China s Influence Beirg Felt:

The Industry's Preferred Publication

Domotex asia/ChinaFloor Reflects
(Qoantry s Growth, Importance

Record Numbers Expected For 7th Show

By Matthew Spieler

SuancgHar, CHina China s influ-

ence am the world s flooring inmdus -
try in recent years oatines to
grow at an unprecedented rate and
omtirue in 2005.
Nerth America, as marufacturers,
distrilutors  ad  retailers have
tred their attentions to the Far
East for sourcing products

One of the best ways to gauge
how quickly the Chinese market is
growing is throuch the comtry s
largest floor covering trade show,
Domotex  asia/ChinaFloor (DACF) .
The seventh edition, set for March
22 to 24 at the Sharghei New
Tntermatiarl Exhibition Centre here,

DACF of ficials expect this year s show to
e the largest in its seven year history.
is alresdy dheping wp to ke the
show s biggest in temms of lboth
See Domotex asia,page 4
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Mohawk Provides Floorscapes
Dealers Bride To Success

By Louis Iarmaco

San Francisco W ith this city s
scenic bay area serving as the
backdrop, Mohawk  Industries
f£aged quite an event for its Floor-
scapes dealers here Dec. 2 to 5.
Billed as the Bridge To Success,
more than 370 dealers represent -
ing over 500 storefrants gathered

The 2004 Floorscapes Dealer of the Year, Jdm Millar of
Avalon Carpet & Tile in Gerry Hill, N.J., is flaked by

at the downtown Hiltan in the shad-
ows of the Golden Gate Bridge for
the 2004 Mohawk Floor-scapes
convention, which featured new
product s and programs; education-
al seminars with Mohawk
University s Sam Allmen; entertain-
ment from singer Vonda Sheperd
of Ally MBeal fame, as well as
retwarkdng for all.

We re in an imdustry
where imovation is con-
gat, Jff Lorberbaum,
te mll s president and
CEO, told Floorscapes
members  during the
event s general session,
ad taking advantage of
new products and servic-
es is what allows us to
profit and grow in o
businesses. I am sure
each of you, as success-

Mohawk s Ed Williaw, left, and Mamy Llerena.

See Mohawk,page 3

Sl A Lifestyle Not Just
A Brand

HANNOVER, GERMANY
Be-cause each individual
has her omn style, products
nust not merely be trendy
bur rather metch the life-
style of cosurers, so
says intematiamwl textile
ard area rug designer Elke
Arara, drdng ae
of her many se-
minars she has
given an the sub-
Ject this year.

point, Arora

pointed aut the conoept of
Carpets of Delta. She ex-
plains thet insteed of just
selling a product, the spe-

lic speaking engagement.

clalty retailer presatrs om-
cegpts which can achieve
product acceptance on the
kesis of qulity, colar and
desion in order to meet its
customers personal de-
sires and needs.

In discussing this theory,
she says the
design world is

8% -
two movements

ARORA-DESIGN
To stress ker g MARKETING gl/rds and  lo-

forwards/back -

Forwards/backwards is
weaves of the bar-oque
style ad colorworld, said
Arcra. The wave of the
retro-desion will rawin for
years to came but the
meterials and faordics will
becare  increasingly influ-
enced by technique and
chemistry. It will becare
more intelligent, equipped
with catalyst-coatings and
will al-low for additicml
functions. New areas of
use will be opened up.

For some time now,
the local/gldoal conbina-
tion has had us under con-
trol, che cotined. Our

See lifestyle,page 23

Ceramic Report:

Minimalism Mixed With A Pop Of Color

BoLogNa, ITary The 22nd edition of !
Cersaie, the world s largest exhibition of
ceramic tile ard bathroam fumishings, held
recently at the Bologna Fairgrounds here,
turmed aut to ke a record-bresking event as
attal of 98,592 total visitars atterded the
merket. The addition of two new halls
increased the size of the show to 156,000
square meters allowing a total of 1,057
edibitars to paticipate. With the recad-
breaking attendance and a larger show
flox, Cersaie was the perfect place to see
the latest fall/winter trads in colar, fomet,
tedmology ard style.

At the show, Ealian manufacturers
mixed a taste for

i

v a

of ridress to any settirg. Brix Nudo, de-
signed by Milanese Claudio Vidla, hes the
delicate texture of a sandy surface ard is
See Ceramic Trend Report ,page 2

minimalism with
boldly colored ac-
cent s that pogped in
high relief. Qool
gray taes, slate,
stone and concrete
locks omtime to be
popular, roted
Qristine Adbate of
Ceramic Tilsd kaly,
however, alor, tex-
ture and shape were
presented in bigger
and bolder ways.
Texture was on
display across the
show, she noted.
From bas to high
relief, tiles ware
mede to add a touch

200
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CERAMIC TRENDS

From page 1

available in a range of geometric
shapes including polygons, mo-
saics ad strips The compay s
new Wave series also features un-
dulating partems in sard.

Ceramica Viva showed two new
textured series Melange and
Textura. While Textura has the feel
of a barboo shade or a Chilewich
ng, Melange has the lock of a
handwoven textile craf ted with rat -
ural wools. Marazzi s Mrd tiles cre -
ate the inpression of shifting sand
pattems. Three-dimensional forms
seam to rise from the tile surface
cresting the effect of movement,
said Adoate.

