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outside the box

Don't be swayed by the doom-mongering. There is always new business to be
won, especially if you can look at the world with fresh eyes, writes John Sacks

hen times are tough and there doesn’t seem to be much easy
business around, it's worth looking for other market sectors or
territories to exploit. Yes; we know the world's a small place and no

market is immune indefinitely from a global downturn, but diverting some resources
to find new customers can often produce profitable results.

Perhaps there are some products which, with or without some “tweaking”, could be
attractive to an export customer or two? You're not looking to gain a massive market
share, just some extra business. And you might be able to give customers in a new
territory or sector some benefits which they would value and which you couldn't
offer to your normal customer base. How about local or regional exclusivity?

Exporting is never easy and needs determination and perseverance. The UK
seems to be moving towards a weaker pound, which will help, and companies like
Bisley, where a substantial element of the sales go abroad will once again be able
to prosper. Those who are thinking about exporting should be encouraged by the
prospect of a more favourable currency equilibrium as well as Britain's reputation
for well designed and manufactured products.
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comment

| have just noticed — this will be our 50th
issue. Something of an achievement
in the ever-changing world of office
interiors. If I'd realised sooner I'd have
baked you all a cake; but thank you
for continuing to read our newsletter. |
wonder just how many of you remember
the very first edition more than 12 years
ago?

There have certainly been a lot of
changes over those 50 issues. The
industry has lost some hugely respected
names — Gordon Russell, Voko, J F
Nott, Staverton, Project and President,
to name just a few — albeit that some of
the products are still being manufactured
under a different banner. Others such
as Beyon and Office Corp were born,
briefly made their mark and departed
within that time frame.

The current credit crunch will certainly
feed through to our industry, if it hasn't
already made its presence felt in some
quarters. The technology-driven trend
toward simpler, less sophisticated
commercial furniture not only reduces
the unit cost but also removes the need
for frequent replacement to stay ‘State
of the Art'. The clever providers will be
looking to diversify to keep turnover
steady or increasing (see our lead
article).

It will be interesting to see if the
forthcoming Orgatec delivers some
‘must have' products to liven up the
marketplace. The absence of so many
of the leviathans of office furniture from
the list of exhibitors makes this seem
unlikely — but small can be beautiful
and can change direction quickly, so

we shall see.
Q
J .,

margaret haynes,
director, ofas






