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Looking for a vendor that protects you against internet competition?

"ShowTime"

by Jaunty Co., Inc.
is the Answer!

The most innovative method of selling multiple size handmade Area Rugs by utilizing our
extensive assortment of 18” square Rug Samples & Color Catalog.

‘Laguna’ ‘Monaco’
LG-243 Berry MN-269 Gold

* Choose from over 300 - * Rugs offered under this
18” square Rug Samples program are not available
that replicate color, design on any discount internet
& quality website

* Standard & Custom sizes * For a Sales Representative
available in your area, call

* Quick ship program (800) 323-3342 ext.110

64 Area Rug Choices in 5.3 sq. ft.
Measures 5°4”w ¢ 7°8”h » 12”d

C%(f/(’/’('(' V% C{yﬁﬁm/’(mmo’:
Atlanta - AmericasMart #5-F-1, 3 High Point - ITHEC D329
Markets Only - 404.521.3600 e Markets only - 336.889.7976
z LY

Dallas - WTC - Space #10062 Las Vegas - WMC Building A,
Open Daily - 214.693.7325 AT AR ] showroom #A-455

Corporate Headquartel-s: Mal‘kets Ol‘lly - 702.477-0226
13535 S. Figueroa Street, Los Angeles, CA 90061 ¢ Tel: (800) 323-3342 * Email: info@jauntyinc.com




LIKE US AT MOMENIRUGS

FOLLOW US AT NEWWAVERUGS

PIN OUR NEW COLLECTIONS

DESIGN  MATERIAL ~ COLOR ARTISTRY

N B _D/A\L Custom Concepts

Allows clients to expand on their creative vision.
Please pay us a visit while you Takes design to the next level, distinguishing the
are in the NY/N] area for Person behind the product.
Metro Market Weelc Clients can Cr'eate alook that is a
Metro Market Week @ High Point Market i .
Voment Headaartors Spoce G0 reflection of their own personal style.

60 Broad Street October 14-19th, 2012
Carlstadt, NJ 07072
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Walking the Market is NOW online at www.WalkingtheMarket.com

Observations

By Leslie Stroh

After Atlanta, Las Vegas, and New York trade shows, it is clear
that new introductions will favor new (often geometric) designs
and color palettes.

Color is back, but not satarated color, and not strong contrasts.

At one point in Atlanta I was convinced that the whole mar-
ket had shifted to non-traditional designs. I ran into an older and
wiser friend who pointed out to me that traditional was classic,
and would always be in fashion.

[ asked a few machine made vendors what was selling,
Basically the answer was 40%-60% traditional, but notin the dark
high contrast colors.

This means that the old truth about what you show, and what
you sell stll holds—you show

ue to post articles from the past 30 years.

The All About Rugs section will continue to expand as we find
more and more educational resources.

OBSERVATIONS FROM THE MARKETS

Doug Tashjian, a knowledgeable rug man, has joined Momeni
to head their Custom Rug business. One of the new Custom
products being introduced at Momeni can be made up to 40 feet
wide, and for rug sizes, can be delivered in 6 weeks.

The basic rule is simple, the customer wants a specific size,
color or design. The answer is YES. Reality says that not every size

will be in inventory, and that means custom, and custom means
waiting. How long is the question.

Joyce Lowe, Director of Area

new and sell old, just not 3-5 year
old colors.

The best place to see new col-
ors and new designs is “Walking
the  Market”  online at
wwwirugnewsanddesign.com. There
you will find new introductions
from Atlanta, Tas Vegas and

Visit Walking The Market

on
www.rugnewsanddesign.com

We Walk the Market LIVE

Rug Sales at Nourison, said that
“any retailer that doesnt have a
web site is signing their own
death warrant.” She wasnt talk-
ing about e-commerce, but a
website as a tool for consumers
to do information gathering and
shopping.

New York. SO you can Ms. Lowe was specific about

If T had to pick a design trend See What We See fhowir}g and» sellingi She said
it would be geometrics, again in Whats new is showing, tradi-
unsaturated colors, and low con- As We See It tional dlesign machine woven is

trast. Beige still sells at retail.

PINTEREST

We are now pinning pictures
of rugs that appeared in

RUG NEWS

“Design

selling (at retail $299 for a “5x8”
in polypropylene.)

Ron  Couri, principal
Couristan, said that there were
very few looms making machine

Collections on Pinterest. Visit
wwwipinterest.com/rugnewsdesign/collections/.

ALL ABOUT RUGS

In July 2011, we launched our new website for
www rugnewsanddesign.com. In our first year of posting pictures
from trade shows we posted approximately 600 pictures from 12
trade shows. We did this so that “You can see what we see, when
we see it.”

In August of 2012, we started reposting articles from Rug
News Archives in a section called “ALL ABOUT RUGS”. The first
article posted, written in 1984, is titled “In China with Mr.
Nazarian in 1928”. Now you can read about rugs, rug making,
the business of rugs, and the history of rugs online as we contin-

4 www. rugnewsanddesign.com

made rugs in wool. This lack of
production highlights the gap between mass market machine wo-
ven 1ugs, (synthetic fiber) and a step up product in wool or other
fibers for brick and mortar specialty stores and designer resources.

We mention other fibers above, explicitly because there is ex-
perimentation going on at many levels working with non-tradi-
tional fibers. Couristan has introduced a hand spun, hand knot-
ted, Nepalese weave rug using bamboo fiber called Sagano. It has
its own look, feel and hand.