Ascot s Interiors featured an
elongated subway style format with

to the supject of sustairebility amd
falian ceramic tile.

At Cersaie, many companies
highlighted their sustainable prod-
ut dofferings. Caesar, which was
recently awerded the highly desir-
able Eco-label, introduced Feel, a
new series with the lock of wood
thet is sustainable and comes in
seven ocolars.

Ieonardo 1502, Marazzi, Itad-
graniti and Inpanta also showed
tiles that were produced in state-of-
Imdstry cartification far their awi -
ronmentally respansible production
procedures.

Another exanple of an eco-tile is
a new oollection from Gambar-elli

Ceramica De Maio s Terra Magna

called Oxgena, which has pio-
neered a new teclmology to create
tiles that react with Co2 to cut down
Ganberelli collection cen ke or-
dered with the Oxygena process.

Companies comtirued to experi -
ment with format and shapes.
Cersaie was the launch of a brand
new technical immovation Two
companies introduced oversized
porcelain tiles that are extrarely
thin. Created with state-of-the-art
technology and measuring 3Xim,
both collections, Cotto D Este s
Kerlite and Provenza s Endless
are a slim 3mm thick.

Provenza took teclmology a step
furtter partrering with faucet wen-

tiry, thin decorative

grooves of varying size,

vwhile sister carpany Dom

showed Superfici, which

inchdes tiles with the lock

of lesther, cardocard and
Retro Color

W ith a lock aroud at
the new oollections, e
cauld not help noticing the
playful motifs that were
inspired by the mod colors
and shapes of the 70s.
Ciraular rings, waves, tiny
bumps, subursts and flow-
ers stood aut at stands
across the show, noted
Abbate.

Some notable examples
of these fresh bright locks
were: Ceramica Viva, Mon-
ocibec, Naxos, FBEmilcer-
amica, Dom s Revolver,
Marazzi s Fashion, Sicis,
Kirg s Living, Rex RGB -
Pop Art, Progetto 14 and
Floorgres Bagno.

Respect For Nature

The wood lock, which
has omtinued to grow in
popdlarity inl recant years,
was once again very preva-
lent at Cersaie. Rex Abisko
is a playful oollectim of
wood locks thet includes
teardrop shaped pieces
ingpired by kot s ma tree. A
portio of the proceeds fram
Apisko s sales will be doet -
ed to the World Wildlife Rad
(WAF) for forestatim par-
poses.

Other standout wood
locks were spotted at Mar-
azi s Woods with a rich
mahogany, as well as
Kerex Comelegno (which
means like wood ) and
Iea s Texture Lego. These
versatile new series in-
clude ceramic wood planks

falian tile marufacturers
have long made a broad
commitment to responsible
tile production, noted
Mte. In fact, just this
yeer the Italian tile imdstry
launched a new Web site,
www.s-tiles.can, dedicated

Critical Alignme
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ufacturer, Fentini ard Dav-
ide Gropi, an Italian
ligtirg partrer, to creste
Iretallations  that  mixed
these slabs with fixtures
ad ligts. This revolutio-
ary ard light new fomst is
icesl for floxr, wall ar con-
tertop applicatians, said
Abbate.

Ceramica Vogue added
elawpted glass slabs to its
allectim. The slabs meas-
ure 12X48-in. and are avail -
dole in 17 colors.

Other interesting porce-
lain series that feature
modular formats and mini -
mlist Ifty loks are Su-

pergres
Sala,
Space,

Siordia, Floorgres
Monocibec s Open
BEdilcuoghi s Com-

ment

pass, Idla s Nexet, Radine s
Mireraria ard Iea s Midtoan.
Color & Metallics

Marty exhibitors showed
collectians thet mixed rich
oolor with glass and metd -
licef fats. One such manu-
facturer was Ceramgres,
which displayed Opus, a
line that cobines liquid

Iarger fomet tiles, whether they
be in living ar bathroom applica-
tias, are still ae of the hottest
trends in ceramic flooring today .

lection titled, Couci, fea-
tures cartom-like frames
with a distinctly Barogque
fesl, roted Adoste. Sister
company Bardelli showed
Bronzi, a new handmade
floor ard well serdes, which
has the appearance of a rich
weave of fine wool and cop-
per yarms.

dlass. Available in a 4X12-
in. fomet and a 4X4-in. for-
mat, these tiles shimer
with colar and light. Qotto
Veneto also showed In-
fomele, a ollection that
captures the iridescent
glazed effets of the raku
tecdnique used in Japan-
ese pottery.

Also o exhibit were a
series of new products cre-
ated by student-designer
teams working at Milan s
Domus Academy. Some
new ideas to core out of
the program were leaf-
sheped tiles with IED lights
for garden walkways and
modular pyramid-shaped
tile systems for exterior
cladding that can sugport
plats creating a green
vell ef fat.

Additiaally, o the art-
ting-edge of teclnology,

glass at into thin strips and
mixed with ceramic.
Gabbianelli showed the
work of Dutch designer,
W outer Dolk. His new col-

MOHAW K

ceramic.

