
SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

From the MixCache.com library

Sample from MixCache.com - The Online eBook Marketplace



SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

A History of Ross Stores
MixCache.com

Sample from MixCache.com - The Online eBook Marketplace



SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

Table of Contents
Introduction
Chapter 1 The Early Days: Founding and First Steps
Chapter 2 Establishing a Foothold: Early Growth and Expansion
Chapter 3 The 1980s: Navigating a Changing Retail Landscape
Chapter 4 From Private to Public: The IPO and New Horizons
Chapter 5 Building the Brand: Marketing and Merchandising Strategies
Chapter 6 The Discount Model: Perfecting Off-Price Retail
Chapter 7 Distribution and Logistics: The Backbone of Ross Stores
Chapter 8 Leadership and Vision: Key Figures in Ross's History
Chapter 9 Challenges and Adaptations: Overcoming Economic Downturns
Chapter 10 Geographic Expansion: Reaching New Markets
Chapter 11 The Dot-Com Era: Responding to Digital Disruption
Chapter 12 Supply Chain Innovations: Enhancing Efficiency
Chapter 13 Competitors and Collaborators: Ross in the Retail Ecosystem
Chapter 14 Customer Focus: Understanding the Off-Price Shopper
Chapter 15 Financial Growth: Milestones and Metrics
Chapter 16 The S&P 500 Journey: Achieving Index Inclusion
Chapter 17 Investor Relations: Communicating Value
Chapter 18 Corporate Culture: Values and Employee Experience
Chapter 19 Community Engagement: Philanthropy and Responsibility
Chapter 20 Evolving Retail: Adapting to Modern Trends
Chapter 21 Technology's Role: From POS to Data Analytics
Chapter 22 Real Estate Strategy: Store Locations and Growth
Chapter 23 The 21st Century: Sustained Success and Expansion
Chapter 24 Future Outlook: Navigating the Next Era of Retail
Chapter 25 The Legacy of Ross Stores: A Retail Icon

Sample from MixCache.com - The Online eBook Marketplace



SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

Introduction
In the dynamic world of retail, where trends ebb and flow with relentless speed, some
companies not only survive but thrive, carving out a unique and enduring legacy. Ross
Stores stands as a testament to this resilience, evolving from a small San Francisco-
based department store into a retail giant and a proud member of the S&P 500. This
book, "A History of Ross Stores: The Story of an S&P 500 Company," embarks on a
comprehensive journey through the decades, chronicling the pivotal moments,
strategic decisions, and the unwavering vision that transformed Ross into the off-price
powerhouse it is today. It is a story not just of commerce, but of adaptability, shrewd
business acumen, and an intimate understanding of the consumer.

The narrative of Ross Stores is one of continuous evolution, beginning in an era far
removed from today's digital landscape. From its founding, the company navigated
the often-turbulent waters of retail, learning to pivot and innovate in response to
changing economic climates and consumer demands. This book will delve into those
early days, exploring the foundational principles that were established and how they
laid the groundwork for future success. We will examine the critical junctures where
the company made bold decisions, from its initial expansion strategies to its eventual
transition to a public entity, each step shaping the trajectory of the brand.

At the heart of Ross Stores' enduring success lies its mastery of the off-price retail
model—a strategy that has allowed it to consistently deliver value to its customers.
This book will dissect the intricacies of this model, exploring how Ross perfected its
merchandising, buying, and supply chain strategies to offer compelling deals on
branded apparel and home fashion. We will explore the logistical backbone that
supports this vast operation, the marketing approaches that resonate with its target
audience, and the relentless focus on the customer that underpins every decision.
Understanding these elements is key to appreciating how Ross Stores carved out its
formidable niche in a highly competitive market.

Beyond the business strategies, "A History of Ross Stores" also illuminates the human
element behind the corporate facade. We will meet the key figures whose leadership
and vision guided the company through various phases of growth and transformation.
The corporate culture, values, and employee experience that have defined Ross Stores
over the years will be explored, offering insights into the internal dynamics that have
fostered its long-term success. Furthermore, the book will examine Ross Stores'
commitment to community engagement and corporate responsibility, highlighting its
contributions beyond the realm of retail.

Ultimately, this book promises to offer a compelling and insightful account of a
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remarkable American enterprise. For investors, retail professionals, business
historians, and anyone interested in the anatomy of a successful company, "A History
of Ross Stores" provides a rich tapestry of experiences, challenges, and triumphs. It is
a story that illustrates the power of strategic foresight, operational excellence, and an
unyielding commitment to value, culminating in its well-deserved place among the
S&P 500—a true testament to its significant and lasting impact on the retail landscape.
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CHAPTER ONE: The Early Days: Founding and First
Steps
The story of Ross Stores, an off-price retail giant, doesn't begin with a grand corporate
strategy or a multi-million dollar investment. Instead, it starts with a single,
unassuming department store in San Bruno, California, founded in 1950 by a man
named Morris "Morrie" Ross. This was an era far removed from the complex supply
chains and data analytics that would later define the retail industry. It was a time of
more direct, hands-on entrepreneurship, and Morrie Ross embodied that spirit.