Scott Hayim (principal Rug Décor) said that in the St. Louis
Rug Décor store they are doing about 90% of the level of business
from before the recession, with 40% of the traflic. He added, “that
1 1t weren’t for custom, we wouldn’t be here.

continued on page 18
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OBSERVATIONS — BY LESLIE STROH
RETAILING: WASHINGTON/BALTIMORE — BY JACK MAIER

COLLECTIONS — LOLOI, MICHAELIAN & KOHLBERG, KALATY,
EBISONS HAROUNIAN, FOREIGN ACCENTS, CAMILLA HOUSE IMPORTS

COLLECTIONS — RUG MARKET AMERICA, AMIC! IMPORTS,
LIFEsTYLES USA INC, M&M DesieN INT'L, EASTERN ORENTAL RUG, JELLYBEAN

COLLECTIONS — NOURISON, JAUNTY, KALEEN, BARCLAY BUTERA,
SHAW LIVING, KEVIN O'BRIEN STUDIO

COLLECTIONS — LOTFY & SoNs, CoOURISTAN, KAS, FAB HABITAT,
MOoMENI, LEcGACY COLLECTION

COLLECTIONS — FEeizy, Rizzy HOME, JAIPUR, WARP AND WEFT,
DUE PROCESS, PADMA'S PLANTATION

10 Points ABout Rucs: 10 ofF 10 - Custom RuGs
— BY DAVID LEwW

NEwW YORK INTERNATIONAL CARPET SHOW (NYICS),
SEPTEMBER 9-11, 2012

HomE FASHIONS MARKET WEEK, NEw YORK City,
SEPTEMBER 10TH-14T1H, 2012

ORICA FALL MARKET, SEPTEMBER 10TH — 131H, 2012

TURKEY'S MANY SPLENDORS - PEOPLE AND PLACES
— By PauL AND TAMMY SHAPER

— C/ESICNES’ MEIGOOOIK

27

29

VICTORIA E. SANCHEZ, ASID
VICTORIA SANCHEZ INTERIORS, ALEXANDRIA, VA

Skip SRokA, CID, ASID
SROKA DESIGN INC., BETHESDA, MD

ON THE COVER: SEPTEMBER 2012 — LOTUS DESIGN IN SKY, FROM THE ADAPTATIONS
COLLECTION PRESENTED BY DUE PROCESS STABLE TRADING COMPANY. THESE HAND-
KNOTTED NEPALESE RUGS CRAFTED WITH THE FINEST COMBINATION OF WOOL AND SILK IN
100-KNOT QUALITY. PROGRAMMED SIZES, WITH CUSTOM SIZING AVAILABLE. ALL DESIGNS
ARE AVAILABLE IN THE DUE PROCESS RUG SAMPLE PROGRAM WICH ALLOWS DEALERS TO
DISPLAY ENTIRE COLLECTIONS WITH MINIMAL INVESTMENT AND SPACE.



Can my
custom rug be Can |
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Can | get it's made?
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custom Siz€?  isiteasy  Arethereany
- " tocreatethe Modern designs

A sl perfect rugfor foms
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made in the USA?

Are Dalyn custom rugs r Daly?r?fzally
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custom rugs
Are the T easy to 450 colors &
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online rug mdustry
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easy ,;O custom rugs?
use?

custom rug

affordable?

r-ls Dalyn ‘ Is a

Can |
design a
wool rug?

Whatever your customers desire in a custom rug, Dalyn can deliver. Dalyn offers the industry’s
most extensive line of custom rugs. With a shipping lead fime of 3 weeks, Dalyn offers the fastest
turnaround in the marketplace. Our in-store, easy-to-understand merchandising combined with
our online Virtual Custom Rug Builder™ give your sales team the confidence to close the sale. So
bring on the questions, we love to answer yes!

Showrooms

HIGH POINT, SPACE D-315 ¢ ATLANTA, SPACE 6C5 ¢ LAS VEGAS, SPACE A814 < TUPELO, SPACE TB1, 1359

Jif . choose from?

DALY N-"

RUG COMPANY

BEAUTY BEYOND THE SURFACE™

800-241-2909 dalyn.com



Walking the Market is NOW online at www.WalkingtheMarket.com

Retailing Washington/Baltimore:

Pushing Ahead

By Jack Maier

Since we began a few months ago doing these articles on rug
retailing in various cities, we've been asking retailers about the re-
covery from the recession. Its an obvious question.

Retailers have often responded with statements comparing
where they are now with where they were before the housing
bubble burst in 2007-2008. Thats an obvious way of responding.

But its odd — and getting odder — that we find that kind of re-
sponse useful. Questions about “recovery;” and the kind of answer
they elicit, are ultimately based on the idea that things will more
or less go back to the way they were.

“How things were” is a useful point of reference a year or two
into a recession of average severity. But this is an economy that ex-
perienced a sudden and deep recession, then a very weak and so far
only partial recovery; and is now some five years into that process.
The way things were isnt much of a marker for assessing where we
are now. The changes in the market brought on by the recession
have been overtaken by changes stemming from other causes.

Whether or not there had been a recession, people would still
be selling rugs over the Internet. Whether or not there had been
a recession, the middle of the market would have moved from
hand-knotted rugs to machine-made and hand-tufted rugs.
Whether or not there had been a recession, brick-and-mortar re-
tailers’ margins on the middle market rugs, which for many were
the basis of their business, would have collapsed.

An example that perhaps illustrates better the effect of the re-
cession is that of the soaring cost of hand-knotted rugs — which
forced the middle of the market to machine-made and hand-tuft-
ed rugs, which pushed prices on middle market rugs down so far
that customers were willing to buy them on the Internet.

The soaring cost of hand-knotted rugs can be, and has been,
attributed to the recession. The recession Killed orders for hand-

knotted rugs, the weavers lost their jobs and found others. Now
that orders are reviving the weavers arent coming back to the
looms, producers’ labor costs are soaring, and those costs are be-
ing passed along to the importers, wholesalers, and ultimately the
retailers and end-users.

But the remarkable statement in that sequence isn't that the re-
cession killed the weavers’ jobs, but that the weavers found new
and better jobs outside the rug industry That was going to hap-
pen, whether or not there was a recession. In this case, it wasn't so
much that the recession caused change, as that the recession ac-
celerated change.

Arguably, US rug retailers also find themselves in an economy;
the weakness of which is forcing change that that very weakness
makes more difficult to effect. And we're so far into it that its not
amatter of recovery; of getting back to where we were. Its a mat-
ter of finding the way forward.

MATCHING INVENTORY TO DEMAND

What got us thinking along this track was a conversation we
had with Zubair Mohamed of Senneh Knot (with stores in
Timonium, MD and Maple Lawn, MD). Mr. Mohamed estab-
lished Senneh Knot 25 years ago. He currently carries hand-knot-
ted rugs and flatweaves/soumacs, along with a very few tufted and
machine-made rugs.

He described how middle-income consumers had all but dis-
appeared from the brick-and-mortar retail market. “They’re buy-
ing tufted online,” he said. But he didnt want to lose them for
good. To keep them he had to find an alternative to the hand-
knotted rugs that were now too expensive for middle-income
consurmers.

