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Why are you here?

2010 Business Assessment

2011 Off-site Planning Session
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Workshop Rules of Engagement
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My Goals for You
1. Go home with a plan
2. Be excited for change
3. To make a difference

4 h

\l//

s

S Write down every question.

Dondot | eave until you he
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Workshop Rules of Engagement
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Playing in the Sandbox

1. Speak Up
2. Conflict Is Good

3.Whenyougohomeddonot s
you woul dnot want
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The Competency Continuum
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Incompetent

nconsciously
Incompetent
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In the Last 5 Years

sk A Specialty Running retail up over 40%

A Footwear up over 65%
A Accessories up over 45%
A Apparel down nearly 30%

g Product Mix | _Footwear | _Appare

2006 60% 21% 19%
2010 70% 11% 19%
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Are you putting yourself out of
business one great footwear fit

at a time?

Cost Analysis

Lack of product diversity makes you more
vulnerable )
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Outside Forces
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Footlocker

A Opens Specialty Running Store in NYC

Dicks and TSA

A Target Running as strategic growth category

Road Runner Sports

AHaving success in large format brick and mortar

Princeton Running Company

A Goes Nationald Opens 2 stores in Austin TX

I
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Life I1Is merciful, but unfair
Business Is unmerciful, but fair
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Do you have what it takes?

| )
- Cost Analysis
" The customer is moving faster than we are.

What do you need so you can pass her? )
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Competition makes us better

$- Cost Analysis

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

\ A//
(- 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

=\

Back of
House

AAvg. Sale and UPT
AApparel @ 20% ATurnover and Margins
ATraining & Development

Front of
House

~_
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AMarketing Campaign ]

Outside of
House
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The Roadmap to a good business

Karnan Associates Retail Dashboard
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Dashboard Plan Inventc

Plan Inventory Buying Pay j Highland =
Retail Dashboard Select Depts

$89 -39 month to date

2% YTD vs last year

Transactions

720 month to date
0% vs las

Month of Supply

3.99

OMen's

2% YTD vs last year

2 Yvs Target

70% of your Revenue goes towards
Inventory and Payroll
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But Parker,
| Om not a
person!
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- Business revolves around 2 things
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Mathematics
&
Relationships
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Mathematics Relationships
A Profit A Employee Development

A Cash Flow A Customer Experience
A Return on Investment A Marketing Energy

o
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]
-Abraham Maslow O
Hierarchy of Needs (1947)
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— Fulfillment

self-esteem
confidence, achievement, respect of others,
the need to be a unique individual

love and belonging
friendship, family, intimacy, sense of connection

safety and security
health, employment, property, family and social stability

Stability
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Building a Strong Foundation
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It all starts with the
Sales Plan

~N

- Retail is a highly reactive business.
= As aresult you must be highly proactive

J
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How much do you
plan to grow In
20117

g )
b . . .

-~ A Sales plan remains an idea until it is

a written down
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Getting Proactive: Establishing a Sales Plan
KARNAN . |
ASSOC'ATES YTD Sales vs. Plan
0.46%

$30,510 Men's Footwear

($23,673) Wo's Footwear
$17.430  Accessories

15.53% vs Last Year

YTD Mérgin VS, ﬁlén

2.14%

$14,481 Men's Footwear
($9,182) Wo's Footwear
$11,390  Accessories

17.46% vs Last Year

QUICK TIPS )

The one certainty about the plan is that
it will be WRONG! y
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Nuts & Bolts

Your plan is The Measuring Stick
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528,000 Jan $ 9306 $ 15652
mv Plan Ov Last Year Feb $ 3007 $ 10,082
Mar $ (2,551) $ 4,145
$15,000 - Apr $ 7,508 § 12,519
May $ (1.874) S 4,221
$10,000 - Jun $ 1,519 $ 9,228
Jul $ 811 S 4,543
$5,000 Aug
Sep
Oct
$- ; . Now
Aug Sep Oct Nov Dec Dec
$(5,000) Total $ 17,726 $ 60,390




