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Sporting goodS retail and the omnichannel experience.
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The power in sporting goods retailing in 2015 can no lon-

ger be contained inside four walls. Whether it is an app for 

mobile retailing or an ability to order online and pick up in 

the store, every retailer from the Big Dogs to the regional 

players is in on the game. We call it the Omnichannel 

Experience. It is a term that means different things to dif-

ferent retailers, but in a nutshell it comes down to one thing 

— everything is related. Customers expect both an in-store 

and online experience, along with the ability to research, 

shop, return and keep in touch both physically and virtually. 

Sporting goods retailers are still feeling their way in their 

omnichannel efforts, but they have made significant progress 

and continue to invest significant resources into perfect-

ing the experience. But make no mistake about it, sporting 

goods retailing is still first and foremost about getting cus-

tomers into brick-and-mortar stores and servicing and selling 

them there  — “webrooming” has replaced “showrooming” 

on the lips of retailers. It seems that customers aren’t using 

stores to look at and try on products and then going home 

to buy online. Rather, more are first researching products 

on the web and then heading to the store to make the pur-

chase in person. Go figure. In the 2015 edition of the Power 

12 we explore this Omnichannel Experience with our own 

checklist that looks at Affinity Programs, Mobile Apps and 

e-commerce efforts at each of the 12 retailers profiled. This 

checklist provides a fairly accurate portrayal of just where 

the major players in sporting goods are in their omnichan-

nel efforts. This exclusive Power 12 report is once again 

compiled by contributing editors Michael Jacobsen and Tim 

Sitek, industry veterans who have brought their combined 

five decades of inside knowledge of the business of sporting 

goods together with extensive personal interviews, public 

reports and competitor and supplier comments to fill you 

in on where the power lies in sporting goods in 2015. They 

have been known to do a little webrooming of their own, 

especially now that they know there is a term for it. n
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THE POWER 12

A 
s milestones go it 
is pretty significant 
within the business 
of sporting goods 
retail. For the first 

time Academy Sports + Outdoors 
surpassed the $4 billion in sales 
mark in 2014, putting it in fairly 
elite company with just a few other 
members of the Power 12 that have 
reached that lofty level.

It surpassed the $4 billion mark by 
executing a game plan it has followed 
for years.

“We are committed to our everyday 
low price positioning and continue 
to emphasize our regionally relevant, 
locally merchandised product 
assortment in every store,” says CEO 
and president Rodney Faldyn. 

He adds: “Academy offers a broad 

assortment of athletic and casual 
footwear and apparel, hunting, fishing 
and camping equipment and gear 
along with sports, fitness, recreation 
and leisure products, including patio 
and BBQ.” Simple enough.

With the full financial backing 
of owner KKR, which “remains 
committed to our strategic 
plan,” according to the CEO, 
Academy continues to expand its 
geographic reach as well as filling 
in existing markets. It opened 18 
new locations in 2014 and also 
expanded its footprint in two new 
states this year with the opening 
of its Evansville, IN, and Owensboro 
and Louisville, KY, stores. 

Faldyn says Academy will add 
approximately 20 new stores in 2015, 
including its entry into the Orlando, 

FL, market in March with four new 
locations in Kissimmee, Waterford, 
Lake Mary and West Melbourne.

And more are certainly on the 
way, according to Faldyn. “We will 
continue to grow by adding stores 
in new, contiguous and existing 
markets,” he promises.

In addition to the brick-and-
mortar growth, Faldyn says the 
chain is making a significant 
investment in its omnichannel 
efforts, with a focus on finding more 
ways to reach its core customers.

“Our omnichannel strategy is to 
put the customer first and ensure 
they have shopping experiences 
with Academy Sports + Outdoors 
that align with their ever-changing 
and growing expectations,” he says. 
“The development of additional 

ACADEMY SPORTS + OUTDOORS
It was a landmark year for the retailer from Texas as it continued its geographic expansion.
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190 STORES IN  
15 STATES  

HEADQUARTERS  
Katy, TX

WEBSITE 
academy.com 

KEY EXECUTIVES

Rodney Faldyn,  
cEO & president 

Robert Frennea, EVP,  
chief Merch. Officer

SAlES fOR 2014

$4 billion+

 

WHAT’S TRENDING

Private Strength:  

Under the watchful eye  

of owner KKr, academy 

has the financing to 

continue its aggressive 

expansion plans.

Upgrading:  

The chain is using its 

resources to fund its 

omnichannel efforts, 

including upgraded 

e-commerce and social 

media efforts to connect 

with both loyal and new 

customers.

Implementing It:  

a new distribution center 

in Tennessee, scheduled 

to open early next year, 

will help academy better 

service its growing 

geographic footprint.  

The implementation of 

Oracle rMS is designed  

to streamline the  

process as well.

RIGHT STUFF. LOW PRICE. EVERYDAY!
The $4 Billion Retailer
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multichannel capabilities is an 
ongoing journey for Academy.”

Part of that outreach is certainly the 
expansion of its e-commerce business. 
Faldyn and his team are finding this is 
often a customer’s first contact with 
the store.

“We are focused on academy.com 
as a place where many customers 
begin their journey with us,” he 
explains. “It’s where we showcase 
our brand and the breadth of our 
product assortment as well as a 
place for profitable sales. We are 
continuously seeking ways to enhance 
the customer’s online shopping 
experience with us.”

He also points to the chain’s 
significant social media presence 
within its 15-state footprint. “We 
view our social media channels as 
another means to communicate and 
engage with our loyal and passionate 
customers in real time on a personal 
and local level,” he adds.

A Busy Year
Academy remains one of the most 

active retailers in sports in terms of 
store openings and sponsorships. 

Some highlights from September-
December 2014:
• Nov. 21: Academy opens stores in 

Louisville and Middletown, KY.
• Nov. 21: Academy opens a store in 

Denham Springs, LA, its third in the 
Baton Rouge area.

• Nov. 14: It opens its first store 
in Bastrop, TX, its 91st store 
in the state. The store brings 
approximately 125 jobs to the area.

• Oct. 31: Academy opens a 
73,000-square-foot store in Memphis, 
TN, its10th store in the state.

• Oct. 24: A 67,000-square-foot store 
opens in Topeka, KS.

• Oct. 24: A 72,000-square-foot 
Academy store opens in Denton, TX. 
It is the chain’s 90th store in Texas.

• Oct. 17: Indiana and Kentucky get 
their first Academy stores. 

• Sept. 5: Academy opens a store in 
Huntsville, TX.
Looking ahead, an Academy store 

is scheduled to open by August in 
Owasso, OK. The 62,200-square-foot 
facility will be the third Academy 
store in the Tulsa area. The store is 
expected to generate $20 million in 
annual sales, Chelsea Levo, Owasso’s 
economic development director, said 
last year. In October, the Owasso 
City Council approved a $600,000 
economic development incentive 
agreement to bring Academy to 
the city. It calls for the authority to 
pay Owasso Investment Partners a 
maximum of $600,000 from sales tax 
generated by the store.

Long Term Growth
Early last year Academy began 

construction on a distribution 
center in Tennessee, its third in the 
country, with plans to open in early 
2016. “The new distribution center 
will support the long-term growth 
and continued expansion of Academy 
Sports + Outdoors while enabling 
us to provide our customers with 
quicker access to their favorite sports, 
outdoors and lifestyle products for 
the entire family,” says Faldyn. The 
distribution center – more than 1.6- 
million square feet – will be near the 
Highlands Industrial Business Park on 
the west side of Cookeville.

Last month Academy announced a 
multi-year partnership with Orlando 
City Soccer Club beginning with 
the team’s inaugural 2015 season 
in Major League Soccer. The major 
sponsorship coincides with the 
opening of four stores in the state.  

The retailer opened stores in Florida 
located in Kissimmee, Waterford, Lake 
Mary and Melbourne simultaneously 
in March. 

“There’s tremendous synergy 
between our two organizations as we 
both begin our expansion and we also 
believe this reinforces our mutual 
commitment to the local community,” 
says John Hunewill, Academy VP-
brand marketing.

As part of the sponsorship, 
Academy Sports + Outdoors is now 
the Official Sporting Goods Retailer of 
Orlando City Soccer Club. In addition 
to having the opportunity to interact 
with fans at the team’s home games, 
Academy will also support the team’s 
youth development program and a 
variety of soccer camps and clinics for 
the community.

Perfect Partners
“Timing is everything and for 

Academy and our fans the timing 
of this partnership just days before 
our inaugural MLS game on March 
8 is ideal,” said Orlando City 
president and founder Phil Rawlins 
when the deal was announced in 
early February. 

The Orlando City sponsorship 
is just the latest in a series of 
sponsorship deals/store openings in 
the past 12 months.

For example, in July as it 
opened its third Baton Rouge 
area store in Denham Springs, 
LA, it also announced a renewal 
of its partnership with the New 
Orleans Saints and LSU Tigers. The 
71,000-square-foot store is its 17th 
in Louisiana and third in the Baton 
Rouge area. Academy is the official 
sporting goods retailer of the New 
Orleans Saints, CCA Louisiana and 
LSU Athletics.

Also in July, Academy entered the 
Louisville market with a third store 
stores as it announced a partnership 
with the University of Louisville 
and the University of Kentucky. The 
third planned Louisville area store 
is located in Elizabethtown and will 
open this year. Academy had already 
opened stores in Louisville and 
Middletown in late 2014. Academy 
Sports + Outdoors is now an Official 
Corporate Partner of Louisville 
Athletics.

And back in June Academy renewed 
its partnerships with the University 
of Alabama and Auburn University. It 
is an official sponsor of the Alabama 
Crimson Tide and the official sporting 
goods retailer of Auburn. n 

Affinity Programs: Unlike 
its big-box cousins, 
Academy doesn’t reward 
loyal customers. A call 
to its customer service 
hotline was greeted with 
a friendly note that the 
expanding chain doesn’t 
“offer a loyalty program at 
this time.”

Mobile Apps: There’s 
no mobile app to lure 
customers inside its 
stores or to target 
shoppers once they are 
there. Instead, Academy 

offers the promise of 
weekly ads, discounts, 
hot deals, special events 
and more by signing up 
for messages via e-mail 
or text. A banner opens 
when customers enter its 
site, urging them to sign 
up for the e-mail alerts. 
Additionally, Academy 
engages customers 
through a wealth of social 
media outlets. 

E-Commerce: The chain’s 
website gives customers 
access to more products 

than its stores even 
stock. Customers can 
also peruse more than 
2000 clearance items 
from football helmets to 
facemasks and from bait 
to backpacks. Additionally, 
the site has been 
optimized for viewing on 
mobile and table devices. 
Online merchandise can 
be returned at any store. 
The site’s video gallery 
and buying guides provide 
access to help customers 
sort through their options 
for gear and apparel. 

ACADEMy SPORTS + OUTDOORS is 
ranked number 114 on Forbes’ list of 
America’s Largest Private Companies. 

• In late December, Academy Sports + 
Outdoors donated bicycles to 30 students 
in Notasulga, AL. “This is really grand 
for our school and our community,” said 
Brelinda Sullen, principal of Notasulga 
School. “When it comes to the needs of the 
community, Academy Sports has reached 
out and shown that they care and they 
are involved. Many of our kids struggle 
economically, and a majority of them do 
not have bikes,” she said.

 Thirty students received bikes this 
year, adding to the 30 who received them 
last year, according to Sullen. According 
to a release from Academy Sports and 
Outdoors, 15 girls and 15 boys received 
bikes.

• In 2014 Academy implemented Oracle 
Retail Solutions to support its growth 
plans. According to the company, the 
implementation of Oracle Retail solutions is 
significantly reducing the time needed for 
key allocation tasks and is promising even 
more widespread benefits as the company 
deploys additional optimization tools. 

Of NOTE

Academy is quite active in terms of store openings and sponsorships.
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f
or a company with a 
number in its name, it 
makes sense to view the 
past year through the 
prism of its numbers. 

For Big 5 Sporting Goods, that view 
in 2014 was not always the sunniest, 
especially after a year (2013) that saw 
a 5.6 percent sales increase, along 
with 3.9 percent same store growth. 

Those would be hard numbers to 
replicate, especially since even that 
year’s fourth quarter numbers started 
declining due to factors ranging from 
softer firearms sales to a continuing 
weak California economy.

So let’s recap the past year from  
strictly a numbers standpoint.

First Quarter
The Numbers: Net sales were $231.3 
million, down from $246.3 million. 
Same store sales declined 7.9 percent, 
compared to an increase of 10.5 
percent the year prior. Gross profit 
was $72.7 million, compared to $80.5 
million.
The Explanation: These results reflect 
the reduction in demand for firearms 
and ammunition, as well as weak 
sales of winter-related products due 
to unseasonably warm conditions in 
most of its western markets. 
Store Count: Four stores closed, two of 
which were part of relocations, and it 
ended the quarter with 425 stores. 

Second Quarter
The Numbers: Net sales were $231.2 
million, compared to net sales of 
$239.9 million. Same store sales 
declined 4.9 percent compared to an 
increase of 4.4 percent. Gross profit 
was $75.6 million, compared to $79.7 
million, and gross profit margin was 
32.7 percent versus 33.2 percent.
The Explanation: This reflects a 
continued reduction in demand for 
firearms, as well as general softness in 
the overall consumer environment. 
Store Closings: Big 5 opened two 
stores, ending the quarter with 427 
stores. It anticipated opening 12 net 
new stores in 2014.

First Half Update: The numbers for 
the first half of the year add up to a 
net sales decrease to $462.4 million 
from $486.2 million. Same store sales 
decreased 6.4 percent, compared to an 
increase of 7.4 percent for the first half 
of 2013. Net income was $4.6 million, 
compared to $13.6 million.

Third Quarter
The Numbers: Net sales increased to 
$265.1 million, compared to $259.1 
million for the third quarter of 2013. 
Same-store sales increased 1.0 
percent compared to an increase of 
1.4 percent a year earlier. Gross profit 
was $86.1 million, compared to $87.8 
million in the third quarter of the prior 

year and gross profit margin was 32.5 
percent versus 33.9 percent. 
The Explanation: The decrease in 
gross profit margin was driven by a 
decrease in merchandise margins, 
reflecting the impact of promotional 
activity, as well as increases in 
distribution and store occupancy 
costs as a percentage of net sales.
Store Count: Big 5 opened four stores 
during the quarter, one of which was 
a relocation, and closed two stores as 
part of relocations, ending the quarter 
with 429 stores. It anticipated opening 
10 new stores in the fourth quarter.

Fourth Quarter
The Numbers: Net sales increased to 
$250.3 million from $248 million and 
fourth-quarter earnings slumped 46.1 
percent to $2.8 million. Same store 
sales decreased 0.5 percent and gross 
profit margin was 31.6 percent, versus 
32.6 percent. The decrease in gross 
profit margin was driven primarily by 
a decrease in merchandise margins of 
13 basis points, as well as an increase 
in distribution and store occupancy 
costs as a percentage of net sales. 
Net income for the quarter was $2.8 
million, compared with $5.2 million a 
year earlier.
The Explanation: “After producing 
same-store sales in the positive low 
single-digit range for our October 
and November periods, our holiday 

BIG 5 SPORTING GOODS
Big Questions

Big 5 faces some big challenges as it carves out its “neighborhood” niche.
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YOUR NEIGHBORHOOD SPORTING GOODS STORE

436 STORES IN  
12 WESTERN STATES 
(california remains its 

largest market)

HEADQUARTERS  
El Segundo, ca

WEBSITE 
big5sportinggoods.com

KEY EXECUTIVES

Steven Miller,  
chairman, cEO & president

Barry Emerson, 

cFO, SVp & Treasurer

Shane Starr,  
Senior Vp – Operations

Boyd Clark, 
Senior Vp – Buying

Richard Johnson,  
Executive Vp

SAlES fOR 2014

$977.9 million  

WHAT’S TRENDING

Gunning for Sales: Big 5 

benefitted tremendously 

two years ago as 

americans rushed to buy 

firearms, but its comp sales 

misfired when americans 

were done re-arming. 

All In: Despite what some 

think, Big 5 is a full-price 

retailer that works closely 

with its vendors for new 

products and state-of-the-

art merchandising. 

Sunny California: The 

economy in its biggest 

market is trying to 

rebound, but a better 

recovery would mean a 

better bottom line.
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period sales declined in the low 
single-digit range, which brought 
our fourth quarter sales below 
expectations,” says Steven G. Miller, 
Big 5 chairman, president and CEO. He 
also cited weaker than expected sales 
of firearm-related products and soft 
sales in winter-related business as a 
result of significantly warmer weather 
prior to Christmas. For the quarter, 
same-store sales in its apparel and 
footwear categories increased in the 
low single-digit range and hardgoods 
sales decreased in the low single-digit 
range, primarily reflecting the softness 
of firearm-related products.
Store Count: Big 5 opened 10 stores in 
the quarter, ending the year with 439.

Full Year Update: Put all the numbers 
together and they add up to a tough 
year. Net sales decreased to $977.9 
million from $993.3 million. Same store 
sales decreased 2.9 percent for the full 
year. Net income in fiscal 2014 was 
$14.9 million, compared to net income 
in fiscal 2013 of $27.9 million.

