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DOC antidumping
Key suppliers challenge ruling on accent chests

Several furniture importers and their legal counsel are challenging the
US Department of Commerce’s ruling that Ethan Allen must pay antidumping
duties on several accent chests, saying the government did not follow its
own legal procedures regarding the decision. Mowry & Grimson, on behalf of
clients that include Ashley Furniture Inds., Home Meridian International,
Hooker Furniture Corp, Stein World Operating Company and Top 100 retailer
City Furniture, filed an objection to the May 27 scope ruling regarding Ethan
Allen’s accent chests. In a June 6 letter to the DOC’s Enforcement and
Compliance division, the law firm said that the department did not follow
some basic procedural steps in the process. This includes failing to notify
interested parties and not allowing those individuals or entities the chance to
comment.

The DOC ruling determined that four Ethan Allen accent chests are
within the scope of the antidumping order, which places duties on Chinese
made wooden bedroom furniture. Applied to Chinese factories, but paid by
importers of record, the duties aim to address unfair pricing tactics of
Chinese producers that the U.S. government has determined have injured
U.S. bedroom manufacturers.

The DOC said that duties should be applied to four accent chests that
Ethan Allen has sourced from Chinese manufacturer Fook Yik Furniture
International. The company said three of these were not bedroom pieces, but
rather standalone accent pieces. A fourth was part of a three-piece
occasional collection that included a sofa and cocktail table. The DOC said
the pieces need not be part of a coordinated bedroom to be placed in a
bedroom setting. It also said they are subject to the duties because they are
physically similar to chests described in the scope of the order and can store
clothing.

The law firm and its clients are concerned about the broader
implications of duties applying to accent furniture, including other accent
chests. the law firm said the remedy to the situation is by voiding the
decision and providing notice to interested parties on the matter and also by
allowing those parties time to comment.

“We are optimistic that, if Commerce reopens the proceeding and
provides an opportunity for full comment and input from the public, a strong
and coordinated response
from the industry may
convince Commerce to
reverse or limit its earlier
ruling and clarify that not all
accent chests are subject to
duties.” said Jeffrey
Grimson, a partner at Mowry
& Grimson. 
Source : Playthings

Rug Outlook
Big sizes in demand

Confidence is building and the retail
outlook should be perking up as one heads into
the warmer weather months, particularly after
the nasty spate of winter weather.

Gauging opinions of rug retailers,it can be
said that the high-end consumer is back and
looking for rugs. Hand-knotted rug sales have
picked up in recent months, and some shoppers
are asking for “palace sized” rugs — pieces that
are either 12 by 15 or 12 by 18.

While the demand for hand-knotted rugs is
on the rise, retailers say better quality machine-
made rugs that gained ground during the more
difficult years will continue to sell.

It is expected that manufacturers and
wholesalers will continue to innovate in this
area and consumers will continue to demand
these types of high-value products at a mid-
range price point. Another retailer noted that
the rug business has been “quite good.” He said
natural fiber, higher-end wool and transitional
rugs are helping drive business, while hair-on-
hide rugs have been picking up momentum.
The retailer noted that the store’s wood flooring
business also has done well, which portends
good things for future rug sales. Its also been
reported that affluent customers are the ones
driving the market. The gap between low-end
and high-end product continues to widen, but
regardless of the construction or price point,
style matters. The retailer said consumers are
looking for versatility in making purchases.

In general, consumers are looking to make
a purchase that can be reinvented if they
decide to paint the wall or change out some
pillows. They can rework a few accent colours in
the room but still make use of the rug. 
Source : Furniture Today
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Trade Facilitation Office (TFO) Canada’s
web-based Canadian market information

services for EPCH and its members

By registering in the TFO Canada website (http://www.tfocanada.ca/
register.php) EPCH members (as foreign suppliers) as well as EPCH (as a
Trade Support Institution-TSI) can access the following general & sector-
specific information, advice & links free of charge:

· Complete access to all rich content on topics such as Getting Ready to
Export, Canadian Market, Market Entry, Market Links, Trade related events etc.

· Exporting to Canada (quarterly e-newsletter)

· Customised dashboard for registered companies indicating its sector of
operation, years of export experience, number of product offers, number of
profile views.

· Full access to our guide to exporting (Exporting to Canada: A Handbook)

· 20+ Canadian sector based Market Information Papers

· Market entry information tailored to companies’ needs

· Updated trade news

· Live connection to Industry Canada’s Importer Database

· Updated list of trade events, including ones (trade events and trade
missions) TSIs/companies wish to promote through TFO Canada website

· Webinars on specific sectors

Generation X
get manufacturers’ focused attention

Manufacturers are turning their attention to
Generation X, those between the ages of 33 to
48, for product development. Sixty four percent
of vendors report their 2014 product line-up
will be geared toward Generation X, that’s a 14
percentage point gain from last year.

Sandwiched between the Baby Boomers,
ages 49 to 67 and the Millennials, ages 18 to 32,
this generation has higher average annual
incomes than the much-talked about
Millennials and slightly higher than the
Boomers. According to the US Census Bureau,
Generation X had an average annual income of
$50,168 in 2012; while the average annual
income for Millennials was $37,523 and
$49,615 for Boomers.

