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Lead by Design

Design by definition is to plan, and carry

out that plan in an artistic and skillful

way. And great design is ultimately in the

details. The difference between well-exe-

cuted design and “all the rest” may very well be the subtlety in the

details that move a consumer from one product to the next. Here at

Wilsonart Flooring, we recognize that the difference between closing a

customer and watching them walk is razor thin. Quite often, the con-

sumer can’t articulate the reasons for buying or not buying. It’s a feel-

ing. And when it feels right, the cash register sings.

Wilsonart Flooring leads the industry in product quality and serv-

ice, offering the widest range of laminate flooring, all seamlessly chan-

neled through a world-class distribution system. Our reputation is

solid. Recognition of the brand is at an all-time high. No one can

match our reliability and attention to detail. But it is not enough. We

can do everything right, but if we do not provide the right product

for our retailers and the consumer, then we all miss out on a sale.

This is why our design team has their finger on the pulse of the

market, striving constantly to create new flooring designs that match

the needs, wants, and tastes of today’s consumer. They study what’s

selling in the wood and tile flooring markets, talk to interior designers

and architects about their needs, and conduct careful research on spe-

cific design candidates with customer groups. Only designs that pass

through this process with flying colors are brought to market.

You’ve heard it time and again from customers, and have read it in

the pages of Laminate Flooring Journal: they say Wilsonart Flooring’s

designs are the most realistic, the easiest to coordinate with the rest of

their décor, and more likely to stand the test of time without looking

out of date.

This is true no matter which product line we’re talking about –

Estate Plus, Classic, Velocity, Red Label or DuoLink. So when you talk

to customers, lead with the best designs on the market...lead with

Wilsonart.

I hope you enjoy this issue of LFJ! 

Curt Thompson

Director of Sales & Marketing

Wilsonart Flooring 

QDoes the new website,
www.wilsonartflooring.com,
replace the Redline Express
website?

AYes. The Wilsonart
Flooring website is

decidedly more user-friendly
and universally accessible, with
three major links to take visitors
to exactly where they want to
go: Commercial, Retail and
Homeowner. Each section has
complete information relevant
to that particular kind of visitor,
so they can quickly find out
what they need to know.

All areas of the site are
“content management driven,”
which means new information
can easily be uploaded to
different areas of the site in
minutes. This ensures visitors
will always see the latest
important information.

QDo you need a password to
log into the site?

AOnly if you are looking
for very specialized areas.

We’ve removed barriers for
most areas of the site to make
things as convenient as possible.
The only reason you would have
to sign in is to get into secured
areas, or to order product. One
great benefit is that once you do
register to order product or go
into a secure area, we know who
you are, and we have a message
specifically for you.

QHow will the different kinds
of commercial visitors get
information specific to their jobs?

AThe Commercial page
will ask visitors to identify

what kind of contact they are, so
architects, designers and distrib-
utors will each see messages
most suited to them. They’ll get
access to details on commercial
products like Contact and
Velocity, technical data and
specs, and MSDS info. They can
also download any of this infor-
mation, plus brochures.

QWhat will retailers find there?

AWhen someone clicks on
the Retail link, they will

also choose what type of
customer they are and view a
message tailored for them.
They’ll see everything Wilsonart
Flooring has on the residential
side – Estate Plus, Classic,
DuoLink and Red Label. You
can view the product lines, see
an image of a swatch, and even
room scenes. Laminate Flooring
Journal will also be available
online – articles can be
downloaded, as can press
releases and case studies. They’ll
also be able to log in to order
merchandising pieces, samples
and support materials.

In addition there’s an instal-
lation and maintenance section,
a distributor locator map, and a
media kit for dealers to use
when creating their own local
ads. They can also collect images
from this area for use on their
own websites.

QWhat will homeowners get
out of the site?

APeople are educating
themselves about a

product before purchase much
more than ever before, so we’re
encouraging them to go in and
learn why Wilsonart Flooring is
the best choice for laminate
flooring. Anybody can get into
this part of the site, there are no
secure areas. There are a lot of
room scenes to inspire ideas for
their own homes, an
explanation of the differences
between HPL and direct-
pressure flooring, info on
maintenance, installation and
warranty, and a tab to order a
brochure. There is even a
convenient dealer locator, where
visitors type in their zip code
and can print out a map to the
closest Wilsonart Flooring
retailer.

Wilsonart Flooring’s
New Website:

www.wilsonartflooring.com
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New Classic and
Estate Plus
Patterns
Not to be eclipsed by the exciting launch of

Wilsonart Flooring’s Red Label line, both

the Estate Plus and Classic collections are

sporting new designs for 2004.

New for Estate Plus are four plank

designs – Arrow Cherry, Burled Cherry,

Hickory Wood, and Vintage Plank; and

four new tiles: Kota Slate, Ocean Slate,

Florentine, and San Marino.

New Classic designs include White

Walnut and Tawny Walnut planks, and

Crema Milan and Café Milan tiles.

See them all in Wilsonart Flooring’s

booth at Surfaces!  ■

Raising the bar ever higher, Wilsonart

Flooring introduces a true breakthrough

in laminate flooring realism with Red

Label.

The first thing you’ll notice about

Red Label laminate flooring is that all

four edges are beveled in the style of natural

wood flooring, providing a higher level of

realistic depth and dimension than has ever

been available before. It’s truly where high

fashion meets the floor.

Three different product lines can be found

under the Red Label umbrella. Red Label

Planks are narrower than standard laminate

flooring planks – only 31/2 inches wide,

mirroring strips of natural hardwood – and

are available in six cool contemporary colors

and designs that adapt to any style with ease.

The product has a 20-year wear, fade and stain

warranty.

Red Label Woods are standard laminate

flooring plank dimensions in four all-new

patterns. At their core, the Woods are

essentially Estate Plus product with beveled

edges, so they carry the same fantastic

warranty: lifetime wear, fade, stain, and

topical moisture.

Red Label Stones are also based on Estate

Plus and carry the same warranty. Two new

granite and three new stone designs are

available. The stones feature an additional

touch of realism: shade and pattern varies

from tile to tile, just like natural stone tiles.

The Red Label brochure, now available,

shows the products in gorgeous room settings,

close-ups of the different designs, and

swatches of floor installation shots. ■

Red Label
A New Standard
in Realism

2004 Surfaces
Award Winners
“Wilsonart Flooring is a success in this market

for two reasons,” says Curt Thompson,

Director of Sales and Marketing. “Not only do

we have the best product out there; we also

have the best people in the industry distribut-

ing, selling and installing it.”

Wilsonart Flooring’s 2004 Surfaces Award

Winners are to be honored in grand style at

an annual reception before the opening of the

annual show in Las Vegas.

“These are people who meet or exceed

their sales and growth goals, keep their dealers

up to speed with the proper merchandise and

sales tools, and work with retail salespeople to

continually hone their skills and understand-

ing of the product line,” says Thompson.

