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Haines and Mirage make it work

By Emily J. Cappiello

hen one of the hipgest
distribution compa-
nies in flooring went

under in 2007, hardwood sup-
puier Mirage was left to find new
distributors, One of the compa-
nies Mirage chose to fill the void
was ].J. Haines, renked MNo. 1 on
FCW's top 25 distributor list. but
Mirage neeced to make some ad-
ju.‘r‘.:l.Lll:’.lL‘h. “Hairws' ﬁ.mlpliul wWas
different, so we had tomake dis-
tributien changes. It also carried
differeat product lines, but Haines
had a bigger customer base and
we would be able to reach more
people by partnering with it,” said
Chris Thompson, vice president of
sales and marketing for Mimge.
Bruce Zwicker, president of ] J.
Haines, undarstood that it wasn't
ging tn he sasy for Mirage o deal
with the distribution shift, as well
as the deteriorating market, but he
welcomed Mirage with open arms.
“The decision for Haines [to carry
Mirage] was relatively straightfor

ward. [t has a high-end line
with great brand recogni-

lzd by an excellent manage-
ment team,” Zwicker said.

As time went an and
Mirage and Haines
worked together to
overceme initial chal-
lenges. the companies
realized that they had quite a bit
in common. “T think Mirage saw
a I ll.qu‘r,t: when # looked al
us,” Lwicker said. “We [both] have
strong principles, strong organiza-
tions, high-quality preducts and
a high service medel.” Thompson
credits commitment and involve-
ment from the distributer’s man-
agement beam with helping his
company get acquainted. “T knew
that I would be able tocount on
Haines for service and support.
Haines foevaes on representing
cur lires the way we want them fo
be represented, 5o we can put our
focus elsewhere,” Thompson saic,

Lwicker agreed, adding, “We
worked together with Mirage so

thet everyone understood
%A that our sales team de-
ployment and philosophy
2| matched their approach to
the dealer and consumer.”
Mow with Haines for
more than a year,

m il’ﬁgﬁ Y Thompson is glad the

company made the
move, “Cur relation-
ship with Haines is excellent. It is
very well managed from the top
all tlwe way Ao ared 1L has Lee-
mendous staff in place in all faczts
of the business,” he said.

The expanded customer base is
also serving Mimge well — its
products now penetrate the retail,
ouilder and construction markets,
“For Mirage, attractions of doing
business with Haines are our
staying power and our coverage,
We don't need to be the largest, just
the hest. We make meney even in
pad times; we are financially
conservative and strong; we focus
an what we do best; and we willbe
arourd fora long time,” Zvricker
added.




