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Summary of Findings 

 Skechers USA Inc. (SKX) should be able to sustain its strong recent 

growth throughout 2015 and into 2016, according to all 22 

sources comprising Skechers suppliers, distributors, shoe retailer 

personnel and footwear industry specialists. 

 Sources echoed the positives noted for Skechers in Blueshift 

Research’s May 20, 2015, and Dec. 17, 2014, reports, but some 

added that the company must continue to target a diversified 

customer base in order to continue growing its sales. 

 Sources noted no supply or distribution problems. All four supplier 

sources said China’s rising labor costs could become an issue for 

Skechers, but three said the company’s tight sourcing and 

manufacturing control should mitigate any loss. 

 Most non-Skechers sources still believe the company’s shoes fall 

under the lifestyle category, while Skechers sources said the 

company has broadened its reach in the performance segment. 

Three sources reported more interest in the brand among male 

customers seeking comfort rather than performance shoes. 

 An online survey of 142 U.S. customers who either bought athletic 

shoes in the past year or plan to this year found Skechers has 

become more popular. This primarily was due to respondents—

particularly men—seeking comfortable shoes. Also, the number of 

respondents considering buying Skechers climbed 50% compared 

with our May survey. Three times as many respondents 

characterized Skechers as a performance brand compared with 

our May survey, though the number remains low at 11.2%. 
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Research Question: 

Will Skechers continue its tremendous growth for the rest of 2015 and into 2016? 

Silo Summaries 

1) Skechers Suppliers 
These four sources noted strong and sustainable 

growth for Skechers. Comfort continues to drive the 

company’s sales, but so do design, pricing and 

international expansion. All four said China’s higher 

labor costs could grow into a negative for Skechers, but 

three said Skechers has greater control over its 

sourcing materials and manufacturing operations that 

may buffer it from too much loss. Two stressed the 

importance of targeting a diversified customer base. 

 

2) Skechers Distributors 
These five sources said Skechers’ strong brand growth 

appears sustainable. Style, comfort, pricing and a 

diverse appeal are the foundations of Skechers’ global 

growth. The main European distribution center in 

Belgium is set for a third expansion, and Latin American 

distribution volume has accelerated. 

 

3) Personnel for Non-Skechers Shoe Retailers 
All seven sources noted strong and sustainable growth 

for Skechers, thanks to the brand’s use of memory 

foam and GOga Mat material. One cited a recent 

slowdown but blamed being located near a Skechers 

outlet store. Two sources said men have been buying 

the brand more often. 

 

4) Skechers Store Personnel 
These four sources reported strong recent sales growth, 

driven primarily by Skechers’ shoes with specialty 

insoles. Three described growth as sustainable while 

the remaining source declined to comment. Two noted 

increased interest from children, while another cited 

more demand from men seeking shoes with memory 

foam. 

 

5) Industry Specialists 
These two sources said Skechers continues to grow and 

shows no sign of stopping. The company’s control over 

its operations, particularly manufacturing, has helped 

growth be achieved efficiently. However, one source 

said China’s rising labor costs could become an issue in 

the long term if Skechers does not lessen its reliance 

on its partners in and allied with China. Both 

characterized Skechers as a lifestyle brand with 

aspirations of having a presence in the performance 

market. 

 

mailto:cj@blueshiftideas.com
http://www.skechers.com/
http://blueshiftideas.com/reports/051508SkechersPaceNotSlowing.pdf
http://blueshiftideas.com/reports/121410SkechersStillWalkingTall.pdf
http://www.skechers.com/styles/performance/
http://blueshiftideas.com/reports/051508SkechersPaceNotSlowing.pdf
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Background 

Skechers’ revenue increased 36% to $800 million in the second quarter, easily surpassing analysts’ consensus of $736 

million. The growth was driven by all of Skechers’ products but especially its GOwalk “athleisure” shoe. Skechers also beat its 

estimates through improved efficiencies in capacity and distribution. Skechers’ success spans multiple categories in several 

countries. International wholesale revenue grew more than 60% in the second quarter. Recently Skechers began transitioning 

its business in Latin America from a third-party distributor to a wholly owned subsidiary as part of its efforts to scale up in 

countries like Peru and Colombia. Skechers has effectively marketed its products to each geography by following the “Think 

global, act local” mantra, which gives each region the flexibility to best market to its consumers. 

 

Blueshift Research’s August Trends Tracker survey found Skechers was the third most popular performance/athletic shoe 

brand among respondents, overtaking Adidas AG (ADDYY). Also, twice as many 18- to 29-year-olds as in Blueshift’s July 

Trends Tracker planned to buy Skechers in the next six months. Our May 20 Skechers report found sources unanimously 

agreeing the company would continue its fervent pace throughout 2015. Meanwhile, our Dec 17, 2014, report found similar 

expectations; sources also spoke of the company’s greater push into performance athletic shoes. 

 

Current Research 
Blueshift Research assessed whether Skechers’ recent growth rate was sustainable. We employed our pattern mining 

approach to establish seven independent silos, comprising 22 primary sources (including three repeat sources), an online 

survey of 142 U.S. customers, and six secondary sources focused on footwear sourcing and Skechers’ international growth: 

1) Skechers suppliers (4) 

2) Skechers distributors (5) 

3) Personnel from non-Skechers shoe retailers that carry the brand (7) 

4) Skechers store personnel (4) 

5) Industry specialists (2) 

6) Online customer survey (142) 

7) Secondary sources (6) 

 

 

Next Steps 

Blueshift Research will continue to monitor Skechers’ sales, both in and out of the United States, as well as its ability to 

appeal to a broadening demographic. We also will follow Skechers’ production decisions in light of China’s rising labor costs. 

 

 

Silos 

 

1) Skechers Suppliers 

These four sources noted strong and sustainable growth for Skechers. Comfort continues to drive the company’s sales, but so 

do design, pricing and international expansion. All four said China’s higher labor costs could grow into a negative for 

Skechers, but three said Skechers has greater control over its sourcing materials and manufacturing operations that may 

buffer it from too much loss. Two stressed the importance of targeting a diversified customer base. 

 

 

Key Silo Findings 
Skechers’ Growth and Supply 

- All 4 suppliers noted continued and sustainable strong growth for Skechers. 

- All said China’s labor issues could pressure Skechers; however, 3 said the company should benefit from closely 

managing its manufacturing operations. 

https://www.skechers.com/en-us/style/13510/skechers-gowalk/gry
http://www.bloomberg.com/news/articles/2015-08-20/skechers-lesson-from-toning-shoe-fad-that-flopped?cmpid=yhoo
http://www.bloomberg.com/news/articles/2015-08-20/skechers-lesson-from-toning-shoe-fad-that-flopped?cmpid=yhoo
http://www.businesswire.com/news/home/20150811005043/en/SKECHERS-Launches-Subsidiary-Latin-America#.Vd46HPlViko
http://www.marketing-interactive.com/skechers-regional-approach-marketing-apac/
http://www.marketing-interactive.com/skechers-regional-approach-marketing-apac/
http://blueshiftideas.com/SurveyMonkey/150828August2015TrendsTrackerWithlinks.pdf
http://blueshiftideas.com/SurveyMonkey/150730JulyTrendsTrackerwithlinks.pdf
http://blueshiftideas.com/SurveyMonkey/150730JulyTrendsTrackerwithlinks.pdf
http://blueshiftideas.com/reports/051508SkechersPaceNotSlowing.pdf
http://blueshiftideas.com/reports/121410SkechersStillWalkingTall.pdf
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Skechers’ Prospects 

- 2 said Skechers must take care to target a diversified customer base. 

- 1 said suppliers still are expanding Skechers product lines. 

Product Lines and Technology 

- 3 said sales continued to be driven by comfort, exemplified by Skechers’ shoes with specialty insoles. 

- 1 said Skechers’ low reliance on department store sales is a plus. 

 

 

1) Manager of a shoe technology company in China; repeat source 

Skechers’ growth is sustainable. As long as Skechers’ supply chain is stable, competitors cannot affect its growth trend. 

Skechers’ supply chain in Asia is very strong because of its affiliation with Oasis Footwear Corp. Design and comfort are 

key to Skechers’ growth, but reasonable prices also have contributed to sales. GOwalk is Skechers’ most popular line. 

May 20 report: Skechers’ growth would be sustainable unless the company made missteps in marketing or advertising. 

Design was the main reason behind Skechers’ growth and popularity, but the brand also had been helped by offering 

comfort, fashionable colors, good technology and reasonable prices. Skechers’ orders will be at least 33% higher in 2015 

than in 2014. Skechers’ performance shoes are comfortable and very lightweight, and appeal more to women than men. 

Still, interest among male customers was growing. Skechers’ supply chain remained very efficient, but every shoe 

model’s demand exceeded supply. 

Skechers’ Growth and Supply 

 “The most important factors for Skechers’ growth and popularity in 2015 are the design and comfort. I have to say 

its designs are very good. Its material for shoes is not so good, but the great design makes the brand very popular. 

Its shoes are also very comfortable.” 

 “Besides design and comfort, reasonable prices have led to 2015 growth for 

Skechers.” 

 “I haven’t seen Skechers’ supply chain become less efficient because the 

company has grown in 2015. Skechers’ supply chain in Asia is very strong 

because its primary supplier, Oasis, is one of the largest in the world. Based 

on this, its supply chain is very stable.” 

 “I am not sure any product or line is suffering from a supply shortage or 

surplus. If I recall, I have to say almost every model’s demand exceeds 

supply.” 

Skechers’ Prospects 

 “Skechers’ growth is sustainable throughout 2015, based on its pricing 

strategy. … Suppliers are still expanding the product lines for Skechers.” 

 “For 2016’s new products, even though I can see them in the factory, I can’t 

disclose anything before Skechers announces it publicly.” 

 “It is hard to say which company or product represents Skechers’ greatest 

competition because we don’t pay attention to the market but focus on 

more in manufacturing.” 

 “Competition always exists, but it hasn’t slowed down Skechers’ growth. If 

Skechers’ supply chain is stable, competitors can’t impact its current growth 

trend.” 

 “If the supply chain develops a problem, it will most likely lead to slower 

growth for Skechers. It could even lead to a devastating blow for the brand.” 

Product Lines and Technology 

 “I put it as performance shoe. This has slightly changed. I thought it was a lifestyle shoe brand, but now I’d like to put 

it as performance shoe brand. Anyway, its lifestyle shoes are still very popular. In fact, it is hard to distinguish 

between the two.” 

 “In 2015, I think Skechers gained the most among young customers and runners.” 

 “It is hard to say who Skechers’ core customer is because its shoes cover all ages, from young to old. For the mass 

market, its lifestyle shoes are very popular.” 

I have to say almost every 

model’s demand exceeds 

supply. If Skechers’ supply 

chain is stable, competitors 

can’t impact its current growth 

trend. If the supply chain 

develops a problem, it will most 

likely lead to slower growth for 

Skechers. It could even lead to 

a devastating blow for the 

brand. 

Manager of a shoe technology 

company in China 

http://www.diigen.com/supplier/oasis-footwear-corporationfootwear-china-6008902/
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 “Each Skechers product line has its own customer. As far I know, the GOwalk series is the most popular due to the 

comfortable designs.” 

 “The sneaker technology is very important for Skechers because of how light and how comfortable the shoes are.” 

 “Skechers carries very strict production standards to ensure the standardization of products. Its strong R&D team is 

involved from the early stages of production to ensure products’ comfort, safety and performance.” 

 “Functional insoles will improve the shoe’s comfort function, but I think the company exaggerates the reality.” 