“They’re willing to build upon Wilsonart allo-

cations and carry the full line of Wilsonart

Flooring products. They also participate in the

Authorized Installer program to ensure that

end customers are not just pleased, but thrilled

with their Wilsonart Flooring decision.

“Without people of this caliber, Wilsonart

Flooring could not be the market leader it is

today.”

D I S T R I B U T O R  O F  T H E  Y E A R
The Tom Duffy Company

P R E S I D E N T ’ S  AWA R D  W I N N E R S
Southern Tile
Interstate Supply Company
Pacific Home Furnishings
Florstar Sales

S A L E S  P E R S O N  O F  T H E  Y E A R
Mike Cunningham
Malcolm Sykes

W I L S O N A R T  L E A D E R S H I P  AWA R D S
Tom Kettering
Doug Phillips
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Retailers Win
with Learn and Earn 

In Wilsonart Flooring’s first initiative reaching out to a mass retailer audience,

the “Learn and Earn” program is now live in the Retail section of

www.wilsonartflooring.com.

Learn and Earn is a fun, interactive

learning tool based on the premise that

the more you know, the more you’ll sell.

Log on, complete two topics and their

quizzes, and bingo! You’ve earned your-

self a prize. Two more, and you’ve won a

second prize. You can take up to 10

quizzes for a total of five rewards. Topics

will change quarterly.

Designed to be more fun than chal-

lenging, Learn and Earn will help sales-

people keep their skills sharp and their

knowledge up-to-date. Log on today and

start earning! ■

www.wilsonartflooring.com
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Presentation is
Everything

P R O J E C T  P R O F I L E
P R O J E C T :
Julia Gray Ltd Showroom
New York  

D E A L E R  
Sybelle Carpet of South
Hampton Inc.

F L O O R I N G  P A T T E R N  
Estate Plus Pecan Oak

Architects and designers are picky shoppers. Their

upscale residential clients have high expectations –

they want to be “wowed,” no matter the theme,

style, or size of their space. As people have access to more and

more design-oriented magazines, websites and TV programs,

the A&D community must look further and wider to locate

pieces and accessories that carry that extra punch. This is why

they turn more and more to exclusive design centers, like the

D&D building in New York.

The D&D building is widely considered the center of the

design universe in New York. It’s open only to the design trade,

and houses dozens of showrooms that feature furniture, acces-

sories, fabrics and flooring for discerning designers and their

clients. This is where you’ll find the 7,000 square foot show-

room of Julia Gray Ltd.

Julia Gray designs and manufacturers furniture in the tra-

ditional European style, with a focus on hand-painted details.

She has seven showrooms across the country, but her D&D

showroom is her flagship presentation space.

“We have four-poster beds, armoires, sofas, dining room

tables – a wide enough range of pieces to fill a whole house-

hold,” says Gray. “We also sell accessories and lighting, but our

focus is on furniture with hand-painted details. It’s a very

craftsman-like approach.”

Gray does some advertising in publications like

Architectural Digest and Veranda, but mostly her work is famil-

iar to the A&D community because they frequent the D&D

building and other design centers. When one of Gray’s pieces

seems like a fit for a client, the designer will bring them into

the showroom to get their input and approval. This is where

the style of presentation makes all the difference.

“Most of what I show is in room vignettes, although some

occasional pieces are scattered throughout the space. We’re

very careful to make the best possible use of lighting and space,

creating vignettes that appeal to taste and sophistication of the

homeowners that are our ultimate customers.”
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When Gray doubled the size of her showroom in mid

2003, she decided an interior overhaul would benefit the entire

space. The first thing to go was the carpeting.

“I was pretty tired of it being dirty all the time, and buck-

ling and wearing when we’d move furniture. We get a fair

amount of traffic, and when the carpeting gets dirty and worn

it leaves a poor impression on clients. So I started exploring

alternatives, and laminate flooring seemed like a good way to

go. I wanted something that was easy to keep looking clean,

and was durable enough to handle the frequent changes that

we make with the furniture.”

Gray says that although she had never specified laminate

flooring before, she was familiar with it because as a designer

herself, she keeps track of what’s available and what people are

buying. Wilsonart was the top choice for several reasons – the

Wilsonart brand is familiar to the A&D community, of course,

but more importantly was its reputation for quality and per-

formance in commercial installations. But none of these fac-

tors mean a thing unless the color is right. In this case, the

right choice was Estate Plus Pecan Oak.

“It’s a traditional-looking medium color that just seemed to

let my furniture be what it is – it’s not distracting, and doesn’t

detract from it one bit. It fit my décor expectations perfectly.”

Gray’s showroom didn’t require any tricky installation pro-

cedures, so installation was a snap.

“It was a pleasure right from the beginning, because we were

doing a lot of heavy moving right then. It’s also a much cleaner

and upscale look than the carpeting was, and much easier to

keep looking good. It was definitely the best choice.”

Duraline® Overlays from MeadWestvaco actually help laminate floors resist wear.
Makes us wonder why people would walk on anything else.

www.meadspecialty.com

Who makes your
beautiful laminate
floor last longer?
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“Wilsonart was the top choice for several
reasons – the Wilsonart brand is familiar

to the A&D community, of course,
but more importantly was its reputation

for quality and performance in
commercial installations.”

JULIA GRAY
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P R O J E C T  P R O F I L E
P R O J E C T :
Bergen Passaic Ambulatory
Surgery Center
Clifton, New Jersey

D E S I G N E R :
Teri Vargas

D E A L E R / I N S T A L L E R
Best Carpet of America

F L O O R I N G  P A T T E R N
Estate Plus Pacific Birch

Clinic DesignClinic Design FROMSOUPTONUTS

When you talk to Teri Vargas, you’d better be
prepared. The energy that drives her passion

for her work just might knock you off of your feet.
Vargas is single-handedly responsible for the

design of the brand new Bergen Passaic Ambulatory
Surgery Center in Clifton, New Jersey run by pain-
management specialist Dr. Shams Qureshi. It’s a radi-
cal departure from your usual pain management clin-
ics, abandoning the oppressively sterile and all-too-
common white-and-chrome environment for a more
pleasing, soothing décor of warm, rich tones and
materials.

“I’ve been a residential interior designer for years,”
Vargas explains, “but in the last two years I’ve gotten
more into commercial work. This was the first com-
plete ambulatory surgery center I’ve ever done. For the
last eight years I’ve been in the medical field as a busi-
ness administrator for a few physical rehab offices. I
was chosen to oversee this project because of that
experience, and my background in interior design. I
was involved in the banking and financial aspects, zon-
ing variances with the town, state licensure, and furni-
ture and interior design. I guess you could say I did
the whole thing from soup to nuts!”

In the process, Vargas found herself acting as a
virtual general contractor, right down to designing
furniture and fixtures and having them fabricated.
The 18,000-square-foot two-story center has two
operating rooms, several doctor’s offices and exam
rooms, and facilities for all of the necessary adminis-
trative functions.

