December 15, 2006 Retail Week 5

;- ale, Glasgow
yeen circulated

live Dominic
t the list was
tould still be
eal estate has
actively man-
led. “There are
ations that are
 configuration
aing. We want
these. We don’t
t to walk away

e footprint for
gle-floor units
1 ft (420 sq m),
8 said that new
n where footfall

) joined the

es Home Depot,
st DIY retailer,
Chinese cities,
re in northern
ingfisher boss
thy advised on

pened its first
inain 1999 and
sin the country,
ed sales of £312

pokesman said:
e and growing,
mented market
expected more
fition. There is
reveryone.”

completed a review of the whole
business and was reassessing the
business’s supply base as a result.

He rebuffed rumours that the
Baugur-owned business was
struggling. He said that the raft

Discounting: MK One’s Crydon store (pictured) s on Sale this week

lew chief reviews bhusiness

of discounting in stores was the
result of overstocks of basic prod-
uct that he inherited.

He said: “The business was
refinanced in July and we have a
new management team in place.

Trading is significantly better
than four months ago, which
is making a difference to top-
line sales and showing in the
bottom line.”

MK One has struggled to get
a foothold in the increasingly
crowded value fashion sector,
where Primark and the super-
markets have been gaining
market share.

Galvin said he was repo-
sitioning the business away
from basic product towards a
fashion-led offer, but that prices
would remain in line with
competitors. The revamped
business is likely to go head-on
against Peacocks.

One source close to the busi-
ness said that, in recent years, MK
One had alienated its customers
by offering them fashion at prices
that were too high at stores in
secondary locations. Galvin said:
“It is tough out there, but we are
winning customers back.”

Baugur bought MK One for
£44 million plus £11 million of
debtin 2004.

Retailers are holding their nerve,
despite discounting temptation

By George MacDonald
Discounting by retailers ahead
of Christmas is less widespread
this year than last, despite savage
trading conditions, but price-cuts
are deeper.

The promotional pattern

Ernst & Young senior man-
ager for retail Jason Gordon said
that footwear and entertain-
ment groups have been forced to
discount heavily. Clothing retail-
ers, which have had to contend
with unseasonal weather, have
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which had a major impact on
some retailers’ profitability.”
Promotional methods have
been more complex than ever,
with retailers favouring tac-
tics such as e-mail vouchers
and store-card discounts over
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