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GARDEN CITY, N.Y.—Mohawk
Industries turned in one of the
most dominant performances in
the 21-year history of FCNews’
Award of Excellence competition,
being voted Best Overall
Manufacturer for the second year
in a row and winning seven
awards in all, including four
under the Mohawk banner.

Mohawk Industries won Best
Carpet Manufacturer (Group A),
Best Commercial Carpet
Manufacturer (a new category
for 2017), Best Hardwood
Manufacturer (Group A) and Best
Area Rug Manufacturer.
Furthermore, Dal-Tile was named
Best Ceramic Manufacturer
(Group A), and Quick-Step took
home top honors for Laminate
(Group A).

“On behalf of Mohawk
Industries, we thank our valued
retailers and our partners at Floor

Covering News,” said Brian
Carson, president of Mohawk
Flooring North America.
“Continuous innovation with an
unmatched commitment to quali-
ty and service is what we’re all

about at Mohawk Industries, and
I’m extremely proud and humbled
to bring home seven Floor
Covering News Awards of
Excellence, including Best OverallContinued on page 33

Continued on page 10 

By Ken Ryan 

W ith the 2016 Presidential election in the rear-view mir-
ror, and with the U.S. economy experiencing a bump
in consumer and investor confidence, flooring retail-

ers are turning their attention to the business at hand—building
traffic and growing sales. While most dealers FCNews spoke to
reported a general uptick in business during the period, they
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SPOTLIGHT

CARE faces challenging climate for recycling
landfill diversion continues to
do good work.

However, CARE’s efforts
have become more difficult as
the price of oil has fallen.
In 2016, CARE reported
that its members diverted
more than 488 million
pounds of carpet from U.S.
landfills in 2016, down
nearly 6% from 2015.  

According to Bob
Peoples, executive direc-
tor, 2016 was a challeng-
ing year for CARE in
terms of marketplace
activity and demand for
various fiber types.
“[Research] shows the car-
pet recycling industry is
under mounting stress,” he said.
“Until oil returns to greater than
$70 per barrel, we see continu-
ing turbulent times ahead.”

As of last week, West Texas

Intermediate, a benchmark for
crude oil, was at around $50 a
barrel, and many experts see a
range of $45 to $55 continuing

for the next several months. The
industry would need a signifi-
cant and prolonged uptick
before the recyclers can profit,
experts say. 

S ince its founding in 2002,
members of the Carpet
America Recovery Effort

(CARE) have kept over 4.6 bil-
lion pounds of waste carpet out
of landfills. To this day this non-
profit organization charged with
advancing market-based solu-
tions for carpet recycling and
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CARE is now facing pressure
from the California Carpet
Stewardship Program
(CalRecycle) and could face

fines into the millions of
dollars, reports show. 

According to Plastics
Recycling Update,
CalRecycle charges that
the collection and recy-
cling plans submitted by
CARE have, for years,
failed to meet state stan-
dards. In March,
CalRecycle fined CARE
millions of dollars, alleg-
ing past plans were insuf-
ficient. CARE requested
a hearing to contest the
fines. Instead of going

after carpet wholesalers and
retailers, as state law allows,
CalRecycle is proposing to
focus enforcement solely on

Bob Peoples, left, and Brendan McSheehy
present CARE’s Recycler of the Year award

to Eric Nelson of Interface. 

Eric Langan, president and owner, Carpetland USA,
Davenport, Iowa, says business is up slightly—

but reports it hasn’t been easy. 

Scan this QR code with your
smartphone to link to our fea-
tured site.
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Block: DriTac’s driving force, relationship builder 
husband have
split company
responsibilities.
She is in charge
of DriTac’s sales,
marketing and
customer service
depar tment s ,
while her hus-
band oversees
finance, manu-
facturing and
R&D. Block
noted that this
division is specific to their areas
of expertise. “Yale is a biochemi-
cal engineer from MIT with an
extensive background in manu-
facturing; I was a high school
chemistry and biology teacher
with a successful background in
sales.”

Yale Block attributes much
of the company’s success in the
flooring industry to his wife.
“Myrna has been the driving
force for DriTac. We had actually
been a basic adhesive company
selling to all different compa-
nies, and she guided us to focus
on the flooring industry.”

More importantly, Block

never loses sight of
the importance of
serving the cus-
tomer. “She always
wants to do the
right thing regard-
less of the effort it
takes or the

course,” he added. “We pride
ourselves in our ability to react
to a customer’s needs quicker
than our competitors, whether
it’s warranties for certain proj-
ects, test adhesives, etc.”

As owners, Myrna and Yale
Block have adopted an “open
door” policy by making them-
selves available to customers and
internal staff. One way of doing
this is by including their cell
phones on their business cards
and encouraging customers to
contact them during the day,
night and even weekends. “I
believe there are very few own-
ers in the flooring industry that

are as accessible as Yale and me,”
Block said.

