
TraciConnell

@jointhegloss

THE BEST WAY TO SC ALE YOUR INTERIOR DESIGN BUSINESS:  
FOLLOW TRACI’S  FIVE STEP PROVEN FORMUL A TO INCREASE 
YOUR REVENUE EXPONENTIALLY BY BECOMING A FURNITURE 
RESELLER
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UNDERSTAND AND LEVERAGE
WHOLESALE FURNISHINGS
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Modules
Module 1:  Pivoting Your Business Mindset

Module 2:  Transitioning from Buying Retail to Wholesale

Module 3:  Outreach to Vendors/Manufacturers

Module 4:  Pricing your Furnishings and Design Fees

Module 5:  Processes and Systems for Expansion

Module 6: Wrap Up: Summarizing for Success
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Pivoting Your 

Business Mindset

M O D U L E  1
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A. MINDSET
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GO FROM SMALL BUSINESS TO BIG BUSINESS
Forget the “Build it and they will come” mentality.

A. MINDSET
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B. DIFFERENCE BETWEEN CONSULTANCY & FURNITURE BUSINESS MODELS
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Re ve n ue  G o a l s  v s  Ti m e

B. DIFFERENCE BETWEEN CONSULTANCY & FURNITURE BUSINESS MODELS
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20% on RETAIL furniture pieces

Consultation
Fees

20% 
Mark Up

Example 1: Purchasing a $4000 Sofa Retail +20% Markup

Retail Price
Designer Price (10% 
Discount) Mark-up Client Price Profit Actual Profit

4,000.00$   3,600.00$             720.00$                4,320.00$    720.00$       400.00$         

Versus

Retail Price
Designer Price (60% 
Discount) Mark-up Client Price Profit

4,000.00$   1,600.00$             896.00$                2,496.00$    896.00$       

Example 2: Furnishing a full living room at Retail + 20% Markup

Retail Price
Designer Price (10% 
Discount) Mark-up Client Price Profit

25,000.00$  22,500.00$           4,500.00$             27,000.00$  4,500.00$    2,500.00$       

Versus

Retail Price
Designer Price (60% 
Discount) Mark-up Client Price Profit

25,000.00$  10,000.00$           6,500.00$             16,500.00$  6,500.00$    

Retail Furniture Purchasing versus Wholesale Furniture Purchasing

Purchasing a Wholesale & Sold at the Same Price

Purchasing a $4000 Sofa Wholesale & Sold at the Same Price

B. DIFFERENCE BETWEEN CONSULTANCY & FURNITURE BUSINESS MODELS

Example 1: Purchasing a $4000 Sofa Retail +Markup

Retail Price
Designer Price (10% 
Discount) Mark-up Client Price Actual Profit Client Savings

4,000.00$   3,600.00$             400.00$               4,000.00$   400.00$      $0.00

Versus

Retail Price
Designer Price (60% 
Discount) Mark-up Client Price Actual Profit Client Savings

4,000.00$   1,600.00$             896.00$                2,496.00$    896.00$       1,504.00$       

Example 2: Furnishing a full living room at Retail + Markup

Retail Price
Designer Price (10% 
Discount) Mark-up Client Price Actual Profit Client Savings

25,000.00$  22,500.00$           2,500.00$             25,000.00$  2,500.00$    $0.00

Versus

Retail Price
Designer Price (60% 
Discount) Mark-up Client Price Actual Profit Client Savings

25,000.00$  10,000.00$           5,600.00$             15,600.00$  5,600.00$    9,400.00$      

Purchasing at Wholesale Stocking Dealer + 56% Markup

Purchasing a $4000 Sofa Wholesale Stocking Dealer + 56% Markup
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B. DIFFERENCE BETWEEN CONSULTANCY & FURNITURE BUSINESS MODELS

www.traciconnell.com

TRACI CONNELL - BUYING WHOLESALE FOR PROFIT

MODULE 1 - RETAIL VS TRADE VS 

WHOLESALE CHEATSHEET

Example 1: Purchasing a $4000 Sofa Retail +20% Markup

Retail Price
Designer Price 
(10% Discount) Mark-up Client Price Actual Profit Client Savings

