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F looring retailers praised
Shaw Industries for its
acquisition of WPC pio-

neer USFloors, a move that
expands and bolsters Shaw’s
reach into the luxury vinyl
tile (LVT) and hard surface
markets.

USFloors is regarded as
the leading innovator of
wood plastic composite
(WPC) flooring, featuring
its patented COREtec, as
well as cork, bamboo and
hardwood products. Shaw
already has a strong posi-
tion in WPC with its
Floorte line, and is a leader in
hardwood flooring with its Epic
and Anderson brands.

Vance Bell, chairman and
CEO, Shaw Industries, said the
two companies share similar val-
ues and focus on innovation,
style and design, and sustainabil-
ity leadership. “Combining
USFloors—the fastest growing

company in the fastest growing
segment of the flooring busi-
ness—with Shaw’s LVT position
creates a significant opportunity
for the combined companies.” 

Piet Dossche, CEO of
USFloors, told FCNews, “The

good thing here is the innova-
tion and the branding will be
supported by the incredible
logistics and distribution freight
system that Shaw has available.
We’re combining their opera-
tional excellence with the cre-
ativity and innovation that
USFloors brings to market. It’s a

Continued on page 34 

The commercial market pretty much carried the distribu-
tion industry to gains in 2015. However, a drop-off in
commercial activity has impeded growth for some of the

industry’s premier wholesalers in 2016. The residential market
remained essentially even year-over-year, although the contin-
ued growth of LVT and the emergence of WPC as a potential
standout helped buttress sales in residential.

FCNews’ annual top 20 distributors listing not only looks at
the industry’s leaders but also reveals the 10 highest-volume
wholesalers in the resilient and hardwood categories. In most
cases, the information was obtained from the respective high-
level executives. Coverage begins on page 12. 
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Mohawk Hard Surfaces goes on the offensive 
ucts—through both acquisition
and internal expansion—to
include a full breadth of hard sur-
face materials. In fact,
ceramic is the largest prod-
uct category in the compa-
ny’s offering today, and it
also maintains leading
positions in hardwood,
laminate, vinyl, stone and
area rugs. 

In the 21 years since its
merger with Aladdin, the
company has grown from
under $1 billion to $8.5 bil-
lion. And ince 2013
Mohawk has invested
around $5 billion with the
goal of delivering product innova-
tions at a better value to its cus-
tomers. 

To execute those objectives
and initiatives, Mohawk relies on

a seasoned team of flooring
industry executives. At the helm
is Brian Carson, who serves as

president of North American
flooring operations with respon-
sibility for all flooring categories
with the exception of ceramic—a
separate business unit. Carson, a

To say that Mohawk
Industries has dramatical-
ly evolved over the past 20

years would be putting it mildly.
Historically perceived as a carpet
company, Mohawk has vastly
expanded its portfolio of prod-

By Reginald Tucker 

Continued on page 10 

veteran of the wood flooring busi-
ness, joined Mohawk about 10
years ago—initially taking on

hard surface responsibili-
ties and eventually expand-
ing into soft surfaces.

A recent restructuring
resulted in the appoint-
ment of Gary Lanser to the
position of president of
Mohawk’s wood and lami-
nate business, which
includes distribution of the
Quick-Step and Columbia
brands. In this capacity, he
will drive the development
of innovative products
while overseeing the con-

struction and start-up of
Mohawk’s new engineered wood
and laminate plants. Lastly, David
Holt, senior vice president, will

Mohawk continues to aggressively invest 
in the development of its hard surface 
offerings, including its signature 

American Designer hardwood collection. 

Scan this QR code with your
smartphone to link to our fea-
tured site.
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I nstallers expect value, quality
and innovation from the
flooring adhesives they use

every day. They want products
that are easy to install and won’t
delay any finishing work. And
they expect these formulations to
perform as advertised so there are
no callbacks.

“We’re more focused on the
builder and commercial [mar-
kets], so when we’re doing a large
scope of jobs the exposure on
potential product failures are
pretty high,” noted Curly Kurdell,
president, Henges Interiors, St.
Louis. “We want a company that
has the wherewithal to stand
behind us financially as well as
provide all the detail and techni-
cal support we need so we can
perform the job successfully.”

There are many different
flooring adhesives, each provid-
ing comparable benefits and pric-
ing. Regardless of the brand, the
performance of the material
depends largely upon its ability to
durably and successfully bond
floor coverings in a manner that
is acceptable to installers. “We
like the open time and the way

the Laticrete thinset performs,”
said Greg Games, president,
Premier Tile & Marble, Gardena,
Calif. “It gives us plenty of time to
work with the product and mate-
rial as it doesn’t set up fast. Plus
the bond strengths are very high.”
From high-strength
construction epoxy
adhesive to thinset or
thick bed mortar,
Laticrete adhesives are
custom-formulated to
deliver speed and effi-
ciency. 

In the residential
market, adhesives are
used in a wide range of
remodeling and new
home construction
applications. While
there are many kinds
of formulative tech-
nologies for adhering various sur-
faces to the subfloor—and pros
and cons associated with using
each product—materials which
are easy to trowel, offer strong
bonding and green grab proper-
ties are preferred by installers. 

“One of the adhesives we like
using is the Mapei Ultrabond
Eco980,” said Freddy Velez, spe-
cial services manager, ReSource

Professional installers express their product    
a product’s track record. Adhesive
makers claim to offer a strong
portfolio of products backed by
the strength of their highly
respected brands. And, historical-
ly, installers prefer tried-and-true
products as they enable them to

minimize the risk of
floor failures.

