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January 2012 

Merry Christmas 
The KRMCA would like to wish you and your family a very HAPPY and 

SAFE holiday season! 

KRMCA Board of Directors Choose Legends of the  
Industry Award Recipient 

 
The KRMCA would like to congratulate Mr. Carl Taylor, retired, Kosmos Cement.  Mr. Tay-
lor will receive the “Legends of the Industry” Award at the KRMCA Winter Convention in 
Louisville, KY on Friday, February 3rd, 2012 during the Banquet.  After being nominated for 
this award, Mr. Taylor won after a vote at the KRMCA Fall Board of Directors meeting in 
Naples, Florida.  Thank you Mr. Taylor for all you have done for the concrete industry in 
Kentucky and the KRMCA! 

In Memoriam 

Harold J. Hunter 
 

It is with deep regret and great sorrow that the KRMCA announces the passing of Harold Hunter, 

salesman for Buzzi-Unicem, Inc., and long-time KRMCA member. 

 

Harold J. Hunter, 74, of New Albany passed away on November 7, 2011. Harold was a U.S. Air Force 

veteran, a member of Our Lady of Perpetual Help Catholic Church, and a former salesman for Buzzi

-Unicem, Inc.  

 

Harold was born on August 10, 1937 in Paducah, Kentucky to the late Ian W. Hunter and Katherine 

Hunter Wheeler.  

 

He is survived by his devoted wife of 50 years, Mary R. (Batliner) Hunter; three sons, Michael 

Hunter, David Hunter (Diana), and Eric Hunter; two grandchildren, Grace and Ava; brother, William 

Hunter (Judy); sisters-in-law, Earlene (Batliner) Montgomery (Jack) and Judy (Batliner) Jacobi 

(John); and brothers-in-law, Joseph Batliner (Jean), James Batliner (Jean).  

 

Visitation was held on Friday, November 11, 2011 at Newcomer Funeral Home in New Albany, IN. 

His Funeral Mass was held on Saturday at Our Lady of Perpetual Help Catholic Church, also in New 

Albany, followed by military honors and burial at St. Mary of the Knobs Catholic Cemetery.  

 

Memorial contributions may be made to St. Vincent DePaul (1752 Scheller Lane, New Albany, IN 

47150), Boys Town (200 Flanagan Boulevard, Boys Town, NE 68010), or Our Lady of Perpetual Help 

Catholic Church. 

KRMCA Member News:  

 
As of November 30th, 2011, Nugent Sand 

Company has acquired the assets of John-

son Materials Company.  This acquisition 
includes Johnson Construction Materials Company’s Louisville Yard and their Bethlehem, 

Indiana, plant and property. 



2 

 
 
 

 
 

S pecia lizing  in  R isk M an ag e m e nt for the  

R e ad y M ix C o ncr ete Industr y  
 

S ervices  Inc lu d e: 
 

•  Loss  C ontrol  

•  D rive r Training 

•  Unique M arke ting A pp ro ach  

•  Risk  R e ten tion  P rogram s 

•  Busine ss Incom e A na lysis 

•  In  H ou se  C la im s S erv ic e 
 
 
 
 
B O W LI N G G RE E N    LE X IN G T ON  

1240 Fa irw ay S treet   181 P rospe rous  P lace  
P .O . Box 1779    Lexington , KY  40509 
B ow ling  G reen , KY  42103       
 

N AS H V IL L E    O W EN S B OR O  
830  C re sc ent  Centre D rive   2009  Frede rica S treet  
S ui te 2 60     P.O . B ox  785  
Frankl in, TN 37067    Ow ensbo ro, KY 42302  
 
 

Reclamation Services 

Unlimited, Inc. 

