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CITED:
“IF YOU DON’T LIKE 
CHANGE, YOU ARE 
GOING TO LIKE 
IRRELEVANCE EVEN 
LESS.”  
—ERIN SHINSEKI

The Bloc by Foz Design / The Mufson Partnership

When separate design teams work together on a project, smooth 
sailing is not a given. But design collaboration – specifically 
between two separate firms – can yield fantastic end results. The 
Bloc, a super progressive Manhattan-based creative agency fo-
cusing on the pharmaceutical and healthcare industries, needed 
a fresh design for its new offices in the Financial District in Man-
hattan. The Bloc’s new offices, by Foz Design and The Mufson 
Partnership, show the better face of what design collaboration 
can be. The space is inspiring in a way that doesn’t compromise 
on creativity or sophistication, but champions both.

FULL STORY ON PAGE 3…

By the Numbers: 5 Ways a Dealer Can Boost Its Bottom 
Line

It’s critical that furniture dealers understand how the current in-
dustry climate is affecting their business. But understanding the 
challenges dealers face is also something professionals from the 
A&D community can benefit from as well. Knowledge is power, 
and the more each professional knows about the other players in 
their game, the more successful they’ll be. At NeoCon 2016, we 
attended a seminar, led by dealer consulting and research firm 
SolomonCoyle, that framed the current environment dealers are 
facing today and outlined strategies dealers can use to become 
more profitable.

FULL STORY ON PAGE 15…

Furniture Command Center: Enterprise Software for the 
mid-size dealer

In our industry the large “aligned” dealers mostly run their busi-
ness on sophisticated enterprise software that was developed by 
or specifically for their main manufacturer. But smaller, un-
aligned dealers are not so lucky. Many small companies start out 
using what is essentially accounting software, and while it may 
be excellent and robust, it is not designed specifically for our 
industry and therefore it comes up short on many fronts when 
applied to a growing dealership’s business. Furniture Command 
Center has been designed specifically to meet the needs of com-
mercial furniture dealers.

FULL STORY ON PAGE 20…



08.08.16 GIVING VOICE TO THOSE WHO CREATE WORKPLACE DESIGN & FURNISHINGS   PAGE 2 OF 47

http://bit.ly/1DZveIy


08.08.16 GIVING VOICE TO THOSE WHO CREATE WORKPLACE DESIGN & FURNISHINGS   PAGE 3 OF 47

a&d

Photography: courtesy of Foz Design & The Mufson Partnership

Design is personal, not clinical. This 
concept is the reason offices (and all 
things with an original design intent) 
don’t look or feel the same. When sep-
arate design teams work together on a 
project, smooth sailing is not a given. 
But design collaboration – specifically 
between two separate firms – can yield 
fantastic end results. 

The Bloc, a super progressive 
Manhattan-based creative agency 
focusing on the pharmaceutical and 
healthcare industries, needed new 
offices. As a husband and wife duo, 
The Bloc founders Susan Viray Miller 
and Rico Viray wanted to sharpen their 
company’s brand and unify their team 
under one roof. 

The Bloc by Foz Design / The Mufson Partnership
by Mallory Jindra

The Bloc offices
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“In their previous space, the charac-

ter of their brand was not well defined,” 
said Olivier Wilkins, project manager at 
The Mufson Partnership. “They wanted 
to achieve unity and provide a clear 
branding experience that responds to 
their clients’ needs. We wanted to find 
a design direction that complements 
who the owners are.”

To design their new space, The Bloc 
founders turned to two sources: Fauzia 
Khanani, principal of Foz Design, and 
The Mufson Partnership. 

A close friend of the client, Ms. Kha-
nani had previously designed a home 
in upstate New York for the Virays’. 
When The Bloc project began to take 
shape, the Virays sought out Ms. Kha-
nani’s design expertise as well as her Olivier Wilkins, of The Mufson Partnership Fauzia Khanani, of Foz Design

Conferencing
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knowledge of their company, despite 
her limited experience in commercial 
projects.”

“She has such a good under-
standing of the client, and she really 
transformed her limited knowledge 
of corporate environments into an 
amazing source of creativity,” said Mr. 
Wilkins. “Being independent of that 

corporate environment elevated the 
project to a new level.”

Knowing the client – really under-
standing its culture, its makeup, and 
its people – is of immeasurable value 
to both the design team and to the 
client itself. 

“I’ve seen them build this compa-
ny, and I see the distinctions between 

The Bloc and other companies,” said 
Ms. Khanani. “They pride themselves 
on being “un-corporate” in an indus-
try that often feels very corporate, and 
I wanted to give their office a sense 
of that.”

For their part, The Mufson Partner-
ship brought extensive experience 
with commercial office space build-
outs to the team. Mufson served as 
the Architect of Record, conducting 
visioning sessions with each of The 
Bloc’s departments; collaborating 
with Foz Design on tailoring specific 
spatial design elements; and providing 
construction administration. 

The Bloc’s previous offices were 
located in two separate locations in 
Midtown, Manhattan, but the com-
pany ventured south to the Financial 
District for its new home. The new 
neighborhood had a profound impact 
on the design inspiration, particularly 
in aesthetics for The Bloc’s new of-
fices near the edge of the East River.

“This space is a nod to the water 
and the views, to the revitalization of 
the Financial District, and to the his-
tory and character of Downtown, its 
industrial forms, and to the mercan-
tile industry that begin there,” noted 
Ms. Khanani.

This industrial, mercantile and 
marine context inspired the project’s 
materials, finishes, product selec-
tions, and the design of custom 
components. The new offices are 
loft-like, uncomplicated, sculptural 
and relaxed.

“It’s a design that belongs where it 
is,” added Mr. Wilkins. “At first, they 
were a little uneasy about the idea of 
going all the way downtown. But little 
by little, as the design of the space 
came out, they were very pleased.“

All of The Bloc’s project teams work 
closely together, and they wanted 
their new offices to foster even more 
collaboration between their accounts-
oriented and creative teams.

Perimeter benching
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Ms. Khanani designed an open 
plan around the concept of layer-

ing three distinct sections of the 
workplace, denoted by three distinct 
elevations: 

>Raised platforms with private of-
fices and conference rooms

>Workstations in an open plan
>Informal meeting spaces on the 

perimeter
A custom wood bench system lies 

on the perimeter of the of the space 
and provides stadium seating for 
companywide meetings; its undulating 
forms serve as a reflection of the East 
River’s currents and the mercantile 
piers and boardwalks. 

“The ability in that bench for people 
to sit in different positions is really 
cool,” said Ms. Khanani. “The way 
the bench undulates accommodates 
sitting in a loungy, leaning back posi-
tion, and also in a higher, more straight 
back position.”

Conceptual drawing of three layered work sections

Floor plan
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The Bloc also wanted to leave the 
views of the East River and beyond un-
obstructed for all to experience. Prime 
real estate along the window walls was 
given to pantries, bar-height seating, 
and the benches and low lounge fur-
niture along the perimeter for informal 
meetings.

“The benches have the best views 
to the exterior. We wanted to bring 
democracy to those spaces.”

Because of the raised platform con-
cept at the building’s core, the design 
team had to find a way to integrate 
ADA ramps into the design; instead of 
simply installing the required ramps, 
Foz and Mufson build them around 
small enclosed lounge rooms. 

Perimeter stadium seating

Perimeter low lounge and open office
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“This was possibly the first time in 

my career that we used these require-
ments to our advantage,” noted Mr. 
Wilkins. “We treated the ramps as an 
opportunity and developed them into 
really amazing collaborative spaces 
that normally would have been dead 
spaces.”

The Bloc’s offices include many 
forms of formal and informal meeting 
spaces on the entire 15th floor and 
half of the 16th floor. Designed for 222 
occupants, including future growth, 
the new space includes 22 private 
offices; 174 workstations; 24 work-
spaces for IT, multimedia studio and 
freelance workers; and space for two 
receptionists.

Instead of simply installing the required ADA Ramps, Foz and Mufson integrated them into the 
design by building them around small enclosed lounge rooms.

Bar view vibes
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The 16th floor is home to the 
Finance, Multimedia, and Graphics 
groups. And while the 15th floor has 
desirable high ceilings, the 16th floor 
did not.

“One of our biggest challenges was 
to make the 16th floor as attractive as 
the 15th,” said Mr. Wilkins.

The design team outfitted the 16th 
floor with its own pantry and tons of 
tech for the multimedia and graphics 
teams. In the Multimedia Studio, team 
members have access to a filming and 
photography studio, recording booth 
and mixing studio for putting together 
advertisements and other projects for 
clients. Adjacent to that space is the 
Graphics Studio, which the Graphics 
team uses for print production. 

The Bloc team did not want their 
work areas to look like typical worksta-

Elevated private offices

Open office and elevated conferencing
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tions, so Ms. Khanani and Mufson 
worked hard to find a manufacturer 
who was willing to work with them to 
design something highly customized 
and more organic. They ended up with 
a Teknion workstation with raw steel 
paneling for most of the exterior panel-
ing and solid oak wood desktops; the 
mix of materials hints at the neighbor-
hood’s industrial history.

“They wanted workstations that 
were a little more creative and more 
informal, rather than the rigid, cor-
porate solutions that are modern but 
don’t allow for employees to have any 
privacy. We focused heavily on our 
use of materials and the configuration 
of how we laid them out to create that 
different feel.”Open office lounge alcove

Kitchen
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Custom Teknion workstations
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Ms. Khanani selected lighting 

designs with funky hotel lounge vibes, 
with sub-vibes of everything from fun 
and playful chandeliers to artistic and 
sculptural pendant lighting. 

“The space already has amazing 
daylighting, and between that and 
the light provided by all of the digital 
screens in the office, we ended up 
being able to choose more low-lighting 
designs,” said Ms. Khanani. “If there’s 
too much light in an office, then the 
lighting won’t be turned on and actu-
ally used.”

Lighting with playful, sculptural elements delivers lounge vibes
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The Bloc’s new offices show the 
better face of what design collaboration 
can be. The space is inspiring in a way 
that doesn’t compromise on creativity or 
sophistication, but champions both. n

Refurbished wood detailing

Refurbished wood elevator bank
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www.ERGinternational.com

parma table

kelly stool

roUlette

http://bit.ly/1bRKSJt
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Photography: SolomonCoyle, LLC.

It’s critical that furniture dealers understand how the current 
industry climate is affecting their business. But understanding 
the challenges dealers face is also something professionals 
from the A&D community can benefit from as well. Knowledge 
is power, and the more each professional knows about the 
other players in their game, the more successful they’ll be.

At NeoCon 2016, we attended a seminar called “By the 
Numbers: 5 Ways to Boost Your Bottom Line.” The session 
was led by David Solomon, founder and managing principal 
of dealer consulting and research firm SolomonCoyle.

Mr. Solomon framed the current environment dealers 
are facing today. He laid out a lot of the financial measures 
dealers need to be aware of and concerned with in order to 
be financially successful. And at the end of the presenta-
tion, he outlined five ways dealers can boost their bottom 
line to become more profitable.

What are the biggest challenges dealers face today?
Simply put, there’s more pressure to get market share. 
“There’s a shift in the product mix going into buildings, 

there are more types of competitors, and there’s a big move 

By The Numbers: 5 Ways a Dealer Can Boost Its Bottom Line
by Mallory Jindra



08.08.16 GIVING VOICE TO THOSE WHO CREATE WORKPLACE DESIGN & FURNISHINGS   PAGE 16 OF 47

a&d

to the bottom with price competition,” 
said Mr. Solomon. “Corporate real 
estate is controlling of the business.”

There’s also a lot more price com-
petition.

