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Ver mont WoodNet Annual M eeting 2008

It's once again time for the VT WoodNet annual meeting. Come and join us at the Farm
Barn at Shelburne Farms on Friday, September 19th at 6pm. There is much to discuss with
the closing of the Vermont MapleéWood Gallery, the end of the WERC grant, where VT
WoodNet seesitself headed for the future, election of the board, and more. Not to mention
the opportunity to meet and talk with other members.

When you arrive, park outside of the gate at the Farm Barn (for those who have not been,
you will come through the farm’s main gate, passed the checkpoint, and follow signs to the
Farm Barn which will be on your left). Once parked, you walk into the courtyard of the
Farm Barn and look to your Ieft for the children’sarea. The meeting will be held in the room

by the petting area. There will be signs for VT WoodNet.

Educational Opportunities Listed on Our Website

www.vtwoodnet.org is your portal to educational
opportunities throughout the state. We are connecting
with Vermont’s regional technical centers, as well as
other sitesand businesseswhich offer classesthat would
benefit our wood products businesses in one way or
another.

Just click on the education listing on the website and
you'll be on your way to finding several available
classes/workshopsin Vermont. If you know of any that
we do not have listed, or if you or someone you know
offers classes or individual training/classes, please |et
us know so that we can add them to our listings.

Candidates for the WoodNet Board of Directors.
Neal Albert
Gerald Boucher
Russ Fellows
JoeLaferriere
Paul Lascelles

Web Marketing Seminar

Vermont WoodNet has partnered with several other
organizations to bring a much needed and much asked
for seminar on web marketing. It will be offered in 3
separate workshops on October 24th and 25th at the
Marlboro Grad Center in Brattleboro, VT. Thereisa
flyer with all the information about the seminar,
presenters, and sign-up information that will be sent to
all of you soon. Pleasewatch for theflyer inyour email
within a couple of days. It is open to any small or
medium wood based businesses, with membershipina
partnering organization giving a significant cost
discount. Also, if you are interested in attending, but
are unable to come up with the registration fee, please
let me know and we will see what we can do to help,
802-892-7786 or jbalch@hughes.net

Also, for those of you who have expressed an interest
in the cost share on starting your own website, these
workshopswould count asthe pre-requisite needed for
participating in the program instead of the webinar.
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VT Woodworking School Expanding into 15,000
squarefoot Red Barn in Fairfax

The Vermont Woodworking School is moving to a
15,000 squarefoot red barnin Fairfax just 4 mileswest
of Cambridge on Route 104. Thanksto the investment
of Burt Steen, an avid woodworker and member of the
Vermont Woodworking School, VWSisableto convert
thisformer cattle barn into apremium woodshop space.
Much attention is being paid to the historic integrity of
the property as well as energy efficiency. The project
has received a USDA grant for a bio-mass furnace
project.

By expanding into this new space the school will now
be ableto offer up to adozen spots at atimeto students
inour 12-week intensive program. VWSwill also offer
workshops to the community. Short-term housing is
available on the property right away and permitsarein
place to build a dorm on the property in the future.
Pictures of the project and the location can be viewed
online at www.VermontWoodworkingSchool.com.

Private space in the shop is available for lease starting
January 1, 2009 and offers shared access to larger
equipment, the finish room, the upholstery studio and
eventually, gallery space. This space is open to
woodworkers, furniture-makersand other craftspeople
if it is determined to be agood fit. Resident members
are encouraged to teach classes. Spacesaredivided up
into 14' x 14' segments and are available in multiple
blocks.

Individualsinterested in becoming residents at the new
location are encouraged to contact Blake Ewoldsen to
discuss possibilities and schedule atour. Blake can be
reached at the woodshop at (802) 655-4201 or by e-
mailing info@vermontwoodworkingschool.com. Also,
keep an eye on www.VermontWoodworking
School.com for an announcement about our open house
in December.

FSC Group Certificate

Below are the current members in our FSC Group
Certificate. If you, or someone you know, would like
to talk with us about joining our group FSC certificate,
please contact Judy Balch at 802-892-7786 or
jbalch@hughes.net.