Her inspiration for the less clinical color schemes
was based on similar medical facilities in Europe.

“I wanted to make this ‘the surgery center of sur-
gery centers,’ to make it feel more homey, like the
birthing centers you find popping up around the coun-
try. I used a lot of peachy colors, soft sea foam greens,
and sand-colored wallpaper. For the woods and wood-
looking materials, I used a lot of red oak patterns with
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Designer Teri Vargas and Dr. Shams Qureshi
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a coloring more toward cherry – more red-
dish and rustic looking. The technology
cabinetry is all wood and wood laminates;
there’s no chrome whatsoever.

“Patients are saying that they really
appreciate this relaxed, soothing atmos-
phere. This is truly a new generation
surgery center.”

In creating this environment, Vargas
relied heavily on laminates and flooring
from Wilsonart.

“I specialized in interior design for
residential kitchens and baths for seven
years, and it so happened that I worked on
many doctors’ homes and condos. I always
went with Wilsonart Laminates for this
work because I liked the colors, and they
have such an extensive range that it was
always easy to match to wall coverings and
flooring.”

Vargas chose Wilsonart Flooring –
Estate Plus in Pacific Birch – because she
wanted a rich wood look throughout the
building. Real wood was out of the ques-
tion because of the cost, and because it
wouldn’t hold up well to the commercial
traffic and cleaning required. The only
areas in the center that aren’t Wilsonart
Flooring are the operating rooms, which
are required by the state of New Jersey to
have seamless vinyl sheeting, and the rest-
rooms, which are ceramic tile. Even the
elevators are floored with Wilsonart.

“When Wilsonart first came out with
laminate flooring I thought, ‘Great!’ I like

its texture and finishes better than other
products out there, and I knew they would
get the design and color right, like they
always do with their laminates.”

Vargas used glossy Wilsonart Lami-
nates throughout the facility for counters,
dining and conference tables, and the cab-
inetry that houses medical technology. In
some places solid wood edges were used,
treated with stains designed to match cer-
tain Wilsonart colors. Even the exposed
wood on the leather chairs was stained to
a cherry color to match the cabinetry.

“The whole project is really breathtak-
ing,” says Vargas. “There were definitely
some challenges, but the outcome is
delightful, beautiful. The Wilsonart
Flooring is very durable, and the colors
are exceptional. They’re always a delight to
work with, because Wilsonart moves with
the times.

“Dr. Qureshi was initially a little wor-
ried about the cost of the project, but now
the project is complete he’s fallen in love
with it. Cost ceased to be an object.”

The Bergen Passaic Ambulatory
Surgery Center was a hit with other doc-
tors as well.

“I’ve got contracts for six more sur-
gery centers because doctors like how this
one turned out,” says Vargas. “I couldn’t
have done it without Wilsonart.
Everything I wanted and envisioned, the
colors were there for me. Wilsonart helped
me realize my vision!”

Moving at the speed of Teri Vargas
requires a flexible flooring dealer. For
the Bergen Passaic Ambulatory

Surgery Center, Vargas had
the support of Mike Ahmad
owner of Best Carpet of
America.

“Mike is very knowl-
edgeable, very well-
informed, and went out of
his way for whatever I need-
ed,” says Vargas. He always
listened to my thoughts and
pointed me in the right
direction. I know I’m not an
easy person to work with. I
have an idea, an image in
my head – sometimes it’s
well thought through, but
sometimes it’s a little ‘out
there’ – and he’s always
there to help. He puts up
with me, which makes him
an excellent team player.”

Ahmad says he runs
Best Carpets, in business
since the summer of 1996
in Lodi, New Jersey, as a
“hands-on” president.

“We’re very selective
about the commercial work
we do. We’d rather deal

directly with the owners of a building
than the contractors, many of whom
aren’t yet comfortable with laminate
flooring in commercial applications.
We show them other commercial
Wilsonart installations we’ve done to
convince them that it really is the best
flooring.”

Ahmad says Best Carpets carries
all major laminate flooring brands,
but he and his staff prefer to sell and
install Wilsonart Flooring.

“We like the fact that it’s high-
pressure laminate, and that it’s made
in the U.S.A. It’s a sound product,
and we get very few callbacks on it. In
the high season we have three
installation crews doing nothing but
laminate flooring all day long, and
they prefer to work with Wilsonart
because it goes in without a hitch
every time. We take pride in our work
and what we sell; Wilsonart Flooring
makes our jobs easier.” ■

Best Carpets
A ‘TEAM PLAYER’

B rent Stoller (above, top left) is proud of Interstate Supply’s new training facility in St. Louis. It’s one

of the country’s newest “static” Wilsonart Flooring installation training centers, built with Stoller’s

years of flooring installation experience (he was Wilsonart’s Installation Trainer of the Year in 2000),

and from lessons learned in creating a training center for the company’s Kansas City operation.

Stoller started with Case Supply in Kansas City, now owned by Interstate, 12 years ago, training flooring and

countertop installers. When the company took on Wilsonart Flooring in 1996, he expanded his expertise as

training manager to include training laminate flooring installers as well.

Ahmad
says Best
Carpets

carries all
major

laminate
flooring

brands, but
he and his
staff prefer
to sell and

install
Wilsonart
Flooring.

INTERSTATE’S
InstallationTraining

continued on page 14



“That was handled on location, in
dealer warehouses,” explains Stoller. “I
was on the road all the time, training

installers, and providing product
knowledge to salespeople. With the
advent of factory training centers in
1999, we founded one of the very first
static centers there in Kansas City.
When we started bringing everybody
in we quickly found that it was more
cost effective, we never had to
scrounge for the right tools, and
most importantly, the trainees had
better retention of what was taught.

“That facility was a total of
1,200 square feet, including the
bathroom. It was like a one-room

schoolhouse – a little cramped for getting
several installers working on exercises at the
same time – so when we decided to build a
training center in St. Louis we knew we’d
need more space.”

A 2,500-square foot section of unused
warehouse space was walled off, heated and
wired to comfortably house a workshop

area, a pod of permanent
installation areas with short
walls for realistic installation
practice, and even a stairway
mockup for installation
training on One Step stair
treads. The space also allows
for a separate classroom,
and a foyer entry area.

“It was like we’d died
and went to heaven!” says
Stoller. “We created the
layout based on what did
and didn’t work in
Kansas City. For example,

in Kansas City,
we have movable
fold-up installa-
tion pods so they
can be removed to
make room for
other types of
training classes. In
St. Louis, we were
able to build four
permanent work
areas with walls and
entryways. This creates a sense
of functioning within a
restricted space and provides
a more realistic approach to
the classroom scenario.

“The work areas can be
modified to include pipes,
toilet rings and other
obstacles, depending on
the level of students we
have. We can, in theory,

take someone who has
no knowledge at all
about laminate floor-
ing and the tools
involved and train
them to that point;
or we can take an
installer that’s
been in the field
and has some
background
and just get

him through the
basics in the differences in our lami-
nate versus someone else’s.”