“We know what to
expect,” Christian E.
Drehmann, vice presi-
dent, Tile & Marble
Works, Lake Worth,
Fla., said of adhesives
made from Custom
Building Products
(CBP). “They have an
adhesive for every use,
whether it be
Versabond-LFT, for
large format tiles,
ProLite, our everyday

wall and floor adhesive, or
MegaLite for heavy duty installa-
tions requiring crack suppressive
qualities. CBP also offers a com-
plete installation system—floor
preparation, adhesive, grouts and
sealer—providing a complete
warranty from a single entity.”

Depending on the brand,
some premium products may
enable installers to gain a greater

yield per gallon compared to
other formulations. While cost
per square foot is important,
observers say, installers will uti-
lize premium adhesives if they
offer excellent value. For exam-
ple, Henges Interiors’ Kurdell
cited TEC’s Power Grout as “a
real winner. The trade up grout is
not overly expensive and has
stain resistance.” Power Grout is
marketed as highly stain resistant
and provides strong, color consis-
tent joints by resisting efflores-
cence, cracking and shrinking. 

Coleman Floor, Columbia,
S.C., uses DriTac 7300 SureBond
and 7500 Eco-Urethane urethane
wood flooring adhesives exten-
sively, depending on the job site
location. “We have used both
products successfully,” said Barry
Crowder, southeast U.S. market
manager, noting the 7500 as a
more expensive option. “The
7500 offers higher performance,
has a stronger warranty and a lit-
tle different formula.” DriTac
7300 is easy to spread and clean
up when dry, while DriTac 7500
is solvent free with zero VOCs
and recommended for all “green”
projects.

Premier Tile & Marble

By K.J. Quinn Arizona, Phoenix. “It gives you a
workable time to spread out the
adhesive and start a base for your
flooring installation. It dries at a
good rate; not too fast or too
slow.” Eco980 is a 100%-solids,
one-component, moisture-cured

premium urethane adhesive
designed for the installation of
domestic and exotic solid and
engineered wood flooring.

Value-added products
Determining the type of adhesive
to use with flooring materials
often depends on the manufac-
turer’s specification; however,
end usage may also be affected by

Laticrete’s TRI-LITE can be used for three commonly
known  tile and stone installations, is easy to work
with, sag resistant and  has a creamy consistency.
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prefers Laticrete’s Permacolor
Grout for tile installations, unless
an epoxy is specified. “It’s a little
bit more expensive than normal
sanded or non-sanded grouts,”
Games said. “But we don’t have
any job complaints or failures on
the job site.” The high perform-
ance, fast setting product pro-
vides a grout joint that is dense
and hard, plus color consistent.

The latest adhesives are
backed by lengthy warranties
covering replacement costs for
flooring and labor. In the case of
ARDEX and Henry, when their
installation products are used
together the warranties are cov-
ered by the same parent compa-
ny. “You want an adhesive that
works with surface preparation
products,” said Bob Seman,
installation manager, Seman
Flooring, Washington, Pa., noting
the Henry 356C multipurpose
carpet and sheet vinyl adhesive
offers a good, fast grab. “ARDEX
and Henry products have been
tested together and you know
they’re compatible.” 

Vendors who stand behind
their products when an installa-
tion fails is critical, installers say,
as it avoids lengthy delays on the
job site. “One of the great things
about Mapei is if there are any
issues, they are not quick to point
the finger and say you did some-
thing wrong,” ReSource Arizona’s
Velez said. 

When there are issues, “TEC
is very responsive and warrant
their products, which is very
important for us,” Henges
Interiors’ Kurdell added. “We can
reach out directly to TEC and
their technical people, and they
will coach us [in developing] a
solution.” The benefits of TEC
flooring adhesives include excel-
lent grab, good initial tack, strong
resiliency, tenacious bond and
easy spreading.

Technical Service & Support
Adhesive makers say they are
responsive and meet customers’
needs. Several operate education-
al facilities to work more closely

with customers and
assist them in their
product knowledge
and installation train-
ing. “The reason I like
using Mapei products is
because of their service,”
Velez said. “They spend a
lot of time with people in
the field.”

ARDEX, the parent com-
pany of Henry, provides on-
site product know-how and job
site consultation to help
installers match the right prod-
uct with the correct installation
methods to minimize time, cost

training its installa-
tion crew on the
proper use of their
adhesives and how

they perform on different sur-
faces, Drehmann said. “This has
rewarded us with a failure rate of
almost zero.” 

DriTac technical reps provide
guidance and expertise when
called upon, Coleman Floor’s
Crowder pointed out. “We can
reassure homeowners that they
won’t have any ongoing, long-
term problems [with their
floor],” he said. “DriTac is an
excellent company in standing
behind their products and offer-
ing help along the way.”

and risk. For example, “we are
looking at a job which may
have an adhesive compatibil-
ity issue, and my first call
was to the Henry technical
line,” Seman said. “Henry
is actually sending out a
couple of reps to look at
this job so we get on the
right path and there is
not a problem in the
future.”

Tile & Marble
Works receives support from

local CBP representatives in

        preferences

CBP’s OmniGrip Premium
Lightweight Tile adhesive is
ideal for installing small for-

mat tile installations.

Mapei’s Ultrabond Spray 360, a  
high-performance acrylic adhesive, 

offers excellent bond characteristics, high 
moisture resistance and extended coverage.

DriTac’s MegaBond is a 
premium-grade, pressure-sensitive

resilient flooring adhesive 
formulated to help minimize 

vinyl plank shrinkage.