According to Miller, 2015 got off to 
a positive start, as same store sales 
increased in the low double-digit 
range for January on the strength of 
outstanding winter weather conditions 
over the holiday period. But then the 
weather turned and as a result same 
store sales declined in the low single-
digit range for its February period. For 
the first quarter, sales were comping 
up in the low-mid-single-digit range.

“We are encouraged that over 
the course of the quarter we have 
experienced strength in a number of 
our non-winter product categories, 
which has contributed to each of our 
three major merchandise categories 
comping positively for the period to 
date,” Miller adds. 

These numbers aren’t terrible, but 
they are not setting the world on fire, 
either. Even independent analysts 
realize that.

Barron’s, for one, remains somewhat 
bullish and understands the soft 
numbers are related to gun and ammo 
sales. In one mid-2014 opinion, it 
pointed out that if guns and ammo 
and winter products are stripped out, 
same store sales rose at a low-single-
digit pace early in the year. Beyond 
the second quarter, “we certainly feel 
we’re in a position to produce positive 
comps,” Miller said in an earnings call.

Big 5 has been working to expand 
its merchandise lineup by adding 
higher-margin name-brand goods. The 
strategy aims to return the company 
to pre-recession operating margins of 

six to eight percent. Mark Smith, an 
analyst at Feltl, notes in a report that 
the goal is attainable and predicts 
margins will improve to 4.8 percent in 
2015 from 3.9 percent last year. 

That optimism was echoed later 
in the year by seekingalpha.com, an 
investment site, which pointed out that 
since investors still like to see rising 
revenues, a third quarter net sales 
increase to $265.1 million from net 
sales of $259.1 million was a positive 
sign. (This was before the weaker 
fourth quarter sales.) But even better, 
the revenue growth is not just from 
more stores. Organic growth also took 
place with same-store sales increasing 
by 1.0 percent for the quarter.

At the time, Big 5 boasted a solid 
set of financial ratios, according to the 
site. Starting with the price-to-earnings 
ratio and comparing it to competitors, 
the stock was trading at 19 times 
trailing earnings and 15 times forward 
earnings. This is better than Dick’s 
Sporting Goods.

One large step forward for Big 
5 in the past year was the much-

anticipated completion of its 
e-commerce platform. Miller reported 
in late October that the site was finally 
up and running.

“We’re pleased to announce that the 
site went live to the public last week,” 
he told analysts. “We are beginning 
with a phase-in soft launch of our 
e-commerce offering, which means 
that we will gradually ramp up the 
product assortment and our marketing 
efforts surrounding the site.”

Miller projected that the full Big 5 
assortment will be available in the first 
half of 2015. “We’re ramping it up really 
on an ongoing basis, we would expect 
by the holiday period that we will have 
a substantial portion of our product 
line available and more to come as we 
proceed forward into 2015,” he said in 
late October.

Miller did not expect Big 5’s 
e-commerce sales to be significant to 
the fourth quarter and the first impact 
would be felt in 2015. 

“We are not moving to e-commerce 
to be a less profitable company,” 
Miller added. “We’re well aware of 
the challenges that other retailers 
have had and we’re going to try and 
navigate the e-commerce landscape 
in a manner that will enable us to 
be a more profitable and successful 
business.”

And the good news, added Barry 
Emerson, SVP, CFO and treasurer, 
is that all of the development costs 
appear to be behind it. “I think that 
clearly we’re not expecting additional 
planning and development costs to 
drag into 2015,” Emerson said. “We 
will just have operational costs going 
forward into 2015.” 

Beyond the numbers, whatever 
sales growth Big 5 is able to achieve 
in 2015 – or at least hold its own – 
will be attributable to its excellence 
as a sporting goods retailer and 
its commitment to its sales and 
marketing philosophy.

Contrary to some appearances, 
Big 5 is most certainly not an EDLP 
seller. Other than its closeout 
specials, which admittedly lends to 
its reputation, Big 5 is not even the 
lowest priced sporting goods store in 
its western neighborhood. 

What it does compete on is its much-
heralded ability to work in conjunction 
with its vendors on closeouts, a 
strategy made more difficult in recent 
years as more vendors, especially in 
footwear, have their own outlets to 
dispose of old inventory.  n 

BIG 5 SPORTING GOODS
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Affinity Programs: There’s 
no rewards program for loyal 
customers. However, Big 
5 does offer a 10 percent 
discount for signing up for 
its e-team. Customers then 
receive weekly e-mails, 
special discounts and offers, 
and weekly ads. There are 
also incentive programs for 
teams and leagues. Once 
enrolled, teams and leagues 
request a rebate earning 
period that covers no more 
than 10 days. Rebate flyers 
can then be distributed to all 
team or league participants. 
All purchases then generate 
a five percent cash rebate. 
Team or league members 
also receive reward coupons 
after every transaction. 

   Big 5 also offers 
customized team discount 
coupons that dovetail with 
specific sports and seasons. 
Registration is done in-store 
and then coupons are sent 
every couple of weeks.

Mobile Apps: No app 
for shopping at Big 5. 
Instead, its e-team drives 
business. Customers 
are asked to select their 
three favorite categories 
so offers drill down to 
their interests. Customers 
can also download the 
yowza app from iTunes to 
receive coupons on their 
smartphones, tablets, Macs 
or PCs. And there’s an 
option to receive texts from 
Big 5 as well. 

E-Commerce: Big 5 finally 
entered the world of 
cybershopping, but is still 
rolling out its offerings. All 
products come with a line 
stating whether they are 
available online and in-store, 
or in-store only. That’s okay 
for big items such as a 
kayak, but not a pair of Body 
Glove sandals. Much works 
needs to be done to satisfy 
customers who want to shop 
with their fingers. Anything 
bought online can be 
returned in store. However, 
customers who prefer to 
ship back an online purchase 
must call and get a return 
merchandise authorization. 
The site also has been 
optimized for viewing on 
mobile devices.

DURING THE FOURTH quarter, 
Big 5 opened 10 new stores, 
ending the year with 439 stores. 
But during the first quarter of 
2015 it closed three stores, 
one as part of a relocation that 
began last year, and anticipates 
opening one store. For the full 
year, it anticipates opening 
approximately 10 net new stores. 

• In early October a 22-year-old 
Burbank (CA) man was arrested 
after he allegedly robbed a 
Big 5 Sporting Goods store at 
knifepoint, using an on-display 
knife, police said. And in mid-
December Ricky Arnsten, 43, 
pleaded Not Guilty to charges of 
burglary, malicious mischief and 
unlawful possession of a firearm. 
He had barricaded himself inside a 
closed Big 5 store.

Of NOTE
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W 
ith stores stretch-
ing from Vermont 
to Washington, 
D.C., and formats 
ranging from urban 

to suburban, you would think City 
Sports might have a difficult time de-
fining exactly who its core customer 
is. Turns out, that’s not a problem. 
Need proof? Its mix of loyal custom-
ers, visitors to its city locations and 
brand message resulted in more than 
150,000 of the iconic City Sports T-
shirts being sold in 2014.

Now that’s a chain with a brand 
name.

“City Sports occupies a distinct 
niche catering to active city dwellers 
with a curated assortment of spe-
cialty brands you can’t find anywhere 
else,” explains CEO Edward Albertian. 
“Our differentiation lies in our deep 
understanding of the needs of the 
urban athlete.”

Now around for more than 30 
years, City Sports can no longer claim 
to be the new kid on the block and, 
indeed, it is flexing its more mature 
muscles in some of the most competi-
tive retail situations in the country. In 
every market it goes head to head not 
only with Dick’s and Sports Authority, 
but also Modell’s and a host of other 
regional chains and specialty stores.

“We’ve found that our Goldilocks 
merchandising approach – offering 
the right assortment, not too much 
and not too little – continues to set 

us apart,” Albertian says. “Customers 
can use us as a one-stop-shop within 
city limits, without having to brave 
the chaos of a big-box store.”

As it expands up and down the 
Eastern seaboard, City Sports is 
also faced with challenges unique 
to each market. Albertian says the 
chain’s relatively small size allows it 
to adapt to each of these markets as 
it expands.

“Each market is unique and we tai-
lor our approach accordingly, given 
local competitors, customer prefer-
ences and so on,” he says. “While our 
overarching strategy, messaging and 
merchandising remain consistent 
across all our markets, we make small 
but meaningful adjustments to our 
assortment, merchandising and mes-
saging to speak to local customers.”

“We’ll always be a Boston-based 
brand, with over 30 years of history 
here, but we’re a local player in each 
of our home markets,” he says.

With its roots undeniably in Bos-
ton, City Sports is spreading its wings 
and in 2014 it went even farther afield 
with the opening of three stores, two 
of which are in new markets in New 
Jersey and Long Island. (This is in 
addition to three remodeled stores.) 
This geographic and market expan-
sion – especially as more suburban lo-
cations are added – places a particu-
lar challenge to the marketing team, 
now headed by director of marketing 
Eve Bould, who joined the company 

in January, and merchandising, which 
is in the hands of general manager–
merchandising Lauren Blanda.

“Though there are a significant 
number of parallels between all our 
stores and markets, there are some 
unique challenges with the suburban 
customer base versus our urban cus-
tomer base,” points out Blanda. “The 
demand for youth is much greater in 
our suburban stores, as you’d expect, 
and women’s contribution is also 
much higher.”

“Suburban markets present an 
exciting opportunity to cater to active 
families,” adds Bould. “Driving brand 
awareness is a big focus in our newer 
suburban stores.”

Blanda says the chain’s merchan-
dising mix is always adapting to new 
opportunities, trends and customer 
demand and that electronics have 
been a huge growth category.

Its footwear business has been driv-
en by technical run and City Sports 
has expanded its lifestyle sneaker 
business. “We’ve invested strategi-
cally in a youth assortment and it’s 
seen huge growth year over year,” 
Blanda adds. Its youth assortment is 
much larger and typically gets better 
placement in the suburban stores, 
as does women’s. Tourists play a big 
role in its urban doors and along with 
city dwellers drive higher tickets.

“The city doors allow us to push 
the envelope on price a little higher,” 
she says.

CITY SPORTS

The Goldilocks Approach

From urban to suburban locations, City Sports is flexing its muscles up and down the East Coast.
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OUTFITTING ATHLETES SINCE 1983

26 STORES IN  
8 STATES  

HEADQUARTERS  
Boston, Ma

WEBSITE 

citysports.com

KEY EXECUTIVES

Edward Albertian, 
president & cEO

Andrew Almquist, cFO

Lauren Blanda,  
GM, Merchandising

Ryan Peters, 
Director of E-commerce

Eve Bould,  
Director of Marketing

SAlES fOR 2014

Na (private)

WHAT’S TRENDING

Moving Out: City Sports 

is now much more than an 

urban store as it executes 

its expansion plans. It even 

opened a store in a New 

Jersey suburb of Westfield, 

which is most definitely not 

a city.

Tech Leads: It now has 

a dedicated e-commerce 

effort and its omnichannel 

strategy is one of the more 

progressive in sporting 

goods retailing. Tech-savvy 

urban customers expect 

nothing less.

Dollars and Sense: Being 

privately held gives it 

flexibility to invest resources 

where they are needed, but 

City Sports is still competing 

against some larger, more 

well financed competitors.

} Higher average dollar sale 

} More units per transaction 

} Great margins

BUILD YOUR 
BUSINESS
SUPERFEET INSOLES MAKE SELLING 
FOOTWEAR MORE PROFITABLE. 

ORIGINAL SUPPORT. UNTOLD POSSIBILITIES.™ ©Superfeet Worldwide Inc. All Rights Reserved

superfeet.com

UNITED STATES 
800 634 6618 

customercare@superfeet.com

Monday - Friday 8:00 to 4:30 PST

CANADA 
800 538 5471

canada@superfeet.com

Monday - Friday 8:00 to 4:30 PST

TO LEARN MORE

POWER12 2015-09.indd   40 3/17/15   1:02 PM



} Higher average dollar sale 

} More units per transaction 

} Great margins

BUILD YOUR 
BUSINESS
SUPERFEET INSOLES MAKE SELLING 
FOOTWEAR MORE PROFITABLE. 

ORIGINAL SUPPORT. UNTOLD POSSIBILITIES.™ ©Superfeet Worldwide Inc. All Rights Reserved

superfeet.com

UNITED STATES 
800 634 6618 

customercare@superfeet.com

Monday - Friday 8:00 to 4:30 PST

CANADA 
800 538 5471

canada@superfeet.com

Monday - Friday 8:00 to 4:30 PST

TO LEARN MORE

POWER12 2015-09.indd   41 3/17/15   1:02 PM



Both Bould and Blanda point out 
that the relatively small size of the 
chain allows it to be more agile and 
adapt more quickly to trends. 

“We also have enough door satura-
tion in many of our regions to do 
impactful marketing,” Blanda adds. 
“We have a unique niche with a com-
pelling assortment and offer one-stop-
shopping for the urban athlete. We 
really have no direct competitor, but 
view run specialty, outdoor specialty, 
big-box, upscale department stores 
and women’s specialty all as competi-
tors on varying levels.”

The actual store design is also a 
challenge as City Sports expands 
into new markets and into suburban 
locations. Blanda says that offers an 
opportunity in 2015.

“One of our strengths – which 
is also a challenge – is how unique 
every City Sports store is in its physi-
cal structure,” she points out. “This 
allows us to scrutinize category place-
ment and adjacencies in every store 

and play up to the strengths of each 
store or market.”

For example, in some stores it 
places footwear in the front of the 
store, but in others it’s the “milk and 
eggs” section in the back. The chain 
is also going through a major sales 
per square foot analysis to ensure it 
is making its space as productive as 
possible. As a result, in addition to 
the three remodelings last year, three 
more are planned for 2015, including 
its flagship store in Boston. 

Blanda says that City Sports is also 
freshening up a few legacy pieces 
in its in-house CS Sports line and is 
putting more effort into marketing 
the brand both in-store and digitally. 
“The brand is our best value proposi-
tion and gives us a lot of flexibility 
to assort it to meet our customers 
needs,” she points out. “We’re keep-
ing it about the same in terms of size 
— for us it is quality over quantity 
and we’re working to fine tune our 
margins.” n 

City Sports
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OMNICHANNEl CHECKlIST

Affinity Programs: Called 
Insider Rewards, City 
Sports gives customers 
a five percent reward 
certificate each quarter, 
assuming they spend at 
least $50. If not, the points 
go away. Membership 
has other privileges, 
including free shipping 
on any online order. Of 
course, members get the 
royal treatment with new 
product announcements 
and special offers.

Mobile Apps: City 
Sports currently doesn’t 
have a mobile app 
but understands the 
importance of reaching 
out on smartphones. 
“We do not currently 

have a mobile app, but 
we have taken significant 
measures to improve this 
aspect of the business,” 
says Ryan Peters, 
director of e-commerce. 
“We launched our first 
responsive mobile site 
at the end of 2013 and 
throughout the year have 
been making tweaks and 
updates almost monthly. 
We’ve seen that as screen 
size, processing power 
and mobile payment 
options evolve we have to 
be at the forefront of these 
changes or risk losing the 
mobile customer. For us 
the mobile platform going 
forward is the number 
one priority as it will be 
the first touch point for 

our customers.” City 
Sports also takes care of 
shoppers in its stores. If a 
customer can’t find what 
they are looking for, she 
can place the order on an 
in-store tablet and have it 
shipped free of charge.   

E-Commerce: Its site 
includes a wealth of 
products and information, 
especially soft goods 
geared to its core 
customers – urban 
athletes and lifestyle 
enthusiasts. Of course, 
there’s its private label 
line of CS by City Sports, 
as well as its line of 
tees. Its policy allows 
cybershoppers to return 
orders to a store.

CITy SPORTS OPENED 
three stores in 2014. 
Its newest location is 
an 8500-square-foot 
site in Rockville (North 
Bethesda), MD, which 
opened in late November. 
In late summer it opened 
a 12,000-square-foot 
location in Manhasset, 

on Long Island, Ny, the 
chain’s largest store. In 
June it expanded into the 
New Jersey suburbs with 
a 5000-square-foot store 
in Westfield, its first New 
Jersey store.

• In January Eve Bould 
was named director of 
marketing, joining City 

Sports with 12 years of 
marketing experience 
with Jenzabar, Patagonia, 
Staples and Bain & 
Company. Bould earned 
her MBA degree at 
Harvard Business School 
and completed her 
undergraduate work at 
Duke University.

Of NOTE

What is your omnichannel strategy?

“One of the main goals for the web 

team is to focus on bringing what 

makes our stores great to the site. We 

strive to mirror the presentation and 

specialty service that any customer 

would receive at our stores. Citysports.

com is used as the main point of com-

munication to our customer base.” 

any specific initiatives?

“This year we have focused on targeted 

e-mail campaigns to drive awareness 

and traffic to specific store events and 

promotions. Each store location is also 

equipped with iPads on the sales floor 

that employees can use to fulfill orders 

for a customer that might not be able 

to find a size or color in-store. We offer 

free shipping to the customer’s house 

for all in-store iPad orders.”

What have been the successes in 

growing your e-commerce business 

and are you where you want to be? 

“Citysports.com has had a great year 

in growing new traffic and revenue 

channels. In  2014 we launched an af-

filiate network, expanded our offerings 

into more shopping engines and also 

focused on organic growth.” 