Stoller’s classes run two days, with
plenty of hands-on instruction and
practice at dealing with typical instal-
lation situations, two plank replace-
ment repair exercises, and culminat-
ing in an open-book final exam.

“There’s really no intent to
make an installer out of anyone in
just two days,” says Jan O’Leary,
director of marketing for Interstate.
“The real intent here is to make
them aware of the Wilsonart way
of doing things. Some people get
through class in a better fashion

than others, but they
will all have the most

current information,
and access to Brent and

other company resources
in a way that they never

have before.”
“When someone makes

the commitment to invest
time and money in two days

of training, we know they’re
a serious individual who

wants to improve their knowl-
edge and skills and better their

career,” says Stoller. “Installers
that haven’t come don’t know

what they’re missing, don’t know
how much they’ll get out of a class

situation. What it’s really about is
sharing different ways to do things,

helping each other out.
“An installation guide is just that, a

guide. The rest is sharing info. If you go by
the guidelines, you won’t have any issues.
That said, rules were made to be bent, not
broken. All installation situations are
unique, so what we want to convey is how
to think outside of the box to accomplish
what’s needed. That’s why I’m available
day in and day out, to answer those ques-
tions and/or to help troubleshoot a prob-

lem. We have a lot of students that utilize
that benefit. Some others you never hear
from again, and that’s good too.”

Stoller himself started out in a rural
area an hour outside of Kansas City, and
didn’t see much of the representatives of
the companies whose product he was
installing.

“There was no one to get information
from, or to share ‘tricks of the trade’ with.
This is something I always keep in mind,
and why I encourage installers from outly-
ing areas to get training and stay in touch
with me. I’ve become a clearing house for
problem-solving ideas.”

“What we’ve learned is that with train-
ing, we tend to have a better customer-
installer-dealer-distributor relationship,”
says O’Leary. “It’s not by design; it just tends
to work that way. If we’ve spent two days
with somebody, we obviously have a lot
closer relationship with that person. If
they’ve been to class, you know they’ve been
exposed to the right way of doing things.
Students really like Brent because he’s been
there, done that.”

“One of the more satisfying
things about training
installers,” says Stoller, “is
when everyone has
achieved a basic skill level,
and people from different
cities are solving the same
problems on their own.
It’s great to see that syn-
ergy take place.”

“All
installation
situations are
unique, so
what we want
to convey is
how to think
outside of the
box to
accomplish
what’s
needed.”
BRENT STOLLER
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P R O J E C T  P R O F I L E
P R O J E C T :
Dr. Marie Nevin Home,
Morristown, New Jersey

D E A L E R :
Cramer’s Carpet One

F L O O R I N G  P A T T E R N :
Moroccan Slate

Dr. Marie Nevin’s kitchen serves

many purposes: the heart of

the family household, a creative

space for her passion for cooking, a meet-

ing hall for Sunday school sessions, and a

canteen and team meeting room for her

daughters’ field hockey and lacrosse squads.

“Both my 15-year-old and my 12-

year-old girls are involved in both of

those sports, so my kitchen floor sees a

lot of sneakers and cleats,” says Nevin.

“It’s not unusual to have eight or 10 kids

over for lunch or dinner. Last night, in

fact, we had 12 people for dinner. Also,

my husband teaches Sunday school for

our 15-year-old, and eight kids come

over every week for that.

“We live in a big neighborhood with

lots of kids, lots of activity, and people

tend to come in through our garage rather

than the front door, right into the kitchen.

The kitchen itself opens up into the foyer

and family room, so it’s really the center of

traffic flow in our house.”

When a dishwasher leak damaged the

subfloor in the fall of 2002 and discolored

the linoleum, Brad Cramer from Cramers

Carpet One gave Nevin an estimate on

repairing the damage. “The subfloor was

warped, and he showed me that the dis-

coloration in the linoleum was from mold

between the subfloor and the floor. We

had to replace the floor, and started think-

ing about what would withstand the level

of abuse we inflict.

“We were considering either wood or

ceramic flooring as a replacement. I decid-

ed against ceramic because one of my

daughters has asthma, and I didn’t want

the dust from a ceramic tile installation in

the house. And I didn’t think wood would

hold up to the wear and tear of so many

kids coming through on a daily basis.”

While pondering her options, Nevin

says an engineer friend suggested laminate

flooring.

“He said that it has the look of tile

without the difficulties of installation, and

wouldn’t crack like tile does if you

dropped something on it, which had hap-

pened in our bathroom. And laminate

flooring is easier on your feet and back

than tile. I like to cook, but I’m on my feet

all day at the office, so a more comfortable

floor at home sounded attractive.”

Nevin chose Wilsonart Flooring’s

Moroccan Slate because she likes the lighter

look, and it flowed well with the French

Country-influenced décor of her home.

“I looked at a design from Armstrong,

but the Wilsonart was much more realistic

and true to form in terms of looking like a

real slate. I have a blue and white kitchen,

and Moroccan Slate is sort of a blue-gray

with a slight rose tone to it. We put it in

“The floor is gorgeous,”
says Nevin,“and it has
already withstood two
instances that would
have been disastrous if
we had installed tiles.
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Rancho Bernardo, located about 27 miles north of

downtown San Diego, is one of the country’s very

first totally planned communities. Within its

boundaries you’ll find some apartment complexes, a large

“clean manufacturing” industrial park that includes head-

quarters for companies like Sony and NCR, and several thou-

sand homes in small communities, organized roughly accord-

ing to the size of the homes.

The center of life in most of these small communities is the

community club, which offer anything from just a pool and

playground to larger clubs offering many activities to the resi-

dents. The Rancho Bernardo Swim & Tennis Club is the largest

of these, and provides its services to 3,074 households. Every

property owner pays $320 per year for an unlimited family

membership to the club, which has nine tennis courts, two

swimming pools, two Jacuzzis, one children’s wading pool, a fit-

ness center, two racquetball courts, a basketball court, a wood

shop, and a ceramic club complete with firing kilns. It also has

six rooms for meetings and parties for rent to members.

CRAMERS:
The Best Flooring Prescription

Dr. Nevin’s flooring retailer, Cramers Carpet One, has a long family history in the

floor covering business. Before Brad Cramer founded the store in Madison, New

Jersey in 1977, his father was a flooring installer, and his Prussian grandfather was

president of the largest Oriental rug company in the world, based in Turkey.

Cramers has eight employees, including three full-time installers, as well as addi-

tional subcontractor installers, and serves middle to high-end customers.

“We sell all types of flooring: carpet, laminates, ceramic, hardwood, area rugs,

vinyl, and even window treatments,” says Cramer. “Most of our business is residen-

tial, although we do sell some local ‘main street’ commercial projects. We also have

an in-house carpet and upholstery cleaning company.”

When Cramers began carrying laminate flooring in 1993, Cramer says he was

thrilled.