Cotto Veneto
SottoVetro, a rnew collec-
tin that mixes glass and
Painterly oolor
swirls are captured under

showed Mapei introducted Ultra-
color Plus, a new mold
resistant grout ideal for
damp environments

Louis Iannaco

From page 1

ful dealers, have many insights into what
has created the foudation for your busi-
ness. e of the key factors is, huilding a
relationship with your custarer.

Your Floorscepes store itself speaks
directly to the custarer, e eplained. It
helps her solve her purchasing dilemmes.
Industry studies tell us the ailtire of ar
business is in trensfometion. OQur cus-
tarers are willing to pay more for quality.
She s more educated about product and
design. What she wants to buy is a

This has been a driving force behind ar
megazine, Ideas To Go, he added, ad it is
most ocertainly behind the Floorscapes
Studio design. We know meking your cus-
tarer happy and satisfied is your mmer
for you. We are partrers irwvesting in each
other for our omtimied success. We feel
with Mohawk Floorscapes, there are no lim-
tis to thet suocess.

Lorberbaum went on to discuss the
economy, noting the shortest recession in
U.S. history, low interest rates, in-creased
govermment spending and a re-duced tax
burden. The result has been new jdb cre-
atim, housing stats at histaric highs and a
rebound in both remodeling and commer-
cial sperding. Our industry is reacting pos-
itively to this rdooud. This year, the carpet
industry has been growing at 5% to 6% in
uits, and hard surfaces are growing at
almost 10%. Next year, the floorirg indus-
try should grow 4% to 5%.

Marry Llerena, vice president of retdl
marketing, told menbers the home
improvement industry is forecasted to be
phenorenal over the next five to 10 years.
This means your sales should soar. The
baby boomers have either successfully
plamed for retirement while others are
row inheriting their parents fatires. This
will ke the greatest transfer of wealth in the
histary of the warld. Close to $10 trillio will

change hands.

There is a worldwide behavioral chift
wking place, e eplained. It s just o
lager the wealthy, bt America s middle-
class consurer who is trading up to luxrry.
Consurers are willing to pay a significart
premium for goods and services that are
amtiawlly inportant to them. Con-surers
are loddrg far thet enctiael lift in the fam
of a new luxury purchase.

Are we ready to cgpitalize a this -
rtunity? he asked the members. I

e

Movin on up. Husband and wife team, Beth and
Mark Hulbert of Discont Flooring Supemmert in Albany,
N.Y., have been Floorscapes dealers since Octdber. Both
believe the move has broadened
their husiness, ensbling them to sell categories
other than carpet much more easily.
believe you, as Floorscapes dealers, are
leading the way. You have improved your
rrail ewiraments, your stores and mer-
cdhardising, all of which not anly sed a
message to your customer, but educates
them as well. You are ahead of the pack.
Among the new items offered to mem-
bers at convention were Smartstrard, a
new fiber made with DuPont Sorona
Polymer (FCNews, Dec. 6/13); Desion at
Hore, a complete mabile selling system
featuring a ven with custaom graphics, a
shelving and sampling system, five-day
See Mohawk,page 21
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DOMOTEX ASIA

From page 1
etibitars ad visitor

China is fast becoming the main
hib in the Asia Pacific regin at
which to source af fardable floor aov-
ering meterials of high quality, said
a show of ficial. (hira it self has now
became a major player on the world
flooring merket, de in larce pat to
the conpetitive production cost. But,
also because local producers have
made great improvements in te
quality of dorestically produced

The growth of the show ootin-
ues, noted Wilbert Heijmens, seniar
project menager for VNU Exhi-
bitias, ae of the producers of te
event. We re expecting over 600

the upcoming market.

DACF has grown so much, or-
ganizers which also include
Deutsche Messe AG and China-
floors have added another hall
to accommodate the record num-
ber of exhibitors expected.

This year s expected growth is
a top of a record-bresking 2004
show. In fact, since 2002, DACF
has grown more than 120% in ex-
hibitors and 75% in attendance,
ot to mention overall show space
will have increased by almost three
times since then.

While these mumbers in and of
theneelves are dramatic, it is the
growth and participation of the

exhibitors and 20,000 visitors for

intemational comunity that has

European pavilim

confimed China as one of the pre-
mier contries for sourcing all types
of floorirg. At the 2004 event,
roughly 16% of all attendees were
intemational visitors, a 36%

December 20/27, 2004
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increase over the 2003
market. Of these, 12%
came from North America,
representing the  third
highest region far atten-
dance be-hind Eurcpe &
22% ard the rest of Asia at
59%.

Though the mejority of
product s sold at the show
are for residential wuse,
DACF is far from being a
one-dimensional market.
In fat, te fair s premier
saellite event, Gotract+Design.asia,
was ae of the main highlights of
last year s merket. In fact, over 400
peple from the A&D community
paticipated in various presentatians

focused solely an the com-
mercial arena.

Heijmans said DACF
2005 will also festire Icts
of activities, including an
extensive seminar program
market information along
with the latest in indstry
imovatians. In addition, we
will once again be hosting
Contract-+Design.asia.

DACF has established
tself as the Asian trading
hb for the flooring imdus-
tty, said a spokesmen for
the show. The tremendous

German pavilim

success of the show s sixth
amiversary in 2004 con-
fimed thet is has gromn to
ke the Asian arrwal gather-
ing of the warld s leadirng
flooring qoeratars.