Boomers and Millennials remain important
to vendors. Millennials are the target for 52
percent of suppliers next year, a 15 percentage
point increase from the prior year. While,
Younger Boomers, ages 49 to 57, are still in the
top three target markets. 
Source : Furniture Today

All Industry Duty Drawback Rates 2014-15
The All Industry duty drawback rates are revised every year and the data pertaining to the same is forwarded regularly to the

Deptt. of Revenue, Ministry of Finance. The duty drawback rates revision for the 2014-15 is due and the data is already forward to
the Deptt. The past duty drawback rates for the last three years are:

Items 2011-12 2012-13 2013-14

Brass Art wares/EPNS 11% or Rs.120/- Per Kg 12.5% or Rs.200/- Per Kg 12% or Rs.216/- Per Kg

Aluminum Art Wares 5.8% or Rs.44/- Per Kg 6.6% or RS.66/- Per Kg 6.6% or Rs.67/- Per Kg

Iron Handicrafts 8.1% or Rs.24/- Per Kg 8.8% or Rs.43/- Per Kg 8.6% or Rs.43/- Per Kg

Stainless Steel 8.1% or Rs.50/- Per Kg 7% or Rs.67/- Per Kg 8.6% or Rs.86/- Per Kg

Glass Art Wares 5.9% or  Rs.38/- Per Kg 8.8%  or Rs.86/- Per Kg 7% or Rs.72/- Per Kg

Wooden Handicrafts 2.9% 3% 4.7%  or  Rs.17.60 Per Kg
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Home Textiles
softer performance by stores

The 3.1% increase in comps disappointed in the fourth
week of June following a 3.3% gain the prior week, as
shopper activity slowed predictably at key channels,
according to the Johnson Redbook Retail Sales Index.
Month-to-date, June was up 3.3% compared to June of last
year, relative to a target of a 3.8% gain. Month-over-month
showed a 1.7% drop, compared to a target of a 1.3% drop.
June is a five-week month on the retail calendar, ending on
July 5. Catlin Levis, Redbook analyst, explained that both
department and discount store formats turned in softer
performance compared to the previous week. But, she
added, this is a normal time of year for retailers to
experience a seasonal lull.

“Some retailers said their seasonal inventory is slightly
higher than they would prefer at this point in the cycle,”
Levis continued. “However, they continue to expect sell-
throughs during the hot weather as more customers buy
according to immediate needs. As we are approaching July,
many retailers already are marking down merchandise in
orders to create traffic and lure customers.”
Source : Home Textiles Today

Hispanic homeowners increase
despite the recession in US

averagely spend  $3,000 more on furnishings

The American dream of homeownership is very much alive
among Hispanics. Three-fourths of Hispanics think buying a home
is the best longterm investment and 56% believe a home is a
symbol of success, according to a Nielsen report. Census data
shows that 46% of Hispanic households are homeowners,
compared with 64% of the general population. And while nearly
half of Hispanics owned a home in 2006, prior to the recession,
the total number of Latino households has actually increased by
nearly 600,000. That’s due to the sheer net growth in the number
of Hispanic households —more than one million — during the
same period. A recent survey by Fannie Mae, the Federal National
Mortgage Assn., reveals that Hispanics are enticed by the financial

benefits of homeownership. Nine out of 10 think owning a home
provides a sense of security, a good place to raise children and
the best investment plan. Another eight out of 10 believe
homeownership is the best way to save for retirement and to
have flexibility in future decisions. Three-fourths of Hispanics say
owning a home provides the best overall tax situation.

Today’s economic realities plague U.S. Hispanics. Sixty-eight
percent think it would be difficult to obtain a home mortgage.
That’s compared with 51% of the general population that believe
it would be challenging. Even so, Hispanic renters are more likely
than all renters to think owning makes more financial sense, per
Fannie Mae. And, seven out of 10 Hispanic renters say they plan
to purchase at some point in the future. Research shows that new
home buyers bode well for the furniture industry. The average
new home buyer spends $3,000 more on furnishings than a
household that doesn’t buy, according to the National Assn. of
Home Builders. And the furniture spending continues for two
years after buying. Source : Furniture Today

US Economy
could lose billions in Port shutdown

The US economy could lose as much as $2.5 billion a
day if a prolonged shutdown of West Coast container ports
takes place, according to a study conducted jointly for the
National Retail Federation and the National Association of
Manufacturers by economists at the Interindustry
Forecasting Project at the University of Maryland.

Negotiations for a new contract agreement, which
would cover about 13,600 dockworkers at 30 ports
stretching from San Diego to Bellingham, Wash., are taking
place between the Pacific Maritime Association,
representing the ports, and the International Longshore and
Warehouse Union.

According to the study, a five-day stoppage at the ports
would reduce US gross domestic product by $1.9 billion a
day. A 10-day stoppage would slash GDP by $2.1 billion a
day, and a 20-day stoppage would cut into GDP to the tune
of $2.5 billion a day. Source : HFN