Neal Albert/Shelburne Fine Woodworking
Steve Benson/JS Benson Woodworking
Meghan Brewer-Perry/Lumberjack Lumber, Inc
David Brynn/Vermont Family Forests

Joel Currier/Currier Farms

Tim Downey/Vermont Green Cabinets

L ouis DuPont/Stark M ountain Woodworking
Susan Fiske/Forest Products A ssociates

Randy Flint/Fine Linesin Wood, Inc.

Tim Flynn/TimberKnee

David Glickman/Vermont Butcher Block & Board
Company LLC

Jeff Klaubert/MountainHouse Timber, LLC

Paul Koenig/Koenig Cedar

William Laberge/William Laberge Cabinetmakers Inc
John Lomas/Cotswold Furniture Makers

Dave Mudrath/Tradewinds

Peter Nazarenko/Planet Hardwood

Parker Nichols/VVermont Wildwoods

Jeff Parsons/Beeken Parsons, Inc.

Phil Payne/Vermont Wholesale Building Products Inc
Dave Tanych/Northend Hardwoods, LLC
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Bill Baynham has the following items for sale. If you are

interested in any of them, please call Bill at 802-985-9311. If you have questions about any of the information in

thise-newsdletter contact Judy Balch, WoodNet Admin-

2 large boxes of Grass cabinet door face frame style hinges istrator at 802-892-7786 or 802-274-8075.
hardware. Includes various mounting plates and hinges—FREE

Used Tools—  Dovetail Jig $20
Reliant hot air edge bander $40
Makita model 9820 wet stone sharpener $150
Dewalt R/O sander $20
Large set of Japanese wet stones $75
2 Dewalt battery operated drills $30
Bosch plunge router $100

If you have questions about Vermont WoodNet you can contact a member of the Board of Directors.

Bob Bouvier, Chair, 863-5644, wdubelieve@aol .com

Pat Babcock, Treasurer, 879-3778, patbabcock1103@excite.com
Judy Balch, Administrator, 892-7786, jbal ch@hughes.net

Bill Baynham, 985-9311, bbaynham@cte.k12.vt.us

Dale Bergdahl, 656-2517, dale.bergdahl @uvm.edu

Emile Cote, 425-2254, emilecote@peoplepc.com

Barry Genzlinger, vice-chair, 951-2501, batcabins@aol .com

Sue McLam, secretary, 439-6156, SueM cLam@knoxmountain.com

Thefollowing members of the WoodNet Board of Directorsare “retiring” . Vermont
WoodNet owes you a huge “ Thank You” for your service. You will be missed!
Pat Babcock, our long time Treasurer
Emile Cote

Sue McLam, our long time Webmaster and secretary



September 2008 Building Connections Page 4

WHAT YOU CAN EXPECT AT THE (o
A e VERMONT -
WOODWORKING SCHOOL _

FURNITURE-MAKING,

TURNING, CARVING

DOVETAILS, INLAY, MARQUETRY
UPHOLSTERY, APPRENTICESHIPS
INTENSIVES, WORKSHOPS, DORMS
INSTRUCTOR OPPORTUNITIES

GALLERY STACE. MEMBERSHIPS,
RESIDENCIES...

OPENING IN FAIRFAX
JANUARY 2009
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Thefollowing article shows networking at its best.
A very interesting article to read.

Amish Furniture Makers Succeed in Cluster: Ohio Amish
Settlement Fosters Prosperous, Growing Har dwood
Furniturelndustry

by April Terreri
Date Posted: 5/1/2008

Something interesting is happening in the rural Amish community
in Holmes County, Ohio. Members of this religious community
have devel oped athriving wood furniture manufacturing industry.
Somebelieveitisthere-emergence of the U.S. furnitureindustry,
the 21st century’s answer to the lost furniture kingdom of High
Point, North Carolina.

Characteristic to Amish-built furniture is its high quality and
locally produced solid-wood construction. “They don’t have to
work hard to advertise these features,” said Matt Bumgardner,
research forest products technologist at the U.S. Forest Service
Northern Research Station in Delaware, Oh. “It is simply
understood universally. That istheir signature.”

Matt and a colleague, Bob Romig, had discussed the quietly
burgeoning Amish furniture manufacturing base in Holmes
County.