What are the unique challenges?

“One that has arisen over the past few 

years is the increased level of competi-

tion in shared platforms such as com-

parison shopping engines. To combat 

this we have focused on improving our 

unique content on the site as a way to 

mirror our in-store service and presen-

tation and set us apart from the pack.”

Who is your e-commerce customer?

“We definitely cater to the urban athlete 

and the majority of our core shoppers 

on e-commerce are from markets 

where brick-and-mortar stores are 

present.  However, this year we’ve seen 

tremendous growth from out-of-market 

urban centers.”

What percentage of sales are now 

coming online and what is the goal?

“Citysports.com currently accounts for 

about eight percent of overall sales.”

are inventory and purchasing for your 

e-com business still done together? is 

shipping still done out of your Dc?

“All inventory and purchasing is still 

done together and as the business 

becomes more meaningful we’re reas-

sessing some of these efficiencies. 

We still do ship all of our orders out of 

Wilmington MA, but earlier this year 

invested in a dedicated e-commerce 

fulfillment center.”

What’s new in the social media area?

“We’re focusing on not only commu-

nicating our major messages through 

social, but also engaging our customer 

base through these platforms. We’re 

ramping up the amount of contests and 

polls we do. By pushing engagement 

through contests and hashtags, we’re 

encouraging users to submit product 

photos and store reviews to build up 

consumer content, which we find to be 

very influential in purchasing behavior.” 

What does the next phase look like?

“The next step is to truly connect our 

in-store offering by adding the ability 

to reserve online and pick up in-store 

with same-day ordering. With a decent 

amount of our customer base located 

close to City Sports locations in urban 

areas, we see this as having huge 

potential. It will also be a strategy to 

compete with the growing same-day 

delivery services.”

All for One as an Omnichannel Strategy

City Sports CEO Edward Albertian stresses that omnichannel efforts dominate its 

strategy for good reason — consumers demand it. “We find customers walking 

into our retail locations having mapped our location on their phone, placing orders 

on their mobile device and then visiting our retail stores for an exchange or to try 

on merchandise,” he says. “you can’t separate one channel from another. From 

the consumer’s perspective, it’s all one company, and that’s the way we operate 

internally as well.” Sports Insight asked Ryan Peters, recently appointed director of 

e-commerce, to explain the chain’s omnichannel strategy in 2015. THE DRIVING FORCE TO TAKE RISKS IS IN THE 
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W
ill they or won’t 
they? All of the 
early 2015 talk 
around the 
country’s largest 

and most powerful sporting goods 
retailer did not center on its world-
class marketing, merchandising or 
ongoing expansion plans. Rather, the 
“gossip” revolved around whether or 
not it would go private. 

Apparently, not right away. But 
where there is smoke there is usually 
fire. The question of whether CEO 
Ed Stack and his circle of closest 
long-time executives would cash in on 
their decades-long investment in what 
has become the industry standard 
remains unanswered.

The rumors proved unfounded 
(for now) and things quickly calmed 
down among hosts of “no comments” 

out of the retailer’s Coraopolis, PA, 
headquarters.  

So the industry’s attention 
has turned back to the chain’s 
performance in the past 12 months 
and its aggressive expansion plans 
for both brick-and-mortar – Stack 
reaffirmed the chain is on track for 
800 stores – and e-commerce. In 
addition to being a merchandising 
and marketing frontrunner, Dick’s is 
taking the lead in omnichannel efforts 
and remains far ahead in linking brick-
and-mortar with online buying.

Dick’s certainly ended the year on 
a strong note in both channels. Net 
income for the fourth quarter ended 
January 31, 2015 was $155.5 million – 
up from $138.6 million a year earlier 
– on net sales of $2.2 billion. 

Even better, same store sales 
increased 3.4 percent for the quarter. 

Same store sales for Dick’s increased 
3.8 percent, while Golf Galaxy 
decreased 7.1 percent. 

Some of the biggest news comes 
in its omnichannel efforts, as 
e-commerce penetration for the 
fourth quarter of 2014 was 14.4 
percent of total sales, compared 
to 12.2 percent during Q4 2013. 
Penetration for the year grew to 9.2 
percent, up from 7.9 percent a year 
earlier.

For the full year, net income 
was $347.8 million, up from $337.6 
million. Net sales for the 52 weeks 
ended January 31, 2015 increased 9.7 
percent from last year’s period to $6.8 
billion due to the consolidated same 
store sales increase of 2.4 percent 
coupled with the opening of new 
stores.

In the fourth quarter, it opened six 

DICK’S SPORTING GOODS

A Specialty Time

The industry’s Big Dog is taking the lead in omnichannel development across all channels.
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80 Golf Galaxy stores in 
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SAlES fOR 2014

$6.8 Billion

WHAT’S TRENDING

Independence: Dick’s 

plans to be “e-commerce 

independent” by 2017, 

starting with Golf Galaxy 

this year as it ramps up 

for bringing the entire 

Dick’s e-com effort in-

house in 2017. E-commerce 

penetration reached 14.4 

percent in the fourth quarter 

and Dick’s did $625 million 

in e-commerce sales in 2014.

Take a Mulligan: after 

betting on golf a decade ago, 

Dick’s has headed for the 

clubhouse by showing all of 

its pGa pros the door and 

giving its golf floor space to 

more profitable categories.
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new Dick’s Sporting Goods stores and 
closed two Golf Galaxy stores. As of 
January 31, the company operated 
603 Dick’s Sporting Goods stores 
in 46 states, with approximately 32 
million square feet; 78 Golf Galaxy 
stores in 29 states, with approximately 
1.4 million square feet; and 10 Field 
& Stream stores in five states, with 
approximately 0.5 million square feet.

Looking ahead, Dick’s projects 
same store sales to increase one to 
three percent this year, compared to 
a 2.4 percent increase in fiscal 2014. 
It expects to open approximately 45 
Dick’s Sporting Goods stores and 
relocate nine stores this year. It also 
expects to open approximately nine 
Field & Stream stores and relocate one 
Golf Galaxy store in 2015.

When recently questioned about 
store growth looking ahead, Stack 
emphasized that he wants “to make 
sure that we go about this in an 
orderly fashion.” But, he adds, “we 
still feel good about the number of 800 
stores.”

It is in the specialty store effort – 
led by Golf Galaxy and the new Field 
& Stream concept – that Dick’s can 
sometimes be all over the place. The 
sport of golf, in particular, has been a 
tough battle for the chain.

It was early in the 21st Century 
when Dick’s, looking to ride the Tiger 
Woods-led surge in golf popularity, 
gripped it and ripped it by placing 
PGA pros in all of its golf shops, 
which expanded their floor space 

significantly. It was seen then as a 
groundbreaking move by an up-
and-coming full-line retailer riding a 
specialty wave.

That move went far out of bounds 
with the drop in golf participation, 
along with the company’s increased 
investment and expansion of its Golf 
Galaxy specialty stores, which it 
acquired in 2006 for more than $200 
million. The result: After labeling the 
golf business “unpredictable” earlier 
in the year, Stack called a mulligan 
on its golf business. At the time, the 
golf business accounted for about 15 
percent of Dick’s overall revenues, 

down from 20 percent a few year ago. 
Stack expects golf to account for less 
than 10 percent of revenues in the 
next three to four years.

So in July Dick’s, at the time 
reportedly the largest retailer in the 
United States of TaylorMade and 
Callaway products, fired all the PGA 
professionals that it employed in 
the golf sections. Stack said at the 
time that the company’s overall golf 
business missed its first-quarter 
sales plan by $34 million and that he 
expected a downward trend for the 
rest of the year. He added that Dick’s 
sold only two percent fewer drivers 

in the first quarter last year, but that 
the average price of those drivers was 
down 16 percent. 

Golf will not disappear from 
the Dick’s stores and it will still 
sell some clubs and accessories, 
but that valuable floor space has 
been turned over to higher margin, 
lower investment categories. In the 
second quarter, Dick’s took a $14.3 
million impairment charge on its golf 
trademarks and wrote down $2.4 
million worth of clubs, balls, and 
apparel. The company also forked out 
$3.7 million in severance to its laid-off 
in-store golf pros.

As a side note, in a conference 
call with analysts recently Dick’s 
executives insisted there are no plans 
to exit the golf business completely – 
“we will be in the golf business,” Stack 
promises -- or even to close more of 
its 80 Golf Galaxy stores, although 
63 percent of the leases expire in the 
next three years. Stack says golf will 
be a less important part of the Dick’s 
business as a percentage of total sales, 
but mostly because it is growing at a 
slower rate than other categories such 
as footwear and apparel.

Going Far Afield
The news is much, much brighter in 

the outdoor specialty business, where 
its fledgling Field & Stream retail 
concept is expanding rapidly. In fact, 
on one day last fall – October 10 – it 
opened three stores and now boasts 
10 standalone Field & Stream stores 
in five states, with more to come in 
2015. Stack says management has 
been testing a number of refinements 
of that model, including offering a 
Western boot shop and creating a 
general store area.

The new F&S business, which Stack 
expects to be a solid contributor to 
the bottom line in a couple of years, 
has plenty of room to grow without 
bumping into rival outdoor chains 
Cabela’s and Bass Pro. But, he points 
out, “Field & Stream is still a new 
concept and is very de minimus in 
the grand scheme of things, but it is a 
great growth driver going forward.”

To get an idea of just how busy the 
F&S concept has been, here’s a recap:
• Oct. 10: Opened a store in 

Rochester, NY, at Marketplace 
Mall. Customers received tips 
from professional anglers at the 
4000-gallon Field & Stream bass 
tank throughout the opening 
weekend.

DICK’S SPORTING GOODS
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Dick’s has a well-deserved reputation as one of the best merchandisers in the business.

 

OMNICHANNEl CHECKlIST

Affinity Programs: Aptly 
called ScoreCard, loyal 
customers are awarded 
one point for each dollar 
spent online or in-store. 
Earn 300 points and Dick’s 
sends off a $10 reward 
either by mail or e-mail per 
the customer’s preference. 
In addition, Dick’s sends 
out bonus point offerings 
and gives anyone who 
downloads its mobile app 
and logs onto his account 
bonus points as well. Of 
course, there are special 
offers and discounts 
delivered to members.

Mobile Apps: Dick’s is 
only one of two Power 12 
retailers with a customized 
app. It only takes a few 

minutes to download. 
It allows users easy 
access to their ScoreCard 
account, personalized 
offers, a bar code scanner 
for products and pricing, 
access to the weekly 
ad for a local Dick’s, 
occasional text alerts 
and free shipping on any 
orders placed through the 
mobile app.  
 Customers can also 
sign up for text alerts. 
It extends its reach to 
customers through several 
social media outlets. Its 
Facebook page has more 
3.75 million “likes.”

E-Commerce: Whether 
bricks or clicks, Dick’s is 
the industry’s sporting 

goods gorilla. Its online 
menu rivals any in the 
business and no doubt 
expands its aisles well 
beyond the shelf space 
in its behemoth stores. 
Plus, it knows that many 
consumers hesitate to 
buy that pair of expensive 
running shoes or a pricey 
fleece jacket without trying 
them on. Dick’s allows free 
returns on many footwear 
and apparel items. As for 
returns, those orders can 
be brought back to the 
store or returned using 
a convenient UPS label 
packed with each online 
order. Of course, the 
shipping cost is deducted 
from the refund on such 
returns.

PERHAPS THE LOW POINT of the 
year came in the fall when Dick’s 
published its 2014 basketball catalog 
and neglected to include any photos 
of female basketball players in it. 

• Dick’s is teaming with Carrie 
Underwood, the country singer, to 
launch Calia by Carrie Underwood, 
a fitness apparel collection. The 
clothing line will be sold exclusively 
at Dick’s Sporting Goods beginning 
in March.

• Dick’s entered into a sponsorship 
deal with the United States Olympic 
Committee (USOC) under which it 
will serve as the Official Sporting 
Goods Retail Sponsor to the USOC 
and Team USA. The multi-faceted 
partnership will include an in-store 
employment program and sporting 
goods equipment donations.

Of NOTE
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• Oct. 10: The opening of its new 
store in Horseheads, NY, at Big 
Flats Consumer Square, included 
the Field & Stream Hunt, Cast & 
Pitch Youth Challenge.

• Oct. 10: A store opened in Altoona, 
PA, at Sierra North Plaza to meet 
the evolving needs of hunters, 
anglers and outdoor enthusiasts.

• A 50,000-square-foot F&S opened 
in Miamisburg, OH, at Austin 
Landing.

• Sept. 12: A Field & Stream store 
opened in Washington, PA, at Old 
Mill Shopping Center. 

• Sept. 5: A 50,000-square-foot 
Field & Stream store opened at 
Easton Gateway in Easton, OH, 
its first store in the state. The 
archery department has two 
20-yard archery lanes and offers 
string services, bow repair, 
hunting licenses, bow tuning, 
arrow services and accessory 
installation. 
Various press reports have 

reported 2015 F&S openings planned 
for Oakland Mall in Troy, MI, in 
March; a 50,000-square-foot store 
is planned for the long vacant 
site of a former Toys “R” Us near 
the Capital City Mall in Camp Hill, 
PA, in late summer or early fall; 
in Charlottesville, VA, a F&S will 
reportedly be part of a shopping 
center in Albemarle; along with a 
Dick’s store, Field & Stream will be 
an anchor tenant at the new retail 
and entertainment center to be built 
in Newburgh, NY, with an opening 
planned for 2016. All in all, Stack 
says they expect to open 10 F&S 
stores this year.

But back to the main driver of 
its business, the brick-and-mortar 
Dick’s Sporting Goods stores, all 
603 of them. Even as it devotes 
significant resources to its specialty 
concepts, and despite the bogey-
filled performance of its golf 
business, the chain remains the 
standard bearer for the industry 
when it comes to merchandising and 
forward thinking. 

And don’t think for a moment 
it doesn’t leverage that size to its 
significant advantage.

Among its plans for new stores  
in 2015:
• Dick’s is moving its Amherst, 

NY, store into the location of the 
current food court starting in early 
2015. The store, formerly located 
near Meyer Road in Amherst, 

committed to building a 55,000- 
square-foot retail location.

• Dick’s is joining rival Sports 
Authority in opening large-format 
stores in Oshkosh, WI.

• Dick’s will anchor a $30 million 
redevelopment of Wilmot Plaza, in 
Tucson, AZ. The 50,000-square-foot 
store will open in the fall.

• Dick’s Sporting Goods and DSW 
will replace the Cinemark Movies 
10 discount theater in Joliet, IL, 
with construction starting this 
spring.

• The Home Depot Plaza in North 
Haven, CT, will be the new home 
of a 33,000-square-foot Dick’s in a 
space left vacant by the closing of 
XPect Discount two years ago.

• Dick’s Sporting Goods, one of 
ShoppingTown Mall’s anchor 
tenants in Syracuse, NY, 
reportedly plans to move out of 
the mall and into the Kmart plaza 
one-third of a mile down the road. 
Meanwhile, in its existing stores 

Dick’s has been reallocating space 
to increase its offering of women’s 
and youth athletic apparel. Much 
of this came from the downsizing of 
its golf business. 

This transition has been 
completed in all of the company’s 
single-level stores, which make up 85 
percent of the total company base.

And in a big step forward, Stack 
says all stores now offer ship-from-
store capabilities, where individual 
stores can ship product directly 
to the customer. Consumers can 
now also buy products online 
and pick them up at the store in 
limited merchandise categories. 
This option has been found to be 
more popular with items that have 
higher shipping costs.

He also expects this and other 
omnichannel moves to boost traffic 
in stores, while its e-commerce 
segment has grown by more than 
50 percent from an admittedly 
small base. 

This e-commerce penetration rate 
reached 14.4 percent in the fourth 
quarter and the chain did $655 
million in online sales last year.

Stack says the company is 
on target to be “e-commerce 
independent” by 2017. Its Golf 
Galaxy e-commerce efforts will all 
be handled internally in 2015, with 
the ultimate ramp up of all Dick’s 
Sporting Goods e-commerce sales 
coming in-house by 2017. n 

DICK’S SPORTING GOODS
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Brick-and-mortar remains Dick’s strength, with 800 stores still the goal in coming years.

A
s testament to the 

investment it is putting 

into its omnichannel 

efforts, Dick’s Sporting 

Goods was recently recognized by 

Mobile Enterprise for its mobile 

strategy that addresses a variety of 

needs, from elevating the consumer 

experience, to improving associate 

collaboration. The first step was to 

develop a comprehensive mobile 

application framework that became 

the foundation for all future mobility 

initiatives across the enterprise. 

Addressing essential components 

such as user experience guidelines, 

common objects, integration layers 

and tools in the framework helps 

the retailer accelerate deployment 

of both mobile solutions and 

devices.Dick’s chose Android 

handhelds for associates to provide 

an elevated user experience that 

is similar to the function they 

are likely familiar with on their 

personal devices. The retailer is 

also evaluating the use of tablets 

on the sales floor to better assist 

customers.