“It was a new product, consumers were excited and talking about it, and it was

a great alternative to vinyl. We were sold on it right away. Then, when Carpet One

took on Wilsonart Flooring, it immediately became my personal favorite.

Wilsonart did a great job of educating our salespeople and conveying the kind of

product knowledge they need

to really help out our cus-

tomers. It doesn’t hurt that

they also have the best product

out there.”

“Dr. Nevin came in with a

previous customer of ours and

was looking for a change,” says

Cramers’ sales manager

Dovlyn Pross. “She was look-

ing for something other than

wood, something that was low-

maintenance, and although she

liked the look of ceramic she

was afraid that it wouldn’t

hold up well with her busy

kids and their friends. So we

told her about tile designs in

laminate flooring.

“She took home several

samples and chose Moroccan

Slate from Wilsonart

Flooring’s Classic line, mostly

because of its design and depth

of color,” says Pross. “The

competitor’s tile patterns don’t

look nearly as nice, and the

Wilsonart Flooring goes down

as tiles, rather than slabs,

which looks much more realis-

tic on the floor.” ■

the kitchen, down the hallway, and in the

laundry room.

“The floor is gorgeous,” says Nevin,

“and it has already withstood two

instances that would have been disastrous

if we had installed tiles. A friend dropped

her keys on the tiles and panicked, think-

ing that she’d damaged a ceramic floor.

“And on Thanksgiving, as my husband

was basting the turkey, the pan slipped out

of the oven – the bird hit first, then the

iron-clad roasting pan. We applied the 20-

second rule like you do in golf [if you can

get a botched drive back onto the tee in 20

seconds, it “never happened”] and got it

all back in the oven. There wasn’t even the

smallest dent or crack in the floor! I

thought the whole thing was funny,

although my husband wasn’t laughing.

“I’m very happy with the floor. People

say it looks just like slate. In fact, a neigh-

bor who was over last night said she’s

planning on putting the same thing in her

kitchen.”
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P R O J E C T  P R O F I L E
P R O J E C T :
Rancho Bernardo
Swim & Tennis Club,
Rancho Bernardo, California 

D E A L E R :
Boomers Abbey Carpet,
Escondido, California

F L O O R I N G  P A T T E R N :
Estate Plus Pacific Birch

Brad Cramer and Dovlyn Pross

The
Life of the Party

The
Life of the Party

R O O M
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“It’s a pretty comprehensive facility, with a million dollar per year

operating budget,” says general manager Pierre Fairon. “It gets a lot of use

on a daily basis, and the meeting rooms are rented out for parties once or

twice a week. They’re also used for some of our regular fitness and hobby

activities.”

Fairon has been a Rancho Bernardo resident for 15 years, and took

over management of the Club in mid 2002. The previous management

style had been more interested in conserving funds than improving the

club, so Fairon had his work cut out for him.

“A lot of maintenance had been deferred, so we’re remodeling the

entire club. We’re doing a lot of painting, replacing ceiling tiles, putting

new carpet in the fitness and teen rooms, and just spent $70,000 rebuild-

ing the playground for the kids.”

One of Fairon’s top priorities was the Castille Room, at 1,800 square

feet the Club’s second largest meeting room.

“The Castille room is used a lot for weddings and parties. Its carpeting

was about four years old, and had been all but destroyed by spilled drinks

and food. Carpet is the worst possible choice for a room like this - it’s per-

manently damaged after just six months of regular use. Even if you clean

it following every event, after four years it looks – and smells – terrible.”

Another knock against  carpet: it’s too hard to dance on, says Fairon.

“We were getting so many requests for a better floor for dancing that I

looked at purchasing a portable dance floor, and added that to the cost of

maintaining a decent carpet,” says Fairon. “We also looked at using solid

wood, but it is soft and easily damaged, and requires expensive mainte-

nance on a regular basis. So I asked a salesperson at Boomers Abbey

Carpet in Escondido what I should do. He told me about Wilsonart’s

Estate Plus Laminate Flooring — its heavy-duty nature and very low

maintenance properties.

“I worked out the costs of installing carpeting and cleaning it after

every party, and it turns out the Wilsonart Flooring would pay for itself in

only a year and a half. And that’s not even counting the cost of a portable

dance floor!”

Boomers promised Fairon that the installation, including removing

the old carpeting and some tile, would take no more than three days. The

job was actually completed in just two days last August.

“It looks absolutely fantastic, and the residents love it. We’ve had sev-

eral parties, plus we hold regular martial arts and senior fitness classes on

it, and it looks just like it was just installed. I don’t personally know if any-

one has dropped or spilled anything; I don’t think I’d be able to tell if they

had!”

Fairon says rent for the Castille room has increased by 50 percent, but

he’s had no complaints because of the vast improvement the floor has

made in the room.

“People are so pleased with how much better it looks – and smells –

that they don’t mind the increase. They get a nicer room for it, and a much

better dance floor. I’m very happy with the decision.”

So happy, in fact, that Fairon has installed the same flooring in anoth-

er smaller meeting room, called Club 21.

“Wilsonart Flooring works very well for our needs,” says Fairon.“It’s so

easy to clean, and can handle the regular abuse of weekly parties and fit-

ness activities without showing any kind of wear at all.”

“Compared to
installing and
cleaning
carpeting after
every party,
Wilsonart Estate
Plus flooring will
pay for itself in
only a year and a
half.”
PIERRE FAIRON
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JAVIER AGUILAR
CASTRO VALLEY, CA