First he tried carrying tufted rugs, but found that they came
with too many problems. Customers complained about the rugs

continued on page 20
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SHOWROOMS:
ATLANTA
DALLAS

HIGH POINT
LAS VEGAS
NEW YORK

HEADQUARTERS:
4501 SPRING VALLEY,
DALLAS, TX 75244
TEL (972)503-5656

—I Texture. Design. Color.

www.loloirugs.com




ELIKO

Antique & Decorative Rugs

NEW YORK

102 MADISON AVE, 4TH FLR.

NEw YOrk, NY 10016
TEL. 212-725-1600
Fax. 212-725-1885

COME VISIT US IN
NEW YORK,
THERE'S ALWAYS
SOMETHING NEW

elikorugs@aol.com
www.elikorugs.com
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Gripdii

Non-Slip Area Rug Pads
|

\\——.
Rug on ford Sy, "

I

Rug on Carpef Conventiong|

New Producis! Great Prices!

Outdoor

o 16 styles of Grip-it® rug pads in stock and ready to ship

e Packaged pre-cut or bulk roll sizes

e Conventional Non-Slip PVC, Natural Rubber, and Needle Punch

® Needle Punch styles are also available in packaged pre-cut “rolled” sizes
® Drop Ship direct to “YOUR” customer programs

¢ 10 Year Non-Slip Guarantee

e Over 20 years experienced rug pad manufacturer

e Quality products, competitive pricing, personalized
customer service

Toll Free: 1 800 648 6648
Office: 615 355 4355
Fax: 615 355 6874

Email: info@msmind.com
Web: www.msmind.com

i . 802 Swan Drive
IﬂdUStFICS Smyrna, TN 37167

Rug Pads for Every Price Point!
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800-7602-152§

www.zoroufy.com
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home textiles

The Textile Building at 295 Fifth

TEXTILE

BUILDING

Give your business the best market, in the market.

Call Lou Lombardi
President & CEQO, Manhattan Properties, Inc.

2126850530

ce0295@aol.com ™ on-site management

295 Fifth Avenue We are the market
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October 13 through 18

02 Lonp Shoals Bd. Arden NC
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Looking For A Computer System
To Manage Your Oriental Rug
Retail Business?

S

A0
12x1!

ORRScop

Oriental Rug Retail System

Windows software designed for todaysOriental Rug Retailer

¢ NEW! Non-rug Merchandise,
Services, and Quote modules
now included!

¢ NEW! ORRS “Web-Link” option
available to connect to websites

* Complete Rug Inventory
and Rug History

* Vendor Purchases and
Consignments
¢ Barcoded Rug Tags 1z
Software is also available
for the Rug Wholesaler.
FREE Online
_demonstrations available.

kquEUQT inc.

1201 Broadway - Suite 1006
New York, NY 10001
(212) 629-6630

www.kumquatine.com

¢ Special Order Rugs
* Rug Images
¢ Simple One-Step Sales Invoices, !i

Consignments, Approvals,
Layaways & Work Orders

* Sales Analysis &
Purchase Analysis

* Sales Commissions &
Sales Tax reporting

* Multi-User and
Multi-store ready

RugWrap™

made from 100%

DuPont™ Tyvek®

Twine e Tape » Tagging Supplies ® Kraft Paper ¢ Poly Tubing

Ask About
our FREE Tape
or Twine
offer!

11621 Caroline Rd ¢ Philadelphia, PA 19154
Local (215) 338-6515 © Fax (215) 338-0199
Toll Free (800) 372-3366

Www.materiaiconceptis.com

One invoice. One shipment. Experienced personnel. Great service.

Tyvek® is a regi of DuPont™ e Rugwrap™ is made from 100% DuPont™ Tyvek®

MORE SPACE.

Anyone can sell you a display. Only Best can help you show and sell your goods in
less space than you ever thought possible, including those prime retail locations that
just didn't fit before. That means more rugs. More traffic. And more sales.

That's success. That’s Best.

Shown here: The Best Freedom 912
shows up fo 50 full-size 9 x 12 rugs (or
smaller or shaped rugs) with less than
eight feet of ceiling clearance. The
Freedom design is available in o wide
variety of sizes and configurations.

CALL US TODAY FOR MORE SPACE, P0. Box 293, One Burlington Road ® Galva, Illinois 61434-0293

1-800-344-2378 o FAX 309-932-2127 ® www.jhbest.com

1-800-344-BEST

H.M. NABAVIAN & SONS, INC.
ORIENTAL RUG ACCESSORIES & SUPPLIES
36 E. 31st ST, BASEMENT
NEW YORK, NY 10016
Phone: 212-213-2476, Fax: 212-213-4276,
Orders: 800-352-7510

View, print or download our catalog at
www.hmnabavian.com

Rug Wrapping Papers
Packing & Shipping Supplies
Tags & Tagging Supplies
Rug Display Clips
Fringes, Edging, & Binding Tape
Persian & Appleton Wool Yarns, Cotton & Linen Threads
Needles, Scissors & Rug Repair Tools
Rug Shearing Machines and Parts
Moth Sprays, Moth Balls & Flakes
Staple Guns & Staples
Rug Padding, Rolls & Cut Sizes
Brass Stair Rods
Inks, Paints, Dyes, & Markers
Pens, Pen Holders, & Brushes
Rug Cleaning Supplies
Spot, Stain, & Color Removers

For more detail please visit our web-site or
call for our catalogue.

SEPTEMBER 2012
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FINE PERSIAN RUGS
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OVERSIZED RUGS

INDIAN & PAKISTANI RUGS

Tepp Team USA
100 Park Plaza Drive, #102 S
Secaucus, NJ 07094
Ph: 201.863.8888 ¢ Fax: 201 863 8898
djalal@teppteamusa.com
www.teppteamusa.com
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kas - haNd tuFt ed
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—Rugs’

Designer / seminar Series @
highpoint MARKET —I Texture.Design.Color.