 “Older customers are most interested in shoes with specialty insoles, such as memory foam.” 

 “I don’t know what is driving sales and growth in the specialty insole segment, but I think most other shoe 

companies’ investment in the insole is very low; therefore, Skechers’ is outstanding.” 

 

 

2) VP of manufacturing and sourcing for an apparel and footwear manufacturer in the United States; repeat source 

Skechers will continue to grow as long as it expands its presence in international markets. The company also will need to 

diversify its customer base and cater to younger customers. A large, established company like Skechers would benefit 

from taking over its distribution, especially in an area like Latin America that has a growing footwear market. Chinese 

suppliers have changed in the past few years, and Skechers would be wise to diversify into Brazil, Bangladesh and 

Vietnam. Skechers is not a performance shoe company; instead, it makes very comfortable lifestyle shoes that cater to 

older people. Memory foam is not new or limited only to Skechers. 

May 20 report: Skechers’ growth was sustainable by a smaller margin in the United States, with more growth expected 

internationally. The company has strong advertising and marketing, a good price point, and a solid global distribution. 

Skechers began as an athletic shoe company, but its shoes are on the lower end. Its lifestyle shoes attract the very young 

or older people seeking comfort. Every shoe company uses memory foam. Skechers must tread carefully in the apparel 

industry and must follow supplier compliance. 

 

Skechers’ Growth and Supply 

 “I’m not hearing much about Skechers right now, so I couldn’t say what factors are leading to their growth. But I 

believe they are continuing to grow.” 

 “Skechers gets most of its products from Asia. A lot of companies have diversified out of China. Companies are 

backing themselves up. The companies that do well are diversifying, staying some in China but moving elsewhere. I 

certainly wouldn’t put all my eggs in one basket.” 

 “Asia is much tougher now than it used to be. The Chinese government had mandates to cover social 

responsibilities, and then the prices all went up. We are looking at increases of at least $1 to $2 higher.” 

 “Bangladesh and the Dominican Republic have grown. Vietnam is growing and is capable. Vietnam could do better, 

but a lot of shoes are coming out of that country now. Cambodia is another place. People have been trying to move 

into Africa for about 10 years now, but it really hasn’t taken off the ground.” 

Skechers’ Prospects 

 “Skechers has probably covered the United States. It is good to hear they are growing internationally. That is a good 

move.” 

 “Footwear is a very competitive market. You have to keep on your toes and constantly introduce new styles.” 

 “Skechers has to be careful that they target a diversified customer base.” 

Product Lines and Technology 

 “Skechers is not a performance company. I don’t think they can compete against Nike [Inc./NKE] as a performance 

shoe; they are two different types of shoes, lifestyle and performance.” 

 “A lot of people wear Skechers. They are comfortable. But like I said before, Skechers targets older people, and they 

need to branch out and target more younger people.” 

 “Memory foam is nothing new. It is now a standard in the industry.” 

 

 

3) Bruce Smith Grant, CEO and creative director of Global Footwear Design & Sourcing Consultants LLC 

Skechers is doing well and is at no major risk of faltering sales right now. Its well-made shoes are popular with women 

and children. Skechers purchases its materials, keeping manufacturing markups low. As Chinese supplier prices continue 

http://store.nike.com/us/en_us/pw/mens-shoes/7puZbrk
https://www.linkedin.com/in/brucesmithgrant
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to climb, Skechers will be forced to look elsewhere. If the company should slow down, it would be due to a decline in the 

economy. 

Skechers’ Growth and Supply 

 “I have no complaints about Skechers. Their shoes are fun, young and light. They have a big turnover in styling, and 

their styling is very cool. They must have 150 styles, and that is on the low end. They are the perfection of the leisure 

shoe. Their shoes are impeccable and beautifully made.” 

 “Skechers has its act together. I’ve read about their profitability, sourcing, pipeline. It is all doing well.” 

 “Skechers runs a very smart operation. Usually companies negotiate with the vendor on the prices of leather, suede, 

cotton and the other materials. But Skechers buys all its own materials and supplies the units to the factory. The 

factories are not making any markups with Skechers. This is the philosophy of how to do business.” 

 “Skechers cannot afford to stay in China, but they are so big, it will take years for them to pull out. They are too big to 

be agile and move quickly. They have a lot of pieces to put together to make 

a move.” 

 “The cost of a man to work on an assembly line in China has been around 

$3 an hour, but in 2011 China declared that it was becoming a consumer 

nation rather than a manufacturing nation, dedicated to imports that they 

can afford. They instituted an eight-year plan to increase the minimum wage 

by 12.5% a year. Quite honestly, this has killed me, and I’m thinking of 

pulling out completely. I’m considering Mexico or Bangladesh.” 

 “Current prices in China will hold into 2016. No one ever goes back on a 

price increase in China. The Taiwanese are the majority owners in China, 

and they won’t give anything away … even if the economy is in shambles. 

They will invent every bloody excuse not to lower the price. It used to be the 

high cost of petroleum.” 

 “Taiwan started making shoes, and they turned the industry into the size it is 

today. Eventually they moved the large factories to southern China. In the 

last decade, manufacturing has been looking at alternative countries and 

shifting from southern China to Vietnam, and now most shoes are made in 

Vietnam. But there are no raw materials in Vietnam. They don’t have the 

infrastructure to acquire the raw materials, and the country is dependent on 

their shaky ‘friendship’ with China for materials.” 

Skechers’ Prospects 

 “Skechers is doing quite well, and I don’t foresee that Skechers is at risk for 

any major issues.” 

 “Nike has limited counts in the stores while Skechers is a huge-volume 

product. Nike will not be a discount retailer.” 

 “The department stores are not carrying a large selection of shoes or shoe 

sizes. They are really difficult to work with. Skechers can opt out of 

department stores because they sell online and run their own megastores 

that hold hundreds of their shoes. In our local area, there are four to five 

Skechers megastores.” 

 “Skechers sells a lot of shoes in Mexico, but they are subject to a high import tax and duty and become expensive. 

For years, people in Mexico have been selling Skechers knockoffs.” 

Product Lines and Technology 

 “The whole world is Skechers’ customer. They make something for everyone. … The prices are very good, and they 

have a lot of promotions. People think they are getting a deal when, of course, the stores still make money on the 

discounted shoes.” 

 “The ultralight shoes are the key factor in footwear. My wife likes the Lycra mules, which are ultra-lightweight. … The 

mules are made in China. My son likes the canvas slip-ons. They are hip.” 

 “People love memory foam. It is a great invention.” 

 

 

Skechers buys all its own 

materials and supplies the 

units to the factory. The 

factories are not making any 

markups with Skechers. This is 

the philosophy of how to do 

business. The department 

stores are not carrying a large 

selection of shoes or shoe 

sizes. They are really difficult to 

work with. Skechers can opt 

out of department stores 

because they sell online and 

run their own megastores that 

hold hundreds of their shoes. 

Bruce Smith Grant, CEO and creative 

director of Global Footwear Design & 

Sourcing Consultants LLC 

https://www.linkedin.com/in/brucesmithgrant
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4) Principal consultant for a footwear manufacturer 

The source does not foresee any problems that would slow Skechers down. The biggest issue will be in continuing CEO 

Robert Greenberg’s effective marketing in the future. Skechers looks carefully at its supply chain and distribution. Simple 

materials and large bulk orders allow it to drive pricing down. Skechers is very good at lifestyle shoes and will not 

sacrifice this advantage for performance shoes. The company is just starting to grow overseas. 

Skechers’ Growth and Supply 

 “What’s made them go is their marketing. Robert Greenberg is an off-the-charts brilliant marketer. I don’t know much 

about [Chairman] Michael [Greenberg], but I would assume that his father has taught him well. That being the case, I 

don’t see any reason why Skechers wouldn’t continue to grow. They have barely scratched the surface overseas.” 

 “Skechers is a very, very strong company. I’ve known a lot of people who have worked for them both here and in 

China. They are bright, they know what they are doing, they’ve been at it for a long time. I would have every 

confidence in the world that their supply chain is being looked at very carefully.” 

 “Skechers has a very solid sourcing situation. They buy billions of pairs, and they can drive pricing down as they need 

to. They can control the market.” 

 “I would be very surprised if Skechers hasn’t moved a lot of that production to Vietnam. I wouldn’t be surprised if it 

was as high as one-third. Nike and other athletic companies are in Vietnam big time.” 

 “The simple stuff goes to Vietnam. … Upper materials can be very easily shipped to Vietnam from China or Taiwan or 

any place else that you want it made. China has the advantage of being able to supply locally. But it is not a big deal 

to throw a roll of PVC [polyvinyl chloride] on a ship and send it down to Vietnam.” 

 “Skechers has its own distribution sense. They have their own stores, and 

the one near here does pretty good business.” 

 “I have not been tuned into the European market the last couple of years. 

But that market is heavily controlled by distributors. It’s very, very difficult to 

break into that market without the right distributor. … But Skechers is big. 

They can break through and do it themselves. They just have to make up 

their mind to do it. Asia is a huge market too. China is enormous. The 

product is made right there, so you aren’t shipping it any place.” 

 “They may have shoes that look like performance, but they are not a Nike. 

Skechers is lifestyle, and they are damn good at it. When you are good at 

something, you keep doing it. You don’t screw it up by trying something else, something you aren’t good at.” 

Skechers’ Prospects 

 “I don’t see any big external problem. The main question is, is Michael up to the task of doing what his father’s been 

doing? The main question for the future is internal management and direction.” 

 “Skechers has to be careful that they target a diversified customer base.” 

 “They fell flat on their face a couple years ago with those rocker-bottom shoes, which was supposed to be their big 

move into performance. But I think they’ve learned their lesson.” 

 “There’s politics, and there’s business. I’ve been doing business in China since the mid-‘70s. The atmosphere has 

always been very open [between the United States and Vietnam]. … And now with the politics, it’s not making us any 

money, so why bother with it? There’s a lot of that attitude between the United States and Vietnam. There is some 

bad blood between China and Vietnam and the islands, but I don’t see China going to war over a couple of islands.” 

 “Every country in Asia has gone through the same growth cycle. They start at the bottom of the ladder, with very 

labor-intensive manufacturing, footwear, clothing, which requires lots and lots of hands. That happened in Taiwan, 

Korea and China. The next step is more electronic manufacturing and more high-tech. Thailand, for whatever reason, 

just zipped through the first phase and barely even got into the shoe business before they got out of it. Today their 

economy is based on high-tech.” 

 “Africa is a long way down the road. India has footwear manufacturing, and they also have leather. Primarily at this 

point they make footwear for European customers. India is a tough place for an American to do business because of 

the local mentality of saying yes to any request, telling you what they think you want to hear but not needing to honor 

that request. Their thought policies and practices are much, much different than ours and different from the 

Chinese. It’s a cultural thing. … Bangladesh is a little bit different. It lacks infrastructure, and it’s very, very poor. Low-

quality stuff there is fine, but if you want something more than just a simple foot covering, it will be tough to make.” 

Product Lines and Technology 

Skechers has to be careful that 

they target a diversified 

customer base. 

Principal consultant for a footwear 

manufacturer 
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 “Skechers’ designs are not leading-edge. They appeal to the young customer; it’s cool, neat and fun. That’s a 

commodity that’s not likely to slow down in the United States. It should be very readily exportable.” 

 

 

 

2) Skechers Distributors 
These five sources said Skechers’ strong brand growth appears sustainable. Style, comfort, pricing and a diverse appeal are 

the foundations of Skechers’ global growth. The main European distribution center in Belgium is set for a third expansion, and 

Latin American distribution volume has accelerated. 