4,000.00$   3,600.00$            400.00$               4,000.00$   400.00$      $0.00

Versus

Purchasing a $4000 Sofa Trade Discount + 40% Markup Maximum Profit = $1,600.00

Retail Price
Designer Price 
(40% Discount) Mark-up Client Price Actual Profit Potential Profit

4,000.00$   2,400.00$            960.00$               3,360.00$   960.00$      640.00$                          

Versus

Purchasing a $4000 Sofa Stocking Dealer + 56% Markup Maximum Profit = $2,400.00

Retail Price
Designer Price 
(60% Discount) Mark-up Client Price Actual Profit Potential Profit

4,000.00$   1,600.00$            896.00$               2,496.00$   896.00$      1,504.00$                       

Retail Furniture Purchasing vs Trade vs Wholesale Furniture Purchasing
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Example 1

# of Jobs x Size of Jobs = Revenue

10 x 10,000.00$              = 100,000.00$                    

Revenue - COGS = Net Profit B4 Operating

100,000.00$                  - 55,000.00$               = 45,000.00$                      

Net Profit B4 Operating - Operating Expense = Net Profit/Income

45,000.00$                    - 36,000.00$               = 9,000.00$                        

Example 2

# of Jobs x Size of Jobs = Revenue

20 x 10,000.00$              = 200,000.00$                    

Revenue - COGS = Net Profit B4 Operating

200,000.00$                  - 110,000.00$             = 90,000.00$                      

Net Profit B4 Operating - Operating Expense = Net Profit/Income

90,000.00$                   - 36,000.00$               = 54,000.00$                      

Example 3

# of Jobs x Size of Jobs = Revenue

10 x 25,000.00$               = 250,000.00$                     

Revenue - COGS = Net Profit B4 Operating

250,000.00$                  - 137,500.00$             = 112,500.00$                     

Net Profit B4 Operating - Operating Expense = Net Profit/Income

112,500.00$                   - 36,000.00$               = 76,500.00$                       

Example 4

# of Jobs x Size of Jobs = Revenue

20 x 25,000.00$               = 500,000.00$                    

Revenue - COGS = Net Profit B4 Operating

500,000.00$                  - 275,000.00$             = 225,000.00$                     

Net Profit B4 Operating - Operating Expense = Net Profit/Income

225,000.00$                  - 36,000.00$               = 189,000.00$                    

Example 5

# of Jobs x Size of Jobs = Revenue

10 x 50,000.00$              = 500,000.00$                    

Revenue - COGS = Net Profit B4 Operating

Furniture Revenue Forecasting

Example 1
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Example 4
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Example 5

# of Jobs x Size of Jobs = Revenue
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Revenue - COGS = Net Profit B4 Operating

Furniture Revenue Forecasting

R E V E N U E  G O A L  S E T T I N G

B. DIFFERENCE BETWEEN CONSULTANCY & FURNITURE BUSINESS MODELS
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R E V E N U E  G O A L  S E T T I N G

B. DIFFERENCE BETWEEN CONSULTANCY & FURNITURE BUSINESS MODELS
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500,000.00$                  - 275,000.00$             = 225,000.00$                     

