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Among better/best assortments “softness is
selling,” said Vikram Krishna, director of Micro
Cotton/Sharadha. “Performance is a mass mar-
ket story.”

Micro Cotton/Sharadha has been doing more
product introductions at higher price point in

the past year, “and that seems to be continuing,”
he said.
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INGRIE)VAE Inching Up

$247B

Total Bath Towel Sales in 2015

$27.6B

2015 Home
Textiles Universe

$271B

2014 Home
Textiles Universe

up
1.8%

By JENMIFER MARKS

espite 2 few bumps in the mad, the
bath towel sepment remained Aat
in sales last year, pulling in $2.47
billion in 2005 retail sales.

In the first half of 2016, the story has been
similar, with a Few bweaks bere and there bat no
large-scale pavols.

Bari Mills iz seaing strength m revernible foa-
elz At off-price rebalers, fexbare is import, said
Dan Hamis, senior vp of marketing and product
development. “There's betber perceived value
te a bowee] with surface bechore,” he iold HesTT.

BATH TOWELS

Distribution channels
2015 total retail sales: $2,470 million flat from $2.470 millien in 2014
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Home ¢ Textile Todays Bath Towels Database report neweals 2015 and
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DISTRIBUTION CHANNELS
Dapartment stores arc jons carTying @ variety of
dude Macy'’s, J[CPenney, Eloomingdalek, Bdik, Kohlx
and The Ban-Ton Stores.
includes retailers with distribation
throagh the Internet, catalogs, tedevision hame parties. Ex-

Family Dallarand Dollar General.
shores include retailers that i textiles, s well
s snves that carry textiles at fll price and may or may net carry
pourmet foods, jewelry
Anna’s Linens, Home Goods, Pier 1 Imports, Restoratinn
and Crate & Harrel.

Othar ndudes gift and bmnaan:enl specialty stares, fornire
rs, amomg others.
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*Dhzlity sells. Corsamers ane responding to it”

Sh1l, there's not much evidence that qual-
ity in that sector s moving the needle on price
points, be added. “There's always pricing pres-
sure on the mills, but at retail there's not so
rusch dosmward presare on price pomt — bast
not rech upward presune either,” Harms saud

Mass retailers are beginning to look at a
higher level of pricing on betber goods, and
there's beoad interest in kew-lint, superabsorbent
constmchons, sid Grebchen Dale, evp of strabe-
wic and corpomate planning at Lofiex.

“We're seeing a lot less of “how heavy can
o make it People get annoyed by how long it
takes o dry,” she said.

Chortex has also noted a sharp pivot away
from the beefier constructions. “The 800 o 850
[grams per square meber weight], that's done. The
tewwe] was like @ campet,” said Ernic Vergucht, sabes
representabive for Chores USA and Canada.

He sees 630 gsm bowels as the best sellems in
mid-tier and up, with 00 gsrn and lower work-
img in the more promobonal channels.

“The lower ier is becoming more important,”
he added. “You have o be able o sell ina ange”

Among better/best assorbments “softness is
selling,” sasd Wikram Krishna, director of Micm
CottonSharedha “Fedormance is 2 mas mar-
ket story”

Delicro Coftond@ haradha has been doing mone
product introductions at higher price point in
the past year, “and that seems bo be combimaing,”
he saxd.

Towellers i keeping an eye on shifts in the
market being driven by the rising tide of Mil-
lennials.

“The Millennials are spending more money
on expenences than any of the previous gener-
abions and exploring the world. With posting on
social media frending, Heere is a drve B vacabion
excessvely — which has given a boost bo the hos-
pitality incustry, said Mahjabeen Obaid, creative
director. “With the rise of Airbnbs there is also a
passh ko bary hobelmality bowels online™

The company is alm seeing imcreased inberest
in fowels made with BC {Better Cotton Iniba-
v} cotton, she added. "We see this move with
mainly our Foropean costomers, so if’s worth
menbionmg that it won't be long before the 115,
market also lakes notice of this”

Suppliers agree that online has been less of a
game-changer in the owel category than ik has
far other home bextiles sectors because of the
tactile nature of the product. But thal's begin-
ning ko change.

1 think e-comm is positioned ko see buly
exponential growth in the bath towel business,”
said Jeff Kambak, ceo of ULS. opemtions o Tn-
dent. *Crowing the e-comm bath el business
will require grong ‘old schoal” markefineg prow-
(25

This mieans creating rmarkebng copy Hat i so
well wnltten “you can help the consumer clear
the mental hurdle of needing fo touch a bath
towel a5 a key element of the purchase decison
bree” ;
Buckmg the trend, Kassatex 1= doing boffo
online business with honiry department stores
and recently relaunched its own websibe, But
there’s a caveat.

“Bath accessorics sell a little bit better online
wa. fvwels)” sl Emesto Khoudan, president and
ceo. “When you see a phobn of accessories yon
[are evaluabing] the design. With towels, you
wormy about the feel”

Shll, the switch seems inevitable o Cam-
bridge Towels cen Hugh Thompson_ “If con-
surners didn't have the time bo shop stores
before, they cerdainly don’t have it now. And
they're only a click away from not going ko a
shore” HETT




