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PRICE, SELECTION KEY DRIVERS OF PURCHASES
  Consumers are still shopping for back-to-school items 
despite the uncertainty created by COVID-19 around the 
upcoming school year.
  That’s one of the findings of the 2020 Inmar Intelligence 
Back-to-School Shopper Insights Report, which surveyed 
8,000 U.S. shoppers. Fifty-four percent of the respondents 
plan to shop in-store and online for their back-to-school 
items; 85% plan to shop at two or more retailers. The survey 
also found that a new category — germ-fighting items — is 
on consumers’ school shopping lists this year.
  “Back-to-school shoppers are looking for 
brands and products that will easily fit into 
their updated routines, which will likely look 
very different from years past,” said David 
Mounts, chairman and CEO of Inmar 
Intelligence. “It is important for retailers and 
brands to be agile in their messaging across 
all channels in order to stay relevant and 
match how the consumer is feeling as fall approaches”
  Price and selection will play key roles in purchasing decisions, 
with 75% of shoppers saying discounts are an extremely or 
very significant factor in how they choose where to shop. 
Seventy-three percent said a wide selection of products and 
items are an extremely or very significant factor.
  When asked which category of items are on their back-
to-school shopping lists, respondents replied the following: 
71% plan to purchase school supplies; 56% plan to purchase 
apparel items; 54% plan to purchase germ-fighting items;  
44% plan to purchase grocery items; 37% plan to purchase 
household items for their classroom or dorm; and 30% plan 
to purchase homeschooling supplies in anticipation of an 
extension of virtual at-home learning.
  “Regardless of the educational settings, retailers have a big 
opportunity to capitalize on the shopping season, especially 
as more and more shoppers are planning ahead and are 
making deliberate purchases versus impulse buys,” added 
Mount. “Reaching shoppers prior to their purchase and 
seamlessly integrating e-commerce, along with shopper 
loyalty and flexibility with returns, are all key areas that play 
a role in the purchasing decision, and ones where retailers 
should focus to maximize sales in the short term.”
  According to the National Retail Federation’s annual 
Back-to-School Spending Survey, consumers expect to 
spend a record amount of money to prepare students for 
school and college this year, due largely in part to e-learning 
plans in place across the U.S.
  The 2020 data shows parents with children in elementary 
school through high school plan to spend an average of 
$789.49 per family, up from the previous record of $696.70 
parents said they expected to pay last year.
  The NRF said overall back-to-school spending for K-12 
students is expected to total $33.9 billion, a sharp increase 
from $26.2 billion last year and breaking the record of $30.3 
billion set in 2012.

STUDY: BACK-TO-SCHOOL SHOPPING IN FULL SWING
ADVERTISER NEWS
  Clothing subscription company Rent the Runway says it’s 
shutting down all of its stores for good. The company says 
it is making the decision to focus its investments on digital 
and adding more drop boxes for customers. Its New York 
City flagship will be turned into a permanent drop-off site, 
while stores in Chicago, Los Angeles, San Francisco and 
Washington, D.C. are shuttered. The stores had provided 
customers a spot to drop off their items and swap them for 
the new apparel or accessories that lined the shelves. Rent 
the Runway said it plans to continue to grow its network of 

drop box locations. The company has thus 
far partnered with WeWork, Nordstrom 
and West Elm... Fanatics, an online retailer 
of licensed sportswear, says it raised $350 
million after completing a Series E funding 
round that initially set out to raise $20 million. 
The latest round of funding is expected to 
finance Fanatics’ acquisition of new brands. 

