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the daily grind

By Jerry Rabushka,         
Editor

“Get yourself 

printed up in 

here and you 

can show your 

customers you 

have national 

recognition.” 

Do I Know Who You Are?
We’ve never done anything like this before. On one side it’s January, 

on the other it’s February! The rest of our lives should be so easy. “I’m 
not happy with this month, so I’m just going to flip over to the next.” We 
shouldn’t have this problem—hopefully you’ll enjoy both issues!

As I write this, I’m trapped at home in a snow storm about the time 
my internet provider has decided to put everyone off line for a week and 
upgrade its system. It’s irritating, since I can’t get emails and do other things 
that would let me work from home. But it’s great at the same time, since I 
can’t get emails and do other things that would let me work from home. I 
can try a variety of offline experiments while typing away at work: should 
I try to boil a pot of coffee on the wood burning stove? How much more 
oatmeal can I eat? Shower? Why? 

One way to write a good column is to tell a story and then put your 
“lesson” at the end. This time I’ll put the lesson first: “Don’t turn down a 
chance for publicity!”

Here’s the story: One of my favorite people in the industry is the recently 
passed Jim Nass from Graham Paint. Graham, based in Chicago, was a 
pioneer in water-borne technology, a water-based paint with much smaller 
particles that the conventional paint, which allowed for better adhesion and 
worked in some places where at the time you usually needed an alkyd.

Jim was a great interview. He returned phone calls quickly, and he spoke 
the truth about products past and present. Sometimes you had to edit his 
language. “We tried this or that and it didn’t work,” he would say, but it was 
a bit spicier than that. He always made for an entertaining article, and when 
you’re talking about waterborne latex particles, that’s not always easy. One 
time I was doing a story on… get this… paint! I contacted about 40 paint 
companies to send me some information — back then you did things by fax 
and phone. A couple weeks later I talked with Jim about the story and he 
asked me “how many companies have I contacted?” I said about 40.

And how many got back to me?
About six.
Six, he says, what’s wrong with these people? After all, The Paint Dealer 

offers them a platform to talk about their company and products to tens 
of thousands of retaliers, all of whom read our magazine specifically to 
find out about and purchase their products. Why would they turn down a 
chance to take a few minutes and talk to us?

I’m not sure, I answered, but I run into this all the time.
Just as important as doing a good job is doing a good job letting people 

know about your good job. Some folks like to paint, but they don’t like to 
talk to media or design flyers. But being a successful painter requires you 
to set yourself apart from the pack. How do potential customers know you 
have 15 years experience and you’re not just some fly-by-night trying to 
make a buck off the latest hurricane?

Walk down your own block and how many of these people know you’re a 
painter? I’m an internationally produced playwright, but I could walk down 
any street in Scotland tomorrow and most likely no one on that block will be 
talking about me. Through this magazine, we’re always asking questions, 
soliciting photos, awards, quotes, thoughts. Get yourself printed up in here 
and you can show your customers you have national recognition. Don’t 
forget the internet—some folks find it suspicious if you have no net presence. 
Put up a blog, a website, use photos, ideas, projects. Be your own hero! 

Make Jim Nass proud. tpc
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New Program Presents Opportunities 
for Using Soy-Based Paints, Coatings

Green scene

These days it seems everyone is looking for ways to go green. For many 
companies, consumers and government, sustainability has grown beyond just 
being a buzzword; its various interpretations of what it actually represents 
has become a consideration in doing business. Sustainability has the ability to 
differentiate a product or service from the competition. 

I’m sure it’s no different for painting contractors. If you haven’t already 
encountered a situation in which a customer requested or demanded environ-
mentally friendly products, undoubtedly you will at some point in the future. 

Thanks in part to the United Soybean Board (USB), which provides funding 
to research and develop new uses for U.S.-grown soybeans, a wide variety of 
effective and renewable alternatives to traditional paints and coatings exists 
today. Soy-based products generally perform as well as, or better than, similar 
products, emit less VOCs and reduce our nation’s dependence on foreign oil.

USB is represented by a group of volunteer farmer-directors who administer 
the U.S. soy research and promotion program known most commonly as the 
“Soybean Checkoff,” with the goal of increasing demand for U.S. soy. I represent 
all U.S. soybean farmers in serving as a farmer-director on USB, and, for us, 
these products represent a way to increase demand for our crop. But these 
products can boost your bottom line, too. Soy-based coatings can help you 
give green-minded customers what they want at the same time as performing 
comparably with traditional products.