There is no dodot this
edition of Damotex asia/
ChinaFloor will meet the
expectatias of all wo par-
tapate, the spckes-man
concluded, and again
solidify the show as 2sia s
pre-aminent trade fair for
floor coverdirgs.

For nmore information on
atteding ar exhibiting at
Domotex asia/China-Floor,
visit www.domotexasiachi -
rafloor .com, or e-mail
Heijmens at wilbert. heij-
mans@vnuexhibi
tions.ocam.cn.
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his year saw an overall
T uptum  in production and

sales of tetile floodrg in
both the residential and commer-
clal sectars.

Residatrial sales are w sligitly
over 6% and comercial sales,
laggirg since 9/11, are wp a little
over 10%. Sales for the big three
carpet mills are up, with both
Mohawk and Shaw exceeding
sales of $5 billion. Mohewk is now
the largest flooring merufacturer in
the warld; Sew is still the largest
carpet mill. Beaulieu has mede a
renmerkable recovery with sales
again exceeding $1 Dbillion
Beaulieu s foas is solely carpet.
These three mills aontrol over 80%
of the broadloom merket.

Claims are now a mejor area of
foas far all mills. With rsirg po-
duction costs it is paramount that
expenses be cut. One way is to
reduce claims which are a direct
expense off the lottan lire.
Though claims have always been
about 2% of sales and they can be
luilt into the price, they can essily
exead that.

A claim cen wipe ot a sales
profit ad then est into oerall prof -
tis. Nethirg is so imdtating ad frus-
trating as anplaints ad claims;
they drain time and moey from
any husiness.

Tn 204, the big three mills stat -
ed taking more aotrol of the com-
plaint issues. Because claims ard
coplaints strain cash flow ad
relariomnships, they have becore a
more important agpect of doing
business.

For many years, the marufac-
turer has possessed the capddlity
of tracking clains to determine
what they are and what products
generate nost of them. Thet s 1o
lager enough because the retdl -
er has to ke roght into the mix to
open up comunications with the
mill to prevat coplaints fram
coourrirg. The dealer now has to
do the sare by bringing his peo-
ple, inclhudirg the installer, doserto
the operation to prevent clains
losses and complaints

The biggest category for com-
plaiit s we ve seen in 2004, is with

wood flooring. One reasm is due
to igworance about the product
ad its etallatiom. May of the
prdblens are the result of mois-
tre; not urderstadirg its Ifhi-
ence an the product and not prop-
ady testirg for it ar et all.

The increasing growth of wood
is ogoing to farce the imdustry,
partiailarly the retailer, toke more
aware of what causes claims with
this prodxt. 244 to the frustrarion,
the wood manufacturers who are
lcatlhe to replace etire floars ad
sore who are reluctant to desl
Shaw, Mohawk, Mannington
and Armstrong, wree relatim-
ship with the degler gives them a
leg up an less formidable competi -
s,

Still, anmgjar isse is moistre in
aarrete relative to both installa-
tin and health ocawems. The
materials will cause major health
issues due to nold ard mildew is
greatly exaggerated the likeli-
hood of this ccorrence is mininel.
Ietallation cowems relative to
moisture are ancther story.

Moisture is creating more ocom-
plairts, litigation and maetary
losses then any other category of
claims within the comercial sec-
tr.As mentioned earlier, noisture
is also wrecking havoc with wood
whether a amtractor or retdl
owner, is goirg to have to leam to
oare to grips with moisture in sub-
strates, to pevat the aostliest of
claims.

Tre loss ar lack of tedmical
knowledge in the industry is grow-
ing ard, as a result, creating aom-
gairt s This is especially tree in the
comercial merket.

W akirng with pattem carpet is
another dellaxe since it is grow-
ing by lesps and bounds and
requires greater gkill and know-how
to wark with ard install. Because of
this, Irstallation of this podrt is
more expensive.

Still, the largest caxee of cam-
pairts is sellirg ad installirg te
wrag product in the wrag place.

2s for tedrology, you will see
more new fibers (some are show-
ing up now) and greater enphasis
a1 recycling and green products
Trere is, in the wings, new tedrol -
ad adhesive failures, just to nare
a few.Yau 11 e hearing more about

Kelly
Kramer

a1 midt say this is the

hardest colum of the year

for me because my short-
term menory is very poor. When I
thirk of last year, I ent sy
whether it was good ar bed. It wes
sinply ancther year.

Imglad to be in a husiness T

love, ard have a grest lovirg rela-
tiaship with my wife and family .T
live in a tomn ard cartry of which
I angateful. To me these are the
d ten we think about what we want,
not just how good we already have
it. T the past few years, I ve used
this year-ed colum to reflect just
tet. & s time to stop ad srell the
roses.
Here s a story I heard many
years ago which made me change
my opinion about the passing of
time. I was watching a comedian
o televisiom talk adoout this very
subject. He said when you are a
child of for you carct weit far
Christmas. The 12 months in
between feel like 12 years when
yau re thet age. In hich sdool thet
last year as a senior seams like
the for yesrs it tok since you
were a freshman.

