Furniture & Furnishings Stores
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Ok, here's how furniture and furnishings stores operate.

They sell wood and upholstered furniture, mattresses, lamps, rugs, carpeting, and office furniture. Most stores specialize in one area.

A typical store has $4 million in annual sales,10 workers, and 20,000 square feet of space.

Most stores sell lines from a fairly small number of manufacturers. Goods are aimed at a particular type of buyer, according to income. Advertising is important. Because furniture is expensive, many stores arrange financing. Annual sales per square foot are around $250.

Many stores are just showrooms, with goods delivered from a warehouse. They keep an inventory equal to about 60 days of sales. Some high-end stores have all goods made to order and keep almost no inventory at all.

Computers are used to track orders and inventory, and to identify fast or slow-selling items.

Here are some strategic things you should know.

People buy furniture when they buy a home. During the recession, furniture sales fell 20 percent.

A lot of furniture is made in the South. Markets in High Point, North Carolina in the spring and fall are important sources of new products. Carpet manufacture is concentrated around Dalton, Georgia.

A lot of wood furniture is made abroad, in China, India, Indonesia, and the Philippines, where wood and labor costs are much lower.

Some high-end US manufacturers operate their own furniture store chains, in order to guarantee an outlet for their products.
Here are some good talking points.
How large is their store, in square feet?

What are their most popular items?

From how many manufacturers do they buy?

How much of their product is imported?

How much inventory do they carry?

What income range of buyer do they target?

How much were they hurt by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

