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1 Ergonomic furniture has also 
become a very lucrative 
sub-sector  of the  market in 
the Midwest, and 
throughout the United 

- States. To improve health 
and safety in the workplace, 
several government and state 
regulatory agencies are considering 
establishing ergonomic standards. 

As well, the escalating concentration 
of aging baby boomers in the U.S. 
has spurred construction of  • 
assisted-care facilities and senior 
housing. Illinois and Wisconsin have 
already seen dramatic increases in 
the number of new assisted-care 
and retirement facilities, and the 

- trend is expected to continue. 

market 	 "W*th .  bU'rg-eônin-. rn-Ci tire 	in 
•tfié'ConfraCt fUrnitUre'ind'ati-ini'ihe 
dém4 "-a-nd  for  SOHO' (S"iriall'OffiÉé/ 
hc:M"é‘ 'office) furnitûre',`,InClUSW;;:','-',,,, 
experts  indicCité that  the  U.S. SOHO 
'Market ii'gro7  Wing-  fciiterthCin',Ci,n'Y 
other segmentwithin  the office  
furnitûre markei.„,■•■/ith  a -population  
close tO that of Canada, and abOve=‘; 
averCige median' family inco- més, thé, 
Midwest stutes present a higher 
probability of home office users, 
which means greater'OpFia' rtunities 
for Canadian eiporters of S0140,.: 
Furniture.; Ready-to-assemble ". 
furn iture is especially popular, and - 
a big seller  is the self-contained' 
home office-in-an-armoire. 
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Opportunifies 
The office fu rn iture business in the 
U.S. has become increasingly 
cornpetitive. Today, a small number 
of large companies dominate the 
market. Best prospects for 
Canadian companies 
therefore exist in the 
expanding niche 
markets, such as 
SOHO (small 
office/home office), 
and higher-end 
office furniture. In 
particular, Canadian 
manufacturers that 
are able to offer a 
compact and 
inexpensive com- 
puter workstation 
can find great 

- 	opportunities in 
this market. 

,Com_petiti. ye,Enyironment co   
rripanie`s.iri the MidWésïéi.lirentl; 

importmost  of  ih7eir'offiCê furniture 
prodticts from s' --  Europe,  «th 	A la a  
al ough, scontraCt_fûrniture:  is 
typicany purchased froM cO-Mpanies 
with  local  repreSentativ'es  and a  
solid repûtation-  in  the Market 
Canadian' fU rniture exporters Should 
coniiderihe U.S. Market al'ncifurar 
extension' of th,  e;dOmestic  market, 

 giyen the size, proXimity to  Canada, 
 similâritieS'  in  maii:ufactu_ring and . 

distribution, and preferential 
conditions,creaHed Under NAFTA. 

Illinois remains the 
brightest area for 
sales of institutional 
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Cduld this be your market? 
Complete report at 

www.infoexport.gc.ca  
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thé'gr.C;Wifî  in  new school COr'istr4ii 
There is ciliCi'cin increasing ani6unt 
Of réfUrbiihing and  ren6Vatinà, 
ocçurring  in the hate! lodging 
indUstry.: This  CaripreSént Rourishing 
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See Potenfial? 
To learn more about these market 
oppounities, the com rt•  
environment, and market   entry - 
strategies, please réad  the full  
report,' The  Conti act Furniture - 
Market in the U.S. Midwest. The  - 
report, prepared b_y the Market 
Research Centre of the Trade 
Commissioner Service, is available 
on-line at - 	 • 
www.infoexport.gc.ca  

Published by the Trade Commissioner Service Marketing Division (TCW) 