Last year, a survey by the Ohio Soybean Council, a state soybean checkoff 
board, affirmed consumers’ overwhelming support of biobased products. Nearly 
nine out of every 10 Ohioans said they would use a bioproduct that performs as 
well as or better than an equivalent product. Among them, 60 percent said they 
would purchase biobased products even if they cost up to 10 percent more. 

The U.S. Department of Agriculture (USDA) took this green preference a step 
further with the BioPreferred program. Under this program, the federal govern-
ment, by law, must give biobased products purchasing preference whenever 
possible for use in thousands of government facilities around the country. 

Next, the USDA plans to institute a voluntary labeling program that will 
allow manufacturers to mark their packages as biobased according to Bio-
Preferred standards. When goods with this label hit the shelves in 2011, they 
will help consumers identify biobased products and increase demand for such 
products.

Again, this represents great news for U.S. farmers, but it’s also a great 
opportunity for you. Being familiar with this program and these products could 
help your job prospects.

As part of the BioPreferred program, the USDA compiled a catalog of more 
than 4,500 approved products. Currently, the list includes several coating prod-
ucts, including wood and concrete stains and sealers and roof coatings. View the 
catalog at www.biopreferred.gov. The website also includes sections that explain 
how companies can learn how to take advantage of this program.

Beyond what has been approved under BioPreferred to this point, several soy-
based paints continue to be commercially available. For more, log on to www.
soynewuses.org to check out USB’s Soy Products Guide, an extensive list of soy-
based products. A quick search will show you several soy-based paints, stains, 
sealers, roof coatings and industrial coatings, along with ordering information. 
Finding soy-based products and other biobased products has never been easier. 
Using them could help you turn a green preference into green profits. tPC

By Bob Haselwood,         
The United Soybean Board

“Soy-based 
products gener-

ally perform as  
well as, or bet-
ter than, similar 
products, and 

reduce our  
dependence  

on foreign oil.” 

Bob Haselwood has served on 

the United Soybean Board’s New 

Uses Committee for four years 

and currently serves as com-

mittee vice chair. He grows soy-

beans, corn, wheat and hay on 

his family’s farm in Berryton, Kan.
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• Apply by Trowel, Requires Neutralization
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Advanced Paint Remover
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• Removes Multiple Coats
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PAINT, INC.

By Shayne Butcher,         
Calibre Coatings, LTD

Emergency? Not According 
to the Handbook!

“Sometimes  
a person’s  

complications  
in their private 

life will spill into 
their professional  

life, and then 
your business will 

be affected.” 

8      

Shayne Butcher became a partner in 

Calibre Coatings Ltd. in 1997. Since then, he 

and his business partner have grown into six 

companies including three in the painting 

industry; one a renovation business and one 

a paint recycling business. For more info 

please visit thecalibregroup.ca.

As an employer, have you ever had to deal with an employee’s personal 
issues? Does it sometimes seem like the employees bring their problems 
to work, and their problems become your problems? Do you at times feel 
like a glorified babysitter? If you own a business that employs people, 
then of course your answers to these questions are yes!

In your business—the contracting business—people are your number 
one asset. Trouble is, with people come problems. Your employees have 
lives outside of work, and life is never simple. People can’t just check 
their personal issues at the door; sometimes a person’s complications 
in their private life will spill into their professional life, and then your 
business will be affected. Obviously, some kind of balance has to be 
struck; some kind of agreement between yourself and your employees 
must be understood. So, how do you handle this inevitable matter with 
your employees?

A big part of the answer is to clearly communicate tempered compas-
sion through an official company policy. It is important that you, as 
the employer, understand and appreciate that your employees will need 
some leeway to handle personal matters. This only makes sense for 
you—especially concerning valuable employees—because not allowing 
them to deal with personal issues on company time may compound 
their problems and amplify the affect to your business—at worst the 
employee could quit because they felt they had to, as personal matters 
hold a higher priority in their eyes than their work.

It is just as important that the employee understands that any abuse 
of your consideration is not acceptable. Some employees—even the valu-
able ones!—will take advantage of their unsupervised time to conduct 
personal business. You already know how much paid time (read: your 
expense) can be wasted by an employee talking on the phone with a 
family member about trivial things that could wait until the employee 
gets home; or with running personal errands on company time or in a 
company vehicle. 