Since 2013, Dick’s has been 

building cross-functional libraries, 

or services that can be accessed 

across channels, a gamification 

engine and video streaming 

capabilities. A complete rollout of 

handhelds for associates also took 

place during the past year, helping 

to un-tether associates from fixed 

locations. Equipped with mobile 

devices, they have instant access to 

seamlessly integrated digital assets 

such as the company’s e-commerce 

data. These capabilities will improve 

associate productivity and enhance 

their customer service ability.

The devices also enabled Dick’s 

to expand its “endless aisle” 

capabilities from fixed kiosks 

to mobile associates, driving an 

improved experience. “Endless 

aisle is the term used to describe 

our ability to order a product from 

our warehouse for a customer 

even if that product is not available 

on the floor of our stores,” 

explained Rafeh Masood, VP-

customer innovation technology 

for Dick’s.

The process has been ongoing 

and over the past three years 

Dick’s has actively updated 

its e-commerce sites, with 

enhancements in the customer 

experience, new releases of its 

mobile and tablet sites, and 

development of capabilities that 

integrate its online presence 

with its brick-and-mortar stores, 

including ship-from-store; buy-

online, pick-up in-store; return-to-

store and multi-faceted marketing 

campaigns that are consistent 

across its stores and our 

e-commerce websites.

MOBIlE INNOVATION
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W 
hile its executive 
team may have 
more than a 
century and a half 
of experience, 

don’t expect the chain to live in 
the past. No. Its team – and eyes – 
are clearly focused on the future. 
Such experience knows one thing: 
Retail is ever-evolving and you just 
better change with the times.

For starters, it moved into its 
new headquarters in Troy, MI, 
about a year-and-a-half ago. The 
95,000-square-foot office building 
did more than provide windows to 
see outside, something that didn’t 
exist in many areas in its former 
cramped quarters in Waterford, 
MI. While some space is leased and 
some remains vacant, there are 
plans to eventually fill the building 
with Dunham’s employees as it 
grows the chain.

Coupled with that, in early 
February Dunham’s cut the ribbon 

on its newest growth engine: a 
massive distribution center in 
Marion, IN. The reported price tag 
on the 735,000-square-foot DC was 
$30 million. Located on 50 acres, 
the highly automated distribution 
center replaced three buildings. 
More importantly, it improves the 
supply chain and provides plenty 
of room for future store growth. 

“It shortens the supply chain,” 
says Ken Meehan, Dunham’s 
president. “We will move goods 
much faster from the vendor to the 
floor and in a more organized way. 
This greater efficiency will lower 
our costs while keeping our stores 
in a better in-stock position. It also 
gives us a facility to expand; it’s 
very scalable.”

The new office building and 
distribution center provide a 
foundation for future efforts on 
store growth and the potential for 
e-commerce. 

As for e-commerce, Dunham’s 

continues to study its role and 
value. That doesn’t mean it doesn’t 
understand the importance of 
omnichannel shopping. Instead, 
the company is focused on 
ensuring customer engagement in 
and outside its stores.

Omnichannel Options
“The piece that we are looking at 

is to develop a new web platform 
over the next two years to get 
as much of our product online 
as possible,” says John Oehler, 
Dunham’s VP-marketing. “We want 
to make it more scalable and user-
friendly,” he notes. 

“Omnichannel doesn’t 
necessarily have to go with 
e-commerce,” Meehan says. 
Instead, he understands that 
more customers are using the 
web to research their purchases 
and to make sure it’s available 
in store before they spend their 
time and money. Webrooming 

DUNHAM’S SPORTS

Go Big or Go Home

A new distribution center and an airy new headquarters have Dunham’s executives looking 
optimistically to a future where it continues to play to its strengths as a local retailer.
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THE POWER 12

 BIG NAMES . . . LOW PRICES

214 STORES IN  
19 STATES  

HEADQUARTERS  
Troy, Mi

WEBSITE 
dunhamssports.com

KEY EXECUTIVES

Jeffrey Lynn,  
chairman & cEO

Ken Meehan, president

Al Blazek, cFO

John Oehler, Vp-Marketing

Marshall Sosne, EVp– 
Supply chain

Steve Sander, EVp– 
Operations

SAlES fOR 2014

$500 – $750 million (range 

given by company executives)

WHAT’S TRENDING

Fit for Style: The athleisure 

movement remains strong. 

Dunham’s focuses on 

this segment through its 

branded shops and its 

merchandising to women.

Avoiding the Cycles: Full-

line assortments protect 

Dunham’s from the cyclical 

nature of fashion and 

consumer interests. 

The Core and More: 

Dunham’s views the core 

shoppers as outdoorsmen, 

women, and recreational 

and high school athletes.

Flames: The chain’s famous 

“hot Deals” (replete with 

flaming fire graphics) pull 

people into its stores and 

reinforce its strategy as the 

place for “Big Names . . . 

low prices.”
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has become more prominent than 
showrooming, Meehan notes. 

That’s a point underscored by a 
report from Merchant Warehouse, 
a business payment solution 
provider. According to its 
findings, 69 percent of people with 
smartphones in the 18-36 demo 
have webroomed, while only 50 
percent have showroomed. Among 
37-48 year olds, 71 percent have 
webroomed, versus 53 percent who 
have showroomed.

Consequently, Dunham’s 
modified its site to be scalable on 
any mobile device, Oehler notes. By 
making the site mobile responsive, 
customers can quickly find the 
products they are searching for.

Targeted Messaging
Plus, it invests heavily in 

communicating with customers 
through digital channels. “We 
continue to invest in targeted 
e-mail and text messages,” 
Oehler says. “We also use our 
social media platforms to further 
develop relationships with our 
customers. We constantly analyze 
our messages. We want ongoing 
engagement with our customers.”

It’s all part of its strategy to use 
clicks to bricks, bringing customers 
into its stores.

And Dunham’s continues to grow 
its store base. Last year, it opened 
11 new stores, including entry into 
Alabama and Virginia. Those stores 

also show that Dunham’s believes 
you either go big or go home.

As an example, Dunham’s Sports 
used 40,000-square feet when it 
opened its first store in Alabama 
last May. That gives it enough room 
to showcase its branded apparel 
shops, outdoors department 
and Fairway Center Golf Shop. 

Another new store in the Blue 
Ridge Mall in North Carolina covers 
65,000-square feet. 

Dunham’s knows that it simply 
needs more space to truly be a 
full-line sporting goods retailer, so 
50,000-square feet has become the 
standard for its new stores and for 
stores that have been relocated in 

existing markets.
It’s more than just space, too. 

Dunham’s is making a hefty 
investment in merchandising. “We 
have made great strides in setting 
up branded apparel shops, with 
Nike and Under Armour. We also 
have done this for women and 
kids. Our Fairway Golf Centers are 
multibranded, as are our outdoors 
departments. All of this builds on 
our image and our message. We 
believe that Big Names bring you 
in and our Low Prices bring you 
back,” Oehler says.

Success and Surprises
Dunham’s commitment to 

merchandising paid dividends 
last year, Meehan says. Apparel 
performed well. Fitness products 
took off and fitness bands took hold 
as well. Dunham’s saw strength 
in its paddle business, including 
kayaks and stand-up paddle boards. 

Last year came with challenges, 
too. The biggest surprise came in 
the continued softness in the golf 
business. Meehan attributes part of 
that to a wet spring, and perhaps 
disinterest among the Millennials 
who simply don’t want to spend 
five hours on the golf course. And 
the hunting business took a hit 
from a year earlier but remains a 
key category.

This year leaves room for 
optimism, Meehan says. “There’s 
plenty of upside. We like the trend 
of lower gas prices. We already see 
signs of golf and hunting improving. 
Plus, our new distribution center 
will improve our inventory 
allocation and better ensure that 
our stores will have the right sizes, 
colors and products that our core 
customers want.”

Dunham’s also plans on growing 
its store count. Meehan says the 
chain will open 20 to 25 new stores 
and remodel or relocate five stores 
to allow more space for its broad 
offerings. Don’t look for Dunham’s 
to expand its reach to new states, 
though. There’s plenty of room to 
grow in its existing footprint.

Even as it grows and evolves, 
one thing never changes at the 
expanding retailer: its focus on 
delivering a consistent value to its 
customers. “We have a heavy focus 
on value and the big names, low 
prices. It’s really part of our DNA,” 
Meehan says. n 

DUNHAM’S SPORTS

sportsinsightmag.com62  •  Sports Insight ~ March/April 2015

 

OMNICHANNEl CHECKlIST

Affinity Programs: 
Dunham’s doesn’t reward 
loyalty with points and 
cash-back certificates. 
Instead, the company offers 
constant engagement 
with customers who sign 
up through e-mail or its 
text alerts. This includes 
a savings coupon. Plus, 
it delivers specific offers 
based on customer 
interests. “We give 
customers a reason to 
shop,” Oehler says. “We’ve 
done a lot of research 
on this. you don’t know 
when they may shop, but 
you have to stay foremost 
in their minds.” Plus, 
it eliminates customer 
confusion and hassle with 
tracking points. 

It also targets teams, 
sportsmen’s clubs and 
companies with discount 
programs that include 
savings coupons that can 
be used more than once 
during a year or two, as 
well as regular offers for 
additional discounts on 
specific merchandise.

Mobile Apps: While it 
has optimized its site for 
viewing on any mobile 
device, there’s no fancy 
app to keep customers 
aware of its products 
and sales. Instead, text 
messaging leads the way in 
engaging customers, along 
with e-mail marketing and 
social media outlets.

E-Commerce: Its new 
distribution center seems 
a natural fit for extending 
its aisles and reach to 
digital shoppers near and 
far. Dunham’s isn’t ruling 
this out, but for now it’s 
focused on Webrooming, 
helping shoppers research 
items before they buy. 
This means more than just 
adding all of its products 
and detailed descriptions 
online. Dunham’s also plans 
one day to let customers 
know if a product is on the 
shelves of a nearby store. 
Customers could then even 
order it online for pick up 
at their local Dunham’s. 
That’s the ultimate goal, 
but no timetable has been 
set to accomplish this. 

THE NEW DISTRIBUTION CENTER 
came with some nice incentives from 
the state of Indiana. The Indiana 
Economic Development Corp. offered 
Dunham’s up to $500,000 in tax 
credits and up to $50,000 in training 
grants based on the company’s 
job-creation plans. There was also 
up to $150,000 in infrastructure 
assistance from the state’s Industrial 
Development Grant Fund.

• Dunham’s stores now dot 19 states, 
but the bulk remain in the Upper 
Midwest: Michigan, 67, Pennsylvania, 
26, Ohio, 23, and Wisconsin 19. 
Several states only have one or 
two stores — Alabama, Georgia, 
Maryland, Missouri, Nebraska and 
Virginia. That gives Dunham’s plenty 
of opportunity to grow its store count 
without expanding its geographic 
footprint. 

Of NOTE

Golf is highlighted in Dunham’s Fairway Center Golf Shop, which features all of the top brands.
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M
ore than just 
Alabama Tide fans 
were disappointed 
when the perennial 
powerhouse 

bowed out of the inaugural four-
team college national championship 
against Ohio State. 

Hibbett Sports also sighed since 
it meant long lines of rabid Tide 
fans wouldn’t be visiting one of its 
90 or so stores in Alabama to find 
more fanwear to celebrate another 
championship season.

No worry. With more than 20 
stores in Ohio, Hibbett still did quite 
well in outfitting those Buckeye 
fans. Plus, it also got some mileage 
from its 50 stores in Florida when 
Florida State University faced 
off against Oregon. Just thank 
goodness it wasn’t the Ducks who 
won the big game since the team 
hails from a state that has yet to see 

Hibbett enter its borders — with the 
emphasis on “yet.”

Yes, Hibbett continues to do what 
it does best: open stores primarily 
in small-town America from its 
base in Alabama, extending its 
retail tentacles north, south, east 
and west to 31 states stretching to 
Arizona and Pennsylvania.

Known for its ability to find 
locations in strip malls near 
the local Walmart, Hibbett 
opened 80 new stores in fiscal 
2015; it expanded nine high-
performing stores and closed 19 
underperforming stores, bringing its 
store base to 988 in 31 states at the 
end of the year. It expects to open 
80 to 85 new stores in 2015, along 
with 10 to 15 expansions and 15 to 
20 closings. 

The past year did bring some 
challenges, though. While sales 
grew, most of the gains came from 

adding stores, as comp store sales 
for most of the year were weak. 

But the year ended well. Net sales 
for the fourth quarter that ended 
January 31 increased 9.9 percent 
to $239.3 million, compared with 
$217.8 million a year earlier. Comp 
store sales for the quarter increased 
5.4 percent and income increased 
18.1 percent to $19.9 million, 
compared with $16.9 million a year 
earlier.

“We are very pleased with our 
performance in the fourth quarter,” 
says CEO and president Jeff 
Rosenthal. “We experienced strong 
comps during the holiday period 
on top of solid comps last year, and 
our product assortment resonated 
well with customers. In January, 
comps were especially strong due 
to better weather and earlier tax 
refunds.”

The strong last quarter showing 

HIBBETT SPORTS

Small Town Champ

Sticking to its winning strategy of opening stores in small towns all over America, Hibbett 
continues an inexorable march towards becoming a true national sporting goods retailer.
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GAME TESTED. ATHLETE APPROVED

988 STORES IN  
31 STATES   

HEADQUARTERS  
Birmingham, al

WEBSITE 
hibbett.com

KEY EXECUTIVES

Jeff Rosenthal,  
cEO & president

Scott J. Bowman, 

SVp & cFO

Cathy Pryor,  
SVp-Store Operations

Jared Briskin, SVp-chief 
Merchandising Officer

Mickey Newsome,  
Non-Executive chairman  
of the Board

SAlES fOR 2014

$913.5 million  

WHAT’S TRENDING

Hooping it Up: Basketball 

footwear and apparel have 

been red hot.

Child’s Play: catering to 

kids (and their moms) has 

been good for business.

Productivity Matters: 

Besides its new distribution 

center, the company has 

employed a new labor 

scheduling system, a 

new business intelligence 

system, and upgraded its 

inventory allocation and 

markdown systems.

Softer Side: Footwear 

accounts for 45 percent of 

sales, followed by apparel 

at 32 percent. hard goods 

generate 23 percent.

A new DC means even greater efficiencies for Hibbett in 2015.
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added up to strong numbers for 
the year. Net sales for the 52-week 
period ended January 31 increased 
7.2 percent to $913.5 million, 
compared with $852 million for 
fiscal 2013, and comp store sales 
increased 2.9 percent.

Net income for the year increased 
3.8 percent to $73.6 million 
compared with $70.9 million.

Its gleaming, new distribution 
center stands as a testament to 
getting just not bigger, but better. 
At 412,000-square feet, it doubled 
Hibbett’s previous warehouse space. 
It also has room to grow as the chain 
expands.

Opened last April, the DC ties 
into the company’s never-ending 
attention on efficiency and serving 
its customers. The latter gets more 
difficult as Hibbett continues to 
grow. After all, the Holy Grail of 
retail remains in getting the right 
product to the right stores at the 
right time and at the right price.

“We see some early results 
in staying in stock better,” says 
Rosenthal. While the majority of 
its sales come from footwear and 
apparel, hard goods more than held 
their own thanks to better inventory 
stocking. “We are starting to see 
some bounces there. I think keeping 
the hard goods in stock have 
propelled this business,” he notes.

The new distribution center 
comes with an increased focus on 
optimizing its inventory and pricing 
strategy. Hibbett uses JDA Demand 
and Markdown Optimization to 

anticipate the changing seasons 
in different regions and improve 
product pricing. The solution helps 
Hibbett to be more efficient in 
markdowns and allows the buyers to 
accomplish price-zone level pricing.

As part of the price-zone level 
pricing strategy, the retailer has 
segmented its store footprint in 
31 states into four groups. This 
allows buyers to take different price 
actions in these areas instead of 
using one pricing strategy across the 
country. After all, seasonal changes 
vary vastly across its footprint, 
not to mention loyalty and sales to 
collegiate and professional sports 
fans.

Along with this, Rosenthal is 
intimately aware of the importance 
of reaching customers in-store and 
out of the store.

For starters, e-commerce has 
moved to the front burner. “We are 
moving as fast as we can,” Rosenthal 
says. “We don’t have a firm date on 
that.”

It’s all part of the chain’s ongoing 
omnichannel strategy, Rosenthal 
notes. “We have so many things that 
we can do to move our business 
forward. There are so many 
opportunities for us. The future for 
us relies on customer service. We 
want to be able to get e-commerce 
and more to our customers in a 
seamless operation, but we have to 
get it right.”

As an example, it’s already started 
the foundation for inventory look-up 
by store whether on a computer, 

smartphone or tablet. “Mobile will 
be a big of this story. We want that 
customer to be able to look up what 
they want in the size they want 
before they visit our stores.” 

To do this, Hibbett has invested 
heavily in the process. “We put a 
lot of investment toward this. It’s a 
big part of our capital budget as we 
hire consultants and IT people,” the 
latter which Rosenthal says retailers 
are having difficulties in finding.   

No matter the tool or process, 
though, Hibbett stays the course as 
it looks to grow to nearly 1500 stores 

before the decade ends.
“The biggest thing is we still go 

where we are needed,” Rosenthal 
notes, adding that store growth 
will primarily come from filling in 
holes in newer territories such as 
Pennsylvania, Maryland and, most 
recently, all the way up to New 
Jersey. “We do a good job of meeting 
the customers’ needs. It’s honing in 
on the specific market to provide the 
right products that people demand.”

