












yourself time to screw it up and go back and do it better.”
Retailers who’ve taken that approach like the benefits—

number one being the opportunity for the next generation, 
which might already be involved, to learn from their elders 
what it’s like to have total control.

“I’m lucky in that we’ve had a very smooth transition gen-
eration-wise. We have two separate store operations, so that 
makes it pretty easy,” said Elie Samuel, president of Samuel’s 
Furniture, Ferndale, Wash., which also has a Vancouver, 
British Columbia-area store run by Elie’s brother, Oren.

Elie’s father, Moe Samuel, remains president of the over-
all company, but Elie and Oren call the final shots for their 
respective stores.

“The key is my dad’s willingness to stay involved but be 
able to allow us to make the decisions,” he said. “He knows if 
he’s going to let go of the reins and let someone take over, he 
needs to really let them take over. ... It was also such a long 
transition. I’ve been in my position for 18 years, though at 
first my father was still listed as store president.”

Samuel said that when there are problems with a transition, 
they involve personalities more than anything else, “and while 
we all have strong opinions, we’re pretty lucky in that way.”

Mark Bograd and Joe Bograd are president and chairman, 
respectively, of high-end Riverdale, N.J., retailer Bograd’s 
Fine Furniture. Over the past 10 years, Joe and his wife, 
Marcia, have transitioned day-to-day operations to son Mark. 
The business is entering its third generation—Joe’s father and 
uncle founded the original store in 1930.

A little respect on both generations’ part has gone a long 
way for Bograd’s during the process.

“As important as the whole financial aspect of this is, even 
more important is how (parents and children) deal with 
one another,” Joe Bograd said. “I recognized my father was 
a wise businessman, and when Mark came in, he realized I 
wasn’t so stupid, either. I know of some businesses where 
there really is an assumption on the part of the second gen-
eration that their parents’ success was all due to luck. My 
advice to them is that whatever changes they want to make, 
do them one at a time. If you do it all at once, you won’t 
know which ones failed.”

Mark Bograd said he and his parents have been blessed 
with a reasonable working relationship, and the decisions 
he’d make independently are essentially the ones he’d make 
with his parents’ input.

“But there’s not always a lot of respect on either side” in 
some family businesses, he noted. “There also are cases where 
the transfer process cash-strapped the business [by] buying out 
siblings or parents, or when the parents just dump the busi-
ness on the next generation. “I’m lucky in that my father’s 
notion of retirement is to work less, not stop working.

“I entered into this business knowing I’d need at least 
five years to figure it out, and there are some things I’m still 
working on after 10.” HFB