“hewenrkd's nnme tnr anms furmislircs

Sunday, October 14, 2012

Rugs“101”

Presented by Loloi Rugs and
International Market Centers

Rugs were once considered a luxury item for wealthy homeowners,
but modern advancements in design over the past decade have
transformed the rug category entirely, resulting in beautiful styles
that are affordable to everyone. While this transformation is well-
known, many people still don’t feel comfortable buying (or selling)
rugs because of the multitude of different rug types available in the
market today.

Cyrus Loloi, an executive with Loloi Rugs along with Cherisse Jensen
and Emily Lancaster, two of Loloi’s product developers aim to share
their rug expertise with you so as a buyer you will become more
knowledgeable about the different rug categories. This seminar

will cover the basics; different rug constructions, fiber types, tips &
tricks for selecting rug sizes for your room and more. Cyrus, Cherisse
and Emily will also share what'’s hot right now in the rug market,
explore upcoming trends and leave time for buyers to ask individual
questions. Everyone is invited!

Noon - Tpm
IHFC, Green Wing, 11th Floor Ballroom B

Lunch and Seminar are free of charge. Seating will be
limited. Reservations are recommended by emailing
Lchastain@imcenters.com




Observations

continued from page 4

He went on to say that about 90 de-
signs out of some 9,000 available ac-
counted for 50% of retail. We have heard
other numbers that are more concentrat-
ed than even these.

Jan Soleimani (principal Bokara Rugs)
told us that there is growing interest in tra-
ditional hand knotted oriental rugs. He
said that they went out of fashion, and
people stopped making them, and now
there is a growing shortage.

From what we hear from various
sources, production of hand knotted rugs
is off by about 90%. Even if 90% is not
the right number, when importers
stopped placing orders during the great
recession, weavers had to find work else-
where. They are not coming back until
demand and wages are strong enough to
guarantee them regular work and a decent
life.

On the economists other hand, there
are at least 50 vendors showing hand-
knotted 1ugs in New York City in
September with the largest concentration
of more than 30 in one place, at the an-
nual NYICS show at 7 West 34th Street.

A CHANGING BUSINESS

Putting all this together suggests that
there are more vendors with less supply
chasing fewer retailers who have lower

continued on page 26
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Walking the Market is NOW online af www. WalkingtheMarket.com

New York Infernational Carpet show (NYICS)
September 9-11, 2012, /W New York (/' W 34th Street, af 5th Ave)

Amici 33  Gary Cruz Studio 9 Revita Rugs 8
Aminco 5  Global Craft Imports 10  Sahar 38
Art Resources 30 Jade 1 Sultanhan 22
Asha Carpets 27  JD Staron Galleries 20  Tamarian 32
Azra Imports 37  Kalaty 15  The New England Collection 23
Concepts International 18  Kooches 2  Tibet Rug Co 35
Creative Matters 19 Lapchi Hand-Woven Carpets 16  Tibetano 12
D & K Wholesale 7  Michaelian & Kohlberg 14  Tissage 6
Ebisons Harounian 28  New Moon 29  Wool & Silk Rugs 26
Eliko Antique & Decorative Carpets 25 Obeetee 4  Woven Legends 31
Endless Knot Rugs 17  Pasargad 21 Zollanvari 3
French Accents 24  Persian Gallery 13

len Points About Rugs: 10 of 10

By David lew
POINT 10: CUSTOM RUGS

Most custom rugs are custom sizes of existing patterns; your
room needs a non-standard size. Nepalese/Tibetan rugs can be
made more quickly than high knot count Persian designs. Size is
the most important reason for custom rugs, color is next.

New colors can be introduced into existing designs fairly eas-
ily; but it does take time to make a custom knotted rug, On the
scale of good, better, best you are looking at weeks for

SEPTEMBER 2012

www. rugnewsanddesign.com

Nepalese/Tibetan weaves, and months for Persian or Tarkish

hand knots.

It is important to remember that there are many looms up to
12/13 feet wide, but if you need a wider rug than that, you will
have to wait for a loom up to 20, 25, or 30 feet wide to become
available.

David Lew stavted in the vug business with ABC Oriental Carpets in 1982,
worked for a series of well known and well respected retailers and whole-
salers, and since 2000 has worked for the Bokara Rug Co.

SPARSZG

ultimate software

Comprehensive Software
Designed specifically for the home Furnishing
by people with years of experience in the industry.

“The SPARS system and team have been integral to oun growth. The

system can b easily enlianced to meet oun evern changing weeds, and

WS?%?SSWWWWMWWWMMW
de ther nec dations on how The syotem can sere as better,

Doug Barta Director Finance and Administration Rizzy Rugs
v —
d‘%

iPad enabled Wireless Scanner
supported

RFID
enabled via RepZio

. ®Inventory Management
® Rugs, Furniture & Wall2wall carpeting
® Sales & Commission Management

o

MAGNUM OPUS

system corp ® Comprehensive online Reporting
® Fully integrated B2B
(212)685'2127 ® Customizable EDI interface
Fax: ® purchases & Payables
(646)478-9165 ® | ocation based Accounting
Email: ® Complete General Ledger

info@sparsus.com ® Automated Reporting Scheduler

Www.sparsus.com
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Walking the Market is NOW online at www.WalkingtheMarket.com

Retailing Washington/Baltimore Pushing Ahead

continued from page 8

shedding, and about the odor of the latex
used to stabilize the rugs. He worked with
his customers to resolve the problems. But
he found that while the price he could get
was capped by the fact that the rugs were
available on line, his expenses were driven
up by the fact that as a brick-and-mortar
retailer he was responsible for the rug in a
way that Internet retailers werent.

Then, two or three years ago, Mr.
Mohamed switched to flatweaves. This
was a product any customer might be in-
terested in, but one that especially fit the
needs of middle-income customers — it
was a fine tug at a relatively low price
point. Mr. Mohamed noted that flacweaves
had been popular 20 years ago but since
then have been transformed. The quality
of the rugs, and in particular the quality of
the wool, is way up. Flatweaves are now
available in a wide range of designs and
colors, and theyre customizable. They're
favorites in design centers like New York
City and Los Angeles, and popular among
younger customers.

Mr. Mohamed has had good success
with flatweaves, and its helped Senneh
Knot keep the door of the brick-and-mor-
tar retailer open to younger middle-in-
come customers —who in a dozen years or
so will be a core segment of the upper-in-
come customer population.