JUAN AGUIRRE
LOMITA, CA

RANDY ANDERSON
WESTBY, WI

ROBERT ANGELI
ROHNERT PARK, CA

JOE ANGELLILLO
CARY, NC

PLAMEN ANGUELOV
GLENVIEW, IL

BRANDON ARCHER
SPRINGFIELD, OR

TIM ARCHER
SPRINGFIELD, OR

DAVID ARNOLD
TEMECULA, CA

RAUL ARRELOA
GARDEN GROVE, CA

DARIN BAKER
KELSO, WA

DOODNATH (BOBBY)
BALSINGH
LAUDERHILL, FL

LARRY BARD
TROUTDALE, OR

MICHAEL BARGER
ATHENS, GA

AARON BARKETT
SAN CARLOS, CA

DENNIS BERG
PINE ISLAND, MN

JASON BERG
BISMARCK, ND

MICHAEL J. BIRD
BEAVERTON, OR

DANIEL BIXLER
BROOKLYN PARK, MN

PEDRO BOLANOS
SAN GABRIEL, CA

CLIFF BOWDEN
GRANTS PASS, OR

DEAN BOWMAN
WARNER ROBINS, GA

SHAWN BOWMAN
WHITTIER, CA

HARLAN BRAND
RAPID CITY, SD

ROBERT BREITKREUTZ IV
CAMPBELLSPORT, WI

JOHNNY BRESDEN
PLATTEVILLE, CO

BARRY BRIGHTWELL
PLEASANTON, CA

LAERTE BRITO
MASPETH, NY

STEVE BROWN
CLEAR LAKE, IA

PERRY BRUBAKER
MCINTOSH, MN

KARL BRUINS
CAMPBELLSPORT, WI

BOB BRUSCO
PORTLAND, OR

JOHN BRYANT
ASHLAND, OR

MATTHEW BUECHNER
SALEM, OR

SCITT BUCKO
APPLETON, WI

SEAN BURDEN
LAKE OSWEGO, OR

CRAIG BYERS
VANCOUVER, WA

ROJOLFO CAMACHO
WHITTIER, CA

COLIN CANTY
SAN LEANDRO, CA

KEVIN CARTWRIGHT
STAYTON, OR

PETER CHENEL
PATERSON, NJ

COREY R. CHENEY
VANCOUVER, WA

JASON CHRONISTER
WILSONVILLE, OR

IOAN CIUPULIGA
NILES, IL

NICK CODIANNE
AUBURN, CA

BOB COHAN
WINNECONNE, WI

KEITH COKLEY
WARRENTON, OR

CAMERON COLEMAN
EUGENE, OR

JOEY COMEAUX
PORTLAND, OR

LEN CORREIA
SANTEE, CA

SPENCER COSTELLO
EUGENE, OR

ARLEIGH B. COUNCIL
BEAVERTON, OR

MANUEL COVARRUBIAS
CITY OF INDUSTRY, CA

RANDALL COWAN
WARRENTON, OR

MILES CRANDALL
HUNTINGTON BEACH, CA

AARON CRAWFORD
SNELLVILLE, GA

MARK CRAWFORD
SNELLVILLE, GA

ALEX CREGER
URBANDALE, IA

ANDY CREGER
DES MOINES, IA

RAY CRESON
LA GRANDE, OR

KENNETH CUPPS
PORTLAND, OR

ALLEN DAFFRON
WARNER ROBINS, GA

HELIO DASILVA
MARIETTA, GA

BOB DAVIS
SNELLVILLE, GA

MIKE DAUGHTRY 
LA GRANDE, OR

DENNIS PAUL DAY JR.
DES MOINES, IA

RUSTY DEAL
KNOXVILLE, TN

CIARAN DEANS
VANCOUVER, WA

JUAN DELA TORRE
CITY OF INDUSTRY, CA

LUIS MONTES DE OCA
REDWOOD CITY, CA

JOHN DEVERAUX
SAN DIEGO, CA

MICHAEL DIANDA
SAN JOSE, CA

DENNIS DONALDSON
GARDEN GROVE, CA

STEVE DONOVAN
GEARHART, OR

DENNIS DOPPLER
BISMARCK, ND

Authorized Installers
Congratulations to the following technicians who have successfully

completed the Wilsonart Installation Training course.

