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James + James

Turning Hard Times Into a Cutting-Edge Business

Owner James Smith

Employee Thomas Trewett cuts wood for
a James + James custom design

B

uilding a coffee table with a small
circular saw and no prior carpentry
experience is quite an undertaking. Precision
is key, as well as patience. Practice is a plus,
as is a proper workspace. Even so, the lack
of these factors didn’t stop James Smith,
founder and owner of James + James, from
accomplishing such a difficult task.
In 2011, Smith found himself unemployed
and searching for a way to make money. Seeing
a popular trend in furniture, he invested in a
$40 saw, a few pieces of wood and a can of
stain, deciding to put his carpentry skills to
the test. Coming from a background in digital
marketing, Smith wasn’t quite sure what he
had gotten himself into. “Who am I kidding?”
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he thought. “I am not going to be building
furniture for a living.”
Fortunately for Smith, and for his customers,
he didn’t give up. After numerous hours he
finally completed his first coffee table and a
month later sold it for a small profit on Craigslist.
As requests for other pieces of furniture
started to roll in, Smith recognized a growing
market for quality, handmade furniture, and
soon after, James + James was born.
Partnering with college friend James
Eldridge, who left the company in October,
Smith grew the business from a tight space
inside a garage in Rogers to a 10,000-squarefoot, four-unit workspace in Springdale.
Working only from one small showroom and

a large online presence, the company sends
out an average of 50 custom furniture pieces
each week and saw a 400 percent growth
in revenue during its 2012-2013 business
year. With revenue jumping from $250,000
to $1 million over the course of just one year,
James + James has become one of the fastestgrowing businesses in Northwest Arkansas.
Smith believes that the ability to customize
a product is one of the leading factors in the
company’s success. “The furniture industry
is ripe for change,” says Smith. “A lot of
people are ordering furniture from overseas,
so there’s no room for customization as
it is mass manufactured…it’s made for
everyone’s home, not for your home.”

The company takes great pride in the
uniqueness and durability of each piece of
furniture it creates. Whether it is a farmhousestyle dining room table or a set of distressed
steel bistro chairs, each item is produced with
quality materials and is locally made.
Local job creation continues to remain
a top priority for James + James. The
company now provides work to about 15
team members and takes pride in employing
local craftsmen. “People buy from James +
James because they know they are creating
jobs for craftsmen right here in Northwest
Arkansas,” says Smith. “There’s a growing
trend of buying responsibly. People want to
buy locally instead of sending their money
across the country or overseas.”
While the home base of James + James
is located in Northwest Arkansas, furniture
from the company can be found all across
the continent. Smith’s furniture is currently
in 43 states, as well as Canada and Bermuda,
and inquiries have come from as far away as
Europe and Asia. “If our customers will pay
for shipping, we’ll figure out the logistics of
getting them their furniture,” Smith says.
“It’s fun to see where all of the furniture
goes. From apartments on Wall Street, lofts
overlooking Willis Tower in Chicago, highrises in Dallas, to beach houses in Southern
California, there are very few settings that
our furniture isn’t in.”
In addition to customization, Smith believes
that the relationship built with his customers
contributes to the success of his business. “We
get pictures back from the majority of our
customers,” he says. “Who goes to a furniture
store, buys a dining room table, and sends a
picture of it in their home to the salesperson
who sold it to them? That doesn’t happen, but
our customers do it all of the time.”
Currently, James + James offers home
delivery as well as group deliveries to select
cities, offering customers a way to save both
time and money. Additionally, Smith plans
to open a series of retail stores in popular
delivery cities so that customers are able to
get a better sense of the furniture quality
and style. “It’s hard to convince somebody
to buy a table when they can’t touch it,
but when they can feel and see it, they
can better understand the quality of the
craftsmanship,” says Smith. “The opening of
these retail stores will help us to have a lot
higher of a conversion rate in those cities.”
Smith has great expectations for the
business’ growth. With product and store
expansions, as well as the launch of online
shopping debuting soon, he anticipates
doubling his production rate and revenue
numbers in 2014. ■
For more information, visit
www.carpenterjames.com.
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