 

 

Key Silo Findings 
Skechers’ Growth and Supply 

- All 5 said Skechers’ current strength is sustainable. 1 in Europe mentioned possible slowing sales and discounting 

on the performance side. 

Skechers’ Prospects 

- The main European distribution center in Belgium is set for its third recent expansion. 

- A source at the Latin American distribution center noted recent accelerated growth. 

Product Lines and Technology 

- Style, comfort, pricing and targeting a diversified customer base are Skechers’ strengths. 

 

 

1) Skechers distribution representatives for Belgium and the Netherlands 

Skechers is selling very well in Europe, especially its memory foam and GOwalk shoes. The distribution center and 

warehouses are active, and they do not expect a slowdown for three to four years. Skechers expanded its 12-year-old 

Belgium distribution center in 2014 and will add an updated third building in late 2015. 

Skechers’ Growth and Supply 

 “We are expanding our distribution center [in Belgium] again, for the third 

time.” 

 “We have a very efficient center. Everything is new and works well.” 

Skechers’ Prospects 

 “I do not see any issues that [would cause us] to slow down. We have no 

issues right now. Maybe in three to four years but not for a while.” 

 “We have so many things to do right now, we cannot talk with you for a few 

more weeks. We are very busy right now. We are doing even better than we 

expected to do.” 

Product Lines and Technology 

 “Skechers is very big in Europe. It is a popular shoe.” 

 “Memory foam shoes and GOwalk sell well in Europe.” 

 “I do not know who our customers are, but we have a lot of them.” 

 

 

2) Skechers warehouse distributor in the United States and former sales analyst 

Skechers will continue to grow. The source noted no complications with supplier or distribution problems. Shoes of all 

styles quickly leave distribution. Skechers customers mostly appear to be women and children. A slowdown could be 

caused by poor management or the inability to sustain growth, especially on an international scale. 

Skechers’ Growth and Supply 

 “[Skechers has] affordable and appealing footwear.” 

 “We have state-of-the-art distribution. It runs like a clock. And now they have the same in Europe. I don’t know about 

Panama.” 

We are expanding our 

distribution center [in Belgium] 

again, for the third time. 

Skechers distribution representatives 

for Belgium and the Netherlands 

http://www.scw-mag.com/index.php/sections/manufacturing-retail/412-skechers-usa-inc-1
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 “We don’t seem to have any supply chain problems. We don’t have any slowing down.” 

Skechers’ Prospects 

 “It doesn’t seem like anything will slow this baby down.” 

 “[Skechers could have slower growth if it were to have] poor management and an inability to sustain business and 

growth. In beginning of the 2000s, they were successful in expanding to international markets. But briefly, after a 

few years, they hit a crisis and withdrew from international markets. What happened there could happen again. What 

will they do this time to sustain and maintain their success in international markets?” 

Product Lines and Technology 

 “Skechers is 80% lifestyle and 20% performance. Skechers is diversifying its product portfolio.” 

 “Skechers shoes are for everyone.” 

 “I see all kinds of shoes, all sizes, leave this warehouse daily. … It is hard to tell what sells better than another.” 

 

 

3) Regional marketing manager for a Latin American distributor of footwear and apparel 

Skechers has been in Latin America since 1999, and the company is starting to expand. Customers in the region like 

Skechers’ comfort, colors and price. 

Skechers’ Growth and Supply 

 “Skechers is very popular in Latin America. They are bright, colorful shoes 

and speak to the people here. It is what we enjoy, part of our culture. Also, 

the prices are good.” 

 “We are not involved in the supply chain except to distribute shoes.” 

 “I can’t say if there have been distribution problems.” 

Skechers’ Prospects 

 “Skechers has been here [since 1999]. We know Skechers. But they are 

growing more now.” 

 “Skechers is not slowing down.” 

 “There are a lot of other shoes that sell here. Nothing as colorful as 

Skechers.” 

Product Lines and Technology 

 “Everyone—men, women, children—they all love Skechers, especially the 

colorful shoes.” 

 “I think all the types are popular.” 

 “The shoes are very comfortable. The foam makes them comfortable.” 

 

 

4) CEO of a footwear company in Northern Europe 

Skechers will continue to grow into 2016 despite a flat footwear market. Nike and Adidas dominate the performance 

market. Skechers is seen less frequently in stores that cater to runners. Sometimes store buyers are unable to get the 

right terms from the performance competitors, so they settle for Skechers. The brand’s performance shoes cater to 

budget-minded consumers. 

Skechers’ Growth and Supply 

 “We’ve also seen rapid growth in the Nordic areas. Skechers is sold in sports, independent footwear, their own 

mono-branded stores, and ecommerce.” 

 “I’ve met buyers who buy Skechers because they are unable to get the right terms from their competitors.” 

Skechers’ Prospects 

 “Skechers is a fast follower and will continue to grow into 2016. The company fits well with the athletic trend and a 

consumer more concerned about prices. The footwear market is flat, so budget-conscious consumers will buy 

Skechers.” 

 “Skechers’ main competition is Nike and Adidas. However, Skechers is positioned below [these brands] in image and 

price. Skechers is well made, but Nike and Adidas heavily promote events and have their name out there.” 

Skechers is very popular in 

Latin America. They are bright, 

colorful shoes and speak to the 

people here. It is what we 

enjoy, part of our culture. Also, 

the prices are good. 

Regional marketing manager for a 

Latin American distributor of footwear 

and apparel 
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Product Lines and Technology 

 “Skechers has mainly athletic styles and mostly for casual wear or trendy. I am a runner myself, and I see only very 

limited Skechers in that [performance shoe] category.” 

 

 

5) Executive for a European performance footwear manufacturer 

Skechers will do well as long as retailers continue to make money selling its shoes, which are comfortable, lightweight 

and priced right. It is not taken seriously as a performance brand. The company’s performance shoes are discounted so 

much that it may lose money on them, especially to top performance competitors. 

Skechers’ Growth and Supply 

 “Skechers has a very good price. Their shoes are comfortable and very 

light.” 

 “Skechers distribution is doing quite well within the brown shoe shops, but it 

is struggling within the performance sport shops.” 

Skechers’ Prospects 

 “Skechers will continue to do well as long as retailers can make good money 

with their shoes.” 

 “Skechers may slow down due to competition and a low return on their 

investment. This may be caused by a low achieved margin due to low sell 

out and the need to discount their shoes, especially the performance 

styles.” 

Product Lines and Technology 

 “Skechers is pure lifestyle brand and is not taken seriously to be or to 

become a performance brand. Despite offering some performance styles, 

this perception has not changed significantly.” 

 “I do not know which styles are the most popular.” 

 “Customers are mainly older customers looking for a comfortable, light, and still good looking shoe.” 

 “Memory foam is quite popular because it gives the sensation of softness and is a product that adapts to your 

unique body.” 

 

 

 

3) Personnel for Non-Skechers Shoe Retailers That Sell the Brand 
All seven sources noted strong and sustainable growth for Skechers, thanks to the brand’s use of memory foam and GOga 

Mat material. One cited a recent slowdown but blamed being located near a Skechers outlet store. Two sources said men 

have been buying the brand more often. 

 

 

Key Silo Findings 
Skechers’ Growth and Supply 

- All 7 noted Skechers growth as sustainable. One reported slowing sales but blamed proximity to a Skechers outlet. 

- Comfort, particularly with specialty insoles, has been driving recent growth. 

Skechers’ Prospects 

- 1 noted a rumor that shoes with gel-injected insoles may be coming from Skechers in 2016. 

Product Lines and Technology 

- 2 noted increased popularity of the Skechers brand among men. 

 

 

1) Famous Footwear sales associate, southern California 

Skechers is pure lifestyle brand 

and is not taken seriously to be 

or to become a performance 

brand. Despite offering some 

performance styles, this 

perception has not changed 

significantly. 

Executive for a European performance 

footwear manufacturer 
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Skechers sales are expected to remain strong for this store, which also sells Nike, Asics Corp. (TYO:7936) and other top-

brand comfort and performance shoes for men and women. Sales for men’s Skechers in particular have spiked in the 

last year. The most popular style for women is the GOwalk 2, not the 3. 

Skechers’ Growth and Supply 

 “We sell a lot more Skechers for men than we ever have. It’s the memory foam. And if they like the styles that don’t 

have it, they buy the inserts. We actually had to start buying and carrying a lot more sizes of the memory foam 

[inserts].” 

 “Women like the GOwalk 2s better than the 3s because the newer version has an added layer of padding on the 

outside of the bottom of the shoe, and some don’t like the way it feels.” 

 “The GOruns do well for women, more than for men. But the memory foam 

material is thicker in the GOwalks, so that’s the best-seller.” 

Skechers’ Prospects 

 “They seem to be growing, and I imagine they will keep growing.” 

 “I think Skechers is getting more popular every month or so, especially with 

men.” 

Product Lines and Technology 

 “We do run out of certain colors. A lot of the girls don’t like the added white 

layers on the soles of the shoes for the newer styles and we have to order 

the ones they want.” 

 “I think the technology is strong. People love the memory foam. That’s what 

the biggest draw is.” 

 “We don’t sell as many of the Skechers boots as other stores do, but we have some.” 

 

Observations: This relatively quiet store carried a large selection of Skechers for women, dominated by the GOwalks. 

Skechers had the largest amount of shelf space for performance shoes. Certain GOwalk 2 styles were 20% off, but no 

other promotions were noted during our Wednesday afternoon visit. 

 

 

2) Famous Footwear assistant manager in Northeast 

Skechers is a major seller for this Famous Footwear, which has a large front display of nearly every line of Skechers. The 

assistant manager is confident that Skechers will continue to grow and dominate the comfortable lifestyle shoe niche. 

The brand’s core market segment remains women ages 40 to 70 though some younger people interested in comfort also 

choose Skechers. The GOga Mat line has been very popular. Supply has not been an issue. The store expects to 

introduce some Skechers boots for the fall and winter. 

Skechers’ Growth and Supply 

 “Skechers is huge, and it keeps growing. People love Skechers.” 

 “Comfort has been the most important factor in Skechers’ growth, particularly the memory foam.” 

 “People who want the memory foam and don’t want to spend as much money will choose Skechers, which runs $50 

to $70 per pair, over Nike at $90 a pair.” 

 “Older women—ages 40 to 70—are the most important market segment for Skechers. There are a lot of moms who 

have to walk around a lot.” 

 “A few young people will buy these, but they usually prefer different brands like [Nike’s] Converse.” 

 “We don’t have any problem getting enough supply.” 

Skechers’ Prospects 

 “Skechers is going to continue to grow. They keep changing things up, and they’ve been going strong for so long.” 

 “No one else really competes in this space when it comes to comfort in a lifestyle shoe. It’s all Skechers.” 

 “If anything were to threaten Skechers’ growth, I think it would be competition, someone coming in with comfortable 

shoes.” 

 “We’re getting boots in for the fall, but I don’t know what else they plan.” 

Product Lines and Technology 

We sell a lot more Skechers for 

men than we ever have. It’s the 

memory foam. 

Famous Footwear sales associate, 

southern California 

http://www.asicsamerica.com/
https://www.skechers.com/en-us/all-styles?gender=W&category=shoes/boots
http://www.converse.com/
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 “Usually people just come in and are looking for comfort, and I direct them 

to Skechers. But more people know about Skechers now, especially the 

memory foam.” 

 “Skechers is a lifestyle brand.” 