“From his positions with Ohio State University and the Ohio
Forestry Association, Bob had noticed the development of the
Amish furniture cluster. One day during aconversation, thelight
went on, so to speak, and we decided to get a handle on the size
of thiscluster.”

Matt, Bob, and another colleague, Bill Luppold with the U.S.
Forest Service in Princeton, W.Va,, studied and interviewed the
Amish furniture manufacturers. The three co-authored an article,
“Wood Use by Ohio’sAmish Furniture Cluster,” for the December
2007 issue of Forest Products Journal.

Holmes County has a population of about 40,000 people,
according to the local chamber of commerce. About half the
population, 19,000, isAmish. Infact, it may bethelargest Amish
settlement in the world.

Thereare about 450 small furniture makers (usually family-owned
and family-operated)within the cluster in Holmes County and
surrounding area.

Study of Amish Cluster

“One of thefirst thingswe wanted to discover was the amount of
wood they were using asa measure of their impact,” said Matt.
“ After talking with some of the manufacturersthere, we learned
the extent of thewood use was dramatic, and we also discovered
this cluster is practicing alot of the same things successful U.S.
businesses use to achieve and maintain competitiveness. The proof
that it isworking thereisin the number of firmsforming and the
amount of wood they are using. These two things went together
as part of the story.”

The cluster of Amish furniture manufacturers uses about 43.5
million board feet of hardwood, the researchers found. That
represents about 11% of Ohio’stotal hardwood lumber production
and 19% of its hardwood grade lumber production. The value of
the furniture shipments was placed at $280.7 million.

The majority of the Amish wood businesses operating in the
county were established within the last 15 years. By contrast,
during the same period overall domestic furniture manufacturing
has been in decline, with some companies moving operations
overseas or importing furniture.

“What isreally interesting is they just began their own furniture
exposition and tradeshow thisyear —akind of mini High Point,”
Matt said. The exposition, called the Ohio Hardwood Furniture
Market (www.ohiohardwoodfurnituremarket.com) and sponsored
by the Holmes County Hardwood Furniture Builders Guild, was
held earlier this year.

Although the Amish businesses are small compared to thefurniture
industry in High Point, they are similar — a cluster of
manufacturers and their suppliers, finishers, and distributors.

“The principle at work in the cluster is they all source locally
from each other, so there is trust and respect, and the suppliers
arein tunewith the needs of the manufacturers,” said Matt. “ The
end result isyou get products here that you never could get from
Chinaor other offshore locations.”

The cluster sources lumber mainly from three channels. Oneis
fromvery small Amish sawmillsinthe areathat servethefurniture
manufacturers exclusively. Another source of lumber is larger
sawmillsin the region, which may or may not be Amish-owned
and Amish-operated. Lastly, some distributors get lumber from
other sources and serve as a channel intermediary to move the
lumber to the Amish furniture makers.

Small Shops, Close Proximity

Most of the furniture manufacturing businesses are small shops
with about three or four employees. “ Part of the cluster successis
there are so many shops in close proximity, facilitating
communication and cooperation among the various shops,” noted
Matt.

The shops tend to specialize in producing a particular product.
For instance, one shop might make dining room chairs while
another will make matching dining room tables. They send the
furniture to a finishing shop where it receives consistent stains
and isfinally sold as a set.

The cluster operates with a “unique mix of competition and
cooperation at the same time,” noted Matt. “The competition
appears to operate more like peer pressure, in that shops don't
want to bring down the entire cluster by producing poor quality.
So they strive to maintain a standard that is as high as everyone
else’s”

The cluster of businesses centered around furniture making
provides a way of life for the Amish that is on par with their
farming operations. “ Thisis away for them to stay on the farm
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and createjobsfor their kids,” said Matt. “ The dedication to make
it work helpsthat competitiveness.”

TheAmish businesses produce high quality products, noted Matt.
Many of them are equipped with state-of-the-art machinery and
equipment while others rely on hand tools and manual labor.
Amish doctrine forbids members from connecting to the electric
power grid, so businesses that run machinery use generators to
produce €l ectricity.

