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Great Retail In The
Great Northwest

Seattle Shops Prepare For Winter
By Tyler Ketz

Erik Leanas. ML Baker

in, coffee, rain, the Space Needle, and more rain.

Certain stereptypes undoubtedly spring to mind when you

think of Seattle, Washington. However, the collee keeps us

heading up the hill, and the rain changes 1o snow — piling up

feet of fresh at some of the best mountains in the country, So

think what you must ahout the Northwest—its bad weather.

and all that supposedly wet, heavy snow — but Scattleites

firsthand about days filled with light and airy powder
cloaked in sunshine.

Justlike the rest of the snow-loving world, Seattle is

dthe merey of Mother Nature and thug vulnerable 1o werrible

snow seasons. A winter like that hit the Northwest three
years ago — no snow fell, noone went riding, and Jocal board
shops ook the brunt. A majority of the smaller local shops
ran aground, and only the few. the strong, and the resilient

hung around. This is their story. i
{eontinued on page 40)

Zumiez Co-foundes Tom Campion.

By Joshua Hunter

Zumiez's Founding
Father Sounds Off

An Exclusive Transworld Business Interview With Tom Campion

Tom Campion has it. His employees—with
enough training—get it. And, looking at the
company’s numbers, customers at Zumiez’s 275
mall-based stores across the country can’t get
enough of it. But what, exactly, is it?

Of its 29-year history, Zumiez has enjoyed
positive comparable store sales for 28 of those
years. For fiscal year 2006, Zumiez averaged
504 dollars per square foot. In comparison, its
closest competitor, PacSun, did roughly 352
doflars per square foot. For the month

of September 2007, sales rose nearly twelve
percent to just over 32-million dollars, with
consolidated same-store sales up 13.9 percent.
amidst a month analysis projected to be flat
due to unseasonably warm weather. The same
analysts say Zumiez is on track to open 50
more stores in fiscal vear "07.

S0 whatever if is, it's working,

Transworld Business sal down with Zumiez
Co-founder Tom Campion to try and figure it oul,
Here's what he had to say:

(continued on page 44)
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2008 Skate
Deck Preview

A sneak peek at the latest offerings from the
industry’s leading deck manufacturers. (Page 29)

INSIDE THIS ISSUE

BILLABONG
ACQUIRES XCEL

Australia's largest surf brand
adds Xcel wetsuits to its roster.
(page 05)

SNOW
EXPOSURE
SEASON OPENS

Andreas Wiig claims pole
position, Leanne Pelosi
cracks top ten. [page 60)

HARDGOODS IN
A HARD TIME

Mew skate companies are
emerging despite dismal
market predictions. (page 26)

REVERSE
CAMBER
MAKES ITS
DEBUT

Check out the latest
technology from snowboard
manufacturers, (page 10)
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Fall 2007 ASR Show Wrap-up:

Overall Return To Business Evident

By the editors of Transworld Business

INCREASE IN BUYER
ATTENDANCE VISIBLE IN
SURF AISLES

The aisles ot this Seplember’s ASR show were
noticeably busier than last year’s show on the
tirst two days, and as usual Sunday was sleepy
But ASR savs it’s planning on changing it
schedule o make all three days more relevant
{0 both exhibitors and retailers

“We're always looking at dates w make
sure they are in line with industry needs.”
explains Show Director Andy Tompkins.
“For 2008 we're moving 1o Thursday through
Saturday for both shows [January 24-26 and
September 4—6, 2008), which we Teel will be
more business conducive and help boost retail
traflic. [n addition, we are working with SIMA,
1ASC, BRA and the action-sports community
at lorge to determinge the best mix of dates for
2009 and beyond.”

Regardless of a typical slow Sunday
showing, ASR is reporting the largest twmout
in hve years. It looks like we had about G600
retail buyers from 2.200 unigue storefronts,”
says Tompkins of this September show.
“These buyers represent an cstimated TN
storefronts across the world, Including the US..
we had buyers from 31 countries al the show.”

Tompkins says that retail consolidation
scems to be a continuing trend i the industry,
as the buyer count was up more than thireen
percent from ASR September 2006 {2006
buyers numbered approximately 5 %000},

Bildni? Check. Body glifter? Check. Swim gogoles? Chack. Yup
it's ASR.