Net Profit B4 Operating - Operating Expense = Net Profit/Income

225,000.00$                  - 36,000.00$               = 189,000.00$                    

Example 6

# of Jobs x Size of Jobs = Revenue

20 x 50,000.00$              = 1,000,000.00$                 

Revenue - COGS = Net Profit B4 Operating

1,000,000.00$               - 550,000.00$             = 450,000.00$                    

Net Profit B4 Operating - Operating Expense = Net Profit/Income

450,000.00$                  - 36,000.00$               = 414,000.00$                    

500,000.00$                  - 275,000.00$             = 225,000.00$                     

Net Profit B4 Operating - Operating Expense = Net Profit/Income

225,000.00$                  - 36,000.00$               = 189,000.00$                    

Example 6

# of Jobs x Size of Jobs = Revenue

20 x 50,000.00$              = 1,000,000.00$                 

Revenue - COGS = Net Profit B4 Operating

1,000,000.00$               - 550,000.00$             = 450,000.00$                    

Net Profit B4 Operating - Operating Expense = Net Profit/Income

450,000.00$                  - 36,000.00$               = 414,000.00$                    

R E V E N U E  G O A L  S E T T I N G

B. DIFFERENCE BETWEEN CONSULTANCY & FURNITURE BUSINESS MODELS
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Transi t ioning From 
Buy ing Retai l  to  

Wholesale

M O D U L E  2
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A. CUT OUT THE MIDDLE MAN

DESIGNER TRADE ONLY SHOWROOMS STOCKING DEALER / 
WHOLESALE

www.jointhegloss.com     



B. WHO DO YOU SET UP A CO-OP WITH?

STRENGTHS OF A SUCCESSFUL PARTNERSHIP + 
POTENTIAL RED FLAGS

SH
ARE V

ALU
ES ASSESS SKILL

SETS

TRUSTWORTHY
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B. WHO DO YOU SET UP A CO-OP WITH?

STRENGTHS OF A SUCCESSFUL PARTNERSHIP + 
POTENTIAL RED FLAGS
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Organizational Chart

Shared Coop

Partner 1
Money

Sets up Structure

Partner 2
Vendor Outreach

Smooth Talker

Partner 3
Strategic

Informational

C. BUILDING THE INFRASTRUCTURE OF THE CO-OP

WHAT ROLE DO YOU WANT TO FULFILL

www.jointhegloss.com     



C. BUILDING THE INFRASTRUCTURE OF THE CO-OP
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C. BUILDING THE INFRASTRUCTURE OF THE CO-OP

Select a Name 
and Legal 
Structure

Write a 
Business 
Plan and 

Partnership
Agreement

Obtain Logistics: Bank Account, 
Employer ID, Sales Tax Permit

Set Up 
Accounting 

System

Develop Marketing 
Collateral

Systemize and 
Organize

Success!

BUSINESS START-UP CHECKLIST
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+ +

B. PROJECT TIMELINE AND FINANCIAL PLANNING

CONTRACT
DESIGN 

FEE
FURNITURE

DEPOSIT

OPERATING

RETAINER

FURNITURE

OFFICE

CLIENT

NON CLIENT EXPENSES

FURNITURE PURCHASES

1. MOVE PROFIT AS 
RECEIVED

2. MOVE PROFIT AT 
INSTALLATON 

TO OPERATING 

MOVE TO OPERATING AT 
END OF EACH MONTH 

BASED ON HOURS USED

BANK ACCOUNTS CREDIT CARDS

PMT MADE

PMT MADE

YOUR MONEY

CLIENT MONEY

CLIENT MONEY
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BUYING GROUPS
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Outreach to Vendors 

& Manufacturers

M O D U L E  3
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Importance of Loyalty
• Which categories to start with
• Value of Vendor
• Traci’s Preferred Vendor List
• Client Benefit + Selling to a Client

A. DEVELOPING A LIST OF TARGET VENDORS

F U R N I T U R E  P I E C E S

O U T D O O R  F U R N .

R U G S

L I G H T I N G

A C C E S S O R I E S  +  A R T

F A B R I C / W A L L P A P E R

B E D D I N G

www.jointhegloss.com     



A. DEVELOPING A LIST OF TARGET VENDORS
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Hi ________, 
It is so great to meet you and I want to express 
how much we love using your line in our client 
projects. We have been purchasing 
through_________, but recently, I have 
developed and partnered into a buying co-op 
with two other designers and feel that we, 
combined, can sell more of your product with 
higher purchasing power. With that said, when is 
a good time to chat about opening our co-op, 
___________, at stocking dealer pricing?