 “Memory foam and the GOga Mat technology make the shoes comfortable, 

and that’s what people want.” 

 “Older women are the ones most interested in memory foam, as well as 

people who have foot pain or have to walk all day, like moms or waitresses. 

There’s no shoe that offers as much comfort. There is a wide variety of 

support systems to choose from.” 

 “The different styles give people more options. People who need to be on 

their feet all day, like me, but still want to look cute will buy it.” 

 

Observations: The front of this midsized store’s women’s section was dominated 

by a very large display of every line of Skechers, while the back of the store 

offered a large variety of Relaxed Fit shoes. The assistant manager was wearing a pair of Skechers Relaxed Fit shoes, 

and was very enthusiastic about the brand’s comfort and technology. A few customers were in the store during our 

Monday visit around 2 p.m. 

 

 

3) Finish Line sales associate, Southern city 

Skechers is continuing to grow, and its core customer is older and looking for a comfortable shoe. Technology is 

important in designing shoes, and memory foam is driving sales. Skechers lacks a true competitor. 

Skechers’ Growth and Supply 

 “I’d say sales are continuing in our store.” 

 “Memory foam has contributed to Skechers growth in 2015 because of the comfort.” 

 “Supply or distribution hasn’t changed.” 

 “We have enough inventory.” 

Skechers’ Prospects 

 “Skechers’ growth is sustainable. They have come out with a firmer shoe.” 

 “I have no idea what’s coming up for 2016.” 

 “[Adidas’] Reebok is Skechers’ greatest competition. Reebok has come out with their own version of memory foam in 

their shoes.” 

 “I don’t think the competition will slow down Skechers. They invented memory foam so I think they will always have 

the cutting edge.” 

 “I don’t think there is really anything that can slow down their growth.” 

Product Lines and Technology 

 “I think they are a performance shoe. People who have to stand on their feet all day come in looking for the shoe.” 

 “Core customers are those who want comfort.” 

 “The segment they have gained the most from are older customers and walkers.” 

 “I have people coming in every day asking for Skechers.” 

 “The GOwalk line is very popular and the slip-on shoes.” 

 “Sneaker technology matters a great deal.” 

 

Observations: Finish Line was part of Macy’s and sandwiched between the men’s and women’s departments. Two 

customers were in the area during our early afternoon visit on a Friday, but neither looked at Skechers. 

 

 

4) Finish Line sales associate in a Southern suburb 

Usually people just come in and 

are looking for comfort, and I 

direct them to Skechers. But 

more people know about 

Skechers now, especially the 

memory foam. 

Famous Footwear assistant manager in 

Northeast 

http://www.reebok.com/us/
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Skechers’ sales are expected to grow; the brand’s core customers are people seeking comfort and those with feet or 

knee issues. The source does not think Reebok’s entrance into the memory foam market will affect Skechers. Instead, 

only company strategy could slow the brand down. She has heard a newer GOwalk shoe will be on the market next year. 

Skechers’ Growth and Supply 

 “Our sales growth is continuing. In fact, Skechers is getting more popular.” 

 “Comfort, price and the slip-on shoes are contributing to growth for 2015.” 

 “Another factor contributing to growth is the company is doing more marketing.” 

 “We have people come in asking for Skechers quite often. This has increased about 20% over last year. I know the 

company has really stepped up marketing efforts.” 

 “Our inventory levels have remained consistent.” 

Skechers’ Prospects 

 “Skechers practically sells itself, so I’d say their growth is definitely 

sustainable.” 

 “I don’t look for their growth to slow down. Skechers has a loyal customer 

base. They have something that sets them apart with comfort level and 

styles.” 

 “If anything could lead to slower growth for Skechers, it would be company 

strategy/execution. We have customers complain because Skechers doesn’t 

offer a wide-width shoe or sizes larger than 10.” 

 “Reebok is Skechers’ competition, but I don’t know if they are really a 

threat.” 

 “Competitors are reacting to Skechers’ success by entering the memory foam 

segment. Reebok has a lighter-weight memory foam, and they also have and 

orthotic insole you can put on top of the memory foam.” 

Product Lines and Technology 

 “I think Skechers is a lifestyle and a performance shoe. Customers are 

choosing comfort over style.” 

 “Their core customers are people with foot ailments or health issues like bad 

knees. They need the comfort.” 

 “Also, Skechers is the only brand that makes all black shoes. These sell well 

for people who are on their feet all day and can’t wear a traditional sneaker.” 

 “I’d say the segment Skechers has gained the most from is women across the board.” 

 “Technology matters the most.” 

 “The product lines that are the most popular are the GOwalk, Flex Appeal and Good Life.” 

 “We’ve heard that Skechers is coming out with newer GOwalk shoes, but don’t know how they will be different yet.” 

 

Observations: This Finish Line was part of Macy’s and was positioned before the main shoe section. We noted shelves of 

Skechers as well as Skechers on table tops. No customers were in the Skechers section during our early afternoon visit 

on a Wednesday. 

 

 

5) DSW manager in the Midwest 

Skechers are among this store’s best-selling shoes. The source said the brand’s growth is sustainable. 

Skechers’ Growth and Supply 

 “I don’t have an actual sales report, but [Skechers is] one of our best-selling shoe [brands].” 

 “They are comfortable, and they have good colors.” 

 “It’s a comfort shoe more than anything else.” 

 “We have so many brands that it is hard to say if Skechers is taking from any of them.” 

 “We are getting in more Skechers all the time. We have them all over the store. There is a little bit of everything.” 

 “Sometimes we run low depending on the season.” 

Our sales growth is continuing. 

In fact, Skechers is getting 

more popular. We have people 

come in asking for Skechers 

quite often. This has increased 

about 20% over last year. I 

know the company has really 

stepped up marketing efforts. 

Finish Line sales associate in a 

Southern suburb 

https://www.skechers.com/en-us/style/11883/flex-appeal-next-generation/gycl
https://www.skechers.com/en-us/search?t=good+life
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 “We don’t have shortage of any Skechers. We get a surplus sometimes and 

put them on clearance.” 

Skechers’ Prospects 

 “I don’t see them losing market share to anyone, so the growth should be 

sustainable. There is a new Converse coming out with memory foam. But the 

Converse and Skechers customers are not really the same.” 

 “The biggest competitor, I am not sure of. Nike is not comparable as far as a 

direct competitor.” 

 “I think Skechers reacts to the competition more than the other way around. 

They will come out with a shoe to compete with one in the marketplace.” 

Product Lines and Technology 

 “Middle-aged women are the core customer. Not many really young women 

or teenage girls buy them.” 

 “People come in most often for the GOwalk.” 

 “Memory foam is the most valuable thing Skechers has.” 

 “The foam is especially popular with people middle-age and older.” 

 

Observations: This very large store had Skechers but also many competing brands. Nothing stood out in terms of signage 

or promotions for the brand during our visit on a Wednesday afternoon. 

 

 

6) Famous Footwear manager, Northeast 

Skechers continues to grow steadily, thanks to frequent updates to its shoe technology. Still, the source said a shift in 

customer tastes could lead to a slowdown. Skechers’ biggest growth has been among older women, but more men have 

asked about the brand. Skechers is perceived as a lifestyle shoe. Nike is its biggest competitor in technology. A “gel-

injected” memory foam may be on the horizon for Skechers. 

Skechers’ Growth and Supply 

 “Skechers has really grown in the past five years and keeps growing.” 

 “The changes in technology—memory foam, then the GOga Mat—have driven the growth. They keep changing it up, 

which keeps people interested.” 

 “Corporate does all the ordering, but I don’t think we’ve ever had problems with supply.” 

Skechers’ Prospects 

 “Skechers will continue to grow at the same rate. Whatever they did to come back after being dead for years is still 

working.” 

 “We haven’t gotten Shape-ups in this stores yet, but I think we are planning 

to. I’ve heard there’s another new technology they’re developing—gel-

injected memory foam or something like that.” 

 “Nike is probably the biggest competitor to Skechers, but Nike is more of a 

performance brand than Skechers. And Skechers has a wider variety of 

casual styles.” 

 “If customers changed their style preferences, Skechers would probably 

lose.” 

Product Lines and Technology 

 “Skechers is definitely still a lifestyle brand.” 

 “Older women are the most important market segment for Skechers. They’re looking for the comfort.” 

 “Surprisingly, men have started asking for Skechers, particularly the Shape-ups.” 

 “Younger kids don’t really go for Skechers. They are interested in [VF Corp.’s/VFC] Vans or Nike.” 

 “People don’t really ask for any kind of Skechers in particular.” 

 “The technology is important to people. Memory foam was big for a while, and now the GOga Mat.” 

 “Nike is the other brand that has been using memory foam, but their shoes have a different style and appeal to a 

more performance-oriented market.” 

 

I don’t see them losing market 

share to anyone, so the growth 

should be sustainable. There is 

a new Converse coming out 

with memory foam. But the 

Converse and Skechers 

customers are not really the 

same. 

DSW manager in the Midwest 

Surprisingly, men have started 

asking for Skechers, 

particularly the Shape-ups. 

Famous Footwear manager, Northeast 

https://www.skechers.com/en-us/womens-shoes/all?brand=skechers-shape-ups
http://www.vans.com/
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Observations: This small store had a limited Skechers display in the front and several Skechers products distributed 

throughout. A few customers were in and out of the store at 5 p.m. on a weekday. Skechers did not appear to be a 

dominant brand. 

 

 

7) Famous Footwear sales associate in the Midwest 

Skechers’ sales continue to grow at other Famous Footwear stores but are down at this location, possibly because it is 

only a few blocks from a Skechers outlet store. 

Skechers’ Growth and Supply 

 “Sales of Skechers at our location are not growing; we are down. All of the Famous Footwear stores have seen 

improving sales [of Skechers], according to our operations director for this area. It’s one of our highest selling items. 

Our lower sales may have something to do with us being so close to the Skechers outlet. We carry the same styles, 

but they may have more colors in the same shoe.” 

 “There is not a shortage of any particular line.” 

 “We get shipments weekly.” 

Skechers’ Prospects 

 “The growth is sustainable. It’s a light shoe and comfortable.” 

 “When we added Skechers, we didn’t move any other shoe out. We just had to make room.” 

 “I don’t know of anything that would slow the growth.” 

 “The Shape-ups shoe with the thick sole has come back now that a lawsuit has been settled. It’s a great shoe if you 

have to be on your feet all day. We are promoting it starting tomorrow with a 20%-off sale.” 

 “We are going to run a coupon on our app for 20% off all Skechers.” 

Product Lines and Technology 

 “Skechers is probably are more of a lifestyle shoe than a performance brand.” 

 “Core customers are probably middle-aged women. They really like the memory foam.” 

 “Skechers is gaining market share among middle-aged people but not the younger generation. The kids want Nike.” 

 “People come in a lot looking for the GOwalk, and the kids like the lighted ones.” 

 “Memory foam has the comfort people want.” 

 

Observations: Skechers were spread throughout the store on this Wednesday afternoon. Small signs promoted the brand, 

and a display of Shape-ups was by the front entrance. 

 

 

 

4) Skechers Store Personnel 
These four sources reported strong recent sales growth, driven primarily by Skechers’ shoes with specialty insoles. Three 

described growth as sustainable while the remaining source declined to comment. Two noted increased interest from 

children, while another cited more demand from men seeking shoes with memory foam. 

 

 

Key Silo Findings 
Skechers’ Growth and Supply 

- All 4 said Skechers’ strong growth has continued; 3 of 4 described the brand’s growth as sustainable, while the other 

declined to answer. 