This level of accessibility
speaks directly to DriTac’s funda-
mental values. As the person in
charge of sales, marketing and
customer service, Block makes
sure all of her employees are
honest, innate at building strong
relationships, smart and have a
great work ethic. “People buy
from people, and forming strong
bonds plays a major role for us,”
she explained. “We are commit-
ted to our customers and take
responsibility for our products.
We stand behind the problem-
solving solutions we produce
that help our customers sleep
better at night.”

Solid partnerships 
Block and DriTac’s dedication to
providing partners with solu-
tions has helped create lasting
partnerships with various deal-
ers and distributors. Bob Eady,
president of T&L Distributing,
described his company’s rela-
tionship with Block as being
open and honest. “She has, at
times, gone above and beyond to
help us in some uncomfortable
situations, and she asks that we
return that same cooperation to
her and DriTac. That sounds
pretty simple but I can assure
you there are plenty of suppliers
that ignore uncomfortable issues
rather than face them. It’s great
to have a partner like Myrna.”

Bruce Zwicker, the recently
retired CEO of Haines, also
noted Block’s devotion to her
business partners. One example
he cited involved DriTac keeping
inventory of fast-moving SKUs
available in the warehouse for
immediate shipment to Haines.
This helped keep the pipeline
supplied and benefited Haines.  

“Myrna sets the pace and the
tone for sales, marketing and
customer service—always aim-
ing higher,” Zwicker said. “This
means DriTac is always bringing
new things to its customers. She
is a strong leader and under-
stands the value of forming long-
lasting partnerships. Myrna is
deservedly proud of the long-
term customer relationships—
15 years with Haines. She is all
about trust, her personal credi-
bility and is always going to do
the right thing, even if it means
negatively affecting the bottom
line in the short term.”

In addition to standing
behind DriTac’s products and
building relationships, Block has
helped the company grow by
taking risks and hiring proactive
people. Chuck Hall, senior vice

president of sales at DriTac, sees
Block as the sales driver of the
company. “She has been instru-
mental in assisting our sales
team in recruiting new partners
and establishing great relation-
ships with our customers. Myrna
empowers her senior managers
to manage their teams, make
sound decisions and implement
initiatives to be successful.”

Hall also praised Block’s
approach to business—one that
is calculated and well thought-
out. “Myrna takes a long-term
perspective of our business.
Decisions on investments are
made today that might not bene-
fit us for years to come.”  

Block’s ability to look ahead
coincides with DriTac’s drive to
produce environmentally friend-
ly adhesives to help minimize
the company’s overall carbon
footprint. “We strive to have the
most technologically advanced
adhesives and installation solu-
tions available in the market-
place,” she explained. “We con-
tinually introduce new products
and have demonstrated a strong
commitment to providing
sound- and moisture-control sys-
tem adhesives that offer time
and cost efficiency.”

Legacy of innovation 
Under Block’s leadership, DriTac
has looked to help revolutionize
flooring installations with the
development and promotion of
two key adhesive products. In
the 1990s, DriTac 6200 helped
to steer the industry away from
chlorinated solvents to a more
user-friendly, water-based adhe-
sive solution that could install
multiple flooring types that
included wood, rubber and
vinyl. Again in 2008, DriTac’s
team developed DriTac 1001 All-
In-One, the first urethane-based,
four-in-one sound and moisture
control system adhesive, which
helped to transform hardwood
flooring installations, making
them more time and cost effi-
cient.

DriTac’s dedication to inno-
vation and product development
is also reflected in its commit-
ment to building its workforce.
DriTac recently hired additional
people to help fortify its internal
staff and assist in obtaining the
company’s goals. “We are always
focused on developing next-gen-
eration, problem-solving solu-
tions that positively change the
way flooring is installed,” Block
said. “We will continue to keep
our commitments to our cus-
tomers and stand behind the
products we produce.”

Myrna Block, executive
vice president, DriTac,
has been described by

others as outgoing, positive,
intuitive, a visionary, an entre-
preneur—all of which are exem-
plified in her passion and hard
work in the flooring industry
and her community. Whether
she is helping fellow flooring
members or supporting local
charities, Block thrives in devel-
oping quality relationships with
those around her.  

In 1987, Block and her hus-
band, Yale, current president of
DriTac, started working together
and bought a small adhesives
company called Basic Adhesives.
From there, the couple pur-
chased four other modest-sized
adhesive manufacturing compa-
nies—one of which was a compa-
ny known for its only flooring
product, DriTac 6200. DriTac
has grown exponentially over the
past 27 years and now has a port-
folio exceeding 30 environmen-
tally friendly products. 

As a team, Block and her

Myrna Block is known
for her ability to build
lasting relationships
with employees and
customers alike. 

By Lindsay Baillie
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