“Customers have gotten a lot smart-
er and are more demanding,” said Mr. 
Solomon. “According to the CEB, by 
the time a customer makes an inquiry, 
56% of the time, they’ve already made 
up their mind on what they want.”

Customers are also willing to make 
a change and select another dealer for 
future projects.

“The turnaround time is much 
shorter,” said Mr. Solomon. “Loyalty is 
not what it used to be, and dealers are 
often getting a ‘last look.’ The bid pro-
cess with A&D firms is very expensive, 
and dealers have to be really efficient 
in order to be profitable.” 

Mr. Solomon pressed dealers to 
focus their energy on installed margin 
and margin dollars, which refers to the 
dollars left over that the dealer uses to 
run its business.

“For years, installed margin has 
remained fairly consistent at about the 
18.5% range.”
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Of that, dealers are only making 

2-2.5% operating profit [gross profit 
less operating expenses], which is a 
lot lower than A&D real estate and 
customers often think it is.

Margin erosion is the difference be-
tween what dealers first quote for the 
job – what they think they’re going to 
make – and what the number actually 
is at the end of the project.

“The average dealer loses around 
2% to margin erosion, and a lot factors 
go into that loss.”

Mr. Solomon highlighted four com-
mon causes of margin erosion: 

>Errors
>Poor scope of work
>Poor contract management
>Poor execution
“A furniture order is not a blank 

check,” said Mr. Solomon. “Dealers 
have to have good contract manage-
ment  and good policies and proce-
dures in place,” said Mr. Solomon. 
“That also goes back to having a well-
defined scope of work.”

Having a well-defined scope of 
work and executing that work well will 
make a huge difference, and includes 
planning for firm dates and times, 
having access to a freight elevator, and 
planning for an adequate staging area 
to get the products in. As much as 
possible, dealers should plan to move 
products into the space when the site 
is clean, and when they won’t have to 
work around contractors.

“Dealers often think like vendors 
– they’re focused on satisfying the 
customer at any cost and looking for 
the next deal. But they should be 
thinking of themselves as a profes-
sional services firm.” 

Conducting risk analysis is a big part 
of this mindset.

“The most important thing a dealer 
can offer a customer is the mitigation 
of risk. Customers want the team that 
is looking at the overall project and can 
best execute the project.”  
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Error management includes double-

checking order quotes prior to giving 
them to the customer and double-
checking before booking the order. 
Interestingly, he noted that errors are 
not the biggest contributor to margin 
erosion.

Mr. Solomon outlined five ways deal-
ers can “boost their bottom line”:

>Leadership. This includes develop-
ing several things: deliberate strategy, 
a business plan (which is not same as 
a sales plan; it needs to be something 
you can live with and revisit every 
quarter), a defined business model, 
and effective management model.

“You need to understand your busi-
ness model and do it really well, wheth-
er it’s a lean or diversified model.”

>Financial Strength. This includes 
planning financially for the following: 
a strong balance sheet, budgets and 
forecasting, cash flow, revenue per 
employee, and installed margin per 
employee.

>Superb Selling Organization. Your 
entire organization should understand 
and support how your company goes 
to market. 

Developing a “superb selling 
organization” includes: making plans 
to increase revenue, increase install 
margin, training for effective sales 
management, defining a specific sales 
process (when in your sales process 
are your sales allowed to start spend-
ing money?), and promoting profes-
sional procurement management.

“The entire company needs to be 
engaged in the selling process. For 
example, a good salesperson won’t use 
design as the main driver – They’ll sell 
the right product to the right customer. 
They’ll take one layout and present 
multiple options. Part of that is having 
a design department nimble enough to 
respond quickly.

“Sales expense is very important. It 
takes 18-24 months for a new sales 
person to become profitable. Sales 
compensation average is around 3.5% 

of total revenue, but higher performing 
dealers typically pay sales less than 
the average.”

>Manage Core Expense. Sales ex-
penses include: selling expense, sales 
compensation, project management 
residual, and design residual. G&A 
expenses include: occupancy ex-
pense, office expense, administration 
expense, insurance, tech and phone 
systems expenses.

>Operational Excellence. This 
includes developing a disciplined 
business process, increasing in-
stalled margin, cultivating a “specialty 
contractor/professional service firm” 
identity, developing professional proj-
ect management (project management 

should be a sales support function), 
and minimizing margin erosion.

These five elements of success are 
obviously intertwined.

For example, “The single most 
important factor in a dealer being suc-
cessful is for them to do a great job of 
managing their core expenses. And 
in order to do that, you have to have 
operational excellence – and in order 
to do that, you have to have great 
leadership in place.”

Mr. Solomon’s session proved 
insightful and, even more important, 
helpful on a practical level for dealers 
and attendees from other parts of the 
contract furniture, architecture and 
design industries. n

Strengths of a successful dealer
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NYC Lounge.
Deep, modular, highly 
customizable, with 
generous proportions. 
Suitable for complex 
furnishing projects 
or as an iconic 
stand-alone piece. 
Four different 
styles. Endless 
combinations.

stylexseating.com

http://bit.ly/19fjO7f
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The words “Enterprise software” and the acronym ERP 
(Enterprise Resource Planning) can strike fear in the hearts 
of business owners large and small. Horror stories abound 
of huge cost over-runs and even total business shutdowns 
due to lengthy and botched system implementations. As the 
name implies an enterprise software system, runs all the im-
portant functions of a business from customer management 
to producing quotes, handling order entry, scheduling, 
production, shipping, installation, etc., including accounting 
and finance. Good ones are flexible and provide a compre-
hensive business infrastructure.

In our industry the large “aligned” dealers mostly run 
their business on sophisticated enterprise software that 
was developed by or specifically for their main manufac-
turer. But smaller, unaligned dealers are not so lucky (or 
unlucky…depending on who you talk to and on which day). 
Probably the best-known small business accounting system 
is Quickbooks and many small companies start out using it. 

It is an excellent, very robust system but it is not designed 
specifically for our industry and therefore it comes up short 
on many fronts when applied to a growing dealership’s busi-
ness. That notwithstanding, as they grow, many small – now 
mid-sized – dealers try to expand Quickbooks or whatever 
system they started out with, into and enterprise system. 

Among the many reasons for sticking with what they 
know are the general fear of enterprise software alluded 
to above, the resistance to change among their staff and 
a lack of knowledge of what might be available to replace 
what’s familiar. 

In January a software development company, Furniture 
Command Center (FCC) ran a series of ads in officeinsight 
touting “100% Dealer Retention.” I thought it an odd claim 
and I wasn’t really sure what it meant, so I called founder 
Mike Greider to find out. He told me it means exactly what 
it says, that no dealer that has ever implemented FCC has 
moved on to another system. Asked how that could be, 

Furniture Command Center: Enterprise Software for the mid-size dealer
By Bob Beck
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he said that it had been developed 
specifically for and in conjunction with 
an office furniture dealer and his team 
had worked tirelessly to build in the 
functions required to efficiently run 
a dealership. But…and this is a big 
but, they also designed the system to 
be a sort of hub that integrates with 
other software systems, so if a dealer-
ship already has a specification tool, 
for example, it can keep that tool and 
just use the parts of FCC that it needs; 
same with accounting software or other 
infrastructure already in place such as 
customer relations management.

So I thought this would be an im-
portant story to tell to all the dealers in 
our universe who are still running their 
businesses on their founding account-
ing/operating system.

In 2008 Mr. Greider was running a 
high tech northern Virginia consulting 
company that developed large com-
plex web applications for the Air Force 

and the Department of Defense. Then 
he met John Murphy of Washington 
Workplace, a large “unaligned” con-
tract furniture dealer in the Washing-
ton DC market and they undertook 
the development of a system for Mr. 
Murphy.

In a recent interview Mr. Greider 
said, “As we began to understand the 
complex issues of the commercial 
furniture dealer business we could 
see that there was a large and im-
portant market opportunity for us if 
we approached it correctly. So we’ve 
grown slowly by some standards, but 
as we’ve grown we’ve become more 
enmeshed in the intricacies of how 
dealers go to market and what they 
need to function efficiently. At the 
same time we’ve worked very hard to 
keep our system simple and intuitive 
so that a dealership can configure it in 
a way that integrates naturally with its 
business processes rather than mak-

ing the dealership change how it works 
in order to fit the software.”

The sales process for FCC includes 
getting very familiar with the typical 
sales process of the dealer, including 
some of the important characteristics 
of its customers, for example what we’d 
normally describe as vertical markets 
served: government, commercial, high-
er ed. Hospitality, healthcare, etc. That 
allows FCC to configure the client’s 
software in such a way that it looks and 
feels like it fits the client’s business and 
is completely unique to it.

As an example of this customiza-
tion Mr. Greider said, “We once had 
two dealerships that were literally right 
across the street from each other. Yet 
when each of those company’s users 
log in they really have a completely 
different experience, because the 
software is tailored to how each one is 
trying to do business. Now the only way 
that can work is if we continue to work 

www.bit.ly/1JWeJ5N | 703-831-7145 | www.furniturecommandcenter.com

100%Dealership
Retention

FURNITURE
COMMAND CENTER

Every dealership that started with us since 2009 still remains a customer. Why? Because our intuitive and easy
to use application is customized for each individual dealership. All you need to do is log in, and we take care of the rest. 

We are the best dealership management system you've never heard of. Come see what you've been missing.

www.bit.ly/1JWeJ5N
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with the dealership to really understand 
how it’s doing business. So as the 
process moves forward we end up as 
more of a partner than just a software 
vendor. And we have the programing 
talent to be able to tweak and modify 
our system as we go. So we do monthly 
software updates and at least 80% of 
our changes are dealer driven.”

I asked Mr. Greider how FCC 
handles the complexity dealers face 
from carrying 100+ different manu-
facturers all of whom have slightly 
different requirements for specification 
order entry and so forth. He said, “Of 
course we have access to all the vari-
ous manufacturers’ electronic catalogs 
for use in specifications and quotation. 
When it comes to electronic order 
entry we work directly with the manu-

facturer to set that up on the dealer-
ship’s behalf. So a classic example 
is HNI. They have several different 
companies under their umbrella. Not 
only does HNI have different enclaves, 
our clients rarely access all the same 
ones. One dealer will carry Allsteel 
and Hon while another will carry Paoli, 
HBF and Gunlocke. So we have the 
relationships with the manufacturers to 
work with them directly to get a dealer 
all set up and configured and then 
from the dealership’s perspective when 
they go to electronically enter an order 
they just get one button that’s already 
configured”

“Another important feature of 
how we go to market is that we host, 
manage and configure everything for 
the dealer – we’ve found that many 

dealers are afraid that upgrading their 
operating system is going to force 
them to buy hardware, hire and or 
train IT staff, install the software, etc. 
– so we take all that potential pain off 
their plate.”

It isn’t our place to sell anybody on 
FCC and for all I know there may be 
other software providers out there with 
excellent products for the unaligned 
dealer community. But if you are a 
dealer thinking of moving up from a 
legacy, primarily accounting system 
to one that can help you manage your 
business and improve your profitabil-
ity, take a look at the sample screens 
we’ve included and if you think FCC 
might be a good fit, by all means 
check them out further. Here’s a link to 
the FCC website. n

https://www.furniturecommandcenter.com/index.cfm
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r-d connection
RESEARCH-DESIGN CONNECTION
Stressful Offices: Ramifications
by Sally Augustin, Ph.D.

