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Penn Traffic in a jam again
For second time since 1999, company operating

in bankruptcy; closing more Bi-Lo stores

BY TIM QULLA
■F.VSSSHA.MROCK WRITER;

The Bi-Lo in Wilkes-Barre was
thin on products last week. Many
shelves were empty, as the store
wound down toward its closing
today.

There wasn’t a single banana,
aPPl<?» or potato in the produce
section. The deli and the meat
coolers were empty.

Yet the store was bustling
with activity, as pre-holiday
shoppers snapped up deals on the
remaining dry goods, cans and

soda that was selling at half-price
or less.

Despite the brisk business,
though, there is no future for this
store, or many others in the
chain. Another Bi-Lo in Tunk­
hannock, for example, is also
closing today.

Bi-Lo’s ailing parent, Syra­
cuse-based Penn Traffic Co., a
company bleeding red ink for 

years, is banking its future on its
strongest markets.

It is attempting to emerge
from its second bankruptcy since
1999.

‘‘Chapter 11 requires tough de­
cisions,” says Joe Ramirez, a
Pittsburgh-based spokesman for
Penn Traffic.

Penn Traffic can’t promise the
current round of closures and 

sales will be the last. An addi­
tional store in Watsontown, near
Williamsport, for instance, may
be closed or sold within 90 days,
Mr. Ramirez said.

“The reorganization is not yet
complete, so there may be addi­
tional store sales or closures be­
fore the company reemerges
from bankruptcy," Mr. Ramirez
said.

SHUTTING DOORS
Closing stores is not new for

Penn Traffic.
The company had 262 super­

markets in its fold prior to its
first bankruptcy in 1999. Among
those markets were 58 former
Acme and 14 Insalco markets,
many of which were located in
Northeastern Pennsylvania.

The number of markets began
to decline in 1998, before the com-

Pleast see PENN, Page H8



PENN: More than 2,000 jobs cut so far, 41 stores have been closed, nine more sold
A TRAFFIC JAM

fi;

■week period ending

!ced the closure of 41
; and the sale of 9 oth-

among the company’s least prof­
itable stores with no likelihood
they would become more profita­
ble,” Mr. Ramirez said.

net loss of $21.4 million to the
U.S. Bankruptcy Court for the
Southern District of New York.
The losses come after Penn Traf­
fic lost $102.3 million on revenues
of $2.4 billion in fiscal 2001; it lost
$98.8 million on revenues of $2.4
billion in fiscal 2002, according to
Securities and Exchange Com­
mission filings.

“All the stores selected to be
closed were under-performing
stores, either unprofitable or

Penn Traffic Co., parent company
of local Bi-Lo stores, ranked 41st
nationally among grocery chains,
with estimated sales of $2.3 bil­
lion in fiscal 2003. Here's a look
at how some other chains
ranked, with name, headquarters,
number of locations and fiscal
2003 sales:

slowdown and rising costs in
many aspects of company opera­
tions, from labor and health care
to fuel.

While she did not know the fi­
nancial data for Penn Traffic
stores that are closing, Ms. Kess­
ler said the chain could have
done more to serve customers
and remain in business.

"You have to be competitive,
run good ads, keep the stores up
and shelves filled,” she said.
"Many of our (union) members
will tell you (the company) could
have done a better job."

The challenges, though, are
not unique to Penn Traffic, ob­
servers say.

"From a financial point of
view, supermarkets have to sus­
tain a fairly substantial inven­
tory,” said Anthony Liuzzo,
Ph.D., a professor of business and
economics at Wilkes University.
“Their gross profit margin tends
to be relatively low.”

Industrywide, Dr. Liuzzo said,
supermarkets are in increasingly
competitive markets and con­
sumers are becoming more
savvy. Grocers are often stuck
between low cost providers, such

1. Wal-Mart Supercenters, Ben­
tonville, Ark., 1,243 stores, $95
billion
2. Kroger Co., Cincinnati, 3,685
stores, $51.8 billion

24. Giant Eagle, Pittsburgh, 213
stores, $4.4 billion

33. Aldi, Batavia, III., 625 stores,
$3.2 billion
35. Wegmans Food Markets,
Rochester, N.Y., 64 stores, $3
billion
39. Price Chopper, Schenectady,
N.Y., 102 stores, $2.5 billion

43. Weis Markets, Sunbury, 161
stores, $2 billion
74. Redner’s Markets, Reading,
45 stores, $700 million

Source: Supermarketnews.com

A TOUGH ROAD
A number of factors are re­

sponsible for Penn Traffic’s ongo­
ing difficulties, Mr. Ramirez said.
Among them are increasing com­
petition from other vendors, the
effects of the recent economic 

in stores. About 100 adminis-
re and supervisory positions
jecmaswelL
*en as its divesting itself of
s, the company continues to

and Montrose.
There’s no set timeline for

company’s emergence from ba
ruptcy, Mr. Mr. Ramirez said.
The company simply wants to do
it as soon as possible, he said.
Contact the writer:
citizensvoice.com@timesshamrock.c
om

tor of United Food and Commer­
cial Workers. Local 1776. which

When it entered its second
hkmptcy last May. Penn Traf-
■ operated 212 stores under the
ade names of Bi-Lo, Big Bear,
g Bear Fins. P&C and Quality.

pony entered its first bank
ruptcy, as the company closed or
sold a number of local stores in
the Wilkes-Barre and Scranton
areas.

Of the former Acme and Insa-
laoo properties. only seven re-
main open today, said Michelle
Kessler, assistant regional direc-

as Wal-Mart, and specialty mar­
kets catering to higher-end buy­
ers.

Meanwhile, Penn Traffic is
moving to concentrate on its
strongest markets in New York,
Pennsylvania, Ohio and Vir­
ginia. Its remaining stores in the
area include Dallas, Hallstead

Supermarketnews.com
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OLD-FASHIONED CHRISTMAS - FEWER DISCOUNTS

m mi J1,uu. ‘a

Sane discounts remain. August Max at the Altamonte Mall offers bargains Friday, but In general, last-minute shoppers won't find the low prices that were available In recent years.

Don’t expect to see many 75%-off tags
The economy improved and more people have jobs, so
shops don’t need deep reductions to sell merchandise.
ByTOlBAHXHl
SENTINEL STAFF WRITER

FRONTPAGE

If you’re one of those Christmas
shoppers who waits until the last pos­
sible minute for the absolute best pric­
es, be prepared. This may not be your
year.

For weeks, retail experts have pre­
dicted this holiday-shopping season
wouldn’t be the same festival of bar­

gains that consumers have grown
used to. And with Christmas only five
days away, those experts are looking
pretty smart.

“The real bargain hunters are not
going to be as happy as they have been
in previous years," said Anthony Liuz-
zo, an economics professor at Penn­
sylvania’s Wilkes University.

Hie decline in major markdowns—
the 50 percent- to 70 percent-off sales

of recent years—is the result of a vari­
ety of factors, not the least of which is
an improving economy.

Interest rates are low, unemploy­
ment rates are falling, the stock mar­
ket is soaring and Saddam Hussein
has been nabbed.

“There are just lots of things that
have gone right,” Liuzzo said.

Unfortunately for bargain shop­
pers, this running spate of good news
doesn’t do much to scare retailers into
cutting their prices.

For many stores, it’s not even an op­
tion, thanks to inventories that are de­

cidedly and deliberately smaller than
in previous years. They simply don’t
have enough stuff to sell it cheaply
without the risk of having empty
shelves before Christmas.

“If consumers are expecting to see
75 percent discounts across the board,
that’s not going to happen,” said Pa­
trice Duker, spokeswoman for the In­
ternational Council of Shopping Cen­
ters.

To be sure, there will be plenty of
discounting in these last few days. But

P
PLEASE SEE DISCOUNT, A20

Late shoppers still expect to find deals
DISCOUNT FROM Al

your chances of finding the
best deals depend on what you
are looking for.

Duker and others say the
most competitive areas for re­
tailers — and therefore the
most likely to result in real bar­
gains —are clothing, toys, elec­
tronica and jewelry.

Indeed, heavy competition
has already forced aggressive
discounting by KB Toys.

"It is a very cutthroat busi­
ness this year in the toy indus­
try/ epoktanwn John Riley
taid. “V/e have been forced to
be much more promotional
than v/e usually v/ould lie."

Many retailers, however, re­
fuse to discuss their marketing
strategies and financial issues.

A spokeswoman for elec­
tronics giant Best Buy Co.
would not comment on the
company’s holiday tactics. But
its most recent financial filing
with the government suggests
the company is expecting a
modest increase in fourth­
quarter profits, thanks largely
to an extra shopping day this
holiday session.

Sears, Roebuck and Co. did
announce earlier this month its
intention to offer heavy dis­
counts, despite predictions to
the contrary.

“While some experts specu­
lated that this holiday season
might not be an promotional as
in the past, the promotions are
on and Sears la In the game ag­
gressively," the company said
in a news release.

Still, industry insiders main­
tain that the best deals this year
won’t be reserved for those
with the most patience. In
some cases, they say, the bot-
tom-dollar price on some items
may already have come and
gone.

“People who wait until the
last minute will still find bar­
gains," said Ellen Tolley,
spokeswoman for the National
Retail Federation. “But they
won’t necessarily be at the low­
est prices of the season.”

That’s not good news for
folks such as Connie Goodwill,
54, of Orlando, who still has
shopping to do and less than a
week to do it.

“I do this every year. I’m a
procrastinator, but at least I
can find sales," Goodwin said.

And not everyone is con­
vinced they have let the best
bargains slip past by waiting.

Ivette Cordero, 45, is a veter­
an gift shopper with a list that
stretches across some 40
names. With half her shopping
unfinished, Cordero isn’t wor­
ried.

“I’m thinking there will be
deals. There usually are," she
said. “And they’re pretty much
the same every year."

Dina Sanchex of the Sentinel staff
contributed to thb report. Tim Barker
can bo reached at
tbarkertforlandoMntlnel.com or 407-
420-5022. t

tbarkertforlandoMntlnel.com
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Online shopping clicking with consumers
BY STTFKXN DAILY
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While many of us an? getting
ready for the last-minute crunch
of the Christmas shopping sea­
son. Olyphant resident Donna
Simpson is sitting home relaxing.

Xis. Simpson, a wife and
zaxhsr of throe, finished her
shopping two weeks ago. She
didn’t beat the traffic. She eluded
thotraffk.

She has bought everything —
clothes, shoes, toys, CDs, and
books — online, and she's been
doing it for five years.

‘I do almost all of my shop­
py online. The gifts come right
to the door. I don't have to be el-
X'w<o-elbow with dozens of peo­
ple.- she said. “It’s the conven-

— I can’t stand the crowds. I

INSIDE
• Holiday retail sales may not hit

optimistic forecast. Pogo H3

won't even go to the mall for
lunch." she said.

These days, more and more
people are following Ms. Simp­
son’s approach.

In November, online retail
sales reached a record $5.89 bil­
lion, a 22 percent increase from a
year ago, according to BizRa-
te.com, an association for online
retailers.

Online sales still represent
just a small slice of the holiday
sales pie — less than 5 percent of
the total — but it is increasing,
said Dr. Anthony Liuzzo, a pro­

fessor of business and economics
at Wilkes University.

LOCALS CATCH THE WAVE
Bryan Cavage, vice president

of Archiventure, a Scranton­
based Web site designer and con­
sultant, said small businesses in
the area are catching on to In­
ternet sales. About half of local
businesses currently have a Web
presence of some sort, he said.

"The area may lack a little be­
hind larger cities, but the eco­
nomic resurgence of the area will
be a great push for local compa­
nies to create a Web presence for
their businesses," he said.

The membership directories
of the Greater Scranton Chamber

Please see ONLINE, Page H3

HOW TO PROFIT ON THE WEB
Small, local businesses can

compete witti the big boys online.
Here's some advice:

• DO THE RESEARCH. Get an
idea of what types of Web site fea­
tures you like. Then set expecta­
tions and goals for what your site
will be.

• THINK VISUALLY. Incorporate
colors and graphics that are easy
on the potential customer’s eyes.
See what Web sites other industry-
related companies are using.

O PLAY TO YOUR STRENGTHS.
If your product Is in a niche market,
use that to your advantage. Base

the design and content of the Web
site around those customers.

• MAKE A BUDGET. Know what
you want to spend on both Web site
development and marketing. Incor­
porate your Web site address into
your marketing and ads.

• GET HELP. Speak with a Web
design company. Explain your prod­
uct and expectations, and get your
site under development. When It's
up, begin marketing campaigns in
all facets of advertisement, such as
the Internet, radio and print.

Source: Archiventure Ina

ONLINE: More shoppers
clicking for purchases

FROM PAGE Hl
of Commerce and the Greater
Wilkes-Barre Chamber of Busi­
ness and Industry also note about
half the businesses in the region
have a Web presence. Slightly
more have e-mail addresses.

Most of the small business
Web sites in the region, though,
are informational. Few sell prod­
ucts over the Web, based on a re­
view of area sites.

The proportion is similar to
national statistics.

A survey of small businesses
with Web sites conducted by In­
teriand, a provider of Web host­
ing and online services, found 38
percent said visitors could pur­
chase products or services on­
line. The majority offered sites to
describe the company's products,
location, hours and contact infor­
mation.

Among the participants in on­
line commerce is Dixon Sealer &
Supply Inc. in Scranton. Two
years ago, the provider of outside
specialty products and services
wouldn’t have of dreamed of sell­
ing a 1,500-gallon sand-pump
sprayer truck to a buyer in 1111-
nnb for $15,000, or a backhoe
truck to a Texas customer for
around $14,000.

That was before the company
decided to develop a Web site.

“It veems like everything was
going that way and we figured we
would give It a try," vice presi­
dent Steve Dixon Laid.

Mr. Dixon, who has been in
btuinets for 30 years, cells doz­
ens of products, Including seal
coating, crack filling, line paint­
ing equipment, and traffic signs.
All of their products are now
available online to customers all
over the world.

“V/e tell just about everything
online. It lias been a bigger help
for our bales," Mr. Dixon eaid.

LET nr SHOW
Online tales are expected to

account for about 4.5 percent of
annual total retail tales this year,
up from 3.6 percent last year, 

according to the National Retail
Federation.

Internet shopping will con­
tinue to grow, but it will plateau,
as there will always be a market
for outside shopping, Wilkes’ Dr.
Liuzzo said. Also, online buying
has yet to catch on as strongly in
the Scranton/Wllkes-Barre re­
gion, he sai±

Nationwide, shoppers flocked
to the Internet for their holiday
gift shopping over the Thanks­
giving weekend, ringing up $1.2
billion in total online sales,
according to ComScore Net­
works, an e-commerce market re­
search firm based in Reston, Va.

Several retailers, such as L.L.
Bean and the Home Shopping
Network, set online sales records
during last weekend’s snow­
storm.

Snow and bad weather torture
malls and outside retailers, but is
a winter wonderland for online
retailers. Shoppers who stay at
home will often turn to the com­
puter, Dr. Liuzzo said. Mondays
also tend to be the best day of the
week for online sales, as workers
hesitant to start the work week
will surf the Web for some deals.

Free shipping is also a carrot
this year.

About 700 companies are offer­
ing free shipping deals, nearly
four times as many as a year ago,
according to BizRate.

The majority of online pur­
chases are books, CDs, airline
tickets, and other non-apparel
products.

Among the biggest users lo­
cally are real estate and retail
companies, Mr. Cavage said.

"Real estate companies can
present their visitors with a vast
amount of Information on their
listings without the need of a per­
son," he said. "Retail companies
that utilize e commerce Web sites
have the ability to sell their prod­
uct to customers across the
world."
Contact (tie writer)
sdaily0tlmes6hamrock.com

te.com
sdaily0tlmes6hamrock.com
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Is Excessive Giving
Taking Away Our
Christmas Spirit?

BY KRISTIN WINTERMANTEL DURKIN
THE SUNDAY TIMES

At 78, Loretta Culkin fondly
remembers the Christ-

/ \\ mases of her childhood.
/ ^k Tiptoeing down the

& ii Wk stairs of hor Scran-
# \\ton home in tlie

1930s with her six
brothers and sisters to sneak a peek
at what Santa had brought Unwrap­
ping their gifts, mostly practical
items — socks, underwear, clothing
— with a few special surprises like
dolls or a baby carriage thrown in.

It was different from the holiday
season nowadays, in which Mrs.
Culkin sees parents giving to their
children too easily and too often —
so much that sometimes children
come to expect gifts and rewards, not
just at Christmas but all year long.

“We were just thankful for what we
got,” she said. “There was not so much
wanting as there is today... Religion
was such a big part of Christmas for
us, because we’re literally celebrating
Christ’s birthday. I think nowadays
most people forget that"

Milford resident Arlene Moglia,
66, says the commercialism of the
Christmas season has made the holi­
day infinitely more stressful than
the way she remembers it.

"We really go out of our way
today to find out what color, shape
and size will be just right" she said.

She and Mrs. Culkin are not
alone in thinking the commercial­
ism of Christmas has gotten out of
hand. Stop just about anyone on the
street and he or she will probably
agree.

YEARS OF CONCERN
And yet, the opinion that the sim­

ple, spiritual side of the holiday has
fallen away is nothing new. Back in
1965, Charlie Brown was complain­
ing about holiday materialism in the
animated special, “A Charlie Brown

Christmas.”
Actually, for more than a century,

people have thought the Christmas
season was getting too commercial

In her book, "Merry Christmas!
Celebrating America’s Greatest Hol­
iday,” Karal Ann Marling, Ph.D.,
notes that as early as the 1870s, pun­
dits were “breast-beating over soul­
less American materialism and love
of luxury." She quotes a magazine
article from 1885 that read, “Every
boy and girl has heard it said that
the Americans are a material ...
money-getting people.”

And the renowned muck-raking
journalist Jacob Riis wrote a 1904
book called “Is There a Santa
Claus?” in which he called gift-giv­
ing “a barbaric cult... a nightmare
to the shopper and the clerks in the
big stores.” He maintained that San­
ta and the other American tradi­
tions of Christmas were metaphors
for the values attached to the story
of the Nativity. Mr. Riis touted
events that focused on the spiritual
side of the holiday — community
trees, dinners for the poor, caroling
with neighbors.

WORKERS PAY PRICE
Dr. Marling, a professor of Amer­

ican studies at the University of
Minnesota, also wrote about the
long hours of department-store
clerks during the holiday shopping
season — even in the early 1900s.
She describes one clerk who wrote
of closing time on Christmas Eve:
“Aisles thinned and the store
relaxed into a bacchanalian chaos of
trampled debris, merchandise
strewn as if a flock of vultures had
left their pickings, a battlefield
strewn with geegaws and the tinsel
of Christmastide.”

Suggestions for a less-commer­
cial Christmas season surfaced in
the 19th century in religious publi-

Please see GIVING, Page F2



GENERATIONAL: Memories
Of Christmas Observances
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Joyce Stackhouse, 66
Bloomsburg

Ms. Stackhouse has had the
chance to wit­
ness holiday cel­
ebrations
around the
world because
her husband is a
retired Army
master ser­
geant. In many
foreign coun­

tries, Christmas was a much
more low-key event than it is in
the United States, she said.

Judi Mozeleski, 53
Carbondale

Ms. Mozeleski grew up the
child of a single
mom in the
1950s, a rarity
for the era. She
said Christmas
has always had
a soft spot in
her heart be­
cause she lost
her parents so

young. It helped her realize the
importance of family early on in
her life.

“My mother always made it
special for the very reason that
my someone was missing from
the celebration,” she said.
“That’s why it’s always been so
important for me to carry on the 

tradition of making it a special
day.”

Unlike many people who re­
gret the absence of spirituality
and religion from the holiday,
she thinks that this area has pre­
served a rich tradition of keeping
Christ in Christmas.

“Religion is still so much a
part of Christmas for us — we go
to Christmas Mass together ev­
ery year,” she said. “And I think
for everyone who wants to, wher­
ever they live, it’s always going
to be that way.”

Michelle Wzorek, 42
Moosic

For Ms. Wzorek, the most vivid
holiday memo­
ries are of visits
at her grandpar­
ents’ house.
“When I think
of Christmas, I
think of my
grandparents. It
wasn’t so much
about the pre­

sents or who got what, but it was
about eating, talking and sharing
time with family.” She believes
people have come to focus too
much on the material side of
Christmas. “It gets so demand­
ing, stressful and hectic that I
think people often forget the true
meaning of Christmas.”



VING: Is Christmas Season
Getting Too Commercialized?
p FROM PAGE Fl

cations, particularly after the
1880s, when the "fUll-blown cul­
ture of Christinas shopping" and
gift-giving emerged, according to
Dr. Marling.

“We’ve had the term Black
Friday for decades," said Gale
Jaeger, Ph.D., an associate pro­
fessor of marketing at Marywood
University. “With the commer­
cialism of the holidays, we’ve
just gotten into the habit of going
overboard — so retailers make
use of that."

The holidays have become
about keeping up with the neigh­
bors. making sure family mem­
bers get everything they want,

- Dr. Jaeger said.
"A lot of this has sociological

and psychological underpin­
nings. These things are quite em­
bedded in the American psyche,”
she said, noting that the phrase
“conspicuous consumerism” was
coined in 1899.

LAND OF PLENTY
She pointed out that even the

immigrants who settled America
always saw the new country as a
land of plenty, with opportunities
to acquire material things and
build a better life.

Still, Dr. Jaeger said, from a
personal perspective, she finds
the commercial side of Christmas
a bit daunting..

"It is only Thanksgiving and
already I am tired of snowmen,”
she said recently. She posed a
scenario that she said is little
more than a pipe dream: people
giving gifts to their loved ones
throughout the year, in order to
preserve the meaning and spirit
of Christmas, Hanukkah, and
Kwanzaa.

“What is it we really love
about the holidays? I think it is
family, friends and a time to
honor the spirit of the occasion
and of one another rather than
getting all wrapped up in the
commercial wrappings."

Anthony L. Liuzzo, Ph.D., a
professor of business and eco­
nomics at Wilkes University, has
studied holiday retail spending
for many years. That spending,
throughout November and De­
cember, represents between 25
percent and 30 percent of all re­
tail sales for a year, he said, add­
ing that the sales during that pe­
riod can make or break
businesses.

In 2002, holiday retail sales
amounted to about $210 billion
(compared to $125 billion in 1993).
Sales Ln the second largest retail
period, just before Halloween, to­
taled just about $6 billion.

The growth In holiday spend­
ing over the past several decades
involves two separate Issues —
the fact tliat Christmas has be­
come the most important retail
period of the year, and the fact
that people are spending more.

SPENDING MORE
Various factors have led to the

ability or willingness to spend
more, Dr. Liuzzo said, from the
advent of dual-income families,
to the more frequent use of credit
cards, to the increases in real es­
tate values in the 1970s and '80s
and stock market values in the
'90s.

"Plus, tlie shopping experi­
ence itself has become an impor­
tant event — the thrill of the
hunt, finding that hard-to-get
gift. If a person can give some­
thing that is hard to obtain, that
leads to bragging rights," he said.

The Wilkes professor also ad­
dressed the intangible psycholo­
gical aspect of gift-giving. Christ­
mas is the time of year when
people want to express them-

I selves and their feelings, and that
frequently manifests itself
through financial or material

1 gifts. They’ll give holiday Ups,
for instance, to those who pro­
vide services, like delivery peo­
ple or hair stylists.

At the same time, retailers are
rolling out the Christmas mer­
chandise earlier and earlier, con­
sumers are growing more savvy,
Dr. Liuzzo said. They will wait
until December if they have to, to
take advantage of last-minute
sales. In fact, the biggest holiday
shopping day of the year is not
Black Friday but the Saturday

before Dec. 25.
"That leads us to believe more

people are shopping later rather
than earlier,” said John Kokin-
chak, vice president of property
management with Prizm Asset
Management Co., which operates
the Mall at Steamtown. Like Dr.
Liuzzo, Mr. Kokinchak also noted
how holiday sales account for a
large percentage of annual retail
sales. He estimated It could be
anywhere from 25 percent to 40
percent or 45 percent. “It's a very
important time.”

COMMERCIALISM SAME
Mr. Kokinchak said he’s been

in the shopping-center industry
for 17 years and believes the com­
mercial aspect of the holidays is
pretty much the same. "It’s just
as commercial now as it was 17
years ago,” he said. “Retail is re­
tail”

Capt. David Payne, corps com­
manding officer of the Scranton
Salvation Army, said, "I under­
stand this is a make-or-break
time for retailers." But he also
believes the emphasis at Christ­
mastime has grown in the wrong
direction. “It becomes 'all about
me,’ and it’s not about ‘me’ — it’s
about Him.

"I think the emphasis needs to
get back to Christ, and the gift he
gave us," said Capt. Payne, who
Is also an ordained minister.

Still, the Salvation Army bene­
fits from one of the holiday sea­
son's most public acts of giving
•— the tossing of coins and bills
Into the group's ubiquitous red
kettles that dot shopping malls
and street corners.

••The red kettle campaign is al­
most a Christmas institution,
Capt. Payne said, adding that the
Salvation Army doesn’t haves a
hard time getting people to do­
nate at this time of year. The
money raised is used for food
baskets, toys and clothing the or­
ganization distributes to the

116 "The kettle is a teaching tool,"
he said. “We see parents teaching
their children how to give. Kias
are amazed: 'Why is that person
out there with that bell? By the
time they and their parents reach
the kettle, the parents have some
coins out and show the kids how
to put them in." —

HOSTED DISCUSSION
The issue of holiday commer­

cialism is on people’s minds in
many different venues. The Jus­
tice Club at the University of
Scranton recently hosted a dis­
cussion on the subject for stu­
dents and faculty.

Anthony Giancatarino, a sen­
ior who participated, said many
students had been complaining
about seeing Christmas decora­
tions before Thanksgiving, so the
club decided to make commer­
cialism the subject of one of its
biweekly discussions.

In the discussion among a
dozen students and faculty,
"there was definitely a consensus
of how we’re losing the religious
aspect (of Christmas),” Mr. Gian­
catarino said, who added that
there seems to be a lot more de­
sire for gifts these days.

"I was very lucky my parents
always kind of kept Mass at the
center of the holiday,” he said.
Even now, his family will say a
special prayer before starting
any secular activities on Dec. 25.

Such gestures are a good anti­
dote to all the time spent shop­
ping for gifts and other holiday
items — time that takes us away
from family and friends, said
Richard KLonoski, Ph.D., a pro­
fessor of philosophy at the Uni­
versity of Scranton.

“In the name of connecting (by
buying gifts) we kind of discon­
nect from our families for a few
weeks,” he said.

A way to reconnect and con­
ceive Christmas in a more spirit­
ual, meaningful way is to present
ourselves to one another. Spend
time with family and friends, Dr.
Klonoski said. "Be a gift to each
other.”
Contact the writer.
kdurkln@timesshamrock.com

MEGAN DISKIN, a Sunday Times
writer, contributed to this report.
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Holiday sales hold
key to rate course

- Uncertain investors contributed to a drop in
long-term mortgage rates last week.

The benchmark 30-year fixed mortgage fell 15
basis points to 5.92 percent, according to the
Bankrate.com. national survey of large lenders. A
basis point is one-hundredth of 1 percentage point.
The mortgages in last week’s survey had an average
total of 0.59 discount and origination points. One
year ago, the mortgage index was 6.25 percent.

The 15-year fixed mortgage fell 15 basis points
last week to 5.27 percent. The one-year adjustable-
rate mortgage remained flat at 4.02 percent.

Fixed mortgage rates in Atlanta also retreated
last week. The 30-year conventional mortgage rate
fell 9 basis points to 555 percent. The 15-year rate
dropped 10 basis points to 4.89 percent The one-
year adjustable-rate mortgage declined 7 basis
points to 3.25 percent.

Rates dropped because Wall Street is wishy-
washy, mortgage experts believe. “I think there’s a
wait-and-see attitude on what’s happening — see
how it shakes out,” says Jim Bradley, president of
American Residential Lending Corp, in Atlanta.
Investors are waiting to see how holiday sales,
employment and production numbers shake out in
the fourth quarter.

Anthony Liuzzo, an economist at Wilkes Univer;
sitv in V/ilkessBarrc^Pa., studies the holiday shop­
ping season each year. In September, he predicted
that same-store sales would rise 4 percent in
November and December, which at the time

-seemed optimistic. When the government reported
that the economy grew extremely fast in the third
quarter and that jobs had been created in August,
September and October, pundits began forecasting
holiday sales increases of up to 6 percent. Liuzzo
hasn't changed his forecast of 4 percent growth.

Pundits called his forecast overly optimistic and
then not optimistic enough. Sales were strong in
die weekend after Thanksgiving and then were
diminished by the snowstorm in the Northeast.

So it's a little difficult U) tell exactly how sales are
going. Liuzzo is sticking to his guns, predicting the
biggest increase in holiday sales in four years us the
economy bounces back.

— Bankrate.com

Metro Atlanta home mortgage rates
Here are the mortgage loan rates charged on Thursday by a sampling of 50 lenders in the Atlanta metropolitan
area according to Bankrate.com. Rates are based on a $165,000 loan amcur.t -nd a 20 percent down payment
for single-family owner-occupied homes. Points are expressed as origination points and discount points. Some
lenders do not express all their costs in origination fees. The APR is the annual percentage rate that calculated
the total cost to borrow including all fees and points. One-year mortgage rates may be below market and
subject to change in one year.

Interest
(Pct)

Points Commit
Dlsc/Orig (Days)

APR
(Pct)

Interest Points Commit
(Pct) Dlsc/Orig (Days)

APR 1
(Pct)

Interest
(Pct)

Points Commit APR Cap(%)
Dlsc/Orig (Days) (Pct) Year/Ufe

AAA Mortgage Services 770-225-2440 5.38% 1.0Q1.00 30 5.61% 4.75% L001.00 30 5.13% 3.63% 1.00/0.50 30 425% 2/6

All Access Mortgage 678-904-1682 5.50% 0,00/0.50 30 5.56% 5.00% 0.00/0.00 30 5.03% 3.00% 0.00/0.00 30 3.82%
Allen Financial Group Inc. 770-955-9900 5.63% 0.00/0.00 30 5.68% 5.00% o.oo/o.oo 30 5.09% 338% 0.00/0.00 30 4.11% 26

Allied Home Mtg. Capital Coro. 770-579-8787 5.50% 0.50/1.00 45 5.66% 4.75% 0.75/1.00 45 5.06% 3.13% O.OO/LOO 4b 4.15% 26

Amencan Direct Mortgage 770-973-7899 5.75% O.OQ'LOO 30 5.89% 5.00% 0.00/1.00 30 522% 3.00% 0.00/1.00 30 4.03% 2J6

American Discount Mortgage 800-216-9117 5.50% 0.50/1.00 30 5.64% 4.88% 0.50/1.00 30 5.11% NA O.OO/O.OO NA NA
Amencan Home Mortgage 404-256-1024 5.25% 1.00/1.00 30 5.48% 4.63% 050/1.00 30 4.94% 3.88% O.OO/LOO 30 423% 2J6
Amencan Mtg. Services Inc, 770-931-4045 5.50% 0.00/1.00 30 5.77% 5.00% O.OO/LOO 30 526% 325% O.OO/LOO .30 7.00% 26
Amencan Residential lending 770-436-0980 5.63% 0.00/0.00 30 5.68% 5.00% O.OQO.OO 30 5.08% 4.00% 0.00/0.00 30 432% 26
Amencan United Mortgage 770-518-2438 5.50% 0.00/0.00 30 5.52% 5.00% 0.00/0.00 30 5.03% 2.88% 0.00/0.00 30 331% 26
America’s Home Lender 770-516-5719 5.25% 1.99/0.00 30 5.47% 4.50% 1.990.00 30 4.86% 3.50% 0.00/0.00 30 5.75% 26
Amensave Mortgage Corp. 866-845-3400 5.75% o.oo/o.oo 30 5.81% 5.00% 0.00/0.00 30 5.09% 438% 0.0QO34 30 421% 26
AmStar Mortgage Network 770-426-9878 5.50% 0.0Q035 30 5.62% 4.75% 0.00.038 30 4.97% 3.13% 0.00,0.50 30 4.15% 2/6
Assured Home Mtg. Coro 770-271-3730 5.63% 0.00/1.00 30 5.76% 5.00% O.OO/LOO 30 521% 3.00% 0.00/1.00 30 4.14% 2/6
Brookfield Funding Group 70-998-8550 5.50% 038/L00 30 5.68% 4.88% 0.00/1.00 30 5.12% 3.88% 0.00/1.00 30 421% 26
Capital City Mortgage 770-795-0955 5.50% 0.501.00 30 5.78% 5.13% 0.50/1.00 30 5.41% 4.13% 0.00/1.00 30 4.40% 26
Century Home Mortgage 770-984-2225 5.63% 0.000.75 30 5.78% 4.88% 0380.50 30 5.14% 325% 0.0Q6.75 30 4.18% 26
Chateau Mortgage Corp. 678-822-3767 5.50% 0.75/1.00 30 5.69% 4.75% 09171.00 30 5.08% 3.00% O.OO/LOO 30 4.14% 26
First Home Mortgage 770-951-0002 5.50% 0.63/1.00 30 5.66% 4.75% 0.38/1.00 30 4.99% 325% O.OO/LOO 30 4.15% 26
First Horizon Home Loans 770-594-7337 5.75% 0.00/1.00 30 5.87% 5.13% O.OO/LOO 30 533% 238% O.OO/LOO 30 4.13% 26
First PrimSouth Mortgage Corp- 678-841-1100 5.50% 0386.75 30 5.67% 4.88% 0.130.75 30 5.11% 338% 0.00/0.75 30 4.30% 26
First Regcnal Mortgage 678-904-4850 5.63% 6.0M.00 30 5.69% 5.0M O.W6.00 30 5.10% 3.50% 0.00/0.00 30 4.12% 26
First-Rate Mortgage Inc. 404-667-3954 5.50% O.OQO.OO 30 5.61% 4.88% O.OQO.OO 30 5.11% 5.13% 0.00/0.00 30 536% 26
G Squared Financial LLC 770-641-9980 5.50% O.OQO.OO 30 5.54% 4.88% O.OQO.OO 30 4.95% 3.13% 0.00/0.00 30 4.08% 26
GBL Financial Services Inc 770-246-1755 5.50% O.OQO.OO 30 5.58% 4.88% 0.00/0.00 30 5.01% 338% 0.00/0.00 30 4.13% 26
Georgia Lending & Investments 70-777-1080 5.50% 0.00/0.50 30 5.56% 4.88% 0.0QO.50 30 4.99% 3.63% O.OQ'O.OO 30 3.87% 26
Hammond Crossing Mortgage 770-396-7008 5.63% 0.00/0.80 30 5.74% 4.88% 0.000.80 30 5.07% 3.00% 0.00/0.80 30 4.13% 26
HomeBanc Mortgage 404-351-H0ME 5.75% 0.87/1.00 30 5.97% 5.00% L00/1.00 30 538% 3.13% 0.75/1.00 30 4.23% 26
Main Street Bank 706-613-1094 5.75% 0.00/1.00 30 6.08% 5.00% O.OO/LOO 30 5.63% NA O.OQO.OO NA NA
Metro Brokers Financial Inc. 404-847-2525 5.63% 0.001.00 30 5.79% 5.00% O.OO/LOO 30 527% 3.13% O.OO/LOO 30 ai5% 26
Mortgage Warehouse LLC 77O-22O-2288 5.75% O.OQ'O.OO 30 5.79% 5.00% O.OQO.OO 30 5.07% 3.63% 1.00/0.00 30 4.20% 26
New South Federal Savings Bank 770-908-1800 5.50% 0.001.00 30 5.62% 4.75% 0.25/LOO 30 4.99% 3.00% 0.00/1.00 30 4.13% 26
Peach State Mortgage 770-565-7556 5.38% 0.701.00 30 5.59% 4.75% 038/1.00 30 5.04% 3.00% O.OO/LOO 30 428% 26
Peachtree Mortgage Services 770-481-0052 5.63% O.OQ’O.OO 30 5.68% 525% 000/0.00 30 534% NA 0.00/0.00 NA NA
Pine State Mortgage 404-252-5272 5.63% 0.63/1.00 30 5.81% 4.88% 0.63'1.00 30 5.18% 275% OZS'LOO 30 4.14% 26
Premier Mortgage Exchange 770-874-8704 5.50% 0.12L00 30 5.60% 4.88% 0.12/L00 30 5.05% 2.75% 0.83/LOO 30 3.93% 26
Southeast Funding Association 770-850-3178 5.75% O.OQ'O.OO 30 5.80% 5.13% O.OQO.OO 30 521% 325% O.OQO.OO 30 4.09% 26
Southeast Homo Funding 770-973-1811 5.63% 0.00/0.50 30 5.73% 4.75% 0.00/1.50 30 5.07% 288% O.OO/LOO 30 4.55% 26
Southern Mtg. Investment Corp. 770-528-9440 5.50% 0.000.50 30 5.65% 5.00% O.0QD.5O 30 5.16% NA O.OQO.OO NA NA
SoutnTrost Bank 800-CALL-STB 5.75% 0.0Q1.00 30 5.86% 5.00% O.OQO.OO 30 5.03% 325% O.OQ'LOO 30 3.92% 26
Sunshine Mortgage 770-437-4100 538% 0.75/1.00 30 5.56% 4.75% 0.5Q/1.00 30 5.01% 2.75% 0.75/1.00 30 4.17% 26
SunTrust Mortgage Inc. 770-551-4100 5.75% 025/1.00 30 5.89% 5.00% 038'1.00 30 524% 288% 0.25/1.00 60 426% 26
United Capital Financial 77O-552-75OO 5.50% 0.00/0.00 45 5.57% 4.88% O.OQ'O.OO 4b 4.99% 3.00% O.OQO.OO 45 4.09% • 26
Valley Mortgage 770-612-8760 5.63% 0.25/0.00 30 5.69% 4.88% 0250.00 30 4.98% 3.00% 0.00/0.00 36 422% 26
Vanguard Home Mortgage 770-291-2221 5.38% 0.00/1.00 30 5.52% 4.75% 0.00/1.00 30 4.98% 275% O.OQ'LOO 30 4.15% 26
Wachovia Bank NA 770-6181822 5.63% 0.88/1.00 30 5.86% 4.88% 038'1.00 30 5.18% NA 0.00/0.00 NA NA
Washington Mutual Bank 888-926-8536 5.38% 0.75'1.00 30 5.59% 4.75% 038/1.00 30 5.12% 3.50% 038/L00 30 423% 26
Wells Fargo Home Mortgage 770-590-3735 5.50% 1.00/1.00 30 5.71% 4.75% 0.88/1.00 30 5.07% 225% 0.88/1.00 30 4.15% 26
Wieland Financial Services 770-232-1771 5.38% 0.86/1.00 30 5.58% 4.75% 0.97/LOO 30 5.10% 2.75% 0.92/1.00 30 420% 26
Your Best Rate Financial 866-456-YBRF 5.50% O.OQ'O.OO 40 5.52% 4.88% O.OQO.OO 40 4.92% 3.00% O.OQO.OO 35 3.82% 26
ATLANTA AVERAGE 5.55% 0.29/0.63 5.69% 4.89% 027/0.62 5.11% 325% 0.160.61 4.36%
Copyright bankrate.com, N. Palm Beach, Fla. 33408 NA—Not available www.bankrate.com/

Mortgage rate calculator
Monthly principal, interest payments for 30-year, fixed-rate mortgage. Escrow payments for taxes, insurance not included.