What struck us about this story is that
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Mr. Mohamed wasn't waiting for prices of
hand-knotted rugs to decline, he wasn't
waiting for middle-income customers to
get rich, and he wasnt waiting for upper-
income customers to pay down their debts
and start spending again. He wasn't wait-
ing for things to get back to the way they
were. He was looking forward, not back.

FOCUS ON ONE-OF-A-KIND RUGS

Another part of moving forward is to
look for the new opportunities created by
change. One of the changes thats now pre-
senting opportunities for brick-and-mor-
tar rug retailers is the customer’ interest in
having a home that better expresses who
he or she is — with original art, workshop
furniture, and a one-of-a-kind rug.

Beyond the ego issue driving sales of
one-of-a-kind or customized rugs, theres al-
so a practical issue. The process of designing
interiors is changing in a way that puts more
of a premium on finding just the right rug,
and makes consumers more willing to pay
a premium for it. Whereas at one time the
rug was often the first decision/purchase, re-
tailers are finding that customers are now
waiting until a later point in the design
process to select their rugs.

Because customers are “buying the rug
last,” there are more constraints on the rug
decision. Colors and case goods have al-
ready been chosen and bought; the rug
needs to tie it all together after the fact. As
Mr. Mohamed put it, “customers are now

buying the rug last. So they need to find
something that fits the colors, design, and
textures thev've already selected.” This puts
amuch higher premium on finding just the
right rug, and explains some of the enthusi-
asm among customers for custom options.

One-of-a-kind rugs come in a couple
of varieties — the custom woven rug (pile
or flatweave), and the rug custom fabricat-
ed from broadloom. While custom hand-
knotted rugs are expensive and mostly
sold to upper-income customers, its very
far from being the case that rugs custom
fabricated from broadloom are sold main-
ly to customers who cant afford custom
hand-knotted rugs.

Custom fabricated rugs have many ad-
vantages beyond the fact that thev're less ex-
pensive than custom woven rugs. They're a
way of tailoring natural fiber and plain pat-
tern—two of the hotter trends in interior de-
sign — to a specific room and room design.

(NE SYSTEM T0 MANAGE YOUR ENTIRE BUSINESS

Go to www.inno-intl.com, or call (888)488-9517

Manage: Inventory, Point of Sale, Commissions, Customers,
Designers, Back Orders, Detailed Reports, Business Intelligence...
and so much more. For one affordable monthly price.

RMProlngenuity.

www. rugnewsanddesign.com
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And they're ready for installadon two or
three weeks after the customer places the or-
der, rather than the several months needed
to have a rug custom woven. For these
kinds of reasons, custom fabricated rugs are
popular with many designers.

Among the DC/ Baltimore retailers we
spoke with was Shahram Bagheri of
Georgetown Carpet. Mr. Bagheri has been
selling rugs in the DC market for 40 years.
He has stores in DC, in Bethesda MD, and
in Fairfax VA. He sells both hand-made
and machine-made rugs, as well as carpet.

Although his customers are upper-in-
come, over the last seven or eight years the
balance between rug and carpet sales in his
stores has reversed — from 70% rugs/30%
carpet, to 30% rugs / 70% carpet.
Georgetown Carpet stocks a wide array of
carpet samples from which it fabricates
area rugs in its own fabrication facility Mr.
Bagheri comments that “‘young people
like custom.”

Alan Ahmadi is another fabricated rug
enthusiast. Mr. Ahmadi owns Pooshan
World of Rugs (Kensington MD), which he
established 30 years ago. (His father began
the business in Iran in 1940.) He carties
rugs from several vendors, as well as carpet,
and fabricates area rugs from carpet. He
comments that brick-and-mortar retailers
need to stock one-of-a-kind rugs. Offering
custom fabricated rugs is one way of doing
that, and, he says, “its a good business.”

But offering custom fabricated rugs is
only one way of stocking one-of-a-kind
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rugs. Like some other retailers, Mr. Bagheri
of Georgetown Carpet has rugs made to
his own designs and colors in China, India
and Pakistan. He says he isnt having a
problem finding companies to weave the
rugs for him, despite the shortage of
weavers in the producing countries.

Antique rugs are another category of
one-of-a-king rugs. We spoke with Jon
Levinson of Alex Cooper (Towson, MD).
Alex Cooper is probably best known as an
auction house, but it also has a traditional
rug retailing operaton headed by
Mr. Levinson.

Mr. Levinson made the point that an-
tique rugs are increasingly competing with
new hand-knotted rugs. As several retailers
have noted over the course of our inter-
views, the cost of hand-knotted rugs from
India and Pakistan has climbed rapidly
Mr. Levinson brought to our attention the
fact that the cost of antique rugs, on the
other hand, has stabilized. In the past, Mr.
Levinson explained, many of these rugs
were bought in the US by dealers, to be
sold in Europe, especially Germany and
Italy, where they commanded higher
prices. However, the European markets for
antique rugs are now soft, fewer of the an-
tique rugs are being bought in the US for
export, and with the decline in demand,
the prices of the rugs have leveled off.

THE NUMBER OF RUG STORES

So how good or bad is the market in
D(C/Baltimore now? Mr. Ahmadi at
Pooshan World of Rugs says hes not seen

a full recovery from the recession. Mr.
Bagheri at Georgetown Carpet says the re-
cession didn' affect him much. Note that
these responses aren't necessarily contra-
dictory It may just be that the market is
“off” or “soft” but not severely depressed.

It may also have something to do with
the number of rug stores. If in any period
rug stores close their doors faster than total
rug sales decline, then average sales at the
surviving stores will rise. Its simple arith-
metic. “The future of the rug store is all
about supply and demand,” as Mr. Bagheri
put it. He noted that in the last 15 to 20
years, the number of rug stores in his area
had doubled, far more than the population
had grown. Mr. Ahmadi noted that before
the recession there were five other stores
selling rugs within 20 blocks of his store,
but now there is only one other store in the
same area. Both operate in the DC metro
area — in the city and its northern and
western  suburbs. By contrast, Mr
Mohamed, who operates two stores near-
er to Baldmore than to DC, said that the
number of stores is not decreasing,

While we cant draw a conclusion
about the whole market from these few
comments, we do have the impression

continued on page 23

ERRATA

On page 12 in the August 2012 issue, a con-
temporary chaise was mislabeled. It is not a
product of Johnston Casual, but of Divano
Designs. Rug News %Design apologizes for
this error.