Grzywacz’s research confirms the 
negative repercussions of stressors in 
workplaces. He found that cognitive 
function and memory are degraded 
in offices with more physical hazards. 
Environmental hazards/stressors were 
broadly defined and studied using 
two sets of measures: “The first set 

of items assessed the frequency of 
exposure to hazardous conditions, 
the likelihood of injury as well as the 
degree of injury resulting from the 
exposure, if an injury occurred…The 
second set of items assessed expo-
sure to environmental conditions. 
The list of environmental conditions 
included exposure to uncomfort-
able or distracting levels of sounds 
or noises; very hot or cold tempera-
tures; extremely bright or inadequate 
lighting; exposure to contaminants; 
cramped workspace; and exposure to 
whole body vibrations.” n

Joseph Grzywacz, Dikla Segal-
Karpas, and Margie Lachman. 2016. 
“Workplace Exposures and Cognitive 
Function During Adulthood: Evidence 
from National Survey of Midlife De-
velopment and the O*NET.” Journal 
of Occupational and Environmental 
Medicine, vol. 58, no. 6, pp. 535-541.

Sally Augustin, PhD, a cognitive sci-
entist, is the editor of Research Design 
Connections (www.researchdesigncon-
nections.com), a monthly subscription 
newsletter and free daily blog, where 
recent and classic research in the 
social, design, and physical sciences 
that can inform designers’ work are 
presented in straightforward language. 
Readers learn about the latest re-
search findings immediately, before 
they’re available elsewhere. Sally, who 
is a Fellow of the American Psycho-
logical Association, is also the author 
of Place Advantage: Applied Psychol-
ogy for Interior Architecture (Wiley, 
2009) and, with Cindy Coleman, The 
Designer’s Guide to Doing Research: 
Applying Knowledge to Inform Design 
(Wiley, 2012). She is a principal at 
Design With Science (www.designwith-
science.com) and can be reached at 
sallyaugustin@designwithscience.com.
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PRODUCT INTROS

>Arcadia’s new Vero Table by 
independent product design-
ers Ramsey Madsen and Jim 
Contois is elegant, yet func-
tional. It is designed to meet 
the fast-paced, high-tech 
demands of the modern office 
while creating a welcoming 
environment that encourages 
both creativity and casual 
conversation. Its focal point is 
the base design, which seam-
lessly integrates power and 
data, allowing users to stay 
charged and connected. The 
curvilinear forms of the base 
are crafted to precision and 
completed without seams, 
creating an artful blend of 
form and function. Vertical 
wire management is conve-
niently accessible though 
the center columns, and the 
raised pedestal provides am-
ple clearance for floor monu-
ment placements. Vero’s table 
top features a gently-beveled, 
multidimensional edge that is 
smooth to the touch and at-
tractive to the eye. Offered in 
round, rectilinear, arc square 
and arc rectangle shapes, 
the top can be specified in 
Maple, White Oak and Walnut 

veneers, in all standard and 
custom finishes, as well as 
laminate selections. Corian 
is an additional option for 
round and arc square tops. 
The table is available in 27-, 
29- and 42-inch heights, the 
lowest of which is ideal for 
use with lower-profile lounge 
chairs common in many 
office environments today. 
Read More

>Encore’s Chirp collec-
tion of guest chairs, lounge 
seating, and stools make a 
cohesive design statement 
across a variety of contract 
environments. With an open, 
inviting design underscored 
by crisp linear elements and 
subtle curves, Chirp speaks 
to both classic and contem-
porary styles. Its artfully-
crafted frame is striking in its 
simplicity, providing visual 
appeal that resounds with 
character from every angle 
without compromising on 
comfort or support. The Chirp 
guest chair sets the tone for 
the offering, with signature 
wood legs reminiscent of 
mid-century modernism 
and a smaller profile than 
its lounge counterpart.  An 

available self-returning swivel 
base model allows for greater 
ease of movement when 
collaborating or engaging in 
casual conversation, while a 
sled base option delivers yet 
another aesthetic variation 
to fulfill design preferences. 
More generously proportioned 
and available in both mid and 
high-back sizes, Chirp lounge 
provides a welcome place to 
rest, work or get together with 
others. Like all models within 
the collection, its modest aes-
thetic is highlighted by subtly 
tapered lines and refined 
stitching that gives it a tai-
lored, yet casual appearance, 
contributing to a residential 
feel that’s in-step with current 
design trends. Rounding out 
the offering, stool models 
provide the perfect perching 
companion to fellow guest 
and lounge chairs or stand 
equally well on their own. 
Compact in size, yet consider-
able in purpose, their charm-

ing stature makes them all the 
more appealing.  Available in 
both counter and bar-heights, 
stools also feature a built-in 
footrest as well as multiple 
glide options to accommodate 
hard and soft-surface flooring. 
Read More

>Encore’s Olé guest seat-
ing series makes a bold 
statement with a distinctive 
silhouette adding an intrigu-
ing touch of visual interest. 
Designed by Ximo Roca, 
an award-winning designer 
based in Valencia, Spain, 
the collection is at once 
modern and playful, offering 
both colorful polypropylene 
shell varieties and a more 
sophisticated wood version 
available in Beech or White 
Oak. The gently rounded seat 
and back cradles the user 
and provides an inviting and 
comfortable seating option in 
meeting spaces, lobbies, wait-
ing rooms, multi-use spaces 

For complete releases,  
visit www.officeinsight.com/officenewswire.

Arcadia: Vero 29-Inch High Arc Rectangle Table, Pinnacle Chairs

Encore Chirp
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and beyond. Olé’s signature 
feature is a set of twin circular 
cut-outs that flank its elegant-
ly curved frame. Not only do 
they accentuate the fluidity of 
the chair’s shape and make 
for a focal point, but they also 
allow for stacking capability 
on four-leg models. In addi-
tion to the four-leg base, a 
high-profile swivel base model 
is also available that allows for 
a greater degree of movement 
during meetings or casual 
conversation. Both bases are 
available in a variety of metal 

finishes, including Graphite, 
Metallic Silver, Chrome and 
Satin Black as well as more 
vibrant premium finish colors. 
Further expanding Olé’s 
functionality is the option of 
an upholstered seat pad. All 
varieties of COM are accepted 
to enable virtually endless 
possibilities. Read More

>ESI Ergonomic Solutions 
introduced All-Flex™, and 
innovative sit-to-stand table 
with adjustable width, depth, 
and height. Adjustable feet 
can support 24” to 30” deep 

work surfaces, and adjustable 
width supports 36” to 72” 
wide work surfaces. The table 
also provides ample space for 
keyboard trays. It is in stock 
and ready to ship. ESI has 
a video posted on YouTube 
showing the All-Flex™ in mo-
tion. Read More

>FLOS’s new Taccia LED 
2016 was 58 years in the 
making, as the new ver-
sion of the iconic Taccia 
table lamp by Achille and 
Pier Giacomo Castiglioni. 
A seemingly simple adjust-
ment to Taccia, this new 
product actually reverts back 
to and accomplishes the art 
of the original 1958 design 
intention. Taccia LED 2016’s 
perfect bowl shape was cre-
ated using the most advanced 
molding technologies, allow-
ing it to maintain a uniform 
surface both inside and out. 
Thanks to the use of an LED 
light source, FLOS has been 
able to recover the original 
vision of the Castiglioni broth-
ers: a plastic bowl reflector. 
This vision in 1958 was dis-
carded – and changed to use 
a more expensive, heavier 
glass instead, because the 

heat emitted by the incandes-
cent light source at the time 
deformed the plastic material. 
For the new Taccia, use of 
laser cutting techniques now 
makes the injection point 
invisible. The transparency 
and brilliancy of the meth-
acrylate are also guaranteed 
to last forever thanks to the 
special properties of the 
material used, which does not 
degrade under the effects of 
UV rays. Taccia LED 2016 will 
launch in September and will 
be available in either black 
or anodized silver finishes. 
In addition, FLOS is launch-
ing Taccia Small later this 
month, which is perfectly 
faithful to the original model, 
with a glass reflector, but with 
reduced dimensions and new 
color choices in black, anod-
ized silver, violet, or bronze. 
The new models will be 
available alongside the exist-
ing Taccia LED, featuring the 
classic glass bowl. Compared 
to the previous LED model, 
this version will offer consum-
ers a more favorable price, in 
addition to the possibility of 
dimming the light intensity. 
Read More

Encore: Olé Guest Collection

ESI: Ergonomic Solutions All Flex™

FLOS Taccia LED 2016, the new version of iconic Taccia table lamp by 
Achille and Pier Giacomo Castiglioni
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>Gunlocke’s new Saranac 
collection, by IDa Design led 
by Principal Mitch Bakker, 
echoes a subtle balance in 
the relationship between 
indoor and outdoor spaces. 
The rustic, yet modern, col-
lection includes tables and 
companion furniture – bench-
es and credenzas. In bringing 
Saranac to life, the design 
team examined how mini-
malistic support structures, 
such as trestles and bridges, 
work in tandem with nature. 
This all-wood table is one 
that allows Gunlocke’s skilled 
craftsman to unlock their cre-
ative talents and knowledge 
of wood furniture design and 
construction. The collection’s 
centerpiece features elegantly 
angled branch legs that add 
a touch of rustic sensibility 
and timeless design to any 
workplace, from casual meet-
ing and gathering spaces or 
touchdown zones to confer-
ence rooms or private offices. 
Its tabletop is available in a 
plank layup in a variety of 
veneer finishes that give the 
feel of reclaimed wood. Even 
the underside of Saranac is 
well-considered. A routed 
finger channel enhances the 

user’s tactile experience as 
they pull up close to the table. 
Saranac tables are avail-
able in square, round and 
rectangular tops with a variety 
of veneers. Solid wood legs 
and aprons come in cherry, 
maple, oak or ash in multiple 
sizes. They feature technology 
ports, exposed power and pe-
rimeter power. Also available 
is a line of wood benches with 
the same leg design, a first 
for the company. An optional 
low-profile pad is available in 
any Gunlocke fabric. Stan-
dard and buffet height wood 
credenzas complement the 
collection and are offered with 
wood, glass or solid-surface 
tops. Read More

>Krownlab introduced an up-
graded sliding-door hardware 
platform. Features include:

-Concealed fasteners – While 
most sliding door hardware 
relies on visible fasteners for 
purely functional reasons, 
Krownlab’s custom-extruded 
track covers elegantly sidestep 
this constraint. With truly 
concealed fasteners, the track 
appears to float along the wall.

-Tru-Leveling System™ – 
Hidden inside each track is a 
patent-pending leveling sys-
tem that provides a full ¼” of 
adjustment both vertically and 
horizontally at each mounting 
point.

-Field-modifiable track – Each 
track can be cut and drilled 
with commonly available tools 
to adapt to even the most 
quickly changing jobsites.

-Infinitely adjustable door 
stops – Door stops can be 
quickly and easily adjusted to 
anywhere along the length of 
the track at any time with a 
simple Allen wrench.

