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The Second Store Phenomenon

When Rockville, MD, started inviting retailers to open shop in its newly
revamped Rockville Town Center, Lynne Benzion, associate director for
Rockville Economic Development, began noticing a trend, what she calls the
“second store phenomenon.” ® “We didn’'t want it to be all national chain
stores,” Benzoin says. “We wanted someone to be able to look around at the
retail mix and say, ‘must be Rockville.” We wanted unique, regional stores.” @
Regional, yes, but many are not unique. Alongside the public library that
anchors the 15-acre town center, business owners setting up shop for the sec-
ond time flocked to its 180,000 square feet of retail space. ® SmartCEQ
spoke with three “second-store” owners to find out how they made the leap
that doubled their business presence.

LOCATION, PEOPLE AND GUTS

Rockville might not immediately seem the most logical
choice for a trendy New York City sushi bar’s second location,
but to Karyl Chong, it was more than a business choice. “If I
were thinking just business, I would have opened my second
store in SoHo, but I have children,” she says. “The only time I
saw my son was when he was sleeping. We were ready to open a
second location, but if we did that in New York City, I'd lose
touch with my family.”

Chong says after seven years in New York, she and her hus-
band knew the timing was right to open a second Sushi Damo. “When you open

your first restaurant, you hare juggling 10 different balls. It’s exciting, but you're
never satisfied,” she says. “In New York, I finally felt like I was juggling three balls
and that gave me time to look around and to feel comfortable. Its like when you are
learning a new piece of music: you enjoy playing the piece and perfecting the piece,
and once you have mastered it, now you can go on to the next sonata or concerto.”

So Chong began scouting out a family-friendly location and found her match in
Rockville. But for Chong, location is just one part of the equation for success. “If
you want to open another location, it takes location, people and guts. Those are the
three things. You can have everything going for you, but if you don’t have the guts,
you will lose that sliver of opportunity. In another seven years, we'll go for another
location.”

A BIGGER AUDIENCE

It may have taken Joan Barmat 14 years to perfect her mix of
dishware, bed linens, furniture and fine stationary at her Bed-
headers store in Great Falls, VA, but once she got the formula
| right, it was time to widen her reach.

“In Great Falls there are a lot of big houses on big properties
—not a lot of people. I wanted a bigger audience, so I took it on
the road,” says Barmat, who opened her Rockville store in July.
“I grew up in Potomac, so when Rockville said it was building a

town center, I thought it was a good idea.”

Barmat opened her first store after 20 years of investment banking in New York.
“I realized that I had an over-decorated New York apartment,” she says. “I thought,
‘I should get to doing what I love before it’s too late.””

She began by selling bed hangings modeled after those she saw while staying at
fine hotels in Geneva and San Francisco. But the mix wasn't immediately profitable.
“The shop become a showroom,” she says. “It was not something that everyone
wants or that they would give me money for, so I added soaps and accessories.”

When Bedheaders added dishes and dining items, it became the go-to place for host-
ess gifts.




While adding another store leaves Barmat feeling a bit stretched at times, she is
beginning to realize the economic benefits.

“It is easier to manage the inventory with two stores because you can by greater
quantities from the wholesalers and divide it between the stores and have more back
and forth,” Barmat says. “The big bucks in this business is the inventory and there is
a fair amount of overlap.”

THE SECOND SECOND STORE

Technically, Kennedy Casperone’s Primo Italiano in
Rockville is her second second store. Her first foray into
expanding her father’s Reston deli was a 400-square-foot
satellite location in a Reston ice skating rink.

“The owner of the rink started making demands, like
being open for coffee in the morning or staying open late at
night. I wanted a business where I could set my own hours,”
Casperone says. So when the Rockville opportunity present-
ed itself, she took it.

“I wouldn’t have opened a store except that I had faith in my father’s store and
knew he had a great product,” she says.

Having a great product as a model did not mean that the expansion was without
obstacles. “We thought everything would translate, but found out that people here
like different things,” she says. “This is a salad area. Reston was more meat. The
prime rib didn’t sell well. In Reston, we called out your ticket number. That didn’t
work here, so instead we give you a table number. We tried to keep it the old way
but it was beating a dead horse.”

Casperone says that she will buy out her father’s Reston location in the next few
years, but don’t expect to see a chain of Primo Italianos anytime soon. For Casper-
one, two stores are enough. “If you expand too much, you lose that personal touch,”
she says. “You just have to be there.”

Are your employees
jumping ship?

Have you evaluated your working environment to address employee engagement and retention?
Let impactHR help you.

We offer effective talent management solutions including cultural/organizational
assessments and employee surveys.

Why wait until they all jump ship? Call today!
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www.impacthrllc.com

ACG National Capital //

Where the Deal Makers Meet

Executive Decision Makers involved in corporate growth are

invited to attend our events and to learn how the Association for
Corporate Growth (ACG) can benefit you and your business.

Founded in 1954, the Association for Corporate Growth (ACG) is the
premier global association for professionals involved in corporate
growth, corporate development, and mergers and acquisitions. Leaders
in corporations, private equity, finance, and professional service firms
focused on building value in their organizations belong to ACG. For
more than 50 years, ACG members have focused on strategic activities
that increase revenues, profits and, ultimately, stakeholder value. Today
ACG stands at more than 11,000 members representing Fortune 500,
Fortune 1000, FTSE 100, and mid-market companies in 53 chapters in
North America and Europe.

703-584-0246

www.acgcapital.org

acgcapital@acg.org

Technology Services
Maintenance, Monitoring and Management!

A Better Way to Manage Your IT Infrastructure.
Mosaic provides its customers with a proven, sophisticated Management
System combining Patch Management, Software Deployment, Remote
Desktop Management, Monitoring, Computer Inventory, Audit and Reporting
features. From simple single location networks to complex multi-location
networks with layered firewalls, local and remote servers, desktops and
notebooks out in the field, Mosaic Managed Technology Services can be
deployed rapidly, efficiently and effectively. For more information on
any of our technology services, contact us today!

Featured Technology Services

< Help Desk/Trouble Ticketing

Mosaic Technologies

15720 Crabbs Branch Way, Suite 2B
Rockville, MD 20855

(240) 399-3900

www.mosaictechnologies.com
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