In your 20s to 30s a year feels
much like a year. From your 40s to
50s a year seams like about six
months. Ad fran the sixties an wp
a year feels like a matth. The older
yau et the quicker time really
does seem to pass. Before you
know it you hit a point where you
say, I could heve dae better, ar,
My life is almost ower, wet d I
have to show for it?
I persanlly oot past those
thought s years ago.

When I started wdting for
FCNews, I taled oer this il -
um, because I knew my radical
New Year s Resolutians of the
past years had never worked. The
ideas of a better diet, working
harder and exercising more were
grest in theary it it nomelly last -
ed about one mmth, if I was
Iucky. Tret s when I finelly faced
the fats that goals very seldom
work when implemented sudden-
ly ar drastically. How-ever, life is
lag if we re luky and we can
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ke smell steps and meke slight
changes that accunulate as time
passes.

Do you know the old saying,
how to eat an elepghant? The an-
swer is ae bite at a tine. It s the
sare with any cunilative effotr.
Sinply do a little sarething every
day. Here s an exanple: My moth-
& taght me to cock at a very
young age because she worked
dring the day. I waid stat the
cooking and she would come
hare and finish it, but the most
important thirg she taught me was
to clean wp while I was codkdng,
ct af ter . That way, when the meal
was ready, the clean up was
already doe. That lesson stuck
with me in other daily dwores. 2
my hore, I try to work at least an
hor an the yard every day in the
warm months. At work, I meke
sure my desk is cleared each day
before T go hore ard thaet all prdo-
lars are solved. Tn writing, I try to
gay well ahead of my deadlines
o the articles are refiral ad rot
fareed by a timelire. n fact, I often
et calls from oxr East Coast
readers who say they really agree

At work, T
make sure my
desk is cleared

each day before I
go home and
that all prdolems
are solved.

with wet I ve wrtten.

All of these gmll things are
now a habit to me and don t seem
as if they take much of my time.
Im miffed when I hear others
corplain that there is not encugh
time in a day for whatever reasm.
For me, there s actually tco much
time ard, Im often bored. Wd],
meybe I could use that time for
exercise. But then again, maybe
jsol

In closirg let me thark all of you
for reading my colums throughout
the years. Yau are ae of the
things in life T twily gooeciate.
Here s to your good health ad a
wealth of happiness in 2005.

Iewis Migliore is a traubleshooter, cawmultant and spesker based in
Deltan. To reach him, call 706/370-5888, fax 706/270-0482, e-mail
Igmtesaptilink.us or log on to www.lgmtechnicalcarpet services.com.

Kelly Kramer, lased in Iowlad, lo., is an author, irvetar ad
oner of Kelly s Carpet Wagon. To bock him for public spesking engage -
ments, call 970/622-0077 ar e-medil wtaileducaticn@netzero.net.
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another year and consumers
still byirg carpet far their
homes and of fices. They are also
buying lamineted flooring, wvinyl,
cork, linoleum and even some
rudoer floor covering products E
seems the more things change,
the more they seem to stay the
sane.

This past year has been rela-
tively weventful fran the lecgl
view point. No new mejor issues
have developed in the industry,
ard there has been little happen-
ing with those carried over fram
years pat.

Alr Quality Issues

The mold ard other air quality
issues catine to haunt the floor-
ing industry, partiadarly those
irvolved with brcadloom. Although
the industry has gae to great
legths to prove in-stalled carpet -
ing is ot a significat samce of
the type of tadc mold thet can
cause physical imjury or discom-
fart to those wo live ar wark
arord it, it seems the media, and
yes, the lawyers, just carmot seem
to acoet this fact as being valid.

The basic fact, however, a
shown by numerous studies,
reneins that nold will not, ard for
the most part, can not grow an
synthetic broadloom which is
clean ard dry.This fact, however,
will not prevent an expert fram tes-
tifying in a caxt roon thet: there is
ar wes tadc mold in a certain
area; that would cause persanal
injury to people wo lived or
worked in that area, ard that the
Tetalled carpet in the area wes a
samrce of thet taxic mold. Although
such expert witnesses, proof has,
by a recent series of U.S.
Supreme Court rulings, been
made dif fiailt toldrg into a tral, it
still can happen and a jury may
11 oot it

Setting Them Stwmigt

Regarding amother air quality
isse, just recatly a prestigicus
New Yark hospitdl, mits newslet -
=, dfered variocus tips for livirg
with children suf fering fram aller-
gies or astlma. One of these tips
was the advise not to use rugs or
carpets in these children s rooms
because they, provide idesl
places for dust mites to prolifer-
ae. This type of thinking hes
been determined to be unfounded
by varicus scietific stdies am-
duted in this area. I hete to say it,
but these issues are here to stay.
All we can hope to do is to mini -
mze their effers o the flooring

Irelodfslikewenaﬂeitmgq

Martin
Silver

industry .

The independent contractor
issue, ance thought to be a mejor
prablem for dealers and contrac-
tors, has sorewhat faded into the
background. I have not heard any
recat claims that the Inter-nal
Reverne Service (IRS) is taroget-
ing flooring paple as I did in past
years, although even then I ques-

Prcblems in this area occur
when a retailer wo trests and
pays his installers as independent
omtractors gets audited by the
IRS, his workers compensation
insurance company, his stae tax
or labor departments, any of
vhich will claim thet these inde-
pendents are reslly employees.
This finding can of ten lead to large
monetary  assessments and
perelties.