Krownlab’s sliding door 
hardware system is available 
in single, bi-parting, and by-
passing door configurations. 
Each configuration maintains 
a simple, modern design. 
Even in bypassing, the system 
simply mounts to the wall 
without using a bracket to 
support the outmost track, 
preserving the hovering effect 
its truly concealed fasteners 
provide. Read More

>Orgatech introduced the 
Omegalux Outdoor Linear 
LED family of luminaires 
designed for architectural 
flood, accent, and wall-wash 
lighting in large commercial, 
industrial, and municipal 
projects. Applications include 

Gunlocke Saranac

Krownlab bypass system

Orgatech: Omegalux SO Waterfall Wall
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building entryways, facades, 
parks and gardens; natural 
and manmade landscape 
features; pedestrian walk-
ways, and recreational areas. 
A low-profile footprint design, 
4.5-inches high x 3.75-inches 
deep, allows the luminaires to 
be easily concealed behind 
architectural features. Light 
is focused forward and 
upward, providing direct 
asymmetric or flood distribu-
tion. A linear architectural 
single-piece design features 
curved-edge visor housings 
with large, visible reflectors. 
Extruded-housings of sturdy 
60% recycled aluminum 
employ integral line-voltage 
power. Bull-nose edges are 
permanently fixed on three 
sides, ensuring that the slide-
in lens seals perfectly. The 
luminaires can be adapted 
to meet most any application 
using louvers, colored lens 
filters, and special mounting 
hardware. Omegalux Outdoor 
Linear LED is available in 
individual lengths from one 
to eight feet, with a choice of 
five LED outputs from Stan-
dard Output (5 watts, 618 
lumens per foot) to X-Extra 
High Output (16 watts, 1700 
lumens per foot). Row lengths 
incorporate four- or eight-
foot fixtures to form 12-, 16-, 
20- and 24-feet luminaires. 
Omegalux Outdoor Linear 
LED is ETL and CSA listed for 
wet locations. Dimming capa-
bility and emergency battery 
backup options are available. 
Read More

NOTEWORTHY
>ESD (Environmental Sys-
tems Design, Inc.) promoted 
John Nieman, Michael Paras 
and Christy Weed to vice 
president.

John Nieman has been a 
key figure and lead plumb-
ing engineer in ESD’s high 
performance building group, 
working on several important 
projects. He served as a 
panel member at the 2014 
ASPE National Convention, 
discussing plumbing high-rise 
systems design. He earned a 
master of science degree in 
mechanical engineering and 
a bachelor of science from 
West Virginia University.

MichaelParas is a lead fire 
protection engineer. He has 
been responsible for design 

of fire protection systems for 
important clients and has 
also been a valuable mentor 
for fire protection engineers. 
He procured a bachelor of 
science degree in aeronauti-
cal engineering from the 
University of Illinois.

Christy Weed has helped 
transform ESD’s marketing 
function. She has contrib-
uted to the strategic market-
ing plan and supported the 
marketing team’s personal 
development. She earned her 
bachelor of science degree 
from the University of Mis-
souri. Read More

>Pallas Textiles continued 
is support of the American 
Cancer Society through a 

donation of $10,000. These 
funds will be used in the 
ongoing fight against breast 
cancer. Over the past four 
years, Pallas Textiles has 
also donated $46,700 to the 
American Cancer Society 
through a percentage of sales 
of its Entwined Collection. 
Dick Resch, CEO of Pallas 
Textiles and KI, presented 
a check to the American 
Cancer Society during the 
company’s annual employee 
picnic. “Cancer affects every-
one,” he said. “We’ve all had 
a loved one or friend touched 
by the disease, so we are 
thrilled to be able to provide 
support to such an important 
cause.” Read More

RE-SITED
>Marge DellaVecchia joined 
Paulus, Sokolowski and Sar-
tor as Senior Director. Mrs. 
DellaVecchia, who will work 
out of the firm’s Cherry Hill, 
NJ office, worked for Camden 
County for the past six years, 
most recently as the Deputy 
Director of the Municipal 
Utilities Authority. Her past 

John Nieman

Michael Paras

Christy Weed

Pallas Textiles Donates $10,000 to American Cancer Society
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experience in the public sec-
tor includes positions in state 
government with the Hous-
ing and Mortgage Finance 
Agency and the Department 
of Community Affairs and 13 
years in various roles in Cher-
ry Hill Township. Prior, she 
was the construction project 
coordinator for Bally’s Park 
Place and Golden Nugget in 
Atlantic City. “PS&S is fortu-
nate to have Marge DellaVec-
chia,” said PS&S CEO John 
Sartor. “Marge has decades 
of experience in southern 
New Jersey working with both 
private companies and state 
and local governments. Her 
knowledge of the area’s busi-
ness climate and the respect 
she has from both the public 
and private sectors will greatly 
add to PS&S’s growing pres-
ence in the entire region.”

In the past few months, 
PS&S has doubled its Cherry 
Hill office space and greatly 
enhanced the company’s 
architecture and Health Care 
practice. In addition, PS&S’s 
Cherry Hill Land Practice has 
grown to include expanded 
services in environmental, 
civil, and survey offerings. 
Read More

>Keith Kreindler joined BFI 
as Vice President / Branch 
Manager of the BFI-New 
York office. He will assume 
total responsibility for all 
initiatives in the New York of-
fice. Mr. Kreindler  has more 
than 35 years of experience 
in the New York contract 
office furniture industry. He 
began his first 25 years in the 
business with Herman Miller 
in 1980 working at WB Wood, 
BFI, and Tobron. In 2005, he 
decided to join Thinkspace, a 
Haworth dealer, as a partner 
and took the company from 
$2 million in sales to over 
$15 million over a four year 
period. Prior to joining BFI, he 
was a Senior Account Execu-
tive at Creative Office Pavilion, 
and prior to that he worked 
on major corporate accounts 
at Haworth’s second largest 
dealership and woman owned 
business, Meadows Office, 
bringing in sales of over $15 
million over a three year 
period. Read More

>Judith (Judy) MacDougall, 
AAA, LEED, BD+C, joined 
Kasian as Principal in the 
firm’s Calgary office. In this 
role she will provide valuable 
insight and leadership in Ka-
sian’s diverse market sectors. 
Ms. MacDougall has more 
than 20 years of experience 

and a track record of deliver-
ing complex buildings on time 
and on budget while main-
taining architectural integrity 
throughout the design and 
construction phases. She spe-
cializes in community-based, 
institutional and commercial 
mixed-use projects. In each 
of these areas of practice, her 
approach is to create spaces 
that lead to quality experi-
ences that facilitate learning, 
personal development and 
social engagement. She is 
also passionate about creat-
ing an environmentally sound 
world and has been a leader 
in the design community in 
the area of sustainable design 
for many years. Aside from 
Calgary, her career has taken 
her to Vancouver and San 
Francisco. She’s worked on 
many iconic buildings includ-
ing the Chan Centre for the 
Performing Arts in Vancouver 
(while working in Bing Thom’s 
office), the Alberta Research 
Council Building in Calgary 
and the Poon Residence in 
Vancouver. When she was 
previously with Kasian from 
2003 to 2010, she led the 
Taylor Family Digital Library 
and the University of Cal-
gary’s LEED Platinum Child 
Development Centre projects. 
She serves as co-chair of 

the Alberta Association of 
Architects Legislation Com-
mittee, is a member of the 
City of Calgary Urban Design 
Review Committee and is a 
sessional instructor with the 
University of Calgary’s Faculty 
of Environmental Design. She 
holds Bachelor of Environ-
mental Design and Master 
of Architecture degrees from 
Dalhousie University. Read 
More

>Sally Mills, AID, RID, 
joined Kasian as Principal in 
the firm’s Vancouver office. 
She will join Carol Jones, 
Senior Principal and Vice-
President, Interior Design, 
in the leadership of Kasian’s 
Vancouver interior design 
team, which numbers more 
than 20. Ms. Mills has more 
than 30 years of extensive 
design experience in the 
Vancouver market. She has 
acted in a business develop-
ment capacity and led design 
teams. Her clients have 
included BC Hydro, British 
Columbia Lottery Corporation, 
Chartered Professional Ac-
countants of British Colum-
bia, College of Physicians 
and Surgeons, Microsoft and 
Morneau Shepell. She is Vice 
President of Interior Design-
ers of Canada; a Profes-

Marge Della Vecchia

Keith Kreindler

Judy Mac Dougall

Sally Mills
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sional Member of the Interior 
Designers Institute of British 
Columbia; and serves on the 
Advisory Board for the Interior 
Design Program at the British 
Columbia Institute of Technol-
ogy. She holds an Associate 
of Interior Design degree 
from Kwantlen Polytechnic 
University and received an 
Interior Designer’s Institute of 
B.C Scholarship Award. Read 
More

>Ben Negrin joined the 
Sales Division of Galaxy 
Glass & Stone® as a Re-
gional Sales Manager. He 
will be based out of Galaxy’s 
New Jersey Corporate office 
and will be responsible for 
developing and growing rela-
tionships with architects and 
designers primarily in New 
York. Mr. Negrin has a degree 
in Entrepreneurial Manage-
ment from Baruch College 
and has years of sales suc-
cess within the employment 
recruitment industry.  “We 
are very excited to welcome 
Ben to our sales team as well 
as the Galaxy Family,” said 
Executive Vice President Ste-
ven Brenner. “As we expand 
our sales force, Ben joins a 
growing sales team focused 
on bringing inspired design 

and innovative solutions in 
architectural decorative glass 
to the A&D community.” 
Read More

>Samuel Óghale Oboh (Sam 
Oboh), FRAIC, AIA, joined 
Kasian as Principal in the 
firm’s Edmonton office. In 
this role he will provide valu-
able insight and leadership 
in Kasian’s many market sec-
tors. Having successfully de-
signed and managed projects 
and initiatives in private and 
public sectors in Canada and 
abroad, Mr. Oboh is motivated 
by an enduring commitment 
to excellence, innovation and 
stewardship. Educated in 
Nigeria, he holds a Bachelor 
of Science degree in Archi-
tecture from Bendel State 
University (now Ambrose Alli 
University) and a Master of 
Science in Architecture from 
Ahmadu Bello University. 
He is also an alumnus of the 
University of Alberta, where 
he graduated with a Master of 
Arts, focusing on architectural 
communications. With an ex-
pansive career spanning more 
than 24 years, Sam has been 
a strong advocate for integrat-
ing architectural practice 
with research and academia. 
He served as an adjunct 
lecturer at various universities 

in South Africa and Canada. 
Since 2010, he had worked 
with Public Services and Pro-
curement Canada (formerly 
Public Works and Govern-
ment Services Canada) as 
prime architect and Regional 
Manager of the Architecture 
and Engineering Centre of Ex-
pertise in the Western Region, 
which covers Manitoba, Sas-
katchewan, Alberta, Nunavut 
and the Northwest Territories. 
While there, he led the estab-
lishment of a new Architec-
ture and Engineering Centre 
of Expertise, encompassing 
over 50 professionals and 
technical experts. He created 
enduring initiatives such as 
the Stewardship Excellence 
Protocol, aimed at fostering 
a culture of excellence on 
federal government projects 
and facilities. Born in Nigeria, 
he worked in South Africa 
and Botswana before moving 
to Alberta 13 years ago. He 
joined Kasian as an Associ-
ate in the Edmonton office in 
2007 and left in 2010. During 
that time, Sam was active in 
business development and 
was the lead architect on 
several projects such as the 
Alberta Legislature Centre Re-
development Project (includ-
ing major segments of the 
Edmonton Federal Building 
and Centennial Plaza Rede-
velopment), North Central 
Community Recreation Centre 
in Edmonton, the TELUS 
Office in Fort McMurray and 
the Palisades Stewardship 
Education Centre in Jasper. 
Licensed in multiple jurisdic-
tions including Alberta and 
Texas, he is a Presidential 
Medal recipient and member 
of the American Institute of 

Architects, an honoree of the 
Australian Institute of Archi-
tects and a distinguished Fel-
low of the Royal Architectural 
Institute of Canada. In 2015, 
he was named president of 
that 109-year-old profes-
sional organization, becoming 
the first person of African 
descent to attain that honor. 
Also in 2015, Alberta Venture 
magazine named him one of 
Alberta’s 50 most-influential 
people. Read More