The company currently has deals with the NFL, MLB, 
NBA, NHL, MLS, NASCAR and more than 300 individual 
teams and European soccer clubs... In yet another sign 
of COVID-19’s disruptive impact on business, REI is 
abandoning its nearly completed corporate campus in 
Bellevue, Wash., and spreading headquarters operations 
to multiple sites across the Seattle area. The retailer said it 
is in talks with “multiple interested parties” to sell the never-
used 400,000-square-foot building and 8-acre campus. 
REI’s move is one more example of how the pandemic 
is forcing companies to reassess where their employees 
work and how much real estate they need… A team-up 
of the biggest U.S. mall owner, Simon Property Group, 
and apparel licensing firm Authentic Brands Group has 
been tapped by a bankruptcy court as the winning bidder to 
acquire denim maker Lucky Brand for $140.1 million. The 
two — in a venture known as Sparc — say they are set 
to assume the role of core licensee and operating partner 
for Lucky, overseeing all sourcing, product design and 
development, running all of the retailer’s stores in North 
America, and its e-commerce business. Lucky has more 
than 175 stores in North America, and its merchandise 
is also often found in department stores like Macy’s... 
Construction is set to start next month on a $40.6 million 
FedEx Ground distribution center in the Birmingham, Ala., 
area. The project is scheduled for completion by June of 
next year. It’s expected to create 285 full- and part-time jobs 
within three years of its completion. The 300,000-square-
foot building will sit on a 46-acre site… Amazon delivered 
66% of its own packages in July, up from 61% in June 
and 54% in July 2019, according to ShopMatrix. “They will 
continue to deliver more of their own packages, potentially 
reaching 80% of their own packages by next year,” said 
Satish Jindel, founder of ShipMatrix. “It means UPS and 
the [U.S. Postal Service] will be looking for more business 
to replace the Amazon business.”
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TRUMP SPENDS BIG ON LATE-NIGHT TV SHOWS 
  Stephen Colbert, Jimmy Fallon and Jimmy Kimmel 
may skewer President Trump on their late-night shows, but 
that doesn’t stop his campaign from advertising on them, 
Bloomberg reports.
  Trump commercials have appeared more than three times 
as often as his Democratic rival on all three talk shows since 
former Vice President Joe Biden’s campaign began his first 
general election ad buys on June 19, according to data from 
Advertising Analytics.
  Trump spent an estimated $1.3 million to Biden’s $700,000 

on the comedy shows. The Late Show 
with Stephen Colbert was favored by 
both candidates, with Trump running 
2,480 spots to Biden’s 581.
  Trump has run more ads on the CBS 
daytime game show Let’s Make a Deal 
than any other program — some 16,527 
of them. He’s also advertised on evening 
quiz programs, which Republicans 
are more likely to watch, like Wheel of 
Fortune and Jeopardy!
  Biden’s ad vehicle of choice is the 

national news programs on the three major broadcast 
networks. He’s spent more than twice as much as Trump on 
the nightly news since June 19.
  Overall, Trump has spent $61.8 million over the period to 
Biden’s $50.3 million.

PANDEMIC SHINES SPOTLIGHT ON E-SPORTS
  While the coronavirus pandemic caused every major U.S. 
sports league to suspend its season, e-sports resumed 
relatively quickly, eMarketer reports.
  Leagues pivoted from competing inside venues to an online-
only format where teams and production crews operated 
remotely. Despite any short-term struggles from large ad 
downturns, the outlook for e-sports remains positive.
  This year, U.S. e-sports ad revenues will still grow 12% to 
$196 million, about $3 million shy of the research firm’s pre-
pandemic estimate. The coronavirus led eMarketer to lower 
its video advertising estimates, which makes up a significant 
chunk of e-sports ad revenues. E-sports are expected to 
make up for this short-term loss by 2021, when ad revenues 
will grow 15% to reach $225 million, roughly $6 million more 
than expected prior to COVID-19.

NPD: JULY VIDEO GAME SALES INCREASE 32%
  Spurred by pending next-generation consoles and the 
ongoing coronavirus pandemic, consumer video game 
spending in July increased 32% to $3.58 billion from $2.71 
billion during the previous-year period, according to new data 
from The NPD Group.
  Year-to-date videogame revenue is up 21% to $26.05 billion 
from $21.52 billion last year.
  Consumer spending on game content increased 34% to 
$3.25 billion from $2.42 billion, with digital spending up 41%. 
Console sales dipped 2% to $166 million from $169.4 million 
last year. Nintendo Switch again topped hardware sales. 
Console sales are up 22% to $1.8 billion from $1.47 billion 
last year.
  Accessory sales (gamepads, headsets, headphones, etc.) 
spiked a record 34% to $170 million from $126.8 million.