Wayne Hochstetler is one of seven family partnerswho ownsand
operates three businessesin Millersburg. Hochstetler Wood L td.
produces furniture components, H.W. Chair Ltd. manufactures
dining room chairs, and Tiverton Timber Ltd. Buysand manages
forestland for investment and recreation. (Tiverton Timber won
the Ohio Tree Farmer of the Year award for 2006.) Wayne employs
35 people, including family members, in both woodworking
businesses.

Hostetler Wood buyslumber, green and dry. Green lumber iskiln-
dried by other companiesin the local furniture industry cluster.
The dried lumber is remanufactured into furniture components.
The company uses primarily red oak, maple, cherry, poplar, white
oak, and hickory.

“QOur company isarough mill where we plane the lumber, rip it,
and then we glue it into panels which we cut to length,” said
Wayne. “Then we sand it and do the primary machining on it to
prepareit for H.W. Chair and other furniture shopsin the cluster
to make into furniture.” H.W. Chair assembles the components
into furniture.

H.W. Chair produces residential dining room chairs, chairs for
the hospitality industry and chairs for institutions, like colleges
and libraries. The company sells about 20% of its production
within Ohio, about 60% in Eastern states, 12%to customers in
the West and 8% to Canadian markets.

H.W. Chair sellsitsfurnituredirect to commercial or institutional
customers or wholesale, not to individual consumers. Wayne's
distribution model includes selling to furniture stores, furniture
wholesalers and distributors, and other furniture manufacturers.

Competitive, Cooperative

“What the cluster does is it spreads out the investment risk,”
observed Wayne. “Many of the shops, therefore, specializein a
relatively narrow field of production.”

For instance, many furniture manufacturers do not have an in-
house rough mill, so they buy glued-up panelsfrom one business,
send them to another for machining, and bring the components
back to their shop for final assembly.

“We probably cover a bit broader field than the average shop in
the cluster because we have our own rough mill,” noted Wayne.
His business does not have finishing operations, however, so he
sends the furniture to other shopsin the areafor that task.

The tight-knit Amish community facilitates this unusual
competitiveyet cooperative way of doing business. “We sell parts

to and buy from our competitors,” Wayne said. “You either know
them or know of them.”

Holmes County is different from other rural communities that
often lament the ‘brain drain’ that occurs when younger
generations reach adulthood and move away to get ajob. “Most
will stay in the community or move to a similar community, so
there is not that kind of ‘brain drain’ where we lose our most
skilled workers to other areas,” said Wayne. “ People here enjoy
thisway of life, and they want to stay hereto live and work.”

Wayne and other Amish prefer to market and sell their furniture
on itsown merits—quality and workmanship. “Wedon't promote
our furnitureas* Amish-made,’ ” hesaid. “Wea so don’t advertise
or use theword ‘Amish’ in our business. | feel the furniture we
produce should not haveto rely on that kind of promotion because
weawayswant to givethe customer hismoney’sworth by always
producing the very best quality and workmanship.”

Wayne does no active marketing. He has never attended trade
shows, relying instead on word-of-mouth to grow his business.

Buyersfor furniture stores and wholesal ers purchase chairsfrom
H.W. Chair to go with tables or hutches they buy from other
companies, creating a suite of furniture they market under their
own label. “We also make chairsfor other furniture manufacturers
who want our chairsto put with their productsto sell astheir own
products. For this reason, nobody wants our name on the chairs
we sell to them,” explained Wayne. H.W. Chair sells primarily
into Ohio, Pennsylvania, Missouri, Michigan, and Arkansas.

What isit about the Amish furniture manufacturersthat has enabled
them to achieve and maintain continued success and growth?
Being small and nimble, which alows a company to respond
quickly to changing market demands, said Wayne.

“1f you look at our furniture cluster and compare what we produce
to what the country needs, we really don’t make avery big dent.
But wearefilling inthe void |eft from when other manufacturers
went offshore. What keeps us going is our high quality, smaller
runs, quicker turnarounds, and customization.”

Contract Manufacturing

Beforethe cluster became established, the Amish furniture makers
did not attract buyersfrom outside the area. “But now the cluster
is large enough to attract outside buyers,” noted Wayne, “and it
also brings in dealers who know the kinds of products they can
find here.”