- Comfort, particularly with specialty insoles, has been behind the recent growth. 

Skechers’ Prospects 

- 2 noted the new GO products for next year, while 1 expects strong boot sales this fall. 

Product Lines and Technology 

- 2 noted increased popularity of Skechers shoes among kids. 

- 1 reported greater interest from men seeking shoes with memory foam. 
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1) Skechers store sales associate, Southern California 

Sales are up about 20% from a year ago, thanks to demand for the GOwalk 3 for women and the Relaxed Fit Glides for 

men. The new GO Flex Walk sold out shortly after being launched but is not as popular as the GOwalk 3. This source, who 

transferred from another store in July, said sales were so strong that all part-time staff were put on full-time schedules 

through the end of September. The GOga Mat shoes are selling well but are not as solid as the GOwalks with memory 

foam, including among customers in their 20s. 

Skechers’ Growth and Supply 

 “Sales are off the hook. I came to this store in July, and I was put on full-time hours right away to help deal with the 

demand. In fact, everyone who works in the store was given full-time hours through the end of September.” 

 “Memory foam is a key factor in sales.” 

Skechers’ Prospects 

 “It is obvious to me that more people in their 20s and 30s and even younger like the brand.” 

 “Skechers is on track to really keep growing. I know a lot of people my age [27] are wearing Skechers now. They tell 

me they really like the brand and I say, ‘I know, I’ve been telling you.’ I think that’s because [Skechers is] really trying 

to be innovative with colors and styles. They aren’t just trying to offer a comfort shoe for older customers anymore.” 

 “We’ve been selling more and more to men. It wasn’t always the case. It 

started out as more of a women’s shoe. That’s completely different now.” 

 “Nike is a big competitor, and I don’t think there’s really anyway we’d ever 

top them. But we are actually offering more than a performance product, so 

we have a customer base for shoes that they don’t have. And we have the 

memory foam.” 

Product Lines and Technology 

 “The most popular seller for women is the GOwalk 3. We often run out of 

styles and colors for those. The GOrun with the yoga mat material is also 

popular for women but not as popular as the GOwalk 3.” 

 “For men, the Relaxed Fit Glides are the best sellers.” 

 “The newer styles, like the Flex, are doing well. But a lot of customers don’t 

like the split soles.” 

 “The shoes with memory foam are our best-sellers in all sections for men 

and women. The shoes with the yoga mat material are doing well, but it isn’t 

as popular.” 

 “The GO Flex is super innovative. I think there will be more to come with that 

kind of thing, but I also think that we have a great product now that stands on its own. The styles might change a bit, 

but the technology and the basics are pretty solid now.” 

 

Observations: This store was extremely busy on during our Wednesday afternoon visit and had an expansive selection of 

men’s and women’s shoes. No sales were taking place. Most customers were in their 20s and 30s. 

 

 

2) Skechers store manager in the Northeast 

Skechers’ growth has continued, driven by customers’ demand for comfortable and durable shoes. Older women and 

people with health concerns remain their core segment, but children and runners are important growth segments. The 

manager is unwilling to comment about overall future sales, but expects the GO Flex shoes and a new line of boots to be 

popular. The source also reported occasionally having inventory shortages. 

Skechers’ Growth and Supply 

 “Growth has continued at our store this year.” 

 “Comfort has been the most important driver of growth.” 

 “The other major factor is quality. You can take most of these shoes and throw them in the wash and they’ll come 

out fine. They last.” 

I came to this store in July, and 

I was put on full-time hours 

right away to help deal with the 

demand. In fact, everyone who 

works in the store was given 

full-time hours through the end 

of September. 

Skechers store sales associate, 

Southern California 

https://www.skechers.com/en-us/style/13980/skechers-gowalk-3/bbk
https://www.skechers.com/en-us/search?t=Relaxed+Fit+Glides
https://www.skechers.com/en-us/style/14010/skechers-go-flex-walk/nvgy
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 “We’ve occasionally had a small problem getting inventory in.” 

Skechers’ Prospects 

 “I can’t answer whether Skechers will continue to grow at this rate.” 

 “Skechers is introducing a line of boots, which I think will be very popular for the fall. There are some very stylish 

ones as well as some with the comfort technology. These ones have 

‘memory fur’ lining.” 

Product Lines and Technology 

 “Skechers is both lifestyle and performance, depending on which line you 

look at. The running and walking shoes are performance.” 

 “Older women and people with health issues are the core customers, but 

they really appeal to all ages and genders.” 

 “A lot of people with health issues come in, and our shoes are the only thing 

that can help them. People with diabetes, for example.” 

 “There are more children’s shoes, which have also been very popular for the 

back-to-school season.” 

 “Both the boys’ and girls’ lines are offered with games on the shoe itself, 

and there’s one boys’ shoe that has a compass on top and a flashlight in the 

toe.” 

 “Some runners have started to buy them as well. A marathon runner came 

in the other day and bought a pair. She said they were much lighter than 

other brands.” 

 “Most people just come in looking for the right mix of comfort and style; they don’t usually ask for a particular 

product.” 

 “The GOga Mat shoes are the most popular right now. The GO Flex material is great for walking.” 

 “Memory foam makes the shoes very comfortable, which is what people are looking for.” 

 

Observations: This store located in a large mall in suburban NYC had some new fall lines on display, including boots. 

Children’s items were featured prominently, as were the more athletic lines in the women’s section. A total of six females 

were in the store on this Monday afternoon, including two middle-aged shoppers and a small group of young people. 

 

 

3) Skechers store assistant manager in the South 

This source expects nothing but growth for Skechers. The company has upped its marketing efforts, which has paid off. 

He believes Skechers is a performance shoe. For 2016, Skechers is expected to add to the GO line and include apparel. 

Skechers’ Growth and Supply 

 “Our sales growth is continuing during summer 2015.” 

 “Everything is responsible for Skechers’ growth in 2015: performance, style, comfort, price and value.” 

 “Another factor contributing to the growth is the company is doing more marketing.” 

 “Company marketing is what is driving sales and growth right now. People will see a commercial and come in looking 

for the shoe they saw on TV. It just depends on what the customer is looking for to know who the big players are in 

the field.” 

 “Distribution has been good.” 

 “We have good inventory on all our lines.” 

Skechers’ Prospects 

 “I don’t see anything slowing us down. But one way down could be bad choices in strategy. However, we have kept 

growing and growing, and I don’t see it slowing.” 

 “Our growth is sustainable. We have more new products coming out. We come out with new products frequently.” 

 “Coming up for 2016 will be new GO products and apparel.” 

 “Nike represents our biggest competition. Nike is No. 1, and we are No. 2. Nike sponsors everything known to 

mankind, so they are very popular.” 

 “I’ve seen memory foam in other stores. Even Payless Shoes has memory foam.” 

 “Competition won’t slow our growth. We haven’t slowed in years.” 

Skechers is introducing a line 

of boots, which I think will be 

very popular for the fall. There 

are some very stylish ones as 

well as some with the comfort 

technology. These ones have 

‘memory fur’ lining. 

Skechers store manager in the 

Northeast 

https://www.skechers.com/en-us/kids-shoes/all?brand=game-kicks
https://www.skechers.com/en-us/style/90490/hot-lights-damager-ii-adventurer/bklm
http://www.payless.com/brands/comfort-plus/
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Product Lines and Technology 

 “I feel Skechers is both a lifestyle and a performance shoe. The company 

began as a lifestyle shoe, but now they are moving away from heavier shoes 

to lighter-weight shoes.” 

 “Our core customers are between the ages of 25 and 40.” 

 “The customer segment we’ve gained the most from in 2015 would be 

runners/walkers with the GOwalk line. We make a lot of performance shoes 

now. We are making golf shoes, and the guy that won the Boston Marathon 

wore our shoes.” 

 “We mostly have customers coming in asking for the GOwalk and the 

memory foam.” 

 “Women are most interested in the memory foam.” 

 “Our GO shoes are popular across the board because of the comfort.” 

 “Sneaker technology matters highly. If you don’t use technology, then you can make a shoe with a poor arch support, 

and it can start messing up the customer’s feet. 

 

Observations: This store was in an upscale mall, was very well lit and displayed the shoes in an appealing manner. The 

one customer present on this Friday afternoon was leaving as Blueshift entered the store. 

 

 

4) Assistant manager for a Skechers outlet store in the Midwest 

Sales are expected to keep growing because the brand appeals to customers of all ages. 

Skechers’ Growth and Supply 

 “Sales are still growing. We are looking to expand locations around here.” 

 “The memory foam is the biggest draw. Even the little kids are starting to like it. They like the twinkling shoes’ look.” 

 “Our GOwalks are designed for walking, and a lot of the marathon runners 

use the GOrun.” 

 “Distribution has been fine. The concept stores get all the newer products 

though.” 

 “With us being an outlet, there are some shoes we can’t get. … We can order 

the newer styles in if we don’t have them.” 

 “They do send us newer products too. It’s not like we only get the older 

styles. We do get shoes that regular stores don’t have a full size run on. We 

put those on clearance.” 

Skechers’ Prospects 

 “The growth is sustainable looking ahead. There seems to be no reason we 

would see a decline.” 

 “They are coming out with [new versions of] the Shape-ups shoe. The GO Golf is being advertised a lot.” 

 “Nike competes most directly.” 

 “I don’t know of anything Nike or others a doing differently to compete. We have done some things, such as having 

golf pros promote our shoes. We also have our Joe Montana [Relaxed Fit] line that is doing well.” 

 “As I understand, Nike sells better than us but we are second.” 

Product Lines and Technology 

 “Skechers is always out there trying to innovate and make shoes better.” 

 “It’s a lifestyle and performance shoe and it’s a comfort shoe. We have a lot of podiatrists who send people to 

Skechers.” 

 “Our core customer is pretty much everyone. In the morning we have older groups come through. They like the shoe.” 

 “There is not a trend as to what people come in looking for. We don’t have one shoe that sells way more than the 

others.” 

 “They are bringing out newer styles like the GOrun 3 and GOrun 4. They are always innovating to keep people 

interested.” 

 

Company marketing is what is 

driving sales and growth right 

now. People will see a 

commercial and come in 

looking for the shoe they saw 

on TV. 

Skechers store assistant manager in 

the South 

The memory foam is the 

biggest draw. Even the little 

kids are starting to like it. They 

like the twinkling shoes’ look. 

Assistant manager for a Skechers 

outlet store in the Midwest 

https://www.skechers.com/en-us/search?t=golf
http://running.competitor.com/2015/04/shoes-and-gear/sneak-peek-mebs-2015-boston-marathon-shoes_124952
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Observations: This outlet store was in a shopping area of big-box stores. All its shoes were buy one, get one half off, and 

every shoe tag stated “sale price.” Some shoes were on a clearance rack in the back at 30% to 70% off. A half dozen 

people, mostly middle-aged and elderly women, were looking at shoes during our Wednesday afternoon visit. 

 

 

 

5) Industry Specialists 
These two sources said Skechers continues to grow and shows no sign of stopping. The company’s control over its 

operations, particularly manufacturing, has helped growth be achieved efficiently. However, one source said China’s rising 

labor costs could become an issue in the long term if Skechers does not lessen its reliance on its partners in and allied with 

China. Both characterized Skechers as a lifestyle brand with aspirations of having a presence in the performance market. 

 

 

Key Silo Findings 
Skechers’ Growth and Supply 

- Both forecast Skechers’ brand growth continuing apace. 

- Both said the company’s control over design, distribution, sales and manufacturing has been key to efficiency amid 

strong growth. 