(NE ARPLICATION. ALL VENDORS,
OVER 100,000 AREA RUGS, WITH NO INVENTORY.

Go to www.inno-intl.com, or call (888)488-9517

30+ industry leading area rug vendors like Shaw, Safavieh and Nourison,
an industry-leading 100,000+ area rugs available in one secure online application,
repricing, rebranding, print price tags, and more. For one affordable monthly price.
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Home Fashions Market Week, New York City,
september 10th-141h, 2012

Abrahami Rugs & Décor
230 Fifth Ave, Suite 1808
AM Home Textiles
230 Fifth Ave, Suite 1601
American Green Rug
230 Fifth Ave, Suite 1712
Bacova Guild
295 Fifth Ave, Suite 814
Balta US 295 Fifth Ave, Suite 1504
Carpet Art Deco
295 Fifth Ave, Suite 303
Catalina Rugs
230 Fifth Ave, Suite 1513
Central Oriental/Natco
295 Fifth Ave, Suite 212
Concord Global Trading
295 Fifth Ave, Suite 810
Creative Home Ideas
295 Fifth Ave, Suite 1714
Devgiri Exports / ABC Industries
7 W 34th St, Suite 817
Dynamic Rugs
295 Fifth Ave, Suite 1604
Ex-Cell Home Fashions
295 Fifth Ave, Suite 612
Feizy Rugs
230 Fifth Ave, Suite 904-905
GA Gertmenian
295 Fifth Ave, Suite 1618

Garland Carpet & Rug
295 Fifth Ave, Suite 1501
Glenoit Rugs
295 Fifth Ave, Suite 612
Home Dynamix
295 Fifth Ave, Suite 1619
Kalaty 7 W 34th St, Suite 807
Kaleen 7 W 34th St, Suite 820
KAS Rugs and Home
295 Fifth Ave, Suite 819
Linon Home Décor Products
230 Fifth Ave, Suite 1008
Liora Manne
210 11th Ave, 7th floor
Log Cabin Rug Co
295 Fifth Ave, Suite 1501
Loloi Rugs
295 Fifth Ave, Suite 1009
MAC Carpet
295 Fifth Ave, Suite 717
Maples Industries
295 Fifth Ave, Suite 218
Merinos Furniture & Carpet
295 Fifth Ave, Suite 810
Mohawk Home
295 Fifth Ave, Suite 1412
Nance Carpet & Rug
230 Fifth Ave, Suite 1609

Natco Products Corp
295 Fifth Ave, Suite 212
Nourison 295 Fifth Ave, Suite 104
Obeetee 295 Fifth Ave, Suite 908
Orian 7 W 34th St, Suite 307
Oriental Weavers Sphinx
295 Fifth Ave, Suite 719
Park B. Smith
230 Fifth Ave, Suite 1818
Rizzy Rugs 7 W 34th St, Suite 733
Rug & Décor
230 Fifth Ave, Suite 1808
Sabry Rug and Textiles
295 Fifth Ave, Suite 1616
Shaw Living
295 Fifth Ave, Suite 306
Sphinx by Oriental Weavers
295 Fifth Ave, Suite 719
Surya Rugs 7 W 34th St, Suite 439
Trans-Ocean Import Co
210 11th Ave, 7th floor
Veratex 261 Fifth Ave, Suite 2205
Vista Home Fashions
230 Fifth Ave, Suite 705
YMF Carpets
295 Fifth Ave, Suite 1714

ORICA Fall Market, september 10th — 13th, 2012
ORICA Bullding, 100 Park Plaza Dr., secaucus NJ

Anadol Rug Co North 106
Antique Rug Buyers /

Cy Tavazo South 103A
Art Resources South 202
Banilivi & Nabavian South 304
Bashian North 101
Bichoupan Rug South 207A
Creative Touch North 214
Eastern Oriental

Rug Center (EORC) North 102
F J Kashanian Rug Co South 106
Ferdous Oriental Rugs South 303
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Hadji Jalili Revivals South 208
Handloom Emporium North 216
Hasan’s Rugs South 203

Jerry H Aziz Oriental Rug South 302

Kashee Brothers North 215
Lifestyles USA North 219
Looms of Persia South 102
Lotfy & Sons South 205
Masterlooms South 103
Mihan Carpet South 103A
Moosavi Rug Co North 208
Obeetee South 103A

Pacific Collection North 108
Renaissance Carpet South 206
Romani Rugs North 112
S.N.S. Rug North 104
Tepp Team USA South 102
Trans Orient / Fazeli South 301
Umar Oriental Rugs South 201
Yadid North 108
Yashar Sons South 104

Zarnegin International Rug
North 201

Zollanvari South 204

MILLIONS OF APP LISERS AR LOOKING FOR YOUR PRODUCTS

IRUGZ BRINGS THEM T0 YOUR STORE

Go to www.inno-intl.com, or call (888)488-9517

People are buying differently today...smarter, more plugged in and mobile.
All you need is an eCatalog subscription and iRugz shows clients your products and
directs them to your store. - rrrer It’s that easy. And it’s a free app.

www. rugnewsanddesign.com
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Retailing Washington/Baltimore:Pushing Ahead

continued from page 21

that the retail rug market became “over-
stored” during the housing bubble, and in
the current market a lot of the newer stores
are closing, We heard comments support-
ing such a hypothesis from retailers in Los
Angeles and New York, as well as
DC/ Baltimore.

As Jon Levinson at Alex Cooper put it,
“only the strong survive. The average low-
er quality’ retailer is not going to make it,”
he said. There just arent enough cus-
tomers to support them.

DESIGNERS

Mr. Mohamed at Senneh Knot made
the point that upper-income customers
use designers, and that designers are thus
a portal to upper-income customers. All of
the retailers we talked to are continually
building their relationships with designers.
Mr. Ahmadi of Pooshan World of Rugs
said designers mainly came to his store to
go through his stock rather than place or-
ders for custom rugs — he has some 3,000
rugs in his inventory Mr. Bagheri of
Georgetown Carpet said he made a lot of
custom rugs for them.