>Andy Schaidler joined ILEX 
Architectural Lighting as the 
Western Regional Sales Man-
ager. His role will encompass 
the management of sales 
and business development 
initiatives pertaining to all 
four branches of the brand: 
ILEX, Davis-Mueller, Norwell, 
and Custom Metal Craft. Mr. 
Schaidler’s 20+ years of expe-
rience in the architecture and 
design industry spans both 
the national and international 
segment, with a focus on the 
management of independent 
sales representatives from 
Palm Springs to the Carib-
bean. Schaidler has also been 
widely involved with NEWH, 
serving on the International 
Sustainable Hospitality Com-
mittee and on the NEWH 

Ben Negrin

Sam Oboh

Andy Schaidler
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International Board as Direc-
tor of Trade Shows, Leader-
ship Conferences, Public 
Relations, and Membership 
Expansion. “Andy’s impres-
sive track record for brokering 
critical relationships within 
the contract and hospitality 
market is of particular value 
to the growing ILEX brand,” 
said ILEX President Alan 
Indursky. “We look forward to 
incorporating his vast exper-
tise into our brand strategy as 
we continue to grow.” Read 
More

>Hansgrohe USA has 
brought on four new special-
ists to join its growing Global 
Projects division. By territory, 
the new Global Project Sales 
Consultants are: Carmen 
Mikelatos, West Coast and 
Mid West; Brooke Phillips, 
South Central; Steven Rivas, 
Southeast; and Stephanie 
Weston, Mid Atlantic. The 
individuals were chosen for 
their strength in maintaining 
and fostering strong relation-
ships with architects, design-

ers, engineers, hospitality 
leaders, real estate develop-
ers, investors and other key 
construction influencers. 
They join accomplished Inter-
national Projects Consultants 
Michael Reiman (Northeast) 
and Stephanie Litchkowski 
(NYC). Brian Dunn, Direc-
tor of Sales, Global Projects, 
oversees the dynamic net-
work. “The addition of several 
new talented individuals to 
our already strong team is a 
testament to our success,” 
said Mr. Dunn. “It’s also a 
strategic investment in our 
future, as we continue to be a 
top choice among specifiers, 
and to successfully export our 
U.S. assembled, German-en-
gineered products to overseas 
markets.” Read More

ENVIRONMENT
>The International Living 
Future Institute launched 
a new On Demand Educa-
tion program.  Some of its 
most popular webinar series, 
including Understanding the 
Living Building Challenge, 
Living Community Challenge, 
and Affordable Housing, are 
now available online for view-
ing on-demand. ILFI is offer-
ing a special discounted rate 
for members. More webinar 
options will be added soon. 
Read More

PROJECTS
>A NELSON project, Gogo, 
was featured in Office 
Snapshots, a leading online 
resource for the global office 
design community. Located 
in Chicago, the 225,200sf 
floorplate was designed to 
accommodate future growth. 
The space includes a variety 
of conference and meet-
ing spaces, an open office 
concept, a dual cafe train-
ing area, and respite rooms. 
Colorful branding and design 
details, such as airline seating 
and the side of an airplane 
pay homage to the travel 
industry and Gogo’s mission. 
Read More

The Hansgrohe USA Global Projects Team, L-R: Karyn Evans (Inside Account Man-
ager II), Steven Rivas (Global Project Sales Consultant, Southeast), Brooke Phillips 
(Global Project Sales Consultant, South Central), Stephanie Weston (Global Project 
Sales Consultant, Mid Atlantic), Brian Dunn (Director of Sales, Global Projects), Mi-
chael Reiman (International Projects Consultant, Northeast), Stephanie Litchkowski 
(International Projects Consultant, NYC), Joshua Blumer (Inside Account Manager 
I), Carmen Mikelatos (Global Project Sales Consultant, West Coast & Mid West)

IFLI: On-Demand Webinars

NELSON Gogo Corporate

http://www.officenewswire.com/
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EVENTS
>Design Chicago, hosted by 
Design Center at The Mart 
returns Oct. 4-5, featur-
ing industry experts, icons 
and CEU seminars. Design 
Chicago is billed as the 
Midwest’s largest residential 
design conference and the 
interior design industry’s 
most comprehensive and 
inspirational trade fair. The 
two-day event welcomes the 
Midwest’s leading interior de-
signers, architects and trade 
professionals for program-
ming that is both educational 
and innovative. It showcases 
the latest trends and products 
in custom home furnishings, 
with featured presentations 
from renowned keynote 
speakers, innovative CEU ac-
credited seminars, more than 
100 new product debuts from 
TOP showrooms, and special 
receptions concluding each 
day’s programming. Partici-
pating Design Center show-
rooms on floors 6, 14, 15 and 
16 will showcase the best 
in luxury home furnishings, 
outdoor furnishings, rugs, 
lighting, fabric, accessories, 
art, and more. Admission to 
all daytime programming for 

trade professionals is free, but 
pre-registration is required. 
Read More

>designjunction commis-
sioned Satellite Architects to 
create a scaffold-like façade 
structure at its London 
show in King’s Cross Sep. 
22-25. Teams from Satellite 
Architects, alongside Danish 
design curators Icons of Den-
mark are using the modular 
and versatile GRID system 
by Danish designer Peter 
J. Lassen. The spectacular 
70m long by 7m high façade 
will be the entrance to Cubitt 
House, the trade destina-
tion at designjunction during 
this year’s London Design 
Festival. Spanning over 2,500 
sq m, this two-story tempo-

rary structure will house more 
than 100 leading international 
furniture and lighting brands. 
To achieve the sharp, elegant 
and well-defined structure, 
the architects are using GRID 
– a multi-functional modular 
interior system that can be 
assembled in various ways 
in height, width and length. 
The façade will comprise 
more than 4,000 lightweight, 
versatile modules (40x40x 
0cm), with slender 12mm ny-
lon frames, transitioning from 
black at the base to white 
at the top against the sky to 
create a pixelated effect. The 
GRID system also holds an 
array of panels, orientated to 
reflect or provide glimpses of 
the foliage beyond. “The fa-
çade is intended to reflect the 
temporary nature of design-
junction as an exhibition, and 
the developing surroundings, 
combining the natural and 
artificial elements,” said Stew-
art Dodd, founding director 
of Satellite Architects. “The 
arrangement of the pixels di-
rects visitors to the entrances 
where reflective elements 
multiply the structural pres-
ence of the façade.”

Visitors to Cubitt House at 

designjunction will be fully 
immersed in design as they 
enter the building under a 
stepped down gridded canopy 
between mirrored panels. 
Having passed though the 
exhibition, visitors can also 
enjoy a secret garden space 
with a pop-up café at the 
back. The space will be fully 
furnished with Deadgood‘s 
Naked collection by Mag-
nus Long and Gala Wright. 
This new outdoor collection 
comprises a chair in powder-
coated metal frame with a 
perforated steel seat and 
backrest, and a bistro table 
with the same perforated styl-
ing. Read More

>IIDA will host a panel 
presentation at Maison & 
Objet Paris on Sunday, Sep. 
4, 1:00 p.m. in the Hall 7 
Conference area. Entitled 
“The Business of Design: A 
Global Conversation Ad-
dressing Culture, Strategy, 
and Work,” the panel will be 
moderated by IIDA Execu-
tive Vice President and CEO 
Cheryl S. Durst, Hon. FIIDA, 
LEED AP, and will feature a 
thought-provoking discussion 
with the IIDA International 
Board of Directors. The board 

designjunction commissions Satellite Architects to create a scaffold like façade in King’s Cross
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members will share their 
knowledge and experiences 
on a range of topics relating 
to the business of interior 
design, including addressing 
design challenges, the client 
relationship, collaboration, 
and financial challenges—ar-
eas of interest to all design 
professionals working globally 
today. The panel presentation 
will conclude with audience 
questions. 

Maison & Objet Paris, 
scheduled for Sep. 2-6, is an 
inspiring lifestyle trade show 
encompassing design, furni-
ture, accessories, textiles, and 
more. Read More

>Early bird tickets to IIDA 
NY’s Color Invasion 2016: 
Carnevale di Venezia are 
available through Sep. 6. 
The event is on Wednesday, 
Oct. 19, 7:00-11:00 p.m. 
at The Waterfront Tunnel, 

269 11th Avenue, NYC. The 
early bird price for individual 
tickets is $175, or $166.25 
each for 10 or more tickets. 
Read More

>Registration is now open 
for LuxeHome’s Chicago 
Design Summit, taking place 
on Wednesday, Sep. 14. 
Billed as the Midwest’s largest 
residential design summit, 
the Chicago Design Summit 
will showcase 31 innovative 
programs, CEU seminars and 
events featuring industry lu-
minaries, 11 strategic media 
partners and more than a 
dozen well-respected editors, 
along with eight open houses, 
seven new showrooms and 
29 new and featured product 
debuts. The one-day event 
will welcome leading inte-
rior design, architecture and 
luxury custom home building 
professionals from across the 
Midwest. All programming, 
including CEU seminars, 
events and open houses, is 
complimentary exclusively for 
interior design, architecture 

and luxury home building 
professionals. The conference 
will feature notable members 
of the design industry includ-
ing kitchen and design icons 
Christopher Peacock and 
Mick De Giulio; celebrated 
interior designer and TV per-
sonality, Kathryn Ireland; and 
A-List interior designers, Ales-
sandra Branca, Kara Mann 
and Martyn Lawrence Bul-
lard. CEU-accredited seminar 
highlights include Interior 
Design’s Pam McNally and “5 
Secrets to Social Media Suc-
cess” hosted in Poggenpohl; 
“The Iconic House, Two” 
moderated by Julie Hacker, 
FAIA, Cohen & Hacker 
Architects in partnership with 
the AIA and hosted in Pella 
Crafted Luxury, and Colormix 
2017, hosted by Sherwin Wil-
liams. In addition, 11 media 
partners from coast to coast 
will be on hand, including: 
Mayer Rus, West Coast Editor, 
Architectural Digest; Michela 
O’Connor Abrams, President, 
Dwell; Arianne Nardo, Writer, 
Editor at Large; Barbara 

Friedman, Publisher, Elle 
Décor; Karen Marx, Executive 
Director of Home Furnish-
ings, Elle Décor; Sophie 
Donelson, Editor in Chief, 
House Beautiful; Pamela Jac-
carino, Editor in Chief, Luxe 
Interiors + Design; Susan 
Szenasy, Editor in Chief and 
Publisher, Metropolis; Andrea 
Mills, Editor in Chief, Modern 
Luxury Interiors Chicago; Pam 
McNally, VP Digital, Interior 
Design; Ann Maine, Editor in 
Chief, Traditional Home; Amy 
Elbert, Senior Editor, Tradi-
tional Home; and Clint Smith, 
Editor in Chief, Veranda.  The 
Chicago Design Summit will 
culminate with the Chicago 
VIP Luxury Gala, held the 
evening of Sep. 14, where 
a who’s who of the design 
industry will come together to 
celebrate the best of Chicago 
and Midwest design. The 
event is in its second year 
and will feature the induc-
tion of four residential design 
industry icons into the Mer-
chandise Mart Hall of Fame. 
Read More
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BUSINESS AFFAIRS
>DIRTT Environmental Solutions on Aug. 3 issued its 
second-quarter 2016 earnings release (Canadian dollars in 
thousands except per share amounts): 

3 Mos. Ended 6.30.16 6.30.15 %Ch.
Revenue $61,252 $52,866 15.9%
Gross profit $27,327 $21,413 27.6%
SG&A $27,543 $22,544 22.2%
Op. Inc. -$216 -$1,131 -
Net Inc. -$1,458 -$1,363 -
Net Inc. $0.25 $0.15 66.7%
  per share -$0.02 -$0.02 -

6 Mos. Ended 6.30.16 6.30.15 %Ch.
Revenue $117,175 $109,567 6.9%
Gross profit $51,393 $45,214 13.7%
SG&A $50,689 $42,615 18.9%
Op. Inc. $704 $2,599 -72.9%
Net Inc. -$1,090 $3,319 -
Net Inc. $0.28 $0.15 86.7%
  per share -$0.01 $0.04 -

Highlights reported for the quarter include:

- Gross profit % increased by 410 basis points from 40.5% 
to 44.6% over Q2 2015, and adjusted gross profit % also 
increased by 410 basis points to 46.1% over Q2 2015; 

- Completion of the largest and most successful DIRTT Con-
next™ (the company’s annual sales, marketing and industry 
showcase) in June; 

- World premiere of ICEreality™, DIRTT’s live, collaborative 
augmented reality technology; 

- Continuing investment in sales, marketing and business de-
velopment with a year-over-year sales team headcount increase 
of 10.7%; 

- Shipping trends and order entry momentum support expecta-
tions for continuing revenue growth in the next quarter. 