Skechers’ Prospects 

- Neither saw China’s labor cost issues as important to Skechers in the near term. 1 said Skechers is nimble enough 

to move quickly to other supply/manufacturing sources, while the other said the company’s presence in China will 

become a problem if some operations aren’t relocated. 

Product Lines and Technology 

- Both said Skechers is a lifestyle shoe brand working to diversify into performance. 

 

 

1) Footwear development manager for an international manufacturer; repeat source 

Skechers will slow down only when its shoes no longer please the consumer. The company offers a good product at a 

good price, and has competent people in charge. Skechers excels at control design, manufacturing, distribution and 

retail. Chinese suppliers’ prices may go up in the long term, but Skechers can move quickly to other suppliers and 

manufacturers if necessary. Skechers is 70% leisure and will continue to do well at its price point. 

May 20 report: Skechers sells a lower-priced shoe that is not really for performance. The company was succeeding 

because of its product design, prices and efficient distribution. Still, Skechers should expand internationally. Skechers 

works with numerous smaller suppliers in China, so it was not expected to have supply problems. 

Skechers’ Growth and Supply 

 “I don’t think any one specific thing has contributed to their growth. They have good price and good placement. It is 

all going for them.” 

 “Skechers could move quickly to other [suppliers and manufacturers] in China if it needed to.” 

 “Chinese prices will go up in the long term, but right now they are remaining pretty steady. If you look around [at the 

other countries], I can’t say that Vietnam or Thailand would be any better. They don’t have their prices in line either.” 

 “Skechers can design, control manufacturing, distribute, and sell the shoes. They can do all of that, and it is probably 

a good idea to control this.” 

 “Skechers has a good product; a good process, with distribution in place; and they have good people in place. They 

are doing what they can [to keep the company solid].” 

Skechers’ Prospects 

 “Skechers hasn’t changed too much. At least I haven’t heard any negative stuff, so I suppose they will keep growing.” 

 “If anything would slow Skechers down, it would be the vagaries of the market. With shoes you are always taking a 

chance. You just keep putting products out there to see what sticks.” 

Product Lines and Technology 
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 “Skechers is 70% leisure. … They are doing very well at their price point. Nike has a whole building for expensive 

shoes and another building where they keep the shoes as cheap as possible on the order of Fred Meyer or Bob’s 

Stores. Skechers wants to stay in the Fred Meyer and Bob’s category.” 

 “I’m not really sure about their customer base, but they have a wide range of products.” 

 “Memory foam has been around a long time. People like the comfort. A lot of brands use memory foam.” 

 

 

2) Footwear consultant and former Skechers employee 

Skechers will continue its strong growth pattern for a while. The company is successfully reining in distribution. 

Management has learned from past mistakes and will not lean toward technology and forget its lifestyle “backbone.” The 

company is not out to replace Nike, but will continue to “massage” its GOrun and GOwalk lines that currently cater to the 

minimal runner. A slowdown in growth would strictly be due to insider issues. Skechers is slow to move its supply chain, 

which could create problems if China’s labor prices continue to skyrocket. Robert Greenberg may step down in the next 

10 years, and it is unclear how the company would change at that point. 

Skechers’ Growth and Supply 

 “Skechers does more good and smart things than bad and stupid things.” 

 “Robert Greenberg is nothing short of a genius.” 

 “Skechers is following Nike’s lead by handling their own distributors. Nike also licensed out, then brought the 

distributing back in. It is an efficient way of doing things, and Skechers is efficient at distribution. … There is a heavy 

presence of foreigners in manufacturing, but Skechers has gone away from that model and now has local folks.” 

 “Skechers has always been slow to move their supply chain. They were the 

last company to have an office in Taiwan. Now China’s labor prices are 

increasing and going through the roof, and this spills over to commodities. 

But Skechers won’t get away from China and its suppliers. They say they are 

moving away from China, but they aren’t. Eventually, they will be in big 

trouble if they stay there. China is the big issue.” 

 “What is after China? That is the big question. Up to 10% to 20% of their 

business is now in Vietnam, but Vietnam has its employment and salary 

issues. India and Africa also have their own issues.” 

 “Skechers has factories that only do performance shoes and other factories 

that do lifestyle shoes. They keep those factories separated.” 

Skechers’ Prospects 

 “Skechers will go strong for quite a while. I’d bet my money on Robert 

Greenberg. I trust his instincts.” 

 “If Skechers were to fail, I’m emphatic that they would do it to themselves. 

Robert Greenberg is a brilliant man, but when he gets sidetracked with 

technical aspects, that’s when things stop.” 

 “Robert Greenberg recognizes that if he doesn’t pay attention to the 

backbone, there would be a dramatic drop [in the company]. He and 

everyone have learned to head in the right direction. My impression, after 

the last debacle a few years ago, is that he has finally learned his lesson and keeps a watchful eye on the lifestyle 

business in addition to pushing the technology evolved from the GOwalk/GOrun program. There are enough strong 

personalities at the company that they would now stop [a misdirection].” 

 “Maybe within the next 10 years Robert Greenberg will probably step away. I’m not sure when. Robert is in his 70s, 

and he will basically never retire. He has phenomenal energy and is as sharp as a tack. I’m not as familiar with 

Michael Greenberg’s modus operandi.” 

 “Two of the major weaknesses of Skechers are at the back end. The company is very slow to react to evolving 

pressures and trends on the supply side. They still do upwards of 90%-plus of their manufacturing in China or with 

China partners. The China partners outside of China still rely heavily on Chinese-made components, and significant 

pressure is placed on Vietnamese suppliers to use their Chinese component suppliers. This puts a lot of pressure on 

prices and lead times for non-Chinese manufacturers.” 

Skechers does more good and 

smart things than bad and 

stupid things. The company is 

very slow to react to evolving 

pressures and trends on the 

supply side. They still do 

upwards of 90%-plus of their 

manufacturing in China or with 

China partners. 

Footwear consultant and former 

Skechers employee 

https://www.fredmeyer.com/
http://www.bobstores.com/on/demandware.store/Sites-bobstores-Site/default/Home-Show
http://www.bobstores.com/on/demandware.store/Sites-bobstores-Site/default/Home-Show
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 “[They also have a] very low investment in Western technicians and or management in Asia. I see this as a weakness 

that leaves them susceptible to quality and/or compliance issues.” 

Product Lines and Technology 

 “Skechers is really design-driven, unlike Nike, Adidas or New Balance, which are performance-driven. The majority of 

Skechers’ shoes are lifestyle and design-driven. Their new performance shoes, GOrun and GOwalk, have a lot of 

emphasis on design as well. Skechers doesn’t have an abundance of biomedical designers; maybe they don’t even 

have one biomedical designer. But their employees have a tremendous background in technical issues. [One] 

brilliant technician has been with the company for 20 years. As long as they have people like that, they’ll be just 

fine.” 

 “Skechers is trying to do a balance between design and performance. They have no desire to be a Nike.” 

 “Skechers keeps their GOrun and GOwalk shoes interesting and fun. The GOwalk shoe is believable and real. They 

intend to massage and morph this shoe and keep it going, but it is a separate process from the other shoes. The 

GOrun is specifically aiming at small, minimal runners. It is a faddy thing, and their focus now is to broaden that out.” 

 “I’m not sure about their new customers. Their core customer is a lifestyle user.” 

 

 

 

6) Online Customer Survey 
Blueshift Research’s online survey consisted of 142 U.S. respondents who bought athletic shoes within the last year or will 

buy a pair this year. Skechers has gained in popularity since our May survey, thanks to its shoes’ comfort and 

quality/durability as well as respondents’ previous experience with the brand. The likelihood of respondents purchasing 

Skechers heading into next year has increased. Men are more interested in Skechers than they were in May, when women 

were far more supportive of the brand. Skechers’ brand perception is improving; most respondents now believe it to be on par 

with its competitors. Three times the number of respondents as in May now label Skechers a performance shoe brand, but 

the percentage remains low. Skechers’ momentum may slow next year when it is expected to drop from third to fourth place 

in terms of popularity. A third of respondents are very or extremely likely to purchase shoes with memory foam or other 

specialty insoles in 2015 or 2016 because such material is perceived to be more comfortable and therapeutic. Almost a 

quarter of the remaining respondents have not tried or heard of memory foam or specialty insoles. 

 

 

Skechers remains the third most frequently bought athletic shoe (behind New Balance and Nike), thanks to interest from 

older respondents and men and women alike. 

 New Balance (29.7%), Nike (29%), Skechers (16.7%) and Adidas (13%) are the top brands purchased by 

respondents in the last year. Nike, Skechers and Adidas have become more popular since May, rising 2.9, 0.8 and 5 

percentage point, respectively, while New Balance dropped 0.7 percentage points. (Q2) 

o Older respondents were the most likely to already have made a Skechers purchase. (Q2, filtered by age) 

o Men and women were equally likely to already have made a Skechers purchase. (Q2, filtered by gender)  

 

Skechers shoes were or will be bought for their comfort and quality/durability or based on respondents’ previous experience 

with the brand, while the overall group of respondents bought or will buy shoes based on comfort, price and quality/durability. 

 Comfort (70.3%), price (50%) and quality/durability (47.1%) were the top reasons respondents purchase specific 

shoe brands. Comfort and price have become more important since May, rising 6.5 and 3.6 percentage points, while 

product quality/durability dropped 8 percentage points. (Q3) 

 Respondents buy Skechers based on comfort, previous experience or quality/durability. (Q3, filtered by Q2) 

o Comfort, product quality/durability and style are the most important factors for 18- to 29-year-olds when 

purchasing athletic shoes. (Q3, filtered by age) 

o Comfort, product quality/durability and price are the most important factors for 30- to 44-year-olds when 

purchasing athletic shoes. (Q3, filtered by age) 

o Comfort, a previous experience and price are the most important factors for 45- to 59-year-olds when 

purchasing athletic shoes. (Q3, filtered by age) 

o Comfort, product quality/durability and price are the most important factors for those 60 or older when 

purchasing athletic shoes. (Q3, filtered by age) 

o Women buy athletic shoes based on comfort, style and price. (Q3, filtered by gender) 
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o Men buy athletic shoes based on comfort, previous experience and price. (Q3, filtered by gender) 

 

Skechers jumped from the sixth shoe brand that respondents were considering to buy in May to the fourth brand they are 

considering for this and next year, thanks to increased interest among older respondents and men. 

 Nike (36.5%), New Balance (35.8%), Adidas (24.8%), and Skechers (21.2%) are the top brands respondents are 

considering buying this and next year. (Q4) 

o Skechers’ consideration increased the most out of any brand compared with May, jumping 6.7 percentage 

points or 46%. (Q4) 

o New Balance’s consideration decreased the most out of any brand, dropping 5.5 percentage points or down 

13%. (Q4) 

o Older respondents are the most likely to consider buying Skechers in 2015–2016. (Q4, filtered by age) 

o Men and women are equally considered buying Skechers, a shift from mostly women considering the brand 

in May. (Q4, filtered by age) 

 

Skechers’ popularity this year has decreased slightly since May. Still, women and those 45 to 59 years old believe Skechers is 

more popular this year, and the brand still ranks third overall. 

