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malls," he says. "[They shop] sometimes with mom, more times by themselves, but
they're there."

The store's design sets a comfortable, entertaining tone for its patrons, with couches
(the company reports that teen-agers have come to the store to do homework) and
rich wood fixturing. "Shifty's was intended to be theater for youth," says company
general merchandise manager Jay Spencer.

The store's merchandise -- equally a contributor to the store's theme -- is one of
Shifty's best assets, with boys and girls apparel, accessories, novelties, and most
recently, shoes. "As far as the merchandise mix goes, the greatest thing about
Shifty's is that it's not nailed down to one product line to drive the business," he
says.

Edison's other youth-based stores offer Shifty's the opportunity for co-branding and
store adjacencies. However, Eisen notes, those ventures are in the future. "In the
case of Shifty's, we have to get a bit more entrenched into our niche before we roll-
out adjacent stores," he says.

Although Eisen is optimistic about Shifty's expansion, he does not point toward
immediate plans. "We're in the process of some administrative changes at the
company, so it's probably a little bit premature to predict what will happen in 1998,"
he says. "However, Shifty's has met Edison's plan as to what is needed in order to
grow."

By the end of the year, Shifty's will have 18 units open in such markets as St. Louis,
Philadelphia, Chicago, Atlanta, Houston, Charlotte, N.C., and Fort Wayne, Ind.
Expansion markets for Shifty's lie coast-to-coast, says Eisen. "So far, we're pretty
well focused on the Midwest and East Coast, which leaves an awful lot of tempting
markets available," he notes.

"Florida has a tremendous amount of influx of youth at various times of the year --
spring break, holidays and summers -- so there is tremendous opportunity there," he
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continues. "And we haven't started anywhere west of the Mississippi, so there's still
an awfully long way to go."

Contact: Mark Brown, executive vice president of real estate construction, Edison
Brothers Stores Inc., P.O. Box 14020, St. Louis, Mo. 63178-4020; (314) 331-6000.