MrBagheri volunteered the informa-
tion that a lot of designers are going out of
business — something like 30% of the de-
signersin his market, he estimates. He char-
acterized this as a “winnowing out,” with
the designers who know the market best
actually getting stronger. Mr. Mohammed of

Senneh Knot commented that the degree
of control exercised by the designer over
the rug decision depended on the designer
— the better known the designer was, the
more influence he or she had over the cus-
tomer’ decisions — and that he often had to
be diplomatic when making a sale in which
a designer was involved.

THE INTERNET

Many of the comments we heard about
the Internet were about the trade-off be-
tween price and customer comfort. People
can buy rugs on the Internet for less mon-
ey, but for a variety of reasons they're less
comfortable doing so. This establishes a re-
al, if vaguely defined, “ceiling” to the
Internet rug market.

Mr. Mohamed at Senneh Knot
summed it up. “Customers keep seeing
prices of $500 to $1,000 on the Internet
for an 8x10, 9x12 rug. What they see in
the brick-and-mortar store is $2,500 or
more. But rugs can get too expensive to sell
online. Its the comfort factor. Above a cer-
tain price, customers want to see and
touch the rug” Theres also the issue of
sending dollars into the ether. “They have
no idea where the Internet retailer is,” Mr.
Mohamed notes. “Theres not even a
phone mumber on the site.”

We had heard that some rug vendors
were withholding some lines from the
Internet to protect brick-and-mortar retail-
ers. The retailers we spoke to were skepti-

cal. Nevertheless retailers still stock rugs
from vendors whose products are available
online. The catch is they tend to carry the
hand-knotted rugs from these vendors —
which takes us right back to the price issue.

That was a new wrinkle for us. Yes,
theres a price point of maybe $800 to
$1,000 below which consumers will buy a
rug online without seeing or touching it.
Yes, above that price consumers can and
do go to brick-and-mortar stores to see
and touch the rug, and some consumers
will then buy it online. But seeing and
touching isn't enough to make a lot of con-
sumers completely comfortable with the
online purchase of a more expensive rug,
Those customers will pay more to buy the
rug from a retailer with a physical presence
in their part of town.

Please email comments/criticism  to
Jack.maier@rugnewsanddesign.com.

amprolngencity - |NNVATING FOR RETAILERS

Go to www.inno-intl.com, or call (888)488-9517

Selling has changed. Buyers are smarter, they are plugged in and they are mobile.
Innovations International works for retailers. We build industry-leading
software solutions that help retailers compete and thrive. Call us today.

J) Innovations International..
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From top-left going counter-clockwise: 1. An Ayacek weaver near the Mediterranean city of Antalya proudly sits for this
portrait. 2. Beating down the completed row of knots with a wooden comb, insures the tightness of the woven knot.
3. A young mother and children visit a local neighbor at the foothill of the Taurus mountains in Southern Turkey. 4.
Once the permanent home of the governor of Rome and the Virgin Mary, Ephesus remains a wonder of the ancient
world and leading tourist attraction. 5. Carpets are washed the old fashion way in Istanbul. 6. Tools of the weavers
trade amongst the background of graphed quide for weaving, called a cartoon. 7. Tunch Togar's village weavers of




Aegean Sea, Southern Turkey

the Taurus mountains, live in the foothills above Antalya, display a wonderful, newly completed Dosemealti rug
which we purchased. 8. The Istanbul Carpet Museum's gift shop displays reproductions for sale from their museum
collection. 9. Carpet vendor displaying a magnificent antique reproduction of a Milas. 10. Istanbul’s street market
where one may purchase rugs from around Central Asia.

© Paul & Tammy Shaper are photographers, designers and printers providing unique marketing for the oriental/area rug
trade. Their 2013 advertising calendar for retailers, “Woven Treasures” is due out in September. www.orientalcarpets.com




Observations

continued from page 18
traffic. Mr. Soleimani also observed that traffic is down so much that it is difficult to figure
out what is going on.

We don't know how the business of rugs is changing. We do know that it is changing,

We believe that there are two segments of business not three. The old low, middle, high
is now low and high, no middle.

At the low end, mass merchants and the internet dominate.
At the high end, interior designers represent the buying population.
We all have to deal with this reality

A NEW IMPORT REALITY

Like any business, credit is the grease that makes the wheels go around. For years there
has been too much credit, and too many rugs lying unsold in stacks around the country.
Some tugs age well, like wine, but most wine is made to be drunk young. So it is with
rugs. Not all colors and designs age well.

Most rugs are subject to the whims of fashion. Perhaps not fashion as changeable as a
teenagers whim, but still changeable. We have gone from 20% non-traditional to about
50% non-traditional in less than five years.

Apparently, with the difficulties in the US market selling rugs, not everybody has been
paying their bills to the Indian rug exporters.

The Government of India has changed the payment rules. Effectively the change
means “Cash Before Delivery” for arms length transactions.

Specifically, the new regulation says that “Export shall not be permitted on the basis of
“Documents Against Acceptance” unless Such export is covered either by Bank Guarantee
or ECGC Guarantee or Such export is to own Subsidiaries/ own Trading Companies/own
Office-cum-Warehouses.”

This restriction applies to “Handmade Woolen Carpets including other floor coverings
like “Woolen Durries, Druggets, Gabbas, Namdhas and Shaggy” also “Handicraft items,
Silk Garments, Made ups, Fabrics and Accessories” in Section 8A, 8B, and 8C
Classification of Export Items.

In practical application, this means a tightening of credit in the industry, that will ult-
mately be reflected in the credit terms to retailers, and trade resources. It benefits vertical
lyintegrated ~ manufacturers, and has relatively little impact on the
strongest Importers.

Musical Chairs

Starting with the July Market in Atlanta, several personnel changes took place.
Steve Roan left Karastan.

Brandon Culpepper joined Mohawk, leaving Orian.

Don Newton returned to Orian, leaving KAS.

Steve Roan joined KAS.

Great group of people, good group of companies, rearranged. €

www . rugnewsanddesign.com SEPTEMBER 2012
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Victoria E. Sanchez, ASID
Victoria Ssanchez Interiors, Alexandria, VA

WHEN DO YOU CHOOSE THE FLOOR COVERING?

