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Flip Flop Shop setting up
locale on State Street
Franchisee sees South Coast as perfect market

COURTESY PHOTO

Flip flops and sandals of all sizes and brands will be sold in a soon-to-open Flip
Flop Shop in Santa Barbara.

By STEVE SINOVIC
N1;-WS-PRESS STAFF WRITER

A Santa Barbaran plans to open a retail
shop in the spring that sells only flip flops
and sandals. Kurt Haller, who recently
acquired a franchise to open a Flip Flop
Shop, believes the South Coast is a place
where the products will resonate well with
residents and tourists alike.

Not even a softening retail environment
is deterring Mr. Haller's plans. "I've been in
the retail business for qu ite a while and feel
confident this kind of (specialty store) will
work in Santa Barbara," asserted Mr.
Haller, who wears several pairs offlip flops
300 days a year. Before his current venture,
Mr. Hallerused to own an apparel company
that targeted the motocross world. After
building Moto XXX into a profitable con­
cern, he sold his share in the business,
which provided the capital to purchase the
Flip Flop Shop franchise. As to the future
location, Mr. Haller hopes to find retail
space near Paseo Nuevo-or at least in the
800-900 blocks ofState Street

While admitting to some concerns about
the economy in general, Mr. Haller said the
fact that the product isn't a luxury item and
is within the reach of most customers'
budgets, makes him feel confident going
forward. "It's not an expensive item," said
Mr. Haller, adding that the company will
stock more than 2,000 sets of flip flops and
sandals at the store. He said the shop will
purvey lower-end brands, such as shower
sandals, but will also carry some "high end"
leather and ergonomically correct casual
footwear.

Despite the consumer spending down­
turn that has many retailers antsy, Darin
Kraetsch, CEO of Atlanta-based Flip Flop

Shops, claimed the company continues to
field strong interest from potential fran­
chisees. The South Coast would be the
second of 4O-plus markets the company is
targeting in the Golden State. The fi rst store
in California is at the SpectlUm Mall in
Irvine, one of seven stores company prin­
cipals own outright

"Think ofus as the Sunglasses Hutofflip
flops," said Mr. Kraetsch, talking about the
range ofcasual footwearonotrer, which sell
for $20 up to $100. The average purchase
is $40.

More than 1,500 people have contacted
FlipFlopShopsaboutfranchisingthisyear,

and a dozen were sold, according to the
company. Each will operate in a 500 to
800-square-foot space with one or two
employees. The stores carry about 20
brands. In addition to Santa Barbara, stores
are now coming on line in Utah, Idaho,
Nevada and Tennessee. The franchise fee
totals $165,000, which includes inventOly.

Mr. Kraetsch agreed that franchisees like
Mr. Haller are a brave bunch. "Ifyou don't
believe the American economy is going to
(eventually) recover, this isn't going to be a
good business decision."
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flop retailer coming to town, a
footwear marketer at Goleta-based
Deckers Outdoors found it an
interesting prospect - especially if it
provides a venue for selling the
brands the company manufactures
under its Teva, Ugg, Simple and
Deckers labels. "I'm sure it would be
something the company would be
open to," said Adam DlUckman,
Deckers brand manager.

In addition, Mr. Haller said he
would also welcome carrying the
company's product line in his new
store.

from casual footwear sellers like The
Walking Company and Nordstrom,
not to mention a gaggle of surf shops

\along State Street Plus, there are
online sales of the classic - and
recently re-Iaunched - Deckers
Outdoors flip flops to contend with.
While others might conclude that the
market is saturated, Mr. Kraetsch.
isn't buying it, and said these
retailers carry a handful of top
brands, at most, but nothing like the
extent of Flip Flop Shops. He said a
town of tourists, surfers and college
students should bode well in the long
term for the franchisee.

When informed about a future flip

later, and franchising began in
January of this year. The executive
team includes a former Nike brand
manager.

"We provide our customers with a
barista-style experience of product
knowledge, where they can indulge
in all the hottest brands and latest
styles at their leisure," he said,
adding that flop flop sales surpassed
sales of athletic shoes for the first
time in 2006. However, he declined
to discuss what the average sales
figures were at the seven stores
during the past fiscal year.

In Santa Barbara, the Flip Flop
Shop will face some competition

Bracing for downturn with non-luxury items
• SHOP
Continuedjrom PU{}e B6

So how many flip flops does a
consumer really need?

"Flip flops have evolved into a
premium lifestyle necessity, and Flip
Flop Shops was created to fill the
void in the retail industry," said Mr.
Kraetsch, a native of Ventura, who
went to school in Arizona. Later, he
helped launch Cold Stone Creamery.

Flip Flop Shops was founded by a
husband-and-wife team in 200'1. Mr.
Kraetsch and other former Cold
Stone execs came on board two years


