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When it comes to retail, | pay attentio
to what goes on in furniture stores, lifestyl
stores and others that sell home furnishing
Maybe at Christmas and Birthdays | try a
tune into items that would be great gifts.
Other than that, my contact with shopping
minimal unless my daughter is involved.
She is the consummate shopper. Shoppi |'
a passion for her. Itis for this very reaso
that she is going to pursue a degree in mg
keting with hopes of one day specializing Lo
fashion merchandising and maybe beco www.furnituresales.biz
a big chain buyer. That is good. Maybe ain Dayton, but | would hazard a guess we
big retailer can do what my wallet cannot -bought more because of the convenience Notable & Quotable
accommodate her appetite for purchasing.This convenience was the first impressive
Last weekend we drove Kara to Dayton,ideathat should apply to many stores if th@y
Ohio a full 12 hours away. On Saturday think about what a customer wants. Eve
when we began to set up her room, the stragthout multiple locations, the ease of pre
of the new surroundings were beginning toplanning purchases can apply.
take hold. My lovely wife suggested this The second impressive thing whsy did
might be a good time for me to escort my what they said they would doThey actuall
daughter to Bed Bath and Beyond. Being had everything pulled for us to inspect. Kfra
the clueless dad that | am, | consented. had a couple of different storage containefs
This was a shopping experience | was mtiosen because she wasn’t sure what the
prepared for. Not because they extracted room configurations would allow. She chq |
more of my money than | expected, but bea couple and others went back into stock.| .
cause they made me feel good about it. It @dme employees grouse at the customer| ¢
boiled down to ease of shopping. Herein ligmw extra work of pulling the bins off the | - =
the Big Lesson for furniture dealers. shelves and then having to restock. Here
Before we left Omaha, my daughter ana@pposite occurred. The employees were
wife went into a local Bed, Bath and Beyordted for Kara to start school and made h
to pick out linens, towels, storage stuff, etcfeel like a princess. When all items were |
They were told that they could pick out as chosen, they opened a separate register §
much as they wanted and it would be all helped take the product out to our car all
ready for them when they arrived in Daytortime making us feel good about our choicgs.
All we had to do was go into the Bed Bath It reminded me of the scene in Pretty
and Beyond in Dayton after we saw her Woman where everyone in the clothing stfpre
room and decide what items we wanted. T9weooned over Julia Roberts while Richar
items we didn’t want would be returned to Gere gives them a credit card to pay for it
the shelves. This is a great concept for three Though | am no Richard Gere, the fin
reasons: 1) We don’t have to haul the stuffoint isthey made us feel great about
700 miles in an already full SUV. 2) The spending money with them and conse-
convenience offered to us by allowing pre-quently they got a bigger sale than most.
picking maximized our move in hours. Thi$Ve didn’t look anywhere else, we didn’t
trumped all other competitors. 3) The girlg€heck price, we made it a one stop shop.
committed to more things knowing they  The prices were fair, babnvenience and
would discard at the end what wouldn't fit. friendly , helpful sales associates super-

The sale was made in Omaha and confirmsdded any sales event.
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As most of our customers know, Progressivetdleesn  retailing from $199 to $399 and great looks in rhatg
the dramatic step of closing the North Carolina onfactur- cases. Ad@ week turnaround on truckloadsé& it is easy
ing facility. With the dearth of inexpensive albad bed- to see why we are the #1 resource for severaleolatiyest
room sets from other countries, a print productr @gen- retailers west of the Mississippi. At the receaslVegas
sive fiber board makes little economic sense imys&mar- show, the below new introduction of a Diamonte bedn
ketplace except for a small sliver of the populatio collection was purchased by American Furniture Wause
and RC Willey with other majors strongly considetin

Some dramatic changes this has brought abolutdes
turning the Claremont production facility into ancplete Progressive has made several other hard desigaet
East Coast distribution center. Progressive has b#ving back to the lean, mean machine that took it to $hBidon.
towards expansion of the value end of Vietham anic&  First is the offering for sale of the Royal Patiime. Second
bedroom resourcing. The target F.O.B. Asia praebed, is a flattening of the organization chart. Progiesis

dresser, mirror and night stand is from about $32b owned by Sauder and Kevin Sauder has personakyntak
GREAT finishes and real style. These will alscalailable over as CEO. More important he has put the fatbef
FOB North Carolina for fill in possibilities. sales and marketing of his product in the capabiels of

John St John, Robert VanFarowe, Jim Minmier, ana Da
Kendrick. With about 150 years of selling andriging”
we’ve got a team that knows how to marry up witk dlg-
gressive, growth oriented, promotional furnituraicis to
build one of the survivors in the furniture wars.

