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COMPANY PROFILE
Nourison is a leading global floor covering company 

that produces extensive collections of area rugs, 

broadloom carpet, and home accessories at multiple 

price points from low to mid-market to luxury. 

Nourison is one of the few fully vertically integrated 

companies in its segment, overseeing almost every 

aspect of the manufacturing process. As a result, 

the company boasts exceptional speed-to-market, 

shipping more than 95 percent of its product orders 

within 48 hours. The focus on customer service has 

helped Nourison become a valued partner within the 

home furnishings and hospitality industries to both 

retailers and interior designers.

Nourison was founded in New York by brothers 

Alex, Stephen, and Paul Peykar in 1980, and remains 

a family-owned company. This year, Nourison is 

proud to be celebrating another in a long list of ARTS 

nominations in the category of area rugs. Here, 

Director of Marketing & Digital Strategy, Giovanni 

Marra, shares the finer points of the company’s 

successful formula.

Please recap the year in the category of 
area rugs. How did it perform and what 
were the driving trends?
Our category continues to do well but market 

dynamics continue to change. The abundance of 

cheap rugs sold online continues to put downward 

price pressure on the category. We need to continue 
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to produce products with greater perceived value to 

be competitive at the lower end. 

The higher-end of the category continues to do well. 

We released several new styles of handmade products 

that were successful. Custom and one-of-a-kind 

products were also strong sellers.

What were your product success stories 
this year?
We were successful mostly at the higher-end and 

lower-end price categories. Our higher-end styles 

like Divine and Prismatic set us apart from our 

competition, since these qualities are difficult to 

replicate because of our craftsmanship expertise. 

We also did well with lower-end styles like Celestial 

and Aloha that are 

on-trend and offer 

tremendous value for 

their price points. 

What elements 
to your product 
presentation 
demonstrate your 
signature style?
Nourison has always 

strived to offer more 

value in our products 

than our competitors. Having our own factories for 

many years has allowed us to hone our craftsmanship 

and develop exceptional products at competitive 

price points. 

Collections like Divine are crafted with our signature 

herringbone weave that we first introduced in our 

Nourmak collection over 20 years ago. 

These products offer our customers 

unique looks that would normally cost 

thousands of dollars more. 

Did your company implement 
any significant changes this 
year that contributed to this 
recognition?
We hope that our constant drive to 

develop new looks and innovative 

constructions have helped garner us 

this recognition. 

How have you demonstrated vision and 
leadership this year?
There are times when we have led the market 

and other times when we have had to catch up. 

Regardless, we have always tried to support our 

customers with strong service and sellable products. 

We try to be fair with everyone and appreciate all our 

customers. Hopefully this approach is valued and 

continues to bring us success.

What can customers expect to see moving 
forward?
Innovation, innovation, innovation. We will continue 

to develop unique looks, styles and patterns that have 

greater perceived value at every price point.

Please offer your thoughts on this latest 
nomination and what it means for your 
company.
We are honored to be nominated again. This is a 

packed industry with many talented players. We 

feel privileged to have been selected by the ARTS 

community. 

 CONTACT
5 Sampson St., Saddle Brook, NJ 07663
800-223-1110 (outside NJ)

201-368-6900 (within NJ)

info@nourison.com
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As a four-time ARTS winner in the category of 
single-location furniture store, IBB Design Fine 
Furnishings sets a high standard for excellence. As a 
full-service boutique and design firm, IBB is known 
for offering high quality products and fashioning 
color-infused spaces.

Once an interior design solo effort on the part of 
designer Beth Rafferty, the business she founded 
more than 39 years ago has since grown into an 
impressive destination encompassing 90,000 sq. ft. of 
furnishings and staffed by more than 35 professional 
designers. 

This Frisco, TX standout offers a diverse mix 
of name-brand home furnishings and unique 
accessories hand-selected from markets around the 
world. IBB also features the exclusive Shay Geyer 
Collection, including specialty and custom fabrics 
and upholstery, hand-woven rugs, fine art, indoor/
outdoor pillows and exquisite permanent botanicals 
and florals. Regarded as “The place to shop for 
furnishings with style and luxurious designer details,” 
IBB celebrates its latest ARTS nomination this year. 
Owner and designer Shay Geyer provides her insight.