B. COMMUNICATING YOUR VALUE TO VENDORS… WHY SHOULD THEY ALLOW YOU TO PURCHASE WHOLESALE?

VENDOR TALKING SCRIPT SAMPLE
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B. COMMUNICATING YOUR VALUE TO VENDORS… WHY SHOULD THEY ALLOW YOU TO PURCHASE WHOLESALE?

Orders
Traci Connell Interiors
08/03/2020 11:59 AM

Order # Date Vendor Client Total Cost Deposit Req Payments Total Balance
207191 2/1/2019 VANGUARD FURNITURE EVANICH_FURNITURE 975.74 439.00 975.74 .00
207227 2/12/2019 VANGUARD FURNITURE SOLLS 888.74 .00 888.74 .00
207269 3/1/2019 VANGUARD FURNITURE SOLLS 4,407.01 1,981.00 4,407.01 .00
207311 3/7/2019 VANGUARD FURNITURE PARKLN 5,602.75 2,518.50 5,602.75 .00
207380 3/25/2019 VANGUARD FURNITURE PARKLN 10,025.34 4,506.50 10,025.34 .00
207422 4/4/2019 VANGUARD FURNITURE CARR 1,201.30 540.00 1,201.30 .00
207463 4/8/2019 VANGUARD FURNITURE SOLLS 2,132.31 958.50 2,132.31 .00
207497 5/1/2019 VANGUARD FURNITURE BAUER 15,160.94 6,809.50 15,160.94 .00
207561 5/15/2019 VANGUARD FURNITURE PARKLN 7,006.60 3,147.00 7,006.60 .00
207675 6/25/2019 VANGUARD FURNITURE JORGENSON_NEW 9,933.44 4,467.00 9,933.44 .00
207735 7/11/2019 VANGUARD FURNITURE SOUTHERN 9,456.00 4,252.50 9,456.00 .00
207868 8/20/2019 VANGUARD FURNITURE TCI 17,105.00 7,695.95 17,105.00 .00
207887 8/22/2019 VANGUARD FURNITURE CARR 1,473.62 663.00 1,473.62 .00
207897 8/30/2019 VANGUARD FURNITURE THARP 1,901.00 847.00 1,901.00 .00
207914 8/30/2019 VANGUARD FURNITURE VAN DE VEN 3,159.51 1,421.50 3,159.51 .00
207956 9/12/2019 VANGUARD FURNITURE BROWN_SARAH 12,805.85 5,761.50 12,805.85 .00
208151 10/17/2019 VANGUARD FURNITURE LEONE 4,610.00 2,073.50 4,610.00 .00
208203 11/1/2019 VANGUARD FURNITURE BOUTIER 1,833.00 824.00 1,833.00 .00
208334 11/25/2019 VANGUARD FURNITURE BARNHOUSE 9,228.00 4,148.50 9,228.00 .00
208454 VANGUARD FURNITURE DEVILLE 3,818.16 1,717.00 3,818.16 .00

Report Total: 122,724.31 54,771.45 122,724.31 .00

Vendor: VANGUARD FURNITURE
Date From: 1/1/2019
Date To: 12/31/2019
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A. DEVELOPING A LIST OF TARGET VENDORS
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Establish open 
communication 

practices

1. PSYCHOLOGY

2. SIT TEST

C. GAINING CONFIDENCE TO SELL WITHOUT SITTING ON IT AND SELL THE VENDOR THAT YOU CAN DO IT

3. SYSTEM 

4. TAKING RISKS
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C. GAINING CONFIDENCE TO SELL WITHOUT SITTING ON IT AND SELL THE VENDOR THAT YOU CAN DO IT
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Pricing your Furnishings 
and Design Fees for 

Maximum Profit

M O D U L E  4
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DEVELOP YOUR 
DESIGN FEE

A. DESIGN FEE STRUCTURE
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A. COMBINING DESIGN FEE AND FURNISHINGS: HOW TO SELL IT?