5.0% 5.25% 5.5% 5.75% 6.0% 6.5% 7.0% 7.5% 8.0%
$100.000________$536.82 $552.20 $567.79 $583.57 $599.55 $632.07 $665.30 $699 21 $733.76
$110,000 $590.50 $607.42 $624.57 $641.93 $659.51 $695.27 $731.83 $769.14 $807.14 —
$120,000 $644.18 $662.64 $681.35 $700.28 $719.46 $758.48 $798.36 $839.06 S8S0.52
$130,000 $697.87 $717.86 $738.13 $758.64 $779.42 $821.69 $864.89 $90a93 $953.89
$140,000 $751.55 $773.08 $794.91 $817.00 $839.37 $88-1.90 $931.42 $97a9O $1.02727
$150,000 $805.23 $828.30 $851.69 SS75.36 $899.33 $948.10 $997.95 $1,043.82 $1,100.65 1
$160,000 $858.91 $883.52 $908.46 S933.71 $959.28 $1,011.31 $1,064.48 $1,118.74 $1,174.02
$1/0,000 $912.59 $938.74 $965.24 $992.07 $1,019.24. $1,074.52 $1,131.01 $1.18a66 $1,247.40
$180,000 $966.28 $993.96 $1,022.02 $1,050.43 11.075. ISi SI.137.72 S1.1U7.54 S1.25AS5 51,320.78

'‘,1,(1 mil Sl.OV.LIH $1,078.BO $1,108.78 S1.135.1E. S 1.205.53 Si.264.O7 SI,32451 S1.3U4.15
$200,000 $1,073.64 $1,104.40 11,135.58 $1,167.14 S1.155.1C1 Sl.264.14 $1,330.60 $1.39443 51.467.55

Bankrate.com
Bankrate.com
Bankrate.com
bankrate.com
http://www.bankrate.com/
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FAO to return to Chapter 11,0apparel fueled sales during the
weekend, especially on Friday, one
of the biggest shopping days of the
year. Although shoppers eagerly
plucked discounted products from
store shelves and many arrived at
malls as early as 5 a.m. to take ad­
vantage of bargains, experts said
most customers were careful not to
splurge.

Nationally, retailers reported

sales of $12.4 billion on Friday and
Saturday, up 5.4 percent from the
same period a year ago, according
to Chicago-based consultants
ShopperTrak. The day after
Thanksgiving — known as “Black
Friday” because of the profits it
generates for retailers’ ledgers —

accounted for $7.2 billion, a
4.8 percent gain from last year, the
company said.

The research firm Bank of To­
kyo-Mitsubishi posted a similar
year-over-year gain of 52 percent
for the week that ended Saturday,
though it also noted that sales were
uneven across the industry.

■ PLEASE SEE SALES,CT

Discount chains start holiday season with strong weekend
By SARAH HALE MEITNER
SENTINEL STAFF WRITER

• • • I;;, • •: -
Consumers snapped up cheap

DVD players, Bratz dolls and other
merchandise throughout the
Thanksgiving weekend, giving re­
tailers a healthy start to the holiday
shopping season, experts said
Tuesday.

A run on electronics, toys and
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With holidays
coming, try

shopping locally
THE ISSUE | Challenges facing local retailers

this holiday shopping season.
OUR OPINION | November and December sales can make or

break a local business, s
-T------------------------

It's beginning to look
a lot like Christinas.
Even snowed before

and during the 29th annu­
al Sparkle of Christmas
Saturday.

' Sparkle started in 1974
as a community holiday
gift from the Corning
Merchants Association.
And Saturday's event

-reminded us to encourage
-you once again to patron-
.ize local businesses this
holiday season.

„ Forecasts vary widely on
retail sales for the fourth

‘Jquarter, which includes
the holiday shopping sea-
'son. The National Retail
Federation predicts a 5.7

'percent increase over last
-year's sales. Retail Forward
forecasts a 4 percent gain,
as does Wilkes University.

■ But there’are possible
.pitfalls that challenge the
expectation of modest
retail growth in the
Southern Tier.
' Consumer confidence is
slipping. Consumer debt is
rising. Job security
remains shaky. Wholesale
prices spiked 0.8 percent
in October, the largest
increase in seven months.

And Internet sales have
been strong.

BizRate.com foresees a 22

> patronize local stores.
71 ; • » -A -------------------------

percent spike in online
retail sales for the fourth
quarter. Retail Forward, 27
percent. And eMarketer, an
astonishing 29.1 percent.

Millions of U.S. con­
sumers - perhaps many of
you - have picked up the
online shopping habit.
The Internet has become
an integral part of holiday
shopping over the last
several years, and the
Corning Area Chamber of
Commerce again is
imploring local residents
to kick that habit.

We support the cham­
ber's "Spend Locally" cam­
paign and encourage you
to do your holiday shop­
ping at local businesses.

Holiday retail sales last
year made up 22.7 percent
of total U.S. retail sales.
November and December
sales can make or break a
local business.

Small-business owners
are your friends and
neighbors. The many large
retailers throughout the
area employ several hun­
dred more. Turn off you
computers and patronize
local stores.

Spending locally this
holiday season is the right
thing to do.

BizRate.com
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Holly Jolly Holidays

The average shopper plans to spend S23.04 more on holiday gifts, accessories
and supplies than he or she spent in November and December last year, accord-

JL ing to a new survey by the National Retail Federation (Washington). Multiply
that by 215 million adults in the United States, and you could be talking about some
pretty happy holidays for store owners across the country.

Just how happy? As you might have guessed, that depends on who you ask. For
example. Retail Forward Inc. (Columbus, Ohio) expects holiday sales to increase 4
percent. The National Retail Foundation predicts they will increase 5.7 percent—the
largest increase since 1999. Dr. Anthony Liuzzo. professor of business and econom­
ics at Wilkes University (Wilkes-Barre. Pa.), thinks they will increase 6 percent.

Considering that holiday sales in 2002 increased a miserly 2.2 percent, even the
conservative forecast sounds pretty good.

Experts base upbeat predictions on several positive factors: better-than-expected
sales increases in September, low interest rates, low inflation, rising stock prices, tax
cuts. At the same time, they acknowledge negative factors that could temper spend­
ing: a weak job market, rising energy costs, waning home buying and refinancing,
bad news from Iraq and even nasty weather that discourages people from traveling
to stores.

"Though many consumers are more financially comfortable now than they were a
year ago, they are still looking for great prices and savings on gifts and everyday mer­
chandise," said Phil Rist, vice president of strategy for BIGresearch (Worthington,
Ohio). “The retailers that succeed this holiday season will be those that continue to
focus on sales and promotions to drive traffic."

Even though you've already spent weeks placing orders, stocking shelves and plan­
ning promotions, in reality, you've only just begun. With 24. shopping days until
Christmas—including the weekend just before the 25th. which typically represents 30
percent of holiday sales—you’re facing the equivalent of a marathon. So grab a cap­
puccino and a power bar (or the cheap, legal stimulant of your choice) and go sell
some pet products. We’ll be here when you cross the finish line on Dec. 26!

Editor in Chief

P.S.Turn to page 69 for the PET AGE SourceBook, the perfect year-round shopping
tool for pet store owners and managers, with thousands of completely new and
updated listings about the pet Industry suppliers you deal with dally.

PKT AGE DECEHKEK 2OU.5
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Cole Sostor, 21 months, looks at a book while his mother, Janice, shops at the Bonner Plko Wal-Mart In College Township on Friday. Tho
Sosters, of West Chester, wore visiting State College for Thanksgiving.

Shoppers line up early to catch bargains'
fledroiHcdCTicer1
top this years lists
By Anne Danahy
Mana.hyCcmreaa.^.co.-n

Getting in line to go shopping
«to«7.the sun rises isn’t typical
tor Kefly Shakespeare and
Karen Walsh. But the sisters
»d. getting gifts for Walsh’s
children was enough to rouse
them.

“I learned the hard way last
year — you don’t wait until the
week betore” the holiday, said
A'alsh. of State College. Her sis­
ter was visiting from Richmond,

The two_were among those
Ened up before sunrise Friday at
Target for the store’s 6 a.m.
opening

“I got here for a DVD player,"
said Ross Dann, of State Col-
’•cge. Dann got to the Ferguson
Township store at 5 a.m., put­
ting him first in line.

Tm a bargain shopper. I
always look for the best deals.
This (store) had the best deal
for today — the DVD home
entertainment system. It’s only •
SSS," Dann said.

Lewistown resident Amy
Murphy, there to buy Hot
■Wheels for a Salvation Army gift
donation and a carpet cleaner,
offered a different reason for
the early-morning shopping:
“Because we’re crazy."

Whatever the reason, the
early-morning turnout was
strong, according to the store
manager. That showing of con­
sumers looking for toys, elec­
tronic devices and other gift
ideas could signal more than
holiday spirit, according to sev­
eral reports — it may reflect
economic recovery.

Anthony Liuzzo, professor of
business and economics at
Wilkes University in Wilkes-
trre, predicts that holiday

’vs could jump 4 percent this
according to a report from

Newswise.
Liuzzo cites stability, the

stock market and market confi­
dence in the Federal Reserve as
contributing factors, Newswise,
a news service, reports.

The National Retail Federa­
tion points to low interest rates,
low inflation and consumer con­
fidence as a few of the reasons
behind its forecast of a 5.7 per­
cent increase in holiday sales.

The federation is predicting
$217.4 billion In spending this
holiday season, according to a
Sept 16 news release from the
Washington-based organization.

“After several strong months

of retail sales growth, it seems
clear that the economy is picking
up momentum just in time for
the holidays," Rosalind Wells,
the federation’s chief economist
said in a news release.

The strong sales could lead to
a short supply of some items,
Liuzzo says in the Newswise
story.

That could be seen Friday at
Wal-Mart. Store manager Bill
Frantz said a $33 vacuum was
sold out by 630 am., a half-hour
after the store opened. By 7
am., what started as a pile of 400

. DVD players was down to about
two dozen. Frantz said he was

substituting for sold-out items.
“How today goes is usually

how the rest of the season
goes," Frantz said. But, he said,
it’s not a guarantee of a good
retail season.

He said that when he arrived
at 4:30 a.m., people were already
lining up. By 6 am., he said, the
line stretched almost to Barnes
& Noble Booksellers, a long
parking lot away.

There were lines inside the
store too. Houserville resident
Mary Jane DeArmitt waited
with a cart full of gifts — a waf­
fle maker for about $5 for her
grandson to take to college next 

year and Barbie VW Beetles for
a friend’s daughters!

Tm ready to spend more this
year than I have in the last five
years. It’s not because of the
economy, it’s because my family
has increased a little,” DeArmitt
said.

Shoppers and store managers
said electronic devices were top­
ping people’s lists this year ’

Brad Meyer, store manager of
Target, said he agreed with a
radio report he heard saying
technology is what will sell this
season.

See Shoppers, Page A6

Shoppers catch
early bargains
Shoppen, continued Jtom Al

'People are really looking for
something new and innovative,
and that's where they'll spend
their money," Meyer said. He
taid Target's advertising and
tales of educational toys such as
Leapfrog are in keeping with

Shoppers were busy buying
toys for children in downtown
State College, too.

This is usually one of our
busiest days," said Kay Emigh,
owner of die Growing Tree, on
the corner of Allen Street and
Beaver Avenue. "We just liave a
lot of regular customers who 

come back all the time and shop
for Christmas.”

Downtown shoppers were
also boarding The Polar Ex­
press" on Friday. The child­
friendly activities organized by
tlie Downtown State College Im­
provement District are named
after the book by Chris Van Alls-
burg and include a reading of
the book at Schlow Memorial
library, then a trolley ride to
“Santa’s workshop" on Calder
Way. Children can buy holiday
gifts and have their pictures
taken with Santa.

Kim Kokoskie, of Port Matil­
da, was at "Santa's workshop"
with her two daughters.

"I think It’s great," she said ns
her daughter, Lauren, browsed
through possible gifts to buy
with a downtown coin she was
given after the reading.

•“Hie Polar Express" will run 

from 11 am. to 2 p.m. each Sat­
urday and Sunday until Christ­
mas.

/bine Danahy cun be reached
at 231-4648. —-----
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Hopes
high for

‘Black
Friday

p̂aiv
Retailers gear up for

what they hope will be
a very merry season
to get out of the red.

By Michael Yeomans
AND RICK STOUFFER

, TRIBUNE-REVIEW

As families across the na­
tion digest their Thanksgiving
leftovers, all signs point to big­
ger consumer appetites this
holiday season.

Today, sometimes referred
to as Black Friday by retailers,
marks the traditional start of

the shopping
■ What's season, and re­
in store? tail experts say
Uncertainty the recent spate
is still on of positive
the shelves news on the
for two • economy is
Downtown likely to pro­
retailers. A6 duce improved

performance
over last year’s weak 2.2 per­
cent sales increase.

But like trying to guess what
was in Aunt Sally’s stuffing,
those experts are uncertain
over exactly how the holiday
shopping season will unfold.

Larry Parker, of McCand­
less, said his family is likely to
spend more this year.

"With my boys getting older,
the toys get more elaborate.’’ he
said, noting that Santa is likely
to be generous to Parker’s two
sons with some sort of video
game system.

Despite the attitude of people
like Parker, many major re­
tailers are worried that they
will once again have to resort
to steep discounts to move
their merchandise.

Some, like Marshall-based
American Eagle Outfitters Inc.,
are offering more subtle promo­
tions, trying to avoid the deep,
across-the-board discounts that
gave 2002'5 shopping season an
air of desperation.

In other sectors, however, the
gloves have already come off.
This week brou^rt the nev/s that
discounter Target is engaging
in a toy price war to wrest mar­
ket share from WarMart,
r Love ’em or hate ’em,

I y see hopes • A7

Hopes
high for
‘Black
Friday’
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chances are you shop ’em. Ben­
tonville, Ark.-based Wal-Mart,
with 2002 revenues of $245 billion,
is the largest company in the
world — three times larger than
the world’s second-largest retailer,
France’s Carrefour, and larger
than Carrefour, supermarket
giant Kroger and fellow discount
store chain Target combined.

“As Wal-Mart goes, so goes the
entire holiday shopping season,”
said Anthony L. Liuzzo, profes-:
sor of Business and economics at j
Will&s University, Wilkes-:
Barre. “The Wal-Mart phenome- j
non really emerged in the late *
1990s, as consumers became
more price- and quality-con-!
scious. Today, it’s not uncom- ■
mon to see BMWs and Mercedes I
in Wal-Mart parking lots.”

College student Nicole Pro-1
viano, 20, of Irwin, Westmore- |
land County, was shopping this I
week at Monroeville Mall and I
said she will be spending less be- j
cause of her educational ex- j
pen$es.

Proviano said she looks for
discounts and enjoys shopping
at Target and Wal-Mart.

Despite Wal-Mart’s low-price
and one-stop-shopping appeal, its
growing dominance is a turn-off
to some consumers.

Elizabeth Gardner and her
grandmother, Betty Worf, both of
Mt. Lebanon, got an early jump
on Christmas shopping at the
Galleria.

Gardner said they shop for
presents at a number of stores—
with one notable exception. She
said they never go to Wal-Mart.

“My daughter would have a
fit," she said, adding that it is too
big to walk around in.

Long-.sufferin^ydepartment
stores, such as Kaufmann’s, J.C.
Penney and Sears, could get a bit
of a boost this year.

"Department stores will im­
prove over last year's numbers,
but their positive results will not
be as good as the discounters, the
Wal-Marts, Targets, and the
warehouse clubs, the Costcos,
the BJ.Wholesale Clubs," said
Steve Baumgarten, a retail ana­
lyst in Pittsburgh with
Parker/Hunter. "Department
stores continue to lose market
share to the discounters and the
warehouses. Shoppers have re­
alized that if the exact same prod­
uct is sold at a department store
and a discounter, you get it
where it is cheaper."

Baumgarten is forecasting a 6
percent increase in December
non-auto sales. Columbus, Ohio­
based Retail Forward Inc, Is less
optimistic at 4 percent, Among
the most pessimistic is the Con­
ference Board Survey of 5,000
households, which indicates
sales could actually drop 5 per­
cent.

Department stores have re­
sponded to the discoun tors by de­
voting more energy to promoting
their own private-label mer­
chandise lines. According to De­
loitte & Touche LLP’s annual
consumer holiday survey, 80 per-,
cent of consumers will buy pri­
vate label merchandise for them- (
selves or someone else this
holiday season.

High-end merchandise pur-,
veyors, including Tiffany, I
Neiiytan-Marcus, Gucci and 1
Burcarry, are expected to have a
merry holiday season, as those
that have money will be willing
to spend it.

Other trends to watch include
the increasing popularity of gift
card giving. The cards can be
purchased for individual stores
or they can be bought at mall
service centers for spending in
any of the mall’s shops.

They take the guesswork out
of gift-buying, and retailers like
them because gift card recipients
tend to splurge on higher-priced
merchandise with a higher profit
margin, often spending more
than the value of the gift card.
Returns are also reduced.

Deloitte says 60 percent of sur­
vey respondents intend to buy
gift cards or certificates this
year, up 11 percent from 2000.

Americans are also expected
to be practical, spending most on
clothing and items for the home.

Baumgarten points out that
about 30 percent of the proceeds
from home refinancings are
plowed back into the home.

Staff writers Vince Guerrieri !
and Karen Zapf contributed .
to this report. >
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Black
Friday

P425FF
The biggest shopping
day of the year may just
live up to its name
By KENT JACKSON
kent jackson Q standardspeaker.com

Black Friday is no longer the biggest
shopping day of the year in America,
but this year maybe it should be, a
Wilkes University professor said.

Business and economics professor
Dr. Anthony Liuzzo predicts that shop­
pers who wait might not find the end-

. of-the-season bargains that they seized

. last year.
; “We won’t see deep discounting. My
- advice is to get out early and get the
' best prices. This is really the time to
. take advantage," Liuzzo said.

Stores won’t have extra goods to put
on sale later in December because they
haven’t stocked up to meet the demand

. that Liuzzo forecasts.
Z "While consumers show every sign
; of a willingness to spend, inventory lev­

els remain at very low levels... As a
result, we can expect numerous short­
ages in holiday goods as Dec. 25

NOVEMES^\2003

approaches," Liuzzo writes in his 15th
annual holiday forecast.

At Ball State University, marketing
Professor James Lowry said stores keep
inventories low but re-order items that
sell out.

"I think retailers are still somewhat
gun-shy from last year and inventories
are down to moderate levels until they
see what is selling,” Lowry said.

He suggested that shoppers should
hit stores early in case the re-orders
arrive after Christmas.

During the Christmas season of
November and December, shoppers 

plunked down $210 billion last year.
This year, Liuzzo expects same-store

sales will increase 4 percent, compared
with 1 percent last year.

He unveiled his prediction in Sep­
tember.

Since then, U.S. government figures
show 286,000 jobs sprung up between
August and October, the best three
months since January 2001. The 7.2-
percent increase in economic output is
the fastest, third-quarter growth in 20
years. A.

See BLACK FRIDAY, page 31
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Shoppers rev up for holiday-season bargain quest
Shoppers • from ai

professor of business and economics at Wilkes
University. Wllkes-Rarre. “The Wal-Mart phenom­
enon really emerged in the late 1990s, as con­
sumers became more price- and quality-conscious.
Today, it's not uncommon to see BMWs and Mer­
cedes in Wal-Mart parking lots.”

The growth and ensuing clout garnered by Wal-
Mart has helped re-form the country's retailing
industry. Retail experts say that today, and for the
last few years, higher educated consumers have
become extremely value conscious — and not
afraid to shop where the most value is perceived to
lie.

“Department stores will improve over last
year's numbers, but their positive results will not
be as good as the discounters, the Wal-Marts, Tar­
gets, and the warehouse clubs, the Costcos, the
BJ’s Wholesale Clubs," said Steve Baumgarten, a
retail analyst in Pittsburgh with Parker/Hunter
Iric. "Department stores continue to lose market
share to the discounters and the warehouses.
Shoppers have realized that if the exact same prod­
uct is sold at a department store and a discounter,
you get it where it is cheaper.”

William Cody, managing director of the Whar­
ton School’s Jay H. Baker Retailing Initiative in
Philadelphia, sees what he calls a “bifurcation" of
retail, what others call the retail “barbell.” While
Wal-Mart and its fellow discounters are expected
to have a good holiday selling season, retailers
acknowledged as high-end merchandise purvey­
ors, including Tiffany, Neiman-Marcus, LVMH,
Gucci and Burberry also are expected to have a
merry time.

“The value-oriented retailers, the Wal-Marts,
the Targets, the discounters will have a good sea­
son because of things like a still-weak labor mar­
ket," said Steve Spiwak, an economist with Colum­
bus, Ohio-based Retail Forward. “The higher-end
retailers will have a good season driven by things
like the stock market gains." Spiwak added that a
number of shoppers today do not want to walk the
hallways of enclosed shopping malls, the bastion of

S.C SPANCUR/TR IBUHE-REVIEW
A shopper walks past a holiday display decorated York and Company inside the Westmoreland Mall
with ball ornaments and a glowing tree at New on Monday morning.

“This will be an amazing year for online retail,"
said Donna Hufiman, co-director of the Sloan Cen­
ter for Internet Retailing at Vanderbilt University
in Nashville, Tenn. Hoffman pointed to a number''
of reasons for her statement, including the fact!,'
that the Internet has become a mainstream prod- •
uct for many people, that security concerns are not”
stopping people from using the Internet, and”
online retailers really have gotten aggressive in,.'
pushing their attributes.

One thing most retailers have in common this”
shopping season is a more manageable, more real-' ‘
istic merchandise inventory to draw upon. Last;1
year, a majority of retailers expected big things’-
from the holiday selling season and added to'
inventory accordingly. When the anticipated shop­
per crush did not materialize, company manage­
ment ordered a near “slash-and-bum” program to -
get rid of excess goods.

“You will see shortages this year in terms of ■
selection—not empty shelves—but you definitely •
will not see the deep discounting you saw around I
Dec. 12 or Dec. 15 of last year, actually the last'
three years," said Wilkes University's Liuzzo. •
“Smart consumers will shop earlier, by not wait-.
ing, they will get the selection they want and they!!
won't miss the deep price discounts."

Not every retail industry watcher sees tremen-'i
dously positive numbers for the holiday shopping
center when all the figures are in. There simply!;
are too many variables out there which could have:
a major impact on retail business, according ton
Erik Gordon. ;,

department stores. They want to find what they
are looking for in one location, not scattered across
the retail countryside.

week at Monroeville Mall. He’s not a big fan of the
discount giants. "At the department stores, you
have brand names and with coupons, the prices
are better," he said.

“There could be another terrorist event," said.,
Gordon, visiting marketing professor at Johns-
Hopkins University in Baltimore. “Retailers still-
could take drastic markdowns near the holiday;..
there could be a major snowstorm on the wrong
weekend, or another power outage. That's why I'm-
looking at a 2 percent to 3 percent year-over-year, i
sales increase.”

Rick Stouffer can be reached at rstoufferf&rib •
uxb.com or 724-837-6151. Michael Yeomans can be ...
reached at myeomans@tribweb.com or 412-320- 7908

Jim Henderson, of North Huntingdon Town­
ship, was walking the wide corridors at Westmore­
land Mall in Hempfield Township earlier this
week, but admitted he goes "everyplace" to find
holiday gifts. "It depends on what I’m looking for
and the prices," Henderson said.

Retiree Richard Wood, of North Huntingdon,
was spending his shopping dollars earlier this 

One area of retailing that is expected to again
post huge sales increases this shopping season are
online holiday sales. Cambridge, Mass.-based For­
rester Research Inc. analyst Carrie A. Johnson
said during the period Thanksgiving to Christmas,
online holiday sales will jump 42 percent, to $12.2
billion from $8.4 billion.

uxb.com
mailto:myeomans@tribweb.com


See INTERNET, page 31

increased 30 percent to 40
percent annually.

Where stores clerks tra­
ditionally expected huge
crowds on Black Friday, e-
tailers await Black Monday.

The Monday after
Thanksgiving is emerging
as the biggest day of the
year for on-line shoppers,
Liuzzo said. ry

"Be careful with the use
of credit cards. Watch those
charges very carefully,” he
said.

Shoppers buy 7 percent
of their Christmas gifts on
the Internet, an increase
from 3 percent four years
ago, Liuzzo said.

Last year, Internet sales
accounted for $14 billion of
the $210 billion spent dur­
ing the holidays.

that preview what shoppers
will find inside real stores.

"All major chains have an
on-line presence," Wilkes

-University Professor Antho­
nyLiiizzo" said?

For security, Liuzzo, a
professor of business and
economics, recommends
that Internet shoppers stick
to Web sites for companies
that also have brick-and-
mortar stores or established
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Internet retailers, Black Monday is the big shopping day
By ------ and established Web sites on-line retailers. Those sales have
kentjacksonastandardspaaker.com

Christmas shoppers will
continue to buy more pres­
ents via the Internet this
year, but they also like to
browse on-line before mak­
ing purchases in stores.

As a result, they’re better
informed about prices,
styles and options when
they enter the malls.

Retailers have noticed,
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'nfS (Continued from page 21)

He suggests shoppers order early to give Internet firms time
to ship presents before Christmas.

This holiday season, 41 percent of shoppers said they plan
to purchase something through the Internet, a Harris Interac­
tive poll conducted for Blue Martini Software found.

Another 29 percent of shoppers will search the Internet, and
33 percent will browse catalogs before making a final selection
at a store, according to the poll.

Shoppers, however, continue to make 70 percent of their
decisions about what to buy in stores, RTKL, an architectural
planning firm, said in its holiday forecast.

"They still like to smell, touch, feel, use all their sensory per­
ceptions before they buy an article, but they’re willing to note
styles and colors through the Internet,” Marketing Professor
James Lowry of Ball State University said.

On the Internet, shoppers save money by finding on-line
coupons, and they save time, Lowry said.

"We have a poverty of time. It’s more convenient to shop on­
line than take the time to go to the retail mall,” he said.

After the holidays, the Internet might cost consumers some
time.

IVvelve percent of all on-line purchases are returned, Liuzzo
said, compared to 6 percent of catalog sales and 3 percent of ,
store sales. '

kentjacksonastandardspaaker.com


Local rcMilers ready for busiest shopping day of the year
(From Page A-1J&

Amy I.■andis of Sunbury said
she will be back today shopping
again

“There are good bargains
early in the morning,” said Lan­
dis, who added that she enjoys
the Black Friday shopping tra­
dition.

Her husband Mark, howev­
er, said he would not be accom­
panying his wife. Instead, he’ll
be at work..

“It will probably be a good
thing,” he joked.

The Landises said they plan
on spending about the same
amount as they did last year.
They also said that the gifts
they buy for others aren’t usu­
ally just in one category.

“We probably buy a little bit
of everything,” Mark said.

The American Express sur­
vey showed that shoppers will
spend about $1,000 on gifts
during the holiday season.

Elizabeth Aikey, 21, of Wat­
sontown said ehe will spend
less than she did last year. She
also said that she’s not a big fan
of trying to compete with the

MARK NANCE/Sun-GazeHe
Nickelodeon’s Dora the Explorer, left, is one of several toys that toy makers hope will be a big seller this year. This
year Elmo Is back with Hokey Pokey Elmo. At right, Elmos, Go-Go Dogs and Bratz are stacked to the ceiling at KB Toys
in anticipation of holiday shopping.

crowds on Black Friday.
“I try to get it over with be­

forehand,” she said of her holi­
day shopping. .

Gift certificates were what
Betty Sones’ grandchildren
asked for.

“They want to pick out what
they want,” said the Muncy res­

ident.
In fact, 75 percent of those

asked in the survey said they
planned to buy gift cards, which
outranks gifts of cash at 38 per­
cent.

Music and video stores are
expected to draw more shop­
pers than last year. Specialty 

clothing stores also should see
increased foot traffic, according
to the survey.

Credit cards will also be get­
ting a workout on Black Friday.
Sixty percent of respondents
said they planned to use credit
cards, while 15 percent of those
said they would use them ex­

clusively for their purchases.
Dr. Anthony Liuzzo, a pro­

fessor of economics at Wilkes
University, said in an industry
press release that retailers
should do well during the shop­
ping season, seeing total sales
increase by 4 percent.

He also noted that although

“Retail sales
during the week­
end just prior to
Christmas repre­
sent about 30 per­
cent of holiday
sales.”

Dr. Anthony Liuzzo,
Economics professor,

Wilkes University

Black Friday can be a boost to
retailers and the overall econo­
my, the weekend after Thanks­
giving only accounts for 10 per­
cent of holiday sales.

“Retail sales during the
weekend just prior to Christ­
mas represent about 30 percent
of holiday sales,” he said.
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Unwrapping
the Gift Wrap
O.C.’s retailers display cautious optimism
as the holiday season kicks in.

F
orget silent nights. After three disappointing
holiday seasons, retailers are hoping for
a chorus of cha-chings this Christmas. Ifthe fury of recent wildfires has singed
shoppers’ passions for delivering the perfectpresent for all on their holiday lists, it’s

not apparent in the optimism of local retailers. In the
aftermath of last year’s hugely disappointing holiday
sales season and the below-par returns of two previous
years, Orange County vendors we interviewed express
cautious hope about holding the Grinch at bay during
the critical fourth quarter of 2003.

Their cheeriness is buoyed by the prophecies of
national retail analysts. According to Dr. Anthony
Liuzzo, professor cjf business and economics at
Pennsylvania’s Wifkes University and a forecaster
of holiday retail sales for the past 15 years, all signs
point to the best holiday retail season since the start
of the millennium. The International Council of
Shopping Centers (ICSC) concurs, pointing to increased
disposable income kick-started by tax cuts, a booming
housing market and a luxury market revival.

Reasons for caution remain, the Council con­
cedes. Energy prices remain high, the job market has
yet to prove it’s on the mend, and sales growth dur­
ing the back-to-school season may have been exces­
sively reliant on one-off factors, such as the child tax
credit checks.

On the bright side: “Retail sales have exceeded
the forecasts of almost all the major retail players,”
Liuzzo says. “Consumers are demonstrating that they
are willing to spend the tax cuts they are now seeing

BY MELISSA ADAMS

in their paychecks.” From November through the end
of the year, that '.pending typically accounts for 20
to 40 percent of a retailer’s annual sales volume, both
online and in traditional stores.

Locally, Shayne Voorheis, director of sales and
marketing at Fashion Island, echos Liuzzo’s confidence.
“Since July, we’ve seen a strong increase in sales and
traffic and we’re prepared for a great holiday season,”
she says. Her assurance may be well grounded, since
a robust back-to-school shopping season typically
forecasts strong holiday returns.

