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A BUSINESS RESOURCE FROM PROVIDENT BANK 

OVING FORWARD-
Becoming "Green" 

THE IMPORTANCE 
of Team-Building 
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" Provident Bank has been there for LIS, helping 

lay the foundation for our success. Very few 

companies today can say they came through the past 

couple of years in the black, but we did. Provident 

Bank recently lent the capital we needed to purchase 
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,. new machinery and equipment to modernize our 

Bright Crlair: facility, which has allowed us to compete more 

A Green Scene 
aggressively with larger competitors, both in the 

United States and overseas." 
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III a m.or-ket where sacrijic'ing quality to speed up mant{facturing is often 

s tandard pTactice, Stan Gottlieb, Owner and Presiclent ofBright ChuiT 

Cmnpany, focusecl his efforts on nwre than Tapid production. For customers 

ofHtight Cho'i1'; it's superio'J" p'J"oducts anclu:mnCttched 

cus to-mer service that keep them coming ba.ck for more. 
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ottlieb has essentially been to ensure their delivery dates are met, and we offer 

in the furniture business his custom capabilities that many companies don't. 

entire life- he grew up help More than anything else, we try to conduct busi

ing out in his grandfather's ness at a personal level." 

upholstery shop, and his father founded Princeton Gottlieb explains that Bright Chair's main 

Upholstery (which would become Bright Chair mission is not to conduct business just once, but to 

Company in 1959). Gottlieb spent a brief time away secure repeat customers. The only way to achieve 

from the family business during his college years , this type of relationship, he says, is to provide supe

I < )1 " ;'i3J" r 'I
~ . 

~ 
~7i 


~ 


lA \ 
c. 

Bright Chair Company 

specializes in higrl-end, 

handcrafted furniture. 

Approximately 75 percent 

of the company's bUSiness 

is conducted with large 

corporations, while the 

remaining 25 percent is 

comprised of high-end 

reSidential clients. 

Part of what makes Bright 

Chair so unique is its old-world 

approacll to craftsmansflip ~

which means the skilled artisans 

INho work on tile production 

team are vital to the company's 

overall success. understanding 

the importance of retaining 

Bright Chair's employees, Stan 

Gottlieb, Owner and President of 

Bright Chair, works diligently to 

ensure their needs are met. 

"I make a pOint to get to know 

the people on tile floor so 

that I can better understand 

any issues tlley may be 

facing, whether personal or 

professional," says Gottlieb. 

"Employees at Brigllt Chair 

receive a full complement of 

health care and other insurance 

options, as weii as a pension 

plan Even though we're a 

relatively small company, we're 

able to offer many of the same 

benefits tlley'd receive at a 

larger company." 

before walking back in the door following gradua

tion in 1972. 

"My dad said, Why don't 

you do this until you figure out 

what you want to do?'-and I'm 

still here today, 38 years later," 

laughs Gottlieb. "But the fact of 

the matter is that furniture 's been 

in my blood forever." 

DECADES OF SUCCESS 

When dealing with a product 

such as furniture, the ability 

to grow and evolve as quickly as 

trends do is imperative. While Bright Chair has 

been able to accomplish these rapid transitions 

to meet clients' needs, the company's basic goals 

haven't changed. 

"A lot of people make chairs-they're just four 

legs, a seat. and a back," Gottlieb says. "What makes 

us unique is that we provide customer service that 

others don't. We work very hard with our end users 

rior customer service. 

As an example, Bright Chair is 

working with a hospital that will 

soon be opening a new bariatric 

unit for obese patients undergo

ing weight-loss surgely. Unim

pressed by the limited choices 

for barLatric furniture they'd 

found, the hospital reached out 

to Bright Chair in hopes they 

could create larger, sturdier 

furniture without sacrificing aes

thetic appeal. Bright Chair has 

worked to develop the stylish furniture 

the hospital was looking fo r. while also meeting the 

specified requirements for weight capacity. 

"By getting involved with clients and becom

ing part of their solutions, \<\'e build and maintain 

our customer base," says Gottlieb. 'When you 

provide services like that. customers aren't going 

to look for other people when they need something 

else-they're going to come back to you." 