 
Sue Poole Cardwell, President 

Complete Construction Testing 

Specialized Concrete Testing 

Shotcrete/Gunite Testing 

701 Temple St. 

Central City, KY 42330 

270-754-3976  fax:270-754-4374 

web site: www.total-testing.com  
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Be Prepared for Tough Questions about 
 “Green” Concrete 

by Sherry A. Boyd 
 

Just a few short years ago, saying that concrete was a green building 
material was sufficient. It was taken for granted that concrete, being 
locally produced, durable and nontoxic, was a sound, sustainable 
choice. Today, it is not enough to repeat the word “green” like a man-
tra. Whether they are green-skeptics or advocates, consumers and 
architects are becoming better educated and more concerned about 
environmental impact, and they want substance. 
 
The next step is to improve our green accountability as an industry, 

even beyond talking about LEED points. As an industry we have to increase transparency by providing 
more details and disclosure. It may sound like extra work, but when we use the facts we can win on the 
issue of “eco-value.” 
 
Documenting any green claims is vital. There is no doubt that litigation and government regulation of 
green criteria affecting our industry are looming issues. The Construction Specifications Institute has 
been offering courses to advise specification writers and their employers about the risks of promising 
sustainability and energy efficiency, but not delivering it. 
 
Generalizations must be replaced by specifics. For instance, “recycled content” is a very broad umbrella 
term open to misinterpretation and the design and building community won’t accept lack of further infor-
mation. Savvy buyers are asking to know the exact percentage of any materials we use, broken out as 
preconsumer, post-consumer or post-industrial. Are manufacturers you choose delivering a consistent 
product and providing this information? 
 
Even though not all customers will require it, you can demonstrate green thinking when you make it stan-
dard practice to point out the exact low-VOC content of surface-applied liquids, such as sealers, curing 
compounds and other treatments, used on a job. Products are available that meet and exceed local re-
quirements, and it is easy to find specifics in MSDS documents to show your customers that you are 
committed to being an environmentally conscious company. 
 
When you are ordering ready-mixed concrete for new construction, have you been asked to have your 
supplier document and certify the amount and type of recycled content and local materials used? Often 
architects ask for this for LEED projects. Examples of recommended documents are supplied in the ap-
pendix of the Ready Mixed Concrete Industry LEED Reference Guide, prepared by the RMC Research & 
Education Foundation. This report provides a good benchmark of standard procedures in the ready-mix 
concrete industry. 
 
Do you document the procedures that you use to manage construction waste? That is required on jobs 
that either will be submitted for LEED certification or are said to adhere to LEED criteria. Shouldn’t that 
be done even when you aren’t involved in LEED projects? It shows your company uses environmentally 
sound procedures for reuse and recycling, giving you an excellent selling point. It might even make the 
difference in a competitive bid, allowing you to demonstrate you are greener than the competition. 
 
If you want to increase green demand for all types of decorative concrete, it’s important to quantify its 
eco-value to the building owner or building operator, whether you are doing a big commercial project or a 
smaller personal residence. 
 

As a good example of how to promote green benefits, examine the reasons why polished concrete has 

Continued on Page 18... 
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Concrete’s Initial Bids Continue to Be Competitive 
 

National statistics show that initial bid paving costs are continuing 

to favor concrete for paved roads. 

 

According to the PCA, during Fiscal Years 2010 and 2011, 

“concrete’s initial bid advantage increased to $78,500 and $192,700 

respectively per mile of two lane urban arterial road.”  Cost savings 

with concrete could be even higher for roads that have greater traf-

fic loads, like highways and interstates.   
 

These statistics are likely to improve in the future, due to the popu-

lation growth that will drive up oil and asphalt prices, according to 

the PCA.  PCA estimates that by 2015, “concrete paved roads will 

enjoy a $266,185 initial bid cost advantage over asphalt– roughly a 30 percent savings.” 