Equally bright is the outlook at The Shops at
Mission Viejo, where such outlets as Girl Mania.
Banana Republic and Pottery Bam Kids cater to well-
heeled families. “We had a huge back-to-school season
and we expect Christmas to be just as positive.” says
Patsy Sanquist, The Shops’ marketing director.

Elves across the nation
Across the U.S., Liuzzo predicts retailers will see

sales increases totaling about 4 percent over last year
for the 2003 holiday season. In 2002. the U.S. Census
Bureau reported sales increases of a scant two percent
compared to a giddy 8.3 percent in 1999.3.7 percent
in 2000 and 3.9 percent in 2001.

Other analysts have even jollier outlooks. Projections
from the National Retail Federation (NRF) call for
a 5.7 percent jump in holiday sales over last season,
bringing November through January spending to
S217.4 billion.

Carl Steidtman, chief economist for Deloitte
Research, envisions a picture that's sweeter still.

vrvzvz.ocmoiro.com NOVEMBER 27. 2003 OCM f
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Unwrapping
the Gift Wrap
calling tor last year’s coal to be replaced by sugar
plums in retailers’ stockings: 6-7 percent jumps in
holiday sales. Outlays for general merchandise,
apparel and furniture are projected to climb even

higher.
"After several strong months of retail sales

growth. it seems clear the economy is picking up
momentum just in time for the holidays,’’ says
Rosalind Wells, NRF chief economist. Citing low
interest rates, low inflation, rising equity markets
and mounting consumer confidence as favorable
factors, she predicts, “Retail sales gains for the
2003 holiday season will be far better than the
meager increases experienced a year ago.”

"Consumers have spent the last several years on
an emotional and economic roller coaster,” concludes
Tracy Mullin, NRF president. “Now, Americans
appear to be ready to shop and ready to spend, just
in time for the biggest shopping season of the year.” 

Local creatures are stirring
To gear up for the onslaught. South Coast Plaza, Orange County’s largest Indigo Palms and Island Soft offers our guests the opportunity to blend luxury

and denim in a way that reflects their casual lifestyle.”shopping center, has doubled its concierge staff to about 60 shopping counselors
and increased staff at its five valet stations by 25 percent, to 100 employees, for
the season. Santa Claus is coming to town

“We expect the increases we saw going into the fourth quarter to continue
through the end of the year,” says Debra Gunn Downing, executive director of
marketing at South Coast Plaza, where more than 23 million annual visitors
account for more than $1 billion in annual sales.

Recently opened stores at the 114-acre retail Mecca that bills itself as “The
Ultimate Shopping Resort” include Bottega Veneta, Paul Frank, Eileen Fisher
and Sony Style. In September, jeweler Temple St. Claire debuted with the first
of her upscale boutiques featuring couture collectibles
and a new line of engagement rings. Heading into its
second holiday season is the only West Coast David
Yunnan flagship store, with luxury watch designs and
fine Jewelry.

seasonal specialty stores include Christmas Dazzle,
rocked with ornaments from around the world, and

Home Holidays & Traditions, offering up collectibles,
personalized stockings and complimentary personalization
of ornaments. Partygoers can find gift baskets filled
with novelty foods at Hickory Farms or chock-full of
gourmet-baked goods, chocolates and premium wines
at Mrs. Beasley’s and The Wrapper.

Closer to the coast, The Irvine Co.’s Fashion Island
also has new tenants and hopes to attract shoppers
with additional concierge services, personal shoppers
and other conveniences for its end-of-year season.
Back for 2003 are Macy’s Holiday Lane and The Art
of Christmas - seasonal shops offering a wide selec­
tion of artificial Christmas trees, ornaments and
holiday ddcor.

In November, Indigo Palms Denim Company, a division of Torluny Bahama,
unveiled its first retail store at Fashion Island, housing Indigo Palms denim
sportswear for men and women alongside an Island Soft collection for men
featuring trousers, shorts, shirts and jackets in cashmere, silk, linen and suede.
In October, MaxStudio.com, known for leading-edge women’s fashions, opened
its doors near the koi pond at the open-air center.

“People wear jeans not only with T-shirts, but with cashmere sweaters,” says
George Santacroce, president of Tommy Bahama Retail. “The combination of

With the same scrutiny they apply to consumers’ lifestyles, executives who
guide the destinies of retailers strive to create a total shopping experience. "Our
centers offer more than great shopping,” says Nina Robinson, vice president of
marketing for The Irvine Co.’s retail properties. “This time of year, they provide
a true sense of the holiday spirit, with an ice rink at Irvine Spectrum Center, the
traditional Christmas tree at Fashion Island and strolling carolers at our neighbor­
hood and community centers.”

Customer service also figures into the mix. At Fashion
Island, shoppers can streamline seasonal chores
through gift-wrapping and shipping services at The
Mail Room, near the service shops adjacent to Tutto
Mare, near The Ultimate Invitation in Atrium Court
and near Gold Crown Hallmark, close to Barnes &
Noble.

At the Concierge Center in Atrium Court, they can
purchase gift certificates, pick up a complimentary
wheelchair or stroller, make a restaurant reservation
and obtain assistance for finding the perfect holiday
gift for that special someone. A personal shopper is
available at the main Concierge Desk, to assist with
corporate and personal selections. Bloomingdale’s and
Neiman Marcus also have personal shoppers who can
help with wish list fulfillment.

"Our concierge staff is very knowledgeable about
what stores are featuring,” explains Fashion Island’s
Voorheis. “If you call or come in, looking for a sweater

for your teenage niece or a Louis Vuitton bag to match
your holiday outfit, they can tell you where to find it.”

On rainy days, loaner umbrellas can be had at the Fashion Island Concierge
and at valet stations between Robinsons-May and Apple Computer and between
Thaifoon and Daily Grill. Shop ’til you drop types can purchase an annual valet
parking pass for $ 100 at the Concierge Desk - a perfect gift for the avid shopper
on your list.

If you don’t want to get in your car at all io patronize local centers, you're in
luck thanks to The Irvine Co.'s new online gift certificate program. For the

Continued on page 58

Busiest
shopping day?

Contrary to popular misconception,
Thanksgiving weekend - including Black
Friday, the day after Thanksgiving - is not the
busiest shopping period of the year.

According to the International Council of
Shopping Centers, that honor actually belongs
to the last weekend before Christmas, when
30 percent of holiday retail sales are typically
rung up, compared to 10 percent during the
three days following the annual turkey-fest.

If there is any deep message in knowing
these facts, it is this: Shop early.
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ultimate marriage of clicks and bricks, visit www.
shoptheirvinecompany.com before Dec. 31 to enjoy
complimentary shipping when you purchase a gift certificate
for $50 or more for Corona del Mar Plaza, Crystal Cove
Promenade, Fashion Island, Irvine Spectrum Center or
The Market Place in Tustin.

Almost as easy for gift givers who want to wrap up
holiday shopping without worrying about wrong sizes or
boxes to wrap is the Simon Gift Card, redeemable any­
where in the U.S. where Visa is accepted. Available in
denominations of $20 to $500, the cards can be purchased
locally at Brea Mall, Westminster Mall and Laguna Hills
Mall, as well as at some 230 Simon Property Group malls
across the nation.

New on the scene
In addition to retailers at major shopping centers, local

consumers have new options for parting with $637 - the
■average intended holiday budget for 2003 according to a

made-to-order alternative to off-the-rack women’s clothing.
Expect a laid-back, island ambiance when you walk into
the kid-friendly shop on Jeronimo Road, complete with
a playroom where owner Lissa Walker’s three young boys
often hang out.

“Ginger was the smartest one on Gilligan’s Island,”
says Walker, a former figure skater who designed all of
her own outfits. “She brought along enough clothes on a
three-hour tour to last a lifetime.”

Just as the enterprising sitcom character fashioned her
own luscious attire out of Mrs. Howell’s hand-me-downs,
Ginger’s Island customers can fashion made-to-order
wardrobes for cruise or resort vacations. Custom-created
using personal measurements rather than manufacturers’
size specifications, garments can be crafted in hundreds
of styles and fabrics, with design features limited only
by a customer’s imagination.

“If you have a vision of a crushed velvet, plum-colored
holiday dress with puffy sleeves and a short, slim skirt,

recent poll by the NPD Group, a market research firm in Port Washington, N.Y.
Hoping to attract style mavens of Newport Coast, where the median annual

income is $164,653 (more than both the $145,859 average household income
within a three-mile radius of Fashion Island and the $146,301 average income in
homes within the same radius of Corona del Mar Plaza) is Ambrosia Home. The
upscale furniture and accessories shop opened this month in The Bluffs Shopping
Center, The Irvine Co.’s newest collection of casual dining and retail shops that
debuted in summer 2003 at the comer of MacArthur and Bison.

The brainchild of model home merchandiser Debra Newell, Ambrosia Home
features nine interior vignettes in different styles - including contemporary,
nautical, island tropical, European transitional and shabby chic - on its showroom
floor. “We take the guesswork out of what furniture styles, fabrics and accessories
go together,” says Newell, who likens her decorating concept to the Garanimals
children’s clothing line that uses code tags to make it easy to match kids’ separates.
A half-dozen interior designers at her outlet for turnkey decor are available to
help shoppers sift through portfolios of furnishings
and accessories, to pull together a scheme
throughout a home.

In the same center, Newell - who has headed
up Ambrosia Interior Design in Tustin for 21
years - opened Madison Avenue in October.
The chic women’s clothing boutique features
classic to contemporary sportswear and evening­
wear, including lingerie and some 150 lines of
designer dresses, suits and accessories.

To provide a first-class shopping experience,
Newell offers up robes and champagne for her
discerning clientele. To nurture the patience of
male tag-a-longs, she’s set up what amounts to
a husband- or boyfriend-tending station at the
center of the shop, with a large-screen television
tuned in to sports channels and a magazine rack
stocked with the likes of Golf Digest, Money
Magazine and Sports Illustrated.

One-of-a-kind options
A different wardrobe adventure can be had

at Ginger’s Island in Irvine. Named for the sexy
starlet who found herself stranded on a South
Pacific island in one of television’s most popular
sitcoms, the outlet for custom swimwear, fitness
and nightlife apparel provides an economical,

you can have it in your closet in one to three weeks,” says Walker. For such a
custom garment, expect to pay between SI50 and $400 at Ginger’s Island.

Made-to-order swimwear in mix ’n match styles and fabrics typically runs $75
to $125. In 2004, Walker plans to offer custom clothing for everyone in the family.
with Hawaiian shirts for Dad, Lil’ Buddy sportswear for boys and Lil’ Mary Ann
clothing for girls. Matching clothing for kids and parents also will be available.
A retail store in Irvine Spectrum Center or Las Vegas is on the horizon, and
Walker plans to go nationwide within two years.

Need a custom fragrance to go with that one-of-a-kind sarong or bikini? Head
for The Fragrance Shop on South Coast Highway in Laguna Beach, where owner
Lee Rasmussen offers more than 500 designer fragrances in pure oil form, without
alcohol or other fillers. Modeled after stores in Miami and New Orleans,
Rasmussen’s shop is heading into its second holiday season.

“The economy is a lot better this year than last and we’re hoping for 30 to
Continued on page 60
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Shopping Wonderland
Explore these 26 new stores in Orange County.

BY LYNN ARMITAGE

T
his holiday season, you’ll have even more ways to
spend your hard-camcd cash. A robust boom of new
stores has hit Orange County. Here’s a snapshot of

what’s ready to be unwrapped when you do the shopping
at just three of the county’s dozens of shopping centers:

FASHION ISLAND
Indigo Palms Donlrn Company: This first-ever store of

its kind, owned by Tommy Bahama, features relaxed,
sophisticated styles focusing on denim, with coordinates
in suede and cashmere.

MaxStudio.com: A boutique of leading-edge fashions
for trend-conscious women.

Babystyle: Offers maternity wear, clothing for babies
and toddlers, toys, nursery furniture and ddcor, baby gear
and gifts.

Forovor 21: Chic, trendy fashions for girls and young
women.

Chuck Jones Gallery: Features favorite animated
characters created by Chuck Jones. Relocated from Laguna
Beach.

First Cut: An upscale hair salon exclusively for children.
Also offers party packages with mini spa treatments and
mock facials.

Pampolina: The first store in the U.S. by one of Europe’s
most exclusive designers of children’s clothing, from
newborn to size 12.

SOUTH COAST PLAZA
Aldo: Specializing in fashion footwear, leather goods

and accessories.
Stlla: Featuring cosmetics galore. Experience the

world’s first cosmetic vending machines at this Orange
County exclusive store.

Wohl's sinco 1851: Founded as an Old World apothecary,
Riehl's offers a unique selection of cosmetic, pharmaceutical,
herbal and medicinal products.

Tho Silk Trading Company: Known for luxury textiles,
drapery, paint and home furnishings, The Silk Trading
Compapy inspires clients to realize their own style.

Claim Jumper Restaurant: A popular dining establishment
for families and busy professionals, known for its generous
portions and good value.

MAX & Co .: Part of the MaxMara fashion group, this
Italian label is a collection of fashion-forward contemporary
silhouettes with plenty of feminine flair.

Paul Frank: His first store within a shopping center,
featuring his characters Julius and friends on clothing,
sleepwear, swimwear and accessories for both men and
women.

Marina Rinaldi: Fuller, Italian fashions for the woman
size 10 through 22, constructed with the same craftsmanship
as those created by luxury good designers who cater to the
smaller frame.

Vertigo: Fabulous, chic designs from this Paris-based
retailer.

Eilocn Fisher: Simple clothes inspired by movement
and freedom, inviting women to stretch, dance, work and
play without constraint.

Sony Stylo: A showcase of Sony’s most innovative
electronics and entertainment products and services, as
well as the latest music and movies from Sony Music and
Sony Pictures Entertainment.

Tomplo St. Clair. Timeless jewelry pieces that feature
an elegant restraint, a clean modem line and a
sensitivity to color.

Roberto Cavalli: The first West Coast boutique
of this Italian dcsigner-to-the-stars. Menswear,
lingerie, swimwear, fragrances, handbag collec­
tions and unique runway pieces not available
at other stores.

THE SHOPS AT MISSION VIEJO
BcBe Sport: The latest fashions in bold lines,

great fabrics and style.
Girl Mania: Completely cool fashions and

accessories for girls 4-14! Also a great place
for parties, makeovers, dance jams and more.

Janio & Jade Adorable clothes and accessories
for little ones, from preemies to 3T’s.

Paper Doll: A showcase of cards, stationery,
pens, gorgeous wrapping paper, tissue, collectibles 

andjewcljy.
Sephora: A dazzling, international array of cosmetic

brands, colors, styles and types to put a wonderful face
on things.

Ocoans 33°: A cosmopolitan dining environment
featuring a rotisserie, wood-buming oven and grill. OCM

Lynn Armitage is a senior writer with Churm Publishing,
Inc.

40 percent of our holiday sales to come
from local repeat business," says
Rasmussen, who will open a second
shop in Las Vegas next year. For under
S50, his customers can make scents
based on Joy, Escape, Obsession or
any other favorite designer fragrance.
Or, they can opt for a custom fragrance,
specially blended to suggest floral,
fruity, vanilla or any other nuances. A
dozen house blends include Rain, China
Musk, True Gardenia and Arabian
Sandalwood. Boutique-quality bath
and body products also are available,
either unscentcd or scented with The
Fragrance Shop’s pure version of
virtually any fragrance.

What's hot for 2003
Presumably, some of the credit for

seasonal retail success lies with
marketers who lie awake on many eves
prior to the night before Christmas,
dreaming up hot holiday gifts that can
command full price sales all season
long. For 2003, gotta-have-it goods in
line to replicate the success of such
hot sellers of past seasons as pashmina
shawls and Furby dolls include GI Joe
40th anniversary figures and “Built to
Rule" Transformers for kids.

According to the ICSC, gift giving
2003 is leaning toward a “retro-theme”
that will give new life to toys that were
hot two decades ago. Watch for new
incarnations of Cabbage Patch babies
and Strawberry Shortcake, and for toys
that fall into one of three camps -
nostalgia (Hokey Pokey Elmo, My
Little Pony^Care Bears, Barbie); high
tech (Neopets); and educational
(Leapfrog).

The return to the '80s also will
bring back tweed clothing; statement
boots embellished with buttons, fur
and buckles; white shirts and vintage
linens. Furnishings in such unusual
colors as citrus, Tabasco, aqua, cinnamon
and khaki will be popular this season,
as will any home decor in copper,
according to ICSC forecasters. Glitzy,
metallic evening sandals, diamonds in
fancy shapes, aromatherapy oils and
MP3 players the Likes of Apples IPOD
also are destined to be hot gift items.

Primal passions to ignite sales
If shoppers fulfill the forecasts of

Faith Popcorn, America’s foremost
trend diviner and founder of the

Continued on page 62
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marketing consultancy BrainReservc, they'll be motivated
by some of the most basic human needs and emotions
in this year’s holiday shopping extravaganza. Following
a period of economic downturn, global tunnoil, corporate
scandal, terrorism and emotional recovery, the 2003
end-of-year marketplace will be fueled by Primal
Passions, says the trend-tracker who foretold such
behaviors as “cocooning," "anchoring,” "being alive"
and "pleasure revenge." Food, family, love and vanity
will drive what’s hot this holiday season.

In the consumable category, shoppers might turn to
Beverages & More, the Concord, California-based
beverage superstore, for holiday party needs and edible
gifts. Founded in 1994, the retail beverage "category
killer" now has 31 stores throughout California and
has tripled in size since 2001.

“We now have a real presence in Orange County.
with stores in Brea and Irvine, as well as our newest
store in Fashion Island’s Atrium Court where we’re
optimistic about our second holiday season," says Joel
Weis, Southern California area manager.

With gift baskets that were designed and ordered by summer’s end, as well
as thousands of wines and spirits, Weis hopes to attract customers who arc
"drinking less but drinking better." Predicted hot sellers include champagnes,
imported nxiwincs and domestic varietals in the S8-S15 range, and such premium
spirits as Ketel One Citroen Vodka. Also available at the warehouse-style stores
are hand-rolled cigars, specialty food items, glassware and beverage accessories.
For the wine lover in the family, consider a Beaulieu Napa Cabernet Basket
stocked with Beaulieu Napa Cabernet, caramel cookies, vanilla biscottis.
Camembert cheese and cheese swirls, all for S35.99.

Popcorn’s predicted focus on family may manifest itself in fast-selling
monogrammed items, available for girls from ages 4-14 at such stores at Girl
Mania at The Shops at Mission Viejo. "Customizing clothing and accessories

Sheriff’s 10 Wishes
Michael Carona is wishing for a good hair day.

One thing you can count on when Orange County Sheriff Michael
Carona is asked for a holiday wish list: It won’t be of the usual kind.

Instead of pricey gifts, he’s thinking of ways to make the world a safer,
better place. His trademark sense of humor shines through, as well (we’ll
work on Wish No. 2, sir, but we don’t want to appear overly optimistic on
No. 5). So, read on:

1. Orange County remains the safest county in America.
2. That I am selected, for the third time, as one of OC METRO
Magazine’s Hottest 25.
3. A quick and safe return for all American troops abroad.
4. Every state in the nation adopts the Amber Alert and that
they NEVER have to use it.
5. The development of stronger shampoos to stimulate hair
growth.
6. That each of us harbor respect and tolerance for one another.
7. Scientists discover that steaks and Ketel One martinis
actually are good for you.
8. Solutions to the budget crisis.
9. Learn to spell “Schwarzenegger" correctly.
10. We continue to reach out to our youth, building strong foundations for
their future. OCM

with initials is hot,” says The Shops' Patsy Sanquist. Teens through thirrysomethings
will be drawn to Banana Republic clothing in vibrant colors, in such luxury
fabrics as cashmere, merino wool and suede, Sandquist predicts. For a younger
set, toy kitchen appliances in blue and stainless are available at Pottery Barn
Kids in The Shops at Mission Viejo.

To kindle love, shoppers can head into Between the Sheets at Fashion Island,
home of exotic bed dressing in such tactile fabrics as satin, natural silk, velvet,
latex, hi-gloss PVC and super soft micro-fleece. "The soft economy hasn’t hurt
us," notes Nicole Serpico, store manager. "We've seen a huge sales increase since
9/11. Now more than ever, people treasure their homes and want to make the
time they spend there special.”

If you’re in the market for 1,020-count imported Egyptian sheets, sumptuous
comforters, sheepskin mattress pads, bed or bath accessories or inlaid wood
furniture, Between the Sheets is the place. For something truly special, check
out a Tuscan bed that goes for S15.000 or an Italian marble table with a bronze
lion base that will set you back $29,000.

Female vanity has always impacted holiday sales, but this year male vanity
or “manity," as Popcorn terms it, is going mass. “Men from every demographic
group are realizing they won’t lose their machismo by caring about or improving
how they look,” the trend psychic says. "Watch for the growth of numerous male
institutions once reserved for women, such as men’s day spas and salons."

That might explain the popularity of such virtual escape venues as Burke
Williams in The Block at Orange and on Crown Valley Parkway in
Mission Viejo, where men can opt for such stress busters as “Gentlemen’s
Choice" - a three- to five-hour getaway that includes a massage.
facial, herbal wrap, exfoliating salt gio treatment, scalp treatment
and spa pedicure for S410. Gift certificates are available for individual
treatments, day packages or specified dollar amounts.

The women on your list are likely to appreciate such a gift, as
well. According to an online study by Fnifik About Women, a marketing
to women consultancy that helps companies build brand relationships
with women, the most desired holiday gift for women this season is
the gift of escape, whether it’s a vacation, a cruise, or a day at the
spa. By contrast, almost half the men in that study said they would
prefer a gift from the electronics department.

To satisfy their desires, Asian manufacturers of electronic gadgets have been
busy meeting increased holiday orders from American retailers. If strong sales
of everything from semiconductors to finished cell phones, digital cameras and
DVD recorders are any indication, the long-awaited tech recovery is in sight.

Continued on page 64
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According to executives at Sony Corp and Mntsuhita Electric Industrial Co.,
Japan’s consumer electronics leviathans, DVD players arc poised for a boom
this holiday season. Available for between $450 and $1,200 at such electronics
superstores as Best Buy. Fry’s and Circuit City - down from retail prices beginning
at about $800 last year and $ 1.700 in 2001 - the recorders could replace VCRs
and their cumbersome tapes as the preferred technology for archiving the last
episode of "The OC" or little Jessica’s first birthday party.

Gadget hunters looking for a less pricey option will find 10 DVD player models
at Best Buy at Costa Mesa’s Metro Pointe for under $100. Ollier hot sellers arc
likely to include cell phones with built-in cameras, available for as little as $250
at Best Buy after a mail-in rebate, DVD-writing drives for PCs priced from about
$100 to $250. and flat-screen TVs that can be had for under $300.

Fabulous fur and other trends
“Fur is back," reports Hunter Tate, general manager at Giorgio Armani.

opposite Macy’s in South Coast Plaza’s chi-chi Jewel Court wing. Also big this
holiday season, according to the former St John exec, arc exotic skins, luxury cashmere
and brooches studded with semi-precious stones.

If the must-haves on your significant other’s holiday list include gloves or
shoes crafted of crocodile skin, a handbag that started life as ajython, a limited
edition mink and silk scarf or an evening bag studded with Swarovski crystals.
head for this upscale venue. “Many of our customers arc buying a single luxury
item rather than several smaller gifts - one great leather jacket, a cashmere
overcoat or a fox stole,” Tate observes.

If you’re in the market for such big-ticket items, prepare to dig deep. You’ll
part with $800 to $4,000 for a python handbag and at least $4,000 for a similar
item fashioned of crocodile skin. For $850, purchase a fox wrap in navy, red or
cream. If you're truly smitten, you may not think twice about unloading $1,400
for a mink and silk scarf stocking stuffer. Purchase 10 of those for what a reversible
suede and mink coat will run.

"Based on the response we had to our fall collection this year, we anticipate
a great holiday season,” Tate says. “People are shopping earlier because they
know we might have just a dozen of a certain item in the entire nation. They’re
also in a more giving spirit, because they're thinking, ‘It’s been a roller coaster 

year. Wc’vc gone through a lot and it's time to do a little extra for the holidays.'”
Already, Tate has worked with victims of the recent wildfires from San Diego
and Big Bear, trying to re-establish their lifestyles after devastating losses.

“After the fires and the war, we're bound to have a better year," predicts Heidi
Miller, owner of Tight Assets stores in Newport Beach and Laguna Beach, as
well as Carlsbad and Palm Desert. "With interest rates holding at low levels and
the economy looking up, people arc parting with cash. They’re not spending like
they used to, but they arc spending."

Chances arc, the founder of Heidi's Frozen Yogurt knows whereof she speaks.
In 1981, when interest rates were in double digits, she opened the first of her
healthful snack shops and grew the chain to 120 stores in nine states over a 12-
ycar period. "People were anxious about buying big ticket items back then, but

they were comfortable dropping a buck or two for frozen yogurt,”
recalls the former gymnast and body builder.

Decades later, similar consumer hesitancy has impacted Miller’s
holiday retail strategy at boutiques where she proffers trendy workout.
dance and hip street wear. Of current inventor)' ordered in late summer,
she says, "I don’t rely on big-ticket items. My customers want something
unique and different, but they don’t necessarily want to spend a lot of
money. They come here for great-fitting workout wear, one-of-a-kind
gift items and party accessories." Popular sellers, many imported from
Brazil, run between $35 and $65.

To attract customers. Miller relics on her fashion sense and gut
instinct. “I buy shallow, not deep, unlike the big department stores,"
she explains. “I turn merchandise around quickly. There’s always
something new in the stores, so that customers are tempted every time
they tum around.”

g Reality bytes and beyond
n Beyond bricks and mortar. Melody Vargas’ About Retail Industry
c guide predicts a growth of 25 percent in U.S. e-commercc retail sales,
™ to $17 billion during the fourth quarter compared with S13.8 billion

during the same period last year. That would be a year-over-year
c increase of 27 percent - the highest growth rate since e-commcrce
= went mainstream in the 2000 season.
o Among local retailers capitalizing on the cyber-shopping boom is
S Beverages & More, which reports almost doubling its Internet business
j since it began retailing online in 1999. Customers can make purchases
> on the Web and pick up their orders an hour later, or have them shipped

or delivered.
On the other end of the spectrum is “total immersion.” says retailer Lindy Lu

Bartlett, whose Beach 'N Backyards opened on Labor Day this year along Costa
Mesa’s 17th Street. After a hectic day at the office, customers can don bathing
suits to personally experience a hydro-spa they might purchase for between
$3,100 and $7,900. Also available at the indoor and outdoor home decor outlet
is Lindy’s hip “Lu Lu’s Closet” Bohemian line of clothing and accessories,
featuring such must-haves as silk drawstring pajama pants and beaded tank tops
from Bali. I

If that’s not exotic enough for you, steer clear of Fashion Island’s Neiman
Marcus and head for your keyboard, where you’ll find the 77th edition of th[e
mega-retailer’s Christmas Book at www.neimanmarcus.com. Among this year's
11 fantasy gifts are his-and-hers interactive, remote-controlled male and female
robots designed by International Robotics, priced at $400,000 for the adult-size
pair. Make a true fashion statement with a 44.6-carat yellow diamond ring set in
18-karat gold, for $800,000, or get to that New Year’s bash in style in your choice
of Bombardier Learjct, from $7.7 million to $12.7 million.

Still chewing on a holiday gift list but can’t sink your teeth into any of these
big-ticket indulgences? To retailers’ chagrin, you might know all too well about
reality’s hard-to-swallow pills that may or may not take a bite out of 2003 sales.

Melissa Adains is a Newport Beach-based freelance writer.
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A gnft for retailers
Analysts expect holiday shoppers By SARAH HALE MEITNER

SENTINEL STAFF WRITER

o
PLEASE SEE SHOPPING, H2

pp or the first time in a while,
L U.S. shoppers are expected
p to spend, spend, spend dur-

■ ing this year’s ho, ho, ho
season.

Retailers and industry experts
are optimistic that this year’s holi­
day shopping will be the best since
at least 1999, thanks to an improv­
ing economy, stable stock market
and millions of ready-to-spend
consumers who appear to be hit­
ting the stores early.

Despite the tepid job market
and lingering concerns about the
war in Iraq, analysts are predict­
ing 4 percent to 6.5 percent sales
gains for this year’s holiday shop-
a-thon, well ahead of last year’s
disappointing 0.5 percent in­
crease — the weakest holiday
showing since 1990.

Naysayers warn that the out­
look seemed even brighter in Sep­
tember, when shoppers bought
heavily during the back-to-school
period. Since then, some national
retailers have posted lower-than-
expected third-quarter earnings
and warned of fourth-quarter
weakness, which could be a sign
of trouble.

They also point out that retail­
ers are carrying leaner inventories
in an effort to avoid having to dis­
count leftover merchandise by as
much as 80 percent in the days
right before and after Christmas.
The absence of such huge bar­
gains —which were common last
year — could dissuade some con-

to pull out the stops this year



Early bird. Barbara Kramer shops at the Wal-Mart on Kirkman Road.
Lean Inventories mean last-minute shoppers may find bare shelves.

Pent-up demand expected to drive consumers to

sales totals as high as $ 18.4 bil- •
lion — during the fourth quar-

totals, thanks to nostalgic offer­
ings like Care Bears and Straw­
berry Shortcake and new items
like Hokey Pokey Elmo.

Women’s apparel and acces­
sories, including “must-have"
suede, sweaters and chandelier
earrings, also are expected to
sell well. Even certain segments
of the industry that posted de-

Web-based sales are expect­
ed to comprise about 7 percent
of all holiday spending this
year, up from 3 percent in 1999.
Consumers are more comforta­
ble spending money online and
are less worried about the se­
curity of their personal infor­
mation, Liuzzo said. E-com-
merce companies also have
speeded up delivery of their
merchandise.

While the biggest shopping
days of the season are usually
the Saturday before Christmas,
Christmas Eve and the day after
Thanksgiving, the biggest shop­
ping day for online sales is the
Monday after Thanksgiving, li­
uzzo said.

“People are sitting at work
and thinking that they better
start shopping,” he said.

Because retailers ordered
less merchandise and are carry­
ing leaner inventories this year,
in an effort to protect their bot­
tom lines, customers should
start shopping early, said Pa-
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clines in recent years, including
men’s apparel, jewelry and lux­
ury goods, are expected to out­
perform previous years.

“The retailers that are ex­
pected to do well will probably
do great,” said Anthony Liuzzo,
a professor of business and eco­
nomics at Wilkes University-in
Wilkes-Barre, Pa. “The retailers
that probably aren’t expected to
do as well will still do good.”

Liuzzo, who has forecast ho­
liday spending patterns for 15
years and is expecting a 4 per­
cent gain this year, said pent-up
demand is driving consumers’
spending.

Thanks to the stock market
slump, the 2001 recession and
the 9-11 terrorist attacks, fasti­
dious shoppers have kept a
close eye on their gift-giving
budgets the past three years.
Now, with more cash in hand,
shoppers are expected to spend
more on each gift, compensat­
ing for the less-than-stellar pre­
sents they gave their friends
and family in prioryears.

Britt Beemer, an Orlando re­
tail expert who conducts regu­
lar consumer surveys, also ex­
pects shoppers to give nicer 

gifts this year, Consumers last
year indicated that they
planned to spend $21 to $25 on
each gift; this year, they’re plan­
ning to spend between $36 and
$50.

Consumers also are plan­
ning to give gifts to more peo­
ple, he said.

“People know how much
they spent last year," said
Beemer, president of America’s
Research Group in Charleston,
S.C. “They feel like they need to
give something nicer.”

Gift cards for use at retail
stores, restaurants and day spas
are also expected to sell well
this year. Nearly 49 percent of
consumers said they were plan­
ning to buy gift cards or gift cer­
tificates, compared with 39 per­
cent a year ago, Beemer said.

Gift cards were the one
bright spot last year in an other­
wise disappointing retail sea­
son. Sales of gift cards report­
edly totaled between $36 mil­
lion and $38 million—a 20 per­
cent increase from 2001.

Online sales this holiday are
expected to remain cheery.
Analysts have forecast 22 per­
cent to 29 percent gains — and 
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sumers from last-minute or
post-holiday splurging.

Still, American shoppers al­
ready seem to be in the spend­
ing mood, even though the tra­
ditional start of the holiday­
shopping season — the day af­
ter Thanksgiving, known
among retailers as “Black Fri­
day” — is still a week and a half
away.

And anything will be an im­
provement on last year.

During the first week in No­
vember, consumers spent 5.8
percent more than they did a
year ago, according to Bank of
Tokyo-Mitsubishi, which moni­
tors weekly chain-store sales.
And throughout October, the
year-over-year gains each week
averaged 4.3 percent

“People just have more mo­
ney than they did a year ago
and they’re willing to spend it,"
said 'Ellen Tolley, a spokeswo­
man at the National Retail Fed­
eration, which is predicting
$217.4 billion in holiday sales, a
5.7 percent increase from last
year; “They’re planning to give
more generous gifts and aren’t
skimping like they have the
past three years.”

Slow but steady growth in
the U.S. economy, the mid-year
tax-rate cuts and refund
checks, and improved em­
ployee raises are cited by the in­
dustry for putting extra cash in
the pockets of consumers, who
have promptly spent it. Millions
more Americans also refi­
nanced their houses during the
pastyear, freeing up additional
disposable income.

Although higher energy
costs have siphoned some of
that disposable income and the
job market has yet to rebound,
consumers this year are expect­
ed to spend 3.5 percent more on
gifts, or $672 apiece, compared

with $649 a head a year ago, ac­
cording to the National Retail
Federation.

Demand for home electron­
ics, from flat-screen televisions
to digital cameras to MP3
players, is expected to drive
much of this year’s sales
growth, experts say. Sales of
toys are likely to top last year’s

SHOPPING SEASONS
According to one forecast, this year's holiday season could be the best In a decade.

Year Shopping Sales Upshot
days* growth**

1997 27 45% Last-minute buying, post-Christmas bargain hunting give boost
1998 28 5.1% Best year since '92, thanks to last-minute shopping and cold weather.
1999 29 5.4% Solid sales up to Christmas, followed by purchases fueled by Y2K tears.
2000 31 2.4% Decent finish too little, too late; post-Christmas sales were mixed.
2001 32 22% Last-minute surge In demand fells short amid pockets of weakness.
2002 26 05% Good start spoiled by December lulL Weak sales despite strong finish.
2003*** 27 55% Retailers promote sooner, more often, hoping to build early cushion.

• The num ber of days between Thanksgiving and Christmas.
•• Based on year-over-year comparisons of November-December comparable-store sales reported by the nation's largest retailers.
•“Projection

SOURCE Bank of TokyoWJtsubBhl Ltd.



Stores’ leaner inventories
may mean fewer discounts
SHOPPING FROM H2 0
trice Duker, a spokeswoman at
the International Council of
Shopping Centers. And don’t
expect the deep discounts that
were common a year ago, she
said.

