Flexco

Peter Bednar, CEO

1401 East 6th Street

Tuscumbia, AL 35674
800-633-3151

256-383-7474 * Fax 256-381-0322
info@flexcofloors.com

Madewell Products Corp.

Jon Steele, President

7561 A Industrial Court
Alpharetta, GA 30004
800-741-8199

770-425-8199 * Fax 770-475-8167
jon@madewell.com

New Binders Group

Gregory Stuart, President

2021 Michelle Court

Miamisburg, OH 45342
888-363-3310 * Fax 937-859-7953
www.bindersgroup.com

Power Cart, Inc.

Keith Allen, President

2715 12th Avenue North

Fargo, ND 58102-3109
701-461-7282 + Fax 701-461-7283

R & J Leathercraft

Ray Hazelwood, President

1560 N. Maple

Corona, CA 92880

909-734-4422 + Fax 909-734-0761

Shur-Fast Fasteners, Inc.
John Fisher, President

6785 St. Jacques Quest
Montreal, PQ H4B1V3
800-361-4447

514-481-4488 + Fax 514-481-5006
j.w.f@sympatica.ca
www.shur-fast.com

United States Gypsum Co.
Philip Ciesiulka, President

125 S. Franklin St.

Chicago, IL 60606

312-606-4309 * Fax 312-606-4519
pciesiulka@usg.com
WWW.usg.com



FIANA NEWS 5

MVWZ?A MOM

WHO
Zommw( A Aowg WMM

CHAPCO’s new 18-page Adhesives &
Installation Supply Products catalog
provides complete information about a
wide range of floor covering adhesives,
seaming tapes and floor preparation
products. The latest in spray adhesive
technology is included. It also includes
an Adhesive Specification Chart for
choosing the right adhesive for the job
as well as a recommended Trowel
Selection Chart. To order a free copy,
visit www.chapco-adhesive.com or call
800-621-0220.

A small but powerful electric-
powered professional stripper called
the Bronco has been introduced by
Taylor Tools.

The Bronco features a unique articulat-
ing Power Wedge™ design, which provides
as much stripping power as much heavier,
more expensive strippers.

Powered by a quiet 7-1/2 HP, 220-volt,
single phase electric motor, the Bronco has
no emissions, thereby eliminating the need
for ventilation and air monitoring. The
low-pressure hydraulic system eliminates
leak problems and the absence of hydraulic
valves reduces heat build-up.

The Bronco’s small size makes it easy
to transport in a standard garden trailer
and its wedge-shaped frame allows it to
easily reach into tight corners. Highly
maneuverable, the Bronco provides a zero
turn radius and easy-to-operate controls
ensure fast, precise stripping. Its exclusive,
adjustable Power Glide™ suspension
system (patent pending), keeps the blade
engaged to the floor at all times.

A video of the Bronco in action can
be viewed on Taylor’s website at
www.taylortools.com.

Edward F. O’Connor has been appointed
President of Compass Flooring Solutions,
Inc., a subsidiary of the Altro Group plc
and a distributor of Altro safety flooring.
Other flooring products distributed by
Compass include Forbo, Toli, Endura and
LG Chem.

O’Connor will guide Compass in its
continuing growth as a leading distributor
of specialty commercial floor covering in
New England and upstate New York.

He will be responsible for strategy
formulation, strengthening partnerships
and alliances, and managing Compass’
veteran sales force.

A proven leader, O’Connor is respected
and admired throughout the flooring
industry. He joins Compass with a strong
background in both the commercial and
residential markets.

With almost thirty years in the
industry, O’Connor’s experience includes
top management positions at Eastco
Distributors, Wellco and Western Carpet.
He is a graduate of the University of
Southern New Hampshire and currently
resides in Beverly, MA with this wife and
two daughters.

The Bronco professional
stripper by Taylor Tools

New CHAPCO catalog

Andrew Smith, formerly an Installation
Specialist in the Technical Services
Department at Shaw Industries, has joined
Taylor Tools as its Technical Services
Manager Southeast.