The cluster is comprised of small, family-owned and family-
operated companies. Family memberswork in the shop alongside
other employees. “This makes for an overall low-overhead
operation,” Wayne said. “Being small allows usto get thingsdone
quicker because we don't have to run an idea up the chain of
command and then wait for a decision. We just get our heads
together and do whatever needs to be done, when it needs to be
done.”

Contract manufacturing is a new and promising method for
securing continued growth for the Amish craftsmen. A few years
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ago, Wayne would not have considered making and supplying
furniture under contract. “ Six years ago, | would have said we
don’t do this, but we are now doing afair amount. It used to be
we only made our own styles.”

Why the change in direction? “We needed the work, and the
market changed,” he said. The slumping homebuilding industry
has depressed furniture sales, so Wayne is doing more and more
contract manufacturing, especially for the hospitality industry,
which is still vital. “It's much harder for those people to go
overseasfor 100or 500 chairsin aone-shot deal,” he noted, “and
they can get what they want right here. We offer a good quality
chair at afair price.”

Manufacturing methods run the gamut throughout the cluster —
from hand tool sto high-tech machinery and equipment or ablend
of the two.

Roy Miller is the owner of Country View Woodworking in
Millersburg, the largest Amish-owned furniture manufacturing
business in Holmes County. His company uses hand tools and
power equipment.

Like other Amish inthe community, Roy does not buy electricity
off the grid, but he uses generators to make his own electricity.
“Inmy business,” hesaid, “you will see us using 400-horsepower
diesel-driven engines running an air compressor and hydraulic
pumps, which run our hydraulic-powered equipment,” he said.
Lights also use generated electric power.

Responsive to Market

Continued, sustained growth and expansion is not for everyone
inthe cluster, acknowledged Roy. “ Some busi nesseswant to grow
only to acertain point wherethework isjust enough for the father
and two sons to handle, for example. Once their customer base
beginsto outgrow them, they will likely send overflow customers
to another shop. Since | was willing to grow and expand my
customer base, | got involved in contract manufacturing about
10 years ago.”

Today, Roy has 12 independent shops producing furniture for
him. The combined production from these shops and his own
business is about 155 pieces of furniture per week. Half the
furnitureis made from oak, another 30% from cherry and another
15% from quarter-sawn white oak. The remaining 15% is made
from brown maple and hickory.

Roy’s company specializes in entertainment centers, but it al'so
offerstables, chairs, dining and living room suites, and other pieces
— hutches, sideboards, corner hutches and occasional tables. He
has over 400 accounts and the furniture is sold into 45 states.

Roy may manufacture about 15 different styles of dining room
suites. “Instead of building them all in my shop, | asked asmall,
one- or two-man shop if they would like to work for me,” he said.
“That shop might build a china cabinet or a corner hutch for me.
Every three weeks | give them the orders, and they build the
furniturefor me. Then | bring those piecesinto my shop, and | do
the doors, drawers, finishing and assembly before | sell the
pieces.”

What the small shopslikeisthat as soon as Roy picksup an order
from them, hewritesthem acheck. “They don’t haveto deal with
receivablesor deal with salesmen, "he said. “1 even furnish them
lumber in some cases.”

Roy also is becoming a distributor for other shops with smaller
customer bases. “ The owners of smaller shopscometo me, asking
if they can sharein my larger customer base. They also want me
to market their products. This is starting to happen more now,
and it’sinteresting to see how the smaller shops need thiskind of
connection to a larger shop in this economy. And the cluster is
ableto provide thiskind of synergy.”

“Thisisagreat way for meto grow along with my customer base
while getting other local peopleinvolved and giving them work,”
added Roy.

Guild Promotes Industry

Roy ispresident of the Hardwood Furniture Builders Guild, whose
mission is ‘to promote and market domestically manufactured
home furnishings of unparalleled value and quality, while
providing customers with superior service and integrity.” The
Holmes County Chamber of Commerce handles the Guild’'s
administrativework.

Theguild provides economies of scalewhen it comesto spreading
theword about the cluster’sexistence and products. “| am alarger
business so | can afford to spend more marketing my furniture,
but the smaller shops cannot afford to spend alot on advertising,”
Roy explained.