“You’ll probably see 50 per­
cent off sales, but if you’re wait­
ing for the 75, 80 percent mark-
downs, you won’t see them,”
she said. “Retailers did a good
job of controlling inventory and
not ordering too much excess.
There isn’t going to be a lot left
over.”

A drop in the amount of dis­
counting this season could hin­
der sales growth, Beemer said.
About 49 percent of the shop­
pers he surveyed indicated that
they didn’t plan to do most of
their shopping until merchan­
dise was marked down at least
50 percent.

“If retailers cooperate and
mark merchandise that low,
this season could go up 7 to 8
percent,” he said, but added,
“Because they [retailers] are
more focused on Wall Street
than Main Street, that probably
won’t happen.”

Other factors, such as terro­
rist activity or weather that’s
too cold or too warm, could also
affect holiday spending, Duker
said.

HOPING FOR LOTS
OF HO HO HO
This year's holiday shopping
season is expected to be the
best in several years.

•From previous year, November-
December sales, nation's largest retailers.

SOURCE: Bank of Tokyo-Mitsubishi Ltd.

ORLANDO SENTINEL

“If the prices are right, peo­
ple will spend,” she said.
“They’re saying, ‘I don’t want to
be conservative anymore.’ As
long as everything else goes
OK, too, this holiday season
should be one of the best we’ve
seen in a while.”

Sarah Hale Meitner can be reached at
snieitner@orlandosentinel.coni or 407-
420-5718.



BELLINGHAM HERALD

BELLINGHAM. UA
SUNNY 31.1SB

HOU IS 2603

IfflHiBB

’Economists see best
lh A lo U n •J' •

HtlTTGllG'jS
'*'****'NMI*"'<'> VP

,x2£ 12 XX....

7)b> aJ vJ
RETAIL SALES: The
average American
family is feeling more
secure.
BY KAREN DYBIS
THE DETROIT NEWS

As the biggest shopping
period of the year begins,
signs of a growing recovery
have most economists and
analysts predicting this

could be the best holiday for
retailers in four years.

But some consumers say
they are taking a more cau­
tious approach to the sea­
son, paring their gift lists
and curtailing spending until
a full-blown economic re­
vival is in progress.

Nationwide, the most con­
servative observer  ̂say U.S.
holiday sales should be up
about 4 percent this year.
The industry’s biggest cheer­

leader, the National Retail
Federation, predicts a 5.7
percent jump. In 2002, holi­
day sales rose a paltry 2 per­
cent, the lowest increase in
the past decade. The retail
federation had expected
sales to rise 3.5 percent

Why the optimism? Econ­
omists say the average
American family is feeling
more secure. Discretionary
income is growing. Home
sales are up. The stock mar-

holiday shopping in 4 years
ket is rising. And the em­
ployment outlook is improv­
ing, although job growth is
flat. An optimistic consumer
is a busy shopper.

“Usually, when con­
sumers have cash, they
spend it," said Carl Steidt-
mann, chief economist at
Deloitte Research in New
York.

But Detroit resident
Michelle Shorter said she
plans to follow a strict holi­

day gift list to keep her
budget in line. Her emphasis
is on spending time with
family and friends.

“We need to be more con­
siderate of the people we
love now more than ever be­
cause (the past two years
have taught us) they can be
taken away from us at a mo­
ment’s notice," Shorter said.

Still, Shorter, a Detroit
schoolteacher, said she is
feeling good about her fi­

nances, particularly because
she recently refinanced her
home and the interest rate
on her student loans has
fallen.

The opposite is true for
Cathy Schenkel. The Dear­
born Heights^ Mich., mother
of four boys says her family
is cutting back. With a close
relative out of work, the ex­
tended family agreed to re­
duce their spending per
child to $30 instead of the 

usual $50.
Schenkel is scouring sale

fliers for special deals. Toys
*R’ Us got her in the door
when they offered a free
video game with the pur­
chase of two others. “When
I see something I know the
kids want, I grab it," she
said.

The holiday season is cru­
cial to stores, especially

See HOLIDAY, E6, Col. 4

Holiday
Continued from Pago E1

those that sell toys, apparel or
electronics, which can earn be­
tween 25 percent to 35 percent of
annual sales in November and
December.

Today’s tight-fisted consumers
have challenged retailers. Many
economists and retail analysts ex­
pect stores to boost their holiday
sales through more decorations,
increased customer service and
deeper discounts if all else fails.

Still, stores are going into the
season feeling relatively opti­
mistic, thanks to better-than-ex-
pected sales during the back-to-
school and Halloween seasons.

Sales were up 5.1 percent in
August and a healthy 5.9 percent
in September compared to the
same period last year, the biggest
monthly gain in 18 months, ac­
cording to the Bank of Tokyo-Mit­
subishi.

October sales increased a more
modest 3.2 percent. The unsea­
sonably warm weather hurt ap­
parel stores but boosted Hal­
loween candy and costume rev­
enue. Winners included Costco
with an 11 percent jump and Wal-

Mart’s healthy 4.5 percent in­
crease. Sales fell 2.3 percent at
JCPenney, 8.4 percent at Talbots
and a whopping 11.6 percent at
Kohl’s.

Steidtmann predicts stores this
year will see their best profits
since 1999. If that proves accu­
rate, it could provide additional
proof that the country’s economy
has rebounded.

“There’s confidence that
there’s legs to this expansion that
won’t give out one or two quar­
ters from- now," said David
Littmann, chief economist and
senior vice president at Comerica
Bank in Detroit. “There’s been a
definite upswing."

The nation also is enjoying a
level of political stability. In 2001,
shoppers were reeling from 9-11.
Last year, the impending war with
Iraq clouded the holiday horizon.

The Iraqi situation has im­
proved enough to reassure shop­
pers that it is safe to go back into
the malls, said Anthony Liuzzo,
professor of business and eco­
nomics at Wilkes University in
Wilkes-Barre, Pa.

“All of the indicators are
there," Liuzzo said. “There’s a lot
of pent-up demand. People are
waiting to spend money this
year."

Nonetheless, October’s luke­

warm sales have contrarians like
Stephen Hoch, a marketing pro­
fessor at the University of Penn­
sylvania’s Wharton business
school, worried the holidays may
turn out like last year — retailers
will put the store on sale at the
cost of their overall profits.

“Retailers will want to start
motivating shoppers, and that
means pulling the trigger on dis­
counts," Hoch said.

He specifically pointed to re­
tailers like Kmart Holding Corp.,
the company that will celebrate
its first holiday outside of bank­
ruptcy protection this year.

“The problem (with Kmart) is
there’s no reason to shop there,"
Hoch said. “Admittedly, there are
a few Kmarts in locations where
there are no Wal-Marts or Tar­
gets. ... But Kmart is like a dilut­
ed version of the other two.”

Hoch said retailers such as
Kmart, FAO Inc., Restoration
Hardware and Spiegel Inc. need a
strong fourth quarter to convince
shoppers and investors that their
businesses are viable into 2004.

Intense competition from
savvy stores like Wal-Mart, Cost­
co and Dollar Tree has retailers
of all kinds looking for ways to
cut costs, improve services and
stay relevant to consumers.
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Holidays could be joyful for retailers
Gannett News Service ..

w
As the biggest shopping peri­

od begins, signs of a growing re­
covery have most economists
and analysts predicting this
could be the best holiday for re­
tailers in four years.

But some consumers say they
are taking a more cautious ap­
proach to the season, paring
their gift lists and curtailing
spending until a full-blown eco­
nomic revival is in progress.

Nationwide, the most conser­
vative observers say U.S. holiday
sales should be up about 4 per­
cent this year. The. industry’s
biggest cheerleader, the National
Retail Federation, predicts a 5.7
percent jump. In 2002, U.S. holi­
day sales rose a paltry 2 percent,
the lowest increase in the past
decade, after sales were expected

SHOPPERS WALK PAST the Christmas displays at Target in
Clinton, Mich. Retailers are optimistic that holiday sales will in­
crease by about 4 percent this holiday shopping season.
Gannett photo.

to rise 3.5 percent.
Why the optimism?

Economists say the average
American family is feeling more
secure. Discretionary income is
growing. Home sales are up. The
stock market is rising. And the
employment outlook is improv­
ing, although job growth is flat.
An optimistic consumer is a
busy shopper.

But Detroit resident Michelle
A. Shorter said she plans to fol­
low a strict holiday gift list to
keep her budget in line. Her em­
phasis is on spending time with
family and friends.

“We need to be more consid­
erate of the people we love now
more than ever because (the past
two years have taught us) they
can be taken away from us at a
moment’s notice," Shorter said.

Still, Shorter said she is feel­
ing good about her finances, par­
ticularly because she recently re­
financed her home and the inter­

est rate on her student loans has
fallen.

The holiday season is crucial
to stores, especially those that
sell toys, apparel or electronics,
which can earn between 25 per­
cent to 35 percent of annual
sales in November and Decem­
ber.

But today’s tight-fisted con­
sumers have challenged retailers.
Many economists and retail ana­
lysts expect stores to boost their
holiday sales through more deco­
rations, increased customer ser­
vice and deeper discounts if all
else fails.

Still, stores are going into the
season feeling relatively opti­
mistic, thanks to better-than-ex-
pected sales during the back-to-
school and Halloween seasons.

Sales were up 5.1 percent in
August and a healthy 5.9 percent
in September compared to the
same period last year, the biggest
monthly gain in 18 months. Oc­

tober sales increased a more
modest 3.2 percent.

Steidtmann predicts stores
this year will see their best prof­
its since 1999. If that proves ac­
curate, it could provide addition­
al proof that the country’s econ­
omy has rebounded.

The nation also is enjoying a
level of political stability. In
2001, shoppers were reeling
from 9-11.

Last year, the impending war
with Iraq clouded the holiday
horizon.

The Iraqi situation has im­
proved enough to reassure shop­
pers that it is safe to go back into
the malls, said Anthony Liuzzo,
professor of business and eco­
nomics at Wilkes University in
Wilkes-JlarreJla.

“All of the indicators are
there," Liuzzo said. “There’s a
lot of pent-up demand. People
are waiting to spend money this
year."
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As gfocpm lAs,
MMay shoppers

Carin, Logan and Sarah Snider shop at
The Sharper Image in Troy. The retail­
er raised its third-quarter estimate
after October sales rose 12 percent.may

Retailers
project 5%
hike over
’02 in Mich.
By Karen Dybis
The Detroit News

The holiday season is nine
days old. Do you know where
your presents are?

As the biggest shopping
period of the year begins, signs
of a growing recovery have
most economists and analysts
predicting this could be the best
holiday for retailers in four
years.

But some consumers say
they are taking a more cautious
approach to the season, paring
their gift lists and curtailing
spending until a full-blown eco­
nomic revival is in progress.

Michigan-based retailers are
projecting holiday sales will
increase 5 percent over 2002,
according to a survey by Lans­
ing-based Michigan Retailers
Association and the Federal
Reserve Bank of Chicago. Last
year, the state’s holiday sales
fell 3.2 percent, the first decline
since the group started tracking
sales in 1994.

Nationwide, the most con­
servative observers say US. hol­
iday sales should be up about 4
percent this year. The indus­
try’s biggest cheerleader, the
National Retail Federation, pre-

DanielMears/The Detroit News
Shoppers at the Target store in Clinton Township are already being treated to a
Christmas display. October sales at Target Corp, were up 1.6 percent.

diets a 5.7 percent jump. In 2002,
US. holiday sales rose a paltry 2
percent, the lowest increase in
the past decade. The retail fed­
eration had expected sales to
rise 3.5 percent.

Why the optimism? Econo­
mists say the average American
family is feeling more secure.
thanks to good tidings across
the nation and in Metro Detroit.
Discretionary income is grow­
ing. Home sales are up. The
stock market is rising. And the
employment outlook is improv­
ing, although job growth is tlat.
An optimistic consumer is a
busy shopper.

“Usually, when consumers
have cash, they spend it,” said

Carl Steidtmann, chief econo­
mist at Deloitte Research in
New York.

For many Metro Detroit
families, this holiday is a test of
their resourcefulness as they
cope with limited funds or fam­
ily members out of work. Shop­
pers say they are looking for
meaningful gifts that won’t
force them to break into their
piggy banks.

Detroiter Michelle A. Short­
er said she plans to follow a
strict holiday gift list to keep her
budget in line. I ler emphasis is
on spending time with family
and friends.

Please see SALES, Page nA

Sales slump
Retailers considered last year’s
sales dismal, compared with the
average sales growth of 5.2
percent since 1993.
CHANGE YEAR-TO-YEAR
9 percent
8 °4%

7 6.6%
6

2%
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Source: U.S. Census Bureau
The Detroit News



Daniel Mean/The Detroit News
Nancy Dupuie, left, gets some of her early holiday shopping done at Thrget as cashier
Sawana Stubbs totals up her purchases.

SALES
Continued from Page iA

"We need to be more consider­
ate of the people we love now
more than ever because (the past
two years have taught us) they
can be taken away from us at a
moment’s notice." Shorter said.

Still. Shorter, a Detroit school
teacher and part of The Detroit

News* holiday
consumer pan­
el, said she is
feeling good
about her
finances, partic­
ularly because
she recently
refinanced her
home and the
interest rate on 

her student loans has fallen.
The opposite is true for Cathy

Schenkel The Dearborn Heights
mother of four boys says her fam­
ily is cutting back. With a dose
relative out of work, the extended
family agreed to reduce their
spending per child to $30 instead
ofthe usual $50.

Schenkel is scouring sale fliers
for special deals. Toys “R" Us got
her in the door when they offered
a free video game with the pur­
chase of two others. “When I see
something I know the kids want, I
grab it,” she said.

The holiday season is crucial
to stores, especially those that sell
toys, apparel or electronics, which
can earn between 25 percent to 35
percent of annual sales in Novem­
ber and December

Today’s tight-fisted consumers
have challenged retailers. Many
economists and retail analysts
expect stores to boost their holi­
day sales through more decora­
tions, increased customer service
and deeper discounts if all else
fails.

Still, stores are going into the

season feeling relatively opti­
mistic, thanks to better-than-
expected sales during the back-to-
school and Halloween seasons.

Sales were up 5a percent in
August and a healthy 5.9 percent
in September compared to the
same period last year; the biggest
monthly gain in 18 months,
according to the Bank of Tokyo-
Mitsubishi.

October sales increased a
more modest 32 percent. The
unseasonably warm weather hurt
apparel stores, but boosted Hal­
loween candy and costume rev­
enue. Winners included Costco
with an n percent jump and Wal-
Marfs healthy 4.5 percent
increase. Sales fell 2.3 percent at
J.C. Penney, 84 percent at Talbots
and a whopping n.6 percent at
Kohl’s.

Steidtmann predicts stores this
year will see their best profits
since 1999. If that proves accurate,
it could provide additional proof
that the country’s economy has
rebounded.

‘There’s confidence that there’s
legs to this expansion that won't
give out one or two quarters from
now,” said David Littmann, chief
economist and senior vice presi­
dent at Comerica Bank in Detroit
There’s been a definite upswing.”

The nation also is enjoying a
level of political stability. In 2001,
shoppers were reeling from Sep­
tember il Last year, the impend­
ing war with Iraq clouded the hol­
iday horizon.

The Iraqi situation has
improved enough to reassure
shoppers that it is safe to go back
into the malls, said Anthony Liuz-
zo, professor of business and eco­
nomics at Wilkes University 19
Wilkes-Barre, Pa.

“All of the indicators are there,"
Liuzzo said. There’s a lot of pent-
up demand. People are waiting to
spend money this year."

Nonetheless, October’s luke­
warm sales have contrarians like
Stephen Hoch, a marketing pro­
fessor at the University of Penn­
sylvania’s Wharton business 

school, worried the holidays may
turn out like last year — retailers
will put the store on. sale at the
cost of their overall profits.

“Retailers will want to start
motivating shoppers, and that
means pulling the trigger on dis­
counts,” Hoch said.

He specifically pointed to
retailers like Kmart Holding
Corp, the Troy-based company
that will celebrate its first holiday
outside of bankruptcy protection
this year.

The problem (with Kmart) is
there’s no reason to shop there,"
Hoch said. “Admittingly, there are
a few Kmarts in locations where

. there are no Wal-Marts or Targets.
_ But Kmart is like a diluted ver­
sion of the other two.”

Hoch said retailers such as
Kmart, FAO Inc., Restoration
Hardware and Spiegel Ina need a
strong fourth quarter to convince
shoppers and investors that their
businesses are viable into 2004.

Intense competition from
savvy stores like Wal-Mart, Cost-

Disposable income
The growth In consumers'
disposable Income has experts
predicting people will have more
cash to spend this holiday.
Wt/Cxn_______________________  

The Detroit News

Source: U5. Commerce Department
Bureau of Economic Analysis

co and Dollar Tree has retailers of
all kinds looking for ways to cut
costs, improve services and stay
relevant to consumers.

Because there’s no hot, must-
have gift this year, retailers are
scrambling for ways to attract cus­
tomers. Stores are decorating ear­
lier than usual this year, making
the day after Halloween the sea­
son's unofficial launch, long
before the old kickoff of the Friday
after Thanksgiving.

The retail landscape is a very
crowded place, and there’s a lot of
retailers doing the same things,"
said Tad Shepperd, president of
ShopperTrak, a Chicago-based
research firm that tracks store
traffic nationwide.

Michigan-based chains are
looking for ways to stand out
Damman Hardware, a 17-store
chain based in Madison Heights,
expects a brisk holiday season
from sales of its core products,
including hardware, household
items and repair kits, said CEO
and President Rick Damman.

To build new sales, about 10
percent of the chain's inventory
will be “Wise Buys,” or products it
purchased in bulk or odd lots that

More online
Holiday Central, the seasonal
Web site of Detroit News Online,
offers you help In
getting a handle
on the holiday
season with arti­
cles on how to avoid holiday
stress, buying gifts and decorat­
ing your home on a budget, as
well as suggestions about where
to go for holiday events, list of
area craft shows, holiday movie
previews and plenty of recipes.
Other features include:
□ A selection of holiday e-cards
to send to friends.
□ Online games for a little holi­
day stress relief.
□ Festive screen savers and wall­
paper for your computer.
□ The Grumpy Elf is on hand to
answer your holiday question
with an Instant answer. Connect
to Holiday Central at
detnewsxom/holidays/.

would make ideal gifts. Damman
said. They’re great values at great
prices," he said.

Borders Group Ina is expand­
ing its holiday partnerships, part
of a pilot program the Ann Arbor­
based bookstore chain launched
last holiday.

An agreement with toy retailer
FAO will give Borders’ superstores
a larger toy selection starting
around Thanksgiving, Borders
also will operate two temporary
stores — Christmas on the Mali
which sells ornaments and deco­
rations, and Lego kiosks at almost
70 malls nationwide, said Susan
Zewicke, director of seasonal busi­
nesses and outlet operations.
That’s in addition to its Day by
Day Calendar stores, which pop
up only around the holidays.

You can reach Karen Dybis
at (313) 222-2319 or
kdybis@detnews.com.

.com

mailto:kdybis@detnews.com
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Holiday retail spending is important

In This Comer

In the old days, it started right
after Thanksgiving. Then, we be­
gan to notice it immediately fol­
lowing Halloween. Soon it began
in early October. Now, the day
after Labor Day appears to be the
official kickoff

I'm not referring to the date
that National Football League
competition gets exciting. I’m re­
ferring to a season that is even
more important to businesses,
consumers, and the economy:
holiday retail sales.

Holiday retail sales are gener­
ally measured by “same store
sales” for the months of Novem­
ber and December. Sales for
these two months represent be­
tween 25 and 30 percent of all re­
tail sales for the entire year - so
that success or failure during
this period can make or break in­
dividual retailers.

During 2002, holiday retail
sales totaled about $210 billion.
To put this figure in perspective,

the second largest period, just
prior to Halloween, accounts for
only about $6 billion.

Black Friday, the day after
Thanksgiving, used to be the big­
gest single retail day of the year.
However, oddly enough, while re­
tailers are stringing up the
■Christmas lights earlier and
earlier, consumers have been
waiting longer and longer to
make their purchasing decisions.

The Saturday just prior to De­

cember 25 is now the biggest
shopping day of the season. And
10 percent of holiday spending
now takes place during the week
between Christmas and New
Year’s.

Consumers, as a group, are
getting more savvy. As they de­
lay their purchases, the retailers
get very nervous and slash
prices. Deep discounting begins
in earnest during about the sec­
ond week of December.

The result is that, although
sales generally increase each
year, store profits have been de­
clining; according to some esti­
mates, by as much as 10 percent
per year over the last 10 years or
so.

Employers take note: Do not
expect high productivity on the
Monday after Thanksgiving, as
this day represents the largest
online shopping day of the year.

Still, contrary to the boasting
of Web surfers, online sales only 

amount to about $14 billion, or 7
percent, of the total. In addition,
an estimated 12 percent of all on­
line purchases are returned, as
compared to 6 percent of paper
catalogue sales, and only 3 per­
cent of in-store sales.

The mall experience is going
to be with us for the foreseeable
future.

The big players in this game
include many of the local and re­
gional retailers. Among the dis­
counters are Wal-Mart, Target,
Costco, and Dollar General. All of
these have done quite well in re­
cent years, as consumers have
sought out bargains during the
recent economic slowdown.

The middle group includes the
department stores, such as Sears,
JCPenney, Nordstrom, Saks, and
Nieman Marcus. We can spot the
apparel vendors in our local
malls, such as Gap, Limited, TJ
Maxx, and Abercrombie and
Fitch. Both Michael’s and Pier 1
Imports are also significantly af­

fected by the holiday retail re­
sults.

During periods of rapid eco­
nomic growth, such as in the late
1990s, holiday retail sales in­
creased by some healthy percent­
ages, as high as 7 percent in one
year. In 2000 and 2001, these sales
were disappointing with in­
creases of only between 2 and 3
percent. Then, sales were af­
fected by a slowing economy, the
collapse of the technology mar­
kets, and, of course, 9/11. In 2002,
a pending war with Iraq, coupled
with a stalled economic recovery,
provided for an increase of a pal­
try 1 percent.

This year should be very dif­
ferent, however.

Retail experts generally agree
that this will be the best year so
far this millennium, with an in­
crease in same store sales of per­
haps greater than 4 percent.
Businesses will be forced to re­
spond by going deeply into the la­
bor markets for new hires to sat-

/

L

» us all
isfy the surge in demand, and
unemployment should fall as a
direct result.

Of course, all of these predic­
tions assume that the economic
and international environment
remains stable and that there are
no major instances of terrorism
or nasty weather events from
Mother Nature.

The importance of the holiday
retail season upon each of us is
clear. Now, if we can only do
something about making those
National Football League games
more interesting.

Anthony L LIuzzo, J.D., Ph.D. is
professor of business and
economics at Wilkes University.

Would you like to write about an
Issue of Interest to tho area
business community? IN THIS
CORNER features commentary by
guest columnists. Send idea? to
buslnessweekly@timesshamrock.co
m or call Business Editor Ken Knelly
at 348-9117.

mailto:buslnessweekly@timesshamrock.co


SAN ANTONIO
EXPRESS-NEWS

SAN ANTONIO, TX
FRIDAY 276,423

NOV 7 2003

llllllllllllllllllllllllllllllllllllllllll
Burrclles

Startshppping now
The Friday aAer’ Thanksgiv­

ing is often considered one of
the biggest shopping days of the
year But ABCNews.com reports
that Nov 28 might offer too lit­
tle too late for holidays gifts.

In the online report, retail
watchers say many stores were
overstocked in the past few holi­
day seasons, so they’re being
more cautious with ordering
this year That means consum­
ers could end up paying full
price for those products that are
available, warn experts.

“I think it’s going to be a sea­
son of few selections toward the
end of the year,” say Anthony
Liuzzo, professor of business
and economics at Wilkes Uni­
versity in Wilkes-Barre, Pa.
“The savvy consumer will be in
the malls early”

ABCNews.com


Retail sales forecast: don’t look for end-of-season discounts

‘Best shopping
/V£ pA JiiClngT fl) Qi/. Q j

By Ralph Nardone_______________________

Economists predict a brisk holiday sea­
son for retailers in northeast Pennsylvania.
With an economic recovery in the wings
and healthy sales recorded for labor Day
and back-to-school, area stores are facing
crowded aisles and ringing registers.

One local expert is confident that the
retail industry in northeast Pennsylvania will
mirror the national growth forecasted by
the U.S. Department of Commerce (DOQ.

Anthony Liuzzo, Ph.D., professor of busi­
ness and economics at Wilkes University
and nationally-quoted retail industry pun­
dit for the last 15 years, said all of the
indicators point to an increase of 4 per­
cent. "The stock markets are up and con­
sumers are willing to spend,” Liuzzo said.

'This is a consumer-driven economic
recovery, not a business-driven one,”
Liuzzo said. “If consumers are willing to
buy, businesses will have to respond,” he
said. Retail sales this year have exceeded
the forecasts of almost all of the major
retail players, he said.

"All indicators suggest this will be the
best holiday season since the start of the
millennium,"he said.

Liuzzo emphasizes 30 percent of annual
retail sales take place during the holiday
season of November and December.
Strong sales and profits during this time

season of the millennium’ starts this month
of year are critically important to the eco­
nomic recovery, he added.

He advises consumers to “shop early”
and retailers to “begin building inventory
to meet consumer demand."

Inventories will be low because busi­
nesses are “not recognizing the magni­
tude of the current recovery,” he said.

“There may now be some shortages of
goods, decreased selection and very lit­
tle discounting as the season progress­
es,” he added.

Retailers may suffer because of lost
sales due to shortages in goods. Liuzzo
points out that retail profits dropped by
10 percent since 1990, even with the
overall growth in sales.

In northeast Pennsylvania, the signifi­
cant influx of large retailers such as
Target shows how strong the local econo­
my is, he said. “Retailers are smart people.
They do their research before they
expand into an area.”

He is sure that both the new retailers in
the area and the ones that have been
here for years will realize strong sales.

Even with the negative news about a
“jobless recovery,” Liuzzo holds fast to his
optimism about the national and local
retail businesses.

He adds that with the increase in retail

Jtntnll forecast continiins on next page



...•ware Black Friday — local pundit predicts shopping mania

Nominate a young person today!
t^. In our next Issue we are going to honor
J our region's brightest young people.

December is the month that features our
£ "top 20 under 40" insert-This will be the
v third time the Business Journal has spot-
v lighted up-and<oming business people.
f There is still time to nominate a young
27 person you think deserves the honor. If

Jv selected, the honoree is photographed
and profiled in our special edition.

V Honorees are also feted at a special din-
>> ner in the spring.

Vq Don't miss this chance to let our
region’s young people shine! Go to
wwwjipbj.com to get a nomination
form. or call (570) 207-9001.

Holiday Gift Guide highlights
unique gifts

rC| Retailers are supposedly going to rake it
in this holiday season. In fact, local ccon-

O? omist. Dr. Anthony Liuzzo of Wilkes
“ University says that the retailers them-

selves will be caught by surprise by the
demand and may run out of inventory.
The bottom line: shop early and don't

*■ expect bargains.
Perhaps this predicted retailing

c2yfimuntCM1mcssharrwock.com

onslaught explains how I ended up
receiving the Neiman Marcus catalog this
year.You know the catalog. It’s the one
selling the BMWs and Lear jets.

After perusing the pages and deciding
Neiman Marcus definitely bought the
wrong mailing list, I came to the satisfied
conclusion that our own Gift Guide,
beginning on page 29, features items as
upscale and unusual as anything in that
over-priced catalog.

Tike a look at some of tire unique gift
suggcstions.Thc 7-carat diamond bracelet
certainly caught my eye.

In this issue, we also take a tour of
some area restaurants who will be serv­
ing Thanksgiving dinner (page 11).

Tire National Restaurant Association
reports that our crazy-busy lives arc mak­
ing restaurants more and more popular
onThanksgiving.Top of the Eighties in
Luzerne County reports that it serves -100
to 600 people on the holiday.

So whether your trip takes you over the
river and through the woods to the home
of a relative or to the dining room of an
area restaurateur, may it be a day of
peace and thankfulness.You'll / ,
need it before Black Friday
inaugurates the mayhem zz
predicted by Dr. Liuzzo! z fj

They said it here
'Inventories will be low because

businesses are not recognizing tbe
magnitude of tbe airrent recovery...
There may be shortages of goods,
decreased selection and very little
discounting as tbe season progresses.'

— Anthony Liuzzo, Ph.D., professor of
business and economics, Wilkes University,

discussing the holiday shopping season, page 14

'It is not uncommon to sec significant
excess revenues returned to tbe
operating budget at notforprofits in
tbe form of discretionary capital
investments, buyouts, and bonuses.
These then appear as operating expenses,
rather than operating margins’

— Dan Kopcn, M.D., president of the
Luzerne County Medical Society, explaining

why privately-owned surgery centers appear
more profitable than hospitals, page 24

'Tbe steel tariff was a terrible idea.
Tbe only benefits from tbe tariff were
political ones for Bush'

— Burt Berratinl, president of Penn
Marketing, on steel tariffs Imposed by

President Bush, page 28

‘This was a way to help mitigate tbe
rate of increase for customers who
qualify. Tbe amount of tbeir premiums
still tvent up... but not as bigb.'

— Gerry Snyder, Blue Cross of NEPA, on
RCNEPA's "customer appreciation" credits.

page 37

Retail forecast
continued from previous page

sales, unemployment numbers will
drop as more workers are needed to
support consumer spending.

"The better it gets, the better it gets," he
said. As new retailers move into northeast
Pennsylvania, they will hire.Those newly-
hired people will have more money to
spend, feeding the cycle.

Liuzzo says that American consumers
have been through a lot lately with the
war on terror and the crisis of September
11. Businesses have benefited because of
their vigilance through those trying
times. Now everything has changed.
There is nothing bad on the horizon.

In addition, consumers arc demonstrat­
ing that they arc willing to spend the tax
cuts initiated by the Bush Administration
in 2003- Moreover, the Fed proved this
past year that it is taking appropriate
action to stimulate the economy and pro­
tect against deflation.

The only threat to the holiday season at
this time, Liuzzo says, is "Mother Nature."
"We need a normal winter, not too warm
and not too cold," he said.

If we experience an excessively cold
winter, consumers may have to spend a
lot more of their money on heating, com­
pounded by higher gas and oil prices.

Or, if there arc significantly heavy snow­
falls that halt consumers' efforts to get to 

the stores, retailers may not be able to
capitalize on high consumer confidence.

An overly warm winter can drive down
the demand for seasonal products such as
snow blowers, leaving retailers with a lot
of Inventory on their hands.

Uuzzo expects that new "tech toys" will
sell wdL He also points to a very good sea­
son for "deep discounters" such as Wal-Mart.
Joe Snyder, general manager for the Wal-

Mart store in Pittston agrees with the
positive outlook based on the perform­
ance of his store.The management there
Ips been a little surprised at how well
merchandise has been moving this year.

Snyder says/We'vc ordered a lot of
inventory to make sure we have the right
products for the customer," Snyder said.
"Taking care of the customer is having
what they want.'He adds that customers
reward retailers who have the products
they want by opening their wallets.

The DOC forecasts that mall-based
stores may not do as well as "super­
center" retailers, according to Retail
Forward Inc., a global retail market
research firm. Dollar stores and ware­
house clubs will show the strongest
gains. Furniture, home furnishings and
consumer electronics may slow a little,
the report said.
Hie non-storc retail sector which

includes online sales, mail-order catalogs,
and the home improvement store sector
arc expected to show more growth than
the industry overall. W

wwwjipbj.com
c2yfimuntCM1mcssharrwock.com
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Creg^Qod School
By AIMEE TABOR
Eiabor 6 stendaxspaaksr-corn

The race for Crestwood School Board still
has some competition with two candidates
running for one, two-year seat

Former Director Joseph Krivak and current
Director Mark Allen are seeking the open seat
Krivak. who has served on the board previously
for 14 years, will look to seek another after
barelymissing being re-elected last election.

Allen is looking to continue to serve on the
board. He was appointed by the board during
the summer to full an unexpired term created
after Tom Marsilio resigned.

The two-year seat is the only one that’s left
up for grabs. The other five open seats have
been decided in the May Primary.

After rhar election, Jerry Orloski, Cynthia
Ma ill nur, Bill Jones, Louise Fino and Gene R.
Manrini Jr. all secured positions on the Repub­
lican and Democratic tickets, guaranteeing
them a spot on the board.

Those candidates ran together as Indepen­
dents United for a Crestwood School Board.

Krivak and Allen both explained their rea­
sons for running for the school board, and
what the}' hope to accomplish.

Joseph Krivak
Krivak said he decided to run for director

after seeing what has occurred in the district
over the past few years.

The most important issues he cited included
Jack of leadership and fiscal irresponsibility by
the current board majority.

Board candidates seek resolution to contract issue;
Election 2003 i

“The board’s played musi­
cal chairs with the presiden­
cy," Krivak said.

Krivak referred to the num­
ber of times the board has
changed presidents. Since last
November, the board has
moved to change the presi­
dent three times during a five-
m0Be*dPesTack of leadership, Joseph Krivak

Krivak said he would like to see the contracts
settled. He said the board hasn’t been able to
settle any of the three outstanding contracts
with secretaries, teachers and custodial staff.

“There’s not a single group working under a
contract," Krivak said.

During a few years since he’s been on the
board, Krivak said he has seen fiscal irresponsi­
bility by the current board majority.

Particularly, he cited the tax increases, and
the $7 million bond issue, which will cost dis­
trict taxpayers an additional $5.5 million bring­
ing the total amount paid to $12.5 million.

With the tax increases the boardmajority
approved, Krivak said it’s difficult for senior cit­
izens of the community because they live on a
fixed income.

The bond issue was something Krivak was
especially concerned with because of the addi­
tional $5.5 million in interest.

“Interest rates are at a historic low,” he said.
“The district should have borrowed at a lower
rate."

Krivak researched the bond issue and found

out the additional millions of dollars in interest
is a result of the way the bond is structured.

For the first 10 years, there’s little interest
paid back. In the last 10 years, the district has
to pay back a majority of the interest.

Other areas of concern Krivak has with the
cunent board majority include cuts to educa­
tional programs such as Reading Recovery - a
program he said he championed, nepotism by
hiring relatives and violations to the hiring pol­
icy by changing the recommendations made by
the superintendent.

Krivak, who previously served on the board
for a total of 14 years, said he never missed a
meeting or a work session. Although he’s not
on the board, Krivak said he remains active by
attending the meetings.

Mark Allen
Allen currently serves on

the board, and was appointed
earlier in the year to fill Mar-
silio’s vacancy until the next
election.

During that time, Allen said
he has worked to serve the
community to the best of his
abilities.

Allen said he’s always has 
had a desire to serve on the board and to give
back to the community he's lived in for numer­
ous years.

“I looked at this as my opportunity to serve 

the community," Allen said of his appointmei i
"I’ve always been involved in the community.