And it certainly doesn’t hurt when 
you can sell to Alabama or Ohio 
State fans.  n

HIBBETT SPORTS
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OMNICHANNEl CHECKlIST

Affinity Programs: 
More than two million 
customers have signed 
up for MVP Rewards. 
Joining the program 
gives customers a 20 
percent-off coupon. 
Points are then awarded 
for interacting online 
and for purchases. Once 
customers accumulate 
350 Points, they receive a 
$10 Reward Certificate.  
 Customers can also 
opt in to the Hibbett 
Sports Messaging Service 
to receive offers via text 
messaging. 

Mobile Apps: While 
it has optimized its 
site for viewing on any 
mobile device, there’s no 

fancy app. Instead, text 
messaging leads the way 
in engaging customers, 
along with e-mail and 
social media outlets.  
 Hibbett does offer a 
free service to league 
and managers that allows 
them to manage multiple 
teams. The leader can 
add members, create 
schedules, keep track 
of game scores with 
scoreboards, create 
equipment lists and then 
automatically send e-mail 
or text messages to 
members. Members can 
view their teams’ schedule 
and scoreboard, reply 
to messages sent by the 
team leader and check off 
items on equipment lists. 

E-Commerce: Its new DC 
seems a natural fit for 
extending its aisles and 
reach to digital shoppers 
near and far. But for now 
Hibbett relies on selling 
online through affiliates 
such as Nike and Under 
Armour and its Stadium 
Shop now run by Fanatics.  
 It’s not a matter of 
if, but when Hibbett will 
begin reaching more 
customers through 
the Web. It’s already 
started the foundation 
for inventory look-up by 
store. Eventually and 
perhaps before year-end, 
customers will be able to 
look up what they want in 
the size they want before 
visiting a store. 

WHILE ITS STOCK HAS 
taken a tumble over the 
past year, Hibbett used 
it as an opportunity to 
further its stock buy backs. 
In the past couple years, 
it’s repurchased more than 
1.5 million shares, the bulk 
of those last year. And 
it still has approximately 
$173.3 million remaining 
under the stock repurchase 
program that expires in 
January 2016. 

Hibbett runs a smaller 
format chain called Sports 
Addition. Typically in malls 
and located along with a 
Hibbett Sports store, the 
2300-square-foot stores 
focus on footwear, some 
caps and limited apparel.

Run as a separate division, 
Hibbett Team Sales 
continues to service 
schools and organizations 
throughout Alabama and 
parts of Georgia, Florida 
and Mississippi. 

Hibbett doesn’t always 
locate in rural towns. It has 
five stores in suburban St. 
Louis locations, including 
one in Chesterfield Mall, an 
affluent suburb. And last 
month Hibbett opened its 
first store in New Jersey, a 
4752-square-foot location 
in Upper Deerfield Plaza in 
Bridgeton.

In its road show for 
analysts and investors, 
Hibbett says a typical new 

store takes an investment 
of $200,000, produces 
sales of $725,000 and 
contributes $116,000, 
excluding depreciation, 
during its first year. Mature 
stores in their fifth year 
take $225,000 to fixture, 
stock and lease, generate 
$950,000 in sales, and 
contribute $209,000 to 
the company’s profitability 
before depreciation. 

A seasoned retail veteran 
at Hibbett, Jared Briskin 
was promoted to senior 
VP and chief merchant last 
September. He replaced 
Rebecca Jones, another 
long-time Hibbett staffer 
who left the company 
without explanation.

Of NOTE

All of the major brands show up regularly in Hibbett stores across the country.
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T
ogether for 
decades, MC Sports’ 
management team 
continues to focus 
on growing the chain 

in measured steps throughout its 
Midwestern territory. The chain that 
prides itself on its independence 
and community roots took further 
steps to grow sales and build a 
consistent image by expanding two 
more stores from simply athletics 
to full-line, adding field and stream 
departments.  
    Additionally, another store 
was updated by adding outdoors 
without an expansion, says Dan 
Winchester, who has been with MC 
for 28 years and now serves as the 
chain’s chief operating officer.

While it certainly has plenty 
of holes to fill in states outside 
Michigan, MC continues its drive 
to bring more than socks and 
jocks to its customers. Many of its 
stores simply only carried athletic 

items, but now the chain has either 
converted or opened new stores 
to ensure that customers can buy 
a pair of hunting boots along with 
their running shoes.

Making Moves
That’s exactly why MC Sports 

moved to a new, much larger 
location inside Market Place Mall 
in Champaign, IL, last summer. 
Originally in the Market View 
Shopping Center for 20 years, MC 
leased 24,000-square feet adjacent 
to J.C. Penney to make room for its 
full-line offerings. Besides room for 
hunting and fishing, MC preferred 
the spot since it generates 
foot traffic as well, offsetting 
advertising costs. 

“At this point, we have 
transitioned 50 percent of our 
stores from 13,000 to 25,000-square 
feet,” Winchester notes. “We think 
we have found a good format 
and size that works for us. Going 

forward, we are looking at either 
opening or expanding four to six 
stores this year.” 

Many of its stores are also 
being extensively remodeled to 
fit the chain’s new prototype that 
launched a few years ago. Wholesale 
changes include wider aisles, 
improved merchandising displays, 
customer comfort features, speedier 
checkout and impulse items up 
front. “That look is what we are 
going for,” Winchester says, adding 
that MC has outfitted nearly half of 
its stores with this new design and 
other features. 

MC also developed a retail 
partnership with a ski resort in the 
winter of 2013. The Cannonsburg 
Ski Shop by MC Sport has produced 
positive results. “We are pleased 
with the project, and results have 
been good,” Winchester says. 
Further similar partnerships 
depend on the right scenario and 
opportunity, he adds.

MC SPORTS

Expanding its Base

Always a player in the Midwest, MC Sports is making strides into new markets with an 
expansion into the outdoor category to serve even more of its diverse customer base.
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WHEN THE RIGHT GEAR MATTERS

77 STORES IN  
7 STATES  

HEADQUARTERS  
Grand rapids, Mi

WEBSITE 
mcsports.com

KEY EXECUTIVES

Bruce Ullery, cEO/president

Dan Winchester,  
EVp & cOO

Rob Summerfield,  
EVp & cFO

Irwin Wallach, Sr.  
Vp-Store Operations

Jerry Klein, Vp-real Estate

Ed Rix, Vp-Marketing and 
advertising

SAlES fOR 2014

$230 million  
(estimate; company  is private)

WHAT’S TRENDING

Organic Growth: Mc added 

the outdoor category to 

many of its legacy stores 

that primarily sold athletic 

goods. it’s halfway through 

the process of making sure 

all stores carry field and 

stream.

Remodeling: There’s a new 

look and feel. Mc Sports’ 

new prototype updates 

its stores to improve 

merchandising, customer 

comfort and sales.

Loyalty Matters: The 

chain rewards its best 

customers with its active 

rewards program. it’s also 

a key element in engaging 

customers.

The TICKR family of wearables was designed with your 
workouts in mind. All TICKRs measure your core data – 
heartrate and calorie burn. The TICKR Run adds running 
form analysis and captures your treadmill workouts, 
while the TICKR X also has built-in memory and can count 
reps. Whether you are working off a big meal or working 
towards a new personal best, Wahoo has a TICKR to help 
you meet your training goals.

wahoofitness.com/SI

TRAIN SMART.
TRAIN STRONG.
TRAIN FREE. 
TRAIN PERFECT.

THERE IS A TICKR FOR THE  
WAY YOU TRAIN.
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Yet the focus remains on 
improving its store base, whether 
through new locations that provide 
infill opportunities or remodeling 
or relocating existing stores. And 
MC never stops looking at its 
operational controls. 

This leaves Winchester and 
company optimistic about 2015. “We 
have those strong trends in many 
categories. Our core competencies 
are in team sports and athletic 
footwear and apparel. All of those 
are trending positive. We are a 
regional leader in paddle sports, 
as well as skis and snowboards. 
We also see the shooting sports 
category trending positive.”

Forward Momentum 
And Winchester is bullish on the 

improving economic climate in its 
key Midwestern base. MC Sports 
keeps a steady hand on the rudder 
of all things under its control, he 
says.

Part and parcel is always reaching 
out and engaging its customers. MC 
knows the importance of connecting 
with customers digitally and in-
store. 

“With the decline in print media, 
you need a digital strategy,” says 
Winchester. “We have a vibrant 
loyalty program and we can 

communicate with them via e-mail.” 
MC knows that this strategy 

works. “We can measure redemption 
and bucket size of the transaction,” 
notes Winchester. “We can tailor to 
their interests.”

While customers also are reached 
through social media, it’s not as easy 
to measure the impact there. “Our 
loyalty program gives us measurable 
results,” notes Winchester.

Still to come is entering the world 
of e-commerce. Says Winchester: 
“We are working on a roadmap. We 
are looking at the requirements.”

The Midwestern stalwart just 
keeps working on its strategy to 
become the store of choice for 
sporting goods enthusiasts. “We 
have a unique selling position as to 
how we present ourselves. We spend 
a lot of time refining it. I’m just not 
going to tell you that. We view our 
competition from many aspects 
whether discount stores or specialty 
shops,” Winchester says.

Since taking the chain private 
in 1996, MC’s executive team has 
survived and thrived by planning its 
work and working its plan. n

MC SPORTS
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OMNICHANNEl CHECKlIST
MC Sports has transitioned 50 percent of its stores to a newly designed store format.

Affinity Programs: Less than five years 
after its launch in 2009, the MC Sports 
Active Rewards program topped the 
one million member mark this past 
summer. The usually quiet company 
announced it in a press release. 
“Achieving this level of success would 
not have been possible without high-
end, reliable and scalable technology, 
not to mention the resources 
necessary to manage it,” announced 
Ed Rix, VP-marketing and advertising.  
 Active Rewards members earn 
one point for every dollar spent at its 
stores. Once they accumulate 500 
points, they receive a $15 certificate 
for redemption. MC also keeps in 
touch through special offers, including 
birthday discounts, entry to private 
sales and advance notice of major 
sales.

Mobile Apps: No mobile app is 
available. The chain’s loyalty program 
remains a key touch point in engaging 
customers through e-mail offers 
and more. MC also uses Twitter and 
Facebook. 

E-Commerce: MC has the pieces for 
e-commerce on its website but has yet 
to pull the trigger. Instead, it displays 
a full gamut of products, along with 
features, specs and pricing. Missing are 
any filters to winnow down selection, 
not to mention optimizing the site for 
viewing on smartphones and tablets. It 
does offer customers access to its Fan 
Shop, which is run by Fanatics.

SURVEy PLEASE. MC ASKS customers 
to “Take Our Survey” on its website. A 
monthly sweepstakes rewards a customer 
with $250 for taking the time to complete 
the three-minute survey.

• Its Coaches Corner courts teams. 
Coaches can sign up at any store and 
receive discount coupons for players, 
along with special pricing on equipment, 
footwear and uniforms.

• An affiliate program gives organizations 
an opportunity to raise funds. Affiliates 
receive one point for every $10 their 
members spend. Once the affiliate 
reaches 2500 points, MC Sports issues 
a $250 gift certificate directly to the 
affiliate. And Active Rewards members 
still earn points for their purchases.

• Every MC Sports store gives back to its 
community through team sponsorships, 
fundraising programs, team and 
group discounts and a longstanding 
commitment to the Children’s Miracle 
Network.

Of NOTE

An updated children’s department puts an emphasis on products for the whole family.
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I
f Mitchell Modell were a 
professional athlete, news 
coverage of his 2014 pre-
season would have focused 
more on his off-field exploits 

than on his on-field performance. 
Because even though it was 
another solid year for the country’s 
largest family-owned sporting 
goods retailer, the successes were 
overshadowed early in the year by 
tabloid type news.

First came allegations from rival 
Dick’s Sporting Goods that Modell 
himself went into a Dick’s store in 
New Jersey and claimed to have 
an appointment with Dick’s CEO 
Edward Stack, gaining access to 
off-limits sections of the store. Then 
in May, Modell accused his sister-
in-law (the wife of his deceased 
brother, Michael) of attacking 
his own extravagant spending 
in retaliation for cutting off her 
unlimited credit card. 

All of the tabloid fodder 

eventually quieted down and the 
retailer and its CEO were able to 
focus on the task at hand for 2014 — 
running one of the more successful 
sporting goods retailers in the 
extremely competitive Northeast.

With all of the off-field 
distractions out of the way, by all 
accounts 2014 was a successful 
year for Modell’s — certainly better 
than that of the New York area 
professional sports teams on which 
it depends for much of its licensed 
product business. The year’s 
hard work culminated in October 
when Modell’s began celebrating 
its 125th year in business, a party 
that continued through the holiday 
season. “We celebrated the entire 
fourth quarter,” Modell says. 

Modell’s marked its anniversary 
year by adding four new stores and 
closing three. The biggest opening 
was a new flagship store at One 
Penn Plaza in New York City in the 
shadow of Madison Square Garden.

The one cloud hanging over 
the chain as it celebrated was 
the imminent closing of its 
14,000-square-foot store in the 
heart of Manhattan on East 42nd 
Street, across from Grand Central 
Terminal. The property, which 
housed a Modell’s for the past 25 
years, is being demolished to make 
way for a planned skyscraper that 
will span an entire city block.

“Unfortunately, due to a landlord 
redevelopment of the block, we lost 
our lease,” Modell explains. “We 
are actively seeking a replacement 
location in the market and have 
a few opportunities that we are 
evaluating.”

One local newspaper called it the 
End of an Era, and indeed it was. In 
the rapidly changing world of New 
York City retailing, any store that 
lasts in one place for two-and-a-
half decades is bound to become a 
landmark of its own.

“We were a fixture on the street,” 

MODELL’S SPORTING GOODS

Going to Mo’s for 125 Years

Celebrating its 125th year in business in style last year, Modell’s continues to fine tune its 
merchandising while operating as the ultimate local retailer in its urban and suburban markets.
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GOTTA GO TO MO’S

156 STORES IN  
10 STATES AND DC

HEADQUARTERS  
New York, NY 

WEBSITE 
modells.com

KEY EXECUTIVES

Mitchell Modell,  
chief Executive Officer

Eric Spiel,  
Executive Vp-cFO

Charles Castaneda, 
Executive Vp, cMO

Deborah Fine, Executive Vp, 
chief commercial Officer

David Strobelt, SVp, ciO

Cary Deleo, SVp-Facilities & 
construction

James Argerakis,  
SVp-Store Operations

Tami Mohney, SVp-
advertising & Marketing

Jay O’Brien, Vp & GMM–
license/Sporting Goods

Willy Kaplan, 
Vp & GMM–apparel

Jeff Shaffer,  
Vp & GMM–Footwear

SAlES fOR 2014

NA (privately owned)

WHAT’S TRENDING

Happy Birthday: Modell’s 

celebrated its 125th 

anniversary in style last year, 

opening four new stores, 

including a new flagship in 

Manhattan. 

Direct To You: Last year 

Modell’s began drop 

shipping direct from vendor 

to customer.
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Modell agrees, noting that the 
company has maintained a presence 
in the area for 52 years. Immediately 
after Christmas the store began 
having several promotions to clear 
out inventory and was scheduled for 
closing in February.

With the shuttering of the 42nd 
Street location Modell’s now has 
156 stores, 10 of which remain 
in Manhattan, and it opened a 
13,000-square-foot store in Long 
Island City, New York, on February 
12, with more planned.

“Our current plan for 2015 is 
eight to 10 new stores in existing 
markets.,” Modell says. “Beyond 
2015, we will look to fill in locations 

in existing markets as well as 
evaluate new markets where it 
makes sense to expand.”

Costly Real Estate
One of the privately held chain’s 

most formidable challenges is 
operating in a region where retail 
space ranks among the costliest in 
the country, especially in its urban 
locations in Boston, New York, 
Philadelphia and Washington, D.C. 
“Real estate is very expensive,” 
Modell understates, adding that 
“banks and drugstores are our biggest 
competition for space.” This pressure 
for space does lessen outside of 
its urban markets, which makes 

expansion into these markets more 
feasible.

Modell’s rolled out a new prototype 
store design in 2014 that focuses on 
more aisle space and other upgrades 
that, in Modell’s words, “make the 
stores more shoppable, more user-
friendly.” The most visible aspects 
consist of new flooring, better lighting 
and updated fixtures.

“In 2014 we remodeled 10 locations 
and currently have plans for seven 
more in 2015,” says Modell.

Beyond brick-and-mortar, Modell’s 
has made a significant investment 
in its e-commerce and omnichannel 
initiatives, which were a bright spot 
in 2014.

“Our e-commerce business has 
grown tremendously over the past 
year, with an 85 percent increase 
in revenue,” Modell notes, adding 
that the added value of e-commerce 
is what he calls the “endless aisle,” 
which allows it to offer a greater 
selection online without the space 
limitations that it has in its stores.  

Modell’s has also leveraged the 
concept of drop shipping, offering 
product that it purchases from a 
vendor upon customer order, with 
the vendor then shipping the item to 
the customer. Modell’s handles taking 
the order, processing payment and 
customer service inquiries, and the 
vendor ships the product.  