Tt appears that ae reasm this
pradolem is ot as prevalent as it
once was is because most dealers
row realize that if they went these
Iretallers to be amsidered inde-
pendents they nust reslly trest
them as such.

Who s Responsible?

Concerming  concrete  testing,
the issue here is who should ke
regpansible to test the cocrete
floor to ascert ain whether it is suit -
able to acoept the floor covering
meterial that is proposed to be
Teralled oer it. In the past, this
dbligation has been placed upon
the flooring antractar wo, by first
testing (or saretimes not testing)
ad then in-stalling, becores a
guarantor to the end-user that the
flooring meterial will properly
adhere to and not be damaged by
the aoxcrete sub-floor.

The positiom of the floor cover-
ing imstry is thet the testing of
the concrete should be performed
ot by the flooring amtractor but
rather by trained ad qualified,
independent evaluators using the
latest in equipment and tedirolo-
gy. This seems to make a lot of
sense ard this ef fart by the imdis -
try to have architects and design-
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Salesmansht

his wes the best year in floor
square foctage wes sold at

In spite of mitiple prdce in-
creases, flooring of all types gives
American shoppers more value
than most other consurer prod-
uts. Wen I wes a retaler, e
increases were always welcomed.
We are an uder-priced industry
ad, like all professiasls, we wark
a percentages which means we
meke more with every increase.
Nothing on the market can meke
such a drastic improvament in the
average hore for less money in so
little time as flooring. Maeower,
floor coverdrg doesn t Just beefit a
sirgle individel; it provides a
warm, attractive and secure ervi -
rament for the entire family
adding amsiderable value to the
largest investment most families
ever make their home.

Sore surfaces such as wood,
ceramic ad stae, for instance,
are lifetime irvestments. Other
products provide insulation and
aonfart and all cotribite to a
beautiful hore. No ane has to con-
vince amsurers of their desire for
floxirg: They went and desire
beatiful flows ad are willing to
invest in them. All tet is left to
is persuade your custarer to buy
fram yau.

Few imdustries offer more op-
portnity then in awxr oan. Prog-
rosticarars tell us this irdustry will
scar over $100 billim at retail by
the year 2020 an increase of
400%.

A few ecoamic clowds hover to
e sure signs of inflation ad the
exchange rate, but consurer onfi -
dence is strong and shoppers seem
to ke willirg to qoen their podet -
bocks even wider. Good economy,
desirable merchendise and lots
mxey waiting to be spet are a
recipe far sucocess. Many floor cov-
adrg retallers are resctirg to this
gportunity by improving their cper -
professianl, providing comsurers
with better displays, more aroen-
ized stares alayg with better edu-
cated service and salespacple.

The hore centers have helped
our industry tremendously by cre-
ating more desire for amr goods.
Professiaml specialty stores are
cpitalizing o their largesse.
Flooring stores wo have trained
their sales and service pecple
cnt help it to be suocessful.
The big baxes, uilike specialty

stores,
tias givirg little credaxe to sales
skills. No ae can put thousards of
cars in thousands of parkirg lcts
every Sat-urday moming like the
baxes ard they rely an sore of
this to stidk. Idepadat retailers
who have trained pecple can pick
df custarers who can t get need-
ed information from the boxes
just like shooting ducks of fa lag.
Most independent dealers, who
cn  aquelify, aggire the dgdlls
needed to be successful through
joinirg a wing grop. The major
groups povice the gkdlls ad per-
fam the fuxtios to allow inde-
pendents to caxatrare an their
power over the big boxes selling
&ills. These groups provide training
auld rever af ford management,
sles ad swvice sdlls, firancial,
credit, merderdising, advertising,

market protection and so much
more. The services and education
has proven so valuable that 70% of
all nmn big box volure goes through
the grogps A firel peh is o for the
few ramining quelified retailes.
Te resilts are in: Retailers wWo
kelayg to huying graups praduce far
grester volure ard profits then their
nm-aligned comnterpats
Manufacturers have formed
their omn groups in respmse to
buying groups They have learm-ed
a lot from these groups ad
are helping retailers as well. Tn fair -
ness, I have never knowmn of amny
anfratatiass, the lingering ques-
tio in the minds of some dealers
is, Wo protects e fran the mill
which now cmtrols both sides of
the relationship issues such as
disputes, mwerket areas, pricing
and rebates? Aside from these
concerns, groups are the biggest
sirgle factor in meking our irdustry
more professional and meking the
auatlock for 2005 even nmore prof -
tiable for most of us then 2004.

Martin Silver is a practicing attomey with offices in Haugpauge, N.Y.
To amtact him, call 631/435-0700.