 Respondents believe Nike (46.3%), New Balance (8.1%), Skechers (6.6%) and Adidas (5.9%) are this year’s most 

popular brands. (Q5) 

o Nike and Adidas have grown in popularity since May, up 9.8 and 3 percentage points, respectively. (Q5) 

o New Balance and Skechers have dropped in popularity since May, each down 0.7 percentage points. (Q5) 

o More than other age groups, 45- to 59-year-olds believe Skechers has increased in popularity. (Q5, filtered 

by age) 

o Women more than men believe Skechers is more popular this year. (Q5, filtered by gender) 

 

Skechers’ popularity going into 2016 is lower than in our May survey. The brand fell from third to fourth place and was 

overtaken by Adidas. 

 Nike (39.7%), New Balance (8.8%), Adidas (6.6%) and Skechers (5.9%) are expected to be the most popular brands 

in 2016. (Q6) 

o Nike and Adidas have grown in expected popularity since May, up 6.9 and 2.2 percentage points. (Q6) 

o New Balance’s expected popularity is the same as in May while Skechers dropped 2.1 percentage points. 

(Q6) 

o Older respondents are the most likely to expect Skechers to be a popular brand in 2016. (Q6, filtered by 

age) 

o Men and women alike expect Skechers will be the fourth most popular brand in 2016. (Q6, filtered by age) 

 

Skechers’ popularity has increased at a higher rate from 2014 compared with our results in May. Its popularity rose the most 

among men and those 45 to 59 years old. 

 41% believe Skechers’ popularity has improved since 2014, a 3.5 percentage-point increase compared with May. 

(Q7) 

o 17.1% believe Skechers’ popularity has decreased from 2014, a 4.3 percentage-point decrease compared 

with May. (Q7) 

o 41.8% believe Skechers’ popularity has stayed the same since 2014, a 0.6 percentage-point increase 

compared with May. (Q7) 

o 45- to 59-year-olds believe Skechers’ popularity has increased the most since 2014, followed by those 60 

or older. (Q7, filtered by age) 

o Men more strongly believe than women that Skechers’ popularity has increase since 2014. (Q7, filtered by 

gender) 

 

Skechers will continue to become more popular by late 2015 but at a slower rate than was expected in May. Men and older 

respondents were more likely than 18- to 29-year-olds to expect Skechers to become more popular by the end of this year. 

 35.1% believe Skechers’ popularity will increase by the end of 2015, a 3.1 percentage-point decrease compared 

with May. (Q8) 

o 14.9% believe Skechers’ popularity will decrease by the end of 2015, a 0.5 percentage-point decline 

compared with May. (Q8) 



 

 301 Battery Street, 2nd Floor, San Francisco, CA 94111 | www.blueshiftideas.com 

22 

Skechers USA Inc. 

o 50% believe Skechers’ popularity will stay the same by the end of 2015, a 3.7 percentage-point increase 

compared with May. (Q8) 

o 18- to 29-year-olds believe Skechers’ popularity will decline by the end of 2015. (Q8, filtered by age) 

o Respondents 60 or older were more likely than other age groups to expect Skechers to become more 

popular by year’s end. (Q8, filtered by age) 

o Men believe more strongly than women that Skechers’ popularity will increase by the end of 2015. (Q8, 

filtered by gender) 

 

Although respondents still believe Skechers is on par with or worse than its competitors, their perception of the brand has 

improved since May. 

 27.6% believe Skechers is worse than others or is the worst brand on the market, a 24% decrease compared with 

May. (Q9) 

o 25.3% believe Skechers is better than others or is the best brand on the market, a 72% increase compared 

with May. (Q9) 

o 47% believe Skechers is on par with other brands on the market, a 5% decrease compared with May. (Q9) 

o 18- to 29-year-olds believe Skechers is worse than other brands on the market. (Q9, filtered by age) 

o 30- to 59-year-olds believe Skechers is on par with other brands on the market. (Q9, filtered by age) 

o Respondents 60 or older believe Skechers is better than most brands on the market. (Q9, filtered by age) 

o Men believe Skechers is on par with or better than most brands on the market, while women believe 

Skechers is on par with or worse than most brands. (Q9, filtered by gender) 

 

Although Skechers still is largely considered a lifestyle brand, three times the number of respondents believe it is a 

performance shoe brand compared with our May survey. 

 88.8% think Skechers is a lifestyle brand, a 7.5 percentage-point increase compared with May. (Q10) 

o 11.2% think Skechers is a performance brand, a 7.5 percentage-point increase compared with May. (Q10) 

o Respondents 60 or older and those ages 30 to 44 are the most likely to believe Skechers is a performance 

brand. (Q10, filtered by age) 

o Men are twice as likely as women to feel that Skechers is a performance brand. (Q10, filtered by gender) 

 

One-third of respondents are very or extremely likely to purchase shoes with memory foam or other specialty insoles in 2015–

2016, based on their belief that memory foam is more comfortable and offers therapeutic value. Almost a quarter of 

respondents have not tried or heard of memory foam or specialty insoles. 

 35.3% are very or extremely likely to purchase shoes with memory foam or other specialty insoles in 2015–2016. 

(Q11) 

o 1.5% only purchase memory foam or specialty insole shoes. (Q11) 

o 21.8% are not at all likely to purchase memory foam or specialty insole shoes in 2015–2016. (Q11) 

o 45- to 59-year-olds are more likely than other age groups to purchase shoes with memory foam or other 

specialty insoles in 2015–2016. (Q11, filtered by age) 

o Women are more likely than men to purchase shoes with memory foam or other specialty insoles in 2015–

2016. (Q11, filtered by gender) 

 Respondents think that memory foam or other specialty insoles are more comfortable than “regular” shoes (30.8%) 

or offer therapeutic value (17.3%). 23.3% have not tried them or have not heard about memory foam or other 

specialty insoles. (Q12)  

 

 

1. Have you bought athletic shoes within the last year, or will you buy a pair in 2015? 
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2. Which brand of shoes did you buy within the last year? Select all that apply. 

 
 

 

3. Why did you purchase a specific brand of shoes? Select all that apply. 
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4. Which brands are you considering to buy in 2015–2016? Select all that apply. 

 
 

 

5. Which brand of shoes has been the most popular in 2015? 
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6. Which brand of shoes will be most popular in 2016? 

 
 

 

7. Compared with 2014, how do you think the popularity of Skechers shoes has changed? 
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8. How do you think the popularity of Skechers shoes will change by the end of 2015? 

 
 

 

9. How would you rank Skechers shoes compared with other brands on the market? 
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10. Do you consider Skechers a lifestyle or a performance shoe brand? 

 
 

 

11. How likely are you to purchase shoes with memory foam or other specialty insoles in 2015–2016? 
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12. What do you think of shoes with memory foam or other specialty insoles? Select all that apply. 
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13. What is your age? 

 
 

 

14. What is your gender? 

 
 

 

Secondary Sources 

The following six secondary sources discussed footwear sourcing trends in Asia and examples of Skechers’ international 

strength. 
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Sourcing Trends in Asia 
China’s minimum wage for footwear manufacturers grew 14% in 2014. Footwear manufacturers in China must fix productivity 

issues by improving industrial engineering instead of chasing cheap labor in other countries. The Trans-Pacific Partnership 

trade agreement, if signed, would further accelerate footwear imports from Vietnam, Indonesia and Cambodia. Vietnam’s 

footwear manufacturing saw double-digit market share growth in 2013 and 2014, and Myanmar will see strong growth in 

footwear manufacturing in the next few years. 

 

July 30 Vamp.com article 

Vietnam has been gaining business from China in the footwear manufacturing industry. Vietnam saw double-digit growth 

in market share for the last two years, whereas China lost 3%. China still is struggling with a labor shortage, and its 

footwear factories reported a 14% increase in the minimum wage last year. 

 “Evidence that Vietnam continues to benefit from China’s declining footwear manufacturing industry continues to 

build. The Footwear Distributors and Retailers of America’s (FDRA) 2015 Factory Survey Analysis, showed that 

Vietnam is gaining business due to a larger and younger workforce and lower costs.” 

 “The survey included participation with key manufacturing countries in Southeast Asia and the Americas for the first 

time. The results confirmed that Chinese factories are facing mounting competition from emerging producing 

countries and are struggling with challenges spurred on by labor shortages and increasing costs. Though China’s 

production volume grew from 300 million to 470 million in 2014, the country’s market share dipped three percent 

from 2013 to 2014. Meanwhile, Vietnam has maintained a double-digit percentage increase two years in a row.” 

 “The survey also revealed that factories in China are supplementing its labor shortage by hiring retired or juvenile 

workers. Of the Chinese manufacturers surveyed, 38 percent employ workers between the ages of 16-18, which is 

seven percent more than in 2013. Chinese factories said they perceive improvements in the labor shortage in 2014, 

however [FDRA President Matt Priest] said that this is more of a shift in perspective than an actual improvement. ‘My 

take on this is that it’s just become a common issue where people have accepted it, understand it. It’s the new 

reality, the new norm,’ he explained.” 

 “When pressed about the most significant business issues factories are facing, 56 percent identified raw material 

cost, closely followed by wage and compensation at 52.8%. The survey showed that the average increase of 

minimum wage in China was 14 percent, while the average increase of monthly wages paid was only 10 percent.” 

 “Full-time staffs dedicated to CSR are growing at a faster rate in Vietnam than in China. Of the surveyed Chinese 

factories, 60 percent have a full-time CSR staff, up from 45 percent in 2014. In comparison, 73 percent of factories 

have a full-time staff in Vietnam, up from 33 percent. Across the board, the number of existing procedures to 

evaluate health and safety risks from events such as fires, chemicals and building collapses is down only two years 

following the Rana Plaza disaster.” 

 

Jan. 22 QualityInspection.org article 

A footwear executive shared insight on manufacturing trends in several developing nations, including an expectation that 

footwear manufacturing will increase in Myanmar in the near future. Ethiopia also would be a very good place to set up a 

factory given its eager workforce. China’s labor productivity has been low due to poor industrial engineering, and it 

continues to chase cheap labor by relocating its factories in Indochina and Indonesia. 

 “An executive with a long experience in the footwear and garment industries shared some insights about different 

Asian and African countries, as far as production capabilities go.” 

 “Myanmar 

o Right now it is not a major manufacturing center, but it should gain momentum in a few years. 

o 80% of the population works in farms. Don’t expect a very fast migration to cities.” 

 “Ethiopia 

o Large potential workforce (the second most populated African country). 

o Workers there expect to learn new skills. They don’t just come for a job. It is possible to set up a very good 

factory there.” 

 “Philippines 

o Culturally it can be considered a Latin-American country. 

o Non-monetary rewards go a long way for motivating the workforce. It is closer to Mexico than it is to China in 

that regard. 

http://vampfootwear.com/fdra-2015-factory-survey-analysis-chinas-loss-is-vietnams-gain/
https://qualityinspection.org/asian-countries-comparison/
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o Very poor government—it was Asia’s second richest country after Japan after World War II, and they used to 

have Chinese as maids—now the opposite is true.” 

 “India 

o Factories there can’t seem to ship anything on time, whether it’s garments, furniture, or apparel. That’s the 

major problem. 

o In the North (and in neighboring Pakistan), factories employ men (more than 90% of the workforce). 

o “In the South, factory workers in apparel are mostly women”. 

 “Bangladesh 

o It is possible to find some good factories (from a quality and efficiency standpoint) with a good workforce. 

o Those good factories are more likely to be close to Chittagong (local village employees).” 