Another key component of the new Progressildoe
an increased emphasis on occasional tables warhaus
North Carolina or available in direct containeBy remer-
chandising tables back to our promotional roots lzandng
them in stockProgressive intends to compete fiercely in
value priced occasional. We are extremely excited about the future. NAfee en-

Finally, a major component of Progressive'scess overtrepreneurs running the company and making dedasion

a0 based on growing the business. The merchandisinght,
the last several years has been the dramatic exparfsthe S o
hugely successful Mexico product. Mexico just keepm- thg product is right anq the dealer ba;e is fantagye are
ing up with one winner after another with solideimeds  thrilled to be part of this new Revolution.

Funnies off the Internet - It's football season
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Did you get first crack at
specials before Tupelo
market? Why Not? Mem-
bers of the Exclusive Fur-
niture Insiders Club did.
They took advantage and
saved big before market.

Here’s the deal, we called the factories beforekaftarwl
and got specials before they appeared in Tupele.
sent the specials out and our members got firskcra
before the market even started. It's easy to join.
Email judy@furnituresales.biz or call 800-391-2166.
Give her your contact info and you are enrollechuY
can also fill in and fax the form at our website at
www.furnituresales.biz/commentary.asp

You will automatically get specials when they are
available as well as updates in between newsletters
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Mid Summer Madness AKA Las Vegas, Tupelo, and “Pratiture has become a need rather than a want.sétie¢n
Market Private Showing”! | had a dream the othghththat TV'’s, vacations, gas eating new SUV’s, and othgs tare

the furniture industry had a WWFS (no not a wrastli

match). This was a gigantic 10 day all industrgvglonce a excitement in furniture when Ethan Allen and SpeQarl-

year like our colleagues in autos, electronicsoonguters
do. Everyone shows, everyone comes, and everyoys!b
What a sweet dream that was. Well, back to reality

Vegas in spite of 100 degree plus days had madsieaia-
jor players checking in. A few tid bits that weled from
biggies on both sides of the distribution curvénere was a
dearth of exciting new offerings. Stores have tdtgoods
in stock and coming. Factories are still pumpinggopods
in Asia but it is building up on both sides of thater. The
solution by two giants was to conduct an ego battthe
issues of Furniture Today. Ashley and Lifestylekout
huge ads to give awayiore furniture and proclaim their
own growth and dominance. Doesn’'t seem this ingyth
cause many consumers to lust over a new sofa coted
does it? What if that money was spent to furtherdesire
for the consumer to invest in furniture upgradingord
from our friends who are agents in the China asdhadt the
big boys are also vying for production in manyloé pro-
motional factories which may be why there are d@sgiiv
glitches in some of the hot sets retailers haverder.

One of the best observations | heard was from ammagr-
chandiser who we’ll call “college girl”. She opuhéhat fur-

wanted therefore bought. | thought back to somimgs of

ton couldn’t make enough Early American furnitues@use
every housewife wanted a colonial décor. Our hbaua
the Mediterranean frenzy after Drexel and Staniénpt
duced exciting new looks and the industry had at inug
style category. When Mr. Natuzzi made leathersofto a
fashion statement the boats kept rolling as faseasould
load them. | think Jerry Epperson has mentionedtbieme
before, but until furniture becomes something blsgdes
the most postponable purchase in a family’s budgt
have to keep saying “I can sell it lower than yan't Oh,
and by the way, I'll give you 7 years to pay me.

The shows in Tupelo and High Point during the Au@a¥

week followed in a month by the Fall market (withjors in
China in between) just accelerates the obsolesmzgps thgt
every store large or small has to face.

Major players should spend their extra monies orketang
the industry rather than another market. Untildrngam
comes true it would seem that the marriage of sretatlers
with strong marketing companies that have depeedabl
manufacturing partners in Mexico or Asia will creat
smooth flow of better made, exciting looking, prdaime
products to entice the very discerning furnituregger.




