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A S  W E  P R E P A R E  F O R  T H E  2 0 2 2  S P R I N G  O H I O  H A R D W O O D 

F U R N I T U R E  M A R K E T,  H E R E ’ S  A  L O O K  A T  S O M E  O F  T H E 

T R E N D S  S H A P I N G  O U R  I N D U S T R Y.

 M o s t  s ay  t h e y  wa n t 
A m e r i c a n  m a d e  f u r n i t u r e . 
H e r e ’ s  w h y.

Overall,  respondents stated a desire to 
shop locally for a variety of products.

Source: CGS 2021 State of the U.S. eCommerce Consumer Survey

Were motivated by supporting the 
local economy.

Were concerned about materials used 
in foreign manufacturing.

Felt it was more cost effective.

Cited the availability of unique/individual 
options as a reason to buy American.

I n  a  p o l l  o f  1 , 0 0 0  A m e r i c a n s 

S u p p o r t i n g  s m a l l  b u s i n e s s e s  i s  t h e  t o p  r e a s o n 

t h a t  a  m a j o r i t y  o f  c o n s u m e r s  s a y  t h e y  p r e f e r 

A m e r i c a n - m a d e  f u r n i t u r e ,  a c c o r d i n g  t o  a  s u r v e y 

b y  b u s i n e s s  s e r v i c e s  f i r m  C G S .

I s s u e  1  |  2 0 2 2

 A d a p ta b i l i t y  k e y  t o  m a n a g i n g
 s u p p ly  c h a i n  u n c e r ta i n t y 

Furniture builders are stil l  responding to a backlog of 

orders and relief could be months away. 

Rob Haines is purchasing manager for Distributor 

S e r v i c e s  I n c . ,  a  w h o l e s a l e r  o f  p r o f e s s i o n a l 

woodworking supplies and Hardwood Furniture 

Guild member. He says many consumers didn’t balk 

at long lead times stemming from unprecedented 

demand during the COVID-19 pandemic.  As a result , 

furniture builders are stil l  catching up even though 

manufacturing operations have largely rebounded. 

H a i n e s  e s t i m ate s  t h at  eve n  w i t h  n o  n ew  s a l e s ,  i t 

may be 3-6 months into 2022 before builders ful ly 

re s p o n d  to  e x i s t i n g  o rd e r s .  Eve n  t h e n ,  d e m a n d  i s 

l ikely to remain strong as lead times may have led 

s o m e  s h o p p e r s  to  s i m p l y  d e l a y  t h e i r  p u rc h a s e s .

“ T h e s e  a r e  c e r t a i n l y  u n p r e c e d e n t e d  t i m e s ,”  s a i d 

M a r k  R a m b a c h ,  D i s t r i b u to r  S e r v i c e s  I n c .  s a l e s 

m a n a g e r.  R a m b a c h  n o t e s  t h a t  f u r n i t u r e  builders 

a re  a l s o  b e i n g  h i t  w i t h  s i g n i f i c a nt l y  h i g h e r  m ate r i a l 

costs due to labor and logistics issues.  The bottom 

l ine for furniture retai lers:  do not expect a return to 

pre-COVID pricing .

Haines and Rambach offer a few suggestions for retailers:

⬛   Remain Adaptable:  Ultimately, consumers may  
 fa v o r  a va i l a b i l i t y  o v e r  o t h e r  p u r c h a s i n g 
 considerations. Being flexible in your product   
 l ine can prevent them from shopping elsewhere.  

⬛   S trengthen Your Su ppl i er  Base:  Expa nd your   

 net work of bui lders a nd b ui ld redunda nc ies to  

 mitigate supply  r isks. 

⬛   Plan Ahead:  More than ever,  it ’s  impor tant to   

 plan as far  in advance as possible to manage   

 uncer tainties in the marketplace .

T O  R E C I E V E  T H I S  N E W S L E T T E R  I N  Y O U R  I N B O X , 

S I G N  U P  A T  O H F M 2 0 2 2 . C O M / N E W S L E T T E R



 D e m a n d  R e m a i n s
 Strong For Eco-FrienDly 
 F u r n i t u r e

E c o - f r i e n d l y  f u r n i t u r e  c o n t i n u e s 

t o  b e  s e e n  a s  a  s i g n i f i c a n t  t r e n d 

fo r  2 0 2 2  a n d  b e y o n d .  T h e  g l o b a l 

e c o - f r i e n d l y  f u r n i t u r e  m a r k e t  i s 

e s t i m a t e d  t o  a c h i e v e  a  c o m p o u n d 

a n n u a l  g r o w t h  r a t e  o f  5 . 6  p e r c e n t 

over the next several  years,  according 

t o  Re s e a r c h  a n d  M a r k e t s .  T h e  U. S . 

m a r k e t  fo r  e c o - f r i e n d l y  f u r n i t u r e 

s t a n d s  a t  $ 9 . 3  b i l l i o n .

Source: Research And Markets: Eco-Friendly 

Furniture - Global Market Trajectory & Analytics

 G o o d by e  t o  g r ay  a n d   
 o t h e r  d e s i g n  t r e n d s

Gray stains are fading in favor as 

consumers look to bring warmer tones 

into their homes. Interior designer 

Sadie Beachy of S. Flynn Designs in 

Millersburg, Ohio, says the trend is 

moving toward subtler finishes that 

showcase natural wood tones.  