Throughout the years, Allen has served on |
various committees and has been actively
involved in the community. ,

"I think that’s why they sought me out,” he
said of the board appointment to fill Marsilio’i
seat.

Allen also cited several issues he would like
to see accomplished if he’s elected.

The one that tops his list is the teachers’
contract Allen said he would like to see that
issue resolved in a timely manner.

Other major issues include the search for a
new superintendent, and continuing to
improve the education system for the students

"We’re looking for leadership for the district
and we’re trying to work out an entire teachers
contract,’’ Allen said.

Besides being involved at the community
level, Allen has been a lifelong educator at the
secondary level.

Allen, who also has two children in the dis­
trict, currently works at Wilkes University as
dean of students.

With his experience, Allen said he feels he
would make an ideal choice for the board.

Allen also has gained the support from the
Independents United for a Crestwood School
Board candidates who already secured their
positions on the board.

Mark Allen
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Heather Grove picks through Halloween Items at Party City In Dickson City with her sons Jaxson, 2, left, and Sterling, 4.

SCARED TO DEBT
Halloween becoming an increasingly expensive holiday

DY STEPHEN DAILY
T1MES-SHAMROCK NEWSPAPERS

Today more than ever, Halloween is not just
about ghosts and goblins. It is about dollars
and cents. And retailers are looking to cash in
on the growing Halloween phenomenon.

It la the third largest party
occasion, after New Year’s and
the Super BowL More candy is
sold than on Valentine’s Day.
Nearly two-thirds of adults
will participate in the holiday
in some fashion, according to
a National Retail Federation
survey. Half of them will
spend more than $100 doing
to.

More than 28 million cards
will be exchanged and nearly

$7 billion will be spent, accord­
ing to the survey, conducted
for the trade group by Bigre­
search.

“We have seen a gradual in­
crease in Halloween sales over
the last 10 years and this year
Is a lot better,” said Tony Ligi,
store manager of Party city,
In Dickson City. “This is our
Christmas. This is the busiest
time of year for us.”

Hundreds of parents and 

children rushed through the
aisle’s of Party City in Dick­
son City on Columbus Day,
taking advantage of the day
off.

One the of the busy shop­
pers was Margaret McCarty of
Clifford, who brought her two
sons, Zachary, 11, and Benja­
min, 8, to pick out their cos­
tumes.

Maneuvering through a
crowded store to find the right
costumes was a mixture of
trick and treat, she said.

“It’s fun to see them having
fun, but it can be a hassle to
fight through the store,” she
said.

COMING OF AGE
Halloween has long been 

viewed as a parent-child holi­
day, decorating the home and
giving children the opportu­
nity to go out trick-or-treating.
But an ever increasing num­
ber of young adults are getting
involved in the holiday —
mainly to party — and are
helping to drive the increase
in sales.

The federation survey re­
veals the biggest supporters of
the Halloween retail trend are
those between 18 and 34, who
spend an average of $67 a year
to celebrate — a clear sign of
the holiday’s growing popular­
ity with young adults.

“I think it’s just a reason to
get dressed up and an excuse

Please see Halloween, Page Hio



1993 — Politics rules as
people dress as Bill
and Hillary Clinton,
Bob Dole and Ross
Perot

SOURCE Elusion Graphics

2001 — Following the 9/11 terror­
ist attacks, children parade their

1993 — Younger children opt for
Teletubbles costumes. Adults
dress up as Bill Clintons and
beret-wearing Monica Lewinsky's.

1997 — Children and
adults don costumes
Inspired by the ‘Batman & Robin
Movie."

2000 — Even before IM
the movie Is released, HI
little Harry Potters hit
the streets. Pokemon
and “Toy Story 2" gear Join the
trick-or-treat crowd.

2003 — Retailers expect super­
heroes to make a return with Spi­
der-Man and the Hulk roaming the
streets. A variety of witch cos­
tumes and
horror
robes are
also sell-
Ing well. IXX./

ing out candy, according to the
survey

Bigresearch polled 7,569 con­
sumers last month for the sur­
vey. It has a margin of error of
plus or minus 1 percent

Discounters will continue to
see the majority of traffic this
year. More than two-thirds of
consumers said they plan to shop
for Halloween merchandise at a 

2002 — Super- k
heroes Invade the i
streets, with Spl- 1
der-Man and Won­
der Woman lead­
ing the way.
SpongeBob
SquarePants Is
the rage among kids.

The same survey shows that
Halloween is no longer a one-
night event, with most decora­
tors opting to display both fall
and Halloween-related images
from early September until
Thanksgiving.

The trend, dubbed "Fallow-
een" incorporates pumpkins, fall
fruits such as apples, and leaves
in oranges, reds, yellows, and
greens.

Nearly nine out of 10 adults
age 45 and over will spend their
Halloween night at home hand­

pride dressed In firefighter and
police officer costumes. Other
patriotic themes,
such as Unde
Sam and the Stat-
ue of Liberty, are .
p0^- i

NO LONGER ONE NIGHT
It’s not just stores getting

more October foot traffic. Pump­
kin patches and farms have seen
gradual increases as well

Roba’s Tree Farm and Pump­
kin Patch in South Abington
Township has seen increases ev­
ery year since it began Hallow­
een events 10 years ago, said
John Roba, who owns the farm
with his wife, Sue. Mr. Roba esti­
mates a 30 percent increase in
visitors this year. The farm
added 100 parking spaces to ac­
commodate the higher volume.
He said this fall will be the larg­
est ever, as thousands of visitors
passed through the farm on Co­
lumbus Day weekend alone.

Mr. Roba said families value
togetherness during this time of

discount store. About half of Hal­
loween shoppers will heading to
the grocery store; about a quar­
ter will go to specialty party
stores.

FROM PAGE Hl

to have a good time," said Clare
Strockbine, a University of
Scranton senior. “Halloween al­
lows students to have ftrn while
doing something out of the ordin­
ary.”

While the majority of costume­
buyers in Halloween stores this
week were children, Mr. Ligi
said young adults frequent the
store during the final two weeks
before Halloween getting ready
for their parties.

“There is no doubt Halloween
has increased in popularity. It
used to be just young kids and
now its young adults throwing
parties,” said Ellen Tolley, a Na­
tional Retail Federation spokes­
woman. “More people are deco­
rating their homes. And parents
continue to buy candy,"

In addition to more Halloween
parties, there are more mall
events, haunted houses, hay
rides and other Halloween activi­
ties, Ms. Tolley said. f

The Mall at Steamtown, the
Viewmont Mall, and the Wyo­
ming Valley Mall are all involved
in more Halloween activities for
both children and adults this
year. Viewmont will feature a
haunted house display, several
Halloween stories for children
and the mallwide “treat-or-treat"
on Oct 30.

“The popularity of Halloween
started a few years ago for us,"
said mall spokeswoman Holly
Jones. “Last year we had be­
tween 1,800 and 2,000 kids come
here to treat-or-treat,”

In addition to more events, all
three malls have rented extra
space, or signed a temporary ten­
ant, to sell Halloween decora­
tions and appareL

REAPING THE BENEFITS
Whether it is a child dressing

as a clown or a woman showcas­
ing a revealing French maid out­
fit, Halloween retailers are the
ones going home with the most
treats at the end of the night.

Halloween is expected to bring
in $6.9 billion this year, making
it second — although a distant
second — to the largest spending
holiday, Christmas, which brings
in upwards of $210 billion,
according to the federation sur­
vey.

A combination of adults’ in­
creasing fascination with Hal­
loween and more family activi­
ties has helped transform the
holiday into a much-needed sales
boost for many retailers.

Party City, a Rockaway. N.J.­
based retailer of party supplies
with locations in Wilkes-Ba; ;*e
and Dickson City, saw its Octo­
ber sales at its company-owned
stores increase 17 percent in 2002.
Wal-Mart Stores Inc. said Mon­
day its October sales at U.S.
stores open at least a year would
meet its forecast of a 3 percent to
5 percent gain.

Another sign of potentially fa­
vorable Halloween sales this year

is the increase in consumer
spending. U.S. same-store sales
rose 5.9 percent for September,
their strongest gain since jump­
ing 6.4 percent in March 2002,
according to a Bank of Tokyo-
Mitsubishi survey.

“Over the last 10 years, we
have seen a gradual increase in
Halloween spending. The holiday
now appeals to teens and adults
in their 20s," said Dr. Anthony ,
Liuzzo, professor of business and
economics at Wilkes.University,
who has been forecasting holiday
retail sales since 1988.

Halloween grips older crowd as weflN
----------------------------------- NO LONGER ONE NIGHT The same survey shows that

“Halloween is now our biggest
season. People have discovered
harvest season and like to go out
to enjoy the last of the good
weather,” Mr. Roba said.

year and that has played a part in
the popularity of the season and
holiday. Some of the attractions
at Roba’s include hayrides, a pic­
nic area, a cornfield maze, a kid’s
corral, petting zoo and pumpkin
launcher.

Halloween continues to be the
second-biggest holiday for deco- i
rating next to the winter holi- j
days. About 60 percent of people
plan to decorate their homes or
yards. More than half of people
will dress up in costumes, spend­
ing an average of almost $30,
according to the survey.

Halloween still lags other holi­
days in greeting card sales, being
eighth largest card-sending holi­
day. But according to an Ameri­
can Greetings survey, Halloween
card sales increased between 20
percent and 40 percent last year
over 2001.

1999 — Pikachu and other Poke­
mon characters are
hot for children. Many , ft
adults chose to emu- \ \ »
late Austin Powers, \ /b/j
following the summer
hit movie ‘The Spy
who Shagged Me.' i

THE CHANGING FACE OF COSTUMES
Politics, trends, fads, icons and the media influence what the popular
Halloween costumes are each year. Here is a look al the more popular
costumes over the past few years;
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Retailers are discovering that Halloween Is as much about the
adult as It Is the child.

Christmas may
feature low
store inventory

DY STEPHEN DAILY
TIMES-SHAMROCK WRITER

Christmas is 10 weeks away
but you may want to deck the
malls soon to find the best deals.

Many stores plan to maintain
tighter inventories this year,
avoiding piles of excess merchan­
dise sold at cut rates before
Christmas, said Dr. Anthony
Liuzzo, professor of business and
economics at Wilkes University.

"While consumers show every
sign of a willingness to spend, in­
ventory levels remain at very
low levels,” said Dr. Liuzzo, who
has been forecasting holiday re­
tail sales since 1988. “There will
be few last minute discounts
available. Shoppers are wise to
shop early to get the best price
and largest selections,” he said.

Still, while inventories may be
down, others don’t believe it
should affect shoppers in search
of the best deals.

“I also heard about stores car­
rying less inventory, but it
shouldn’t be a problem,” said Ja­
son Milch, spokesman at Chi­
cago-based Shopper Trak.

"There will always be last-
minute clearance merchandise,”
he said. “Retailers are not going
to lose out on profits during their
busiest season because they are
understocked.”

Early indicators point to this
being the best holiday retail sea­
son since 1999. Economic barom­
eters have been rising recently,
along with consumer confidence.

Retailers have fared well of
late, too. Retail sales for the
month of September finished up
7.5 percent from the same month
in 2002, according to the Com­
merce Department Last week
marked the 24th consecutive
week of year-over-year sales
growth dating back to April.

Mr. Liuzzo is forecasting a 4
percent increase in holiday sales
this year. That compares to a 1
percent increase in 2002, among
the worst annual changes in
years. The National Retail Feder­
ation, an industry trade group,
expects sales to rise 5.7 percent
over last year, to $217.4 billion.

Regardless of statistics, stud­
ies show there will be plenty of
last minute shoppers.

Shopping during the Thanks­
giving weekend — including
Black Friday — accounts for
roughly 10 percent of holiday
sales. Retail sales during the
weekend prior to Christmas are
three times as much.

Another 10 percent of holiday
sales come the week after Christ­
mas, as retailers dump their re­
maining merchandise,

That number will likely be
lower this year as well. ;
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Retail expert predicts 4 percent
holiday sales increase this year

STATE COLLEGE, Pa. — You
might want to Mart your Christmas
shopping early this year.

According to Anthony Liuzzo,
professor of business and economics
at Wilkes University in Wilkes-Barre,
Pa-, who has been forecasting holiday
retail sales since 1988, we can expect
numerous shortages in holiday goods
at Dec. 25 approaches.

“Manufacturers and retailers seem
not to be recognizing the magnitude
of the current recovery," he said.

“While consumers show every
sign of a willingness to spend, inven­
tory levels remain at very low levels.
There will be few last minute dis­
counts available, and shoppers arc

wise to shop early to gel the best
prices and largest selections."

The best season. "All early
indicators suggest that this will be the
best holiday retail season since the
start of the millennium. Retail sales
have been brisk, and have exceeded
the forecasts of almost all of the
major retail players," he said.

"Consumers arc demonstrating
that they arc willing to spend the tax
cuts they arc now seeing in their pay­
checks."

Liuzzo predicts retailers will sec
their most satisfying shopping season
in several years, with sales increases
totaling about 4 percent.

In 2002, sales increased by only 1

percent, comparing to close to 7 pt
cent in 1999, 2.5 percent in 2000 a
2.7 percent in 2001.

Winter forecast. His prclin
nary forecast is based on a number
positive changes over last yet
including:

• Stability. “The more stable intd
national climate than either in 201
or 2002 should soothe consumer
worries and put them in a spendit
mood,” he said.

“What matters most is the public
perception of how foreign wars ar
economic crises will impact tl
United States.

“In 2002, consumers were uncc
tain about prospective military actio
in Iraq. In 2003, the situation is f|
more certain in Iraq and, barriri
another major terror incident, we ca
expect this certainty to translate inc
brisker sales.”

• The stock market. "The mark<
continues to show steady improve
ment," he adds.

“This will have the effect of con
sumers noticing increases in thei
wealth with an attendant increase i
spending.”

• Consumer confidence. “All indj
catdrs of consumer confidence shot
that consumers are in the mood t
shop. Indeed, the recovery to date ha
been largely consumer driven, wit
businesses hesitating to acknowledg
that the economy is expanding.

“Reliance on increases in worke
productivity is certain to end in th
near future. At that point, businesse
will have no choice but to return t
hiring."

• The Fed. “The Federal Rescrv
has shown that it remains aggressiv
in both stimulating the economy an-
protecting against the unlikely threa
of deflation. The markets have seem
ingly finally placed trust in the Fed’s
implicit promise to hold interest rates
down."

Tech toys. Liuzzo expects the
latest tech toys — including flat­
screen televisions, DVDs, software,
games and digital cameras —to con­
tinue to sell well.

Apparel may also make a come­
back. Deep discounters will continue
to flourish, he said.

“The deep discounters have done
extremely well in recent years; Wai--
Marj continues to outperform its
competitors," he said.

“The middle retailers, including
department stores like JCPenney and
Scars, have not been performing as
well as in recent times. Consumers
have shown that they arc price con­
scious as well as quality conscious.

“Given that we are in a recovery,
we can probably expect this trend to
continue.”

Buy online. Web sales continue
to climb, but still represent a modest
percentage of the total.

“In 2002, there were about $210
billion in holiday sales in total. Web
sales accounted for approximately
$14 billion of this, or 7 percent," he
said.

“This was up from 3 percent in
1999, 4 percent in 200, and 5 percent
in 2001."

Web sales still seem to disappoint
e-tailcrs, who expected increases of
100 percent per year, but have only
been realizing gains of 30 to 40 per­
cent.

A big deal. Seasonal retail is a
big deal, said Liuzzo.

"Holiday sales are generally
defined as the same store sales made
during the last two months of the
year. These sales represent 25 to 30
percent of total year retail sales.

“Since 1990, profits have declined
about 10 percent per year, indicating
deep discounting and increased com­
petition for consumer dollars.”

“Contrary to popular misconcep­
tion, the Thanksgiving weekend —
including Black Friday — only
accounts for about 10 percent of hol­
iday sales, while retail sales during
the weekend just prior to Christmas
represent about 30 percent of holiday
sales.”
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Retailers look at job
report as gauge for
holWy staffing season

i^d<5^Srge CHAMBERLIN for retailers.”
But the National Retail

Federation is optimistic that this
will be the year that shoppers
return with enthusiasm. And it
couldn’t happen at a better time.

. “Consumers have spent the
last several years on an emo­
tional and economic roller­
coaster,” said TYacy Mullin,
president of the NRF. “Now,
Americans appear to be ready to
shop and ready to spend, just in
time for the biggest shopping

SAN DIEGO - With the pos­
sible exception of people looking
for a job, no group was more
thrilled with the positive
employment report issued on
Friday than retailers. The Labor
Department reported that U.S.
payrolls rose by 57,000 in
September, the first increase
since January.

“Friday’s data acted as a major
boon for bulls, who had been
hoping for some time that the
‘other shoe* of employment
would drop to confirm the sus­
tainability of the current eco­
nomic recovery,” read a statement
from Standard & Poor’s.

Recent reports from organiza­
tions like the Conference Board
and the National Retail -
Federation have suggested that
consumers might be tightfisted
during the upcoming holiday
shopping season without some
sign of improvement in the job
market

“The economy and retail sales
are on the rebound, but the signs
suggest that it will be an uneven
rebound,” said Frank Badillo,
senior economist at consulting
firm Retail Forward. “Until con­
sumers benefit from a pick up in
the job market, sustaining the
rebound depends on a lot of one­
time economic drivers such as
the surge in mortgage refinanc­
ing and tax breaks. The holiday
season is far from a slam dunk

season of the year.”
The federation i^ forecasting

that holiday retail sales this year
will total $217.4 billion, an
increase of 5.7 percent over the
2002 season. Last year retail
sales rose a modest 2.2 percent
Unfortunately, that left a lot of
retailers with excess inventory
after the holidays, a situation
they don’t want to repeat this
year.

“Manufacturers and retailers
seem not to be recognizing the
magnitude of the current recov­
ery,” said Anthony Liuzzo, pro­
fessor of business and
economics at Wilkes University.
“While consumers show every
sign of a willingness to spend,
inventory levels remain very
low. There will be few last
minute discounts available, and
shoppers are wise to shop early
to get the best prices and largest
selection.”

r-
See Retailers on 12A

Retailers -7-
Continued from Page 1A

How important is the period
between Thanksgiving and
Christmas to retailers? Last year
holiday sales represented 22.7
percent of the entire year’s retail
activity.

And, things are looking up for
the new kid on the retail block, the
Internet. Forrester Research is
forecasting that online holiday
sales will total $12.2 billion this
year, an increase of 42 percent over
last year. Once again, many shop­
pers will likely opt for the conve­
nience of shopping online.

“Widespread free shipping pro­
motions are the primary reason
that the 2002 holiday shopping
season was such a good one,"

1 according to Ken Cassaj; an analyst
with Jupiter Research. “Online 

retailers may have created the
expectation among consumers that
free shipping and handling is now
the norm, which puts a lot of pres­
sure on retailers to run free ship­
ping promotions into perpetuity.”

If holiday spending lives up to its
expectations, there will be a coinci­
dental effect of creating more new
jobs, further improving the poten­
tial for the spending season.

“Retailers, like other sectors of
the economy, arc proceeding cau­
tiously when it comes to adding
workers,” said consultant John
Challenger. “An anticipated
increase in holiday sales by itself
will probably not be enough to
boost hiring as much as some
people are probably hoping."

However, Challenger says that
retailers are expected to add about

555,000 workers this year to deal
with the seasonal demand. That is
in line with last years hiring but
well below the pre-recession levels
of 655,000 hirings in 1998, 1999
and 2000.

“The economy stands poised to
deliver one of the best holiday
seasons of the past 10 years and,
most certainly, the best holiday
season of the new millennium,”
said Carl Steidtmann, chief econo­
mist at Deloitte Research.

Chamberlin's financial analysis
column appears each Monday in
The Daily Transcript. Chamberlin
also reports daily on stocks and
local business on NBC 7/39 and on
"Money In The Morning"on KOGO
600AM.

Source Code: 20031003tbc
'iWl.M T
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BARGAIN HUNTERS: Shoppers who waited until the last days before Christmas in 2002found
prices slashed up to 70% But analysts say such a scenario is unlikely to be repeated this year.

Belated Holiday Shoppers
Likely to Get Lump off Coal
Analysts say increasing
demand and leaner
inventories will mean
fewer bargains and less
selection this year.

By Abigail Goldman
Tima Staff Writer .

Over the last several years, re­
tailers have taught holiday shop­
pers that the best deals come to
those who wait to buy. This
Christmas, however, consumers
may learn a new axiom: The
early bird gets the only holiday
gifts worth having.

Financial analysts are pre­
dicting that retailers will have
their merriest Christmas in
years in 2003, with lean inven­
tories and steadily  in creasingde­
mand all but ensuring tidy prof­
its.

For shoppers, on the other
hand, fewer goods mean fewer
bargains, not os many last-min­
ute sales and a whole lot less se­
lection as the season wears on.

“This is the year when con­
sumers want to be in the stores
early on in the season rather
than later," said Anthony  Liuzzo,
a professor of business and eco­
nomics at Wilkes University In
Wilkes-Barre, Pa^who estimates
a 4% gain in overall retail sales
this holiday. The retailers are in
an excellent position."

This year's potential good for­
tunes would come from last
year's bad decisions. Hoping for
economic recovery during the
second half of 2002, many retail­
ers planned big, betting that
well-stocked shelves would
inean a bonanza when shoppers
unleuLhed pent-up demand.

Growth In Inventories out­
paced tales last year for the first
time (Jncc Ills firm lurn trucked
tach nurnlx-rs, cold Todd Slater,
a retail analyst with laizard In

New York.
But neither the recovery —

nor the demand — materialized.
Even with prices slashed 50% to
70% before Christmas, shoppers
nervous about the economy and
global politics held tight to their
wallets.

The nation's largest chain
stores posted a scant 1% sales
gain in stores open at least a year
last December, according to the
Bank of Tokyo-Mitsubishi — the
smallest rise in more than three
decades. Combined with flat
same-store sales in November,
holiday soles rosejust 0.5%.

The fallout continued to
plague sellers, particularly ap­
parel retailers. Into the first half
of2003.

“No matter how much you
marie it down, no one Is going to
pay too much for an angora
sweater In June," Slater said.
The science is to maximize sales
at all times by owning only the
perfect amount of goods that
people want to buy. That's not
possible, which means that retail
Is more of an art than a science."

As retailers worked off the ex­
cess this year, they pored their
ordering to avoid a repeat of last
year's debacle. Even department
stores, known for overbuying in
hopes that large selection will
differentiate them from specialty
store competitors, have found
themselves on the lean side go­
ing into the fourth quarter.

At the same time, the econo­
my looks os If it has started to re­
bound and consumers have be­
gun heading back to the stores,
said Cori Steldtmann, the chief
economist for Deloitte Research.

In August, U.S. personal in­
come rose by 0.2% from July, the
Commerce Department said.
Personal spending grew a heal­
thy 0.0%.

Same-store sales In August
rose 0.1% overall, according to
U.B. Bancorp Piper Jaffruy, ver­
sus a 2.0% gain a year ago. The 

firm predicts that a report on
September sales in stores open
at least a year, which will be re­
leased Thursday, will show a
gain of 4.1% compared with a
year ago.

Tax cuts, a continuation of
low interest rates and the re­
bounding stock market ore fuel­
ing consumer demand, Steldt­
mann said. For the holiday
season, he is predicting a 6.5% to
7% retail sales gain.

"As retailers and their suppli­
ers look to the holiday season,
they have good reason to be opti­
mistic," Steldtmann said In a re­
port titled, “Coming Soon: The
Millennium's Best Holiday Sea­
son." “Enhanced sales growth
coupled with tight Inventory and
cost control will trigger one of
the better profit performances
by consumer businesses in re­
cent memory."

Steldtmann forecast that re­
tail profits would gain 20% or
more over the next year.

Barring a sharp economic re­
versal or new uncertainty on the
geopolitical stage, about the only
downside most retailers face is
missed opportunity, Liuzzo said.
The tight rein on merchandise
could mean losing market share
to competitors if supply runs out
before consumers are finished
spending, he cautioned.

Lazard's Slater, however,
said If a store lost customers to a
competitor this season, it
wouldn't be because it had too
little merchandise, it would be
from having the wrong kind.

"Retailers almost never suffer
from too little inventory, only
from too much," Slater said.
“Even though Inventory levels
are low, have you ever walked
Into a department store — even
in the depths of a recession —
and seen anything but Jammed
fixtures? It’s hardly noticeable
by the consumer."

Except, he added, if that con­
sumer were hoping for a sale.
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' ‘The football season for us is king. All the other major sports also contribute,
but football is our main revenue generator as far as the sports bar goes. ’

lawn Km, manner at Ctccps Sports Bar

MIKE SIMONS for The Cincinnati Enquirer
Dianne and Jim McMichael of Denver take In the Monday Night Football game at Champs Sports Bar on Sept. 22. The Denver
Broncos defeated the Oakland Raiders In the game, 31-10. They were in town on business.
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See FOOTBALL, Page 12 Q

benefit from the pigskin mania
that annually captures the atten­
tion of more than 100 million
Americans and generated more
than $14 billion in advertising
revenue last year.

The football season tradition­
ally boosts sales for a variety of
retailers, including merchants
who sell televisions, comfortable
chairs, liquor and pizza.

"We see a dramatic increase
in the number of people looking
at TVs, especially projection
screens, just before the football
season begins," said Mike Wil-

Jason Keam is a huge football
fan,

But he’s a bigger fan of the
football season.

Although he enjoys watching
the games, the manager at
Champs Sports Bar downtown
really gets excited when he sees
hordes of patrons piling in to
watch the dozens of NFL and
college football games the bar
broadcasts thia time of year.

The football season for us is
king," Keam eaid as he greeted
jersey-dad guests for last week’s

By Randy Tucker
The Cincinnati Enquirer “No matter where I am, it

seems that I always drop a load
of cash on Monday night” dur­
ing the football season, said Bob
Dayton, a Memphis, Tenn., busi­
nessman staying at the Hyatt Re­
gency downtown, where
Champs is located. “I probably
spend thirty bucks on food and
drinks before halftime. By the
end of the game, it’s closer to
fifty. I don’t usually spend that
much in bars in one night But
the games seem to go on forev­
er, and I always stay until the
end.”

It’s not just sports bars that

Monday Night Football game, in estimates.
which the Denver Broncos
steamrollered the Oakland Raid­
ers 31-10. “Ail the other major
sports also contribute, but foot­
ball is our main revenue genera­
tor as for as the sports bar goes.”

Keam said football games typ­
ically attract more customers
than other televised sports, and
those customers generally stay
longer and spend more money
on food and beverages, although
he declined to be specific.

Indeed, many sports bars can
earn as much as half of their an­
nual revenues during the foot­
ball season, based on industry



MIKE SIMONS for The Cincinnati Enquirer

Amy Wiesch of Hammond, Ind., plays pool with the Monday Night Football game on in the backround
at Champs Sports bar on Sept 22. Wiesch was in Cincinnati on business.

Football: Season rocks retail
From Page 11

liams, store manager at H.H.
Gregg near Tri-County Mall. “We
raise our inventory levels a little bit
to accommodate the demand. It
tails off some in the middle of the
season, but once the Super Bowl
rolls around, we see sales pick up
again.”

But what good is a new TV if
you don't have a comfortable chair
to watch it from, right?

“Sales of recliners always pick 

up when the football season be­
gins. That’s why we start promot­
ing them at least a month before
the first kickoff,” said Mike Hasel-
wood, assistant manager at Sofa
Express in Florence. “I always put
the game on when people come in
to look at recliners on Sunday, and
there’s hardly an empty seat in the
store.”

The pickup in sales caused by
the football season is good news
for retailers and may help them
maintain momentum coming off a 

strong back-to-school shopping
season.

“Retail sales have been brisk,
and have exceeded the forecasts
of almost all of the major retail
players,” said Anthony Liuzzo, a
retailing expert and professor of
business and economics at
Wilkes University in Wilkes-
Barre, Pa. "Consumers are dem­
onstrating that they are willing to
spend.”

E-mail rtucker@enquirer.com

mailto:rtucker@enquirer.com
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Holiday retail spending is important

second largest period, just

Employers take note: Do not
expect high productivity on the
Monday after Thanksgiving, as
this day represents the largest 

amount to about $14 billion, or 7
percent, of the total. In addition,
an estimated 12 percent of all on­
line purchases are returned, as
compared to 6 percent of paper
catalogue sales, and only 3 per­
cent of in-store sales.

The mall experience is going
to be with us for the foreseeable
future.

The big players in this game
include many of the local and re­
gional retailers. Among the dis­
counters are Wal-Mart, Target,
Costco, and Dollar General. All of
these have done quite well in re­
cent years, as consumers have
sought out bargains during the
recent economic slowdown.

The middle group includes the
department stores, such as Sears,
JCPenney, Nordstrom, Saks, and
Nieman Marcus. We can spot the
apparel vendors in our local
malls, such as Gap, Limited, TJ
Maxx, and Abercrombie and
Fitch. Both Michael’s and Pier 1
Imports are also significantly af­

fected by the holiday retail re­
sults.

During periods of rapid eco­
nomic growth, such as in the late
1990s, holiday retail sales in­
creased by some healthy percent­
ages, as high as 7 percent in one
year. In 2000 and 2001, these sales
were disappointing with in­
creases of only between 2 and 3
percent. Then, sales were af­
fected by a slowing economy, the
collapse of the technology mar­
kets, and, of course, 9/11. In 2002,
a pending war with Iraq, coupled
with a stalled economic recovery,
provided for an increase of a pal­
try 1 percent.

This year should be very dif­
ferent, however.

Retail experts generally agree
that this will be the best year so
far this millennium, with an in­
crease in same store sales of per­
haps greater than 4 percent.
Businesses will be forced to re­
spond by going deeply into the la­
bor markets for new hires to sat-

cember 25 is now the biggest
shopping day of the season. And
10 percent of holiday spending
now takes place during the week
between Christmas and New
Year’s.

Consumers, as a group, are
getting more savvy. As they de­
lay their purchases, the retailers
get very nervous and slash
prices. Deep discounting begins
in earnest during about the sec­
ond week of December.

The result is that, although
sales generally increase each
year, store profits have been de­
clining; according to some esti­
mates, by as much as 10 percent
per year over the last 10 years or

In the old days, it started right
after Thanksgiving. Then, we be­
gan to notice it immediately fol­
lowing Halloween. Soon it began
in early October. Now, the day
after Labor Day appears to be the
official kickoff.

I'm not referring to the date
that National Football League
competition gets exciting. I’m re­
ferring to a season that is even
more important to businesses,
consumers, and the economy:
holiday retail sales.

Holiday retail sales are gener­
ally measured by “same store
sales" for the months of Novem­
ber and December. Sales for
these two months represent be­
tween 25 and 30 percent of all re­
tail sales for the entire year - so
that success or failure during
this period can make or break in­
dividual retailers.

During 2002, holiday retail
sales totaled about $210 billion.
To put this figure in perspective, 

the ___ _______ ____
prior to Halloween, accounts for
only about $6 billion.

Black Friday, the day after
Thanksgiving, used to be the big­
gest single retail day of the year.
However, oddly enough, while re­
tailers are stringing up the
Christmas lights earlier and
earlier, consumers have been . . - - — - _____
waiting longer and longer to . online shopping day of the year.
make their purchasing decisions. Still, contrary to the boasting

The Saturday just prior to De- of Web surfers, online sales only

■4^
Anthony L Uuzxo

In This Comer

> us all
isfy the surge in demand, and
unemployment should fall as a
direct result.

Of course, all of these predic­
tions assume that the economic
and international environment
remains stable and that there are
no major instances of terrorism
or nasty weather events from
Mother Nature.

The importance of the holiday
retail season upon each of us is
clear. Now, if we can only do
something about making those
National Football League games
more interesting.
Anthony L IJuzzo, J.D., Ph.D. is
professor of business and
economics at Wilkes University.

Woald yaa like to write cheat an
issue of interest to the area
business community? IN THIS
CORNER features commentary by
guest columnists. Send ideas to
businessweekly@timesshamrock.co
m or call Business Editor Ken Knelly
at 348-9117.

mailto:businessweekly@timesshamrock.co
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Regional firms
’ spending again

By Stophon Dally 5 £ /'
TRIBUNE STAFF WRITER_____________

The Scranton/Wilkes-Barre
region did its part in contribut­
ing to the largest quarterly
jump tlie U.S. economy has seen
in nearly 20 years.

Local officials say after a
year and a half of inactivity, in­
vestment in regional businesses
has surged — a trend that
started in May.

“What we have seen is a con­
sumer-driven recovery. We’ve
had a very strong and steady in­
crease in consumer demand,
but the supply has not kept up,”
said Dr. Anthony L. Liuzzo, pro­
fessor of business and economic
at Wilkes University. “Now, we
see "businesses responding by
moving into the area."

Scranton Mayor Chris Do­
herty points to the recent swell
in downtown investment as evi­
dence of a growing economy.

Companies such as Aventis
Pasteur and Southern Union
have made commitments to
build in downtown Scranton.
The Hilton Scranton and Con­
ference Center and the Scran­
ton Enterprise Center, a small
business incubator, are also re­
cent additions.

1 /■) Please see Economy, Page A2

S Continued from Page Al

ECONOMY: Area firms
resume capital spending
FROM PAGE Al 

Despite the growing economy,
though, local jobs have not fol­
lowed suit.

There were 4,200 fewer jobs in
September 2003 in the Scranton/
Wilkes-Barre/Hazleton region
compared to a year earlier,
according to state Department of
Labor and Industry figures.

But many say Thursday’s
strong economic report signals a
reversal of the job-loss trend.

“As more consumers and busi­
nesses spend, the next step is the
rehiring of the labor market," Dr.
Liuzzo said. “We have already
seen several retail outlets and
restaurants opening up."

Dan Walsh, administrator of
the Scranton Plan, the Greater
Scranton Chamber of Com­
merce’s economic development 

arm, said more businesses are
calling and asking about the
area. He said he expects some of
the inquires will translate into
capital investments and great
employment opportunities in the
months to come.

On Monday, local economic
development and government of­
ficials will gather at Jessup
Small Business Center to an­
nounce a new business coming to
the area.

"We have many things in the
pipelines and will bring in siz­
able employers and investment
to the county, resulting in a few
hundred jobs," Mr. Walsh said. “I
think right now, Lackawanna
County is doing a lot better than
other parts of the state and other
parts of the country this size."
Contact the writer:
sdally@tlmesshamrock.com

mailto:sdally@tlmesshamrock.com


HOLIDAY RETAIL SALES FORECAST - 2003

The Author
Dr. Liuzzo began forecasting holiday retail sales in 1988. His predictions have appeared

in numerous national, regional, and local publications. As an academic, he is unbiased and does
not represent government or industry. On the other hand, he confesses that he does not have
access to the true numbers, which most retail firms do not disclose.

When are forecasts issued?
Forecasting begins in earnest in September. Labor Day is the early indicator. Usually

apparel does better for Labor Day than for Christmas. Black Friday is the next big indicator.
During 2002, Labor Day sales were a bit brisker than anticipated, creating a bit of optimism. The
optimism, however, was not well placed, and overall holiday sales in 2002 were quite
disappointing. Similarly, all early indications are that 2003 Labor Day sales were quite brisk, and
the same air of optimism now prevails.