W arren Tyler is a professianl spesker living in Bavan, Va. Call him
at 804/725-1521, fax him at 804/725-1541, e-mail him at warren@pro-
fessionalspeaker .net or log an to www.professicnalspeaker Tet.
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From page 1

training sessions for two employ-
ees, merchandising and advertis-
ing support; Fashion Sel-ect, a
high-end product line with 35x42-
in. oversize Dblarket style sanples
made with Staimmester Tactesse
gft yam; the Golors of Paradise
aollectin, an all-Anso lire with tex-
tures ard a frieze in 60 colors ad
12- ar 15-ft. widths; an all new Main
Street comercial selling system
with a reference guide/brochure,
and a nmumber of new hard surface

wk s new fiber, SmartStrad

W ash., liked Fashion Select. I
kelieve the larger size of the wirng
rack in the display will gopesl to the
wonen who buy from us. It is the
ladies who do the buying and this
gives them a letter perspective of
whet they are lokirg at. The grout
cleaning is interesting. Our corpeti -
tim is opttirg drto thet, ad I see a
lct of referral husiness an the graut
clesning, so establishing thet is
importat.

Im real interested in the De-

product s including ceramics, exctic sign At Hore concept, as well, he

explained. The canfort zone for

with DuPont Sorcna polymer, wes the §
1 % 3 { laminates with fea- oawention s biggest hit.

tures such as beveled edges, ran- ber has broadened cur business so and ceramic and linoleum and all  the homebuyer with the Design Zt

dom embos-sing and sound dead- that we can do more than just car- the other categories. Hore program is a lot more re-
ening systems. pet. We were just a broadloom Alex Schwindt, vice presidat of laed It s being doe in her natural
By adding private label con- store but now we can do hardwood  Finishing Touch in Marysville, See Mohawk,page 22

mercial products  from
Bigelow, Durkan and Kara-
&an, Mohawk has definite-
ly stepped up the Floor-
scapes  program, said
Mike Pavone of Sail-On
Carpets in Spencerport,
N.Y., who already owns
and operates one Floor-
scapes store and will be
opening another in June.
The brand new Home &
Of fice program mekes it
easier for the comercial
custarer to shop. The De-
sign at Hore van system is
phenareral; it locks real
good. Mchawk has in-to-
duced a cople of nice lami -
rate product s as well.
Smartstrard has really
ploved ar interest, said
Beth Hulbert of Discomt
Flooring Supermert Albany,
N.Y., wo begn life as a

ber alag with her husberd,
Merk. It seens to e a really
good product. The Golars of
Paradise is sorething we are
also very interested in, ad
are praeebly going to arder
dter the dow. Seeing sore
of the new product s has been

We ve always sold a lot
of carpet, she explained,
but now we are selling
more hardwood. We have
seen some of the new
hardwood products and cur
Ietallers have already put
some of them down. We ve
also got sore in our own
showroom floor. We
haven t done much with
ceramic yet, but we are
abaut to.

Since we became a
Floorscapes dealer we are
seeing a big dif ference
because people can now
core in and design their
whole house in one store
instead of going to a couple
o dif ferent places, ad-ded
Hulbert. We had been a
warehouse/stocking  store,
now we have a showroom
Being a Floorscapes mem-
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From page 21
ewvirament, lighting and decor.Etakes a 1ot of the
stress aut of the buying process for her.

Mohawk s Diane Gammell, who helped develop the
Floorscapes Design At Home program, wasn t sur-
prised with the overwhelming respanse it re-ceived at
the show. The Design At Home concept is exactly
what it says. Women want ideas, They went assis-
tance in their homes. So at Mohawk, instead of going
with just a Shop At Hore concept, we re going to bring
a amsultant thet is trained to do flooring design and
window covering fashion into the hare to assist the
customer .

I s not just putting a buch of sanples into the ven,
de eplaired, it s getting the axmsulting and design
ideas alayg with it, kwowing ther they feel aofortable
with Mohawk standing behind them and a Floorscapes
stare, with the bricks ard mortar, thet is also there. Tk
helps build credibility far thet aonsuer.

The show s been phenomenal, said John Wadl-
sey, diretar of mnerketing for Anderson Hardwood
Floors, ane of more than 40 vendor/partrers to ex-hibit
at the event. This is a positive relatiaship we have
[with Mohawk Floorscapes.] We are honored
to be here. You still have sore of the dealers care by

Meet your next

Employee of the year! ST

* Productive and always on time

+ Reverse rolls and measures remnan
+ Works with carpet and vinyl L
+ Inspects materlal before
it goes out the door
+ Knows the axact measuremui
of any roll

+ Mever takes a vacation or calls in sick

" Jake Advantage
of Tax Write-0

Brumbic fnleapadiopd d Uf Yeaﬂ-
Lmuares, Flarida HE{O"‘E En

Woice: 362-742-0902

Fax: 352-712-0702

WWWW . aCoU-cut.com

Infaidarm- cut.com

+ Makes accurate, stralght cuts QA oo

1"50".] 'ﬁcqzua EIET

who primerily deal with carpet. We just had some-
body who now, far the first time, is thirking abat
cetting into the wood side of the business. And
then there are hard surface retailers who are lock -
ing to get a wifom lock tlroughout their store.
W e re seeing both.

The biggest buzz at the show has been caused
7| by Smartstrand, of course, said Ed Wil-lias,
Mohawk s senior vice president of sales ard mer-
keting, and then the mercharndising. There also
has been a lot of interest from
the dealers coming here and leaming how to
run their businesses better through the education-
al seminars, the attendance of which has been
art & anding.