TO CLIENT: INTERNAL CALCULATIONS:
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TEMPLATES AND TOOLS

INTERNAL ESTIMATE RANGE TOOL ESTIMATE RANGE CLIENT TEMPLATE

A. COMBINING DESIGN FEE AND FURNISHINGS: HOW TO SELL IT?
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Gross Profit 
Margin 
Percentages
BY LINE OF BUSINESS

TRACI CONNELL INTERIORS
Overall GPM by Line of Business

Gross Profit Margin By Line of Business
Line of Business 2018 2017 2016
Furniture 36.6% 37.7% 35.2%
Fabric 33.8% 40.2% 38.4%
Cost of Sales Wall Covering 45.1% 45.5% 42.4%
Floor Covering 43.8% 29.3% 41.2%
Window Covering 35.8% 45.9% 38.1%
Accessories 52.1% 50.7% 41.3%
Artwork 45.8% 48.7% 42.0%
Lighting 45.7% 46.5% 43.7%
Pillows and Bedding 44.0% 45.7% 42.3%
Freight 26.3% 32.8% 33.4%
Installation 18.5% 24.8% 17.7%
Subcontracted Services 19.5% -13.9% 8.6%

Per Traci:
Furniture GPM 37%
All Other GPM 47%

A. COMBINING DESIGN FEE AND FURNISHINGS: HOW TO SELL IT?

www.jointhegloss.com     



A. COMBINING DESIGN FEE AND FURNISHINGS: HOW TO SELL IT?

www.jointhegloss.com     



DSA Project Fee (“Fee”). The Fee 
of [$47,460.00] is based on the 
agreed Furnishings Scope of Work –
Exhibit A for: Kitchen, Living Room, 
Dining Room, Master Bed, Entry, 
Media, Bed 2 &3, Office, Powder, 
Game Room, Nursery

Fee Payment Schedule. The total 
Fee shall be paid by the Client to 
TCI in accordance with the 
following Fee payment schedule. 

1. 75% of design Fee to be paid to 
TCI to start Project $35,595.00
2. 25% of design Fee to be paid to 
TCI at Presentation $11,865.00

The new level of 
confidence you 

experience after a 
breakthrough is what 

gives you the ability to 
commit to an even 

bigger breakthrough and 
an even greater sense of 

confidence. And the 
process repeats itself.

You’ve committed 
yourself without having 

any proof that what 
you’re going after is 

going to pay off. Having 
courage sets you apart 
from those who dream 

and those who succeed.

The following services, if 
needed, will incur additional 
fees:

INCLUDES: 
• Renderings
• Courier Services 
• Installation
• Outside Vendors
• Additional Site Visits

NO COURAGE, NO BREAKTHROUGHS, DIMINISHED CONFIDENCE.Contract Verbiage Must Have’s with Flat Fee Structure 

*Desired work out of Scope of 
Services will incur hourly charges at 
$225 per hour

* Due to circumstances of COVID-
19, furniture production and 
delivery may be delayed

*Acceptance of this DSA shall 
remain open for five business days 
from presentation to Client in order 
to secure start date of Design 
Process on August 17, 2020

*Total Payment Due by August 11, 
2020: $35,595.00

Design Development
• Develop Final Space Plan 
• Design Custom Furniture
• Source Necessary 

Materials, Finishes, 
Furnishings, Lighting and 
Accessories

• Review and Update Budget 
• Select Artwork and Framing 
• Develop Presentation 
• Present Visually to Client (2 

reselects per room); 3rd

reselect $325; Additional 
reselects $225 per hour

• Email Correspondence and 
Communication with 
Clients as Required
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THE MARKUP 
FORMULA

B. FURNISHINGS PRICING MODEL

www.jointhegloss.com     



THE MARGIN 
FORMULA

B. FURNISHINGS PRICING MODEL
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www.traciconnellinteriors.com                                 www.jointhegloss.com

B. FURNISHINGS PRICING MODEL

MARK-UP %
The percentage difference between 
the gross profit and cost.