How are holiday sales defined?
Holiday sales are generally defined as same store sales made during the last two months of

the year (November and December). These sales represent 25% to 30% of total year retail sales.
Since 1990, profits have declined about 10% per year, indicating deep discounting and increased
competition for consumer dollars. Other interesting facts are that, contrary to popular
misconception, the Thanksgiving weekend only accounts for about 10% of holiday sales, while
retail sales during the weekend just prior to Christmas represent about 30% of holiday sales.
Furthermore, the week between Christmas and New Year's brings in about 10% of holiday sales.
The average consumer spends about $700 during this time period.

What are the variables in the forecast?
Many variables influence holiday retail sales. These include: r
1. Consumer Confidence - its direction and variability.
2. Same store sales for recent months - their direction and variability.
3. Stock Market Performance, which captures the wealth effect on spending - its direction

and volatility.
4. Other Economic Indicators - including more tenuously related indicators, such as

housing and autos.
5. Consumer Debt - interest rates, credit card debt, and bankruptcies have a huge impact.
6. Political Climate - presidential politics are important. For example, the election of a

new president usually creates optimism
7. International Climate - What matters most is the public's perception of how foreign

wars and foreign economic crises will impact the USA. In 2002, consumers were uncertain about
prospective military action in Iraq. In 2003, the situation is far more certain in Iraq and, barring
another major terror incident, we can expect this certainty to translate into brisker sales.

8. The Weather - The northern portions of the US need cold, but not bitter cold, and with
no large snowstorms. The other areas need no disturbances, for example, earthquakes, floods,
fires, etc.

9. The Day of the Week - the day on which 12/25 falls is important. The Saturday before 



Christmas is now the busiest shopping day of the year, replacing Black Friday. This impacts the
number of shopping days before Christmas.

10. What Sells? Sales of hi-tech products were great during the 90s. However, PCs have
now saturated the market, and discounting needs to be done to push these. The latest tech toys
seem to be generating some renewed interest - DVDs, software, games, digital cameras. Flat
screen TVs should be a big seller in 2003. Apparel sales have been volatile, losing some ground
in 2001 and 2002, but showing real signs of life in 2003.

11. Where? There are often regional differences. Regions include the Northeast, Mid­
Atlantic, West, Midwest, Southeast, and the Southwest.

12. Who? The deep discounters have done extremely well in recent years (Wal-Mart
continues to outperform its competitors). When the economy is strong, the specialty stores do
well. The middle retailers, including department stores like JC Penney and Sears, have not been
performing as well in recent times. Consumers have shown that they are price conscious as well
as quality conscious. Given that we are in a recovery, we can probably expect this trend to
continue.

What the game?
If retailers overestimate demand, by 12/15 or so, they slash prices to unload their

inventory. If retailers underestimate demand, consumers get few discounts. In either event, those
hard to get items, like the "in" toys, remain impossible to find, and are rarely discounted. In the
past couple of years, retailers have used high powered software (similar to that which the airlines
use) to more accurately predict demand. This has allowed them to manage discounting better. In
2003, manufacturers and retailers seem not to be recognizing the magnitude of the cunent
recovery. While consumers show every sign of a willingness to spend, inventory levels remain at
very low levels. This in part explains the fact that the unemployment rate has not fallen in line
with the recovery. As a result, should sales increase as I predict they will, we can expect
numerous shortages in holiday goods as December 25 approaches. There will be few last minute
discounts available, and shoppers are wise to shop early to get the best prices and largest
selections.

What about online sales?
In 2002, there were about $210 billion in holiday sales in total (interestingly, Halloween is

now the second largest retail holiday, with about $6 billion in sales). Web sales accounted for
approximately $14 billion of this, or 7%. This was up from 3% in 1999, and 4% in 2()00, and 5%
in 2001. So, web sales continue to climb but still represent a modest percentage of the total.
Also web sales were disappointing, since e-tailers have expected increases of 100%/year, but have
only been realizing increases of about 30% to 40% annually. The Monday after Thanksgiving is
the biggest web sales day of the year, when employees go back to work and do their online
shopping.

A word of advice - consumers should (a) stay with e-tailers with whom they are familiar,
(b) stay with bricks and mortars who do business on the web, and (c) continue to watch the
security of their credit cards.



The web tends to cut into paper catalogue sales, rather than mall sales. Most experts now
have finally agreed that the mall experience is here to stay. Interestingly, when it comes to
returned merchandise, 12% of all web sales are returned. This compares to 6% of paper
catalogue sales and 3% of in-store sales. 50% of all web sales are made with companies whose
primary business is from bricks and mortars.

Who are the players?
The discounters include retailers such as Wal-Mart, Target, Costco, and Dollar General.

The department stores include retailers such as Sears, J.C. Penney, Federated, May, Dillard's,
Nordstrom, Saks, and Neiman Marcus. The apparel stores include retailers such as Gap, Limited,
TJX, Kohl's, Talbot's, Abercrombie & Fitch, and Ann Taylor. Other stores include Michaels and
Pier 1 Imports.

What were the results in 2002?

Overall, in 2002, sales increased by only about 1%. This compares to close to 7% in
1999, 2.5% in 2000, and 2.7% in 2001 (these are "same store sales" for November and
December).

While there were no clear winners in 2002, the discounters managed to hold their own.
The 2002 losers included the department stores, apparel, and technology.

What will happen in 2003?

There are many positives associated with this preliminary forecast for the 2003 holiday
shopping season. These include the following:

(1) Stability. A more stable international climate than in either 2001 (September 11) or
2002 (the pending war with Iraq) should soothe consumers' worries and put them in a spending
mood.

(2) The stock market. The market continues to show steady improvement. This will
have the effect of consumers noticing increases in their wealth with an attendant increase in
spending.

(3) Consumer confidence. All indicators of consumer confidence depict the fact that
consumers are in the mood to shop. Indeed, the recovery to date has been largely consumer
driven, with businesses hesitating to acknowledge that the economy is expanding. Reliance on
increases in worker productivity is certain to end in the near future. At that point, businesses will
have no choice but to return to hiring.

(4) The Fed. The Federal Reserve has shown that it remains aggressive in both
stimulating the economy and protecting against the unlikely threat of deflation. The markets have
seemingly finally placed trust in the Fed's implicit promise to hold interest rates down.

(5) The numbers. All early indicators suggest that this will be the best holiday retail
season since the start of the millennium. Retail sales have been brisk, and have exceeded the
forecasts of almost all of the major retail players. Consumers are demonstrating that they are
willing to spend the tax cuts they are now seeing in their paychecks.



r
 Taking all of the above into consideration, retailers can probably expect to see their most

satisfying shopping season in several years, with sales increases totaling about 4%.

The above report was prepared September 15, 2003 by Anthony L. Liuzzo, J.D., Ph.D. Dr
Liuzzo is Professor of Business and Economics at Wilkes University in Wilkes Barre,
Pennsylvania. He may be reached at (570) 408-4709 or at liuzzo@wilkes.edu.

mailto:liuzzo@wilkes.edu
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Eyewear boutique chain sees more Chicago-area locations

Stiletto stalkers: Manolo Blah- 
Christmas crystal balls:Fc:recasts
for holiday sales are rolling in,

“Manufacturers and retailers
seem not to be recognizing the
magnitude of the current recov­
ery,” he said. “While consumers
show every sign of a willingness
to spend, inventory levels re­
main at very low levels."

Liuzzo’s looking for a 4 per­
cent increase in holiday sales.

Senior economists at Retail
Forward Inc., a market research
firm in Columbus, Ohio, are al­
so calling for a 4 percent in­
crease in sales. That’s just a
notch above the 3.7 percent
growth in 2002.

E-commerce sales and home
improvement sales are expected
to beat the 4 percent growth
rate.

Discount retailers and ware­
house clubs will prevail while
mall-based department stores
will continue to struggle. Book
and toy stores may see a small
boost.

nik knows the way to raise a
woman’s confidence, as well as
her stature, is through a fabu­
lous pair of shoes.

“Women want to be different
every day, every hour,” said the
shoe designer, who has made
millions from getting women to
perch in precariously high
high-heels. “It’s a theatrical mo­
ment [putting on the perfect
pair].’’

Theatrics is a great way to de­
scribe the scene Friday evening
at the Michigan Avenue Nei­
man Marcus shoe salon, where
women lined up to meet Blahnik
and gush about his shoes. They
were buying, too. at prices that
averaged between $400 and $500,
and getting newly purchased
pairs autographed by the foot­
wear master.

“I don’t believe it,” Blahnik
said of the turnout and his pop­
ularity. “It’s one of those things I
can’t comprehend."

E-mail lyue(&ribune.com

have to pay $400 to $600 for a pair
of glasses,” Golden said. “At
SEE, nothing, including frames
and single-vision prescription
lenses, is over $199."

No wonder rocker Ozzy Os­
bourne reportedly snapped up
13 pair at a Detroit-area SEE.

The stores are small—about
1,000 square feet—but jammed
with more than 600 pairs of
glasses, all of them created by
SEE. That’s how Golden keeps
his prices low. Brand names
such as Armani and Cartier
mean licensing fees, and that
drives up prices.

He’s opened 16 SEE bo utiques
in eight states. The first C Chicago
location opened three ye ars ago
in Lincoln Park at 2531M. Clark
St Another store opened in
Woodfield mall and the t hird lo­
cation just opened at ()ld Or­
chard.

with some prognosticators pre­
dicting a strong showing.

Anthony Liuzzo, a business
and economics professor at
.Wilkes University in Wilkes-
Barre, Pa., suggests that shop­
pers will show no hesitation in
buying something they like.
He’s seeing product shortages
as the calendar creeps toward
Dec. 25.

Rlchartl'GoIcIen’s vision for
his optical company includes a
dozen new Chicago stores in the
next couple of years.

The founder of SEE, which
stands for Selective Eyewear
Elements, has been scouting
spots for his retail .concept.
Golden, who also heads the
Michigan-based D.O.C. eyewear
chain, wants to create a Gap for
glasses.

“The purpose was to come out
with something where you don’t 
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Retail expert predicts rosy holiday sales

2 03, y
WILKES-BARRE, Pa., Sept. 22 (DPI) -- A professor of business and

economics at_Wilkes University in Wilkes-Barre, Pa., predicts numerous
shortages in holiday goods'as Dec. 25th approaches.
Anthony Liuzzo told newswide.com: "Manufacturers and retailers seem not

to be recognizing the magnitude of the current recovery. While consumers
show every sign of a willingness to spend, inventory levels remain at
very low levels.

"There will be few last minute discounts available, and shoppers are
wise to shop early to get the best prices and largest selections."

Liuzzo predicts retailers will see their most satisfying shopping
season in several years, with sales increases totaling about 4 percent.
He said: "All early indicators suggest that this will be the best

holiday retail season since the start of the millennium. Retail sales
have been brisk and have exceeded the forecasts of almost all of the
major retail players.

"Consumers are demonstrating that they are willing to spend the tax
cuts they are now seeing in their paychecks."

Copyright 2003 by United Press International.
All rights reserved.
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nition of diversity has.

BY DAVID FALCHEK
TIMES SHAMROCK WRITER

As the nation become less
white, dark skin still stands
out in Northeastern Pennsyl­
vania.

The overwhelmingly white,
European ancestry cripples
the region’s growth, say eco­
nomic developers. And it is
increasingly costly, as the econ­
omy shifts from traditional
manufacturing to skilled serv­
ice jobs, they say

The high-tech, global compa­
nies local economic developers
crave insist on a diversified
work force.

“Our lack of diversity severely
impairs our marketing efforts and
it is near the top of the list of the
region’s negatives,” said James
Cummings, president of Penn’s
Northeast, a regional economic
development marketing group.
“Work force diversity is as impor­
tant to some companies as educa­
tion and taxes.”

Efforts are underway to alter
the mix. Companies, rather than
area government leaders, have led
the way

In one effort, a handful of exist­
ing large employers are supporting
the Northeastern Pennsylvania
Diversity Education Consortium
based at College Misericordia in
Dallas. Companies hope the group
will educate the region and its
work force about the economic and
social value of diversity

With the exception of a diversi­
ty guide published by the Greater
Wilkes-Barre Chamber of Com­
merce and Industry, though, local

Wvdlopniw dffiverslw
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Companies say future economic
growth requires change in region’s
work force

economic developers have few initiatives to
promote diversity.

And even companies with an commit­
ment to diversity And it a challenge to
Increase minority representation in their
Northeastern Pennsylvania work force.

"Northeastern Pennsylvania does not
look like America,” said Andy Logue, vice
president for human resources for Dallas­
based Commonwealth Telephone.

SOME SUCCESS

Northeastern Pennsylvania has a histo­
ry of diversity, with the railroads, mills and
coal mines providing work for millions of
European immigrants in the 19th century

While the ethnic composition of the
region hasn’t changed much since, tlio defi­

Ibday the region’s lack of racial diversity
is regularly voiced as a concern by those
looking to locate
facilities in the
region, particularly
those who are relo­
cating key employees
and their families.

Black or African-
Americans make up
about 1.7 percent of
the Scranton-

___ IBISIOK-
• Area minorities say

the region could
be more Inviting
with amenities
directed toward
their culture.
Porto H1O

Wllkes-Barro-Hazle-
ton population, according to Claritas Inc., a
San Diego-based market research firm. His­
panics comprise about 1.4 percent and
Aslans less than 1 percent of residents.

” Wo are rarely told why wo lose a proj­

ect," Mr. Cummings said. “But the implica­
tion is key minority executives who visited
felt for whatever reason, they wouldn’t fit
In here.”

Even so, some companies have brought
high-paying Jobs to the area.

In 1994, Scranton was In the running for
a NatWest Bank facility The company
would be relocating 110 families of key
employees, many of those nonwhite.

Site selection consultants asked cham­
ber officials to sell the region to their
minority families. Scranton chamber offi­
cials identified 20 local minority profes­
sionals. Each agreed to be an ambassador
for tlio region, agreeing to speak with
NatWest’s minority employees.

Please see DIVERSITY, Page HID T.



Diversity key factor as customer bases change
l FROM PAGE Hl

It worked. NatWest human re­
sources officials told Mr. Cum­
mings local families cited mostly
consumer concerns — they
couldn’t find the types of food or
hair care products they were ac­
customed to, for example. No one
reported problems with overt ra­
cism, although some families ex­
pressed concerns that their older
children had limited opportuni­
ties to date within their race.

MORE CHALLENGES

The days of “local” economies,
when a company’s customers and
suppliers were in the same gen­
eral area, are declining. And the
growing U.S. minority popula­
tion means the customer base is
changing. t

Dallas-based Commonwealth
Telephone Enterprises has seen
more minorities, particularly
Hispanics, among its customers
in the York and Harrisburg
areas.

Without a diverse work force,
companies will lose touch with
their customers and markets.
Some will find it more difficult to
market products to minorities.

“When your customer base
changes, you change with it," Mr.
Logue said. “In the 21st century,
diversity is just good business.”

Mehoopany is home to con-

WARREN RUDA / TIMES-SHAMROCK PHOTOGRAPHER

Diversity mixers, such as this one at College Mlserlcordla In Dallas,
attempt to educate the region about the economic and social bene­
fits of diversity. From left: Hlsham Nabaa, Linda Trompetter, Sharon
Vanwrlght, Yolanda Harrison and Waglha Taylor.

sumer products giant Procter &
Gamble’s largest North Ameri­
can production facility. Company
displays often include Tide or
Pampers packaging in scores of
different languages.

“When we recruit manage­
ment, we draw from a base that
will provide the diversity we
want to help us better under­
stand our customers,” said
spokesman Chuck O’Hara. “Di­
versity is critical to our success.”

Business decisions are always
superior when made by a team of
people from diverse back­
grounds, said Wilkes University

Professor of Business and Eco­
nomics Anthony L. Liuzzo.

Businesses don’t want a group
of people who view things the
same way, he said. Even in mod­
em manufacturing requires col­
laborative decision making.

LABOR MARKETS

Even a staunch commitment
won’t necessarily yield a diverse
work force. Company officials
say they have to work hard to re­
cruit minorities to the Scranton
and Wilkes-Barre areas and still
fall short of their goals.

UPS, the world’s largest pack­
age-delivery company, has been
honored as corporate citizen of
the year by the NAACP and
praised by Hispanic magazine as
the top company to work for.

Racial minorities make up
over one-third of the company’s
320,000 U.S. work force. Yet the
UPS facilities in Wilkes-Barre
and Scranton have few minority
employees.

“I would be surprised if any
organization in Northeastern
Pennsylvania could meet, let
alone exceed, the diversity of the
general population with minority
population that low," said UPS
Spokesman Malcolm Berkley.

Of the 2,450 employees at Proc­
ter & Gamble in Mehoopany,
about 1 percent of the hourly em­
ployees are minorities. Of the fa­
cility's 220 managers, 19 percent
are minority members, said Mr.
O’Hara.

Officials at Commonwealth
Telephone and Prudential both
attest to a bottom-down commit­
ment to diversity. Yet officials at
both companies say their racial
diversity mirrors the region.

OVERCOMING
Local economic developers

have done little to promote diver­
sity in the region. As the focus is
on bringing employers to the re­
gion and growing the economy. 

altering demographics just isn’t a
priority, they say.

In Mr. Cummings view, eco­
nomic developers should con­
tinue doing what they are doing
— target world-class companies
who will bring professional mi­
norities to the region.

Meanwhile, local companies
are taking the lead in promoting
diversity.

The Northeastern Pennsylva­
nia Diversity Education Consor­
tium includes several local com­
panies. For a decade, the group
was a coalition of colleges. The
group offers diversity training in
schools and the workplace and
brings in speakers to address the
community.

Businesses hope the group
will create a more progressive,
inclusive community.

“If we create an inclusive en­
vironment in Northeastern Penn­
sylvania, hopefully, we may be
able to attract employees,” said
Gavin Cerco, a vice president at
Prudential

When Commonwealth Tele­
phone moved operations to down­
town Wilkes-Barre, Mr. Logue
met with black church leaders,
told them about the potential job
opportunities. He also gave them
his direct phone number.

Prudential helped fund the
University of Success with the
University of Scranton, a pro­

gram for at-risk youth from
grade seven through high school

Some of those students have
turned up as Prudential interns,
Mr. Cerco said.

Prudential and P&G have “af­
finity groups” within their facili­
ties, clubs for minority groups in­
cluding black, Asian, gay and
lesbian, and handicapped.

Perhaps the most concrete
possibility for changing the com­
plexion of Northeastern Pennsyl­
vania is the much-discussed pas­
senger rail to Hoboken, N.J.

U.S. Rep. Paul Kanjorski, D-
Nanticoke, said the rail will al­
low Manhattan and New Jersey
workers to move east, diversify­
ing the region’s work force and
making it more productive and
competitive in the new economy.

“My congressional district is
less diverse than the state of
Utah," he said. “We have got to
develop a work force that will be
competitive in an increasingly
diverse nation and in an increas­
ingly global economy.”

Dr. Liuzzo, who moved to the
region from New York, said ur­
banites and minorities will come
to the region. It’s inevitable, he
said.

"Northeastern Pennsylvania
and everything it has to offer is a
well kept secret,” he said. “Once
the secret gets out, they will
come.”
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Region losing businesses, workers
BY DAVID FALCHEK

T1MES-SHAMROCK NEWSPAPERS ' Recession, shrinking population blamed
The number of businesses in

Lackawanna and Luzerne coun­
ties decreased from 2001 to 2002,
but those declines were still bet­
ter than the state average,
according to a study released last
week.

However, the region lost a
larger percentage of employees
than the state.

Lackawanna County lost 134,
or 2.4 percent, and Luzerne
County lost 86, or its 1.1 percent,
of its businesses, according to the
report “Pennsylvania County In­
dustry Trends from 2001-2002.”
The report was released by the

Pennsylvania State Data Center
in Harrisburg.

Pennsylvania on the whole
saw the number of businesses
shrink 4.1 percent — the first de­
crease in a decade.

Meanwhile, Lackawanna lost
1.7 percent of its employees and
while Luzerne saw a loss of em­
ployment of 2.7 percent. In the
state, the number of employees
declined 1 percent.

Penn State-Worthington As­
sistant Professor of Business Da­
vid Echevarria said the loss rep­
resents small businesses giving 

up the struggle to stay afloat in
the down economy.

“The recession took its toll on
poorly capitalized small busi­
nesses,” he said. "It’s unfortu­
nate, but not all that unusual.”

The loss of businesses in the
Scranton and Wilkes-Barre area
is less than most other regions of
the state. Only six of the 67 coun­
ties saw the number of busi­
nesses increase in that time.

The center said it relied on un­
employment compensation statis­
tics, which includes about 95 per­
cent of the state's non- 

agricultural wage and salary em­
ployment.

Wilkes University Professor of
Business and Economics An­
thony L. Liuzzo attributed em­
ployment declines to decreasing
population and the exit of people
from the workforce.

“The labor force is declining
because many people have just
given up,” Mr. Liuzzo said. “Add
that to population declines and
you will see decreases. It’s cer­
tainly not good news for the re­
gion.”

The largest increase in em­

ployees was in the border coun­
ties Pike and Wayne, 6.1 and 5
percent, respectively.

Wilkes-Barre Chamber of
Commerce & Industry Project
Development Specialist Tom Rus­
key also attributed Luzerne the
drop in employees to cutbacks at
larger employers such as Fair­
child Semiconductor Inc. in
Mountaintop and Techneglas in
Pittston Township. Those em­
ployee cuts may have trickled
down to other, smaller support
operations, resulting in the de­
crease of employers.

“The number reflect a down­
sizing, not a closing of major em­
ployers," Mr. Ruskey said.
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GREENSPAN:
Many blame
Fed chief

FROM PAGE Hl

Mr. Greenspan’s monetary policy
decisions, because they do not ex­
ist in a vacuum.

"So many variables end up
changing, you never get to see
the train run its course,” he said.

But considering what the na­
tion has been through in recent
years, Anthony L. Liuzzo, Ph.D.,
said not much blame needs to be
thrown in anyone’s direction.

“This economy is still very
strong. It’s not like we were all
air,” said Dr. Liuzzo, professor of
business and economics at
Wilkes University. “We’re so
used to a great economy. You
kind of blame the chef when the
chef doesn’t have the right ingre­
dients.”

The VyilkeS-professor met Mr.
Greenspan a few times when
both were earning their doctor­
ates in economics from New
York University in the 1970s, he
said.

Mr. Greenspan took over as
the nation’s chief economist just
two months before the stock mar­
ket crash of 1987. He has weath­
ered wars, recessions, the dot­
com bubble — which he called
“irrational exuberance" — and
the 9/11 attacks. And he is onto
his fourth presidential adminis­
tration.

“I have been a very strong
supporter down the years of the
Greenspanian philosophy," Dr.
Liuzzo said. "I personally still
come out of the same mindset.”

Dr. Liuzzo said the Fed chair­
man’s power has been somewhat
limited recently, because the key
interest rate he helps to set has
been near historic lows.

Instead, he has to rely more on
his testimony before Congress to
keep the economy balanced be­
tween boom and bust.

Dr. Knapp said people often
wonder why Mr. Greenspan
seems to speak in riddles when
facing a congressional commit­
tee.

"He wants people to think ev­
erything’s OK without giving
them specific reasons for why he
thinks that," he said. “He does
not want to upset markets.”

If Dr. Liuzzo has had any gripe
with the Fed chief, it is probably
related to individual rate-cut or
rate-hike decisions and not the
overall direction, he said.

"When Greenspan speaks, I
and most people listen very at­
tentively,” he added. "I haven’t
found much fault.”
Contact tho writer:
Jcooko@tlmos3hamrock.com

mailto:Jcooko@tlmos3hamrock.com
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Prof with murder conviction
loses one job, quits another

PSU to require background
checks for new faculty hires

STATE COLLEGE (AP) — Penn State will require back­
ground checks for new faculty hires after learning that an
assistant professor had been convicted of a triple homicide
nearly 40 years ago, university administrators said.

Paul Eric Krueger, who was convicted in 1966 for the
murder of three fishermen near Corpus Christi, Texas, has
also given notice that he does not plan to return to the uni­
versity. Krueger worked as an assistant professor and direc­
tor of the Institute for Research in Training and Develop­
ment, a graduate program that teaches employee-training
methods.

Penn State spokesman Bill Mahon said the school and
other Big Ten universities had been" discussing whether to
require background checks for months before learning of
Krueger’s criminal history.

Penn State had previously mandated checks only for staff
applicants and is working out ways to implement the change
in policy, Mahon said.

Officials at Penn State learned only a month ago that
Krueger was on parole for the 1965 murder.

On Thursday, National University in La Jolla, Calif.,
which hired Krueger as an associate business professor, an­
nounced that it was rescinding his employment contract.

STATE COLLEGE (AP) —
A university professor convict­
ed of three murders in Texas
nearly 40 years ago quit his
job at Penn State University
one day after a California uni­
versity rescinded the job offer
it had made him.

In a statement Friday after­
noon, Penn State spokesman
Bill Mahon said Paul Eric
Krueger had decided not to re­
turn to the university, where
he was an assistant professor
and director of the Institute for
Research in Training and De­
velopment, a graduate pro­
gram that teaches employee­
training methods.

“The university and Dr.
Krueger both recognize that
his ability to carry out his re­
sponsibilities effectively as a
faculty member in Penn
State’s College of Education
has been compromised in light
of the revelations about his
history,” the statement read.

The announcement comes
one day after National Uni­
versity, a private business-ori­
ented college based in La
Jolla, Calif., announced it had
rescinded its offer to hire
Krueger. Officials at National
learned of Krueger’s past last
week.

Krueger, who has no tele­
phone listing in the State Col­
lege area, did not immediately
respond to an e-mail from The
Associated Press.

Officials at Penn State
learned only a month ago that
Krueger was on parole for the
1965 murder of three fisher­
men near Corpus Christi,
Texas. Krueger pleaded guilty. 

the following year and spent
more than 12 years in prison
before being paroled in 1979.

The university does not
typically ask about criminal
convictions on facility job ap­
plications.

After being paroled,
Krueger earned a master’s de­
gree and two doctorates, a
Ph.D. in sociology from South
Dakota State University and
an Ed.D. in educational policy,
planning and administration
from the University of South­
ern California. He was a busi­
ness professor at Augustana
College in South Dakota be­
fore coming to Penn State in
1999.

Last week, National Uni­
versity spokesman Hoyt
Smith said the university had
signed a contract with
Krueger, who was to begin in
the fall as an associate profes­
sor of business.

But in a statement released
Thursday, Shahram Azorde-
gan, dean of National’s School
of Business and Information
Management, said that keep­
ing Krueger on the faculty
“would be inconsistent with
National University’s institu­
tional values and the best in­
terests of its students, alumni,
faculty and staff.”

“I think all I can tell you is
it has been an unfortunate
story and that everyone here
has a lot of regrets,” Smith
said. “This fellow was an out­
standing scholar and would
have been a great fit in so
many ways, but the circum­

stances what they are, a deci­
sion had to be made.”

Although they had not
heard from Krueger, officials
at Penn State began planning
to replace him after learning
that he had accepted the job at
National.

Anthony L. Liuzzo, an at­
torney and business professor
at Wilkes University, said it
was unclear whether a univer­
sity could dismiss Krueger
solely because of a criminal
conviction — even a triple
murder — that had nothing to 

do with his teaching or re­
search responsibilities.

“If it goes before a jury, it’s
a very interesting case as to
whether or not a jury would
decide that any employer has
a right to look at murder con­
victions from 40 years ago in
determining a person’s ability
to teach college,” Liuzzo said.□ □□

On the Net:
National University:
http://www.nu.edu
Penn State University:
http://www.psu.edu

http://www.nu.edu
http://www.psu.edu
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PSU prof sees job offer rescinded
Calif, university 'regrets' circumstances surrounding triple-murder convict

By DAN LEWERENZ
, Associated Press Writer

STATE~c5l$JlGE — A uni-
versity professor convicted of
three murders in Texas nearly
40 years ago quit his job at Penn
State University one day after a
California university rescinded
the job offer it had made him.

In a statement Friday after­
noon. Penn State spokesman Bill
Mahon said Paul Eric Krueger
had decided not to return to the
university’, where he was an
assistant professor and director
of the Institute for Research in
Training and Development, a
graduate program that teaches
employee-training methods.

‘•The university and Dr.
Krueger both recognize that
his ability to carry out his
responsibilities effectively as a
faculty member in Penn State’s
College of Education has been
compromised in light of the 

revelations about his history,”
the statement read.

The announcement comes
one day after National Universi­
ty, a private business-oriented
college based in La Jolla, Calif.,
announced it had rescinded its
offer to hire Krueger. Officials
at National learned of Krueger’s
past last week.

Krueger, who has no tele­
phone listing in the State Col­
lege area, did not immediately
respond to an e-mail from the
Associated Press.

'A lot of regrets'
Officials at Penn State

learned only a month ago that
Krueger was on parole for the
1965 murder of three fishermen
near Corpus Christi, Texas.
Krueger pleaded guilty the fol­
lowing year and spent more
than 12 years in prison before
being paroled in 1979.

The university does not typi­

cally ask about criminal convic­
tions on faculty job applications.

After being paroled,
Krueger earned a master’s
degree and two doctorates, a
Ph.D. in sociology from South
Dakota State University and an
Ed.D. in educational policy,
planning and administration
from the University of South­
ern California. He was a busi­
ness professor at Augustana
College in South Dakota before
coming to Penn State in 1999.

Last week, National Univer­
sity spokesman Hoyt Smith
said the university had signed
a contract with Krueger, who
was to begin in the fall as an
associate professor of business.

But in a statement released
Thursday, Shahram Azordegan,
dean of National's School of
Business and Information Man­
agement, said that keeping
Krueger on the faculty “would
be inconsistent with National

University’s institutional values
and the best interests of its stu­
dents, alumni, faculty and staff.”

"I think all I can tell you is it
has been an unfortunate story
and that everyone here has a lot
of regrets," Smith said. “This
fellow was an outstanding
scholar and would have been a
great fit in so many ways, but
the circumstances what they
are, a decision had to be made.”

Although they had not heard
from Krueger, officials at Penn
State began planning to replace
him after learning that he had
accepted the job at National.

Anthony L. Liuzzo, an attor­
ney and business professor at
Wilkes University, said it was
unclear whether a university
could dismiss Krueger solely
because of a criminal convic­
tion — even a triple murder —
that had nothing to do with his
teaching or research responsi­
bilities.
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Paroled professor loses one job, quits another
By DAN LEWER'tNZ
.Asscoated Press Wnter

STATE COLLEGE — A uni­
versity professor convicted of
three murders in Texas nearly 40
years ago quit his Job at Penn
State University one day after a
California university rescinded
the job offer it had made him.

In a statement Friday after­
noon. Penn State spokesman
Bill Mahon said Paul Eric
Krueger had decided not to
return to the university, where
he was an assistant professor
and director of the Institute for
Research in/ Training and
Development,/ a graduate pro­
gram that teaches employee­
training methods.

“The university and Dr.
Krueger both recognize that his
ability to cany out his responsi­
bilities effectively as a faculty
member in Penn State’s College
of Education has been compro­
mised in light of the revelations
about his history,” the statement
read.

The announcement comes one
day after National University, a
private business-oriented college
based in La Jolla, Calif.,
announced it had rescinded its
offer to hire Krueger. Officials at
National learned of Krueger’s
past last week.

Krueger, who has no tele­
phone listing in the State College
area, did not immediately respond
to an e-mail from The Associated
Press.

Officials at Penn State learned
only a month ago that Krueger
was on parole for the 1965 mur­
der of three fishermen near
Corpus Christi, Texas. Krueger

i Officials at Penn State
1 learned only a month
i ago that Paul Eric
' Krueger was on parole :
; for the 1965 murder of i
j three fishermen near
' Corpus Christi, Texas. J

1 ......... ......... ...........

pleaded guilty the following year
and spent more than 12 years in
prison before being paroled in
1979.

The university does not typi­
cally ask about criminal convic­
tions on faculty job applications.

After being paroled, Krueger
earned a master’s degree and two
doctorates, a Ph.D. in sociology
from South Dakota State

University and an Ed.D. in educa­
tional policy, planning and
administration from the
University of Southern
California.

He was a business professor at
Augustana College in South
Dakota before coming to Penn
State in 1999.

Last week, National
University spokesman Hoyt
Smith said the university had
signed a contract with
Krueger, who was to begin in
the fall as an associate profes­
sor of business.

But in a statement released
Thursday, Shahram
Azordegan, dean of National’s
School of Business and
Information Management,
said that keeping Krueger on
the faculty “would be incon­
sistent with National
University’s institutional val­
ues and the best interests of its
students, alumni, faculty and

staff.”
“I think all I can tell you is it

has been an unfortunate story and
that everyone here has a lot of
regrets," Smith said. "This fellow
was an outstanding scholar and
would have been a great fit in so
many ways, but the circum­
stances what they are, a decision
had to be made."

Although they had not heard 

from Krueger, officials at Penn
State began planning to replace
him after learning that he had
accepted the job at National.

Anthony L. Liuzzo, an attor­
ney and business professor at
Wilkes University, said it was
unclear whether a university
could dismiss Krueger solely
because of a criminal conviction
— even a triple murder — that
had nothing to do with his teach­
ing or research responsibilities.

“If it goes before a jury, it’s a
very interesting case as to
whether or not a jury would
decide that any employer has a
right to look at murder convic­
tions from 40 years ago in deter­
mining a person’s ability to teach
college," Liuzzo said.
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California school rescinds offer
to PSU prof with murder conviction
By DAN LEWERENZ _ _
Associated Press Writer

STATE COLLEGE, Pa. (AP) -
A California university has
rescinded its job offer to a col­
lege professor convicted of
three murders in Texas nearly
40 years ago, but Penn State
University officials were still
unsure whether he would
remain at the institution where
he has taught for the last four
years.

Officials at Penn State
learned only a month ago that
Paul Eric Krueger was on
parole for the 1965 murder of
three fishermen near Corpus

l Christi, Texas. Krueger pleaded
. guilty the following year and

spent more than 12 years in
prison before being paroled in
1979.

“We’ve got to figure out what
the status of everything is,”
Penn State spokesman Bill
Mahon said Friday “We began

i making the assumption a few
-| days ago, with him taking the
| job at National (University),
i that he wasn’t planning to come
i back this fall. We began plans...
i to cover his courses this fall and 

to look to other faculty to work
as advisers for his students.”

The university does not typi­
cally ask about criminal convic­
tions on faculty job applica­
tions.

Krueger, who has no tele­
phone listing in the State
College area, did not immedi­
ately respond to an e-mail from
The Associated Press.

After being paroled, Krueger
earned a master’s degree and
two doctorates, a Ph.D. in soci­
ology from South Dakota State
University and an Ed.D. in edu­
cational policy, planning and
administration from the
University of Southern
California.

