- C3J

CONTRACT |gXeJela{ii{e] JOURNAL
Edltor s comment

RECESSION: WHA T WILL YOU CUT?

OORING manufacturers’ 2009 budgets have been the
subject of unprecedented scr utiny and soul-sear ching.
The question often dominating boar droom discussions
is: What can we cut?: Payroll (redundancies), pr oduct
development or prices (incr edibly, one firm is charging more)?

Also frequently for the chop are marketing and advertising,
exhibitions and, sadly, training (which is simply shor t-sighted).

Of course, ther e is uncertainty and worry how to survive the
slump. But, as night follows day , there will be a recovery and a
strengthening economy. Whether it happens this year or next,
flooring businesses must be r eady to grasp oppor tunities in a
future bull market, while also making the best of the cur rent
troubled conditions. Drastic r eductions now could leave your
business ill-pr epared when things improve.

The open secret is that most successful flooring fir ms are
keeping their 2009 adver tising budgets at last year’s levels.
Mindful of what happened during previous downturns, these
businesses have avoided sweeping cutbacks. After the 1992
recession companies that continued with nor mal advertising
and marketing gained significant market shar e from close
rivals, who simply slashed all pr omotional expenditur e.

Exhibitions ar e also axed without a thought. Y ou would think,
therefore, that major flooring shows like Domotex (to be held
this month) will be hard hit by the global downturn. Wrong!

Surprising as it may sound, the number of exhibitors signed
up this year - around 1,350 - is an all-time record, as is the
net display area - 92,500sg m. Over 1,000 of the exhibitors
are from outside the host countr y, Germany, making this a

AS 2009 dawns the media is full of for ecasts
and predictions for the year ahead. Just to be
different, we have decided to quote what
people in the past have said about the futur e:

‘The best thing about the future is that it only
comes one day at a time’ - Abraham Lincoln

For star ters

truly international event, the world’s biggest flooring fair!

Aside from the 260 German exhibitors, India has most
booths (210), followed by China (180). Other countries well
represented are Belgium, Turkey, Italy, the Netherlands and
Switzerland. Even the USA has 36 companies exhibiting.

So what about the pitifully small handful of British fir ms on
show? It's a shamefully missed oppor tunity. The weak Pound
against the Euro and Dollar means there has seldom been a
better time for UK expor ters. Exhibitors at Domotex will face
an expected 40,000 visitors, many key decision-makers.

The few major UK flooring firms that do regularly attend this
event report highly encouraging results, often making contact
with valuable new customers fr om far-flung countries that
they’d have other wise never met and picking up big orders.

And if you are seeking exper t guidance, CFJ is the only
flooring magazine which over many years has consistently
offered readers valuable business advice. For example, in
this issue, ther e are excellent ar ticles on expor ting from
Peter Allan (page 22) and on marketing from Leo Aspden
(page 24). Take a read before you cut your budget again.
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ALAN BAKALOR, Editor
Email: alancfj@btconnect.com

‘Do not dwell in the past, do not dream of
the future. Concentrate the mind on the
present moment’ - Buddha

‘Losers live in the past. Winners lear n from
the past and enjoy working in the present
toward the future’ - Denis Waitley

Points of view, the r eaders’ forum, is on page 8
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