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Inside the Designer’s Mind

How to Become a Trusted Partner to the Trade
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rustic oak, burnished brass a

1t's hard lf) xhn‘k of something that seems more qmlrh’scn!mlly :\menf‘:m than a single-family patl nat ed tl]e
home. A sparkling lawn, three bedrooms, maybe a picket fence and a big backyard—all key
ingredients to the life many of us grew up dreaming of. However, as it turns out, the singk The Chi
ctually a relatively modern phenomenon. And according to author Diana Lind,

gly out of step with the lives we're living. In conversation with managing editor Fred ) swatches
Nicolaus, Lind shares insight from her new book Brave New Home, explaining how America got
addicted to single family housing, the surprising environmental and emotional costs, and how
whatever comes next will affect interior designers.

‘This week, we covered the rapidly shifting digital landscape, including a new platform that wants

to streamline procurement, Modsy’s latest rendering.tool, and an interior design video game with MacBook Pi
millions of daily users (and brands designers know and love) that is launching its own in-app -
commerce store. Plus, on the latest episode of The BOH Podcast, ALL3D founder Amra Tareen
tells Dennis Seully how advances in 3D modeling, machine learning and Al are about to
transform the business of design.

In other news, John R 1li announced that he will be closing his legend;
focus attention on his network of showrooms and a new e-commerce offeri|
what they wish they would have known before launching their firms;
Shoulberg predicts what the holidays will look like this year. Meanwhile,
of the 50 State ject, Newport, Rhode Island-based designer Jocelyn

's expanding her firm's geographic reach.

If you're looking for a master class on building teams, tune in for my

award-winning designer Victoria Hagan tomorrow in partnership with
talking about important lessons she’s learned in her illustrious career, ind
between delegating and being hands-off, knowing when it's time to grow,

collaborators. I can't wait to catch up with Victoria, and you won't want to
join us!

Business of Home Podcast |
Kaitlin Petersen Business of Home, Dennis Scully ‘

Editor in Chief
est Episode

rOP &T¢ s Business of Home's host Dennis Scully interviews
d creatives about the
changes and challenges facing the interior desia  MORE
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Do independent showrooms have a future?
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THE RELATIONSHIP GAP

How would you describe
your relationship with the
designers you work with?




THE RELATIONSHIP GAP

How would you describe
your relationship with the
home furnishings manufacturers
you work with?



WHY IT MATTERS

“FEvery project we do
s a showroom for the
brands we trust.”



INSIDE THE DESIGNER'S WORKFLOW

“Each vendor has its own
system. It’s exhausting.”




THE ORDERING MAZE

“I do every order myself.
I can’t afford mistakes.”






FEELLEY
AN

1
S

) %

,,,,,
eo—

~

8 {xs;""’z'ﬁ’wn‘

eee.
By Ll ad
Prera

(K

e

|
"

- | I
il "|”\||

AT
- 7




-

0Ny Abir oy e = — T
B IS

RN il gl T TR T T e

Mg

o

e
=
XX

2Ll

%

b

AT

W

R

CEXXXRER KKK X

z
-
Z
S
=
Z
<

13

e XKW
E S -
27 70 o ISR ¢




| \‘

| | A

i e
IEII

| 3

OYSTER _w

o
T

B o
/i

VAN A
a«;;wﬁ',-“?f'
LS







T

Y ®
- N
4 2 s




TOP PAIN POINTS

Slow or unhelpful reps
Outdated technology and websites
Thin trade discounts
Rigid customer service

Poor damage handling and returns



GREAT REPS = GREAT BUSINESS

“If my rep leaves, I might stop
buying that brand.”




RESPONSIVENESS WINS

“If you reply within 24 hours,
you’re my hero.”



TRANSPARENCY BUILDS TRUST

“Let me tell my client the truth.
Don’t make me guess.”



TECH FRUSTRATION

“I shouldn’t have to find out that
a product is discontinued after
Ive sold it to my client.”




TECH FRUSTRATION

“If a portal makes me
do more work than an emazil,
Ill yust emaal.”



TECH FRUSTRATION

“Why can’t I see my sofa in
the right fabric?”



PRICING PAIN

“Don’t call it a trade discount
if my client can get it too.”



FLEXIBILITY WINS LOYALTY

“We simply can’t open boxes
right away.”



DELIVERY DILEMMAS

“A $200 replacement could have
saved a $30,000 account.”



THE PARTNERSHIP PLAYBOOK

Empowered reps
Technology and transparency
Flexible policies

Relationship rewards



EMPOWER THE FRONT LINE

“My rep makes me feel like
my time matters. That’s who
I want to buy from.”




INVEST IN DIGITAL SOLUTIONS

“If I can see stock, finishes and
lead times 1n one place, I’'ll spec
your line all day.”




RETHINK TRADE PROGRAMS

“I don’t need another candle.
I need trust and profit margin.”



SERVICE AS A STRATEGY

“They overmighted the part.
That one act made me
a customer for lLife.”




THE PAYOFF

“When a vendor makes my
life easier, I spec them on
every project.”



THE PARTNERSHIP MINDSET

“Designers aren’t just customers.
We’re also your sales force.”
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