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Mohawk’s New FloorCare Essentials Professional Network Provides Benefits for Floor Care Professionals, Flooring Retailers and Consumers

When your refrigerator needs attention, you feel completely comfortable when calling the manufacturer’s authorized service center for help.  When your car needs repairs or service, you rely on the service center of the auto dealership. 

Imagine what happens when the world’s largest flooring manufacturer creates the same consumer comfort level for professional floor care.

Mohawk Industries has a vested interest in proper floor care.  So do 35,000 retailers.  

And according to Mohawk executives, this interest goes way beyond the things you’d expect, like warranty claims.  

It has a direct impact on customer satisfaction.  

“Flooring is the third largest household purchase,” notes Manny Llerena, Vice President of Retail Marketing for Mohawk.  “And as they buy, 90% of consumers ask for information on floor care to help protect their investment.  When the customer buys a new floor, it will be five to seven years before she’s ready to buy again.   

“During that period, it is critical for the retailer to maintain contact with the customer,” Llerena said.  “Floor care services provide the perfect avenue for that continuous contact and helps retailers keep their customers for life.”
For many retailers, however, finding a good floor care partner has been a challenge.  

“We have many dealers who have simply stopped recommending floor care firms because their customers have had bad experiences or they have lost confidence in them,” Llerena said.  “This completely breaks the link between the customer and the store between buying cycles.”

To solve this problem, Mohawk has partnered with Global FloorCare Solutions to establish Mohawk Authorized Service Centers across the nation, under the Mohawk FloorCare Essentials Professional brand.
 Global FloorCare is an Atlanta-based company headed by Brian and Trecia Warren. The Warrens have been involved in the floor care industry for many years, and have been instrumental in helping Mohawk develop its FloorCare Essentials cleaning and refinishing systems, consumer spot cleaners, and floor care support programs. 

For the past year, they have been working closely with the top floor care professionals from around the nation to develop a new initiative  which allows quality  floor care companies to take advantage of the power of the Mohawk brand, and will help flooring retailers maintain a connection with past customers.

“Mohawk is not a newcomer to the floor care business,” Brian Warren said.  “In fact, Mohawk has been one of the most progressive developers of new ideas in floor care over the last few years.  The FloorCare Essentials Professional Network is the next step forward.”

“It benefits the Mohawk retailer,  the floor care professional, and—most importantly—the consumer,” he  said.  “Dealers can refer their customers to service companies which act as extension of their stores. So they know their customers are going to get the best service and the best experience. Floor care professionals can tap into the power of the Mohawk brand and the millions of homes who own Mohawk floors.  And the consumer can easily find the proper care necessary to help maximize the value of her investment, and her satisfaction with Mohawk.”
The Mohawk FloorCare Essentials Professional Network will cover the spectrum of professional floor care, including carpet cleaning, hardwood refinishing, tile and grout cleaning, and area rug cleaning.  Global Floor Care and Mohawk will carefully scrutinize floor care companies who join the network, and floor care professionals will be required to use industry approved equipment and products, and perform services according to the highest standards.

Not A Franchise

The Warrens emphasized that the Mohawk FloorCare Essentials Professional Network is not a franchise.  Instead, Brian Warren noted that it will work much like authorized service centers for the appliance or automobile industries. 

“Network members will pay membership fees, but at a fraction of the cost of a franchise,” he said.  “They will use Mohawk approved equipment and products purchased through open distribution. And unlike many franchises, there are no geographic boundaries, although there will be zip-code specific service areas for purposes of managing our referral programs. But generally, consumers and retailers can call on any member of the network, and network members can work throughout their service areas.  In addition, one of the most important aspects of our program is that network members will enhance their company with the Mohawk brand, but they will still retain their own identity – it’s a co-branded initiative.”

“This is particularly valuable to the floor care professionals as they have put a lot of time and effort into building a successful business of their own,” Warren continued. “They desire to belong to a network, but losing their identity is a huge concern for them. The opportunity to co-brand with Mohawk further strengthens their identity in the marketplace and also strengthens the Mohawk name—so it’s a win-win for everyone.”

Llerena further added:  “Never before has Mohawk allowed its name to be used by independent floor care professionals.  Mohawk is providing the brand power of an eight billion dollar company—the world’s largest flooring producer.  Our brand has been in existence for nearly 130 years, and makes billions of impressions to consumers.  

“This is a way for the Mohawk brand to stay in touch with the consumer throughout the life cycle of our product, and build an even stronger positive customer experience.  And that only continues to build the value of the Mohawk brand at all levels of our industry,” he said.

Warren also pointed out that already the network has attracted some of the most respected firms in the floor care industry as members.  

“We are blessed with the participation of independent floor care companies who are market leaders in different parts of the country, and we are already using their expertise to strengthen the value of this concept,” he said.  Ten companies representing different regions of the nation have been appointed to the Advisory Board of Mohawk FloorCare Essentials, which hosted its first meeting July 24 and 25.  