QOrign Borca, Monica Wise, and Greg Welsman had a quick meeting af the
L-Space booth.
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but the store count was
|'L'|..|[.]"|L"I_\ a (2006 s1ore
count was ppproximately
2.050), “Many hrands told
me that |.:|Jl_'l_'l retatlers
[such as Nordstrom,
PacSun, Zumiez, Active
among many others| are
commandmg more market
share and spending more

of the total open-to-hoy

dollars than previous B F
veiars, umd some smaller el
";1L'L'ii1||?\. diverrs miy be
.1_3"ill-_ﬂ oul of husiness,” r:'-nlE'lk|||\11_'-i1,'1r|-‘ “In
addition, the mdustry is definitely explorimg

the topic of sustainability and environmental

awareness and protection, and the trend of

integrating music and art inlo aclon-sports

product lines continues.”

MEETING ROOMS
GAIN POPULARITY
WITH SKATE CROWD

Another September come and gone,
another manic trade-show season, Most anvone
will agree that it's a lesson in oversimulation
ot on the oo,

This year all the wsual suspects were
present displaying thewr wares, OF the 86 new
companies listed in the ASR guide. T don™ think
o smngle one carried an honest-to-goodness

skateboard. Popular names for these new

DOsiris hired the domestically challenged to
promote their viden

Arthouse Distribution: it's & tamily afai

SIMA's Travis Willearson, Mednga Carter, and Jennifer Kelly were
all smiles

brands were “Dog Poo Wax,” and “Cookie And
The Dude.”

This vear. the skate market seemed 1o
be focusing on a return W business. This was
mostly evident in the fact that each year, more
and more companies are leaving the trade-
show floor, and opting (or the guieter, cheaper
rooms 10 the upper ared. Also, you can serve
beer all day up there. These rooms are where
companies like Blite, CIRCA, Sole Tech. and
DC have their products displayed and their
meetings held.

“That trend is centered on skate foowear
companies,” expluins Tompkins, “In my
opinion this rend is fecled by production
cyveles overseas and the need to submin produc
orders carlier than years past.” He explains
that the trickle-down effect from earlier
procduction commitments means many brands
pre-book m August. before the show, “We're
always looking at show dates 1o be in-line with
mdustry needs.”

Skate One was probably the first brand to
take their busingss off the manic Aoor of the
show, Tt was Seplember 2002, recalls Skate
One’s Michasl Furukawa, “And we love it It's
worked out well for us,”

Across town (let’s face 1l—it was ten
blocks) was the Agenda show, where fancy
high-end apparel brands congregated. It does
seem like they were lecching a bit off of
ASRs draw, what with the sdmission being
an ASR badge and limos o take people 1o and
from the convention center, but when in San
Diego. right? Compamies like WeSC, Stereo,
Altamont, and Veece were all exhibiting al the
agenda show, and while it certainly wasn't as
croweled as ASR, it was definitely populated.
This isn't Agenda’s first vear. and even before
it was around, there were fringe shows (Coup
détat, anyvone?). But it's hard to compete with

the entertainment that zocs on at ASR. é5

J ]| FEATURE

Profesar Gelmidl held his Createfskate o workshop all
wekend lang.

held wnother Game OF SKATE and premiered
their éspecind video, The DVS beer garden
had o freaking mechonical bull, and ol course,
cvervone hauled kegs owt at four o'clock on
the nose.

“l definitely feel there is some synerey
between ASR and Agenda,” admits Tompkins.
“Their show has attracted a slightly higher-end
buyer than ASR has tradinonally, and this has
helped fuel expansion of the lushion-forward,
boutigque category on the ASR show floor as
well, OF course ot the end of the day we are
compelitors with Apenda, but competition is

oo for the soull™

SNOW INDUSTRY
SAVES MOMENTUM
FORJANUARY SHOWS

While the surf and skate sides of the show
keep growing, September just isn't a big month
for the world of snow, Burton and 686 made
impressive showings, but beyond that the Ooor
was dominated by the warmer-weather sports,
Arbor chose 1o forego a booth inside for a
rented vacht in the harbor directly behind the
convention cemer. Team Manager Ken Perkins
sald the vacht was a welcome change for both
the Arbor crew and their buyers, a chance to get
outside and “unwind™ (see the above note about
being able to serve beer all day)

While most of the snow brands don’t have
their samples ready in time for the September
show, the story for January ASR is already
shaping up o be quite the opposite and vou can
bet that Transwerdd Business will be there 1o

cover the latest trends and technology, B
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