Undeniably, after its tough early-
season performance Modell’s bounced 
back for another banner year and 
through it all Mitchell Modell was 
able to keep his focus on the chain’s 
on-field performance. “With growth 
comes challenges,” Modell notes. 
“We are constantly evaluating our 
strategies relative to inventory 
management, customer service and 
user experience as our business 
grows. At times it’s a challenge for the 
internal infrastructure to keep pace 
with the growth.”

But is Modell’s satisfied with both 
its e-commerce and brick-and-mortar 
efforts? Modell says the process is 
ongoing.

“We always want to do better in any 
aspect of our business,” he says. “It’s 
safe to say we’re where we want to be 
today, but we want to be even better 
tomorrow.” n

MODELL’S SPORTING GOODS
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OMNICHANNEl CHECKlIST

Modell’s is as New York as a retailer can get, with multiple locations in the heart of Manhattan. But it also operates as a local retailer up and down the coast from Boston to Washington, D.C.

Affinity Programs: 
Frequent “Gotta Go To 
Mo’s” shoppers gotta 
sign up for the MVP 
Rewards program. MVP 
members receive one 
point for each dollar spent 
at Modell’s, online or in 
a store. Once they reach 
400 points, they receive 
a $20 reward certificate 
either by e-mail or 
instantly from a register 
during their transaction 
at a retail store location. 
That’s a pretty generous 
five percent back. 
Other benefits include 
special offers and deals, 
special shopping events, 

promotions, sweepstakes, 
prizes and insider updates 
on new product releases. 

Mobile Apps: Modell’s 
doesn’t have an app. 
Customers can stay 
in touch through their 
MVP Rewards program 
or opt to receive e-mail 
messages. Mo’s also 
keeps customers engaged 
through its active social 
media channels.

E-Commerce: It continues 
to upgrade its Web 
presence with better 
graphics and easier 
navigation and detailed 

product descriptions. It 
still lists shoes by color 
and often widths, so the 
same shoe style gets 
repeated. Mo’s also took 
a big leap when it started 
allowing returns from 
online orders at any of its 
stores.  
   Plus, it allows a full 
year for most returns. 
However, online orders 
require customers to get 
a Return Merchandise 
Authorization, which is 
generated online and then 
e-mailed. 
 And, yes, Modell’s 
has optimized its site for 
viewing on mobile devices.

LAST SPRING MODELL’S HIRED 
Deborah Fine as its chief commercial 
officer, responsible for the execution of 
an integrated strategy to drive traffic, 
convert traffic to sales and increase 
sales per customer. She is also leading 
its digital strategy toward becoming an 
omnichannel retailer.

• Modell’s was named the official 
sporting goods retail partner of the New 
york City Football Club (NyCFC) for its 
inaugural Major League Soccer season 
in 2015. The agreement calls for making 
15 of its locations NyCFC Headquarters, 
including flagship stores at Times 
Square and Penn Plaza, featuring 
exclusive NyCFC product and player 
appearances. 

Of NOTE
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Outdoor Brands

Where Innovation Meets Comfort

POWER12 2015-09.indd   72 3/17/15   1:03 PM



©2015 Implus Corporation. 1.15

Outdoor Brands

Where Innovation Meets Comfort

POWER12 2015-09.indd   73 3/17/15   1:03 PM



T
rue to its roots, 
Olympia Sports 
remains both family 
owned and family 
friendly. And it goes 

about its business somewhat 
quietly, preferring to roll up 
its sleeves rather than make a 
loud splash. Ed D. Manganello, 
president of the mid-Atlantic 
and Northeast chain, sums it up 
succinctly, “Nobody has ever 
said retail was easy.”

He’s not one to complain, 
but rather he spends his time 
focusing on improving Olympia 
Sports’ presence and operations 
at its more than 200 stores 
spread throughout 14 states.

As for presence, Olympia 
continues to look for new 

locations primarily in the 
Mid-Atlantic states, such as in 
Southbury, CT, where it recently 
opened its 14th store in the 
state. 

It continues to look for 4000- 
to 6000-square-foot spots in 
secondary markets so that it 
avoids bumping heads with 
big-box retailers. Last year, it 
expanded into Cambridge, OH, 
which boasts a population of 
only 10,518. 

But that suits Olympia 
just fine. “We are all about 
great product, great service 
and customer convenience,” 
Manganello said in announcing 
the grand opening last 
November. “We are small town 
people and we don’t believe 

people in smaller communities 
should have any less access, or 
have to travel to get the best in 
athletic gear.”

It also relocated or expanded 
five doors to further its presence 
in communities where it does 
business. Olympia did just that 
when it moved from Dover to 
nearby Somersworth, NH.

Rolling Out Updates
Along with this, Olympia 

continued to roll out its 
updated point-of-sale system. 
The seven-figure investment 
has been an ongoing process, 
but is finally nearing complete 
implementation. The new system 
drives more than efficiency. It 
ties into its loyalty program to 

OLYMPIA SPORTS

Moving Forward Quietly

The Maine retailer continues along its path as a family-run and family-friendly sporting goods 
store while it spreads its roots to grow in the Mid-Atlantic and beyond.
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235 STORES IN  
14 STATES  

HEADQUARTERS  
Westbrook, ME

WEBSITE 
olympiasports.net

KEY EXECUTIVES

Ed D. Manganello, president

Ed P. Manganello, chairman

John Lesniak, cFO

Paul Fitzpatrick, Sr. Dir. of 
Operations and Distribution

Bob Boland, Sr. Director of 
Store Operations

Dave Osswald, Director of 
Merchandising

SAlES fOR 2014

$205 Million (estimated)

WHAT’S TRENDING

Premium Brands: Quality over 

quantity has proven itself for 

Olympia, whose customers 

want Nike and Under armour, 

Oakley and columbia.

Polished Presence: Updated 

merchandising includes a 

modern look – no slat wall for 

footwear. Graphics and space 

draw customers in and give 

them room to breathe. Ten 

stores and all new locations 

will carry the new look.

Improving Margins: The chain 

plans to boost store comp 

sales by holding the line on 

pricing.

Go Pats: Several of its stores 

opened early to help patriot 

fans celebrate a Super Bowl 

victory. 

The big brands all make an appearance in updated merchandising at Olympia stores.

RUN AWAY
WITH ME.

N7010-842-1  NBx®  No Show Socks

• Powered by                  moisture management
• Seamless toe for comfort
• Anatomical left/right fit
• Minimal cushioning for second skin feel
• Mesh panels for increased breathability
• Stability fit arch support for a snug fit

©
20

15
 N

ew
 B

al
an

ce
 S

ho
e,

 In
c.

newbalance.com/socks

855.655.8136
For information about New Balance Socks

LET’S MAKE
EXCELLENT
HAPPEN.

C

M

Y

CM

MY

CY

CMY

K

New Balance Socks March April.pdf   1   3/13/15   10:20 AM

POWER12 2015-09.indd   74 3/17/15   1:03 PM



RUN AWAY
WITH ME.

N7010-842-1  NBx®  No Show Socks

• Powered by                  moisture management
• Seamless toe for comfort
• Anatomical left/right fit
• Minimal cushioning for second skin feel
• Mesh panels for increased breathability
• Stability fit arch support for a snug fit

©
20

15
 N

ew
 B

al
an

ce
 S

ho
e,

 In
c.

newbalance.com/socks

855.655.8136
For information about New Balance Socks

LET’S MAKE
EXCELLENT
HAPPEN.

C

M

Y

CM

MY

CY

CMY

K

New Balance Socks March April.pdf   1   3/13/15   10:20 AM

POWER12 2015-09.indd   75 3/17/15   1:03 PM



drive its customer relationship 
management software. Olympia 
simply wants the right data to 
better ensure that it targets each 
customer’s specific needs.

It continues to invest in people 
as well. It strengthened its 
merchandising department with 
the addition of Rachael Gelowtski. 
With years of experience at 
Stride Rite and Clarks, Gelowtski 
oversees planning and allocation.

Merchandising remains a 
key component of its strategy 
to focus on brand names. 
The company began rolling 
out a more modern look, 
eliminating footwear slat 
walls and streamlining its 
displays. Manganello praises 
Bob Boland, senior director of 
store operations, for driving the 
updated look. 

“This project fell under Bob 
Boland’s many responsibilities. 
His sheer determination and 
attention to detail got this done,” 
Manganello says. It’s all part of 
its focus on selling brand names 

to smaller communities. “Nike 
and the other brands deserve this 
as do our customers,” he notes. 

The remodeling effort will kick 
into high gear this year with 10 
stores getting a facelift. Ging 
forward, all new stores will be 

updated with the new look. 
Olympia launched a strategy 

a few years ago to become a 
premium retailer. Since then, Nike 
and Under Armour have powered 
sales, a trend that continued 
last year. He sees the two 

heavyweights carrying sales again 
this year, but sees sales of Adidas 
ramping up at Olympia as well.

With so much in place, he’s 
optimistic about 2015. He’s 
engaged a third-party real estate 
professional to help fire up 
the growth effort. By year-end, 
he expects the chain to net 15 
stores “as we continue to close 
underperformers and strengthen 
our portfolio. 

Overall, Manganello anticipates 
increased margins too, and comp-
store sales to increase a few 
points compared to last year. 

“We are going to continue to be 
less promotional when we see the 
opportunity,” he says.

He’s not adverse to or 
ignorant of the hype about the 
omnichannel experience. He 
simply prefers not to comment 
about the talk.

Rest assured, though, that 
Olympia is working on expanding 
its presence online. “E-commerce 
is coming but not in the near 
future. We are actually not far 
off from a fulfillment standpoint. 
We have a lot to learn and want 
to make sure it is 100 percent 
before we roll anything out. The 
consumer will not give us many 
chances to get it right.” 

After all, whether brick-and-
mortar, clicks, or clicks and 
bricks, Manganello knows one 
thing: “Nobody has ever said 
retail was easy.” Somehow, 
Olympia continues to do the work 
to make sure it gets it right.  n

Olympia Sports
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Affinity Programs: Its 
Edge Rewards program 
gives customers points 
for buying products. After 
accumulating 200 points, 
one for each dollar spent, 
customers receive a $10 
reward certificate. That’s 
a pretty healthy return at 
five percent. While Olympia 
says points never expire, 
customers have to present 
an awards card to ensure 
accurate tracking. The 
certificates expire 60 days 
after issue. 
 Membership carries 
some other privileges 
as well: coupon offers, 

member-only events, 
special birthday offer and 
free shipping on out-of-
stock items available at 
another store. 

Mobile Apps: Don’t expect 
Olympia to unleash an app 
anytime soon. It barely even 
uses social media. Instead, 
it prefers to use its Edge 
Rewards program and Edge 
e-mails to draw customers 
into its stores. 

E-Commerce: Its current 
website only allows 
customers to purchase 
gift cards. Heck, it doesn’t 

even showcase any 
products stocked in its 
stores. Instead, the site 
primarily promotes its store 
locations, promotions and 
Edge Rewards program. 
Olympia does provide 
some shopping options. 
Its affiliate program allows 
customers to shop online 
with 17 key suppliers 
such as Nike, Reebok, 
Under Armour, Adidas, 
Columbia, Rawlings, 
Oakley and Fathead. Its 
website also links to the 
Olympia Fan Zone, which 
offers a wealth of licensed 
products from Fanatics.

OLyMPIA ISN’T AFRAID TO CLOSE 
underperforming stores. It exited the 
Fingerlakes Mall in Auburn, Ny, this 
past May after nearly 10 years in the 
location.

• The Olympia Foundation was 
established by Olympia Sports on 
its 25th Anniversary in 2000. The 
Foundation uses The Clothing Bank 
to provide new clothing to individuals 
or families in need of assistance. 

• Last August, Olympia Sports 
announced a three-year partnership 
as the “Official Sporting Goods 
Retailer” of the TD Beach to Beacon 
10K Road Race. The event attracts 
more than 6000 participants and 
elite runners from around the world. 

Of NOTE

Olympia continues to update its look to  
drive customer satisfaction and serve the  
major brands.
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l 
egend has it that 
somewhere up in the 
Great White North of 
the continental United 
States there lives a huge 

sporting goods retailing beast, rarely 
seen outside of its home turf but 
greatly respected by all those who do 
encounter it in their travels.

This behemoth dominates all that 
it sees and is the undisputed master 
of all things sports in its far-ranging 
territory. Adventurers from all over 
the country trek to its lair to do 
business, pay respect and be awed by 
its size and power. It welcomes them 
with open arms and POs.

This is a friendly giant, though, 
known for its ability to sell thousands 
upon thousands of different products 
to a local populace starving for the 
selection of supplies taken as routine 
by their brethren in larger towns to 
the south. Legend even has it that 
one of its locations boasts more than 
two million products for those that 
choose to enter.

Even though it is the biggest kid on 
the block by far, this giant is by no 
means a bully. In fact, he is downright 
entertaining — offering Ferris wheel 
rides to kids and adults alike, along 
with fudge, games, stuffed animals 
and animated presidents. And it is a 
benevolent giant, donating millions to 

local charities and associations.
Yet, alas, it is also a reclusive giant, 

preferring to roam its home turf freely 
and dominate the landscape — and 
it rarely, if ever, talks to outsiders. In 
the past few years it has been spotted 
in faraway outposts such as Reno and 
Salt Lake City, and every 18 months 
or so it will emerge following months 
of speculation to wow the local 
populace.

A Beloved Giant 
Scheels All Sports is certainly 

a beloved giant — and for good 
reason. For its customers – often 
located in towns far from major 
metropolitan areas – Scheels offers 
unprecedented access to the latest 
and greatest from all of the major 
brands, and many smaller brands 
trying to make a name for themselves. 
After all, when your stores range in 
size from 100,000-square-feet to the 
world’s largest sporting goods store 
at 295,000-square-feet in Sparks, NV, 
there is plenty of room for everything 
— even its much ballyhooed Ferris 
wheels, food centers and demo areas.

Vendors tell the same story and are 
universally in love with the partner 
from North Dakota. Even with all the 
space the retail-tainment swallows, 
all of this square footage leaves 
plenty of room for product. Even 

better, Scheels buyers have shown a 
willingness to try something new in 
their constant quest to please their 
customers.

Employees apparently love working 
at Scheels, as well, which is usually 
the coolest gig in town. In addition, 
Scheels is an employee-owned 
company. After employees work 1000 
hours and are at least 21 years old, 
they are rewarded with stock. As the 
company grows, so do their stocks.

“The benefits of it are, when you 
take a new associate that’s coming 
aboard, it’s intriguing for somebody 
that’s part time,” said Fargo Scheels 
store leader Bill Nelson in a recent 
profile in Fargo Monthly. “But it’s 
really intriguing when it’s somebody 
looking for a career, because it 
reinforces what we’re talking about in 
terms of ownership and empowering 
those individuals.”

Local communities certainly love 
when a Scheels comes to town. It is 
often the largest retailer for miles 
and in many cases it is a destination 
for a family or team outing. Indeed, 
the recent opening of a Scheels All 
Sports in Billings, MT, was voted by 
the Chamber of Commerce as number 
five in the city’s Best Moments of 
2014. (Number one was being ranked 
as one of America’s greatest Beer 
Cities by Livability!) 

SCHEELS ALL SPORTS  

A Sporting Goods Legend

This beloved retail giant continues to wow the competition, and its customers, with its big 
stores and big ideas and its very unique form of retail-tainment.
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WHAT’S TRENDING

Busy Year: although it 

usually opens a store only 

every 12-to-18 months, two 

openings – in Kansas and 

Minnesota – will make 2015 

a particularly busy year for 

Scheels.

Retail-tainment: Scheels 

has to sell a lot of sneakers 

to pay for its Ferris wheel, 

but we hear margins are 

pretty strong on the fudge 

it sells.

All Sports? Scheels boasts 

that is has something 

for everyone, but with 

shopping habits favoring 

specialty sports it has to 

specialize as well to keep 

relevant as it enters more 

competitive markets.

Giving Back: The 

company is well known 

for its philanthropic work 

and every year gives 

away millions of dollars 

to charities, further 

embedding its stores in 

local markets. 

GEAR. PASSION. SPORTS.
C

M

Y

CM

MY

CY

CMY

K

FTS_F4M_SinglePg_Ad_v4_cmyk.pdf   1   3/10/15   1:24 AM

POWER12 2015-09.indd   78 3/17/15   1:03 PM



GEAR. PASSION. SPORTS.
C

M

Y

CM

MY

CY

CMY

K

FTS_F4M_SinglePg_Ad_v4_cmyk.pdf   1   3/10/15   1:24 AM

POWER12 2015-09.indd   79 3/17/15   1:03 PM



One real estate developer even told 
a local newspaper that a new store 
was “arguably the most significant 
retail development in the history of 
Billings.” 

Indeed, the biggest news for Scheels 
in 2014 was the much-anticipated 
opening in early September of a two-
story, 220,000-square-foot store that is 
the centerpiece of the Shiloh Crossing 
development in Billings, MT. Scheels 
has been in Billings since 1955 and the 
new store marks the sixth place it has 
occupied within the city.