Highlights for the six-month period included:

- Trailing 12-month revenue was $244.2 million versus $214.2 
million in the prior 12-month period, an increase of 14.0%; 

- Gross profit % increased by 260 basis points from 41.3% to 
43.9% over YTD 2015 and adjusted gross profit % (see “Non-
IFRS Measures”) also increased by 260 basis points to 45.3%; 

- Successful delivery of DIRTT’s first major residential project - 
16 healthcare housing units in Barrow, Alaska; 

- Increasing investment by DIRTT’s Distribution Partners 
including a 97% increase in Green Learning Center (display 
area) investments vs. YTD 2015; and 

8.5.16 7.1.16 4.1.16 12.31.15 10.2.15 6.26.15 %frYrHi
%fr50-
DayMA

HMiller 33.6 30.0 30.4 28.7 29.2 30.5 -1.4% 6.9%

HNI 53.8 46.7 39.6 36.1 43.7 53.2 -0.7% 9.7%

Inscape 3.0 3.1 3.0 3.0 3.0 3.3 -8.3% -1.0%

Interface 17.3 15.4 18.2 19.1 22.5 25.2 -34.4% 6.5%

Kimball 12.0 11.4 11.4 9.8 9.9 11.9 -7.7% 4.2%

Knoll 25.4 24.2 21.9 18.8 21.9 25.9 -2.5% 2.9%

Leggett 52.0 50.8 48.5 42.0 42.1 49.7 -4.8% 0.5%

Mohawk 214.0 189.4 192.4 189.4 189.0 193.2 0.0% 8.3%

Steelcase 15.2 13.6 14.9 14.9 18.6 19.7 -25.6% 6.4%

USG 28.1 27.2 25.1 24.3 27.4 28.5 -14.5% 0.5%

Virco 4.4 4.4 3.1 3.3 3.1 2.9 -10.5% -0.3%

SUM 458.7 416.4 408.6 389.4 410.3 443.8

DJIndust 18,544 17,949 17,793 17,425 16,472 17,947 -0.4%

Industry Stock Prices
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- Implemented DIRTT DP Movers program for high-performing 
partners. 

“Our second quarter marked a return to strong growth and, 
with our most successful DIRTT Connext ever, laid a strong 
foundation for the second half of the year and into 2017,” 
said Mogens Smed, DIRTT CEO. “We continue to invest in 
our Distribution Partners through the addition of sales and 
marketing resources to support our DPs’ own growing sales 
teams; the DIRTT Movers Program to align our up-and-coming 
partners with our top-tier partners; and most importantly our 
increased investment in DIRTT Connext, which now spans two 
weeks. Our Partners in turn are increasing their investment 
in their businesses, leveraging DIRTT’s commitment to them. 
Distribution Partner attendance at DIRTT Connext (which is at 
their own expense) increased by 55% over the prior year. All of 
this momentum was perhaps only surpassed by the unveiling 
of ICEreality™, live-interactive augmented reality for the built 
environment, once again showcasing our expanding technology 
lead in the world of construction.”

“The second quarter saw a return to solid revenue growth and 
the third quarter is off to a strong start,” said Scott Jenkins, 
President of DIRTT. “Of particular note was the strength in U.S. 
sales - our most important market - where our sales increased 
24.7% versus the same quarter in 2015. We continue to di-
versify our business across multiple industry sectors and don’t 
rely on any one industry or geographic market to drive growth. 
Consistent with overall macro-economic challenges in Canada, 
our Canadian revenue has been disappointing in the year thus 
far, and only represented 8.1% of total revenue in Q2. We are 
confident we will see improving results for this market as we 
enter the second half of the year and approach 2017.”

Mogens Smed added, “We continue to accelerate our invest-
ment in our innovative solutions and technology and, working 
in concert with our Distribution Partners, increase our invest-
ment in sales, marketing and business development efforts 
with the addition of new team members, investment in DIRTT 
Connext and in our Distribution Partner support programs. 
While we are excited for the second half of the year, we are 
focused on the longer term and increasing our penetration of 
the interior construction market where we believe we are still 
significantly less than 1% of the addressable market .”

The increase in revenue during 2Q16 compared to 2Q15 was 
partially due to the contribution of $4.3 million in revenue from the 
residential market during the quarter (7% of total revenue) com-
pared with nil last year. The remainder of the increase was the re-
sult of a general increase in activity from small and medium-sized 
projects from a diverse range of industry segments. In addition, 
the stronger U.S. dollar versus the comparable period in 2015 
increased the Canadian dollar value of U.S. revenue in Q2 2016. 

Below is a breakdown of percentage revenue by sector for Q2 
2016 versus Q2 2015:

Year-to-date, the 2015 period included revenue of $8.4 million 
from the previously announced US$30.0 million U.S. energy 
sector contract compared to nil during the 2016 period. This 
business was partially offset by the $4.3 million contribution 
(4% of total revenue) from the residential market during the 
first half of 2016. While total volume was essentially flat year 
over year, the stronger U.S. dollar versus the comparable 
period in 2015 increased the Canadian dollar value of U.S. 
revenue. Sales to the energy sector accounted for 5% of total 
revenue in 2016, down from 15% of total revenue for the same 
period in 2015. The reduction reflects the absence of contribu-
tion from the previously announced US$30.0 million contract 
and a general decline in activity in this sector as a result of 
falling energy prices. This decline was offset by increases in 
revenue from other sectors. 

Below is a breakdown of percentage revenue by sector for YTD 
2016 versus YTD 2015:

The increases in gross and adjusted gross profit % during the 
quarter were attributed primarily to higher revenue, combined 
with steady monthly manufacturing volumes and favorable 
product mix, resulting in reduced material and direct labor 
costs in 2016 compared with 2015. During Q2 2016, mate-
rial costs and direct labor costs as a percentage of revenue 
improved by 230 basis points and 40 basis points, respectively, 
compared with 2015. For the six-month period, relatively 
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steady manufacturing volumes throughout the first half of 
2016, combined with a diverse project mix, contributed to the 
increase in gross profit % in 2016. The higher U.S. dollar to 
Canadian dollar exchange rate also contributed to increased 
gross profit and adjusted gross profit in 2016, as the positive 
impact on U.S. dollar revenue exceeded the negative impact on 
U.S. dollar-based production costs. U.S. dollar-based produc-
tion costs include those costs incurred at DIRTT’s manufac-
turing facilities in Savannah, Georgia and Phoenix, Arizona. 
Additionally, some of the largest raw material costs incurred in 
all of the company’s manufacturing facilities are also denomi-
nated in U.S. dollars.

Board Update

DIRTT assesses best practices with respect to corporate gov-
ernance on a regular basis. As part of this process company 
mplemented changes to our Board Committee structure both 
during the quarter and subsequent to quarter end. Effective 
June 22, Scott Jenkins has stepped down from the Corporate 
Governance Committee. Effective Aug. 3, Gregory Burke has 
stepped down from the Compensation Committee and Denise 
Turner has joined the Compensation Committee.

Outlook

DIRTT’s growth strategy consists of five key initiatives: (1) in-
creasing penetration of existing markets by providing continued 
support and increased investment to existing DPs throughout 
North America; (2) expanding into new geographies, such as 
the Middle East and United Kingdom, by capitalizing on recent 
and continued investment alongside new international DPs; 
(3) penetrating new vertical markets such as the healthcare, 
education and residential sectors; (4) continuing to invest in 
ICE and new innovative interior construction solutions such as 
the Enzo Approach, residential interiors and timber frame con-
struction; and (5) partnering with industry leaders to monetize 
innovative solutions. 

The company plans to invest additional resources, including 
continuing to develop and expand ICE and new DIRTT Solu-
tions and test projects, to pursue further opportunities in the 
healthcare, education, government, corporate and residential 
sectors of the construction industry. 

Liquidity and Capital Resources

At Jun. 30, 2016, DIRTT had $93.9 million in cash and cash 
equivalents compared with $91.4 million at Dec. 31, 2015. At 
June 30, 2016, the company also had access to an undrawn 
US$18.0 million revolving credit facility. In March 2016, it 
signed a fourth amendment to the amended and restated loan 

agreement with its lenders which, among other things, provided 
an additional capital financing facility of US$10.0 million, of 
which $5.3 million (US$4.2 million) was drawn as at June 30, 
2016. The company expects to draw on the remainder of this 
facility by Dec. 31, 2016.

The full text of DIRTT’s 2Q16 earnings release, including all 
tables, plus an archived webcast replay of the company’s Aug. 
4 conference call, may be accessed at http://ir.dirtt.net. A 
replay of the call will also be available at +1 416.849.0833 or 
1.855.859.2056 (passcode 50378584) until midnight Eastern 
Time Thursday, Aug. 11. Additional information may be found 
in DIRTT’s condensed consolidated financial statements avail-
able at www.sedar.com and http://ir.dirtt.net/financial-reports.

>Kimball International, Inc. on Aug. 2 released its fourth-
quarter fiscal year 2016 results (dollars in thousands except 
EPS):

3 Mos. Ended 6.30.16 6.30.15 %Ch.
Net Sales $164,676 $159,061 3.5%
Gross Profit $53,635 $51,079 5.0%
SG&A $42,809 $40,818 4.9%
Op. Inc. $9,459 $8,694 8.8%
Net Inc. $6,275 $4,745 32.2%
EPS (dil.) $0.17 $0.12 41.7%

12 Mos. Ended 6.30.16 6.30.15  %Ch.
Net Sales $635,102 $600,868 0.4%
Gross Profit $203,804 $188,865 7.9%
SG&A $162,979 $166,253 -2.0%
Op. Inc. $33,497 $17,322 93.4%
Inc. from $12.8 $6.9 85.5%
 Cont. Oper. $21,156 $11,143 89.9%
Net Inc. $21,156 $20,300 4.2%
EPS from
 Cont. Oper. $0.56 $0.29 93.1%
EPS (dil.) $0.56 $0.52 7.7%

Adjusted earnings per diluted share, which excludes charges 
related to a previously announced restructuring plan, was up 
27%. Excluding charges related to the restructuring plan, ad-
justed operating income for fiscal year 2016 was $40.8 million, 
an increase of 58% over fiscal year 2015 adjusted operating 
income of$25.8 million which excludes charges related to the 
spin-off of the company’s Electronic Manufacturing Services 
segment and charges related to the restructuring plan. Exclud-
ing charges related to the restructuring plan, adjusted income 
from continuing operations for fiscal year 2016 was $25.7 
million, or $0.68 per share. Excluding charges related to the 
spin-off of the EMS segment and charges related to the restruc-
turing plan, adjusted income from continuing operations for 
fiscal year 2015 was $17.6 million, or $0.45 per share.

http://ir.dirtt.net
http://www.sedar.com
http://ir.dirtt.net/financial-reports
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“I am very pleased with the progress we made in our fourth 
quarter and in fiscal year 2016 as we continue on our journey 
toward our guidance of achieving 8% to 9% operating income 
and quarterly earnings per diluted share of $0.23 to $0.27,” 
said Kimball International Chairman and CEO Bob Schneider. 
“At this level of performance, our return on capital will be 
among the best in the industry. Along with a strong push for 
new and innovative products, a big part of this journey was 
the shutdown and move of our Idaho operation to our Indiana 
facilities the last 18 months. The physical move is now done, 
and our Indiana employees are producing metal fabricated fur-
niture for the first time. We had normal production training and 
start-up costs during the fourth quarter which offset most of the 
planned savings from this effort, and we expect to be substan-
tially past the normal start-up costs by the end of the calendar 
year. Additionally, we had much higher than planned health-
care costs and in spite of the increase, our earnings improved 
over the prior year quarter. I look forward to continued earnings 
improvement in fiscal year 2017.”