“What is so good about the guild is everyone can throw into the
pool what they can afford, depending on their size. Thisgivesus
all the strength to reach people we hadn’t thought of sellingtoin
the past.”

The Guild recently developed an identifier logo that will be
stamped on furniture coming out of Holmes County that meets
certain standards of excellence. “People who see this logo will
become acquainted with our furniture, and they will begin to ask
for our furniture more and more,” Roy said.

Retail furniture store chains are beginning to take notice of the
quality products the cluster is producing. “They can’'t sell what
they have from China, and they are only selling on price,” said
Roy. “ So they arelooking to us, and they arewilling to try to sell
our furniture, even though they are abit skeptical about whether
they can sell adining room set for $3,995 when they are used to
selling...setsfor $995. But they aretelling usthey can't sell what
they’ ve got from China, and they are not reaching the customers
they need to reach in order to sell the furniture our cluster
produces. They arevery willing to work withus, and we all think
we have a product they can sell.”

With all the hubbub of activity happening withinthe cluster, which
hasits eyesand ears open to the needs of the American consumer,
itisnatural to wonder if anew American furniture manufacturing
center is being created quietly under our noses.
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“People might not be thinking Holmes County yet when it comes
to locating furniture manufacturing excellence, but this is what
theguildistrying to accomplish,” said Roy. “1 am convinced that
with the Amish communitiesin the states of Ohio, Pennsylvania,
and Indiana working together, we can really take control of the
hardwood furniture market in the U.S. The market used to be in
High Point, but it's all overseas now. It'sthere to be had, and we
should control it.”

Although the future looks promising for the Amish, it is prudent
to remember that their output still represents only a small
percentage of domestically made furniture, added Wayne.

The guild is taking off very quickly. It has about 200 member
companies ayear after itsinception. The exposition it sponsored
wasvery successful, drawing over 700furniture buyers nationwide.
“We wrote lots of orders during that event,” noted Roy.

Bright Future

The future looks very bright for the Amish furniture makers,
agreed Matt. “ Thereisevidence of product diversification, which
isanother sign they know what’s going oninthe overall industry,
and they are able to make quick adjustmentsto the market needs.
They are already moving into producing commercial and
hospitality furniture.”

Matt and his colleagues plan to conduct a second study of the
cluster, hoping to gain moreinsight into the distribution channels
as well as the percentage of furniture going to which states and
which customers.

“Another question we have is what percentage of production is
staying in Ohio and what part is going out of the state,” he said.
“What we do know for sure is Amish manufacturers do their
homework, and their designs are very stylish and appealing.”

The savvy businessmen in the cluster truly understand the value
of listening to customersand providing them with what they want
and need. For example, when Country View Woodworking first
started building entertainment centers 15 yearsago, the company’s
designs did not include doors on the entertainment centers.

“Oncewe heard that our customerswanted pocket doors, we began
to build the centers with these doors, and now thisis a standard
item we offer,” said Roy. “Listening to our customersis part of
our success story. My marketing person, who has extensive
experience in marketing, says the biggest reason businesses fail
is they don’t respond to customers’ requests or to the changing
market trends and needs.”

TheAmishfurniture makersare not interested in selling based on
price. Roy emphasizes tohis retailers that he does not endorse
pricewars. “We are selling quality and value, and we offer good
products and good service for afair price,” hesaid. “ Thisiswhy
we flourish, even in tough times. Our products will last for
generations, and we tell our customers this furniture is for you
and your grandkidsto enjoy.”

The growth of the Amish furniture making cluster isimpressive
so far, especialy considering it was started by retired farmers

who began building furniture. “Wewent from afarming industry
some 20 years ago to awoodworking industry in practically no
time,” Roy said.

It has become away of life now for the community, its success
based on a solid foundation of a strong work ethic. “Most of us
have only an eighth-grade education,” said Roy, “but we are
successful becausewework very hard, and we surround ourselves
with business people to help us understand how to become more
successful using modern business metrics.”

Stain Standards Help Ensure Furniture Quality

HOLMES COUNTY, Ohio — The cluster of Amish furniture
manufacturersinthisrural Ohio county isrelentlessin establishing
quality and consistency standards for every piece of furniture it
produces.

