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TIME TO LOOK
AHEAD

As the economy starts its
recovery, now is the time to
make decisions ahout the future
of airport concessions

BY JODI RICHARDS

he past year has been called the worst recession since the Great
Depression, and airport concessions programs were not immune (o its
effects. By no means has it been doom and gloom for the industry, but
retailers, airports and consultants all agree now is the perfect time 1o
re-evaluate operations and look for new opportunities.

Sales per enplaned passenger have held steady, but overall revenue
at airports is dropping because passenger numbers are dropping, said Christina
Cassotis, vice president and leader, Airport Services with SH&E,

Bruce Boudreau, director at Jacobs Consultancy, said specialty retail has
taken the hardest hit. Depending on the airport, he has seen drops anywhere
from | to 8 percent in specialty retail spend rates,

Food and beverage numbers, typically
the least elastic of any of the concessions,
have held up a little bit more, Boudreau said,
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and being educated pEDI_JlE who can help j!:hE alsa seeing some strong declines in spend-
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ports, Boudreau said, "we have seen some

Services with SHEE  pjaces that are off 30 to 40 percent in terms
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Business Terms

At several airports seeking proposals for their retail space, Boudreau said
business remains competitive among “the usual suspects,” or the major conces-
sionaires. *We're seeing the big concessionaires being very competitive in chas-
ing deals,” Boudreauo said. Companies like HMSHost Corp., acquired by Autogrill,
and Hudson Group, acquired by Advent International, have put pressure on re-
taining and gaining market share on renewing contracts.
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Airporis trying to
attract local businesses
have to do more to reach
out to those potential
operators, such as us-
ing smaller contract-
ing packages and more
flexible business terms,
“Generally there is com-
mitment because they
believe that those lo-
cal businesses bring a
certain authentic, local
flavor to the airport,”
Boudreau zaid.

Missouri Vineyards at Lambert-5t. Louis International

Airporl is a new restaurant to serve iravelers,

While that’s good news for airports
that have programs expiring, Boudreau
said, it also makes it a
bit tougher to get the local
guy to submit.”

“The local and re-
gional concessionaires
are having to use a much
sharper pencil and are
much more concerned
about their ability to finance the cost
of improvements,” Boudreau said.

Retail Response

For concessionaires
like HMSHost, 2009 has been [ull
of deliveries, including new restau-
rants, partners and concepts. Some
additions to HMSHost's portfolio
include: Gladstone's and Pinkberry
at Los Angeles International, Chop-
House at Denver International,
Sammy Hagar's Beach Bar & Grill a1
MeCarran International, Cross Pens
at Salt Lake City International and
Missouri Vineyvards at Lambert /51,
Louis International.

“THERE is still a need for airports to rationalize
their concessions space, find more concessions

space and to take a hard
using that space to meet

look at how they're
future demand. Traffic

1s going to recover. It always does.”
Bruce Boudreau, director at Jacobs Consultancy

ACI-NA
DOING?

* ACI-NA sponsors the annual awards
contest for airport concession

operations.
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These openings were tied to con-
tracts awarded in 2007 or 2008, said
HMSHost spokeswoman Susan Goy-
ette, And, while the economy and
traffic numbers have had an impaci
on some of the locations in terms of
timing, the company wanted to make
sure the locations were ready to go
when traffic returned.

For BAA USA, the past year has
been highly focused on transform-
ing — renovating, expanding and
bringing in new tenants — the entire
retail space at Cleveland Hopkins In-
ternational, Mark Knight, president of
BAA USA said, "It's really a huge and
dynamic project for our company. It
is not without its challenges in these
times, but we've been pleased with
our success,”

Like others, HMSHost has been
affected by the closing and moving
of gates. To deal with the lack of traf-
fic to those areas of the airport, she
said reducing hours at some retail
locations to better reflect the times
those gates are in use is one way to
manage. HM5Host also manages to
stay until after the last flight leaves,
Govyette adds.

Al Baltimore-Washington Inter-
national Airport, Southwest Airlines
gave back five gates at the end of Con-
course B, Knight said. In conjunction
with the airline and one of the ten-
ants, BAA used ticket jacket stufiers
1o prompt customers (o use the restau-
rant, "It had a tremendous impact,”
he said,

Growth Areas

In the last eight years, concession
spending per passenger increased by
50 percent, Boudreau said, withow
an inflation factor, "That's because
airports are doing a better job at
giving people what they want,” he
said. "People are getting away from
the cheap, fast food and they want
better, healthier, freshly prepared
foads and they're willing to pay
more for it.”
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