The increase in net sales was primarily driven by the healthcare 
and government verticals (both up 17%), the education vertical 
(up 11%), and the hospitality vertical (up 6%). The prior year 
fourth quarter includes $9.5 million in sales in the hospitality 
vertical related to a record order for a single property. Exclud-
ing that order, the hospitality vertical would have had a 38% 
increase in sales during the fourth quarter.

The company continued its strategy of quick launches of new 
and innovative products to fuel growth, increasing sales of new 
office furniture products 34% over the prior year fourth quarter. 
New product sales also approximated 29% of total office furni-
ture sales in the current year fourth quarter compared to 22% 
in the prior year fourth quarter.  New products are defined as 
those introduced within the last three years. 

Orders received during the fourth quarter of fiscal year 2016 
increased 2% over the prior year fourth quarter with increases 
in four of the company’s six verticals. Orders increased 
significantly in the healthcare vertical (up 34%) on continued 
strength in sales to healthcare group purchasing organizations 
and new customers. The healthcare increase was primarily 
offset by declines in orders within the finance vertical (down 
18%) and the hospitality vertical (down 12%) due to timing of 
large orders.

Fourth quarter gross profit as a percent of net sales improved 
0.5 of a percentage point over the prior year fourth quarter, 
driven by price increases, cost savings initiatives, and lower 
freight costs, partially offset by higher employee healthcare 
expenses during the current year quarter. Gross profit also 
was aided by the company’s restructuring plan involving the 
transfer of metal fabrication production from Idaho into facilities 
in Indiana, however, most of the benefit was offset by training 
and start-up costs.

Selling and administrative expenses in the fourth quarter of 
fiscal year 2016 increased as a percent of sales by 0.5 of a 
percentage point, and increased 4.9% in absolute dollars 
compared to the prior year. The higher selling and administra-
tive expense was driven by increases in commissions driven 
by higher sales volumes and employee healthcare expenses, 
which were partially offset by a reduction in incentive compen-
sation. Incentive compensation was lower in spite of higher 
earnings due to higher performance levels required to earn 
incentive compensation.

Pre-tax restructuring costs in the fourth quarter of fiscal year 
2016 totaled $1.4 million, primarily consisting of continued 
training of Indiana employees prior to start of production, 
equipment relocation costs, and facility maintenance and 
shutdown costs related to the cessation of production at the 
Post Falls, ID facility. All production was transferred out of the 
Idaho facility as of March 2016. Work continues in the Indiana 
facilities to train employees, ramp-up production and eliminate 
the inefficiencies associated with the start-up of production in a 
new facility.

Operating cash flow for the fourth quarter of fiscal year 2016 
was positive at $9.2 million compared to a positive cash flow 
of $1.8 million in the fourth quarter of the prior year.  The in-
crease was primarily driven by increased conversion of working 
capital balances to cash during the current quarter compared 
to the prior year quarter, and improved profitability.

The company’s cash and cash equivalents balance was $47.6 
million at June 30, 2016, compared to June 30, 2015 cash 
and cash equivalents of $34.7 million. The increase was driven 
by strong current year cash flows from operations, partially 
offset by capital investments and the return of capital to share 
owners in the form of dividends and share repurchases.
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Results by End Market Vertical (dollars in millions):

NET SALES

3 Mos. Ended 6.30.16 6.30.15 %Ch.
Commercial $53.3 $54.9 -3%
Education $11.1 $10.0 11%
Finance $11.4 $14.3 -20%
Government $26.7 $22.9 17%
Healthcare $19.3 $16.5 17%
Hospitality $42.9 $40.5 6%
Total $164.7 $159.1 4%

12 Mos. Ended 6.30.16 6.30.15 %Ch.
Commercial $207.3 $206.5 0%
Education $41.7 $38.5 8%
Finance $59.8 $56.3 6%
Government $101.1 $96.0 5%
Healthcare $77.4 $60.4 28%
Hospitality $147.8 $143.2 3%
Total $635.1 $600.9 6%

ORDERS

3 Mos. Ended 6.30.16 6.30.15 %Ch.
Commercial $59.0 $56.0 5%
Education $14.1 $13.4 5%
Finance $14.0 $17.1 -18%
Government $31.6 $29.6 7%
Healthcare $23.5 $17.5 34%
Hospitality $34.2 $38.7 -12%
Total $176.4 $172.3 2%

12 Mos. Ended 6.30.16 6.30.15 %Ch.
Commercial $220.4 $216.7 2%
Education $46.0 $39.9 15%
Finance $61.7 $59.3 4%
Government $104.7 $100.7 4%
Healthcare $86.3 $63.4 36%
Hospitality $139.8 $144.2 -3%
Total $658.9 $624.2 6%

Guidance

As indicated previously, the consolidation of metal production 
from the Idaho facility into Indiana facilities is expected to gen-
erate savings of approximately $5 million annually ($1.25 mil-
lion per quarter). However, with ramp-up activities continuing, 
the company estimates that first quarter savings will be lower 
than expected at approximately $600,000 and full savings is 
now expected to be realized by the end of the calendar year. 

Therefore, the company expects to be near the low end of the 
previously announced earnings projection for the first quarter 
of fiscal year 2017, which was net sales to range from $170 
million to $180 million; operating income to range from $13.6 
million to $16.2 million which equates to 8% to 9% operat-
ing margin; effective tax rate to range from 35% to 38%; and 
earnings per diluted share to range from $0.23 to $0.27. At 
this level of earnings, the projected return on capital of Kimball 
International would exceed 20%, which would be among the 
best in the office furniture industry. The company’s guidance 
assumes that economic conditions do not significantly worsen 
and negatively affect the industries which it serves. It also does 
not include any potential impact to earnings related to the gov-
ernment’s review of its subcontract reporting process.

The full text of Kimball’s 4Q16 earnings release, including all 
tables, and a webcast replay of the company’s Aug. 3 confer-
ence call, including a PDF file with supplementary data, may 
be accessed at www.ir.kimball.com. 

>Mohawk Industries, Inc. on Aug. 4 announced its second-
quarter 2016 results (dollars in thousands except EPS):

3 Mos. Ended 7.2.16 7.4.15 %Ch.
Net Sales $2,310,336 $2,041,733 13.2%
Gross Profit $755,588 $615,129 22.8%
SG&A $404,896 $359,313 12.7%
Op. Inc. $350,692 $255,816 37.1%
Net Earn. $255,188 $186,492 36.8%
EPS (dil.) $3.42 $2.53 35.2%

6 Mos. Ended 7.2.16 7.4.15 %Ch.
Net Sales $4,482,382 $3,922,910 14.3%
Gross Profit $1,395,267 $1,127,072 23.8%
SG&A $798,903 $827,482 -3.5%
Op. Inc. $596,364 $299,590 99.1%
Net Earn. $426,736 $208,838 104.3%
EPS (dil.) $5.73 $2.83 102.5%

Excluding restructuring, acquisition and other charges, second 
quarter net earnings were $259 million and EPS was $3.47, a 
29% increase over last year’s second quarter adjusted EPS of 
$2.69. For the six-month period, adjusted net earnings were 
$436 million and EPS was $5.85, an increase of 33% over last 
year’s adjusted EPS of $4.39. On a constant days and currency 
exchange rate basis, the second quarter net sales increase was 
12.1% over last year, and the six-month net sales increase was 
15% over last year.

http://www.ir.kimball.com


08.08.16 GIVING VOICE TO THOSE WHO CREATE WORKPLACE DESIGN & FURNISHINGS   PAGE 44 OF 47

business
“We delivered our highest sales for any quarter in the com-
pany’s history, and our earnings per share set an all-time record 
for the company, marking the ninth consecutive quarter that 
Mohawk has delivered a year over year record quarterly ad-
justed EPS,” said Mohawk Industries Chairman and CEO Jeffrey 
S. Lorberbaum. “Our operating margin rose to a second quarter 
record of 15.2%, an increase of 270 basis points, or 15.4% on 
an adjusted basis, an increase of 160 basis points, as a result 
of productivity, sales volume, acquisitions and lower inputs, par-
tially offset by investments in SG&A and unfavorable price-mix.

“Our innovations in products and processes, investments in 
efficiencies and integration of our acquisitions enhanced our 
performance during the quarter and provide a foundation for 
long-term growth. Our recent acquisitions are progressing as 
we broaden their strategies, leverage their distribution and 
provide additional resources. Across the enterprise, we are 
investing in marketing to support our product introductions and 
expand our distribution and sales.

“To optimize growth, we have initiated many capital projects 
that will enhance our performance this year and beyond by 
expanding our capacity and improving our efficiencies. We are 
in the final stages of the start-up of our new U.S. ceramic, LVT 
and outdoor rug operations as well as our European LVT plant. 
We have begun additional expansion projects to support growth 
across our product categories: LVT and premium laminate 
in the U.S. and Europe; ceramic tile in Mexico, Europe and 
Russia; and Continuum polyester carpet, engineered wood 
and utility mats in the U.S. This year, we anticipate our capital 
expenditures will exceed $600 million and will lead to higher 
future sales and profits.”

Results by Segment (dollars in thousands):

3 Mos. Ended 7.2.16 7.4.15 %Ch.
Global Ceramic 
  Net Sales $829,794 $789,802 5.1%
  Op. Inc. $140,606 $121,189 16.0%
Flooring NA 
  Net Sales $980,693 $920,337 6.6%
  Op. Inc. $118,946 $95,143 25.0%
Flooring ROW 
  Net Sales $499,849 $331,622 50.7%
  Op. Inc. $101,062 $53,052 90.5%

6 Mos. Ended 7.2.16 7.4.15 %Ch.
Global Ceramic 
  Net Sales $1,603,520 $1,509,630 6.2%
  Op. Inc. $240,383 $206,516 16.4%
Flooring NA 
  Net Sales $1,887,057 $1,767,248 6.8%
  Op. Inc. $194,297 $19,951 873.9%
Flooring ROW 
  Net Sales $991,805 $646,364 53.4%
  Op. Inc. $180,599 $97,693 84.9%

“For the quarter, our Global Ceramic Segment sales were 
up 5% as reported; on a constant days and currency basis 
legacy sales were up 4%. Operating income for the segment 
rose approximately 16% to an operating margin of 17%, which 
benefited from higher volume, productivity and mix. Our North 
American ceramic business continued to grow as we increased 
sales personnel and distribution points. Our new Tennessee 
ceramic plant is ahead of schedule with the last line becom-
ing operational in the third quarter. We are manufacturing 
higher value products at the facility, including 48-inch wood 
planks and color body porcelain tiles. We are focusing each 
of our North American plants on specific products to optimize 
productivity and increase their efficiency and quality. All of our 
Mexican ceramic capacity is being utilized, and we will double 
the capacity of our Salamanca plant by fall of next year. Our 
European ceramic sales continue to improve with expanded 
margins and improved mix. We have initiated the final phase of 
our Italian asset modernization, which will be completed dur-
ing the first half of next year. We are enhancing our Bulgarian 
product offering, improving efficiencies and supplying product 
to Western European and U.S. markets. Despite the decline of 
the Russian economy and ceramic industry, our sales rose on 
a local currency basis with improvements in volume, price and 
mix.