In his new position, Mr. Smith will be
responsible for providing sales and market-
ing services to distributors of Taylor Tools
in the South and Southeastern regions of
the U.S. He will also assist in product
development activities.

“We are indeed fortunate to have an
individual of Andrew’s considerable floor
covering installation skills join our
organization,” said Keith Papulski,
General Manager of Taylor Tools.

“We know that he will be a major
contributor to our sales and marketing
efforts.”

/

/

Andrew Smith,
Technical Services
Manager Southeast,
Taylor Tools
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This year, unlike
trade shows of the past 6
years, we had the terrible
events of September 11th
to contend with. That
alone was enough to raise
fears among our atten-
dees of poor exhibitor and
distributor turnout.

Despite the adverse

circumstances, our
exhibitors showed up in force and we had
106 booths, occupied by 74 exhibitors. This
response made this year’s show the second
best-attended in our 7 year trade show
history. I have no doubt it would have set
new records in exhibitor and distributor
attendance if things had been normal.

Trade Show nearly set record, despite events

forced us to use two ballrooms for the trade
show and this caused some traffic flow
problems. Still, we did the best we could to
channel traffic to both ballrooms. Next year
we may have a similar situation in San
Antonio, but, we will make every effort to
be sure every exhibitor gets an opportunity
to be seen by every distributor. It has
always been our intention to provide a real
buying opportunity for those distributors
who attend, with specials offered only at
the FIANA Trade Show and not available
to those who do not attend. This would help
build attendance and interest in attending.
All FTANA Distributor Members
should make every effort to do business
with FIANA Manufacturing Members.
Following is a list of the 2001 FIANA

Unfortunately, the hotel’s facilities

exhibitors:

7th Annval Trade Show Exhibitors

Advanced Adhesives
Technology
L All American Wood
3 Registers
All Purpose
Adhesives
Allway Tools
Alta Industries
Amco Tool
| American Builtrite
American Safety Razor
Ardex
Bengard Mfg.
Bostik-Findley
Burke Mercer
Capitol USA
Cargo Gods Inc.
Carpet Cushion Council
C-Cure
Certified Floor Installers (CFI)
Chapco
ChemBond
Chem Rex
Crain Cutter Co.
CST Berger
Dependable Chemical
Dri-Tac Adhesives
Dura Undercushions
Eclipse
Filmtech
Flexco
Flextherm
Fluid Forms

Fortifiber Bldg. Products
Franmar Chemical
Futura Industries

dJ. Gallager Co.

Genotek

G E Sealants

Beno J. Gundlach Co.

Silpro

Sinclair Equipment

Sponge Cushion

Surface Shields

Taylor Tools/Roofing Equip.
W. F. Taylor Co.

Texas Cement

Halex Titan Labs
Heritage Cutlery Tramex
I.B.F. Tools USG
Installers Best Adhesives X-L Corp.
Johnsonite

Laser Products
Madewell Products
Mapei

M-D Building Products
Mercer Abrasives
National Carpet Equip.
N. C. Carpet Binding
New Binders Group
No-Muv Corp.

Orcon Corp.
Para-Chem

Pathways International
Polysat, Inc.

Poly-Tak

Power Cart, Inc.

R.J. Leathercraft
Roberts

Roppe Corp.

Seam Masters

Sentinel Products
Shur-Fast

" |._
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“I am honored to be a new board member

of FIANA. I am equally happy to be submit-

ting my first article to the FIANA NEWS.”
Terry Chamberlain

My partner, Bruce Radke, and I are
currently celebrating the 20th anniversary
of our company. We are fortunate to have
a very professional staff working for our
organization. And that brings me to the
subject of this article: Quality.

We all face the issue of meeting the
competitive needs of customers through
matching prices where we can. While price-
sensitivity is often an issue, sometimes the
competitive edge is best met by educating
our customers on better product lines to
ensure a quality job for their customers.
However, our customers are usually not as
familiar with the products as we are. If you
will inquire into the product to be used and
the specs involved, sometimes suggesting a
product upgrade (even though it may be a
higher price than the original product
requested) can help ensure the complete
success of the project.