Krueger was a business pro­
fessor at Augustana College in
South Dakota before coming to
Penn State in 1999 as an assis­
tant professor and director of
the Institute for Research in
Training and Development, a
graduate program that teaches
employee-training methods.

Last week, National
University spokesman Hoyt
Smith said the university had
signed a contract with Krueger,
who was to begin in the fall as 

an associate professor of busi­
ness.

But in a statement released
Thursday, Shahram Azordegan,
dean of National University’s
School of Business and
Information Management, said
that keeping Krueger on the
faculty “would be inconsistent
with National University’s
institutional values and the
best interests of its students,
alumni, faculty and staff."

“I think all I can tell you is it
has been an unfortunate story
and that everyone here has a lot
of regrets,” Smith said. “This
fellow was an outstanding
scholar and would have been a
great fit in so many ways, but
the circumstances what they
are, a decision had to be made.”

Mahon said Penn State offi­
cials began discussions with
Krueger on Thursday about
whether he would return to
Penn State.

Anthony L. Liuzzo, an attor­
ney and business professor at
Wilkgs University, said that if
Krueger had'accepted a job else­
where that Penn State might not
be required to keep his faculty •
position open. I
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PSU professor quits one job, loses another
STATE COLLEGE, Pa.

(AP) — A university profes­
sor convicted of three mur­
ders in Tfexas nearly 40
years ago quit his job at
Penn State University one
day after a California uni­
versity rescinded the job
offer it had made him.

In a statement Friday
afternoon, Penn State
spokesman Bill Mahon
said Paul Eric Krueger had
decided not to return to the
university, where he was
an assistant professor and
director of the Institute for
Research in Training and
Development, a graduate
program that teaches
employee-training meth­
ods.

“The university and Dr.
Krueger both recognize
that his ability to carry out
his responsibilities effec­
tively as a .faculty member
in Penn State’s College of
Education has been com­
promised in light of the
revelations about his histo­
ry,” the statement read.

The announcement
comes one day after
National University, a pri­
vate business-oriented col­

lege based in La Jolla,
Calif., announced it had
rescinded its offer to hire
Krueger. Officials at
National learned of
Krueger’s past last week,.

Krueger, who has no
telephone listing in the
State College area, did not
immediately respond to an
e-mail from The Associated
Press.

Officials at Penn State
learned only a month ago
that Krueger was on parole
for the 1965 murder of
three fishermen near Cor­
pus Christi, Texas.
Krueger pleaded guilty the
following year and spent
more than 12 years in
prison before being paroled
in 1979.

The university does not
typically ask about crimi­
nal convictions on faculty
job applications.

After being paroled,
Krueger earned a master’s
degree and two doctorates,
a Ph.D. in sociology from
South Dakota State Uni­
versity and an Ed.D. in
educational policy, plan­
ning and administration
from the University of

Southern California. He
was a business professor at
Augustana College in
South Dakota before com­
ing to Penn State in 1999.

Last week, National
University spokesman
Hoyt Smith said the uni­
versity had signed a con­
tract with Krueger, who
was to begin in the fall as
an associate professor of
business.

But in a statement
released Thursday,
Shahram Azordegan, dean
of National’s School of
Business and Information
Management, said that
keeping Krueger on the
faculty “would be inconsis­
tent with National Univer­
sity’s institutional values
and the best interests of its
students, alumni, faculty
and staff.”

“I think all I can tell you
is it has been an unfortu­
nate story and that every­
one here has a lot of
regrets,” Smith said. “This
fellow was an outstanding
scholar and would have
been a great fit in so many
ways, but the circum­
stances what they are, a 

decision had to be made.”
Although they had not

heard from Krueger, offi­
cials at Penn State began
planning to replace him
after learning that he had
accepted the job at Nation­
al.

Anthony L. Liuzzo, an
attorney and business pro­
fessor at Wilkes Universi­
ty, said it was unclear
whether a university could
dismiss Krueger solely
because of a criminal con­
viction — even a triple
murder — that had noth­
ing to do with his teaching
or research responsibili­
ties.

“If it goes before a jury,
it’s a very interesting case
as to whether or not a jury
would decide that any
employer has a right to
look at murder convictions
from 40 years ago in deter­
mining a person’s ability to
teach college,” Liuzzo said.

On the Net:
National University:

http://www.nu.edu
Penn State University:

http://www.psu.edu

http://www.nu.edu
http://www.psu.edu
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Professor with murder conviction
loses one job, quits another

By Dan Lewerenz
Associated Press Writer

STATE COLLEGE, Pa. (AP)
— A university professor con­
victed of three murders in Texas
nearly 40 years ago quit his job
at Penn State University one day
after a California university
rescinded the job offer it had
made him.

In a statement Friday after­
noon, Penn State spokesman Bill
Mahon said Paul Eric Krueger
•ad decided not to return to the
niversity, where he was an

assistant professor and director
of the Institute for Research in
Training and Development, a
graduate program that teaches
employee-training methods.

“The university and Dr.
Krueger both recognize that his
ability to carry out his responsi­
bilities effectively as a faculty
member in Penn State’s College
of Education has been compro­
mised in light of the revelations
about his history,” the statement
read.

The announcement comes one
day after National University, a
private business-oriented college
based in La Jolla, Calif.,
announced it had rescinded its
offer to hire Krueger. Officials at
National learned of Krueger’s
past last week.

Krueger, who has no tele­
phone listing in the State College
area, did not immediately
respond to an e-mail from The
Associated Press.

Officials at Penn State
learned only a month ago that
Krueger was on parole for the
1965 murder of three fishermen
near Corpus Christi, Texas.
Krueger pleaded guilty the fol­
lowing year and spent more than
12 years in prison before being
paroled in 1979.

The university does not typi­
cally ask about criminal convic­
tions on faculty job applications.

After being paroled, Krueger
earned a master’s degree and
two doctorates, a Ph.D. in sociol­
ogy from South Dakota State
University and an Ed.D. in edu­
cational policy, planning and
administration from the
University of Southern
California. He was a business
professor at Augustana College 

in South Dakota before coming
to Penn State in 1999.

Last week, National
University spokesman Hoyt
Smith said the university had
signed a contract with Krueger,
who was to begin in the fall as an
associate professor of business.

But in a statement released
Thursday, Shahram Azordegan,
dean of National’s School of
Business and Information
Management, said that keeping
Krueger on the faculty “would be
inconsistent with National
University’s institutional values
and the best interests of its stu­
dents, alumni, faculty and staff."

“I think all I can tell you is it
has been an unfortunate story
and that everyone here has a lot
of regrets,” Smith said. “This fel­
low was an outstanding scholar
and would have been a great fit
in so many ways, but the cir­
cumstances what they are, a
decision had to be made.”

Although they had not heard
from Krueger, officials at Penn
State began planning to replace
him after learning that he had
accepted the job at National.

Anthony L. Liuzzo, an attor­
ney and business professor at
Wilkes University, said it was
unclear whether a university
could dismiss Krueger solely
because of a criminal conviction
— even a triple murder — that
had nothing to do with his teach­
ing or research responsibilities.

“If it goes before a jury, it’s a
very interesting case as to
whether or not a jury would
decide that any employer has a
right to look at murder convic­
tions from 40 years ago in deter­
mining a person’s ability to
teach college,” Liuzzo said.
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Paroled prof quits job a
day after losing another

By DAN LEWERENZ
Associated Press Writer

STATE COLLEGE—A universi­
ty professor convicted of three
murders in Texas nearly 40 years
ago quit his job at Penn State
University one day after a Cali­
fornia university rescinded the
job offer it had made him.

In a statement Friday after­
noon, Penn State spokesman Bill
Mahon said Paul Eric Krueger
had decided not to return to the
university, where he was an as­
sistant professor and director of
the Institute for Research in
Training and Development, a
graduate program diat teaches
employee-training  methods.

"The university and Dr.
Krueger both recognize that his
ability to carry out his responsi­
bilities effectively as a faculty
member in Penn State’s College
of Education has been compro­
mised in light of the revelations
about his history," the statement
read.

The announcement comes one
day after National University, a
private business-oriented col­
lege based in La Jolla, Calif., an­
nounced it had rescinded its
offer to hire Krueger. Officials at
National learned of Krueger’s
past last week. Krueger, who has
no telephone listing in the State
College area, did not immediate­
ly respond to an e-mail from The
Associated Press.

Officials at Penn State learned
only a month ago that Krueger
was on parole for the 1965 mur­
der of three fishermen near Cor­
pus Christi, Texas. Krueger
pleaded guilty the following year
and spent more than 12 years in
prison before being paroled in
1979.

PAUL ERIC KRUEGER
... Convicted murderer...

The university does not typi­
cally ask about criminal convic­
tions on faculty job applications.

After being paroled, Krueger
earned a master’s degree and two
doctorates, a Ph.D. in sociology
from South Dakota State Univer­
sity and an Ed.D. in educational
policy, planning and administra­
tion from the University of
Southern California. He was a
business professor at Augustana
College in South Dakota before
coming to Penn State in 1999.

Last week, National University
spokesman Hoyt Smith said the
university had signed a contract
with Krueger, who was to begin
in the fall as an associate profes-
sorofbusiness.

But in a statement released
Thursday, Shahram Azordegan,
dean of National’s School of
Business and Information Man­
agement, said that keeping
Krueger on the faculty "would be 

“This fellow was an
outstanding scholar and
would have been a great
fit in so many ways, but
the circumstances what
they are, a decision had
to be made.”

— Hoyt Smith,
National University

inconsistent with National Uni­
versity’s institutional values and
the best interests of its students,
alumni, faculty and staff.’’

"I think all I can tell you is it has
been an unfortunate story and
that everyone here has a lot of re­
grets," Smith said. "This fellow
was an outstanding scholar and
would have been a great fit in so
many ways, but the circum­
stances what they are, a decision
had to be made.”

Officials at Penn State began
planning to replace him after
learning that he had accepted
the job at National.

Anthony L. Liuzzo, an attorney
and business professor at Wilkes
University, said it was unclear
whether a university could dis­
miss Krueger solely.because of a
criminal conviction — even a
triple murder — that had noth­
ing to do with his teaching or re­
search responsibilities.

"If it goes before a jury, it’s a
very interesting case as to
whether or not a jury would de-1
cide that any employer has a
right to look at murder convic­
tions from 40 years ago in deter-;
mining a person’s ability to teacK
college," Liuzzo said.
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PSU professor with murder conviction loses one job, quits another
By DAN LEWERENZ
Associate! Press Writer

STATE COLLEGE - A university
professor convicted of three murders
in Texas nearly 40 years ago quit his
job at Penn State University one day
after a California university rescinded
the job offer it had made him.

In a statement Friday afternoon,
Penn State spokesman Bill Mahon
said Paul Eric Krueger had decided
not to return to the university, where
he was an assistant professor and di­
rector of the Institute for Research in
Training and Development, a' gradu­
ate program that teaches employee­
training methods.

“The university and Dr. Krueger
both recognize that his ability to carry 

out his responsibilities effectively as a
faculty member in Penn State’s Col­
lege of Education has been compro­
mised in light of the revelations about
his history,” the statement read.

The announcement comes one day af­
ter National University, a private busi­
ness-oriented college based in La Jolla,
Calif., announced it had rescinded its of­
fer to hire Krueger. Officials at National
learned of Krueger’s past last week.

Krueger, who has no telephone list­
ing in the State College area, did not
immediately respond to an e-mail from
The Associated Press.

Officials at Penn State learned only
a month ago that Krueger was on pa­
role for the 1965 murder of three fish­
ermen near Corpus Christi, Ibxas.
Krueger pleaded guilty the following

year and spent more than
12 years in prison before
being paroled in 1979.

The university does not
typically ask about crimi­
nal convictions on faculty
job applications.

After being paroled,
Krueger earned a master’s
degree and two doctorates,
a Ph.D. in sociology from
South Dakota State Uni­
versity and an Ed.D. in ed­
ucational policy, planning
and administration from
the University of Southern

Last week, National
University spokesman
Hoyt Smith said the uni­
versity had signed a con­
tract with Krueger, who
was to begin in the fall as
an associate professor of
business.

But in a statement re­
leased Thursday,
Shahram Azordegan,
dean of National’s School
of Business and Informa­
tion Management, said
that keeping Krueger on
the faculty “would be in-

Califomia. He was a busi- PAUL KRUEGER consistent with National
ness professor at Augus- University’s institutional
tana College in South Dakota before values and the best interests of its stu-
coming to Penn State in 1999. dents, alumni, faculty and staff.’

“I think all L can tell you is it has
been an unfortunate story and that
eveiyone here has a lot of regrets,”
Smith said. “This fellow was an out­
standing scholar and would have been
a great fit in so many ways, but the cir­
cumstances what they are, a decision
had to be made.”

Although they had not heard from
Krueger, officials at Penn State began
planning to replace him after learning
that he had accepted the job at National

Anthony L. Liuzzo, an attorney and
business professor at Wilkes Uniyersi-

_ty, s&id it was unclear whether a uni­
versity could dismiss Krueger solely
because of a criminal conviction —
even a triple murder — that had noth­
ing to do with his teaching or research
responsibilities.
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ACLU questions records
of liquor purchases in Pa,

• STATE COLLEGE, Pa. (AP)
— Do you remember what you
bought the last time you stopped
in your local Wine and Spirits
shop? If you’ve still got that
youthful look, chances are the
state knows — and they might
share that information with law
enforcement.

It’s a little-known practice
that some fear violates the priva­
cy and due process rights of cus­
tomers, who have no choice in
Pennsylvania but to buy wine
and liquor from the state.

Donna Pinkham, ,a spokes­
woman for the Pennsylvania
Liquor Control Board, con­
firmed Wednesday that the
agency keeps data on the liquor
purchases of anyone who is
asked to show a photo ID at any
of the state’s 638 Wine and Spir­
its shops. That data is kept for
seven years, Pinkham said, and
is sometimes turned over to law
enforcement agencies.

That concerns Stefan Presser,
legal director for the ACLU of
Pennsylvania, who said it might
violate both equal protection and
privacy rights.

“First, they make an arbitrary
decision to card me; it’s whatev­
er the gut sense is,” Presser said.
“And notwithstanding the fact
that they got it wrong — that I
am legally entitled to purchase
alcohol — you’re now saying
they’re going to keep a record
on me? What’s the point?
What’s the legitimate govern­
mental purpose? I think there’s a
potential privacy violation
here.”

It’s unclear whether any other
state keeps such detailed
records. The National Alcohol
Beverage Control Association
i presents Pennsylvania and 17
ether states in which the state
directly controls liquor sales; the
rest of the nation is represented
by the National Conference of
State Liquor Administrators.
Officials with both organiza­
tions said they were unfamiliar
with Pennsylvania’s law, but did
not know of any other state that
kept such detailed records.

“I’m sure if that’s what they
do, then they have a good ratio­
nale for it,” said Murphy J.
Painter, commissioner of Alco­

hol and Tobacco Control for
Louisiana and president of the
NCSLA.

Pinkham said there were two
reasons for keeping those
records. First, if a minor was to
use someone elsc’s license to
buy alcohol, the record would
show whether the liquor store
had properly checked ID. Sec­
ond, it would provide a paper
trail if someone was found to
have illegally given alcohol to
minors.

“It has a deterrent effect,”
Pinkham said. “Even if the ID is
accepted, I think the fact that we
have on record that the ID was
used for purchase of a beverage,
certainly you’re aware that if
you get in trouble with that bev­
erage, then you face additional
penalties.”

Pinkham said law enforce­
ment agencies request such
records from PLCB about 20
times per year.

Anthony L. Liuzzo, an attor­
ney and business professor at

Wilkes University, said the state
might have an interest in verify­
ing photo IDs and reducing
underage drinking, but that
might not necessarily justify
keeping such detailed records.

“What right does the state of
Pennsylvania, or any state for
that matter, have to know what
kinds of liquors I’m drinking,
what kinds of wines I’m drink­
ing, and so on?” Liuzzo said.
“From a constitutional point of
view — and I’m not a constitu­
tional law expert — the courts ...
are going to weight the benefits
to the state of having this infor­
mation versus the impact on pri­
vacy.”

But Peter Goldberger, an
Ardmore attorney who serves on
the Pennsylvania ACLU’s board
of directors, said it might not be
that clear. Although most people
might want to keep their liquor
purchases private, he said that
unless such records were specif­
ically protected, the state proba­
bly was acting within the law.
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Wilkes professor
co-authors book
on business law

Dr. Anthony L. Liuzzo, profes­
sor of Business Administration
and Director of the Business Di­
vision and MBA Program at
Wilkes University has recently
co-authored the fifth edition of
Essentials of Business Law, a
broad-based introduction to the
field of business law for college
students and high school stu­
dents enrolled in advanced place­
ment courses. The book is cur­
rently available through
Glencoe/McGraw-Hill.

Key features of the textbook
include new case studies and
chapters on ethics, contracts,
sales, consumer protection, prop­
erty, commercial paper and busi­
ness and technology

“The text includes current and
updated content that promotes
student discussion and ensures
that students are made aware of
the latest developments in the
law,” said Dr. Liuzzo. “Such top­
ics as e-commerce, environmen­
tal and international law are all
given increased emphasis.”

A member of Wilkes Universi­
ty’s faculty since 1990, Dr. Liuzzo
teaches undergraduate courses
in Business Law and Entrepre­
neurship as well as graduate lev­
el courses in Human Resources
Law and Finance.

Liuzzo holds a B.S. from Ford­
ham University, a Juris Doctor­
ate from St. John’s University
and an MBA, M.Phil., and Ph.D.
from New York University He re­
sides in Dallas.
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off sale data
or liquor questioned

i I (SB defends little-known practice as deterrent
BY DMILEWERENZ

’ C'f The Associated Press

SFYTE COLLEGE • Do you re­
member what you bought the
last time you stopped in your
local Wine and Spirits shop?
If you’ve still got that youthfill
look, chances are the state
knows — and they might
chare that information with
law enforcement.

It’s a little-known practice
that some fear violates the
privacy and due process
rights of customers, who have
no choice in Pennsylvania but
to buy wine and liquor from

-the state.
Donna Pinkham, a spokes-

v oninn for the Pehnsylvania
Liquor Control Board, con-
firm- d yesterday that the
.-.'■ency keeps data on the li­
quor purchases of anyone
who is asked to show a photo-
1D ar any of the state’s 638
Wim and Spirits shops. That
data is kept for seven years,
Pinkham said, and is some­
times turned over to law en-
‘orcement agencies.

I hat concerns Stefan
Presser, legal director for the
ACLU of Pennsylvania, who
said it might violate both
equal protection and privacy
rights.

“First, they make an arbi­
trary decision to card me; it’s
whatever the gut sense is,"
Presser said. “And notwith­
standing the fact that they got
it wrong — that I am legally
entitled to purchase alcohol
— you’re now saying they’re
going to keep a record on me?
What's the point? What’s the
legitimate governmental pur-

I think there’s a poten-
' i-1 privacy violation here."

!»’■: unclear whether any
state keeps such de-

I records. The National
/•!■.< ho! Beverage Control As-
'jciation represents Pennsyl-

ma and 17 other states in
< i< i'. the state directly con-
< >1 liquor sales.

I rest of the nation is
)>. i>:. • unted by the National
' inference of State Liquor
i iiiiijistrators. Officials with
1 < ill organizations said they

unfamiliar with Pennsyl-
. mii.a’s lav/, but did not know
of any other state that kept
uch <letailed records.

ON THE WEB
Pennsylvania Liquor Control
Board
www.lcb.state.pa.us
ACLU of Pennsylvania
www.aclupa.org/

“I’m sure if that’s what they
do, then they have a good ra­
tionale for it," said Murphy J.
Painter, commissioner of Al­
cohol and Tobacco Control
for Louisiana and president of
the NCSLA.

Pinkham said there were
two reasons for keeping those
records. First, if a minor was
to use someone else’s license
to buy alcohol, the record
would show whether the li­
quor store had properly
checked ID. Second, it would
provide a paper trail if some­
one was found to have illegal­
ly given alcohol to minors.

“It has a deterrent effect,"
Pinkham said. “Even if the ID
is accepted, I think the fact
that we have on record that
the ID was used for purchase
of a beverage, certainly you’re
aware that if you get in trou­
ble with that beverage, then
you face additional penalties."

Pinkham said law enforce­
ment agencies request such
records from PLCB about 20
times per year.

Anthony L. Liuzzo, an attor­
ney and business professor at
.Wilkes University, said the
state might have an interest in
verifying photo IDs and re­
ducing underage drinking, but
that might not necessarily jus­
tify keeping such detailed re­
cords.

“What right does the state
of Pennsylvania, or any state
for that matter, have to know
what kinds of liquors I'm
drinking, what kinds of wines
I’m drinking, and so on?”
Liuzzo said. “From a constitu­
tional point of view — and I’m
not a constitutional law ex­
pert — the courts ... are
going to weight the benefits to
the state of having this infor­
mation versus the impact on
privacy."

But Peter Goldberger, an
Ardmore attorney who serves
on the Pennsylvania ACLU’s
board of directors, said it
might not be that clear. Most 

people might want to keep
their liquor purchases private,
but he said that unless such
records were specifically pro­
tected, the state probably was
acting within the law.

“Buying liquor is something
a lot of people do, and the
amount of liquor they buy and
the type of liquor they buy is
probably something people
consider to be very personal,"
Goldberger said.

“Hopefully, if it were
brought to their attention, the
state Legislature might change
that, or the agency might
change it, as I believe they
should,” Goldberger said.

Michael Como, 26 of State College, signs a receipt verifying his age after state Wine
Spirits shop clerk Dave Johnson rang him up yesterday In State College.

http://www.lcb.state.pa.us
http://www.aclupa.org/
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An MBA providing personal and professional benefits

In This Comer

ROBERT
M.BURKE

weekends, or, in some cases, in an
online Web-based format.

As well as honing your busi­
ness skills, an MBA sharpens
both “people” and “confidence"
skills. In a typical MBA program,
you will work in various groups
and prepare presentations. There
is simply no better way to gain
people and confidence skills than
by interacting with other profes­
sionals.

Once confidence is gained in
these group settings and presenta­
tions, the subsequent job inter­

view is just not that intimidating.
There also is no better way to

root out prospective jobs and
careers. About 90% of all MBA
students are full-time employees,
many in human resources posi­
tions, for many diverse compa­
nies. Taking MBA courses can, in
effect, be like having your own
“job network” with group mem­
bers who become professional
friends and co-workers.

Speaking of job markets, the
average MBA graduate earns a
significantly higher salary than
do those individuals who lack the
degree. It is a proven fact that the
benefits of an MBA far outweigh
the cost of tuition. Tax advan­
tages, financial aid, scholarships,
and, most frequently, employer-
provided tuition assistance makes
the MBA an attractive opportuni­
ty. When you consider the cost of
an MBA and the attendant
upward-mobility gained from the
degree, it is intriguing that more
people do not continue their edu­

ROBERT M. BURKE, M.BJL is
coordinator of the MBA Program
at Wilkes University. ANTHONY
L UUZZO, J.D., M.BJL, PH.D. is
professor of business and econom­
ics at Wilkes University.

start your own business venture
or even a dotcom success. Yes,
even after all the dotcom pioneer
failures, there are numerous suc­
cess stories, like eBay and Mon-
ster.com.

An MBA is not always about
more money, or a promotion, or
workplace bragging rights. Earn­
ing the degree results in fulfill­
ment of personal goals and
enrichment While you may be
content with your current
employment, most people recog­
nize the need for additional chal­
lenges and opportunities. What­
ever the source of your motiva­
tion for earning an MBA degree
— employment, promotion,
entrepreneurial, or personal ful­
fillment — it awaits you.

cation. While time constraints are
certainly a major factor explain­
ing the lack of a larger MBA stu­
dent population, simply taking
one course per semester is often
manageable.

If you did not major in under­
graduate business or accounting,
you can still earn an MBA and
experience the same benefits.
While some prerequisite courses
may be required in some
instances, the non-business/
accounting undergraduate may
have more success in the job
market due to the combination of
a liberal arts or science degree
with the MBA. In any case, when
it comes to potential employment
or possible promotion, the
resume indicating the earned
MBA is usually placed at the top
of the pile.

Many MBA programs have a
wide variety of concentrations,
including e-business and entre­
preneurship. These concentra­
tions instill the skills needed to 

BY ROBERT M. BURKE
AND ANTHONY L UUZZO

In today’s uncertain economic
times, more than ever before,
experience and education are the
crucial ingredients to success. To
be sure, experience is invaluable,
but it is usually not sufficient to
satisfy demanding human
resources departments. Organiza­
tions, confronting limited
resources, look for advanced
degree candidates to occupy both
new and current position open­
ings. A master of business admin­
istration (MBA) degree represents
just the ticket to success.

All profit-seeking and not-for-
profit entities want and need indi­
viduals trained in advanced busi­
ness management in order to keep 

the organization running efficient­
ly and effectively. You do not have
to be an investment banker, a
CPA, or even a CEO to utilize this
education. The MBA degree is
marketable, a great networking
tool, and contributes to your finan­
cial and personal growth.

How does an MBA increase
your marketability? Simply the
fact that you earned the degree dis­
plays an appreciation for, and a
commitment to, education and
growth. The degree demonstrates
clearly to all that you value knowl­
edge and are interested in profes­
sional and personal betterment.

Earning an MBA does not auto­
matically secure the fact that you
will save the world, but it does
show current and potential
employers that you are trainable,
organized, and motivated. Com­
pleting the MBA degree course- ■
work requires more “perspira­
tion" than “inspiration,” and
demands self motivation, as most
classes are held in the evenings,

4563.XI2I.
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Steve Ingram is returning to school more than 30 years after graduating from high school. After Ingram was laid off from a Jacksonville cook­
ware company, he decided to return to school. He is.a-student.at.Pulaski Technical College in*North Little Rock, where he is working on an
associate’s degree.

2-year-college attendance mounts
ing for a new job, Ingram did
what many other displaced
workers are doing.

He went back to school.
Since January 2001, unem­

ployment checks have been pay­
ing Ingram’s grocery bills, and
— under a provision of the
North American Free Trade
Agreement — the government
is paying for his education.

Now he is a little less than
a year away from earning his as­
sociate’s degree in applied sci­
ence from Pulaski Technical
Cpllege in North Little Rock.

Similar scenarios are playing

Economists and university
officials agree that when reces­
sions hit, college enrollments,
particularly at two-year com­
munity colleges, rise. So far en­
rollment has behaved no dif­
ferently during the current eco­
nomic downturn.

“Our colleges have had en­
rollment rise pretty dramatically
in some cases,” said Norma
Kent, director of communica-
tions at the American Associa­
tion of Community Colleges
in Washington, D.C.

Many people go back to col­
lege after a layoff to train for bet-

Safety nets help displaced workers regain footing in workplace
^^^TEpHEN DEERE branch, and instead of search- out across the country. ter, more secure jobs, said I

ARKANSAS DEMOCRAT-GAZETTE

Steve Ingram has found the
economic downturn is his path
toward a brighter financial fu­
ture.

For 11 years, Ingram worked
for a cookware company in Jack­
sonville, loading trucks and fill­
ing out shipment orders for the

. Wisconsin-based Regal Ware
Inc.

“It was a good job,” the 49-
year-old said. “I figured I’d re­
tire there.”

But in October *2000, Regal
Ware closed its Jacksonville

—,----------------- jobs, said Ed­
ward Franklin, president of the
Arkansas Association of Two-
Year Colleges. Others, fearing
they might lose their jobs, re­
enter college to leam skills valu­
able to their employers.

But with the enrollment
growth comes problems. Tu­
ition is only part of the cost of
an education, and because the
slowing economy cuts into tax
collections, public colleges in
many states including Arkansas
are facing budget cuts.

As a result many colleges are
increasing tuition and consid-Zl-

See COLLEGE, Page 3B



College
• Continued from Page 1B
ering limiting enrollment.

GETTING LAID OFF J.

"A recessionary economy usu­
ally does not impact upon a tra­
ditional undergraduate student’s
decision to attend college,” said
Anthony Liuzzo, professor of eco­
nomics and head of the busi­
ness division at Wilkes Univer­
sity in Wilkes-Barre, Pa.

“However, nontraditional stu­
dents, if unemployed, often use
the time to get back in the class­
room to finish the degree they
may have discontinued years ear­
lier,” he said.

Leslie Callison stopped pur­
suing a bachelor’s degree in the
mid-1980s and later went to work
for American Airlines.

After the Sept. 11 terrorist at­
tacks, Callison’s employer laid her
off, ending her 11-year stint with
the company.

“I was called into my manag­
er’s office... and told to pack my
personal belongings, turn in my
keys, ID badge and travel card,”
the former lab technician said.
“My 11-year career, filled with
good performance reviews, great
benefits and stability had come
to an end.”

Later, Callison learned she was
eligible for funds the government
had set aside to pay for displaced
airline employees’ college edu­
cation. She, too, collects unem­
ployment benefits.

“I thought this was an excel­
lent opportunity to complete my
degree,” Callison said.

The 38-year-old mother of one
is working toward a degree in
Spanish at Tulsa Community Col­
lege in Tulsa, Okla., and plans to
transfer to the University of Ar­
kansas in Fayetteville this sum­
mer. Callison wants to teach high
school Spanish.

Although the U.S. Education
Department has not released en­
rollment figures for 2001, sever­
al states are reporting increased
enrollments at two-year schools.

At the nation’s largest two-year
school, Miami-Dade Communi­
ty College, enrollment jumped 14
percent to 80,352 full- and part-
time students — the largest in­
crease in the school’s history, said

Economists and
university officials
agree that when
recessions hit, college
enrollments,
particularly at two-
year community
colleges, rise. So far
enrollment has
behaved no
differently during the
current economic
downturn.

Betty Semet, the school’s direc­
tor of media relations.

Semet said the economic
downturn appears to be a major
reason for the increase.

The North Carolina Commu­
nity College System saw enroll­
ment rise 15 percent, about triple
the increase in a normal year, said
Stephen C. Scott, the college sys­
tem’s executive vice president and
chief operating officer.

The Arkansas Department of
Higher Education co-opted a
number of technical colleges
around the state in the early 1990s,
creating the state’s system of 22
two-year schools. Since then,
those schools’ enrollment has
risen steadily, producing some of
the country’s fastest growing two-
year schools.

So higher education officials
weren’t surprised when Arkan­
sas’ community college enroll­
ment rose 6 percent, from 40,832
students in fall 2000, to 43,383 last
faff.

But because enrollment typi­
cally drops at the start of the
spring semester, higher educa­
tion officials were somewhat
astonished that this spring’s en­
rollment declined only 1.5 per­
cent from the fall’s — the small­
est decrease during that period
in the past five years. From 1997
to 2001, enrollment dropped an
average of 5.4 percent from fall to
spring.

The higher enrollments have
coincided with the state’s rising

unemployment. December’s un­
employment rate was 5.5 percent,
up 2 percent from December
2000.

RISING TUITION

College officials say the influx
of new students during slow eco­
nomic times is a double-edged
sword.

While pleased with the
growth, they worry about how
their institutions will afford it

Tuition covers only about 20
percent of what an education at
a two-year school costs, said Bar­
bara Anderson, the higher edu­
cation departments associate di­
rector of finance.

The more displaced workers
there are, the less the state re­
ceives in taxes, which strains the
budgets of state agencies.

“It’s a hard time to be grow- .
ing,” Anderson said.

Anderson said Arkansas’ com­
munity colleges raise tuition an
average of about 8 percent each
year.

But this year, some two-year
colleges are considering raising
tuition as much as 14 percent, she
said.

ANEW WORLD

, More than 30 years had passed
since Ingram had been in a class- *■
room when he entered Pulaski
Tech in January 2001.

Although he performed well
in his English composition cours­
es, he struggled with college-lev­
el math. Ingram also had to re­
learn how to study and take notes.

Still, he’s maintained a perfect
grade-point average, he said.

Until last year, Ingram had
never owned a computer. But
he knows computers will con­
tinue playing a major role in the
21st century economy, and so his
applied science degree special­
izes in computer networking.

Ingram would like a job that
involves computers at a four-year
school. That way he could con­
tinue his education and earn a
bachelor’s degree.

In high school, Ingram de­
spised academics, but life and
hard physical labor, he said, has
taught him the importance of
knowledge.

“Now,” he said, “I could make a
career out of learning. It’s just a
whole new fascinating world to me.”
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Our viewpoint
Booze commissars get to know you

Pennsylvania’s booze commissars at the Liquor Control
Board are famous for running a Soviet-style, state-con­
trolled monopoly over aldohol sales. Now it appears

that the LCB has emulated the Soviets even further by
maintaining secret dossiers on many of its customers.

If you’re over 21, don’t be flattered when an LCB clerk
asks you for identification before ringing up your sale. In­
stead, be wary.

The agency, of course, is on the mark in asking for ID
from youthful-looking customers. It’s in everyone’s inter­
est to prevent booze sales to minors. But that should be the
beginning and the end of the LCB’s interest. Once the cus­
tomer proves he is 21 or older, the only legitimate issue for
the LCB is the sale itself. What that customer buys and con­
sumes is none of the state’s business.

But the booze commissars can’t help themselves. Even
after determining a young-looking customer is of legal age,
the agency keeps records on the purchase for seven years.

This, says the LCB politburo in Harrisburg, is to serve
as a deterrent against the use of false identification, or to
discourage legal-aged purchasers from selling or giving the
drinks to minors.

So, in the eyes of the LCB, every young-looking cus­
tomer who buys a bottle of anything at a state liquor store
is not just a customer, but a suspect.

Anthony L. Liuzzo, an attorney and business professor
at Wilkes University, posed exactly the right question on
the state’s dossiers on customers: “What right does the
state of Pennsylvania, or any state for that matter, have to
know what kinds of liquors I’m drinking, what kinds of
wines I’m drinking, and so on?”

The answer is that the state has no such right. The LCB
commissars violate the privacy of LCB customers by keep­
ing long-term records on them, only because state law does
not specifically preclude the LCB from doing so.

Since the monopolists at the LCB can’t be expected to
care about customers’ privacy (what are they going to do,
shop somewhere else?), the Legislature should specifically
legislate that the agency may not keep records on individ­
ual customers’ purchases. And, it should instruct the LCB
to purge its database of personal dossiers, reminding the
commissars that the Cold War is over and that the good
guys—those who believe in individual rights over state
prerogatives—won.
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It must have struck many Americans as laughable--in a bitter kind of way--when Alan Greenspan expressed concern
last month about deflation. That's deflation, as in the opposite of inflation, as in prices going down and our money
stretching further than it once did.

Many must have wondered, What universe does this guy live in? Does Greenspan not pay property taxes? Get his
hair cut? Go to a grocery store? Why, the price of ground beef is up 7.7% this year. Ground beef!

