
She notes that wood-burning stoves 
generally are a more reliable form of heat, 
so homeowners needing to heat larger 
spaces (1,000 square feet or more) with a 
fireplace essentially have no choice other 
than wood. And in her view, that’s not a 
bad thing. 

“The contemporary styling of one of 
our stoves is a plus in this department,” 
she says, pointing out that it not only 
keeps the space warm, but achieves the 

highest level of hygge in the home. 
Wittus products are sold through a 

network of about 100 dealers, but the 
company also markets directly to home-
builders, architects, interior designers, and 
consumers through print and digital 
advertising, and word of mouth. Plus, cur-
rent dealers advertise their products in 
local markets. 

She says the company hasn’t exhibited 
at industry trade shows in recent years, 
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For Niels and Alyce Wittus, it’s all about bringing hygge into the home. 
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HYGGE (PRONOUNCED HUE-GAH) IS A 
concept developed in Niels Wittus’ native Denmark for enjoying life’s 
simple pleasures of comfortable living and happiness. And Niels and 
Alyce Wittus believe that the best way for Americans to experience 
hygge is to add a fireplace. 

“Adding a fire element like a wood-burning stove immediately 
enhances the warmth and ambiance to the surroundings,” Alyce 
Wittus says. “The fire element is a natural fit for bringing hygge 
into the home.” 

Since 1978, she and her husband have been spreading hygge 
into American homes one fireplace at a time from the small town 
of Pound Ridge, New York, which is about an hour’s drive north 
of New York City.  

At Wittus Fire By Design, they rely exclusively on imported 
European fireplaces—most of them wood burning—that incorporate 
contemporary styling. Many of them are free-standing models, and 
more than a few adhere to traditional European design by including a 
cooking compartment above the firebox. 

“We are known for our contemporary wood-burning models, 
including our line of cookstoves, but we do have a fair number of 
inquiries about gas,” Wittus says. “Some want the ease of a gas-lit 
fireplace, and some want the ambiance and efficiency of a wood-
burning stove.” 

 

TOP LEFT: Shaker wood-burning stove  

 

TOP RIGHT: Domino 8 Maxi cookstove  

 

BOTTOM: Tatiana hanging fireplace 
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but business hasn’t suffered. In fact, several retailers recently have reached out 
to the company about becoming a dealer—often after a consumer has inquired 
about obtaining a Wittus fireplace. “Since we have been a unique company in 
the industry for over 40 years, we are well known by most of the dealers,” 
Wittus says. 

Like nearly every other hearth company, the first year of the pandemic creat-
ed a “shopping frenzy” for Wittus that temporarily 
eliminated the seasonality of the business. “Sales 
were steady throughout all seasons with very little 
break,” she says.  

She says the momentum continued into 2022 
with only a marginal drop-off in sales during the tra-
ditionally slow summer months. And now that the 
company is in the midst of what she calls “the high 
heating season,” business is again brisk with cus-
tomers rushing to get any and all available products. 

“We’re getting a lot of inquiries for cookstoves,” 
she says. “Clients want the most for their money, 
and that includes stoves that heat and cook.” 

The only thing that could put a damper on the 
current season is the continuing supply chain 
issues. Wittus says some fireplace producers are 
experiencing parts shortages, which has led to 
delivery delays. Plus, the fireplace business is 
booming again in Europe, which makes it difficult 
to get certain models delivered to the U.S.  

“We do have certain products in stock, or we 
can get them easily, while others have more of a 
wait,” she says. “Stoves with long delivery times 
might not be so popular as we get further into 
high heating season.” 

And while Wittus is not predicting another 
“shopping frenzy” in 2023, she predicts that there 
still is plenty of room for growth next year. 

“Many people who used to work in the office 
are still working from home, and that has 
become the norm in many cases,” she says. 
“These clients want to improve their homes and 
make them more sustainable and energy effi-
cient, especially with the high cost of oil and the 
high inflation we are experiencing. And even 
though the real estate market has cooled off a 
bit, there are still many new homeowners who 
are working on home improvements.”  Circle Reader Service No. 57

 

TOP LEFT: Stromboli rotating stove  

 

TOP RIGHT: Varia fireplace  

 

“We’re getting a lot of inquiries for 
cookstoves. Clients want the most for 
their money, and that includes stoves 
that heat and cook.”