 “China 

o Labor productivity is still very low. In the shoe industry, for example, the average is 0.5 pair per labor hour, 

compared with more than 2 pairs in North America. This difference is NOT primarily due to automation, but 

to smart industrial engineering. 

o Very hard to engage in deep training with migrant workers who are planning to return in their home town in 

a couple of years. Changing the mindset is difficult. 

o Migrant workers are very focused on short term monetary gains. 

o Because of rising costs, China will keep losing garment and shoes business in the coming years. 

o Many Chinese and Taiwanese manufacturers are still chasing cheap labor instead of focusing on increasing 

labor productivity. They are relocating, or setting up new factories mainly in Indochina (Vietnam, Cambodia, 

and Myanmar mainly) and in Indonesia. 

o In those countries, they can hire, and communicate with, a few local managers. 

o Chinese manufacturers generally don’t relocate their facilities to South Asia (India, Bangladesh, and 

Pakistan). Similarly, African countries will probably not be a good option for them.” 

 

May 20 Laufer.com article 

The Trans-Pacific Partnership trade agreement would speed up imports from Southeast Asia. Footwear imports have 

increased from Vietnam, Indonesia and Cambodia but have declined in China in the last four years. Since 2010, footwear 

exports grew 82% for Indonesia, 85% for Vietnam and 328% for Cambodia but off a low base. 

 “Footwear importers are doing more business in Southeast Asia than ever before, and imports from that region will 

grow even faster if the U.S. approves the Trans-Pacific Partnership trade agreement.” 

 “Southeast Asia’s increase in market share is coming at the expense of China and Hong Kong, although China has 

such a large share of the U.S. market—about 80 percent—that it will continue to dominate for years to come.” 

 “According to PIERS, a sister product of JOC.com within IHS Maritime & Trade, footwear imports from Vietnam, 

Indonesia and Cambodia have surged the past four years while imports from China, and Hong Kong have declined. 

U.S. imports of footwear from China were down 3 percent in 2014 compared with 2010. Imports from Hong Kong 

declined 36 percent over that four-year period.” 

 “Vietnam, meanwhile surpassed Hong Kong last year to become the second largest exporter of footwear to the U.S. 

Vietnam’s footwear exports to the U.S., measured in 20-foot container units, increased 85 percent from 2010 to 

2014, according to PIERS.” 

 “Indonesia, which is the fourth largest supplier of footwear to the U.S., increased its shipments 82 percent compared 

with 2010. Cambodia is the fastest-growing producer of footwear for the U.S. market and ranked sixth last year. 

Cambodia’s exports have more than tripled since 2010.” 

 “Matt Priest, president of the Footwear Distributors and Retailers of America, noted that while the growth in sourcing 

from Vietnam, Indonesia and Cambodia is expected to continue, it will take years for those countries to develop the 

total infrastructure that is needed to support a booming footwear industry. That includes not only the ports and roads 

needed to transport the raw materials and finished products, but also the many suppliers of components and inputs 

used in the production of footwear.” 

 “Vietnam has been developing the physical infrastructure and network of suppliers for the past decade, and its 

footwear exports to the U.S. really began to take off several years ago, increasing to 41,894 TEUs in 2012, 55,715 

TEUs in 2013 and 63,799 TEUs in 2014, according to PIERS. Vietnam’s exports this year are increasing even faster, 

totaling 17,312 TEUs in the first quarter.” 

http://www2.laufer.com/trade-deal-could-accelerate-footwear-sourcing-shift-to-southeast-asia.html
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 “Cambodia’s growth has been especially strong, although the country started from a modest base of 784 TEUs in 

2010. China, by comparison, exported 415,358 TEUs of footwear to the U.S. that year. Cambodia’s exports to the 

U.S. last year totaled 3,354. Priest described Cambodia’s growth in footwear exports as more of a ‘spill-over’ from 

Vietnam than any other factor.” 

 “Another important contributor to the cost of footwear imports is the duty rate. Priest said footwear importers pay 

$2.5 billion a year in duties on more than 2 billion pairs of shoes. That is why footwear importers strongly support the 

TPP trade agreement. Vietnam is the only significant footwear producer in the 12-nation partnership, and a steady 

decline in duties is expected to translate to rapidly increasing footwear imports from Vietnam.” 

 

Skechers’ International Strength 
Skechers China has partnered with the Aokang Group to open 1,000 Skechers exclusive shops in China over the next five 

years. Skechers has excelled in Singapore and Malaysia with two very different marketing strategies. The company also has 

expanded in Latin America by transitioning its licensed operations into wholly owned subsidiaries. 

 

Aug. 10 Wenzhou.gov.cn article 

The Aokang Group will open 1,000 Skechers brand exclusive shops in China over the next five years. Since Skechers 

entered China in 2007, it has opened 750 shops through 2014. 

 “On August 8th, Aokang Group announced its strategic cooperation with American fashion sport brand SKECHERS, in 

the coming 5 years, Aokang will open 1000 SKECHERS brand exclusive shops in China.” 

 “According to the agreement signed by the two sides, Aokang will obtain the operation right of SKECHERS brand 

exclusive shops and the right of using Trademark SKECHERS in Chinese mainland. Aokang Group will form 

independent operating teams to help SKECHERS navigate the China market from multiple dimensions of marketing, 

brand promoting, customer maintenance, channel expansion, etc.” 

 “The word ‘Skechers’ is originated from a slang in South California, which means ‘restless young people’, the brand 

advocates fashion, vitality and innovation. In American market, SKECHERS is the second largest sport brand next to 

Nike, more influential than Adidas.” 

 “Mr.Chen Weili, CEO of SKECHERS China region, introduced some of the best selling shoes. Since its entering into 

China market in 2007, it has opened 750 exclusive shops by the end of last year.” 

 “Talking about the initiative of teaming up with SKECHERS, Mr. Wang Zhentao, Chairman of Aokang Group said, ‘We 

have noticed that the domestic demand for leisure fashion products is growing rapidly, cooperating with SKECHERS 

can strengthen the sport wear sector of Aokang and comprehensively build a whole industry chain of shoes.’ For 

years, Aokang has been specialized in the R&D, manufacturing and sale of business shoes, outdoor leisure shoes, 

sport wear is a new sector to tap, Wang added.” 

 “Aokang Group also form strategic alliance with Wanda, Wing On and other 3 department stores. The SKECHERS 

exclusive shop located in Wuma Street was opened for business on August, 7th.” 

 

July 30 Marketing-Interactive.com article 

Skechers’ marketing mantra in Asia is “Think global, act local.” Skechers believes it must first communicate with 

customers and understand their needs before telling the brand story. Skechers has used a holistic approach in 

Singapore, utilizing key opinion leaders like professional athletes, celebrities and mommy bloggers. In Malaysia, it has 

turned to on-the-ground influences such as local celebrities and amateur athletes. 

 “In adopting a regional strategy to communicate the Skechers brand, Vincent Leung, the Asia Pacific CEO for 

Skechers expounded on a simple mantra that has helped the brand propel its name more effectively in Asia Pacific: 

‘Think global, act local.’” 

 “‘We are an international brand, our brand DNA is American so we have to adopt it differently when we come to Asia.’ 

For example, in the US, Skechers executes different marketing strategies for various collections to cater to the large 

and segmented market.” 

 “Whereas in smaller Asian markets such as Singapore, Leung explained the brand pursues a more holistic approach 

in its marketing. For one, Skechers has to tell its brand story in a fresh manner, and work to place the ‘Skechers’ 

brand into the consumers mind first.” 

http://www.joc.com/regulation-policy/trade-policy/united-states-trade-policy/pacific-trade-deal-get-another-shot-after-us-senate-reopens-debate_20150515.html
http://english.wenzhou.gov.cn/art/2015/8/10/art_12644_368495.html
http://www.marketing-interactive.com/skechers-regional-approach-marketing-apac/
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 “‘We can’t educate the audience the same way as we do in the States, where consumers are already familiar with 

the brand.’ True to its DNA, the brand continues to portray itself as a fun lifestyle brand, and conveys the message 

through various campaigns.” 

 “For Asian consumers, Skechers believes in a customer-first approach, that is, it communicates its brand story only 

after communicating with its customers and understanding their needs.” 

 “For example, capitalising on the Korean wave and the ensuing trend hitting across Asia, Skechers ramped up 

marketing efforts for its D’lite shoes by signing on K-Pop girl band Sistar as its brand ambassador. ‘Today, we see a 

huge Korean trend across Asia, and our D’lite shoes are making a big comeback, thanks to it being marketed in 

Korea, so we signed on Korean celebrities to drive the Skechers message.’” 

 “Aside from regional variations in its marketing strategies, Skechers revealed some interesting insights on the 

differences between the Singapore and Malaysian markets.” 

 “In Singapore, Skechers works with key opinion leaders (KOLs) and bloggers to promote its shoes. It partnered with 

Shape Run to market its brand to families. In terms of seeding, Skechers works with sports athletes, mummy 

bloggers and fashion influencers to promote its shoes at events. Currently, the brand has enlisted celebrities such as 

Vincent Ng, Hanli Hoefer and Joscelin Yeo to propel its name even further.” 

 “Leung explained that while the product range is similar in Malaysia, Skechers tries to cater to the different tastes of 

its consumers. In terms of advertising, he said the brand needed to be more attuned to the local trends in Malaysia 

compared with Singapore.” 

 “In Singapore, a lot of the international marketing works. In Malaysia we have to do a lot more with local KOLs. 

Especially when we are pushing more into the Malay market. We work a lot with local celebrities and do interviews or 

short campaigns in magazines to collaborate with them.” 

 “For the Malaysia market, Skechers focuses more on on-the-ground influences. With its sports line, the brand is 

seeding some of the top amateur runners in Malaysia to leverage the frequent run events there.” 

 “‘There is so much more footprint to grab in Malaysia as well, with so many new malls coming up in the next few 

years. But the business model is different.’” 

 “In Malaysia, Skechers follows an authorised dealer approach, whereas in Singapore the brand grants its franchise 

to retailer groups. According to Leung, the barriers to entry in Malaysia are less as compared with Singapore and the 

business environment more entrepreneurial.” 

 

Aug. 12 FierceRetail.com article 

Skechers transitioned 21 of its licensed Latin American stores into company-owned and -operated locations. The four key 

markets affected were Panama, Peru, Colombia and Costa Rica. The company views Latin America as the next 

destination in which to employ its growth vision. 

 “After 20 years in Latin America, Skechers is accelerating expansion by transitioning 21 of its stores into subsidiary-

owned and operated locations. The footwear retailer is also eyeing new locations and plans to expand its distribution 

in the region.” 

 “The new subsidiary, Skechers Latin America LLC, will oversee more than 30 countries in Latin America . The group 

includes four key markets: Panama, Peru, Colombia and Costa Rica.” 

 “‘Skechers’ strategic business model has established a strong framework for our brand to grow in many parts of the 

world—and we see Latin America as the next natural destination for us to employ this vision,’ said David Weinberg, 

COO and CFO of Skechers, in a release. ‘Latin America and its key markets remain an important part of our 

international business, especially given our current growth in the Americas—including the United States, Canada, 

Brazil and Mexico.’” 

 “Skechers’ international wholesale business has grown more than 60 percent in the second quarter of 2015; 

therefore, the company sees the opportunity to drive more Latin American business.” 

 “The subsidiary will be based in Panama City and will oversee the company’s regional showrooms in Panama, Peru, 

Colombia and Costa Rica. Additional regions under the new subsidiary include the Caribbean, Ecuador, Guatemala, 

El Salvador, Honduras and Nicaragua.” 

 

 

 

Additional research by Renee Euchner, Gloria Shao, Sharon Benzoni, Cindy Elsberry, Jacqueline Fox, Kevin Murphy and Mason Rudy. 

 

http://www.fierceretail.com/story/skechers-expanding-latin-america/2015-08-12
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