“During the quarter, our Flooring North America Segment’s 
sales were up 7% as reported; the legacy sales were up 1% on 
a constant days basis. Operating income grew 25% to a margin 
of 12% as reported and grew 16% excluding restructuring 
charges to a margin of 13%, versus prior year. The segment’s 
profitability improved, as we increased investments in sales 
personnel, retail merchandising and samples. Residential 
carpet margins expanded as a result of our differentiated prod-
ucts, process innovations and investments that lowered our 
cost structure. We continue to strengthen our manufacturing 
performance with many process advances, higher yields and 
material enhancements. Commercial carpet sales increased as 
we strengthened our product offering and expanded our sales 
in all channels. New innovations in laminate are differentiating 
our products and expanding our market share. Our European 
operations are providing product to support our laminate 
growth until our new U.S. capacity is operational in the second 
half of next year. By the end of this year, we will install more 
engineered wood production to satisfy greater demand and 
produce higher value products. Our vinyl business continues 
to expand as we increase the product assortment and distribu-
tion of our LVT and sheet vinyl. By the end of next year, we will 
double our U.S. LVT capacity and enhance our capabilities in 
this fast growing category.
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“For the quarter, our Flooring Rest of the World Segment’s 
sales were up 51% as reported; on a constant days and cur-
rency basis legacy sales were up 5%.  Operating income grew 
91% as reported to a margin of 20% and grew 67% on a con-
stant currency basis, excluding restructuring and integration 
charges, to a margin of 21%. Our flooring business continued 
to improve significantly, led by growth in premium laminate 
and LVT. Our laminate mix benefited from higher sales of our 
innovative new collections featuring more realistic visuals and 
water resistance. We are adding laminate capacity in Europe to 
support the next generation of this unique technology. We are 
expanding sheet vinyl sales in commercial channels to improve 
our mix. LVT sales and margins increased as our mix and effi-
ciencies improved. To satisfy our anticipated LVT growth, a new 
production line should be operational by the end of next year. 
During the period, our panel sales and margins expanded, and 
the integration of Xtratherm has enhanced our results.”

Outlook

Mr. Lorberbaum concluded, “We are optimistic about our 
future performance as a result of our ongoing investments in 
people, products and assets. Our current booking trends have 
improved, and we anticipate that third quarter sales growth 
will be higher on a local basis. We expect continued margin 
expansion in all of our segments due to process improve-
ments, operational innovations and greater efficiencies. Across 
the business, we are introducing differentiated new products 
and leveraging customer relationships to increase our market 
position. We are making significant investments to expand our 
capacity and grow sales in all of our products and geographies. 
Our LVT sales growth is accelerating, and our new plants are 
making gains in capacity, productivity and efficiency. Taking 
these factors into account, our third quarter EPS guidance is 
$3.40 to $3.49, excluding any restructuring charges.

“From 2013 through 2016, we will have invested about $2 
billion in new assets to drive Mohawk’s profitability. We have 
substantially integrated our recent acquisitions, and with our 
strong organization and balance sheet we can exploit additional 
opportunities. In every region, our differentiated product collec-
tions, operational excellence and extensive customer relation-
ships give us advantages so we can deliver strong results.”

The full text of Mohawk’s 2Q16 earnings release, including all 
tables, plus an archived webcast replay of the company’s Aug. 
5 conference call, can be accessed at the Investor Information 
section of Mohawk’s website, www.mohawkind.com. A tele-
phone replay will be available until Friday, Sep. 2, at 855-859-
2056 for U.S./local calls and 404-537-3406 for International/
Local calls; Conference ID # 47343802. www.mohawkind.com/
CorporateIRNewsReleases.aspx

TECHNOLOGY
>Brad Ascalon Studio NYC’s new website is now live at 
www.bradascalon.com. The WORK section of the site shows 
products, projects and installations dating back to the studio’s 
beginning. The NEWS section features the latest launches, 
exhibitions and press, as well as speaking engagements, panel 
discussions and other events with clients, friends, and col-
leagues. Read More

>Configura and OFS Brands launched OFS Brands’ First 
Office STAKS product series in CET Designer. The product 
series – STAKS Crossover Casegoods – is used in work envi-
ronments of all kinds, from private offices to open-plan work-
spaces. Because of CET Designer’s rules-based programming, 
designers now can specify STAKS up to 60% faster, ensure 
specification accuracy, and visualize configurations much more 
easily with CET Designer’s photorealism rendering and fly-thru 
video capabilities.

“Understanding how important time, rapid product adaptation 
and accuracy are to designers and specifiers, we continue to 
expand our presence in CET Designer by adding intelligence to 
products for the most efficient specification,” said OFS Brands 

Brad Ascalon Studio NYC   New Website

Configura Screen capture of STAKS in CET Designer

http://www.mohawkind.com/
http://www.mohawkind.com/CorporateIRNewsReleases.aspx
http://www.mohawkind.com/CorporateIRNewsReleases.aspx
http://www.bradascalon.com
https://officeinsight.com/officenewswire/brad-ascalon-studio-nyc-new-website-live/
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Senior Vice President of Sales and Marketing Ryan Menke. 
“Via the CET platform, our goal is to make the OFS Brands user 
experience as simple and user-friendly as possible. Integrating 
intelligence with a highly specified product like STAKS epito-
mizes our pursuit to be extremely easy to do business with and 
deliver value to our dealer-partners.”

OFS Brands became a Configura partner in June 2015 and 
launched its CET Designer Extension in November 2015. The 
company partnered with Configura because the CET Designer 
platform offers a simple approach to specifying option-rich 
products. “CET Designer delivers a straightforward yet highly 
versatile tool for designers to clearly communicate their intent, 
further instilling confidence and clarity as they tailor solutions 
for their customers,” OFS Brands Technology Manager Wes 
Harper said. “One of our biggest goals is to make sure we’re 
giving our dealers and designers the most productive tools they 
need to be able to specify our products, and CET Designer is 
perfect for that.” Read More

>Configura announced free August webinars with CET De-
signer instructors:

Getting Started with CET Designer

Aug. 11 at 11 a.m. ET

Aug. 22 at 4 p.m. ET

Edit Graphics in CET Designer

Aug. 3 at 11 a.m. ET

Aug. 24 at 4 p.m. ET

The free webinars are for anyone, whether a Beginner or 
Advanced CET Designer user, anywhere in the world. Please 
call 877-568-4106 and click on “Join Webinar Now” at www.
configura.com/cet/training. To contact Configura with any ques-
tions or suggestions, call 877-238-0808. Read More

https://officeinsight.com/officenewswire/configura-ofs-brands-announce-launch-first-office-staks-product-series-cet-designer/
http://www.configura.com/cet/training
http://www.configura.com/cet/training
https://officeinsight.com/officenewswire/configura-announces-free-august-cet-designer-webinars/
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Textile Designer - Orangeburg, NY

Arc-Com is a premier 
supplier of contract textiles 
and wallcovering.

The Arc-Com Design 
Team creates and 
introduces innovative and 
high performance textile 
products for the corporate, 
hospitality, healthcare and 
institutional markets.  We 
are looking for a creative 
Designer to work on product 
development. We are 
located in Orangeburg, N.Y. 
(15 minutes North of the 
GW Bridge).

Position Requirements:

 > Foundation knowledge of 
the contract industry

 > Ability to create and 
modify artwork digitally is 
essential

 > CAD experience, spe-
cifically Photoshop & 
Illustrator.

 > Excellent Pattern and 
Development skills.

 > Strong color sense.
 > Experience in woven tex-
tiles and fabric construc-
tions.

 > Knowledgeable with test 
requirements. Flammabil-
ity, Crocking, Colorfast-
ness, and Abrasion.

 > Experience working with 
contract textile mills.

 > Excellent follow-up and 
communication skills.

 > Strong organizational and 
analytical abilities.

 > Must have own transpor-
tation.

Please email resume to 
Niacovone@arc-com.com. 
Visit us at www.Arc-Com.
com.

EOE M/F/D/V

Marketing Professional/Experienced - Orangeburg, NY

Arc-Com is a premier supplier 
of contract textiles and 
wallcovering. We are located in 
Orangeburg, N.Y. (15 minutes 
North of the GW Bridge).

The Arc-Com design team 
creates and introduces 
innovative and high 
performance textile and 
wallcovering products for 
the corporate, hospitality, 
healthcare and institutional 
markets. We are looking for a 
marketing professional who 
has knowledge of the contract 
design business—a creative 
person who has a common 
sense of how to “go to 
market” with new product.

Position Requirements:

 > Experience in market re-
search with new product in 
each stage of development

 > Provide support to the 
design team in the devel-
opment of all textile and 
wallcovering products

 > Knowledge and experience 
in presenting a pristine 
image of a company’s 
vision – from packaging to 
presentation

 > Good color and design 
sense is essential

 > Working with professionals 

to create a qualifying CEU 
for our Design clients in the 
A&D Community

 > Provide strategic direction 
for promotional materials 
and advertising

 > Strong interpersonal and 
verbal/written communica-
tions skills as well as the 
ability to present detailed 
plans and presentations in 
team meetings

 > Knowledge of Photoshop, 
Illustrator, and Social Media 
platforms

 > Responsible for oversight 
and strategic input into the 
media planning

 > Oversee and provide direc-
tion to market and competi-
tor analysis

 > Travel with sales staff to 
market new product to the 
A&D community

 > Design background and 
experience in the com-
mercial furnishings industry 
preferred

 > Participate fully in profes-
sional societies and activi-
ties related to the commer-
cial textile and wallcovering 
industry

Please email resume to 
Niacovone@arc-com.com. 
Visit us at www.Arc-Com.com.

Inside Sales - Chicago

No Travel Required

Do you hate smile and dial 
environments where you’re 
just another warm body, 
churning through a long list of 
random numbers? Then read 
more about this perfect Sales 
role and see if you are a fit!

Agati, a nationally recognized 
institutional furniture designer 

is looking for a rock star to 
join our Chicago team. Our 
streamlined sales process 
and dedicated marketing 
team provide a steady stream 
of targeted prospects.

We need a sales person who 
is great on the phone and 
can handle the sales process 
from introduction through 

close. Sales range from 
small transactions to large/
complicated projects. Again, 
this is not a telemarketing 
position. If you love to sell, 
but hate to travel, this could 
be the opportunity for you.

Please email resumes to 
tmacal@agati.com

http://www.officeinsight.com/careers
http://www.officeinsight.com/careers
http://www.officesite.com/classifieds/
mailto:bob@officeinsight.com
mailto:mallory@officeinsight.com
mailto:Niacovone%40arc-com.com?subject=
http://www.Arc-Com.com
http://www.Arc-Com.com
mailto:Niacovone%40arc-com.com?subject=
http://www.Arc-Com.com
mailto:tmacal%40agati.com?subject=

