When | last wrote Root Notes | was
claiming squatter’ s rightsin Emmet’s
house as my first floor remodel dragged on.
| am sure Emmet was OK with staying in
Scottsdale and playing golf for aslong as
he could get away with it. However, some-
where in mid-April, my mother finally de-
cided enough was enough and she called
the sheriff to have us evicted. No hand-
cuffswere involved as my wife said she
didn’t care how good Emmet’s wine cellar
was, she was moving back to our not quite
renovated house. | reluctantly moved into
the contractor infested house for two weeks
of dust and paint. There are severa things |
can tell you about the project now that we
have gone through the whole ordeal .

I’m know you have heard of the 80/20
rule where 20% of what you do accounts
for 80% of your productivity, 20% of your
clients are 80% of your business, etc. Well
I have devel oped my own 20% rule with
home remodel.

1) No matter what date the contractor tells
you they will be out, add at least 20% to
the time frame to have them completely
gone. Itisvery important to like the con-
tractor because you will be living with
them for some period of time.

2) No matter what they quote you, plan on
spending at least 20% more. It’ s not aways
their fault when for instance someone who
may have my same last name decides to
make an upgrade here or there without tell-
ing the guy that is paying the bills. OOPS!
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3) If you special order furniture, no matter
how hard you plan, at least 20% of the or-
der will be later than you expected. This
will expand another 20% if a decorator is
involved ordering custom fabric for say
dining room chairs. And if the decorator is
involved, it will aso probably add 20% to

the cost.

4) Asahappily married guy, | found that |
was 120% more happily married by just
staying out of the decision making process
listed in 2 and 3 above.

We are very pleased with the result despite
some minimal challenges with the process.
Probably the biggest testimonia to the pro-
ject ismy daughter’s friends who we have
seen more in the last month than we saw in
four years of high school. Evidently our
place is now laid out nice enough that teen-
age girlsfind it agood gathering place. If
you are ever in the neighborhood, you're
always welcome to stop by. Just cal first
so | can clear out the teenagers.

#$

%

#$ )

$

% &
((

+ ,-./,0011

)



22 2 (34 & (

+ ,-./,0/11

% & # ' ( '
With the overwhel ming acceptance of our factories and
their offerings, it has been difficult to render the personal
service all our accounts deserve. We at Furniture Sales are
pleased to an-

nounce the addition J
of the following:
Chuck Meline will
assist usin lowa,
Minnesota, and the
Dakotas. Witha
background in
wholesale sales for
firms such as
Drexel, Stratford
and a partner with
Emmet in the Distribution business, Chuck is apro.

In Colorado, Wyoming and Utah, the team of Dave Starc
and Dean Phillipswill also be helping us. Now that some
of our lines show in Las Vegas, we redize that thereistre-

*
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mendous potential for
dealersin thisterritory
that maybe don’t shop
High Point but will
shop Las Vegas. Dave
and Dean represent
Douglasin this territory
and they will also be
helping us with Pro-
gressive, Woodcrest
and Hughes.

We appreciate all your past business. The addition of
Chuck, Dave, & Dean are one more step in our constant
“DEDICATION TO HELPING YOU SELL MORE
FURNITURE."

Mike, Emmet, Judy and Chris are still standing by to offer
support and serve you when ever needed.

Welcome Aboard, Guys!!!

Most Midwest dealers know of the passing of Carl Merschman who
with hislovely wife, Ina, founded Homemakers. They came to the
Northeast side of Des Moinesin 1974 and founded a phenomenally
successful operation. After selling the retail stores and his Wood-
marc case goods factory to Nebraska Furniture Mart, Carl stayed
very much in touch until an unfortunate accident left him paralyzed.

Emmet’ s daughter in law Kelly Root (married to Tim in Denver) was
the physical therapist at Craig Institute where Carl was treated. To
this day she says he was the most affable patient she ever worked
with. Heand his family were ever pleasant and upbeat in the face of
real adversity. | will always remember and honor Carl for his busi-
ness aptitude but more important his life lessons. Our thoughts and
prayers go out to the Merschman family.

<

Right: The weather

Watch your mail for an offer to join the Furniture Insider’s Club. By being a member, you will receive several additional benefits
including a premium newsletter from your friends at the Worldwide Headquarters of Furniture Sales. In that newsletter we talked
about how good or bad business was over the important holiday weekend. We listed three causes for the business direction. We
then talked about 5 ideas that you can employ to improve sales beyond just spending more money on advertising. For more details
on this new service from the Worldwide Headquarters of Furniture Sales, please see page 4 or call Mike at 800-391-2166.