There are some rational explanations. For one, while certain prices have indeed gone down (cameras, cars, clothing),
others that can have a greater impact on your wallet (child care, health care, utility bills) are up dramatically. Then
there's a perception issue: After the salad days of the 1990s, you may be used to a standard of living that you can't
afford anymore-even at what are, in some cases, lower prices. Finally, there's the fact that, well, Greenspan really
does spend his time in an alternate universe. It's called the future. He slogs through reams of economic data to predict
what might happen before anyone else sees it coming. His statements last month made it clear that serious deflation
is not imminent or even likely, just something to look out for.

So even if Greenspan is right to worry, why is he complaining? His concern is that we could enter a deflationary death
spiral a la Japan, where a weak economy hurt demand, which undercut prices, which led to job losses, which hurt
demand and so on.

We're not at that point-yet. But what will we do if it looms near? Back in the 1970s, as the U.S. sank into a serious
economic funk, President Ford donned a WHIP INFLATION NOW button--a laughably feeble gesture. The day
Greenspan starts sporting buttons is the day we ought to stop laughing. --JEANNE LEE

COST OF LIVING

PRICES GOING UP

Beef

Babysitting

Dentist visits

Haircuts

Utility bills

PRICES GOING DOWN
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Movers & Shakers

Dr. Anthony L. Liiizzo, Pro­
fessor of Business Administra­
tion and Director of the Busi­
ness Division and MBA Program

at Wilkes Uni­
versity, has'
recently co­
authored the
fifth edition of
Essentials of
Business Law,
a broad-based
introduction
to the field of
business law
for college
students and
high school

students enrolled in advanced 

Walsh was one of approxi­
mately 500 Marines and Sailors
from the 11th MEU and the USS
Belleau Wood Amphibious
Ready Group that participated
in the largest humanitarian as­
sistance project conducted in
East Timor in the last two years.
The volunteers set up medical
and dental clinics where they
treated the local citizens and
worked on schools and other
buildings.

Walsh is a 1999 graduate of
Kings Kids Christian School of
Wilkes-Barre.

ooo

King’s College Professor of Phi­
losophy Henry Nardone depart­

placement courses. The book is
currently available through
Glencoe/McGraw-Hill.

Key features of the textbook
include new case studies and
chapters on ethics, contracts,
sales, consumer protection,
property, commercial paper and
business and technology.

A member of Wilkes Universi­
ty’s faculty since 1990, Dr. Liuz-
zo teaches undergraduate cours­
es in Business Law and Entre­
preneurship as well as graduate
level courses in Human Re­
sources Law and Finance.

Liuzzo holds a B.S. from Ford­
ham University, a Juris Doctor­
ate from St. John's University
and an MBA, M.Phil., and Ph.D.
from New York University. He
resides in Dallas.

OOO

Marine Corps Cpl. Michael J.
Walsh, m, son of Cathy Shook
of 228 Terrace Ave., Trucksville,
recently made a port visit in
East Timor while on a six-month
deployment to the Western Pa­
cific and Arabian Gulf while as­
signed to the 11th MEU, based
in Camp Pendleton, Calif.

ed for Thailand
in early Janu­
ary to teach at
Webster Uni­
versity’s Ca-am
campus, locat­
ed two hours
southwest of
Bangkok, Thai­
land.

Professor
Nardone will

teach business ethics and criti­
cal thinking to international and
Thai students on the campus for
the institution’s elght-week
spring semester.

This opportunity is made pos­
sible through an agreement be­
tween the King’s College Study
Abroad Program and the Study
Abroad Program of Webster Uni­
versity in St. Louis. With every
10 King’s students who study at
a Webster campus abroad, a
King’s College faculty member is
invited to lecture on one of Web­
ster's foreign campuses.

Professor Nardone is a gradu­
ate of King’s College and the
Catholic University of America;
he lives at Harveys Lake.

Dr. Henry Nardone



I Former anchorwoman sues KOIN
—— 1 niainpd in writing about thp dv- women as flisht attend

Brent Hunsberger of The Oregonian
contributed to this report.
AshbelS. Green: 503-221-8202;
tonygreen@news.oregoniah.com

More recently, Hooters, a res­
taurant chain that features volup­
tuous and scantly clad women as
servers, paid 53.75 million in 1997
to settle a class-action lawsuit filed
by men who said the company was
discriminatory by refusing to hire
them because of their gender.

T.ii Izzo said the burden on Han­
cock is to prove that KOIN discrim­
inated against her because of her
age or gender. At the same time, he
said, TV stations have generally
preferred to avoid trials that could
reveal embarrassing details about
their newsrooms.

“The vast majority of these cases
are settled,” he said.

Shirley Hancock says her
contract wasn’t renewed
because of her age and her
complaints about hostility

By ASHBEL S. GREEN
THE OREGONIAN

Former Portland television news
anchor Shirley Hancock has sued
KOIN (6), claiming management
did not renew her contract in 2001
because of her age and because
she had complained about a hos­
tile work environment

The lawsuit also claims that
management discriminated
against her by refusing to pay her
as much as co-anchors who are
men.

Hancock joins a growing num­
ber of women television anchors
who've filed civil-rights lawsuits
against their former employers.
The suit, filed Aug. 6 in Multnomah

i County Circuit Court, has been
shifted to U.S. District Court in
Portland.

The suit seeks unspecified back
and lost future pay, but does not
specify an amount

Robert Carey, an attorney for
Emmis Communications, the
Indianapolis-based owner of
KOIN, declined to comment A call
to the station last week was not re­
turned.

Hancock also declined to com­
ment

Hancock worked for the station
for 18 years as a reporter and
anchor, according to the suit. She
and Mike Donahue were co­
anchors for about 16 years, the
longest-running team in Portland.

Emmis bought KOIN in October
2000. In March 2001, the company
laid off between 20 and 30 employ­

ees in Portland. '
The suit claims that most of the

employees were older than 40, but
in court papers Emmis and KOIN
officials deny that age was a factor
in the personnel moves.

Emmis continued its staffing
moves in lune
2001, reassigning
Donahue, laying
off i several em­
ployees and de­
clining to renew
the contract of
Hancock, who
was then 43. Jeff
Gianola and Kel­
ley Day replaced
Donahue and
Hancock.

"I think this is
a blessing," Hancock said at the
time. “I just need to find a healthier
place where I can go to work with­
out a knot in my stomach every
day.”

She now works as a public rela­
tions consultant in Portland.

In her suit, Hancock says the
station repeatedly ignored her
complaints that she was paid less
than her male co-anchors, as well
as other anchors in the Portland
television market

She also says the work environ­
ment included derogatory com­
ments by an on-air personality and
some managers about women and
gay people, and bullying of women
interns by a man who was an on-
air personality.

In addition, the suit says, a for­
mer news director shouted obsce­
nities at Donahue and Hancock,
made negative comments about
Hancock’s work to her peers and
urged the staff to "whore up the
news."

In court papers, Emmis ac­
knowledges that Hancock com-
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plained in writing about the dy- women as flight attendants.
namics of the newsroom, includ- ------------
ing some of the examples in the
suit

But KOIN and Emmis officials
deny in the papers’ that they dis­
criminated against Hancock be­
cause of her age or gender or that
management retaliated because
she complained.

Shortly after she left the station,
Hancock said the failure to renew
her contract was the last straw.

"I feel like I’ve endured some re­
ally tough times with some ques­
tionable management practices,”
she said.

Other women anchors older
than 40 have sued their former sta­
tions in recent years alleging age
and gender discrimination.

In 1999, Janet Peckinpaugh won
a $3.8 million court verdict against
WFSB-TV in Hartford, Conn., after
a jury found the station guilty of
gender discrimination. The jury
did not uphold her claim of age
discrimination. Peckinpaugh lost
her job when she was 44.

Last year, 55-year-old Beverly
Williams sued KYW-TV in Philadel­
phia, claiming race, gender and
age discrimination, and Carol Kap­
lan, 41, made the same claims in
her suit against WGRZ-TV in Buffa­
lo, N.Y.

Anthony L. Liuzzo, professor of
business and economics at Wilkes
University in Wilkes-Barre, Pa.,
notes that federal law prohibits
employers from discriminating on
the basis of age or gender, except
under limited circumstances.

Movie-makers, for example, can
consider age, gender and race
when casting a film, said Liuzzo,
who holds has a law degree.

On the other hand, he said,
courts in the 1970s rejected the
policy of many airlines to hire only

HANCOCK
Says men made
more than she

mailto:tonygreen@news.oregoniah.com
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Attitude on deficits
a factor in rates

Mortgage rates ratcheted upward sharply last
week, ending a six-weck streak of decreasing rates.

In Atlanta, the 30-year conventional mortgage
rate rose 22 basis points to 556 percent. The 15-
year rate rose 18 basis points to 4.87 percent. The
one-year adjustable-rate mortgage rose 16 basis
points to 332 percent.

Rates also shot up nationally, according to the
Bankrate.com National Index. The benchmark 30-
year rate rose 22 basis points to 5.92 percent; the
15-year was up 23 basis points to 5.25 percent The
one-year rose 15 basis points to 4.11 percent

A basis point is one-hundredth of 1 percentage
point. The mortgages in the survey had an average
total of 0.43 discount and origination points. One
year ago, the mortgage index was 7.10 percent.

The buildup to war has caused mortgage rates to
drop slowly, and the last week caused rates to rise.
But what about the long term?

More specifically, how will large federal budget
deficits affect mortgage rates? The federal govern­
ment estimates that budget deficits will exceed
S300 billion a year well into the future.

Paul Krugman, a Princeton University economist
and New York Times columnist, wrote that he
recently switched to a fixed-rate mortgage. The
fixed-rate mortgage “means higher monthly pay­
ments,” he wrote, “but I’m terrified about what will
happen to interest rates once financial markets 
wake up to the implications of skyrocketing budget
deficits."

Generally, economists agree that large budget
deficits cause interest rates to rise. But they say it’s
not quite that simple.

Anthony Liuzzo, professor of business and eco­
nomics at Wilkes Uniyereity in Wilkes-Barre,^.,
says deficits raise interest rates if investors view the
deficits negatively. At times like this, with the econ­
omy dragging, investors welcome deficits because
they stimulate the economy — and that’s what the
economy needs now.

But at some point — maybe when the deficits
move from cyclical to structural — investors per­
ceive a problem. Perception matters. When inves­
tors don't like what they see, interest rates rise.

— BankRaie.com

Copyright bankrale.com, N Palm Beach, Fla. 33408 NA—Not available www.bankrato.com/

Metro Atlanta home mortgage rates
Hero aro the mortgage loan rates charged on Thursday by the top 20 financial Institutions ranked by total dollar amount of loans closed in the
Atlanta metropolitan market area according to bankrate.com. Rates aro based on a $150,000 loan amount and a 20 percent down payment tor
slngjo-famlly, owner-occupied homes. Points aro expressed as origination points and discount points. Some lenders do not express an tneir costs in
origination fees. Tho APR is the annual percentage rate that calculated the total cost to borrow including all fees and points. One-year mortgage
rates may bo below market and subject to change In one year. ________ ____ _____ , vcao aniucrani r dstf ■PHONE

Interest Points I
3____ | | i -13'<- -'1
I APR Interest Points Commit APR Internst Points Commit APR Cap (%)

(Pct) Dlsc/Orig (Days) (Pct) (Pct) Dlsc/Orig (Day,i) (Pct) (Pct) Dlsc/Orig (Days
HomeBanc Mortgage 404-351-H0ME 563% 1.161.00 45 585% 488% 0861.00 45 520% 350%. 0361.00 30 481% 26

800-747-1871 5.75% 0.00/1.00 45 587% 5.25% 0.061.00 4$ 5.44% 338% . 0.061.00 _4i. 3.9EL- 2^
Weils Farpo Home Mortgasp 770-590-3735i 538% 2.13/1.00 30 5.69% 4.75% 153/1.00 30 520% 225%, 1861.00 30 4.19% 26
SunTrust Mortgare, Inc 770-551-410CI 5.63% 088'1.00 30 5.83% 488% 0361.00 30 5.13% 325%. 0.061.00 bO 4.08% 2/6
Bank of America Mortgage 678-339-9401 5.75% 0.06'1.00 30 590% 5.00% 0.161.00 30 526% 350%, 021/L00 30 3.79% 26
Sunshine Mortgage 770-437-410CI 5.25% 1.63/1.00 30 5.51% 4.75% 0561.00 30 5.01% 283?/. 0861.00 30 4.05% 26
Sun America Mortgage 404-252-0192! 5.50% 1.0QL00 6b 5.7odf> 4.75% 1.061.60 bO 5.09% kA" O.OQO.OO kA NA ____
Wacno,-j Bank 770-618-1822 5.50% 0.63/1.00 30 5.71% 5.00% 0.13/1.00 30 528% NA O.OQO.OO NA NA
BBiT 800-226-522E1 5.63% 0.63'1.00 30 5.80% 4.75% 1.061.00 30 5.09% 3.00%, 0.161.00 30 325% 2/6
BancMortgage Financial Cod 770-804-7200 5.75% oavi.oo 45 5.87% 5.00% 0.061.00 45 520% NA O.OQO.OO NA NA
North American Mtg Co 770-650-310C1 5.75% 0360.00 30 5.79% 5.13% 0360.00 30 520% 4.25%. 1380.00 30 4.06% 26
Entrust 678-417-836fI 550% 1.13/1.00 30 5.72% 4.75% 0861.00 30 5.07% 288%, 1.161.00 30 4.14% 26
Guaranty Residential Lendng 770-437-2400 538% 1.63/1.00 30 5.64% 4.75% 1.061.00 30 5.09% 288%. 1.161.00 30 4.14% 26
SouthTrust Bank 770-989-5500 5.63% 0.63/1.00 30 580% 488% 025/1.00 30 5.11% 350%, 0.061.00 30 3.98% U6
Pine Stax Mortgage 404-252-5272 538% 1361.00 30 5.63% 4.75% 125/LOO 30 5.15% 3.50%, 1.061.00 30 505% 26
Cooral Bank 770-379-8661 5.63% 0.561.00 30 583% 4.88% 0.061.00 30 5.14% 338%, 0.061.00 30 426% 26
Bark of North Gecrga 77O-751-472CI 563% 0.061-00 30 5.75% 4.75% 083/1.00 30 5.04% 3.63%. 0.061.00 30 4.08% 26
Washington Mutual Bank 888-9268536 550% 0.661.00 3d 5.7d'% 4.75% 0561.00 30 5.06% 325%. 0.161.00 30 3.99% 26
Primary Capital Mortgage 770-226-8181 5.75% 0.061.00 30 5.86% 513% 0.06L00 30 532% NA O.OQO.OO NA NA
Wieland Fmancal Services 770-232-1771 5.25% 2.461.00 30 5.60% 4.63% 2.41/1.00 30 521% 3.00%> 2.16180 30 4.17% 26
ATLANTA AVERAGE 5.56% 03Q0.93 5.75% 487% 0590.93 5.15% 332%, 053.0.92 4.19%

Here is a sampling of other lenders in the Atlanta metro area.
| LtriUEK rHUKc

Interest Points Commit APR 1 nterest Points Commit APR Interest Points Commit APR Cjip (%)
(Pct) Dlsc/Orig (1Dap) (Pct) (Pct) Dlsc/Orig (Days) (Pct) (Pd) Disc'Orig (Days) (Pct) Year/Ufo

All Access Mortgage 678-904-1682 5.75% O.OQO.75 30 5.95% 488% O.OQO.75 30 5.06% 4.00% O.OQO.75 30 4.18% 26
Al’en Finanoal G-ocp, Inc 77O-955-99OO 588% 0.000.00 45 681% 513% O.OQO.OO 45 535% 3.88% O.OQO.OO 45 4.14% 2J6
AmTrust Mortj?go Corp 678-819-8060 575% 1.061.00 45 6.11% 5.00% 1.061.00 45 555% NA 0.000.00 NA NA
America's Home Lender 770-516-5719 5.50% 1.060.00 30 5.63% 4.75% 1.060.00 30 4.96% 388% O.OQO.OO 30 5.68% 26
American Home Mortgage 404-256-1024 538% 0.761.00 30 5.59% 4.75% 0.061.00 30 4.98% 350% 0.061.00 30 4.04% 26
American Mortgage Group Inc 770509-9952 5.50% 056'1.00 30 5.67% 4.75% 0261.00 30 5.00% 3.75% O.OQO.OO 30 525% 26
American RcsxJental Lenting 7704360980 575% 0.060.00 30 5.78% 525% O.OQO.OO 30 528% 3.63% O.OQO.OO 30 5.02% 26
Atlantic South Mortgage 404-255-8885 575% 0.060.00 30 588% 5.00% O.OQO.OO 30 5.13% 388% OOQO.OO 30 489% 26
CiS Mortgage Services 6762906460 575% 0.060.00 30 588% 500% O.OQO.OO 30 5.15% 388% 0.000.00 30 4.00% 26
Capital City Mortgage Inv 7707950955 5.63% 0.561.00 30 581% 488% 0.561.00 30 5.16% 438% 0.061.00 30 452% 26
Century Home Mortgage 770984-2225 5.63% 0.950.00 30 581% 488% 0.95038 30 511% 388% 0.000.75 30 4.01% 26
Chateau Mortgage Corp 676822-3767 535% 2.161.00 30 5.56% 450% 2361.00 30 5.07% 4.00% 0.261.00 30 4.05% 26
Citzens Fidelity Mortgage 770971-9106 525% 1.69/1.00 30 555% 4.75% 0.761.00 30 5.12% 3.75% 0.061.00 30 3.93% 26
C.ty Mortgage Servces 404-949-9451 563% 0.13088 30 579% 5.00% 0.0QO88 30 521% 3.75% 0.06180 30 323% 26
Dwrstad Mortgage Solutions 770-368-8572 5.75% 0.061.00 30 589% 488% 0.061.00 30 511% 3.75% 0.061.00 30 5.71% 26
First Home Mortgage 7709510002 538% 1361.00 30 561% 4.75% 1.061.00 30 508% 325% 1261.00 30 4.06% 26
First-Rate Mortgage, Inc 404-667-3954 550% 0360.75 30 570% 488% 0560.75 30 513% 538% 0250.75 30 558% 26
Gecrga D-scojr.t Inc 800992-7017 588% 0.061.00 30 6.07% 5.13% 0.061.00 30 544% NA 0.000.00 NA NA
Gcorga Lendng& inwsOTcnts 770-777-1080 5.63% 0.75050 30 577% 488% 0.63050 30 509% 383% 0.00050 30 4.00% 26
Gecrga Mortgage inc 678-4610030 5.75% 0.061.00 30 5.86% 5.00% 0.061.00 30 519% 863% 0.061.00 30 329% 26
Hallmark Mortgage 676302-3030 575% 0.06050 30 585% 5.00% 0.161.00 30 526% 3.75% 0.061.00 30 383% 26
Home Source Mortgage 770614-4611 5.8o% 0.130.75 5.74*. 4.te% d.ddd.75 175*. O.MlO.75 3d 329% 20
Homestar Mortgage Services 678-475-3801 53S% 1561.00 30 5.65% 4.75% 1361.00 30 516% 3.00% 0.751.00 30 328% 26
Hunter Mortgage 676237-4000 575% 0.061.00 30 5.95% 5.00% 0.061.00 30 523% 375% 0.061.00 30 425% 26
No/aStar Home Mortgage 7705755780 575% 0.060.88 30 6.00% 5.13% O.OQ088 30 538% 3.25% O.OL088 30 425% 26
Peachtree Mortgage Services 7704810052 575% 0.060.00 30 588% 5.00% 0.130.00 30 524% KA O.OQO.OO NA NA
Banner's Capital, LLC 6769903800 221/1.00 30 558% 4.75% 1261.00 30 5.14% NA 0.000.00 NA NA
Primrose Mortgage Co Inc 676841-1100 563% 0.63038 30 580% 488% 0.5QD88 30 514% 388% LOQ088 30 4.09% 26
Unted Capital Finanoal 770552-7500 575% 0.060.00 30 578% 488% 0.060.00 30 4.93% 4.50% 0.00000 30 4.61% 26
Unted States Mortgage 404-4508600 575% 0.060.00 30 582% 5.05% 0.060.00 30 523% 425% 0.63,0.00 30 4.05% 26

Mortgage rate calculator
Monthly principal, interest payments for 30-year, fixed-rate mortgage. Escrow payments for taxes, insurance not included.

$100,000
5.0%

$536.82
5325%

$55220
5.5%

$567.79
5.75%
$583.57

6.0%
$59955

6.5%
$63207

7.0%
$66530

7.5%
$69921

8.0%
$733.76

$110,000 $590.50 $607.42 $62457 $641.93 $65951 $69527 $731.83 $769.14 $807.14
S120.000 $644.18 $66264 $68135 $700.28 $719.46 $758.48 $79836 $839.06 $88052
$130,000 $697.87 $71786 $738.13 $75864 $779.42 $821.69 $864.89 $908.98 S95359
$140,000 $751.55 $773.08 $794.91 $817.00 $83937 $88450 $931.42 $97890 $1.02727
$150,000 $805.23 $82830 $851.69 $87536 $899.33 $94810 $997.95 $1,048.82 $1,100.65
$160,000 $858.91 $88352 $908.46 $933.71 $95928 $1,01131 $1,064.48 $1,11874 $1,174.02
5170,000 $91259 $938.74 $96534 $99207 $1,01924 $1,074.52 $1,131.01 $1,18866 $1247.40
SiflO,(3«5 J593.55 $1,022.02 $1,050.43 $1,079.19 $1,137.72 $1,197.54 $1,25859 $1320.78
$190,000 $1,019.96 $1,049.18 $1,078.80 $1,10878 $1,139.15 $1,200.93 $1264.07 $132851 $1,394.15
$200,000 $1,073.64 $1,104.40 $1,135.58 S1.167.J4- $1,199.10 $1,264.14 $1330.60 $139843 §1,467.53

Bankrate.com
BankRaie.com
bankrale.com
http://www.bankrato.com/
bankrate.com


Bankruptcy
bonanza

Filings soar as law was to be stiffened

• Through Dec. 21

See BANKRUPTCY, Page 2D

By M. PAUL JACKSON 'f'j, j - I

michaelj@leader.net

In 2001, Congress passed a bill that would
have enacted sweeping changes to the coun­
try’s bankruptcy laws, making it harder for
consumers to file bankruptcy cases.

The result? More bankruptcy filings. A lot
more.

The number of bankruptcy filings for the
Middle District of Pennsylvania increased
nearly 18 percent from 2000 to 2001 as more
residents from Harrisburg to Scranton filed
for debt relief in anticipation of the coming
law, experts say.

And, the middle district is on track for
another record year in 2002.

Area bankruptcy attorneys say most of the
filings are the result of a growing number of
people finding it more difficult to survive
financially — and turning to bankruptcy as a
way to erase their debts.

According to the U.S. Bankruptcy Court,
12,230 people filed either Chapter 7 or
Chapter 13 claims in 2001, the district’s high­
est recorded figure. In 2000, about 10,369 peo­
ple sought bankruptcy relief.

“Topically, people are taking advantage of
their constitutional rights to wipe their debts
clean,” said Chuck Smith, systems adminis­
trator for the U.S. Bankruptcy Court in
Wilkes-Barre. “More people are aware of it"

And, as of Dec. 27, there were about 12,348
bankruptcy filings for the middle district,
according to court records. Complete figures
for last year were not immediately available.

“It looks like (2002) is going to be a record
year,” Smith said.

The Middle District of Pennsylvania
includes 33 counties from the Maryland to the
New York state lines. It includes Luzerne,
Lackawanna, Wyoming, York and Centre
counties.

Most consumers filed Chapter 7, the most
common form of bankruptcy. In a Chapter 7
claim, most of a consumer’s unsecured debt is
wiped out. In a Chapter 13 claim, some debts
are typically paid back during a specified time
period.

Bankruptcy filings for middle Pennsylvania
have steadily increased.

According to the bankruptcy court, filings
have increased every year until 1999, when
the number of filings actually dropped.

There were 10,258 bankruptcy filings in
1999, compared to 10,710 filings in 1998.

The district’s 17.9 percent filing jump from
2000 to 2001 is head and shoulders above pre­
vious year figures. In 1999, only 10,258 people

Area, Middle District figures up
The number of bankruptcy filings in

Northeastern Pennsylvania has steadily increased
each year since 2000, as more people struggle
with credit debt, bankruptcy attorneys say.

And, anticipating changes to the country's
bankruptcy laws, more people have filed for
bankruptcy.

Below are figures from bankruptcy filings from
the federal bankruptcy court In Wilkes-Barre:

Bankruptcy filings for the Wilkes-Barre
area. The area includes Luzerne, Lackawanna,
Clinton, Wayne and Sullivan counties.

2002: 5,410
2001: 5,217
2000: 4,594

Filings for the Middle District of
Pennsylvania. The area includes Wilkes-Barre,
as well as the cities of Harrisburg and York and
Montour, Snyder and Union counties:

•2002:12,348
2001:12,230

"Typically,
people are

taking
advantage

of their
constitutional

rights to
wipe their

debts clean.
More people
are aware

of it.”
Chuck Smith

Systems administrator for the
U.S. Bankruptcy Court in

Wilkes-Barre

KRT ILLUSTRATION
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Continued from Page 1D

filed claims, a difference of 1 percent
from the year 2000.

In April 2001, Congress passed a
law designed to make it more difficult
for consumers to erase their debt.

The lav/ v/ould have required
bankruptcy filera to first undergo
credit counseling, and would have
shifted some Cliapter 7 filers into
Cliapter 13, requiring them to repay
their debts.

The lav/ v/as supposed to be

signed by President Bush in the fall,.
but the Sept. 11 terrorist attacks,
combined with the downturn of the
national economy, postponed the sig­
nage. The change in bankruptcy law
has been dormant ever since.

Some blame rise on economy

Bankruptcy experts say con­
sumers were eager to claim insolven­
cy before the law changes.

But some bankruptcy attorneys
disagree.

According to attorney Robert P.
Shells of Clarks Summit, a faulty
economy and the easy lure of credit

cards have pushed more people into
debt.

“More and more people are in
trouble,” Sheils said. “What we’re
seeing is a lot of people getting cred­
it card debt and they can’t handle it
anymore.”

More people, believing in the
strength of the stock market, relied
on credit to make purchases during
the late 1990s, said Dr. Anthony
Ljuzzo, a Wilkes University econom­
ics professor

As a result, more people were hurt
when the market began to falter, he
said,

“People began hitting their credit
because of the perception the econo­
my was so great,” they said. “All of a
sudden people are in trouble.”

Typically, consumers charge the
debt of one credit card onto the bal­
ances of another, accruing even more
debt, Sheils said.

“It becomes their own Ponzi
scheme, and then, all of a sudden,
the roof caves in,” Sheils said.
“There were a lot of people who did­
n’t share in the go-go days of the
’90s.”

M. Paul Jackson, a staff writer, may be
reached at 829-7134.

mailto:michaelj@leader.net
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KARL MERTON FERRON t SUN STAFF
Mike Zuber, general manager of the Discovery Channel Store at Harborplace, says there are “a lot
of good quality people” wanting to work during the November-December holiday period.

Stores seeking
to stock up on
holiday staff
400,000-500,000 temps
may be hired for season

Lots of good applicants, and jobs

The only worry’ is whether
consumer will be spending

By Lorraine Mirabella
SUNBTAFF

Despite worries over con­
sumer spending during the holi­
days, retailers are hanging out
help-wanted signs or posting
Jobs on the Internet in hopes of
hiring as many or slightly more
seasonal store workers than a
year ago.

Retailers are expected to add
400,000 to 500,000 temporary
Jobs In November and December
— about 1.5 percent to 2.5 per­
cent more than during nonholi­
day months, the National Retail
Federation (NRF) projects.

Last year, about 23.9 million
people worked In retail In No­
vember and December, or 1.63
percent more than In any of the
first 10 months of the year, the
NRF said. That was the smallest
rise In holiday hiring In a decade
In which Increases ranged from
1.93 percent In 1991 to 4. percent
In 1994, the NRF said.

Retailers hired fewer workers
than usual for the 2001 holiday
season after terrorist attacks
prompted forecasters to lower
sales expectations.

This year, even with consumer
confidence at a nlne-year low,
retailers are taking no chances
on losing business to better-
staffed competitors and won’t
likely skimp on the number of
workers, experts say.

“Retailers know It's always
busy, and the last thing they
want to do is disappoint cus­
tomers or not serve them be­
cause they don’t have enough on
staff," said Ellen Tolley, an NRF
spokeswoman. “Most retailers,
from small gift card shops to
huge discount or department
stores, are looking to add on for
the holiday season."

The Discovery’ Channel Store
plans to staff Its 167 stores at

two to three times the normal
levels, said Pamela Rucker, a
spokeswoman. The usual 10 em­
ployees per store would grow to
25 or 30, she said, slightly more
than in previous years. The re­
tailer also plans to Increase the
hours of current sales people.

Mike Zuber, the general man­
ager of the Discovery Channel
Store at Harborplace, said he
typically looks to fill positions
with former summer workers
who are familiar with the retail
chain.

“It hasn’t been very difficult
for us to find people; there are a
lot of good quality people," said
Zuber, who said he has gotten
about as many applications as
usual.

Though the number of sea­
sonal workers cr? [See Jobs, 9d]



Holiday help is wanted by nation’s retailers
[Jobs, from Page Id)

might exceed last year's, it still
won't approach the more robust
numbers of years past Between
1998 and 2000 retailers added an
average of 739,000 workers in
November and December, the
NRFsald

And a survey of state retail as­
sociations shows that while re­
tailers will bring on extra help,
those numbers could be 10 per­
cent to 15 percent lower than
normal because of low expecta­
tions for sales growth.

Of about 25 retail associations
sun-eyed by outplacement con­
sulting firm Challenger, Gray &
Christmas Inc., 63 percent said
holiday hiring by their members
would likely be down from years
past, in some cases by as much
as 25 percent.

The firm noted that retail em­
ployment in October was down
to 23.3 million, from 23.5 million
in October 2001.

Hiring Is expected to be most
brisk at large department and
chain stores, which will probably
Increase staffs by the usual 20
percent to 25 percent, the survey
said.

Discounters, too, are expected
to need more workers.

“Consumers are far more
price-sensitive than In the past,
so whoever has the lowest
prices, those guys will get the
sales," said Anthony Lluzzo, pro­
fessor of business and econom­
ics at Wilkes University In Penn­
sylvania.

Sears, Roebuck and Co., for
one, plans to boost Its numbers
of store workers by 20 percent to

25 percent as it has for the past
few years.

“There is discussion about
whether people are going to
shop, but there's no question
there will be a more Intense level
of activity in the stores [com­
pared with nonhollday months],
and we have to have those peo­
ple for customer service," said
Jan Drummond, a Sears spokes­
woman. "We have to be very
competitive In the market this
year."

J.C. Penney Co. Inc. is trying
to woo applicants by making It
as easy as possible to apply — in
stores, online or through a toll-
free number — by offering spe­
cial Incentives such as bonuses
and by paying more than last
year In most markets. Penney
hires holiday help based on the
need and size of each store, typi­
cally 10 percent to 15 percent
more than the annual crew, but
“overall, hiring levels are going
to remain flat as compared to
last year," said Stephanie
Brown, a spokeswoman.

This year, though, the chain
plans to hire more people to re­
plenish stock and work cash reg­
isters than to staff departments.
The new focus is part of a shift
to a centralized checkout sys­
tem.

“Shopping is all about speed
and convenience during the hol­
idays, getting In and out, espe­
cially during the holidays when
you’re fighting the crowds,”
Brown said.

On the flip side of a weakened
economy, retailers are having a
somewhat easier time finding

.qualified workers. They’re draw­

ing from a pool that Includes the
usual students seeking part-
time work as well as an Increas­
ing number of workers with of­
fice Jobs looking for extra spend­
ing money.

“It’s a different atmosphere,"
said Rucker, of Discovery Chan­
nel. “For folks who may have
had great Jobs last year and
don’t have them this year, a cou­
ple of years ago the thought of
working a second Job for the hol­
iday season may have been the
furthest thing from their minds."

Brown, the Penney spokes­
woman, said the pool of quali­

fied applicants has grown and
Includes more people with busi­
ness and customer service expe­
rience.

One respondent to the Chal­
lenger, Gray & Christmas hiring
survey said holiday-season ap­
plicants used to be mostly teen­
agers.

Now, said Wanda Easley-
Small, the human resources
manager for Macy's West in Al­
buquerque, N.M., the stores are

■ seeing older applicants, includ­
ing retirees and white-collar pro­
fessionals who have lost their
Jobs to downsizing.
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With its attention split between the lackluster economy and
the confrontation with Iraq, the Federal Reserve’s rate­
setting committee has elected to sit tight.

The Federal Open Market Committee maintained the federal
funds rate at 1.25 percent. The panel said the economic
outlook remains unchanged, with the risks balanced between
inflation and anemic growth.
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"In light of the unusually large uncertainties clouding the geopolitical situation in
the short run and their apparent effects on economic decisionmaking, the
Committee does not believe it can usefully characterize the current balance of
risks with respect to the prospects for its long-run goals of price stability and
sustainable economic growth," the Fed announced. "Rather, the Committee decided
to refrain from making that determination until some of those uncertainties abate."

The statement is a sign that the Fed will keep a close eye on the economy and
won't stand by idly if things get worse.

The Fed probably believes consumer confidence will fall even more, and
unemployment will rise, but things will improve within a few months, said Anthony
Liuzzo, professor of business and economics at Wilkes University in Wilkes-Barre,
Pa.

"The strength of the economy is manifest. We're just going through a weak point
right now," he added.

The Fed has found itself in an awkward spot in the last few months. It has
acknowledged that the economy is in what Chairman Alan Greenspan calls a "soft
spot," but blamed the economic lethargy on anxiety about Iraq (in Fedspeak,
"geopolitical risks").

As the pace of layoffs increased and consumer confidence went into freefall this
year, the Fed insisted that its policy is "accommodative" — designed to stimulate
the economy. Specifically, the Fed has tried to persuade businesses to hire
workers and invest in new equipment. But businesses have locked their
checkbooks away, waiting for the confrontation with Iraq to be resolved.
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Speaking a few days before the meeting, National City economist Richard DeKaser
said he expected the rate-setting panel to "spend a lot of time discussing the
international situation — where does it fit vis-a-vis Iraq and Korea? I think they're
preoccupied with uncertainties related to war and where that's headed in the next
inter-meeting period."

The committee's next meeting is scheduled for May 6. That doesn't mean the panel
will wait until then if it decides another rate cut is needed. In 2001, the Fed made
three rate cuts between meetings. One of those cuts came Sept. 17, six days after
the terrorist attacks.

The federal funds rate is what Fed-member banks charge one another for overnight
loans. It also is known as the overnight rate. The Federal Reserve sets a target for
the overnight rate and controls it indirectly by adding and subtracting cash from
the banking system.

The prime rate, which is what banks charge to their biggest customers, is 3
percentage points higher than the overnight rate. Some consumer rates are based
upon the prime rate.

Long-term mortgage rates don't necessarily follow changes in the federal funds
rate. Instead, mortgage rates tend to move in the same direction as yields on
Treasury notes, which in turn move up and down according to investors' economic
outlook.

- Posted: March 18, 2003
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