“These people have taken on the responsibility of making this network great from the very beginning,” he noted.  “They are taking the concept into their markets and putting it into action, complementing their already successful businesses.  We see that as a strong vote of confidence.”

For Retailers, The Missing Link
“If you’re a flooring store owner, imagine the value of having a professional going into your customer’s home on a regular basis, taking care of her flooring, and reinforcing the relationship she has with your store,” Llerena said.  “And imagine if that floor care professional were to report back to you that your customer is considering  putting tile into her kitchen.  Instead of waiting for her to go shopping at a competitor’s store, you can make contact immediately.  And she already has trust in your business.

“That’s one thing we’ve been missing in the flooring business, and  this network solves that problem.  Retailers will be able to establish relationships with floor care professionals they know are properly authorized and trained, and they will be able to work together to not just ensure satisfaction, but open up new avenues for sales,” he said.

“With the Mohawk FloorCare Essentials Professional Network, we have found a way not just to stay in contact with customers, but a way to create an ongoing dialogue that keeps the customer and the store connected,” he noted.  

For Floor Care Professionals, A Spectrum of New Opportunities and Services

In addition to licensing the Mohawk brand to network members, Warren noted that Global Floorcare is applying many of the same elements of Mohawk’s highly successful aligned dealer programs like Mohawk Floorscapes and Mohawk ColorCenter to the Mohawk FloorCare Essentials Professional Network.
“Mohawk and Global Floorcare are approaching this as a partnership with network members,” he said.  “We’re continually looking for tools that will help members build business.  

He said that can include:  

Proprietary products and technology 

Local market positioning with Mohawk retailers

Increased profits through national group buying power

A complete offering of business services, products, support and training

Cobranding of vehicle(s) and business with Mohawk

Marketing tools and Brand Interaction Strategy

Member networking capabilities.

Howard Partridge, owner of Clean As A Whistle in Sugarland, TX, is one of the first to join the network.  Now in its 23rd year, Clean As A Whistle operates 14 cleaning vans.  Partridge said that his company has concentrated on cultivating relationships with flooring retailers, and the new network will simplify this process.  

“This paves the way for the different caretakers of flooring to come together—the manufacturer, retailer, cleaner, and consumer,” Partridge said.  “We see significant benefits with the Mohawk brand, and it makes it easier to work our strategy of building business through retailers.”

“For floor care professionals,  this is a tremendous opportunity to grow their business by tapping into the power of Mohawk as well as the network. But best of all, everyone  wins—retailers, floor care companies, and consumers,” Warren said.
To learn more, call toll-free 866.879.6732 ext. 3083 or 3081, or email Info@InHomePros.com.

Mohawk FloorCare Advisory Board A “Who’s Who” of The Industry
John Browning

Pro-Care, Inc.

Nashville, TN

Steve Issis
Issis and Sons, Inc.

Birmingham, AL

Craig Kersemeier

K-tech Kleening Systems

Schofield, WI

Jim Mallary

Mallary Carpet Care

Baltimore, MD

Scott Mayer

North Coast Carpet Care

Rohnert Park, CA

Howard Partridge

Clean As A Whistle

Sugarland, TX

Jeremy Reets

Champion Cleaning Systems

Sharpsburg, GA

Chet Sadowski

Chet’s Cleaning

Madison Heights, MI

John Mapes

Ecosteam Corporation

DeKalb, IL

John Torres

Steam-A-Way

Palm Beach, FL

In A Short Time, Mohawk Has Established A Proven Record In Floor Care

For more than six years, Mohawk has been involved in researching floor care and developing new programs and technologies to improve the useful life  of the products it manufactures.  It has also worked very closely with industry organizations such as the Carpet and Rug Institute (CRI) in their efforts to establish industry-wide standards.  

The results of these efforts began appearing in 2002, with the first of several floor care programs introduced by Mohawk.  

A Complete Line of Household Cleaners

Instead of a customer visiting a retail store every five to seven years to shop for new flooring, what if she came in every five to seven weeks?

That’s the key principle behind Mohawk’s FloorCare Essentials household cleaner program, which provides consumers with superior floor care products--and gives  retailers a tremendous tool for building customer loyalty. 

Mohawk FloorCare Essentials features a complete floor cleaning system with products for carpet, hardwood, laminates, vinyl and tile.

 

Typical floor cleaners contain soaps and surfactants. These create sticky residues that are left behind after cleaning which actually attract soil back to that area.  Mohawk’s FloorCare Essentials household products are proprietary technology that contain no soaps, detergents, or surfactants that minimize re-soiling.

Many floor care products also contain a myriad of toxins.  Mohawk FloorCare Essentials cleaning products are completely safe for people, pets and the environment. They're easy to use, and include hard surface cleaners, carpet spot removers, odor eliminators, microfiber cloths, mops, and other tools to provide consumers with the best possible methods of floor care. 

Professional Floor Care

Each year, more than 20 million homeowners have their carpets cleaned or their wood floors refurbished by professionals using ineffective, outdated systems. More than ever, consumers are facing a confusing array of technologies and products, many of which may actually damage floors or cause harm to family members and pets.