It would be hard to envision a 
more challenging year for the retail 
community, but how has your 
company been able to thrive? 
We are very fortunate that our business is diversified. 
Even though we had to shut our retail store down 
for a period of time, homebuilding never slowed, 

so our clients were still proceeding 
with projects and special orders. 
This also kept us in a good cash flow 
position to keep ordering inventory 
for our store. It has allowed us to 
continue having a steady stream of 
new merchandise flowing in, which 
has been advantageous for us as we 
navigate long lead times throughout 
our industry.  Our business model of 
selling off the floor has been incredibly 
popular for consumers as well as 
interior designers doing business with 
us during these unprecedented times. 
The most challenging job is that of 
our visual merchandisers trying to 
refresh our floor. New merchandise is 
often selling as soon as our team gets 
it unboxed; it doesn’t even make it out 
onto our floor!  

What have been your 
greatest accomplishments 
during the past year?
Our greatest accomplishment over the 
last year has been hiring new designers 
and team members for #teamIBB.  It’s 
very rewarding to be able to see and 
measure our growth.  

How have your customers 
responded to shopping 
during the pandemic? 
Our area has been booming with new 
home building and remodeling, so 
our store has been busy with new and 
repeat clients eager to give their home 
a new look. With 90,000 square feet to 
shop, it was easy for us to implement 
safety measures to give our clients a 
shopping experience that they could be 
comfortable with. 

What’s your message to 
the members of the ARTS 
community on this nomination and 
what it means for your business?
We are so honored and humbled to be nominated for 
this very prestigious award again this year. It means 
so much to each and every member on #teamIBB to 
be recognized by our peers. We are truly humbled by 
the support from our industry. We are proud to be 
members of ARTS and applaud what they do for  
our industry.

 CONTACT  
5798 Genesis Ct. | Frisco, TX 75034 
214.618.6600 | 800.355.9195  
info@ibbdesign.com 
www.ibbdesign.com

IBB DESIGN FINE FURNISHINGS
FURNITURE STORE – SINGLE LOCATION
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Last year, Jaipur Living captured its third ARTS Award 

win in the category of area rugs – they also picked up 

a Green Award; this year the dynamic, multi-faceted 

company once again returns as a finalist. One of the 

key ingredients to its success comes from listening to 

its customers, with the ultimate goal of elevating their 

buying experience. Jaipur Living defines its success as 

an ongoing process of improvement, sustainability, 

quality and artistry. Here, president and CEO Asha 

Chaudhary, elaborates.

Please recap the year in your category. 
How did it perform and what were the 
driving trends? 
We’ve seen double-digit growth again this year 

because we are focused on serving Jaipur Living’s 

core customer base. We listen to them.  They’ve 

come to rely on us for on-trend designs in every rug 

category – from heirloom-quality hand-knotted to 

easy care power loomed.  As far as driving trends, the 

indoor-outdoor category did very well for us this year 

and I think it’s fair to say we’ve become an industry 

leader in this category.  We saw a return in popularity 

for updated traditional designs – as well as lots and 

lots of gorgeous texture!  

What were your product success stories 
this year?  

The hand-tufted Genesis collection of contemporary 

and sophisticated rugs continues to be a success 

story for us. Jaipur Living’s first printed rug collection 

– Boheme – debuted this summer, delivering the 

popular antique look of fine hand-knotted rugs at 

an accessible price point. Award-winning designer 

Kavi debuted three hand-knotted collections at High 

Point, and they were very popular with designers.  

The Indie collection of indoor-outdoor rugs, and the 

abstract, power loomed Valor collection were also 

very well received.

What elements to your product 
presentation demonstrate your signature 
style? 
We want to inspire interior designers, and that’s what 

we have in mind when we prepare our showroom for 

market and in planning our events. That’s who we 

have in mind in planning our catalog – and really all 

our tools and materials. What do our interior designer 

partners want and need? What’s going to educate and 

inspire them? How can we 

continue to be the brand 

they look to and rely on to 

get excited and inspired? 

