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In the early 90's Nu-Jdea's gross sales were around $2 million annually. My predecessor and late
President of Nu-Idea (Steve Bond) had the foresight that for our company to grow and compete
(as a small company) against large national companies it was imperative that we change our
business model and sell all of the resources we had to offer as a higher level of service. This
higher level of service was nothing propriety, but the willingness on our part to work harder to
earn the customers' business. In short, in our respective market (K-12 education furniture) we
have grown from having less than 50% market share to more than 80%, which translated to $18
million in gross sales for 2018. To really put into perspective, in 2013 (when I became President)
our sales were $8 million.
I made mention of this briefly, but in the mid 90's it became evident that our business model
had to change for the company to survive and to compete against larger companies with deeper
pockets and potentially more resources. At that time our company was more passive than being
proactive in terms of our selling approach with our customers. Keep in mind that 95% of our
business is working with school districts. Twenty-five years ago districts would determine what
their needs were and would solicit a line item bid for any items they needed to procure. With
this method of procurement your business may be awarded somewhere between nothing and
something. In most cases you were awarded very little and at a very low profit margin, which
certainly did not define success in capturing market share or a healthy bottom line. In business
we would alt agree those are two very critical things needed for longevity. As we evaluated our
company we realized some things:
1. We were the only company based in South Carolina that specialized in K-12
education furniture.
2. That we represented more than 300+ furniture lines, which would allow us to totally
outfit a school with classroom, cafeteria, media center, and office furniture.
3. We had a great organizational structure in terms of office staff for sales support.
4. We had our own professionally trained in-house installation as well as our own
company trucks for delivery.
Basically, we had the resources and ability to become a one stop shop turnkey solution for our
customers. At the time our customers were having to do all of the work to determine their needs,
then bid these items out, and they would ultimately end up with multiple vendors using third
party for delivery and installation. All of which lended itself to poor furniture quality and poor
customer service. Around 1997 we were able to convince Beaufort School District to solicit a
request for proposal solicitation for a turnkey furniture provider. The "RFP" method of
procurement incorporated not only the products needed for the schools, but more importantly
included all of the services we were willing to provide as requirements to get the work. We were
awarded the entire contract, which consisted of approximately 10 new schools. This was a game
changer and a milestone for our small company since it changed the way school districts procured