Basically each client is different. If T am starting from scratch, then the floor cover-
ing is one of the starting points, as is color. Sometimes there is an inspirational piece,
such as a piece of art, which might dictate the color. Budget considerations must be
brought in then too. If the total budget for a room is say $15,000 then to allocate
$7,000 to $8,000 just to the floor can cause quite a bit of anxiety

WHAT MARKETS OR DESIGN CENTERS DO YOU ATTEND REGULARLY?

I, of course, go to the Washington, DC Design Center often and travel frequently
to New York City, which is so near. I go to High Point and Atlanta at least once a year.

DO YOU HAVE A FAVORITE FIBER OR STYLE?

For me, wool “takes the cake.” It seems the very best. Lately flatweaves seem to be
making a comeback. I have introduced some lovely hand knotted rugs, combined
with a flat weave, for a stunning, elegant look to my clients, who love them. This
came from the Stark Custom Rug Program. This high/low effect makes for something
different for a client. Asmara has some too.

WHAT ABOUT THE CUSTOM RUGS?

[ often choose a custom piece, because I need a particular
size that is not a standard size. But generally speaking I oy not
to order a custom rug for my residential customer, because of
the long lead time, which can be 8 to 10 months. Commercial
customers can deal with a longer wait time, so for them I will
order custom.

ARE THERE ANY DESIGN RULES YOU LIKE TO
FOLLOW OR EVEN TO BREAK?

To me, higger is better when it comes to the rug. It can make
the space more grand and beautiful. I'will always encourage the
larger sizes, so all the legs of the furniture are on the rug if pos-
sible. Generally speaking, my design work is classic and time-
less, and I try not to break too many rules with a high ticket
item. [ oy to stay within good design principles, maybe ‘ ‘ Bi g g er is better, w hen it

pushing the envelope with the pillows or perhaps the colors on

the wall comes to the rug 99

WHAT ABOUT THE INTERNET OR THE COMPUTER?

Basically, I say “Yuk!” The colors are never accurate enough on the internet, so you always need samples. And then you cant real-
ly tell the quality of the piece on the computer! That is so important. If you look just at the price, it may look as if you are saving a lot
of money by buying it online, but then you aren't comparing apples to apples. One may be good quality, and the other is not.

WANT TO SEE MORE? GO TO WWW.VICTORIASANCHEZINTERIORS.COM
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Skip sroka, CID, ASID
sroka Design Inc., Bethesda, MD

WHEN DO YOU USUALLY CHOOSE YOUR
FLOOR COVERING?

Floor covering and rugs are chosen early in the design process.
They are the foundation of the room, and as such are often best se-
lected at the beginning, especially if they are one-of-a-kind. While
color is always part of the picture, initial choices are more centered
around what uniqueness the floor covering offers.

WHAT MARKETS OR DESIGN CENTERS
DO YOU ATTEND?

I use the Washington Design Center, Rug showrooms in NYC,
and the High Point Market. I truly enjoy being able to see complete
lines at the market. It is a great way to see what's new or what you
may have forgotten about. Most of our carpets mitially come from
sales reps, who bring us architectural sample folders for our library. T have 9
people on my design team, so our library is in constant use. I also like the ease
of coordinating selections and then calling for the larger samples for
presentations or color coordination.

DO YOU HAVE A FAVORITE STYLE OR FIBER?

Wool is incredible for its hand, durability, and clean ability
We use more wool carpet than any other kind. That's all I have in my home.

DO YOU PURCHASE CUSTOM OFTEN?

We probably produce 20 custom rugs a year, usually because we want
something that isn't made. Normally I like the scale to be larger.

ARE THERE ANY DESIGN RULES YOU LIKE TO FOLLOW PARTICU-
LARLY OR LIKE TO BREAK?

Good question! My personal rule is that small rugs make a room look and
feel small. T like rugs that fill a room. I like rugs to be under furniture (or at
least have their front legs on the carpet) to provide an inviting sense to the
room. [ also use a lot of non rectangular rugs. I find that circles and ovals
are very welcoming 1 also like octagons and rectangular mugs that €€

have angled corners. Ilike rugs that fl”
WHAT ABOUT PURCHASING ON THE COMPUTER the room 99

AND INTERNET?

You can get inspiration from the internet, but you can't trust the color your monitor is showing, Rugs and fabrics will need to be
seen in the light they are going to perform in. You can do some basic weeding out and research on the mternet, but you need the ac-
tual samples to work with. Working with dealers that you trust and have a relationship with will produce better results than taking a
chance on an unknown.

WANT TO SEE MORE? GO TO WWW.SROKADESIGN.COM
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SEE EXTRAORDINARY.

Explore the country’s largest permanent
collection of handmade, machine-made, new
and antique rugs in every style and every price
point. With more trend setting ideas and more
convenience, AmericasMart is the #1 place to
grow your business.

EXPERIENCE UNIQUE.

AmericasMart” brings it all together in one easy-
to-shop campus, surrounded by first-class
amenities and accommodations, right in the heart
of the nation’s most accessible city.

PLAN YOUR VISIT TO MARKET TODAY!

The Atlanta International Area Rug Market’
featuring the National Oriental Rug Show

Showrooms: January 10 — 13, 2013
Temporaries: January 11 — 13, 2013

The Atlanta International Gift & Home
Furnishings Market’

Showrooms: January 9 — 16, 2013
Temporaries: January 11 — 15, 2013

Oriental Rug
o Importers Association, Inc.

- ‘THE NATIONAL ASSOCIATION OF IMPORTERS AND WHOLESALERS
-
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Las Vegas Market
C-399 World Market Center ® 495 S. Grand Central Parkway
702.878.7847 ¢ Monday, July 30th — Friday, August 3rd

FEIZY CENTER / 1949 STEMMONS FREEWAY / DALLAS, TX 75207 / 800.779.0877 / SALES@FEIZY.COM / WWW.FEIZY.COM
©2012 FEIZY IMPORT & EXPORT COMPANY®, LTD.
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You'll find the most exciting
rugs and homea accenis in the

NY Home Fashions Marked
at Nourison's perm
showroom locat

205 Fifth Avenue,
- : L

O See Nourison's fabulous new infroductions

y  for Spring! You'll love our expanded selections

. of accent rugs, novelly rugs, kitchen an

s as well as our new (i

ina range of gha
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v

 ail800.223.1110

o sche a0 appointment
or wisit iww nourison.com