TONY DOUGLAS
WARNER ROBINS, GA

DANIEL DRAKE
WHITTIER, CA

DAREN DRESEN
MIDDLETON, WI

PABLO DUENAS
CITY OF INDUSTRY, CA

JAMES DUFFY
CITY OF INDUSTRY, CA

TIM DUTRO
BEAVERTON, OR

MAURICE EAST
OMAHA, NE

SCOTT ECKELS
ANAHEIM, CA

WILLIAM ECKER
MEDFORD, OR

ART ELMAS
ORANGE, CA

BILL ELZAY
BURTON, MI

KELLY ENGLISH
VANCOUVER, WA

JULIO ESCABAR
TEMPLE CITY, CA

ROBERT FALK
ROCKFORD, IL

CHRISTOPHER
FERNANDES
MEDFORD, OR

JULBERTO FERREIRA
MASPETH, NY

JOEY FETTIC
HULL, GA

JIM FIFE
SALINAS, CA

STEVEN J. FIFE
ASHEVILLE, NC

LARRY FLASHNER
PORTLAND, OR

CARLOS FLORES
SOUTH LAKE TAHOE, CA

CARL FORSCH
STURGEON BAY, WI

JUSTIN FOUTS
VANCOUVER, WA

HERMES FRANCO
SAN DIEGO, CA

JUSTIN M. FUGLIO
ACWORTH, GA

DICK GABEL
PLEASANTON, CA

MIKE GAEBEL
VANCOUVER, WA

SHAWN GANDRET
ASHEVILLE, NC

MIKEL GANOW
ROSEVILLE, CA

VALENTIN GARBER
HARWOOD HEIGHTS, IL

DAMIAN GARCIA
CHICAGO, IL

EMIGDIO GARCIA
TEMPLE CITY, CA

JOSE GARCIA
MILWAUKIE, OR

MARIA ELENA GARCIA
CARY, NC

MICHAEL GARDNER
CRAWFORD, GA

DAN GARRICK 
BAKER CITY, OR

DENNIS GERNER
FOND DU LAC, WI

JAVAD GHADIRI
CITY OF INDUSTRY, CA

DONNIE GIETZEN
BISMARCK, ND

BRIAN GILLENWATER
KNOXVILLE, TN

JACK GILLIEM
MADISON, GA

MAURICIO GIMENO
TEMPLE CITY, CA

VINCENT GONZALES
CHULA VISTA, CA

COREY GORMAN
BEAVERTON, OR

HEATH GRAHAM
ATHENS, GA

STAN GRAHAM
MADISON, GA

ROBERT GREEN
SAN DIEGO, CA

AARON CREGER
URBANDALE, IA

JOHN GUDANI
NORTHBROOK, IL

JAVIER GUEVARA
CITY OF INDUSTRY, CA

ROBERT GWALTNEY
ASHEVILLE, NC

DAVE HANNEMANN
LA GRANGE, IL

KURT HANSEN
ALPHARETTA, GA

ERICH HARRIS
TRAVERSE CITY, MI

JESSE HART
FLORENCE, OR

NORMAN HART SR.
MINNEAPOLIS, MN

THOMAS HARTMAN
HUDSON, WI

SAMIR HASANAGIC
EL CAJON, CA

JOHN HASCUP
MEDFORD, OR

ED HATCH
VALENCIA, CA

WESLEY DEAN HATTON
ROCHESTER, MN

ROB HAUGEN
CUMBERLAND, WI

GABRIEL HERANADEZ
TEMPLE CITY, CA

ARTEMIO HERNANDEZ
LOMITA, CA

JUAN HERNANDEZ
LOMITA, CA

JUAN HERNANDEZ
TEMPLE CITY, CA

TOMMY HERNDON
PROSPERITY, SC

MATHEW HIGGINS
URBANDALE, IA

JAMES HOFENBREDL
JUNCTION CITY, OR

DARRELL HOFF
VANCOUVER, WA

GREG HOLMES
EL CAJON, CA

SCOTT HOLLOWAY
CITY OF INDUSTRY, CA

BILL HOPKINS
HUNTINGTON BEACH, CA

MATT HOWARD
SAN DIEGO, CA

SEAN HUBBARD
WARNER ROBINS, GA

ARTHUR HUDDLESTON
PORTLAND, OR

JEREMIAH HUDDLESTON
PORTLAND, OR

KENNETH HUDDLESTON
PORTLAND, OR

ATANACIO HUERTA
TEMPLE CITY, CA

LARRY HURLEY
RAPID CITY, SD

JOVAN ILIJEV
SACRAMENTO, CA

JOSE B. IXTA
CITY OF INDUSTRY, CA

DUANE JACKSON
BEAVERTON, OR

JOHN JENSEN
PLEASANTON, CA

LELAND JINCKS
NEWPORT, OR

GLENN JONES
ALBANY, OR

MATTHEW E. JONES
SCAPPOOSE, OR

PAUL E. JONES
WHITTIER, CA

ANDRZEJ JUREK
CHICAGO, IL

DANIEL KARNOFF
GREEN BAY, WI

HARRY KAZARYAN
GLENDALE, CA

GARY KEMPLE
PORTLAND, OR

GARY KESTER
AUBURN, CA

GREG KIMBALL
ALOHA, OR

JAY KORB
MILWAUKIE, OR

DARREL KRATT
LA GRANGE, IL

TIM KRESGE
SAN DIEGO, CA

DAVID KUENZEL
SAN DIEGO, CA

JOHN KULLBERG
BEAVERTON, OR

AARON LABONTE
SAN PEDRO, CA

ROBERT LANGEFELS
DUBLIN, CA

PEDRO LAQUI
LOS ANGELES, CA

FRANCISCO LARA
LOMITA, CA

DARRELL LASSITER
BARRINGTON, IL

DARRELL LASSITER
FOX RIVER GROVE, IL

ROBERT E. LEA
NORTH BEND, OR

TERRY LEACH
MEDFORD, OR

JERRY LEAMING
LAUREL, MT

ALLAN R. LEE
MASON CITY, IA

BRIAN LEE
EUGENE, OR

KENNETH LEE
EUGENE, OR

JAN LEZAK
LOMITA, CA

LARRY LIGGETT
NEWPORT, OR

ROBERT LOBOSCO
WANTAGH, NY

ERIC LOHMANN
PINE ISLAND, MN

ADRIAN LOMELI
SOUTH LAKE TAHOE, CA

JUVENTINO LOMELI
SOUTH LAKE TAHOE, CA

DAVID LOPEZ
SAN DIEGO, CA

LEO LOPEZ
GRANTS PASS, OR

RICHARD A LOPEZ
SNELLVILLE, GA

BRIAN LOWE
CARY, NC

JAMES LOWELL
KNOXVILLE, TN

JEFF LUNDE
RACINE, WI

EFRAIN MACIAS
CHATSWORTH, CA

MIKE MACLEAN
CITY OF INDUSTRY, CA

ERICH MAELZER
KNOXVILLE, TN

JERZY MAKOWSKI
CHICAGO, IL

ROCKY MALDENBAUER
RAPID CITY, MI

JAVIER MALODNADO
N HOLLYWOOD, CA

FRANCIS MANCIA
ALOHA, OR

JAMES MAPEL
SIGNAL HILL, CA

BOB MARCHAND
HUNTINGTON BEACH, CA

ARMOND MARKARIAN
BURBANK, CA

GUS MARKGRAF 
BAKER CITY, OR

RICHARD D. MARSH
MOUNT PLEASANT, SC

JASON MARTIN
WIXOM, MI

STEVE MARTIN 
PENDLETON, OR

RAUL MARTINEZ
CHICAGO, IL

RAUL MARTINEZ
N HOLLYWOOD, CA

ROBERT MARTINEZ
WHEELING, IL

JASON MARTZ
RAPID CITY, SD

SCOTT A. MASTROFINI
LIVONIA, MI

RICHARD MAY
ANAHEIM, CA

MARK MCBRIDE
GRESHAM, OR

JARED MCCAIN
MEDFORD, OR

STEVE MCINTYRE
BEND, OR

CURTIS M. MCNEELY
DULUTH, GA

EDDY MECSEJI
EUGENE, OR

JOE MEDINA
SAN DIEGO, CA

JOSE LUIS MEDINA
SAN GABRIEL, CA

SANTIAGO MEDINA
CITY OF INDUSTRY, CA

FERNANDO MEJIA
KEIZER, OR

RONALD MENDOZA
ALGONQUIN, IL

VICTOR MERINO
TEMPLE CITY, CA

CARL MICELE
BERWYN, IL

JEFF MICKA 
ENTERPRISE, OR

JAKE MIKHANJIAN
ORANGE, CA

JOSEPH MILLER
MIDDLETOWN, NY

ROBERT MIMS
SACRAMENTO, CA

JOHN MITCHELL 
PORTLAND, OR

LINDSAY MIX
FAIRFIELD, CA

AARON MIZE
KNOXVILLE, TN

BEHROOZ MOHAJERI
LAKE FOREST, CA

DEBORAH
MOLDENHAUER
RAPID CITY, MI

JOHNNY MONTANEZ
