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The home furnishing industry stands apart from
many other consumer goods due to its distinctive
purchasing dynamics. That's because furniture
purchases are often a significant investment
that blends aesthetic preferences, practical
needs, logistical factors and long-term lifestyle
considerations.

This complexity creates specific marketing
challenges that industry professionals must
navigate to effectively connect with consumers
and drive purchasing decisions.

That's where direct mail marketing helps
deliver home furnishing dreams.

The U.S. furniture market is projected to
generate over $274 billion in revenue
this year.

Source: Statista, 2024
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Bringing direct mail
solutions to the table

What's unique about the marketing of home
furnishing products?

B High-consideration purchases. Furniture represents
a significant investment for consumers. And unlike
impulse buys, these purchases involve lengthy
decision cycles with multiple touchpoints.

B Tactile nature of products. Furniture shoppingisa
sensory-evoking experience. Consumers want to feel
fabrics, test comfort and see true colors and textures.

B Visualization hurdles. Consumers may struggle to
imagine how pieces will look in their actual spaces.

B Size and logistical concerns. Furniture’s physical
dimensions and delivery logistics add complexity to
the purchasing decision.

B Longreplacement cycles. Unlike fashion or
technology, furniture typically remains in homes for
years, raising the stakes of their commitment.
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Modern consumers aren't simply shopping for sofas,
tables or accent pieces. They're curating environments
that reflect their identity, enhance their comfort
and tell their unique story through carefully selected
furnishings. And direct mail creates a physical
connection that perfectly complements the high-

consideration, tactile nature of furniture shopping.

By delivering compelling visuals and targeted
messaging directly to potential buyers in the comfort
of their homes, direct mail bridges the gap between
digital browsing and in-store experiences, providing
a powerful touchpoint that resonates throughout the
extended furniture buying journey.

Unlike fleeting online banners or Facebook ads,
physical mail pieces remain in homes longer, giving
furniture brands extended opportunities to showcase
collections, allowing prospects the time they need to
make thoughtful purchasing decisions about pieces
they’ll live with for years.
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With careful execution, home furnishing retailers can elevate
direct mail from simple promotional pieces into compelling
invitations for consumers to reimagine their spaces.

el

Here's your blueprint for an effective direct mail
marketing strategy:

Perfect your targeting. Develop detailed customer personas that reflect your audience’s furnishing needs,
style preferences and aspirations. By identifying who you're speaking to, you can ensure your direct mailinvestment
reaches the people most likely to respond to your furniture offerings.

= Define distinct segments. Are you targeting first-time homebuyers furnishing from scratch, empty
nesters redesigning spaces or urban apartment dwellers seeking multi-functional pieces?

= Understand motivational drivers. Is your audience pursuing comfort and coziness, status and luxury,
or sustainability and ethical furniture production?

® Create customized content. Each segment requires language and messaging that speaks directly to
their specific home furnishing goals and aesthetic sensibilities.
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Make a lasting first impression. Shopping for furniture is visual
and tactile, so your mail pieces should be too. Your direct mail creates a crucial
first physical connection with potential customers, setting expectations for
the quality and experience your furnishings will bring to their homes.

m  Select the right format for your message. Choose = Maintain brand consistency. The more familiar
postcards for promotions and store events, catalogs for customers are with your brand, the more likely they
seasonal collections, dimensional mailers for premium are to choose you over your competitors. From color
lines, and brochures for room-specific showcases. palette to typography to brand voice, ensure there's
Match the format to both your message and the instant brand recognition when your postcard or catalog
customer’s stage in the buying journey. arrives.

=  Showcase transformation. Use high-quality ®  Create compelling CTAs. Be clear on your next steps
photography featuring styled rooms that demonstrate for prospects — and be creative too. For example, invite
the transformative power of your furniture. Consider recipients to bring the mailer to your showroom for
split-page designs showing spaces before and after personalized styling advice or scan a QR code to view a
being furnished with your signature pieces. 360° visualization of featured furniture.

