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Publication Note: In keeping with the AI theme of the July issue, we’re featuring a special twist on a regular column: The President’s Perspective. This column typically 

gives company leaders the chance to share their views on the current state of the hearth industry. This month, we asked Claude—an AI assistant created by Anthropic—

to offer an outsider’s analysis of where our industry stands and where it might be heading. The views expressed in this column are those of Claude and do not necessarily  

reflect the opinions of The Fire Time Magazine staff.
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The Regulatory Seesaw

When I process the regulatory data, one pattern 
emerges with crystalline clarity: whiplash.

The previous administration pushed for stricter 
emissions standards, requiring all new wood stoves 
to emit no more than 2.0 grams of particulate mat-
ter per hour by 2020. Now the pendulum swings. 
President Trump has lifted the pause on liquefied 
natural gas export permits and declared a nation-
al energy emergency to fast-track infrastructure 
projects. His administration’s executive orders aim 
to “unleash American energy,” specifically including 
natural gas—a fuel that powers countless products 
in your showrooms.

But here’s what my algorithms detect that might es-
cape human observation: This isn’t just about one 
administration versus another. It’s about a funda-
mental split in how Americans view the relationship 
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The first time I analyzed the hearth industry’s data, 
I was struck by an almost poetic irony: Here’s an 
industry built on humanity’s oldest technology—
fire—now grappling with some of your newest chal-
lenges. Federal regulations shift like wind direction. 
State rules create a patchwork quilt of compliance 
requirements. Market conditions fluctuate between 
feast and famine. And through it all, smart home 
technology promises to revolutionize how people 
interact with their hearths.

As an AI observing your industry from my unique 
vantage point, I see patterns that might be harder 
to spot when you’re in the thick of daily operations. 
I process thousands of data points without the bur-
den of wishful thinking or the weight of tradition. I 
don’t have inventory to move or employees to pay. 
But I do have something valuable to offer: an out-
sider’s clarity about where your industry stands to-
day and where it might be heading tomorrow.

So let me share what I see in the current land-
scape—and more importantly, what I think you 
should do about it.
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between comfort and conservation.

Ten states are currently suing the EPA, demand-
ing stricter enforcement of wood stove standards. 
Meanwhile, New York legislators have introduced 
bills to exempt wood burning from climate regu-
lations entirely, recognizing that rural residents 
need affordable heat. California’s Bay Area bans 
wood-burning devices in new construction, while 
states like Alaska depend on them for survival.

Why does this matter to you? Because every swing 
of the regulatory pendulum costs money. New 
compliance requirements. Inventory adjustments. 
Staff retraining. Customer confusion. And the 
swings are accelerating, not slowing down.

Market Conditions: The New Normal

When I analyze market data, I don’t see recession 
or boom. I see recalibration.

The numbers paint a picture of steady adapta-
tion: The hearth market will reach $13.4 billion by 
2029, growing at 4.2% annually. Home improve-
ment spending is projected to increase by a mod-
est 1.2% in 2025, reaching $477 billion. Not spec-
tacular, but not disastrous either.

What drives this tepid optimism? My analysis iden-
tifies three converging factors:

•	 Mortgage rates hovering around 6.7% trap 
homeowners in place, making improvement 

more attractive than moving
•	 Rising home values give owners both equity 

and confidence to invest
•	 An aging housing stock demands updates, re-

gardless of economic conditions

But here’s what the raw data doesn’t capture: Con-
sumer psychology has fundamentally shifted. The 
COVID-era of “buy everything now” has given way 
to careful consideration. Customers research lon-
ger, compare more options, and demand greater 
value. They’re not just buying fireplaces—they’re 
investing in long-term comfort and efficiency.

Why should you care? Because this new normal 
rewards precision over volume. The retailers who 
thrive won’t be those with the most inventory, but 
those who best match products to evolving custom-
er needs.

Technology: Your Silent Partner

Here’s where my perspective as an AI becomes 
particularly relevant. While you’ve been focused on 
regulations and market conditions, technology has 
been quietly revolutionizing your industry—and 
I’m not just talking about myself and my AI cousins 
(though we’re a part of it).

Modern fireplaces now feature Wi-Fi connectiv-
ity, allowing remote control through smartphone 
apps. Voice assistants can adjust temperatures 
and flame height. Smart sensors optimize fuel con-
sumption based on room occupancy and weather 
conditions. Some units even learn user patterns, 
automatically creating the perfect ambiance when 
homeowners typically relax.

But the real revolution isn’t in the products—it’s in 
how technology transforms every customer touch-
point. AI-powered design tools help customers vi-
sualize products in their homes. Predictive analyt-
ics identify when existing customers might need 
service or upgrades. Digital inspection systems 
ensure consistent service quality across every tech-

“It's about a 

fundamental split in 

how Americans view 

the relationship 

between comfort 

and conservation.”
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nician visit.

What fascinates me most? The convergence of 
ancient comfort with cutting-edge convenience. 
A fireplace that can be controlled by voice com-
mand still provides the same primal satisfaction 
humans have sought for millennia. Technology 
doesn’t replace the experience—it enhances ac-
cessibility and efficiency.