Left: Nottosay | travel alot but | was
the guest of the day at the Fairfield Inn.

my April trip that even the birds were
confused. Where did this snow come
from - It was 70 degrees yesterday.
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Asyou can see by the picture, we are very proud to announce that Kyle Ringleb is a blessed addi-
tion to our family. Kyle was born on Memorial Day at 10:46am. My daughter called me at 6:30
in the morning and said that | should probably get showered and dressed because she thought that
she might bein labor. So | canceled my teetime to play golf, Dr. Hoffman pushed her holiday
plans back and off to the hospital we go. One good thing about having a baby on a holiday, park-
ing was not a problem and the hallways were virtually empty. We felt like we had the whole
place to ourselves. Everything went smoothly and al are doing fine. Mom, Dad and Kyle are
still working on the sleeping or not sleeping thing, but that will get back to normal eventually.
What ever normal is.

The other grandson pictured is older brother James. Jamesis 2 and got to move out of his crib to
make room for baby brother (*“MY BABY” ashe callshim). | ordered him bunk beds from
Woodcrest. We got him (and brother eventually) a set of bunk beds, chest, desk and chair, and
nightstand. He loves his“new big bed” and his new room so much that he has to show it to eve-
ryone who is even near his house. Some pictures of Creighton University baseball (Daddy was a
pitcher), his golf club and ball (from Papa), and his T-Ball set and he’s all ready. Both these boys
will be ALL BOY ! We also have another grandson that has a Woodcrest bunk bed. He's 7 and
has to deep on the top bunk. Woodcrest has been a great resource for our family.
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Tent Sale?
Labor Day Sale?

Progressive Furniture has
just brought out some HOT
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busters. These are not closeouts, but |egitimate markdowns to stimulate business in atough climate.

Y ou could advertise a dresser, mirror, and headboard for only $299.00. Add a night stand to the dresser, mirror,
and headboard for only $399.00 ad. Finally sell the dresser, mirror, headboard, & chest from $449.00-$499.00.
What better way to bring bodies into the stores and crush competition?

Don't forget freight is guaranteed at the regular price which still allows you ample markup at sizzling savings to
your customers. Check our website: www.furnituresales.biz or call us 800-391-2166 for al the details.

to help you create great door
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Aswe try to catch up on our news of the industry,
we need to reflect on the numbers presented earlier
this year in Furniture Today’ s Economic Guide for
Retall Planning We are half way through the year and
businessisslowing. Thisisaperfect timeto review
how you are so far in the year versus where you
would liketo be. Let’slook at the numbers again.

Their projections of baby boomers spending plus
that of their children, will exceed all previous esti-
mates. Growth in the Midwest and Western metro
areas will be some of the most robust; Salt Lake City,
St. Paul-Minneapolis, Denver, Des Moines, St.
George Utah, Omaha-Kansas City, and Colorado
Springs just to mention afew, will far outstrip the na
tional average. Second homes will become like sec-
ond cars as boomers prepare for aplace to retire and
have aresidence in awarm climate or other suitable
locale. All of us have aso seen the “burbs’ explode
not only around the Twin Cities, Denver, Kansas City,
and Vegas but even more exciting is block after block
of new dwellings in Cedar Rapids, Rochester, Sioux
Falls, Fargo, St. George, and on and on. Each of these
dwellingsis a home for your products.

The two caveats that were floated amongst al this
good news is the necessity in the next 5 years for
stores to compete unmercifully. Three foes stand out:
other facets of the economy doing a better job of steal-
ing home furnishings dollars such asflat screen TV'’s,
vacations, and entertainment; internet providers who
cater to avery savvy audience who are too busy to
shop; and most important, market share cannibalism
that pits local and regional players against big boxes
i.e. Costco, Sam’s, Ikea, and more factory owned or
sponsored stores, and cross border intrusion by other
large chains. The prize of tremendous increase in
salesis attainable, but the competition will require
each merchant, his representatives and his sources to
work closely “to be the best you can be” as the com-
mercial says!

We at Furniture Sales and our factories feel that by
continuing the symbiotic relationship that has hel ped
us serve you, we can assist you in reaching your goals.
The excitement and enthusiasm we felt at Progressive,
Ligo, Hughes, LIoyds, Woodcrest, and Ultimate Ac-
cents made this market specia. | hope al of those
attending had the fun and satisfaction that Mike, Judy,
Chrisand Emmet did. Thank you!