® Elevate through materials. Select paper stocks and
finishes that reflect your brand quality. For example,
a premium furniture retailer might use heavyweight

cardstock with subtle texture to suggest the feeling of 702 of marketers agree that

fine upholstery fabrics. paper stock quality has an impact
on brand impressions and campaign
performance.

Source: 2024 Direct Mail Marketing Benchmark Report, Sequel Response
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Synchronize mailings with the furniture
buying cycle. Timing your direct mail campaign is critical.
Understanding when consumers are most receptive to furniture

messaging can dramatically improve your response rates and
conversion success.

®=  Consider decision timelines. Send inspirational pieces early in the
consideration phase, followed by more specific product information
as decision time approaches.

= Align with key furnishing periods. Target new movers shortly after
closing dates, reach out during traditional home refreshing seasons
(spring and fall) or time campaigns around major life transitions.

= |ncorporate the seasons. Promote outdoor furniture collections as
warm weather approaches or showcase cozy sectionals and accent
pieces before winter nesting season begins.

= Develop irresistible offers. To further entice prospects, consider
adding offers like complimentary interior design consultations,
white-glove delivery for first-time buyers or special financing
options on complete room packages.

Nearly 1/3 of consumers engage with direct mail every day.

Source: 2024 Direct Mail Marketing Benchmark Report, Sequel Response
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Create an omnichannel shopping experience. integrate your direct mail

with digital touchpoints to create a cohesive journey and strengthen customer engagement.

Implement visualization tools. Let prospects see how furniture pieces would look in their
actual spaces through AR technology accessible via QR codes.

Develop dedicated landing pages. For each collection featured in your mailers, create its
own online real estate. Use the space to provide additional product details, coordinating
accessories and easy purchasing options.

Connect with in-store experiences. Have a brick and mortar retail location? Offer
appointment scheduling through personalized URLs (PURLSs).

41% of today’s companies spend
over 25% of their marketing
budget on direct mail.

Source: Lob, 2024
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Measure and track results. Track specific
metrics to refine future campaigns. For example, you can
use this intel to develop targeted follow-up campaigns,
such as sending a personalized lookbook to someone
who browsed bedroom collections online after receiving
your catalog, but hasn’t yet made a purchase.

m Test different creative approaches. A/B test different
headlines, photography styles and calls to action to
see what generates the strongest response.

= Monitor engagement across channels. From direct
mail postcards to brochures, which channels drive
purchases versus online browsing?

= Analyze purchase patterns. Leverage data to best
understand which products convert to sales and at
what price points.



From inspiration
to installation

Direct mail provides home furnishing brands with a powerful
marketing tool, offering a tangible way to sell the look and
feel, and inspire consumers to transform their homes with
your products.

Why integrate direct mail into your home furnishings
marketing strategy?

B Attract qualified new customers cost-effectively

B Stay present throughout the extended furniture
buying journey

B Turn browsing behaviors into purchasing actions
B Build loyalty with existing customers

B Reconnect with previously active shoppers

On average, consumers engage with
companies across 8 channels.

Source: State of Marketing, 9th Edition, Salesforce
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Expert guidance for
home furnishing brands

Looking to elevate your direct mail strategy? With over 25 years
of experience in marketing specifically for home furnishing
brands, the LS Direct team understands what motivates
furniture buyers and supports our clients with proven solutions
to build engagement and drive conversions.

Home Furnishings

= 25+ million pieces mailed
$800+ million revenue created
$15iR0As

Using. predictive analytics and proprietary data to identify
furniture shoppers most likely to purchase, our Boomerang
direct® program allows us to place targeted follow-up materials
in the mail the very next day.
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REACH OUT

to request ademo,
and discover

how LS Direct’s
solutions deliver
proven, measurable

ROl while expanding

your brand’s reach in
the competitive
home furnishing
marketplace.