One of the best ways of ensuring this
quality sale is to take your time with each

customer and explain the differences
between products. Don’t be in a hurry to
get to the next customer, as the person
waiting also benefits from your sales pitch.
Customers will always appreciate you
taking the time and being interested
enough to share your knowledge to help
them ensure success with their business

When sales people take the time to
inform customers about higher quality
products on the market, it results in a
better-informed clientele. Your customers
can then make a better-informed decision
on product purchases, which could result in
less job failure and more profit for everyone
in the industry. You never lose when you
buy or sell quality products!

I have been involved in most aspects of
the flooring business, as a factory represen-
tative, contract sales and installations, and
now I am co-owner of a distribution compa-
ny. The one thing that stands out most is
that both you and your customer experience
the fewest problems when you sell better
quality materials. There is no greater
satisfaction than to have a customer come to
you and say, “Thanks for your help, the job
went perfectly and my customer is happy.”

Terry Chamberlain is
Secretary-Treasurer of
Brolain Distributors
Ltd, Canada and Floor
Accessory Supply Co.
Ltd, Canada. He is also
a new FIANA board
member.

neered Cements, Inc.
and

The WW. Henty Com
ased to jinvite the sa

Ardex Engi
pany

November 17, 2001 - Chicago,

les staff of

Although they play a vital role, inside sales and
counter personnel most often are not selected to
attend training seminars, Sending these staff members
to attend oufside fraining can cause
staffing complications, and no business can afford
to Just close ifs doors while employees dre being trained,

o p::'eIANA Distributor Members ' To avold staffing colvw‘plilcaﬂgms,l our seminars will be ﬁelld
training seminar on Saturdays, To minimize distributor expense, Ardex will
to attend a one-daUv provide lodging for out-of-fown attendees on Friday, as
to review duct lines well as breakfast and lunch on Saturday for dll attendees,
RY produc .
the ARDEX and HENRY P Created exclusively for the inside sales staff of FIANA
20, 2001 - Los Angeles, CA members, The seminar fopics and material covered have
October 20, Dallas, TX been tailored to meet the needs of your staff and
October 27, 2001 - Atlan;av GAPA offer the maximum benefit to your company,
. h,
Pittsburg This seminar will involve Aands-on product training,
IL

new product introductions, classroom instruction on
product features and benefits and selling techniques.,

Call 724-203-5000 for more information and reservations,
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Jim Lee receives award
from FIAN

By Susan Adkins

In a surprise presentation, FIANA’s board of directors gathered
on stage during the convention in Minneapolis/St. Paul to honor
Jim Lee with the Lifetime Achievement award.

Under Lee’s leadership, FIANA has grown from a fledgling
association to a strong organization, respected in the flooring
industry.

“FIANA 1is fortunate to have a leader of stature and quality to
carry the torch,” said Jim Reynolds, president of Exclusive Floor
Supply in Doraville, GA.

Lee, who was overwhelmed by the honor, said, “T'wenty years
from now, when I look back, may we be stronger and better than
ever.”

New FIANA board
members elected

Four FTANA members were elected to
three-year terms on the Board of Directors at
the convention in September.

+ Dan Blakely — Blakely Products, Inc. —
Warren, MI

+ Charlie Brown — Victor Kemp Co. —
San Diego, CA

+ Sue Johnson — Futura Industries, Inc. —
Clearfield, UT

* Doug Ray — The Cronin Company —
Portland, OR

The following members of the board
completed their terms after devoting their
time and talents to help develop the pro-
grams and plans for FTANA’s future. We owe
them many thanks for their contributions to
the continuing growth of this association.

* Dave Bolton — Tom Duffy Company —
Suisun, CA

+ Steve Chase — APAC Adhesives —
Dalton, GA

* Kevin Haughey — Carpet Products —
Mansfield, MA

+ Jim Reynolds — Exclusive Floor Supply
— Doraville, GA



