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Segment Total Dollar Nine West's Share Average Nine West Price 
Sales of Total Sales 

Dress $443,638,900 15.3% $49.43 

Dress Casual $2,107,361,000 14.1% $44.80 

Casual $1,750,730,000 5.8% $35.05 

Leisure/Low $724,834,300 8.4% $45.37 
Performance 

Evening $109,920,900 12.1% $46.78 

These categories do not constitute antitrust markets. Notably, the price points for these 
categories, with the exception of "casual", are within a few dollars of one another, as 
reflected in the table above. And retailers and manufacturers regularly change the actual 
and suggested selling prices of shoes. Further, the various u.Tj�-0.0072 Tc -0.06n2,0079 T5�( variou)T9ice inn e  sellin  6 i 9 e 6 1 . 9 5 6  0  0  1 2 . 2  2 6 9 0  1 2 . 2  3 3 4 . 6 3 4 2  4 5 9 . 8 r 6 l i n t e g c  T w  (  s e l l i n ) T j � d 5 ( e  ) T j � - 0 . 0 1 0  T  3 5  t c  ( s  ) T j � - 0 . 0 0 o c  ( e a j � - 0 . 0 0 7  T c  0 3 4 . 0 0 2 6  T m � (   6 i 9 e 6 1 . 9 5 6  0  (  p w 9 . 8 r 6 l i n  ( e a j T 4 1  4 6 0 . 0 1 4 7  T w " 1 . 9 2 6 8 . 5 6 k e t  ) T j � - 0 . 0 1 0  0  0  1 2 . 2  3 6 4 . 2 7 6 2  1 5 0 . 8 0 8 9  0  0  1 2 m � ( a n ) T j � 0  T c  ( d ) T j � - 2 8 8 . . 0 1 0  ) T j � - 0 . 0 1 0 r e a s o n 7 2 . 8  T m � (  A n ) y . 2 7 6 2  1 5 0 . c  - 0 . 0 6 n 7 c  0 . 0 3 4 s u b j � - 0 . 0 7 2 . 8  T m � (  A n ) T j � 0  T c  ( d 9 . 8 r 6 l i n ) 5 5 6 a j T 4 1  4 6 0 . 0 1 4 7  T w " 1 . 9 4 0 5 . 6 1 0 1 0  T  3 5 0 0 0  1 2  - 3 2 . 7 0 7  - 1 . 1 2 1  T d � ( c d 9 . 8 r 6 l i n ) 0 7 9  T c  0 . 0 6 3 4  T w  1 1 . 9 9 7  0  0  1 2 . T m � (  i ) T 3 2  T c  0 . 1 0 9 8  T w  1 2 . 2 4 4 5  . ) T 1 1 3 . 4  ) T j � - 0 . 0 1 0  T w  1 1 w  1 1 e v 4 t i t u t  i   t h  sellin Tc.0066 Tw�-0.01consum1w 11ev4titut o s2rl



new entrant, how much cost is involved in brand development, e.g., market studies, 
advertising, etc., do brand entry conditions vary by type of shoe, e.g., easier to enter 
with a sandal than a dress shoe? 

As noted in response A2 to my February 29,2008 letter, all that is required for a firm to 
enter into women's fashion footwear is a shoe design and a modest amount of start-up 
capital for brand development and manufacturing. The process for developing a brand is 
similar for established wholesalers like Nine West and for start-up designers. 

That process begins with a shoe design that is presented to the public in a manner aimed 
at developing a favorable brand image. Brand image development does not necessarily 
require formal market research or large advertising campaigns — smaller designers can 
effectively develop brand image via the Internet and through marketing techniques 
relying on preexisting social networks and word-of-mouth, such as by placing samples in 
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Also, in addition to the coupon exclusion practices set forth in paragraph 13 of Andrew 
Cohen's Supplemental Declaration in Support of Petition to Reopen and Modify Order 
("Suppl. Cohen Decl."), Nine West executives understand that the Clarks, Merrell and 
Born brands exclude themselves from certain direct mail flyers and sales books sent out 
by department stores such as Macy's and Lord & Taylor. 

4. Procompetitive Benefits of Previous RPM conduct (A4 and B7): While we 
understand that Nine West has attempted to abide by the law and Commission 
Order, are there any facts or evidence from the late 1990's that indicate whether 
more or fewer shoes were sold by the retailers who were subject to the alleged RPM 
agreements during the time of the agreements? Also, were there any formal 
planning documents prepared for those alleged RPM agreements or any documents 
created after-the-fact analyzing whether or not the attempted program was 
beneficial and led to the sale of more shoes? If there are no documents or evidence 
from the past practices, please explicitly state that. 

Nine West has no further information responsive to these questions beyond that 
previously provided to the Commission. (See Suppl. Cohen Decl. tlf 8-10; Supplemental 
Memorandum in Support of Petition to Reopen and Modify Order at 8-10; Response A4 
of February 29, 2008 letter to Eric D. Rohlck.) 

5. Nine West sales personnel: Nine West should provide any (or a sample of) 
training materials or informational brochures that it distributes to its sales 
personnel to assist them in selling various styles of Nine West shoes. Does Nine West 
offer training for retail sales personnel not affiliated with its company-owned stores, 
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developing advertising programs with the retailer to promote sales. For other (mostly 
smaller) retailers, Nine West wholesale sales force employees perform many of these 
same functions in a more informal way, advising those retailers about company products 
and sales trends. (See also Andrew Cohen's Declaration in Support of Petition to Reopen 
and Modify Order f 10.) 

Sincerely, 

Ronald S. Rolfe 

Eric D. Rohlck 
Federal Trade
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