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Wood Flooring Sales Predicted To Grow

An affinity for wood has been one of the key factors for the boom in the hardwood flooring industry, reports the president of the nation's second largest flooring manufacturer. Mullican Flooring Co. President Neil Poland told attendees at the 2004
Appalachian Hardwood Manufacturers, Inc. Annual Meeting that homeowners like wood. The flooring industry has recognized that over the past 20 years and have developed products and finishes in response. "Why has the hardwood flooring industry grown?" Poland asked. "Hardwood flooring upgrades the value of the home. You look at any newspaper ad with a home for sale, if it has hardwood flooring that is going to be one of the selling features. "The American consumer has an affinity for wood," he said. "Someone gets a nice piece of furniture or they build a bar downstairs and it is out of wood, they want to show it off. It is the same for hardwood floors." The hardwood
flooring industry had $2.9 billion in sales in 2003, about 10% of total floor covering sales. Hardwood flooring sales have doubled in percentage in the past decade. "The thing that I see as a real positive is hardwood flooring is only 3.9% in footage so we've got a lot of room for future growth,' Poland said. "We've got 96 % of floor covering in other products that we can take away from these other guys." Hardwood flooring key selling
points are its durability and look, but also it is clean and hypo-allergenic. "Hard surfaces have a strong selling point to people with allergies," he said. "Carpet is terrible to have in your home. There are doctors writing prescriptions to put wood flooring in for people with bad allergies." Poland said in 1983 hardwood flooring was only a $300 million
industry, less than 2% of total floor covering. The industry exploded in the 1990s and has gotten even stronger over past five years. "We have had just about as much growth in the past five years in dollars as we did in the previous 15 years," Poland said. The two segments of the hardwood flooring industry, unfinished and prefinished, share equally for demand in 2003. Prefinished flooring, however, has become the basis for much of the current growth of the industry and is making hardwood flooring available for more
situations in the home. Poland detailed housing starts and remodels in recent years. Both categories continue to climb along with home size and value. The three factors translate into more business for hardwood flooring as consumers place more value in their homes. "Consumers are demanding a lot more upgrades in their homes and the builders are doing a better job marketing those upgrades," Poland said. "Hardwood flooring is an upgrade
that people want." Mullican offers 15 colors in its range of prefinished flooring with different levels of distressing and handsculpting. The company manufactures unfinished and prefinished in a variety of widths. Poland told the hardwood lumber producers and distributors in attendance that demand for oak hardwood lumber should be stable and even increase in the near future. He said red oak accounts for about 70 percent of the oak flooring and white oak about 30 percent. Poland predicted a gradual increase in demand for specialty species of hardwood flooring. The domestic flooring industry is closely watching the impact of imports. Poland said, however, imports account for $119 million of the $2.9 billion hardwood flooring industry. "It has grown but you have to remember the industry has grown significantly during this same time,' Poland said. The leading exporter to the United States is Canada, with China second and Brazil third. He said much of the Asian and South American flooring products are a design-driven engineered
floor rather than a solid hardwood floor. "When it comes to the solid hardwood floor, they have to import the wood, manufacture the product and ship it back and it is really no cheaper in price than our products,' Poland said. "The amount of volume they can produce is really not that great. The threat we face from China or Russia or wherever is once the infrastructure is in place to get the forest to the manufacturers quicker. At the present time, that does not seem likely." American hardwood flooring manufacturers have an advantage with delivery. The industry has adopted two-week delivery for flooring orders. An audiotape copy of Poland's remarks are available from the AHMI office at (336) 885-8315. Neil Poland