For Beachy, dining room tables remain 

a feature item that her clients consider 

ver y early in the design process and 

are willing to invest in. Consumers are 

sti l l  seeking a wide variet y of st yles, 

but are more willing to mix and match 

seating. With more people working 

from home, demand remains strong 

for home office furniture.  However, 

gone are the days of bulky desks and 

storage.  According to Beachy, modern 

technology means hom eow ners m a y 

only require a simple desktop a nd 

base cabinet to create a  func tiona l 

office space.     

sflynndesigns.com

 Wa g e s  i n c r e a s i n g  f o r  r e ta i l  w o r k e r s

In 2022, wages are projected to increase by 3.1 percent for 

non-exempt retail  and customer service employees, according 

to the compensation management company Payscale. 

M o r e  t h a n  h a l f  o f  c o m p a n i e s  s u r v e y e d  s a i d  t h e i r  2 0 2 2 

s a l a r y  i n c r e a s e  b u d g e t  i s  e x p e c t e d  t o  b e  h i g h e r  t h a n  2 0 2 1 , 

p o i n t i n g  t o  i m p r o v e d  e c o n o m i c  c o n d i t i o n s  a n d  c o m p e t i t i o n 

fo r  l a b o r  a s  t h e  to p  re a s o n s .  Pa y s c a l e  s t ate d  t h at  c o m p a n i e s 

“ m u s t  b a l a n c e  a t t r a c t i n g  n e w  e m p l o y e e s  a n d  r e t a i n i n g 

c u r r e n t  o n e s ,  a s  t i g h t  l a b o r  m a r k e t  c o n d i t i o n s  a n d  r i s i n g 

i n f l a t i o n a r y  p r e s s u r e s  c a u s e  e m p l o y e e s  t o  r e - e va l u a t e  t h e i r 

c u r r e n t  c o m p e n s a t i o n  p a c ka g e s .” 

Source: Payscale 2021–2022 Salary Budget Survey

- Seek CEO Jon Cheney quoted in a Sourcing Journal  ar ticle discussing how 

augmented real it y is  changing the home industr y by al lowing shoppers to 

envision products in their  space before buying .  

-  M a r k  S a m s o n o v i c h ,  o w n e r  o f  t h e  f u r n i t u r e  c o m p a n y  H e a d  o f  M a r b l e , 

i n  a  F a s t  C o m p a n y  a r t i c l e  d e s c r i b i n g  t h e  l o g i s t i c a l  a n d  e n v i r o n m e n t a l 

c h a l l e n g e s  o f  a  s u p p l y  c h a i n  t h a t  r e l i e s  o n  f o r e i g n  m a n u fa c t u r i n g .  

“3D is going to be everywhere in five years,  and in 10 
years you won’t know how you l ived your l ife without it .”

“A tree that could have been just 300 miles away could 
travel  30,000 miles before reaching a customer as a 

piece of furniture.”

 I n  T h e i r  W o r d s



 Investing In Customer Experience

Wa yfa i r  re c e nt l y  a n n o u n c e d  a  v i d e o  p l at fo r m  t h at 

w i l l  a d d  “e nte r t a i n m e nt ,  i d e a s ,  a n d  i n s p i r at i o n  to 

t h e  b r a n d ’s  s e a m l e s s  m o b i l e  s h o p p i n g  e x p e r i e n c e . ” 

This follows Ikea’s launch of an advanced augmented 

r e a l i t y  r o o m  v i s u a l i z e r  e a r l i e r  t h i s  y e a r.  B o t h 

e xamples show how retai lers are prioritizing the

d i g ital shopping experience, a trend which will  continue 

to have ripple effects for retai lers of al l  sizes.  

D e l o i t te ’s  a n n u a l  C M O  s u r vey  s h owe d  t h at  B 2 C 

companies ranked product quality as their customers’ 

to p  p r i o r i t y.   H oweve r,  c u s to m e r  e x p e r i e n c e  wa s 

t i e d  w i t h  l ow  p r i c e  fo r  t h e  s e c o n d  s p ot  o n  t h e  l i s t .

A c c o rd i n g  to  C a s s e l  B e a r,  t h e  m a r k et i n g  p a r t n e r 

of  t h e  O h i o  H a rd wo o d  F u r n i tu re  M a r k et ,  p roj e c te d 

s t ro n g  d e m a n d  fo r  h a rd wo o d  fu r n i tu re  m a k e s  t h i s 

a  go o d  t i m e  to  i nve s t  i n  c u s to m e r s ’  d i g i t a l  b u y i n g 

e x p e r i e n c e .  Fo r  s m a l l e r  ret a i l e r s ,  t h i s  m a y  i n c l u d e 

h i g h - q u a l i t y  p r o d u c t  p h o t o g r a p h y,  m o d e r n  w e b 

d e s i g n ,  c o nte nt  m a r k et i n g  a n d  e - c o m m e rc e  to o l s . 

S o  h o w  m u c h  s h o u l d  y o u  i n v e s t ?  D e l o i t t e  r e p o r t s 

t h a t  B 2 C  c o m p a n i e s  s p e n d   1 3 . 7  p e r c e n t  o f  t h e i r 

r e v e n u e  o n  m a r k e t i n g  a n d  t h a t  d i g i t a l  m a r k e t i n g 

a c c o u n t s  f o r  5 8  p e r c e n t  o f  m a r k e t i n g  b u d g e t s .  As 

a comparison, the U.S. Small Business Administrations 

suggests that businesses with less than $5 mil l ion in 

sales allocate 7-8 percent of their revenue to marketing.

S o u r c e :  D e l o i t t e  -  T h e  C M O  S u r v e y  2 0 2 1

The United States has 728 million acres of forests and annual net grow th 

exceeds harvesting by 31 percent. The number of trees in the Appalachian 

hardwood region has been increasing for more than 50 years.     

Source: Appalachian Hardwood Manufacturers
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