NETWORK NEWS
  The 2020 Billboard Music Awards, postponed in April due 
to the coronavirus pandemic, has set a new date. It’s now 
set to air live at 8 PM (ET) on Wednesday, Oct. 14 on NBC. 
The format is still to be determined. The awards ceremony 
was initially scheduled to air live on NBC from Las Vegas 
on April 29. The postponement came amid an industry-wide 
shutdown of TV and film production due to the COVID-19 
outbreak. As previously announced, Kelly Clarkson will 
return for her third consecutive year as host. In its move to 
Wednesday night last year, the show averaged a 2.1 rating 
in adults 18-49 and 8 million viewers, 
per Nielsen Live+same day ratings, 
easily topping the Big 4 networks on the 
night of May 1... John Legend and Nia 
Long are teaming up for a new ABC 
political drama, Paper Gods, based 
on Goldie Taylor’s 2018 bestselling 
novel of the same name. Similar to the 
book, the series is expected to capture 
a saga of power, race and political 
intrigue, centered around Victoria Dobbs 
Overstreet (Long), the mayor of Atlanta. 
She teams up with a reporter to look into a series of murders, 
and ends up uncovering a political conspiracy... The CW 
will present WIF’s Women in Film Presents: Make It 
Work! on Wednesday, Aug. 26 at 8 PM (ET). The one-hour 
variety special, a combination of music, comedy and fun 
celebrity testimonials, explores the issues and solutions for 
getting women back to work... Former Bachelorette star 
JoJo Fletcher is stepping in temporarily for host Chris 
Harrison on the ABC show’s upcoming 16th season. The 
substitution stems from a trip Harrison recently took to drop 
off his son at college in Texas. The travel requires Harrison 
to self-isolate for 14 days before being allowed back into the 
show’s quarantine bubble. The Bachelorette contestants 
and crew were required to quarantine on the set at a resort 
in La Quinta, Calif., for 14 days before shooting.

NON-SUBS GAINING NFL SUNDAY TICKET ACCESS
  NFL Sunday Ticket, for more than 25 years a major driver 
of subscriptions to DirecTV, is being offered by AT&T for 
streaming by non-subscribers.
  The availability is not technically new but has been phased 
in quietly and not attracted wide attention from customers, 
investors or press. It applies only for viewers in certain ZIP 
codes in 29 U.S. markets, mostly corresponding with where 
National Football League teams are based.
  In the past, a small number of exceptions would be made 
for university students or fans who could gain access if they 
could prove that they are unable to receive DirecTV service 
at their homes.
  First launched in 1994, Sunday Ticket reaches about 2 
million subscribers via DirecTV, offering a full complement 
of weekly telecasts. With DirecTV losing subscribers (nearly 
3 million in 2019), widening the scope of who can sign up 
allows AT&T ways of leveraging the service as it nears the 
end of an eight-year, $12 billion rights package.
  Ahead of that deal’s expiration, AT&T executives have 
signaled that the cost of a renewal is something they are 
still weighing, especially with $153 billion in net debt still on 
the company’s books.
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RETAIL SALES RISE FOR THIRD STRAIGHT MONTH
  Consumers spent less than expected in July as a pullback 
in auto sales helped cool an economy struggling to shake off 
the effects of the coronavirus pandemic.
  Retail sales rose 1.2% for the month, against the expected 
increase of 2.3% from economists surveyed by Dow Jones.
  The news wasn’t all a letdown, however: Excluding autos, 
the gain was 1.9%, ahead of the 1.2% estimate. A separate 
report also showed that worker productivity rose at its fastest 
pace in 11 years, up 7.3% annualized for the second quarter 
and well ahead of the 1.5% Reuters estimate.