Many personal “emergencies” are no emergencies at all. The challenge 
is making the employee understand and agree to the limits of their 
latitude. This understanding is not a problem with the conscientious and 
dedicated employee, but even a well-meaning employee can unintention-
ally abuse the spirit of the policy.

Write out a policy and circulate it; include it in the employee hand-
book. The policy should clearly define your expectations of what are 
acceptable methods of dealing with personal issues at work. What is the 
definition of “personal emergency” and how should an employee handle 
a sudden need to leave work; if a personal situation arises that requires 
time off work in the future, what responsibilities does the employee have 
to mitigate the affect on the business? When you suspect an employee is 
spending too much time on personal matters at work, have a discussion 
with the employee and review the policy with him.

No policy will cover every eventuality, and the need for patience and 
diplomacy with employees will continue. Regular review of the policy 
will encourage you to modify it and make it clearer, and more encom-
passing over time. The intent should be to communicate expectations; 
and communication with your employees has to start with you. tpc
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Fast
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Some folks are messier than others, some-
times even without intending to be. 

Is there that one guy on your crew who is more likely to 
spill a bucket than the others? Oh, it’s you. And you’re 
the boss? Then this article is for you! Here are a few 
products that will help you “think outside the drop.” 

3M Won’t Give You The Slip
Ask a painter what he thinks about a product, and 

you’ll get an honest answer—sometimes in very honest 
language. A manufacturer that wants to stay in business 
will listen to the complaints and make some changes. 

One thing about paint 
is it looks great where 
it’s supposed to go….

the wall, for instance, but it’s really annoying in small 
multicolored drips on floors, clothing and fine art. 

 “Our job site protection products were developed after 
working with  hundreds of painters across the country, 
listening to their concerns and then applying what we 
learned,” says Bill Jonson, business unit manager at 
3M. “The goal is to make existing job site processes 
more efficient by examining the tool painters currently 
use, taking them the next level, and making them more 
versatile and effective.”

Here’s the drop on a few products 
from 3M:

• The Hand-Masker Floor Gripper Anti Slip runner 
is a surface gripping runner that protect floors from 
tracking of spills while providing a unique, slip-resistant 
surface. It will firmly grip a variety of interior and 
exterior surfaces without the use of adhesive, so it can 
be easily repositioned and reused. Also, this product 
improves upon the red rosin paper many painters use to 
keep surfaces clean. It won’t tear like the paper will, and 
you don’t have to throw it out after each use.

• The Flex & Form Conformable Runner has edges 
that bend, wrap, and fold, to hold it in place around a 

variety of surfaces and shapes. If you’re tired of adjust-
ing your drops—or you’ve assigned drop-adjusting 
to the newbie—this will let people spend more time 
painting and lest time adjusting. Watch that coffee… 
aaaahhhh!! If you spill something, the professional 
grade canvas is thick enough to protect the surface while 
it’s moved away.

• Tired of tracking dirt all over carpets and floors? 
Dirt Catcher Super Sticky Mats help grab dirt off your 
shoes right when you enter a room. The Dirt Catcher is 
a durable mat with a non-skid backing, and a pad of 
15 super sticky sheets that peel off easily, one at a time. 
Really wimpy guys might be stuck there most of the 
day—ok, not really! Once a mat is filled with dirt, peel 
off the top and expose a clean one!

• The floor gripper runner applies directly to a floor 
surface and provides a puncture and solvent resistant 
leakproof non skid surface that can be removed or 
repositioned easily.

So, won’t all this cost more? Maybe, says Jonson. 
However, he promises, these tools will help you increase 
production. “In addition, they provide more effective 
surface protection that can help avoid costs related to 
surface damage or dirt tracking,” he says. The mats 
can save you time from dealing with booties. Plus, it 
saves you time from checking the bottom of your shoes, 
checking the drops, checking to see if everything is in 
place. So at the end of a job, you’ll keep more of your 
check!

Trimaco Takes it Tuff
Think of a dropcloth as a canvas… well, usually it 

IS a canvas. A canvas that you paint—accidentally. 
It’s going to be a one-of-a-kind original. And you don’t 
want the paint to seep through to the floor and ruin the 
intent of what you’re putting on the canvas. OK, we’re 
stretching it. Full of puns, aren’t we!

Ron Sink at Trimaco reminds us that there are 
more kinds of drops than conventional canvas for your 

By Jerry Rabushka, Editor

    Painting 
      With Your Feet
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