The dealers are very upbeat and excited about
the Smartstrand introduction, said Mark Olsen,
marketing manager for Mohawk Floor-scapes.

The reactions to Fashion Select and the Colors of
Paradise have been extraordinary, as well as
Home & Offiee. All in all, this hes been an extracr -
dinary event.

For more information on how to become a

Floorscapes dealer, call 800/241-4900.
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From page 1

local activities have been exposed by dldel
intervation. Through Infametion Tedrology (D),
the gldmalization enters into the last renmote cor-
rer of aur lives. We still have oar omn local influ-
ences but, at the same time, we contirnue to
watch what others are doing around the world.
This is sorething we cammot escape.

Arora goes on to explain that consurers no-
tice, live and experience meny of the develop-
ments it are not gysically af fected by them.
a billboard advertisement may
sway someone s color dpice yet will have mo

For exanple,

& fect an her persael life.

Tre dictatarship of the potential seller merket
igores the needs of the individual ard her
says Arora.

We should bear in mind: the cne who found
her irdividal style is not in need of a trad bt
for a matching product for her persawl style,
she concludes. The products you of fer must
reach the consumer through her emotions by

changing life sentiments,

Throwsh her lifestyle motifs, Arora
urges dealers to focus more an
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meeting her sentiments cof life ad livirg. the individal.
Kathlene Vercellino
BUSINESS OPPORTUNITIES ~ CAREER OPPORTUNITIES ~ CAREER OPPORTUNITIES | MARKET PLACE WORK WANTED
BUSINESS WANTED SALES AGENTS SALES PART-TIME

Connecticut flooring retail, con-
tract, distribution, business

wanted by group of investors.
Please forward info to: richard-
wfc@snet.net.

EMA Trading, a rug importer, is
looking for U.S. sales agents on
commission  basis. Email:
emre@emarugs.com or call
908/687-0964.

Flooring retailer - Full-time or
part-time, greater Danbury,
Conn. area. Experienced, good
opportunity, benefits. Fax re-
sumé, 203/740-9188.

DELUXE
LAMINATE
PAD

Call Don or Chris
800-826-5805
or FAX 706-234-3305

Expd. salesperson seeks part-
time position. Knowledgeable in
all categories—laminate, wood,
vinyl, carpet, tile, ceramic. Reply
to: FCNews Box T21.

BUSINESS OPPORTUNITIES ~ "CAREER OPPORTUNITIES CAREER OPPORTUNITIES
BUSINESS HELPWANTED AGENTS WANTED
FOR SALE

Established Northern Califor-nia
beachfront carpet store special-
izing in carpet outfitting for
yachts, RVs, homes and indus-
try is being offered as a fran-
chise retail business. Includes
separate warehouse, forklift,

van and inventory. Asking

$275,000. Agt. 408/ 369-

0326.

CAREER OPPORTUNITIES
GENERAL
MANAGER
POSITION

Long time Reno, Nev., flooring
store with high volume, excel-
lent showroom and warehouse
facility, is looking  for
a dynamic GM. Salary and
benefits plus commissions.
Compensation commensurate
with experience. Please fax
detailed resumé to: 775/ 786-
2949 or byron@
clausencpas.com.

e-mail:

Senior Axminster designers (2)
to work in New York area and Los
Angeles area or other
work locations, as assigned. Will
be involved in the complete
design process of Axminster and
hand-tufted carpets and rugs for
the hospitality industry, from
concept through production
using Apso CAD system.
Requires BA in Textiles/Floor
Coverings and min. 2 years of
exp. in the above areas. Apply to:
Brintons US Axminster, PO Box
877, Greenville, MS 38702, Attn.
HR. No phone calls please, EOE.

Unique, once in a lifetime op-

Simply

Better.

oy

Phone [EEE]

or visil weraLHflonrs_com for 2 FREE demo disk!

* Mew Estmating Saftware now svrilable
which interfaces directly with QFloars™
« BZE technningy allits you o
transfer information dirsctly to/from mills!
* Linrivaled customer support]
* Extremaly usarriendly softwars?
* Fres training!
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340-2442 ML
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portunity for qualified agents in
all the NFL & MLB cities—espe-

cially  Atlanta, Charlotte,

SERVICES

SERVICES

Chicago, Cincinnati, Dallas,
Houston, Jacksonville, Knox-
ville, Miami, New York, Phoenix,
St. Louis, San Fran-cisco &
Tampa — to sell licensed, 100%
wool, team logo rugs. Must have
a proven track record selling
licensed products. Good com-
missions. Fun job. Unlimited
potential. Please fax your
resumeé to: 410/879-2389.

Meeting, Exhibit, or Tradeshow?

from Concept...through Creation...te Completion

Sell

BISPLA

» Corporate Scenic Design
* Custom Fabrication & Rental
» On-gite Labor & Supervigion

5333 5. Anville, #1085, Laos Vogas, N 89118
bnone: (02362 70 6« Fae (0R3E2. 70RR

on the web @ WWW.SMDISPLAY.COM

HELPWANTED
Large New Jersey company
seeking motivated salesman/
estimator for builder flooring
division. Great opportunity for
the right person. Must have
established builder contacts.
Send resumé to: commercial
installs@yahoo.com.
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