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Adding Neyw Bricks to 4 Solid Foundatiop

Mohawk Un:vers»ly was founded on a
great premise that Connecting retaj).
ers with knowfedge would improye
industry p;ofi!abmty From its begmnmg,
MU Sought to impact the bottom line
for retailers with INnnovative topics ang
expert instr uction,

Over the Past 15 years, MU has estab-
lished tremendous hrang awareness, hotl
within and outside the flooring industry,
To date, over ] 1,000 Participants haye
attended classes, making MU the undis-
puted industry Jea ey in retail flooyip,
training wicp number of coyrges offered
as well as numper- of enrollees,

And now, “Mohawk L'ni\'r,rsi(y is making
Yet another transition iy, jgg 16th year,”
says ‘Tim Gray, MU director, “yye are
Now transition;; 1 from a raining organizagon
(o a full-fledgeq university, Many
retailers viey, Uraining as 4, annual event,
Our new curriculum apq Programs wi]]
ensure year-royng learning"

The difference is not simply semangic.
Most People attend 4 college or

university for an extended perjoq of time
10 achieve long-term goal. A college
degree increases sreater future €arnings,
MohawkU should do the same for your
retail businegs,

While similar, (raining i senerally vieweq
as a short-term Process or occasional
event. Courses offered are usually Practical,

k‘amiug to do or pracice aspecific are
or trade. Cerlainly most retailers vh
ici C-a-year training Jeary,

But ofien 5 8Ap exists in the ransition
from knowledge 10 action, In hjg book
Know Cap Do/, Ken Blancharq Writes
that terally don’t pee any more
knowledge: a5 dmatter of facy, vy live in
a time of mformation, overload, Wiy, we
need to do js ake what we knoy and do
Something with i3

“That’s where MU a5 5 univer-
sity Setting makes 3 difference,"
Says Gray, “Qyy mission: Through
know]edge, We will strive to be the
catalyst, the instrument, the pro-
€ess, and the Partner for retailers
to achieve thejy goals and dreams,
So our focys is shifting from bringing you
more knowledge (4 5 sisting with (ool
and programg that leve, knnwlcdgm
Create action, anq help you change your
business 1o achieve 8reater resulgs,”

This is the same MU thyy brought you a
wealth of ysefyy) knowlcdg(‘ over the [age
15 years. Anq MOW, IS the MU will

bring you CHANGE.,
That's the new, I
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FOR IMMEDIATE RELEASE  (300dpi images online at www.mohawkpr.com)
NEWSLETTER FROM MOHAWK UNIVERSITY 
KEEPS RETAILERS IN THE LOOP FOR SMART IDEAS

DALTON (July 29, 2009) — Keeping up with new courses and ideas from Mohawk University just got easier.  Mohawk University is now publishing a newsletter, “MU News,” that helps floorcovering professionals find new ways to build sales, improve store operations, and enjoy their jobs more.
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The newsletter is published every six weeks and includes details on courses, student experiences, and and online resources.  The newsletter will be available by mail upon request, or can be read online at mohawktoday.com or mohawkuniversity.com.

“We are continually adding to Mohawk University, and this year in particular promises to be especially active,” said Tim Gray, Director of Mohawk University.  “MU News is a way for us to effectively notify past students—and future ones—about ideas that can help them.”

 Mohawk University, the residential flooring training and continued education arm of Mohawk Industries, teaches thousands of people each year how to become experts in different aspects of the floor covering business, covering everything from installation to business operations.  Courses can help novices learn the fundamentals, or make seasoned veterans even better.  And it’s all done objectively, with no sales or marketing distractions.
To learn more about Mohawk University or get added to the newsletter mailing list, ask your Mohawk representative, visit www.mohawk-university.com, or call 1-800-664-2958.
# # #

Mohawk is a leading supplier of flooring for both residential and commercial applications. Mohawk offers a complete selection of broadloom carpet, ceramic tile, laminate, wood, stone, 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, Columbia, Century, Dal-Tile, American Olean and Quick-Step. Mohawk's unique merchandising and marketing assist our customers in creating the consumers' dream. Mohawk provides a premium level of service with its own trucking fleet and over 250 local distribution locations.


