Because of this, Mohawk stepped up its involvement in floor care to offer consumers more options.

In 2003, Mohawk further enhanced its FloorCare Essentials offering through a professional floor care initiative. First offered to its elite group of aligned retailers, the professional floor care program is now available to Mohawk’s entire retailer network. Licensed through FloorCare Concepts, an Atlanta-based company also headed by Brian and  Trecia Warren, retailers can enter the carpet and upholstery cleaning and/or wood refinishing business.

The professional floor care retailer network includes some of Mohawk’s leading and most prominent dealers,  such as Jamies Carpet Shop, Issis & Sons, Michigan Carpet & Tile, Great Lakes Carpet & Tile, Marty’s Floor Covering, and many more across the nation. While this program has been successful, there are many retailers who simply don’t have the time or resources to invest in a new professional floor care business, but still understand the need to provide their flooring customers with proper service.   That is the genesis behind the Mohawk Authorized Service Center program through independent floor care professionals. 

Retailers now have their choice of establishing their own floor care operation or referring those services to an authorized service center. Either provides a one-stop solution for floor care—and incremental income for the retailer.   

Carpet Cleaning That Earned 
CRI Gold

The Mohawk Professional Floor Care system for carpet and upholstery cleaning utilizes industry approved and certified technology and equipment, as well as Mohawk’s all-natural, rapid-drying products that are completely safe for family and pets.  This technology provides the deepest extraction available, for an ultimate clean that restores carpet and upholstery to a “like new” appearance.  

The Mohawk Professional Floor Care System was one of the first to be awarded a Gold Level rating from CRI’s Seal of Approval program.  The CRI program uses technology developed originally by NASA for the space shuttle program.  NASA’s X-Ray Florescence (XRF) technology gave the industry an effective way of looking at not only what cleaning processes removed, but what they left behind.
Since the role of detergent and other cleaning compounds is to attract and capture dirt, an improper cleaning process that leaves a residue can actually make the carpet dirtier than when it started by making it a magnet for re-soiling.  

The Space Foundation Certified XRF Technology allows the CRI testing protocol to see not just the dirt left behind in vacuuming and cleaning, but what cleaning products also remain in the flooring.  That leads to better cleaning systems.  

Beginning in 2007, Mohawk changed its warranties to require the use of products that have earned the CRI Seal of Approval for regular cleaning to keep the warranties valid.
The CRI Seal of Approval for carpet cleaning equipment and systems includes evaluation of vacuums, DIY extraction systems, and professional cleaning systems.  

Dust-Free Hardwood Refinishing And Restoration
Mohawk’s wood refinishing and renovation systems feature the most innovative technology in the market today. The hardwood sanding and refinishing process eliminates the messy dust and inconveniences commonly associated with restoring wood floors. Utilizing the best dust containment systems, dust from sanding is carried completely out of the home, leaving the air fresh and breathable. Consumers benefit because they do not have to leave their home or pay for costly cleanup. In addition to minimal disruption, Mohawk’s refinishing process is completely safe for the home and the environment, and eliminates potential health problems associated with wood dust. 

For floors without significant wood damage, Mohawk uses an innovative coating system that allows the floor to be renovated, without sanding, in less than a day. This process features a commercial grade finish that will keep the floor looking beautiful for years. 

Clean For The Planet As Well As The Floor

In both the consumer and professional floor care initiatives, Mohawk focuses on technologies and products that are completely safe for families, pets and the environment.   Mohawk has been recognized by numerous organizations for its environmental work, and its green philosophies extend to floor care products and systems.

To learn more, call toll-free 866.879.6732 ext. 3083 or 3081, or email Info@InHomePros.com.
Floor Care Facts


Over 90% of flooring consumers ask how to clean and maintain the floor at the time of purchase. 

48% ask for a reminder when time for a professional cleaning is recommended

70% ask for a coupon for cleaning

Consumers trust manufacturer’s recommendations for floor maintenance.

Approximately 63% of consumers choose a floor care company by either reputation or referral.

The Floor Care Customer Profile

93% female

Average age 44

Combined household income $60k or greater

Professional

Educated

Living in a 2,500 sq ft home or greater

Children and/or pets

About Mohawk

Mohawk is a leading supplier of flooring for both residential and commercial applications. Mohawk 

offers a complete selection of carpet, ceramic tile, wood, stone, laminate, vinyl, rugs and other home products. These products are marketed under the premier brands in the industry, which include 

Mohawk, Karastan, Ralph Lauren, Lees, Bigelow, Quick Step, Dal-Tile and American Olean. Mohawk's unique merchandising and marketing assist our customers in creating the consumer’s dream. Mohawk provides a premium level of service with its own trucking fleet and over 300 local distribution locations.

Sales in 2006 were $7.9 billion.

Contacts

Melba Trapp   706.272.4909    melba_trapp@mohawkind.com

Wayne Bowman  865.382.2075  waynebowman@mohawkpr.com 
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