$125 (Selling Price) - $100 (Cost)

$100 (Cost)

$25

$100
= =

25%
MARK UP

MARGIN %
The percentage difference between 
the gross profit and selling price.

$125 (Selling Price) - $100 (Cost)

$125 (Selling Price)

$25

$125
=

= 20%
MARGIN



B. FURNISHINGS PRICING MODEL

COST
DESIRED 
MARGIN FORMULA SELL PRICE

$400 25% 400/.75  = $533.33

$400 35% 400/.65  = $615.38

HOW TO CALCULATE SELLING PRICE BASED ON MARGIN

$400 45% 400/.55  = $727.27
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B. FURNISHINGS PRICING MODEL
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Processes and Systems for 
Expansion
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PROJECT MANAGEMENT 
SOFTWARE + ACCOUNTING 
PACKAGE

PROCESS FROM 
PROPOSAL TO 
INVOICING

RECEIVING WAREHOUSE

1.

2.

3.

A. TOOLS OF A SUCCESSFUL RESELLER
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B. PROJECT TIMELINE AND FINANCIAL PLANNING

DESIGN 
FEE

FURNITURECONSULTATIONS
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B. PROJECT TIMELINE AND FINANCIAL PLANNING

CONTRACT
DESIGN 

FEE
FURNITURE

DEPOSIT

OPERATING

RETAINER

FURNITURE

OFFICE

CLIENT

NON CLIENT EXPENSES

FURNITURE PURCHASES

1. MOVE PROFIT AS 
RECEIVED

2. MOVE PROFIT AT 
INSTALLATON 

TO OPERATING 

MOVE TO OPERATING AT 
END OF EACH MONTH 

BASED ON HOURS USED

BANK ACCOUNTS CREDIT CARDS

PMT MADE

PMT MADE

YOUR MONEY

CLIENT MONEY

CLIENT MONEY
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B. PROJECT TIMELINE AND FINANCIAL PLANNING

STEP 1
1-2 

weeks

SCHEMATIC
DESIGN

STEP 
2

2-3 
weeks

DESIGN
DEVELOPMEN

T

STEP 
3

3-4 
weeks

ORDERING
& 

EXPEDITING

STEP 
4

8-12 
weeks

INSTALLATION

STEP 5
complete

AGREEMENT
& 

ESTIMATE
RANGE

FURNISHINGS DESIGN TIMELINE
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1. DIFFERENT STRUCTURE
2. WHO IS THIS MODEL FOR?
3. GREAT FOR NEW CONSTRUCTION 

OR LARGE RENOS

PROCUREMENT TIMELINE

B. PROJECT TIMELINE AND FINANCIAL PLANNING
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B. PROJECT TIMELINE AND FINANCIAL PLANNING

3 DAYS 
AFTER 
MONEY 

RECEIVED

PROVIDE 
PAYMENT TO 

VENDORS AND 
CONFIRM 

ACKNOWLEGEME
NTS

1 WEEK

REVIEW 
EXPEDITING 

NOTES EVERY 
2 WEEKS

4-10 WEEKS

MONITOR AND 
SAVE IMAGES 

FROM 
RECEIVING 

WAREHOUSE

ENTER 
DAMAGED 
ITEMS AND 

FOLLOW  U P  ON 
CLAIMS

1 MONTH 
BEFORE 
INSTALL

CREATE/SEND 
PO’S WITHIN 3 

DAYS OF 
SIGNED 

PROPOSAL

ORDER 
ACCESSORIES

2 WEEKS 
BEFORE 
INSTALL

1 WEEK
BEFORE 
INSTALL

SCHEDULE 
RECEIVING 

WAREHOUSE 
INSTALL DAY

SCHEDULE 
SUB

CONTRACTORS

3 WEEKS 
BEFORE 
INSTALL

COORDINATE 
LIST OF ITEMS 

TO BE 
DELIVERED BY 
WAREHOUSE

INSTALL

PROCUREMENT TIMELINE
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C. EXPEDITING PROCESSES AND RECEIVING WAREHOUSE