The new Scheels is about one-
third the size of the entire Rimrock 
Mall where its previous store, which 
closed on August 24, occupied a 
41,000-square-foot space that was 
about five times smaller than the new 
site. It is the second largest Scheels 
in the country, trailing the almost 
300,000-square-foot store in Nevada.

“This is epic, blockbuster retailing. 
No one but Scheels is building stores 
like this,” said mall co-developer Steve 
Corning in a local news report of a 
grand opening that featured the Green 
Man Group Drumline of Utah Valley 
University, dancers from Billings West 
High School, a bouncy gym and more 
than 1000 people lined up outside 
waiting for the 9:00 a.m. opening.

“Being a private company, we 
can put all the resources in our next 
single project, rather than a lot of our 
competition that’s public,” explained 
CEO Stephen D. Scheel in Fargo 
Monthly. “They [public companies] 
have to really watch what they spend 
on — facilities, inventory and salaries. 
We can throw all our resources at one 
project.”

“It took us too long to realize that 
we need to be more than just retail,” 
said Scheel. “We look at it as the 
Disneyland of sporting goods, where 
people come as a family and really 
enjoy the day. They can eat in the 
restaurant. They can drink Starbucks 
coffee. They can ride the Ferris wheel 
and shoot in the shooting gallery and, 
oh by the way, we stock about two 
million items they can look at, too, 
because we cover the whole gamut of 
sports.”

Among other highlights of the Shiloh 
Crossing store:
• The second floor has a 35-foot-tall 

wildlife mountain, and 200 different 
animals stuffed and mounted. (The 
bald eagle, which is illegal to kill, is a 
replica made with turkey feathers.).

• The main event is a 16-car Eli Bridge 

Co. Ferris wheel, where some stood 
in line during the opening for an 
hour for the 25-minute ride.

• On both sides of the Ferris wheel, 
animatronic figures of Abraham 
Lincoln and Thomas Jefferson 
read passages from the Gettysburg 
Address and the Declaration of 
Independence, respectively.

• Walking in the front door, visitors 
are greeted by a 16,000-gallon 
saltwater aquarium, filled with 700 
fish.

• The store reportedly carries more 
than two million items and is touted 
as a “destination” store — come for 
the Ferris wheel, mini-bowling alley 
and shooting gallery, stay to shop 
and grab a bite to eat at Gramma 
Ginna’s soup-and-sandwich shop.

• Scheels projects that customers will 
travel more than 150 miles to visit 
the Billings store.

• A news account of the opening 
reported that about 10 minutes 

after the doors opened two 
dozen shoppers jammed into the 
ammunition aisles of the hunting 
section on the second floor, seeking 
hard-to-find .22 caliber bullets — 
proof that Scheels has something for 
just about everybody.
In a somewhat unusual move for a 

retailer that likes to move slowly and 
deliberately, it will be opening two 
new locations in 2015.

First up is the planned opening 
of a Scheels All Sports store in 
Rochester’s Apache Mall in Minnesota. 
The 144,000-square-foot store is 
replacing a Sears location in the mall, 
expanding the two-story space from 
114,000-square feet.

The Rochester location fits 
somewhere in the middle of the 
Scheels blueprint in terms of sheer 
size — larger than the 120,000-square-
foot stores in Mankato and Waite 
Park but much smaller than recent 
220,000-square-foot store in Utah and 

295,000-square-feet in Nevada. It will 
be its fifth store in Minnesota.

“We are excited to bring our 
144,000-square-foot Scheels to 
Rochester,” said Steve M. Scheel. 
“Whether it is women’s sportswear 
and fashion footwear, biking, running, 
golfing, or hunting and fishing, the 
Apache Mall is a great location for 
Scheels and our customers 100 miles 
and more in every direction.”

Something for Everyone 
Scheels broke ground in March 

2014 and this spring will join Macy’s, 
J.C. Penney, Herberger’s and other 
national and regional chains at the 
Apache Mall site. It expects to employ 
250 people in the store.

The new store will feature specialty 
shops ranging from technical running 
gear and sports fashion along with 
hunting and fishing shops. The 
sport shoe, hiking boot, and casual 
footwear selection will be the largest 
in Rochester. It also includes a golf 
shop, bike shop, ski shop, canoe and 
kayak shop, and fishing shop. The 
gun and hunting shops will have the 
largest selection of guns in southeast 
Minnesota, ranging from everyday 
shooters to $20,000 collectible 
firearms.

Special attractions will include a 
buck hunter arcade, a shooting gallery 
and roller ball mini bowling. Custom-
ers will also be able to test their golf, 
soccer, hockey, baseball, football and 
basketball skills on sport simulators. 
And, of course, there will be a deli and 
fudge shop serving Starbucks coffee, 
24 flavors of homemade fudge and 18 
flavors of gelato.

Then in June Scheels plans to 
open a 220,000-square-foot store in 
Overland Park, KS, in the Corbin Park 
retail village. Like its other locations, 
the Kansas site – its first in the state 
– will be a collection of entertainment 
venues, specialty shops and boutiques 
and, according to the company, will 
showcase Kansas’ largest selection 
of sports, sportswear and footwear 
under one roof. It will employ more 
than 400 associates. 

Along with these mega-openings, 
Scheels makes it a point to stress that 
it gives back a significant amount of 
its profits to its local communities. 
Scheels’ stated goal is to give back 
more than 10 percent of its profits to 
local charities and non-profits. Take, 
for example, just some of the “good” 
things the chain has done in the past 
12 months that are about much more 

SCHEELS ALL SPORTS
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Affinity Programs: Scheels 
doesn’t offer a loyalty 
program unless you sign 
up for its branded Visa 
card. Still, the company is 
well-known for supporting 
its communities, 
charitable organizations, 
and outdoors 
and conservation 
organizations. It builds 
loyalty by returning more 
than 10 percent of its 
profits to its community. 

Mobile Apps: Its new “My 
Scheels” app connects 
customers with the latest 

on local Scheels events 
as well as tips on hunting, 
fishing, fashion and 
various sports. 
Customers can also sign 
up for e-mail messages 
that provide special offers 
and promotions. The 
company goes out of its 
way to connect with its 
community. There are 
Brag Boards to post a 
shot of that big buck or 
killer bass, a calendar 
chockfull of local and 
Scheels’ events, and 
blogs from experts and 
neophytes on its website. 

Social media provides 
even more touch points.

E-commerce: 
Cybershoppers can find 
all things Scheels on 
its website, especially 
for its field and stream 
aficionados — but no guns 
and ammo are sold online. 
Returns can be done in 
store or shipped back. 
However, its Fan Zone is 
run by Fanatics, so those 
items can’t be returned to 
a store. There’s no mobile 
site to make it easier to 
navigate on a smartphone.

A SCHEELS STORE IN 
Sioux Falls, SD, opened last 
spring after a $25 million 
expansion. It doubled the 
size of the building from 
100,000-square feet to 
200,000-square feet. The 
expansion adds a Ferris 
wheel, a restaurant and a 
bike shop. And a Scheels in 
Rapid City, SD, expanded 
by 18,000-square feet at its 
Rushmore Crossing store. 

• Reflecting its claim as “All 
Sports,” the Scheels Blog 
at www.scheelscommunity.
com/blog/ is perhaps 

the most diverse of any 
sporting goods retailer in 
America. Just in the past 
few months subjects have 
ranged from “Fudge Flavor 
of the Month: Chocolate 
Chocolate Chip” to “When 
Panfish Behave Badly” and 
from “What Kind of Bait Do 
you Use in the Winter?” to 
“Fitness to Fabulous.”

• A Nevada couple recently 
got engaged at the Scheels 
in Sparks, NV. Cody 
Wright proposed to his 
girlfriend Tracy Gilmore by 
orchestrating a surprise 

flash-mob. He lured her 
there on the premise of 
taking a family photo in 
front of a Scheels outdoor 
backdrop and she didn’t 
know that her family and 
friends would be there. She 
must have liked the idea, 
because she said “yes.”

• The U.S. Patent and 
Trademark Office issued the 
trademark SCHEELS GEAR. 
PASSION. SPORTS. (Reg. 
No. 4584017) to Scheels 
on August 12 (trademark 
application serial number 
86154308).

Of NOTE
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than selling product:
•  A $1 million donation in September 

will upgrade Nemzek Field at 
Minnesota State University-
Moorhead with all-weather turf, an 
updated sound system and new 
lighting.

•  Scheels All-Sport Foundation 
donated $500,000 to City Impact 
in Lincoln, NE, to help in the 
completion of its new facility set to 
open this year. City Impact offers 
programs for children living in 
urban Lincoln. 

•  The Billings (MT) Family YMCA 
received a donation from Scheels of 
$333,333.33 to assist in its efforts to 
renovate many of its facilities.

• The Scheels IcePlex indoor ice 
facility in Sioux Falls hosted its first 
open skate and hockey sessions 
last fall.

• Christmas 2014 came a week early 
for a variety of organizations in Minot, 
ND, when Scheels hosted its Magic 
Day of Giving. The store gave to 

more than 50 organizations, totaling 
$200,000. 
 
Differentiating Factors

But these only touch the tip of the 
efforts Scheels puts in to become a 
part its local communities even as 
it grows its regional footprint. The 
goal is to differentiate itself from 
both the big-box and specialty store 
competition, not always an easy 
proposition; hence, the Ferris wheels, 

fudge counters and hundreds of 
thousands of square feet of retail 
space.

“Unfortunately, in the retail world 
today there’s very little you can do 
to separate yourself as far as the 
merchandise goes, so you’ve got to 
find other ways to separate yourself,” 
said Scheel in a rare interview during 
a recent store opening.

“We pride ourselves on customer 
service first and foremost, but these 

attractions that are going in the store 
— they keep people in the store. 
There’s a restaurant so you don’t 
have to go somewhere else and eat. 
A Ferris wheel so you can have five 
minutes with your kids occupied so 
you can shop,” he added.

“We’re very slow. We’re very 
conservative. We’re a very private 
company,” he said. “We’d rather have 
what we consider to be the premier 
facility in each market than just more 
markets. Continuing to develop the 
different ways that buying a soccer 
ball can also be a physical and 
sensory experience is a significant 
part of the company’s objective to be 
a top sporting goods facility.”

So what’s next for the reclusive 
retailer? According to an interview 
Scheel gave to Fargo Monthly, the 
future of Scheels definitely includes 
more store openings. They would like 
to eventually have stores in Denver; 
Boise, ID; Minneapolis and even 
Frisco, TX.  n
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W
ith its roots dating 
back to 1959, the 
chain built by 
Norb and Irene 
Olberz in La 

Canada certainly has undergone 
changes over the years. It originally 
became the go-to destination for 
skiers and eventually grew to become 
one of California’s largest full-line 
chains, known for its expertise and 
service in a multitude of categories.

Perhaps the biggest change is yet 
to come following Sport Chalet’s 
acquisition last August by the Vestis 
Retail Group. Backed by Versa 
Capital, the acquisition added to the 
Vestis portfolio, which includes Bob’s 
Stores and Eastern Mountain Sports. 
Vestis now runs one of the largest 
sporting goods retail operations 
in the country, with more than 150 
stores and $800 million-plus in sales. 

The acquisition gives Sport Chalet 
a needed financial lifeline after the 
chain suffered through the California 
recession and drought. It posted 
massive losses over the past seven 
fiscal years as a public company, 
along with declining comp store sales 
in six of those seven years. At the 
close of its 2014 fiscal year on March 
30, 2014, it had accumulated a deficit 
of $32.3 million.

The acquisition did not come as 
a total surprise. Craig Levra, Sport 
Chalet’s long-time leader, had hired 
Cappello Capital Corp. as its financial 
advisor. Chief among its charges was 
to find a potential investor or partner 
to shore up Sport Chalet’s financial 
position and to ensure it could move 
forward.

Mission accomplished with the 

acquisition by Vestis, which has the 
backing of Versa Capital Management, 
a private equity investment firm with 
more than $1.4 billion of assets under 
management. The PE firm specializes 
in middle-market companies 
where value and performance 
growth can be achieved through 
enhanced operational and financial 
management.

When the acquisition was 
completed, Vestis and Sport Chalet 
applauded the move as mutually 
beneficial.

Merging Three Retailers
“We are very excited to add Sport 

Chalet to the Vestis portfolio. Sport 
Chalet strengthens our position 
in the active lifestyle and outdoor 
categories, provides scale from 
which to grow and diversifies our 
geographic footprint,” says Mark 
Walsh, Vestis CEO. “We believe that 
Sport Chalet will benefit greatly 
from its addition to Vestis. With the 
talent and resources that already 
exist within the Vestis family, we 
envision a multitude of programs that 
will leverage the knowledge, talent 
and relationships of our three retail 
brands to the benefit of customers 
and vendors alike.”

While Levra remains in his position 
as Sport Chalet’s CEO and continues 
to run the business out of its existing 
office, he reports to Walsh, who 
headed up Bob’s Stores for several 
years before moving into his role 
as CEO of Vestis Retail. And Walsh 
speaks for all three retailers from 
Vestis’ corporate headquarters in 
Meriden, CT, home of Bob’s Stores’ 
headquarters.

Vestis does not anticipate any 
Sport Chalet store closings as a result 
of the transaction. Sport Chalet, 
Bob’s and EMS will each continue 
to operate under their respective 
brands. 

Levra noted in the announcement, 
“We look forward to working with our 
new colleagues at Vestis, a company 
that understands our customers, our 
market and our vendors, and has the 
financial resources to help us grow 
the business.”  

Besides the overall label of 
sporting goods, the three chains 
are completely different in their 
position and customer base. Bob’s 
Stores is focused on casual fashion, 
denim, active wear, team wear and 
footwear offered at affordable prices. 
Eastern Mountain Sports, based 
in Peterborough, NH, focuses on 
outdoor categories with origins in 
climbing sports. Across the country, 
Sport Chalet bills itself as The 
Experts, with upscale products and 
services ranging from its niche in 
scuba diving to car rack installation.

Part of the Team
Still, Walsh sees some natural 

synergies between the three 
disparate retail brands, including 
best practices and squeezing costs 
out of non-customer functions. He 
addressed numerous questions about 
the acquisition and the melding of 
the Vestis portfolio of retailers. His 
comments, along with other research, 
provide a picture of Sport Chalet’s 
and Vestis’ strategy moving forward.

“It’s a great regional brand 
with strong customer loyalty,” 
Walsh says. “It strengthens our 

SPORT CHALET
New owners mean it will be a year of transition as the chain integrates into Vestis in 2015.
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WHAT’S TRENDING

Go Team: One of the 

few retailers with a 

team division, time will 

tell if Sport chalet will 

continue in the business. 

its team division took a  

hit a few years ago when 

key members left for a 

competitor. 

Scuba Doo: Sport 

chalet continues as the 

largest retailer of scuba 

equipment. More than 

30 of its stores include 

training pools.

Product Innovator: The 

retailer prides itself 

on finding the latest 

innovative products. its 

buyers scour shows, 

including the consumer 

Electronics Show.

Changing Times
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position in the active lifestyle and 
outdoors business. It diversifies our 
geography, too.” And he, much like 
Levra, sees a real opportunity to 
grow Sport Chalet’s business beyond 
its base in Northern and Southern 
California.

Levra had revealed ambitious 
plans to expand Sport Chalet. Last 
April , Levra noted at the Telsey 
Advisory Group’s 6th Annual Spring 
Consumer Conference that he 
expected Sport Chalet to be “at least 
twice its size,” within five years with 
a goal of ultimately having stores 
open coast to coast.

“Clearly we need a national 
footprint,” said Levra at the 
conference. “One of the things that 
hurts us today as a business is we 
are so tightly focused on geography, 
the fact that we are in these four 
Western states that were hardest hit 
by the housing downturn. You all 
know the tremendous winter that we 
have had on the East Coast and the 
Midwest. We have had exactly the 
opposite on the West Coast.”

Levra said that it used the help of 
Buxton, a real estate site selection 
firm, to break the country into 
60 groups – with “white-collar 
suburbia” performing best. “That is 
why that first-to-market approach in 
merchandise works and that is why 
the focus on service and specialty 
service and teaching works.” 
He added that since the chain 
understands the winter business 
“probably better than most,” the 
“northern half of the United States is 
probably a touch more favorable to 
us from a pure physical standpoint 
growth as opposed to down in the 
deep South.” Hence, the fit with 
Vestis, which blankets the Northeast. 

Focusing on Integration
And Levra didn’t rule out 

acquisitions, stating that it had 
grown through acquisitions 
in the past. Levra said he saw 
opportunities with some regional 
operators with one to three stores 
and potentially facing challenges 
leveraging online or dealing with 
succession issues.

Those plans aren’t out of the 
question, but Walsh first wants to 
focus on integration. “Short term, 
this year is a year of transition. 
During the year, we will test various 
ideas on all three businesses. 
2016 will be the year when we 
begin to start looking at expansion 

opportunities.”
Instead, Walsh is focused on 

integrating the three operations and 
cutting costs to bolster its portfolio’s 
financial health.

“We are combining all non-
customer facing activities. The 
process of purchasing Sport Chalet 
took over six months. When it was 
consummated, we hit the ground 
running. We continue to move ahead 
with further integration of back 
office functions. We are pleased 
with the cost savings and structure,” 
Walsh notes.