One of the things we 

know about our interior 

designer partners is they’re 

constantly looking for 

creative inspiration. At 

market, rather than thinking 

about just hanging rugs, 

we really think about the 

overall sensorial experience. 

How can we make it a place that you just enjoy being 

in and get excited by being there? 

Outside of markets and catalog we’ve also been 

focused on connecting with designers digitally. We 

have a new blog called Mood, and we’ve made a 

big investment in social media and digital. We want 

designers to think of us as more than just a company 

selling rugs; we want to be their creative partner.    

Did your company implement any 
significant changes this year that 
contributed to this recognition?
We want it to be easy and enjoyable to do 

business with us and so we’ve invested a lot in our 

customer buying experience in terms of operations 

and technology.  We simply make sure we are 

continuously working hard to create a very high-

quality product at a tremendous value. We believe 

our focus in this direction has helped increase 

our customer base, and build more loyalty with 

our existing partners – it is the reason they keep 

returning. 

How have you demonstrated vision and 
leadership this year?
Purposeful leadership is at the heart of who we are as 

a company. Our goal has been to keep educating our 

customer. In this current age of “fast fashion” moving 

machine-made rugs, we have been committed this 

year to finding ways to educate our design customers 

and retail partners so that they can educate their 

consumers. We want them to be able to make 

informed decisions. They can do that if they know 

what they’re buying, where it’s coming from, and the 

story behind each product. 

What can customers expect to see moving 
forward?
They can continue to expect an elevated customer 

experience with Jaipur Living. They’ll see us working 

hard to deliver a gorgeous product at a great value. 

We’re going to continue to follow the passion we have 

for people, product and design that helps support 

and uplift the artisan community we partner with in 

India and helps create beautiful lives.

Please offer your thoughts on this 
nomination and what it means for your 
company.
It’s nice to be recognized and nominated for this 

award. We’re so appreciative. For us, it validates our 

efforts to do the right thing, and to add value to our 

customers and artisans. 

 CONTACT
1800 Cherokee Pkwy.

Acworth, GA 30102

888-676-7330 / info@jaipurliving.com

www.jaipurliving.com
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to produce products with greater perceived value to 
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Family owned and 
operated for 47 
years, The Buh-
mann Group rep-
resents Uttermost 
for Texas, Arkansas, 
New Mexico and 
Oklahoma. The 
company’s Court-
ney Komlosi has 
been a part of the 
Uttermost family 
for over three de-
cades, with over 16 
of those years as its 
sales representative. Here, she reflects on her first ARTS 
nomination as sales representative of the year for the 
Midwest/Southwest Region.

Why have you been a perfect fit for 
Uttermost?
I think it’s my outgoing spirit and ability to relate to the 
store buyers and designers. I love being able to help 
them find beautiful products from the Uttermost collec-
tion to turn their wish lists into reality.

What excites you about your role in 
the industry?
I love that sales reps create waves of new ideas to get 
products to the customer-even in today’s difficult busi-
ness circumstances.  

What’s your reaction to this award?
It’s a humbling experience to be appreciated and rec-
ognized by the people I work with. I have tremendous 
respect for what Uttermost has come to represent in 
the industry, and I am honored to be part of their ever–
growing family. It’s been an amazing partnership!

  CONTACT 
The Buhmann Group
Dallas World Trade Center
2050 North Stemmons Freeway | Suite 10021
Dallas, TX 75207
214.747.3151 | courtney@buhmanngroup.com
www.buhmanngroup.com

PROFILE
“The role of a rep is so much more than sales. Fully 
supporting my accounts in all aspects and finding 
creative ways to resolve challenges that arise is what 
I find most exciting,” says Ken Grillo, co-founder of 
Grillo Group. Representing some of the leaders in 
lighting-most notably Quoizel and Savoy House- 
Grillo brings an exceptional level of business acumen 
to the table. For his efforts, he has been nominated for 
his first ARTS award this year.

