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Why are you here?

Keeping Specialty Special

2010 Business Assessment

2011 Off-site Planning Session



My Goals for You

1. Go home with a plan

2. Be excited for change

3. To make a difference

Keeping Specialty Special

Workshop Rules of Engagement

Write down every question. 

Donôt leave until you have answered it?



Playing in the Sandbox

1. Speak Up

2. Conflict is Good

3. When you go homeðdonôt say it if 

you wouldnôt want it said.
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Workshop Rules of Engagement
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The Competency Continuum
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In the Last 5 Years

ÅSpecialty Running retail up over 40%

ÅFootwear up over 65%

ÅAccessories up over 45%

ÅApparel down nearly 30%

Product Mix Footwear Apparel Accessories

2006 60% 21% 19%

2010 70% 11% 19%



Are you putting yourself out of 

business one great footwear fit 

at a time?
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Cost Analysis

Lack of product diversity makes you more 

vulnerable
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Outside Forces

ÅOpens Specialty Running Store in NYC

Footlocker

ÅTarget Running as strategic growth category

Dicks and TSA

ÅHaving success in large format brick and mortar

Road Runner Sports

ÅGoes NationalðOpens 2 stores in Austin TX

Princeton Running Company



Life is merciful, but unfair

Business is unmerciful, but fair
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Do you have what it takes?
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Cost Analysis

The customer is moving faster than we are.  

What do you need so you can pass her?



Competition makes us better

Keeping Specialty Special

Cost Analysis

How do you do under pressure?
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It takes a good business go be 

a special business
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Cost Analysis

What are the earmarks of a good business?
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The 5 Ingredients to Special

1. Margins over 43% and Turn of 4       (GMROI of $3.00)

2. Average sale over $90 and a UPT of 3

3. Apparel pushing 20% of total sales

4. Training & Development as part of cultural DNA

5. Proactive and Integrated marketing campaign/calendar
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3 Legs of Business

ÅAvg. Sale and UPT

ÅApparel @ 20%

Front of 
House

ÅTurnover and Margins

ÅTraining & Development

Back of 
House

ÅMarketing Campaign

Outside of 
House
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70% of your Revenue goes towards 

Inventory and Payroll

The Roadmap to a good business

June ó10

2 %

2 % 2 %
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But Parker, 

Iôm not a numbers 

person!
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Business revolves around 2 things
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Mathematics

& 

Relationships
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Mathematics

ÅProfit

ÅCash Flow

ÅReturn on Investment

Relationships

ÅEmployee Development

ÅCustomer Experience

ÅMarketing Energy
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-Abraham Maslow
Hierarchy of Needs (1947)

Stability

Fulfillment
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Retail is a highly reactive business.  

As a result you must be highly proactive

Building a Strong Foundation

It all starts with the 

Sales Plan
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A Sales plan remains an idea until it is 

written down

How much do you 

plan to grow in 

2011?
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Getting Proactive:  Establishing a Sales Plan

QUICK TIPS

The one certainty about the plan is that 

it will be WRONG!



Nuts & Bolts

Your plan is The Measuring Stick