Some of those cost savings come 
from the departure of many long-time 
members of Sport Chalet’s executive 
team. Howard Kaminsky the chain’s 

CFO for nearly 29 years, left last 
August. Ted Jackson, Sport Chalet’s 
information technology and chief 
information officer, also departed in 
January after nearly 16 years with the 
chain. Danielle Dolloff, VP-planning 
and logistics for almost five years, also 
left Sport Chalet last October.

While much of the management 
team now runs certain aspects of 
the three chains, each retail brand 
remains unique in its customer base 
and, to a large extent, geography, 
Walsh says. “We continue to market 
to our customers independently. The 
marketing approach to each brand 
is unique. We have unique strategies 
from which we deploy to reach the 
core customers for each brand.”

But it will share resources, such 
as ad placement and accounting. 
“Any centralized functions that can 

be done we will. The key is that 
the message is focused on the core 
customer, but there’s no need to 
have three separate people placing 
ads.” 

Located across the country, Sport 
Chalet will keep its distribution 
center, he notes. Bob’s and EMS 
share a distribution center in the 
Northeast.

“2014 was a year of major change,” 
Walsh notes of the integration 
process. “I returned to the CEO role. 
We closed on Sport Chalet and then 
integrated. We went back to basics 
on core customers.”

As part of its integration, Vestis 
placed a big bet on e-commerce. 
“One of our main efforts in 2014 

has been a major replatform of our 
e-commerce. Sport Chalet and Bob’s 
have already gone through this 
process. EMS will go live in the next 
30 days (early March 2015).” 

Additionally, Vestis merged all 
operations into a single retail sales 
platform across all channels. While 
Bob’s, EMS and Sport Chalet all used 
Epicor retail software, the company 
decided to integrate under the Epicor 
Retail SaaS solution. This includes 
point of sale, mobile, enterprise 
selling, CRM, merchandise planning, 
assortment planning, merchandising, 
warehouse management, sales audit 
and retail analytics.

“In all three businesses, 
activewear and footwear continue to 
perform well. Workwear really works 
well for Bob’s,” Walsh says.

“The experts at Sport Chalet 

certainly do a wonderful job at 
relating to the customer. EMS and 
their guides do a great job. It’s part 
of the brand ethos that we want to 
hold onto at both of these chains. 
At Bob’s, we score well on customer 
service. It’s a very different customer 
and strategy at Bob’s,” Walsh says 
about the differences in the retailers.

“The weather creates the biggest 
surprises both positive and negative,” 
Walsh says of the three chains. “We 
have a disciplined buying process 
so we can adjust when the weather 
favors certain products and cut back 
when it doesn’t.”

A Year of Transition
Moving forward, he sees this year 

as part of the transition. “2015 is a 
big transition year. We will have a 
big push online with a platform to 
improve and grow. We have a lot 
of work to do on our brand loyalty 
programs. As mentioned, we plan 
to do a lot of testing. We then will 
expand and grow.”

And he sees the omnichannel 
approach and experience as 
critical in the retailer’s future. “It’s 
very important. We have made a 
significant investment over the past 
12 months,” Walsh says, pointing to 
the investment in replatforming each 
retailer’s e-commerce channel.  

As part of this, Walsh sees 
technology as a key driver. “We 
are employing several strategies to 
improve our service to customers 
with technology. We want them 
to access our sites whether on a 
PC, mobile or tablets.” Walsh adds 
that he wants all of its stores to 
deploy that technology in-store 
as well, using iPads or tablets to 
ensure customers can find the 
products they want either in store, 
a nearby store or on the Web. “We 
are working hard to make that 
omnichannel experience the best 
possible,” Walsh says. 

As for further growing the Vestis 
retail portfolio, Walsh plays coy 
about more acquisitions. “Not at the 
moment. We are just really excited 
about 2015 and beyond,” Walsh says.  

“We are learning from each brand. 
We are looking at the best practices. 
It’s been a great partnership so far 
with Sport Chalet.”

Of course, there’s little doubt that 
Vestis would turn down the right 
opportunity if a retailer fits into 
wheelhouse. There’s plenty of room 
between the East and West Coast. n 
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OMNICHANNEl CHECKlIST

Affinity Programs: Sport 
Chalet’s Action Pass no 
doubt drew interest from 
Vestis. With more than 2.5 
members, the program 
gives loyal customers a 
decent return on their 
purchases. Each dollar 
spent online or in a store 
earns a point, including 
merchandise, rentals and 
services. Once a customer 
reaches 300 points, they 
receive a $10-off certificate, 
which expires in 90 days. 
The certificates are only 
good in-store, but Sport 
Chalet says it is working on 
including purchases on its 
website. Plus, members can 
enter drawings for trips and 
merchandise sponsored 
by suppliers. This runs the 

gamut from high-end bikes 
to mountain biking tours, 
from snowboards to scuba 
diving adventures. Sport 
Chalet also provides Action 
Pass members with sneak 
peeks at new products, 
special offers and discounts 
via e-mail.

Mobile Apps: While it 
has optimized its site for 
viewing on any mobile 
device, there’s no app to 
keep customers aware 
of its products and sales. 
Instead, Sport Chalet uses 
e-mail marketing and social 
media outlets to engage 
customers.

E-Commerce: Sport Chalet 
completely revamped its 

website and launched it last 
September. The new site 
mirrors its brand image. 
Levra told Multichannel 
Merchant that the new 
site capitalizes on the 
growth of its brand and 
improves its ability to fuse 
in-store engagement with 
online and mobile tools for 
every customer served. 
The online experience 
digitally delivers the 
engagement, empowerment 
and commitment to 
individualized service 
already on display in-store.
Six months in the works, 
the new site incorporates 
features such as Find in 
Store, sale of a gift cards 
and the creation of a 
community section. 
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W 
hen Mike Foss 
took command of 
Sports Authority 
in June 2013, he 
faced the task of 

turning around a retail battleship. 
The third CEO in the past few years, 
Foss steered in troubled waters as 
the chain tried to find its way in 
a heated retail battle. Flanked by 
category killers Dick’s and Academy, 
surrounded by strong regional players 
such as Dunham’s, MC and the 
growing Vestis (Bob’s, Sport Chalet 
and Eastern Mountain) portfolio, 
and sniped by specialty retailers on 
many fronts, he faced no small task in 
righting the ship.

But Foss plowed through choppy 
waters and continues to focus on 
ensuring Sports Authority wins the 
battle. He has downsized many a 
store. He has closed those that simply 
didn’t make sense anymore. He’s 
opened stores in markets to solidify 
the chain’s position. He’s reshaped his 
management team. E-commerce has 
gotten a facelift. And he’s tackled the 
pressing issue of customer service, 
a longtime and growing nemesis of 
Sports Authority.

Foss and Stephen Binkley, the 
chain’s chief merchandising officer, 
discussed their battle plans in detail 
as they move Sports Authority 
forward. The usually reticent retailer 
shared a wealth of information – and 

strategy – as its executive team plows 
ahead. And Foss in particular didn’t 
pull any punches in discussing the 
retailer’s strengths and weaknesses.

“At a high level, it was an extremely 
busy year,” Foss notes about Sports 
Authority’s main efforts in 2014. 
“We’ve done a lot of work on updating 
our brick-and-mortar stores and our 
e-commerce platform.”

For starters, it opened more than 
20 stores, strengthening its position 
in key markets. Foss and company 
have reviewed every major DMA 
and ranked these on criteria before 
opening a new Sports Authority. As 
an example, a new store in Kauai, HI, 
opened last May, the chain’s eighth 
store in Hawaii. Located in a former 
Sears, the new store set a record for 
opening day sales.

And Foss didn’t hesitate to 
close several doors that were 
underperforming. More than 20 were 
shuttered, many of those inherited 
by Sports Authority when Gart Bros. 
was acquiring several chains before 
it merged with Sports Authority way 
back in 2003. 

“We look at each market that we 
operate in. We also look at markets 
where stores weren’t as strong,” Foss 
says. “Sports Authority is a marriage 
of five or six retailers, so it was 
important to streamline our look and 
establish a consistent brand image.”

That’s been the biggest and most 

difficult focus: completely revamping 
existing stores to the chain’s new 
prototype adopted in 2011. Smaller 
than its old standard of 50,000-square 
feet, the new prototype settles in the 
30,000 to 40,000-square foot range. 
That’s no small task as the chain looks 
at leases and the sheer investment in 
completely revamping the store floor.

Despite this, the new prototype 
store development has been robust, 
Foss says. Indeed it has, as Sports 
Authority remodels stores with a 
focus on an intuitive design and 
specialty sport shops with products 
from top brands like Nike, Under 
Armour, Adidas and The North Face. 

And when it remodels, it does so 
with a big impact in major markets. 
Last April, 14 stores in the Miami/
Ft. Lauderdale area celebrated grand 
re-openings using the new format. 
In June 2014, 18 stores in the San 
Francisco area showcased the new 
design and 11 Seattle-area stores did 
the same in November. 

Binkley also has been pivotal 
in marrying the new design with 
stronger merchandising and better 
inventory allocation. “In-stock 
wasn’t one of our strengths,” Binkley 
admits. “We’ve done a lot of work to 
streamline inventory to make sure we 
have the right size and color for the 
consumer.”

The new prototype did more than 
shrink the footprint. It eliminated field 

SPORTS AUTHORITY

Commanding Battleship TSA

This Power Player is shrinking, as a new format opts for a smaller footprint and better merchandising.
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WHAT’S TRENDING

Softer Side: Getting rid 

of hard goods in the field 

and stream area opened 

up floor space for more 

apparel offerings.

Blooming Business: Sports 

authority set its sights 

on the ever-growing yoga 

market when it unveiled its 

own Bloom collection. 

Smaller and Better: The 

new prototype brings store 

size down to between 

30,000 to 40,000-square 

feet. Shops dominate the 

aisles in these stores.

Marketing Muscle: ron 

Stoupa joined the team in 

January. 
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and stream in many of its stores. 
“At a high level, we reduced or 

eliminated hunting and fishing in new 
or remodeled stores,” Foss notes. 
“We did alienate some customers 
who shopped us for those categories. 
Where we have eliminated this, we 
have expanded the selection for our 
core customers.”

Foss and Binkley add that some 
stores still carry field and stream. 
It’s not a one-size fits all strategy, but 
rather is based on local conditions.

“It’s based on the needs of 
the stores. We make that call on 
a store-by-store basis,” Binkley 
says. “It’s interesting how it varies 
dramatically. It’s a joint effort by 
our local store managers, regional 
managers and corporate.” 

As an example, in some stores it  
has even stopped selling guns but 
still stocks ammo, Foss notes. 

Sports Authority also remains 
diligent in improving its digital 
presence, Foss says. It improved its 
sites last year on three fronts:
• Expanded assortments: Foss says 

it extended its aisles by offering 
more product online.

• Better inventory management: 
Once shoppers decide to buy, they 
want to make sure it’s available.

• Site usability: The company 
continues to fine-tune navigation, 
making it easier for consumers to 
narrow down their selection. 

“We’ve upgraded our team and 
made improvements,” Foss says 

of e-commerce initiatives. While 
eBay runs the infrastructure, Sports 
Authority controls selection, pricing, 
distribution and usability. And it 
now allows shoppers to return 
items purchased on the Web to a 
local Sports Authority store. “We 
realized this was an expectation from 
customers,” Foss says.

Sports Authority continues to 
invest resources to improve its 
online presence, Foss notes. “You 
must have a good online experience, 
whether it’s at home or in the office 
or in-store. They do the research to 
determine what they want to buy and 
where to buy it. It drives online and 
in-store sales. That importance will 
continue to grow,” Foss emphasizes.

Sure, Sports Authority still uses 
its traditional print circulars and 
television to drive traffic. But the 
relative importance of these has gone 
down, Foss notes. Now, the chain 
relies more on targeted emails and 
texts, paid search and display ads 
on search engines and comparison 
shopping sites, and social medial 
tools to engage customers. It also 
started using the Shopkick app 
nationwide in late 2013 to engage and 
reward customers when they enter a 
store. And it recently announced that 
it would accept Apple Pay.

As it battles for position, don’t 
expect Sports Authority to stop 
in the water. It sees better sailing 
ahead.

“We expect the underlying sales 

trends to improve,” Foss says. “We 
expect some stabilization,” especially 
since the industry faced some 
headwinds last year. Sales were weak 
and retailers turned up the volume 
with promotions at the expense 
of margins, Foss says, a comment 
echoed by many other retailers. 

He sees Sports Authority also 
opening stores, remodeling or relo-
cating existing stores to fit its new 
prototype and merchandising ap-
proach, and closing stores this year, 
but not nearly as many as in 2014. 

It’s all predicated on listening to 
the voice of the consumer, Binkley 
adds.  Everything is done to provide 
the best experience to retain that 
customer, whether it’s vendor shops 
or the ease of navigating its website.

And Foss won’t be distracted but 
readily admits that Leonard Green 
always has the option and desire to 
sell the chain. He pulls no punches 
about the reported rumors that TSA 
is on the sales block.

“I’ve lived in the PE world since 
2007,” the year he joined Leonard 
Green when a retailer he worked 
for was added to the private equity 
firm’s portfolio. “I’ve learned two 
things: Number one, they buy 
companies; number two, they sell 
companies. They bought us in 2006 
and at some point they will sell us.”

Foss refuses to let this distract him 
or his team from its mission. “It’s 
our job to stay focused. We can only 
control what we can control.” n
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Affinity Programs: Sports 
Authority rewards its loyal 
customers through The 
League. It boasts the 1-3-5 
Advantage: one point for 
every dollar spent at 
any Sports Authority or 
SA Elite store or online 
and accrue points over 
each quarter and earn a 
five percent reward for 
purchases that exceed 
$100. Not bad, but the 
points expire once the 
quarter ends, so better 
to load up on purchases 
during each quarter. 
The loyalty program 
also gives its members 
access to in-store events, 
member-only deals and 
special offers.

Mobile Apps: Sports 
Authority opted to use 
Shopkick, a nationwide 
system that rewards 
shoppers for “kicks” just 
for walking in, browsing 
special offers throughout 
the store, scanning 
products and making 
purchases at Sports 
Authority store locations. 
The advantage is one app 
to cover several shopping 
destinations. Sports 
Authority joined big-
name retailers such as 
Macy’s, J.C. Penney, Best 
Buy and Target, as well 
as brand name suppliers 
that use Shopkick.

E-Commerce: Sports 
Authority revamped 
its website to make it 
more user friendly. It 
added navigational tools 
and search functions to 
help shoppers find what 
they need in less time. 
The site uses separate 
platforms to optimize 
viewing and functionality 
on smartphones or tablets. 
Perhaps the biggest 
change: Stores now accept 
returns ordered online, a 
feature that management 
says customers expect. It 
continues to use a variety 
of social media tools and 
constantly tests the waters 
to maximize the value of 
reaching customers.

BIG BOXES AREN’T 
always the right fit. 
Sports Authority plans to 
open a 22,000-square-
foot location in City 
Center in downtown 
Minneapolis later this 
year. TSA has 10 stores 
in the Twin Cities, but 
the new store will be the 
first Twin Cities’ location 
in a city center. 

• Flash mobs wreaked 
havoc on Chicago-area 
Sports Authority stores. 
The mobs ransacked 
the stores, walking away 
with shoes, apparel and 
more.

• Sports Authority 
launched a new Speedo 

Aquatic Zone at four 
Sports Authority 
locations in Florida 
and California. The 
500-square-foot shops 
feature Speedo’s 
swimsuits, goggles, 
accessories, training 
aids and footwear. The 
Speedo Aquatic Zones 
are part of an expanded 
partnership with Sports 
Authority, which also 
unveiled an updated 
Speedo footprint in an 
additional 218 stores.

• More than 200 stores 
across the United 
States started selling 
Guardian Caps, a soft-
shell football helmet 
cover that claims to 

reduce head impact 
of hits by up to 33 
percent.

• Sports Authority 
recently entered into 
a partnership with 
the National Sports 
Center for the Disabled 
(NSCD) in honor of 
National Disability 
Employment Awareness 
Month. Throughout 
the month of October, 
all Sports Authority 
locations nationwide 
collected donations 
with the goal of raising 
at least $150,000 for 
the NSCD. All proceeds 
benefit the lives of 
children and adults with 
disabilities. 

Of NOTE

Sports Authority took a bold 

move into specialty retailing 

when it opened its SA Elite 

concept a few years ago. 

Plans initially called for 

opening as many as 300 

doors, but management 

quickly learned that it 

couldn’t run two totally 

different chains. Instead, the 

chain stopped at 10 stores 

spread across five states — 

California, Colorado, Illinois, 

Maryland and New york.  

And while any growth plans 

stalled, the concept hasn’t 

been a bust, CEO Michael 

Foss says. “They’ve been 

valuable to us. They’ve been 

great innovation labs. We 

test new merchandising 

and use this information to 

bring it into Sports Authority 

stores,” he notes. 

“We’ve done some great 

work but we have no intent 

of expanding these. At some 

point, we may close some of 

these stores. We will take it 

on a unit-by-unit basis,” Foss 

says of the SA Elite chain.

AN ElITE MOVE
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