11 



12 

  
 
 

   

             

 
              2740 North Main Street       1001 Frederica St., Suite 200 
                  Madisonville, KY  42431      Owensboro, KY  42301 

         270 821-7732                          270-684-8450 
                 Fax 821-7789                       Fax 270-684-8449 

www.associatedengineers.com 

Civil • Structural  • Mining  • Geotechnical 
• Forensic  • Land Surveying 

 • Construction Monitoring  • Environmental 
• Drilling  • Laboratory Services 
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The 2011 KRMCA Fall Board Meeting was again held at the Edgewater Beach Resort in 
Naples, Florida.  With over 55 people in attendance, the event this year was a great suc-
cess, with fantastic weather, unlike last year!  The KRMCA Board of Directors again voted 

to return to Edgewater Beach Resort for the 2012 KRMCA Fall Board Meeting.  If you would like any 
pictures from the Fall Board Meeting, please contact Brett Ruffing (bruffing@krmca.org).  Here’s a 
look at the 2011 KRMCA Fall Board Meeting: 

2011 KRMCA Fall Board Meeting2011 KRMCA Fall Board Meeting2011 KRMCA Fall Board Meeting2011 KRMCA Fall Board Meeting————Edgewater Beach ResortEdgewater Beach ResortEdgewater Beach ResortEdgewater Beach Resort
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Edgewater Beach ResortEdgewater Beach ResortEdgewater Beach ResortEdgewater Beach Resort————Naples, FloridaNaples, FloridaNaples, FloridaNaples, Florida    
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Industry Survey Highlights Disturbing Trend  

For Ready Mixed Concrete Industry 
 

Silver Spring, MD – November 9, 2011 – According to data included in the recently released Industry 
Data Survey by the National Ready Mixed Concrete Association, ready mixed concrete producers have been hit 
hard by the recession and slow economic recovery. The average pre-tax profit for ready mixed concrete produc-
ers fell to a record -$7.27 per cubic yard in 2010. When the recession began in 2008, ready mixed concrete pro-
ducers reported an average pre-tax profit of 20 cents. This figure fell to -$3.07 in 2009 as the effects of the re-
cession took hold of the economy. 

 
Ready mixed concrete production in 2010 fell to just 258 million cubic yards, or 0.8 cubic yards per 

capita from a high of 1.51 in 2006. At the height of the housing boom in 2005, ready mixed concrete production 
reached 458 million cubic yards but has been declining ever since. 

 
“It’s clear from the data that the ready mixed concrete industry is suffering,” said NRMCA President 

Robert A. Garbini. “Production levels haven’t been this low since 1994. The recession wiped out more than a 
decade of growth in the industry. The average loss per cubic yard reported shows an industry which cannot sus-
tain itself.” 

 
More than most, the ready mixed concrete industry has been hit hard by the combination of the housing 

market collapse, tightening credit and resulting constricted commercial construction, and a lack of serious infra-
structure investment. In response to the unprecedented drop in demand, Garbini noted that many ready mixed 
concrete producers are seeking to “balance their portfolios” by looking at untapped markets such as parking lots 
and streets and local road in order to augment production. “There’s great potential growth in these market seg-
ments since ready mixed concrete is under-represented in these sectors,” he said. 

 
NRMCA’s Industry Data Survey is an annual survey of ready mixed concrete producer members and is 

available to producers that participate in the survey. The survey collects information on ready mixed concrete 
production and the costs associated with the sales and support of concrete. The survey reports on U.S. averages 
as well as regional statistics. 

 
NRMCA, based in Silver Spring, MD, represents the producers of ready mixed concrete and the com-

panies that provide materials, equipment and support to the industry. It conducts education, training, promotion, 
research, engineering, safety, environmental, technological, lobbying and regulatory programs. 