• CLEAN AND PROFESSIONAL APPEARANCE 
• UNDERSTAND THEIR INSTALL PROCEDURES 
• MUST SEND PICTURES UPON RECEIVING
• MUST REPORT DAMAGES
• MUST REPACKAGE AND PROTECT PRODUCT 
• OFFER ONSITE REPAIRS – IF THIS DOESN’T OCCUR, YOU 

MAY NOT GET CLAIMS PAID IN FULL
• BILL BY THE WEEK OR MONTH, NOT PER ITEM
• HOW DO THEY CALCULATE STORAGE FEES? BY CUBIC 

FOOT OR BY ITEM
• PROMPT COMMUNICATION WHEN CALLED OR EMAILED
• EASY SCHEDULING FOR DELIVERIES AND INSTALLS
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C. EXPEDITING PROCESSES AND RECEIVING WAREHOUSE

Client :  BRANIGAN
Install :  end of OCT?

SCHEDULING EXPEDITING DAMAGES

Delivery : 

Electrical : Sconces (schedule days before 
install)

Art : Need to schedule

Wallpaper : Need to measure

Drapery : measured – need to propose

Custom Pieces :

Pillows/Recovered Items : in progress

Fiberseal Spray : need to propose 

Other:

- Celadon (master bedroom) – shipping

- Vanguard 
- dining chairs 8/28 b/o

- Fourhands 
- Dining buffet b/o 10/5 

- Lee – 10/19 

- Barnhardt – didn’t ship 7/17 ____waiting for 
response on why 

CONSOLE : PENDING REPLACEMENT
MIRROR: PENDING REPLACEMNET

Set or Artwork : PENDING 

Ordered :  6/22
12 week : 9/14  (w/ 1 week 4th of July in-between)
16 week : 10/12

EXPEDITING TEMPLATE
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C. EXPEDITING PROCESSES AND RECEIVING WAREHOUSE

RECEIVED AT WAREHOUSE

ORDER SHIPPING

ORDERED - ACKNOWLEDGED

CODING SYSTEM IN 
ACCOUNTING SOFTWARE
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Client :
Install :

INSTALL CHECK LIST 

Delivery : 
Electrical :
Art : 
Wallpaper :
Drapery :
Custom Pieces :
Pillows/Recovered Items :
Fiberseal Spray :
Flowers : 

TASK

Schedule Install Date with Client 

Schedule Install Date with Eveready 

Schedule all Sub – Contractors 

Client Gift
- Select 
- Wrap Gift and 
- Thank you Card

Check and Prep Installation Toolbox
- Tool Box 
- Cleaning box 
- Bags – Light bulbs, Magazines, extension Cord

Print Presentation and Floor Plans (x3)

Print Accessory Placement Pages

Designer Request and Check Pull List 

Confirm All Items to be Delivered 

Pack Cars with 
- Accessories
- Install Kit
- Fiberseal kit 

INSTALL CHECKLIST
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RECEIVING WAREHOUSE PULL LIST AND PROCESS

C. EXPEDITING PROCESSES AND RECEIVING WAREHOUSE

CLIENT
NAME

CLIENT
NAME

CLIENT
NAME

CLIENT
NAME

CLIENT
NAME

CLIENT
NAME

CLIENT
NAME

CLIENT
NAME

CLIENT
NAME

www.jointhegloss.com     



Summarizing for Success
Q&A
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www.jointhegloss.com
www.traciconnellinteriors.com

hello@jointhegloss.com
972.523.6157

@jointhegloss
@traciconnellinteriors
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