STURGEON BAY, WI

MIGUEL MONTIEL
SAN LEANDRO, CA

JOSE BEN MONZON
LOS ANGELES, CA

BRIAN MOORE
GEARHART, OR

CHAD MORACK
GREEN BAY, WI

ANTONIO A. MORALES
CARY, NC

PAUL MORGENSON
FARMINGTON, MN

JAMES MORRISSEY
LINDENHURST, NY

MARK MOXLEY
LAWRENCEVILLE, GA

JIM MURPHY
JUNCTION CITY, OR

PETER MURRO
LINDENHURST, NY

JAMES K. NADEAU
WARNER ROBINS, GA

HEMIL NAHOUL
CITY OF INDUSTRY, CA

JON NAMBA
TEMPLE CITY, CA

EDUARDO NAVARRO
CARY, NC

JORGE NAVARRO
WATSONVILLE, CA

RAMON NAVARRO
WATSONVILLE, CA

ANTHONG NELMS
ATHENS, GA

CHRIS NIDAY 
UNION, OR

ISMAEL NUNEZ
LAKEPORT, CA

ROBERT O’CAMPO
CITY OF INDUSTRY, CA

MATTHEW O’KANE
TROUTDALE, OR

MARIO OLVERA
CASTRO VALLEY, CA

JOSH O’REAR
WARNER ROBINS, GA

JEFF PALCICH
WILMINGTON, NC

JAMES PALMATEER
GRANTS PASS, OR

BERNARD PALMER
EUGENE, OR

JASON PALMER
EUGENE, OR

HENRY PARADA
ANAHEIM, CA

ROLANDO E. PARADA
ANAHEIM, CA

GEOFFERY PARSONS
VANCOUVER, WA

JEFF PARTON
KNOXVILLE, TN

MIKE PASKY
COTTAGE GROVE, OR

MICHAEL J. PEKAREK
ASHEVILLE, NC

ADAM PEQUETTE
RAPID CITY, SD

MIKE PENFOLD
NEWBURGH, NY

DAVE PENNINGTON
RICKREALL, OR

ALFONSO PEREZ
CARPINTERIA, CA

ANDY PEREZ
VALENCIA, CA

OSCAR MORA PEREZ
TEMPLE CITY, CA

SCOTT PHILLIPS
PLACERVILLE, CA

WENDY PIERCE
WARNER ROBINS, GA

JOSE PLACENCIA
LOS ALAMITOS, CA

KENT POAGE
DES MOINES, IA

JOSE H. POLANCO
LOS ALAMITOS, CA

KEVIN POMEROY
LITTLE CHUTE, WI

ROBBY E PORTER
BAKER CITY, OR

PERRY DEWAYNE PRATT
KNOXVILLE, TN

RICK PRATT
W SACRAMENTO, CA

JEFF PRUITT
VALENCIA, CA

STEVEN RAMOS
MILLER PLACE, NY

PAUL REALINI
SAN RAFAEL, CA

GUY REIERSON
CLIMAX, MN

CHRIS RESCH
SCHOFIELD, WI

JULIAN RESTREPO
MIAMI, FL

JOHN RHEAULT
SOUTH LAKE TAHOE, CA

HARRY RICE
RAINIER, OR

JAMES RITCHIE
CYPRESS, CA

MATT RIPP
MIDDLETON, WI

SALVADOR RIVERA
EL CERRITO, CA

SCOTT ROBERTS
CHARLESTON, SC

BARRY ROBERTSON
LOS ANGELES, CA

MANUEL RODRIGUEZ
SUNNYSIDE, NY

JAMIE ROTHWELL
ANCHORAGE, AK

DAVE ROWDEN
VANCOUVER, WA

TIM ROWND
PINE ISLAND, MN

FIDEL RUIZ
CARY, NC

KIRK RUSSELL
GARDEN GROVE, CA

JACOBO SALINAS
ROCKVILLE CENTRE, NY

BENJAMIN SANCHEZ
NORTHRIDGE, CA

GUSTAVO SANCHEZ
EL SEGUNDO, CA

IGNACIO SANCHEZ
ORANGE, CA

JAVIER SANCHEZ
PATERSON, NJ

SIMON SANCHEZ
NORTHRIDGE, CA

JUSTIN SANDERS
CITY OF INDUSTRY, CA

JOSE LUIS SANDOVAL
PLEASANTON, CA

ROB SANTOS
NEWHALL, CA

JESSE SCHAEFER
NORTH BEND, OR

PAUL SCHAUB
TRAVERSE CITY, MI

JASON SCHERMEYER
OMAHA, NE

DAREN SCHNEIDER
BISMARCK, ND

JAMES R SCHNEIDER
OREGON CITY, OR

ERIC SCHUMACHER
CAMPBELLSPORT, WI

KARL SCHWEISS
PIERRE, SD

CALVIN SELEEN
BEAVERTON, OR

JASON SENRICK
ROCHESTER, MN

G. ALLEN SHEPHERD
CORVALLIS, OR

DAVID SHEPPARD
EUGENE, OR

KEVIN SHUSTER
BEAVERTON, OR

JOHN SITTON
GRESHAM, OR

FRED SMITH
KNOXVILLE, TN

GARY SMITH
ATLANTA, GA

BRIAN SOBOTTA
VANCOUVER, WA

GREG SOROCHINSKY
OREGON CITY, OR

RON SQUIRES
SAINT CLAIR SHORES, MI

JAMES K. STANFORD
SNELLVILLE, GA

ALAN STEVENSON
RENO, NV

BRETT STEWART
CRESWELL, OR

RON STITH
LOMITA, CA

JOAO BATISTA STIVALE
CARY, NC

RICHARD STREMLAU
WEST BEND, WI

TOM STROBEHN
CORNELIUS, OR

JUSTIN STRONG
SAN DIEGO, CA

JULIO SOLIS
NEWBURY PARK, CA

DAN SPULBER
VANCOUVER, WA

BILL STROCK
CASTLE ROCK, WA

TED TANNER
ADDISON, IL

DANIEL TAYLOR
TANGENT, OR

MITCHELL TEAGUE
CARY, NC

THEODORE THOMAS
GREEN BAY, WI

PHILLIP THORGRIMSEN
VANCOUVER, WA

TED THURMAN
RAPID CITY, SD

THOMAS R. TIDWELL
AUBURN, GA

MAURICIO TOLEDO
OCEANSIDE, CA

ARARAT TORABYAN
TEMPLE CITY, CA

JON TOWELL
BEAVERTON, OR

JOHN TREPANIER
WARNER ROBINS, GA

BOB TURNER 
BAKER CITY, OR

RUSSELL A. TURNER
WARNER ROBINS, GA

JOE UHYREK
GREEN BAY, WI

EDISON URREGO
CITY OF INDUSTRY, CA

STEVEN VANDERSTYNE
WHITTIER, CA

TIM VANDERVERT
MILWAUKIE, OR

JEFF VAN SOEST
VANCOUVER, WA

STEVE VAN SOEST
VANCOUVER, WA

ALEX VARGAS
REDWOOD CITY, CA

JESUS VEGA
UKIAH, CA

SALVATORE VENTURA
CHATSWORTH, CA

PABLO VERA
MASPETH, NY

CHUCK VILLASENOR
LOMITA, CA

CALVIN WAHL
DICKINSON, ND

HUSSAM WAKIL
POWAY, CA

DANNY WALDEN
ATLANTA, GA

ANTHONY WALKER
EUGENE, OR

PAUL WALLACE
VANCOUVER, WA

CHRISTOPHER WATSON
BELMAR, NJ

HARRY WETHERALD 
VANCOUVER, WA

ROD WICKAM 
BAKER CITY, OR

DARIN WIEDRICH
BISMARCK, ND

STEVE WILKERSON
VANCOUVER, WA

LARRY WILLIA
BEULAH, MI

BRIAN WILLIAMS
SHELDON, IA

MICHAEL WILLIAMS
TORRANCE, CA

WAYLAND W. WISE
OREGON CITY, OR

LONNY WOLD
ELMIRA, OR

JOHN WORDEN
PLAINVIEW, NY

HARRY WRAY
CITY OF INDUSTRY, CA

TRAVIS WRIGHT
SAN LEANDRO, CA

DEAN WUSSOW
ALEXANDRIA, MN

GEORGE
YERKANHARSSIAN
OJAI, CA

RICHARD ZAVERSNUKE
CLACKAMAS, OR

MAX ZOLLMAN 
UNION, OR



www.wilsonartflooring.com

1.800.435.9109

T h e  U l t i m a t e

F A S H I O N
S T A T E M E N T

The newest, hottest looks in laminate 

are ready to hit the runway.

Call your Wilsonart® Flooring distributor 

today for a private showing.
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