 

KRMCA Environmental Control and Safety Committee Solicits Sponsors 
 

The KRMCA Environmental Control and Safety Committee is soliciting sponsors for the Second 
KRMCA Truck Rodeo to be held in 2012 (date and location to be determined).  The sponsor form on 
Page 17 outlines the various opportunities that companies have to support this event– depending on 
the sponsorship level, various marketable options can be achieved to suit each company.  It was 
decided at the 2011 KRMCA Fall Board Meeting that sponsorships totaling $7,500 needed to be in 
to the KRMCA by the Winter Board Meeting– February 4th, 2012– to have the event in 2012.  
Please solicit your suppliers to help get this event to a healthy start.  Without your support, events to 
recognize those individuals that are the face of your company at a job could not occur.  Please con-
tact the KRMCA Office for more information. 
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Continued from Page 6... 
become a phenomenal top seller in these challenging financial times. Manufacturers and installers used 
the hard facts and cost comparisons as market drivers. First, the lower installed cost of polished concrete 
compared to alternative materials is a selling point. Second, the higher potential replacement cost of other 
materials over the floor’s life span can be spelled out in dollars and cents. Third, there are the benefits for 
building owners and operators of eliminating toxic cleaning materials and reducing maintenance time and 
expenses. These three key benefits create eco-value. 
 
Architects designing buildings that would apply for LEED certification have influenced the increasing de-

mand for polished concrete, but more and more non-LEED projects employ polished concrete, too. The 

strong message trickled down, and demand increased for polished concrete in homes, schools and office 

buildings that won’t ever spend the money to apply under LEED. We see an increasing number of projects 

that just have a goal to be considered environmentally responsible. 

 
A strategy focusing on eco-value and key market drivers can increase demand for other decorative con-
crete methods, too. To be more direct, you can stop selling against each other and start selling against 
the costs and benefits of other types of material alternatives that are less durable, more expensive to 
maintain, wear out more frequently and have to be replaced. When you think about it, bamboo floors don’t 
perform so well when compared to concrete or cementitious toppings. In the present economic situation, 
almost any materials in the decorative concrete field can win on long-term value comparisons. Instead of 
seeing LEED criteria as an end point, why not look at these criteria as a starting point for developing a 
sales strategy applicable to the wider market? Yes, the U.S. Green Building Council LEED program has 
set new standards that decorative concrete contractors must understand. But don’t dismiss the follow-on 
effect on the whole building industry. 
 
Anyone in your firm who has contact with your customers would benefit from more education on the vo-
cabulary of sustainability and green building. Consumers are reading up on the topic and have probing 
questions. Designers, builders and architects are experts in the vocabulary promoted by the USGBC and 
other groups. Vague answers to their questions will only make us look like we are engaged in 
“greenwashing.” We offer a truly sustainable solution. Can you get specific? Are you keeping up? 
 
Ultimately, I believe that the concrete industry and the dimension that decorative concrete offers will play 
a major role in determining the success of green building initiatives and sustainability efforts. So many low
-energy building designs use high-thermal-mass concrete floors and walls in structural design. We have to 
reach beyond the focus on LEED points to address the larger need for improving, repairing, renovating 
and maintaining this vast amount of concrete in the built environment. In green building criteria, when life-
cycle cost is seen as important, concrete will outperform alternatives. The larger topic of eco-value is the 
next hot topic beyond green, and decorative concrete can prove its worth. 
 
In February 2012 the Concrete Decor Show will offer courses to demystify the topic of sustainability and 
show how the decorative concrete industry can think green, talk green and be more sustainable in both 
building practices and competitive analysis. Demand for environmentally sound solutions is increasing, 
and this is the time to dig deeper and understand the eco-value of concrete. 
 

Sherry A. Boyd of Boydworks Marketing provides public relations and advertising services for building-

industry clients. A USGBC member, she gained knowledge of the decorative concrete market from eight 

years as head of marketing for a leading manufacturer of concrete coloring materials. 

This article was used with permission from Concrete Décor magazine.  It was written by Sherry Boyd and 

appeared as a “Green Matters” column in Vol. 11, Issue 6, August/September 2011.  This article can be 

found at ConcreteDecor.net and ConcreteDecorShow.com. 
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