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Introduction
The dilemma on Haverwood Furniture Inc. case study lies with the recommendation on the increase of the advertising expenditure by $225,000. Besides, the entire amount is meant to be diverted to the consumer advertising program. The president of the firm does not perceive the reallocation of the budget as viable and have a different opinion. According to him, the expenditure in the sales and administration is expected to rise and consequently increase in the accounts and thus the need for an additional sales representative. 
Market Situation Analysis
This section of the article describes the situation in the furniture market that the firm operates. The strengths, weaknesses, opportunities, threats, state of competition, consumer behavior are discusse3d below. 
Company and Brand Overview
Haverwood Furniture Inc. deals with the development and sale of household furniture. The primary emphasis on the company competitiveness is on quality and develops medium to high priced furniture. The firm has various stores in the U.S market that retails high-quality furniture. 
Consumer Behavior 
The consumer behavior in the purchase of furniture depends on some factors including disposable income, necessity, and age among others. The acquisition of furniture is deferrable, and the customers' purchasing decision depends on the necessity. Although the market information is readily available to the customers on various products, the furniture customer lacks the information on what is the effective price charged on the furniture. However, customers attach higher prices to high quality in this industry. Thus, firm’s products are considered to be of standard quality when their prices are relatively higher in the market. The firm uses a medium to high priced strategy in pricing and influencing the consumer behavior through high-quality furniture. 
The necessity majorly involves the purchase of a new house and replacement of the old furniture. As indicated by the case, age also has a significant influence on the consumer behavior of individuals of age 25 to 44 years forming the viable market segment in the furniture market. This group is more inclined to purchase of furniture than the rest of the individuals in the reaming age bracket. 
Conclusion and Strategic Implication of Consumer Behavior 
Furniture customers value quality when making buying decisions. Thus, the firm should focus on developing quality furniture in the market. The firm should differentiate the furniture by use of unique designs to attract more customers (Kitahara & Matsumura, 2012). Age also plays a significant role in furniture demand. Income also influences the demand for the furniture.
The strategic implication of focusing on quality and a new design is selling the brand name and increased demand for the products. Besides, the firm’s share is likely to grow in the U.S furniture industry. Focusing on the taste and preferences of the potential customers in the age bracket with higher demand will enable the firm to adapt to the changing tastes and preferences (Blackwell, Miniard & Engel, 2012). Thus, the firm will have a competitive advantage in the market due to uniqueness and product differentiation. The implication of focusing the medium and high-income earners in the market increases the firm's profitability since the target market is price inelastic. 
Market And Industry
The furniture industry is categorized into three dimensions including the wood, upholstered and others. The upholstered furniture market dominates the furniture industry with 50% sales, would furniture accounting for 40% sales and the other forms accounted for 10% of sales in the year 2007. Over the recent past, the furniture manufacturers have emphasized on quality as a competitive strategy in the industry. The quality control program ranges from the sourcing of raw material to development of quality furniture in the market. Further, unique designs contribute to the competitiveness of the furniture firms in the market. In the U.S market, there are about a thousand furniture manufacturers. However, only 10% of the manufacturers contribute to a third of the overall industry dollar sales
Competition 
Competition plays a significant role in the performance of a firm. A saturated market causes a low demand for a firm’s products whereas a market dominated by a few competitors results to a higher demand for a firm’s products. Haverwood Furniture Inc. competes with the likes of Furniture Brands Inc., La –Z-Boy Inc, Sauder Woodworking Company, and Ashley Furniture Industries among others. However, Haverwood Furniture Inc. is not among the leading furniture firms in the U.S market. 
Furniture exports do not contribute significantly to the furniture market. However, imports account for 30% sales of the industry. More so, the U.S furniture firms outsource some furniture manufacturing from foreign markets. The imports have a significant influence on the local products market. The imports reduce the prices of the furniture in the U.S market and have caused closure of business by some firms from the year 2000 to year 2007. 
SWOT Analysis 
SWOT analysis enables a firm to establish the strengths and weaknesses of operating a business as well as establishing the opportunities and threats that face a firm. The analysis gives a firm a competitive advantage in taking advantage of the available opportunities and implementing strategies aimed at overcoming threats. Haverwood Furniture Company SWOT analysis is described below.
	Strengths
· Quality and unique furniture 
· Pricing power
· Adequate raw material 
	Weaknesses
· Less brand recognition
· Less market share in the U.S market 

	Opportunities
· Emerging markets
· New products
· International expansion 
· Use of technology 
· Import of cheaper raw material 
	Threats
· Change in taste
· Mature markets
· Substitute products 
· Stiff competition 






Conclusion and Strategic Implication of the SWOT Analysis
The firm has an opportunity to expand into new markets both locally and in the international markets. The current business environment has stiff competition from the competitors and expansion strategy has the potential to increase the sales revenue and profitability of the furniture business. Development of unique designs in the market reduces the threat of substitution and enables the firm to thrive in the competitive environment (Kitahara & Matsumura, 2012). 
The strategic implication of expansion and development of unique designs has significant potential to increase the sales revenue to the firm. However, the two strategies require funding and the firm opted to review the allocation of resources to accommodate these strategies in the budget. 
Problem Identification
The problem that Haverwood Furniture faces concern the budget of the preceding year (2008). The firm faces a dilemma on whether to increase funding for consumer advertising or to hire a sale representative to handle the rising number of accounts due to increased customers. Thus, the firm seeks the optimal alternative for the year 2008 budget in meeting the rising demand and achieving the communication objectives. 
Discussion Questions
1.  The broader furniture industry is characterized by three categories including wood, upholstered, and casual furniture. Of the three categories, wood furniture accounts to the largest sales. 
2.  Consumers value quality when making buying decisions. Further, durability, fashion, and trends influence their behavior towards a furniture product. The quality of a piece of furniture reduces the customer’s bargaining power as prices are determined majorly on the quality and designs. The furniture business brands are differentiated by developing unique designs. 
3. The prospective roles of sales promotion, advertising and personal selling in the furniture industry are creating the awareness of the products and selling the brand name (Marshall & Johnston, 2015). Creation of awareness among the potential and existing customers increases the demand for the furniture. Firms can convince the customers on the uniqueness of their furniture and attract customers to the firm. 
4. The objective of Haverwood’s communication program is to reach for more customers as possible and increase the demand for furniture. The company employs advertising channels such as the use of shelter magazines such as southern living, better homes, and gardens among others. These platforms enable the customers to understand different furniture developed by the firm as well as communicating the unique features of the furniture. The promotional objective is to increase the sales of the firm’s furniture. The potential customers are informed of the development of new designs of furniture developed by the company. 
5. The objectives can be translated into communication objectives by distributing furniture that meets the customers’ expectation in the market. Customers’ satisfaction usually results to a repeat business and referrals where satisfied customers pass positive message concerning the furniture developed by the firm (Richardson, 2015). Consequently, the firm increases the sales revenue as well as the profitability of the business. Further, the positive image attracts customers to the firm and consequently increases the firm’s market share in the furniture industry.
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