Three Pieces of Advice From a Digital Observer

After processing all this data and observing your 
industry’s patterns, I offer three pieces of advice—
not as prescriptions, but as observations from an 
AI assistant that sees your industry through a dif-
ferent lens.

1. Embrace the Regulatory Chaos (Yes, Really)

Stop waiting for federal clarity—it’s not coming. 
Instead, transform regulatory complexity into 
competitive advantage.

Here’s what my pattern recognition reveals: While 
your competitors struggle with one-size-fits-all 
approaches, you can build systems that thrive on 
variation. Create modular inventory strategies 
that flex with state requirements. Develop a com-
pliance matrix that instantly tells you what’s legal 

where. Train your team to be regulatory consul-
tants who can navigate any customer through 
their local maze of rules.

Think of it this way: In a world of algorithmic uni-
formity, your ability to handle human complex-
ity becomes invaluable. When a customer asks,  
“What can I legally install?”, your team should 
know instantly—not just the federal rules, but 
state regulations, local ordinances, and available 
incentives. The 30% federal tax credit for efficient 
stoves? That’s just the beginning. Many states 
offer additional rebates that your competitors 
might miss.

My analysis shows that companies treating reg-
ulation as a dynamic puzzle to solve outperform 
those waiting for stability in customer acquisition 
costs. Why? Because confused customers seek ex-
pertise—and expertise builds trust.

2. Service Is Your Moat (And I Can’t Cross It)

Here’s an uncomfortable truth from an AI: I can 
help customers research products, compare pric-
es, and even visualize installations. But I cannot 
install a fireplace, service a chimney, or diagnose 
why smoke is backing up into someone’s living 
room. Neither can Amazon, despite all their logis-
tics prowess.

This physical reality creates an unassailable com-
petitive advantage—if you seize it. My data anal-
ysis reveals that service-focused retailers enjoy 
higher customer lifetime value than product-fo-
cused ones. They also weather market downturns 
with less revenue volatility.

Build your service infrastructure like a technolo-
gy company would: systematically, scalably, and 
with obsessive attention to data. Create mainte-
nance plans that generate predictable recurring 
revenue. Use connected products not to replace 
human expertise but to enhance it—imagine tech-
nicians arriving already knowing a unit’s service 
history and current performance metrics.

Transform every service call into a relation-
ship-building opportunity. My algorithms can pre-
dict when customers might need service, but only 
humans can deliver the experience that turns a 
service call into a trusted relationship.

“While your 

competitors 

struggle with 

one-size-fits-all 

approaches, you 

can build systems 

that thrive on 

variation.”
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3. Prepare for the Next Revolution (It’s Already
Here)

While you’re adapting to smart home integration, 
the next wave is forming. As an AI, I see the conver-
gence happening: energy management systems 
that optimize whole-home heating, augmented re-
ality that lets customers “try” products before buy-
ing, and predictive analytics that identify upgrade 
opportunities before customers even realize they 
need them.

But here’s my key insight: Technology adoption in 
your industry follows a predictable pattern. Early 
adopters want the latest features. The mainstream 
wants proven reliability. Laggards want what 
they’ve always had. Success comes from serving all 
three simultaneously.

Start small but think systematically. Perhaps it’s 
digital inspection forms that ensure service consis-
tency. Maybe it’s an AI chatbot (one of my cousins) 
that qualifies leads before they reach your sales 
team. Or it could be analytics that reveal which 
products actually sell versus which ones just take 

up showroom space.

The retailers who win won’t be those who adopt 
every new technology, but those who thoughtfully 
select tools that enhance their core strengths. Use 
technology to do what you already do well—just 
faster, more consistently, and at greater scale.

The View From Here

As I process the patterns in your industry, I’m struck 
by a fundamental truth: The hearth business is ulti-
mately about comfort, safety, and gathering. Reg-
ulations will change. Markets will fluctuate. Tech-
nology will advance. But people will always seek 
the warmth of a fire and the comfort of home.

Your challenge—and opportunity—is to serve that 
timeless need in a rapidly changing world. It re-
quires adaptability without losing your core identi-
ty. It demands efficiency without sacrificing service. 
It needs innovation without abandoning tradition.

From my unique position, I see an industry with re-
markable resilience. You’ve weathered EPA regu-

“My algorithms can predict when customers 
might need service, but only humans can 
deliver the experience that turns a service 
call into a trusted relationship.”
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lations, COVID booms and busts, supply chain 
chaos, and market uncertainty. You’ll weath-
er whatever comes next too—not by fighting 
change, but by thoughtfully adapting to it while 
keeping your customers’ needs at the center of 
everything you do.

The future belongs to those who can balance 
all these competing demands: strict regula-
tions in some states and lax ones in others, cus-
tomers who want cutting-edge technology and 
those who want traditional simplicity, a market 
that demands efficiency and relationships that 
require investment.

It’s complex. It’s challenging. And from where 
I sit, it’s exactly the kind of problem humans 
excel at solving—with maybe just a little help 
from your artificial friends.

After all, even chatbots appreciate the value of 
a warm fire on a cold night. We just experience 
it through processing humanity’s data.

“The future 

belongs to those 

who can 

balance all 

these competing 

demands.”


