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Can’t be unseen.









I GIVE UP!







Buy New?Remodel?







Consumers (with design assistance) are the dominant decision makers in the residential 
surfacing market.  National, scale, and customer builder gatekeepers account for the 
remainder as they influence the decision of the home buyer.

National Builders
• Create an approved vendor list
• Decisions made at the site
• Builders often offer a base grade and upgrade option
Scale Builders
• Most often select material and offer

consumers a range of looks
• May provide an upgrade option
Custom Builders
• More likely to defer countertop decision

to the consumer
Consumers
• Decision maker, but most sales are

“design assisted” (A/D, installer, or channel)

Source: Freedonia Group Outlook to 2015, Previous FL&A Research, US Dep’t of Commerce Annual Housing Survey
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Future End-User Awareness

PDS Category
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Communicating Price

Premium Decorative
Surfaces Category

$49 per sq. ft.
+++

Laminate
$19 per sq. ft.

+++



Communicating Price

Premium Decorative
Surfaces Category

$49 per sq. ft.
+++

Laminate
$19 per sq. ft.

+++

Average PDS
$4,000 – $6,000



Definition of Confusion

Can we help YOU
better understand the
Premium Decorative
Surface Category?



Results

If given the choice between products
and given the right information, the
consumer will at least have a
sensible reason for choosing the
better item.

- Paco Underhill, Why We Buy.

EDUCATE THEM!



Integrated / Seamless
Non-porous
Hygienic
Integrated sinks available
Sophisticated edge details
Integrated backsplash
Smooth / silky surface
Matte finish - no reflection
Warm to the touch
Quiet
Wipe only clean up
Scratch Resistant
Repairable / Renewable

Natural stone
Porous / Sealer required (Granite/Marble)

Non-porous (Quartz)

Under mount / over mount sink
Seams in corners and as required
Square backsplash
Cold to the touch
Shiny and highly reflective
Smooth / slippery surface
Hard and Loud 
Wipe and dry cleanup
Scratch resistant
Difficult to repair

Hard and Shiny Materials Seamless, Integrated 
Materials

x
x

x
x



Which Way?
Quiet

Matte finish
(no reflection)

Hard and Loud 

Shiny and
Highly 

Reflective

Hard and Shiny Materials Seamless, Integrated Materials

End User Path – Educated Choice
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seamless / integrated



seamless / integrated



seamless / integrated



My reality



My Renovation



My reality



My Renovation



Point of 
Transition





My Renovation





Granite
DuPont™
Zodiaq®

DuPont™
Corian®

Hard and Shiny
Materials

Seamless, Integrated
Materials

Which Way?

• Form Follows Function

End User Path – Educated Choice



Consumers (with design assistance) are the dominant decision makers in the residential 
surfacing market.  National, scale, and customer builder gatekeepers account for the 
remainder as they influence the decision of the home buyer.

National Builders
• Create an approved vendor list
• Decisions made at the site
• Builders often offer a base grade and upgrade option
Scale Builders
• Most often select material and offer

consumers a range of looks
• May provide an upgrade option
Custom Builders
• More likely to defer countertop decision

to the consumer
Consumers
• Decision maker, but most sales are

“design assisted” (A/D, installer, or channel)

Source: Freedonia Group Outlook to 2015, Previous FL&A Research, US Dep’t of Commerce Annual Housing Survey

Consumer National Builder Scale Builder Custom Builder

92%
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Buy New?Remodel?



Thank You.
Any final thoughts or questions?

Lets keep the conversation going

mikehetherman.com

Mike Hetherman - C.K.D., C.E.O Willis
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