Why are you a perfect fit for the lines 
you represent?
I’m passionate about the job, and want to do every-
thing to the best of my ability. This thought process 
brings value to both sides-the customers I call on as 
well as the factories I represent. Whether it’s a replace-
ment glass or facilitating the particulars of a large or-
der, I treat it with the same level of attention and care.

How much harder was your job 
during the past 18 months?
It was certainly challenging getting through the back-
logs, but exciting to witness the rebound of growth in-

the lighting showrooms! 
Seeing that come to life 
has been inspirational. 

Fortunately, the lines 
I represent are deeply 
committed to invento-
ry, so we didn’t feel as 
much pain as others. I’m 
extremely grateful to this 
commitment on their 
parts.

What is your  
reaction to this 
nomination?
As this is still early in my career as an independent 
agency, I am absolutely humbled by this recognition. 
You never think of something like this in the day–to–
day world of business. I’m proud to be recognized for 
wanting to do things right and thoroughly.

I can honestly say that being a rep is a rewarding posi-
tion to hold; I don’t feel like any day has been repeti-
tive. In this wonderful industry, there are always new 
and exciting challenges that come your way.  

 CONTACT
customerservice@grillogroup.net
908.941.0189
www.grillogroup.net

COURTNEY KOMLOSI
SALES REPRESENTATIVE
 MIDWEST/SOUTHWEST REGION

What are your business’ points  
of distinction?

• Being a resource for unfettered inspiration. This is 
rooted in setting high standards when it comes to the 
overall ambiance of our showroom as opposed to the 
quick sale and easy turnover type product mix that 
our competitors value. The more mercurial balance 
of a fab velvet MCM sofa and amazing deep oxblood 
leather on a pair of sculptural chairs ensures our shop 
screams design lab with an art gallery bent.

• Presenting a thorough, thoughtful perspective.  
Considering the showroom is located in a beautiful 
old home, we have to work extra hard to consider 
how the space feels and how product reads to anyone 
visiting. We enjoy merchandising and layering design 
elements to tell a story and provide shoppers with new 
perspectives on colors, patterns, and materials. Just 
like our firm strikes a balance with a client project, 
we aim to do the same in each showroom vignette.  
Facilitating relationships with various vendors bolsters 
our ability to do this-furniture, art, lighting, rugs, 
accents and small gifts-they all play a role.

• Thinking ahead of the curve.  We always want to 
be the "people on the move,” thus great attention is 
paid amongst our team to represent this in our design 
showroom and client work. The same mentality goes 
to our creative initiatives to propagate interest in our 
space! Our inclusion of a Candle Studio this last year is 
a great example of this. Encouraging new people into 
our space is a fun way to engage with our community 
and reach a variety of people who might not otherwise 
take the time to shop us. 

How did the pan-
demic alter your  
business plan?
If nothing else it solidified 
our drive to continue to 
grow the relationship 
we have with clients and 
customers to ensure their 
experience with us is the 
best it can be. We found 
creative ways to foster 
closer relationships with our vendors and customer 
service personnel too-which ensured that we can speak 
intelligibly to what people should expect when shopping 
and working with us. Communicating clearly and being 
very transparent have always been key to our success, 
and this motivation is just as strong now as it ever was.

What is your reaction to this nomination?
We are so honored to be nominated. We work hard to 
do what we do, and in the last handful of years have 
really found strong footing in working with other young 
designers to advocate for the ways that a showroom 
presence with product sales as a focus can revolutionize 
how you grow. At no time in the history of interiors and our 
economy has this been truer, and we are excited to be seen as 
a company who is really always striving to do it right.

IN DETAIL INTERIORS
DESIGN SHOWROOM- GULF COAST

 CONTACT 
Cheryl Kees Clendenon, President & Creative Director 
Liz Lapan, Showroom Manager 
1514 North 9th Ave | Pensacola, Florida 32503 
850.437.0636 | www.   indetailinteriors.com

KEN GRILLO
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