  Overall, it was the third straight monthly 
increase. “Similar to the jobs report, retail 
sales stand in stark contrast to the idea 
that growth in July ‘stalled’ – when in 
fact it continued at a robust, if somewhat 
slower, pace,” Citigroup economist 
Andrew Hollenhorst said in a note.
  Considered a bellwether for an economy 
that gets two-thirds of its activity from 
consumers, retail sales saw an 8.4% 
surge in June that included huge gains in 
furniture and appliance sales. That June 

number was already strong at 7.5% but was revised higher.
  However, those gains cooled as a resurgence in COVID-19 
cases caused reopening activities to slow.
  Electronics and appliance sales saw monthly sales 
jump 22.9% while clothing increased 5.7% and bars 
and restaurants, an industry especially battered by the 
coronavirus, were up 5%.

STUDY: BANKRUPTCIES HEAD FOR 10-YEAR HIGH
  A total of 424 U.S. companies have gone bankrupt this year 
as of Aug. 9. This exceeds the number of filings during any 
comparable period since 2010.
  According to the recent S&P Global Market Intelligence 
bankruptcy report, bankruptcies have impacted a wide swath 
of sectors so far in 2020 amid the coronavirus pandemic. But 
consumer-focused industries were disproportionately hurt.
  Over 100 consumer-focused companies went bankrupt this 
year. This included high-profile filings of retailers like Ascena 
Retail Group, J.Crew Group and Lord & Taylor.
  Some of the companies that sought bankruptcy protection 
were already facing issues before coronavirus, and the crisis 
accelerated the pressure, experts said.
  “Anybody who was more physical or in trouble in the retail 
space to begin with got hammered and they’re there,” 
John Blank, chief equity strategist for Zacks Investment 
Research, said in the report.
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STYLE CHECK: ARE YOU OVERCOMMUNICATING?
  You want your sales representatives to be selling, but 
you also need to communicate with them. To be sure they 
get the message, you might 
fill your reps’ inboxes with 
messages and use the office 
chat system way too often.
  Lee Caraher, author of The Boomerang Principle: 
Inspire Lifetime Loyalty from Your Employees and 
Millennials & Management, says overcommunicating is 
impossible. But if your reps are ignoring your outreach, it’s 
time to change your style.
  You can start by cutting down on the 
number of messages you send. Use 
email to inform your reps about what they 
need to know instead of fluff messages 
that will be overlooked. If you’re the only 
one talking in weekly staff meetings, 
cut down on the meeting frequency and 
observe whether there’s a change in 
attitude. Also, consider replacing some 
meetings with top-down communication 
through email or video messages that 
employees can access when their schedule allows.
  Some meetings will require attendance, though. Promise 
to keep these meetings short and personal. For example, 
if you introduce a new compensation system, they’ll want 
to attend.
  If you’re still not getting buy-in for meeting attendance, 
have a frank discussion with reluctant reps. Help them 
understand that, when they miss an important meeting 
and assume you’ll bring them up to date in a one-on-one 
meeting later, they’re being disrespectful.
  Your ultimate goal is to help your reps increase sales. Be 
respectful of the time they need to do their jobs well and 
communicate accordingly.
  Source: SalesFuel—Manage Smarter.

AVOD ADVERTISING MAKES BIG JUMP IN Q2
  In the second quarter of this year, five premium advertising-
supported video-on-demand (AVOD) streaming platforms 
witnessed a 31% rise in ad revenues — versus a 28% 
decline for national broadcast/cable TV networks’ revenue.
  Those five (Pluto TV, Roku, Hulu, Tubi and Peacock) 
pulled in an estimated $849 million in advertising revenues 
during the second three-month period of 2020, according 
to estimates from MoffettNathanson Research, amidst a 
sharp overall rise in connected TV usage.
  “AVOD advertising benefitted from heightened usage and 
a mix shift in advertising budgets to OTT platforms, growing 
sizably in the quarter,” writes Michael Nathanson, senior 
research analyst at MoffettNathanson.
  Roku and Hulu posted some of the strongest gains, with 
Roku rising 32% in the period to $116 million and Hulu, 
the dominant AVOD service, growing 7.5% to $546 million 
versus the same period a year earlier.
  NBCUniversal’s Peacock, which just launched last 
month, came in third at $80 million. ViacomCBS’s Pluto 
TV also came in at $80 million — up 60% versus a year 
ago. Fox Corp.’s Tubi came in at $28 million — with no 
comparable data available for its year-ago second-quarter 
period.
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