|0 FASTEST-GROWING | HOT MARKET:
FRANCHISES SELL TO THE ULTRA-RICH

NEVER MIND THE DISMAL

ECONOMY. ESCAPE TO A WORLD
OF CHAMPAGNE WISHES AND
CA\'IIAR DREAMS, WHERE YOU’LL
FIND RICH OPPORTUNITIES TO

START A LUXURY BUSINESS.
RIDING THE WAVE: Stormy times can actually bg

a good time for entrepreneurs to sail into the
luxury market, says Ken Hey, who sells high-end

: boatlifts to ultra-rich clients like Bill Gates. BY c H R Is PE NTTI LA
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messages to the rich
have been purely emotional over the
past few years, they’re now including
clear value propositions, says Dave
Kroencke, principal at The Richards
Group, an advertising and
agency in Dallas, where he woﬂts with
luxury product manufacturers such
as Bernhardt Furniture and Sub-Zero.
“You have to define your target audi-
ence,” he says. “You need to use niche
marketmg and advertising tools to

ﬂlem.“

A combination of niche advertising,
trade show booths and wlml-of-mnh
is working for Ken Hey, CEO of
Sunstream Corp,, a firm with 26 em-
ployees in Kent, Washington, that
caters to the high-end boat market.
Sunstream makes high-speed hy-
draulic, remote-controlled boatlifts
that retail from $4,000 to $30,000.
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high-income singles and the

‘expensive boatlifts you can buy,”

The 6-year-old cmn‘ﬁﬁﬁy"s
clients include families, retire

super-rich. In fact, two Sun-
stream boatlifts have been spot-
ted on Bill Gates’ Seattle water-
front property. “We sell the most

Hma&maddmsthatﬁmﬂm
word-of-mouth endorsement can
gammteimtoﬁvesales

Hey, who co-founded Sun-
stream with his wife, Debra, boot-

strapped the business. His original

plan was ta sell five boatlifts in five
months,

butanappeammeataSmt
tle boat show -
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was an eye-opener, but Hey really
raised competitors’ eyebrows when
he entered the market with products
30 percent higher in price. The move
differentiated Sunstream and allowed

-thecompanymaﬁ'ersupmurfeatuxes
_-wtth enough ‘margin to deliver great

“Once you create value, you

Gt cammand higher jricing he says.

 His strategy worked. Sunstream is
now the 12th fastest-growing private
company in Washington, with sales
last year of $4.4 million. The company
took a round of private equity in 2001,
andHeylsfammtmgwpmsala
gromhmmog.
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Hey thinks entrepreneurs
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- market when times are tough
“because a slowdown makes it
much easier to find high-quality
* suppliers. “Focus on growing
during a downtum if you can
fund it.” he
Keep in mind that the rich
‘tend to think in terms of invest-
ment rather than consumption,
' and this is even more true now.
Instead of asking rich consumers
what they want, find out what they
don’t like in the products or services
they use. “It might lead to a break-
through,” Hey says. “Find that need
they don’t know they have.” Do that,
and you could find yourself sitting in

the lap of luxury. R
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‘Smarts” columnist.