Just asthe mission of the cluster’s Hardwood Furniture Builders
Guild (HFBG) is to produce and promote home furnishings of
unparalleled value and quality (see accompanying article), the
Ohio Certified Stains (OCS) group strives to ensure color
continuity and consistency in the stains used to finish furniture
made by the cluster of hundreds of small manufacturers.

Thegoal of the OCS, established in 2005, wasto create standards
of excellence through color consistency. At the time, the
manufacturing cluster had four different suppliers of stains, and
particular colors were not consistent from supplier to supplier.

Consistency in the finishing process was even more critical
because several small furniture makers may contribute piecesto
acompletesuit of furniture. For example, threedifferent furniture
manufacturers within the cluster might beinvolved in producing
adining room suite — one producing chairs, another, the dining
table, and a third making another piece.

“Those manufacturers might each use a different finisher,” said
Roy Miller, president of the HFBG, “so what we were getting
were three different hues of the same color. There was no color
consistency in any given suite. So we certified the stain colors,
encouraging the stain suppliers to adhere to what we established
as the standard for particular colors.”

Seven suppliers now are licensed to provide stains to finish the
cluster’s hardwood furniture products. “We have ownership of
the OCS logo and licensed distributors sell our OCS products,”
continued Roy. “ Other Amish communities have had to adhereto
what we established here because the same furniture retailers
arebuying from usaswell asfrom Amish furniture manufacturers
in Indiana and Pennsylvania. So the retailers want that color
consistency our community offers. Basically, they forced the
manufacturers in Indiana and Pennsylvaniato use our certified
stainsaswell.”

The stains are monitored on a continual basis. “Every three
months, we have our suppliers bring us samples of the stains so
we can check them for color continuity and consistency,” reported
Jonas Miller, president of the OCS groups and owner of Trailway
Wood in Dundeg, Ohio.
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The OCS group offers 15 standard colors, ranging from natural
to dark brown to a reddish deep purple. The group also is
developing new stain colorsit will offer soon.

“We have to keep in mind that wood is a natural product, and
therefore, natural color variations do exist in any species as it
grows from region to region,” Jonas explained. “Having these
master color samples helps overcome some of the color issues
inherent in the wood. Even so, there could still be very slight
variationsin the final product simply because of the uniqueness
of solid wood.”

The OCS standard is an excellent selling tool, offering furniture
retailers peace of mind when ordering furniture from the Amish
cluster — or from Amish furniture makers in Indiana and
Pennsylvania. “ The OCS logo assures that retailers will receive
products that have color consistency in the products they offer
for sale to their consumers,” continued Roy. “This means they
don’'t have to hope that the pieces they purchase from several
different furniture manufacturerswill match in color and hue.”

“If they can afford to buy only one or two pieces this year, they
have the assurance that a few years down the road when they
havethefunds, they will be able to buy the remaining piecesthat
will match,” added Roy.

“| can't stress enough the importance of what we are doing here
inour cluster and how uniqueall of thisisto thefurnitureindustry,”
said Roy. “No piece of furniture manufactured overseas can even
come close to matching the quality or consistency of what we
offer.”

The OCS group will continue to promote the OCS logo so
consumers will understand the value of the furniture they buy.
“My long-term goal is to market the logo to consumers so our
furniturewill be consumer-driven and consumerswill ask for OCS
furniture at theretailer level,” Roy said.

Many manufacturersalso offer furniture-carerepair kitstoretailers
to sell to consumers. Roy and Jonas offer acomplimentary repair
kit with every piece of furniturethey sell.

Ray Morefield, abusiness consultant and owner of Related Sales,
recalls the truth-in-advertising concept that is used to protect
American consumers. “Many offshore Pacific Rim manufacturers
advertise their furniture as ‘ cherry finish’ nowadays,” said Ray,
“suggesting that the furnitureis aproduct made from solid cherry
wood whenitisnot. Thecritical thing about our OCS productsis
they offer a benchmark for ensuring to retailers and consumers
that thiscommunity practices ethical methodsto the highest degree
possible.”