Morrie Ross was deeply involved in every aspect of his nascent business. He worked
an astounding 85 hours a week, personally handling all the buying for the store as well
as meticulously managing the bookkeeping. This dedication laid the groundwork for
what would eventually become a retail powerhouse, though at the time, it was simply
a local establishment serving the community of San Bruno. The store offered a range
of general merchandise, typical of a small department store of that era.

By 1958, Morris Ross had grown his initial venture into a modest chain of nine units.
This expansion, though small by today's standards, demonstrated an early
understanding of retail scalability and the ability to connect with a broader customer
base in the San Francisco Bay Area. However, Morris Ross’s ambitions eventually
shifted from retail to real estate. In 1958, he made the decision to sell his burgeoning
department store chain to William Isackson.

William Isackson took the reins and continued to develop the company, operating the
stores under the name Ross Department Stores Inc. He further expanded the chain,
growing it to six stores within the San Francisco Bay Area. These locations included
San Bruno, Pacifica, Novato, Vacaville, Redwood City, and Castro Valley, solidifying the
brand's presence in key Northern California communities. During this period, the
stores maintained their identity as junior department stores, a common retail format
at the time.

The company continued under Isackson’s ownership for several decades, quietly
serving its local communities. It wasn't until 1982 that Ross Stores would experience a
pivotal transformation, one that would fundamentally alter its business model and set
it on a path toward national prominence. A group of savvy investors, including Mervin
Morris, the visionary founder of the Mervyn's department store chain, acquired the six
Ross Department Stores.

This acquisition marked a monumental shift from the traditional department store
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model to the off-price retail format that Ross Stores is known for today. This new
strategic direction was spearheaded by Stuart Moldaw and Don Rowlett, two
individuals with significant experience in the off-price retail sector. Moldaw, who would
become president after the acquisition, had previously founded successful off-price
ventures such as Pic-A-Dilly, Country Casuals, and The Athletic Shoe Factory. Rowlett
had also made his mark by building F.W. Woolworth's off-price subsidiary, J. Brannam,
into a 36-store chain. Their expertise would prove invaluable in reshaping Ross.

The concept of off-price retail, though seemingly straightforward now, was a nascent
but powerful idea in the early 1980s. It involved purchasing branded and designer
merchandise at significant discounts—often due to manufacturer overruns, canceled
orders, or end-of-season closeouts—and then selling these items to consumers at
prices considerably lower than traditional department or specialty stores. This strategy
offered a compelling value proposition to shoppers, a promise of quality goods without
the premium price tag.

Under the leadership of Moldaw and Rowlett, the newly acquired Ross stores quickly
shed their old identity and embraced this discount model, becoming Ross Dress for
Less. The transformation was rapid and ambitious. Within just three years of the
acquisition, the chain expanded from its modest six locations to an impressive 107
stores. This aggressive expansion demonstrated the confidence of the new ownership
in the off-price model and their determination to establish a significant market
presence.

This rapid growth was fueled by a keen understanding of the retail landscape and an
opportunistic approach to real estate. Moldaw and Rowlett often sought out vacant
store locations in malls and other retail centers, allowing for quicker and more cost-
effective expansion compared to building new stores from the ground up. This lean
approach to physical expansion was a critical component of the off-price model,
helping to keep operational costs low and allowing for deeper discounts to be passed
on to customers.

The product offerings also evolved dramatically during this period. The new Ross
Dress for Less stores focused on a wide assortment of brand-name men's, women's,
and children's apparel, alongside housewares, shoes, and accessories. This broad
appeal ensured that the stores catered to a diverse customer base, solidifying their
position as a destination for value-conscious shoppers seeking quality merchandise
across various categories. The constant rotation of merchandise, a hallmark of the off-
price model, also created a "treasure hunt" experience for customers, encouraging
frequent visits to discover new deals.

By the end of 1983, the first Ross Dress for Less stores had made their way into
Southern California, and a significant milestone was reached with the opening of the
first store outside the state's borders, in Reno, Nevada. This marked the beginning of
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Ross’s march across the map, extending its presence far beyond its California roots.
The momentum continued into 1984, with plans initially set for 20 new stores across
California, Arizona, Washington, and Oregon. However, the actual expansion far
exceeded these projections.

By the close of 1984, Ross had doubled its planned openings, establishing new stores
in California, Washington, Utah, Arizona, Texas, and Oklahoma. This aggressive rollout
underscored the leadership's conviction in the viability and scalability of the off-price
concept, particularly in new markets. They were intent on pioneering this model in
California and then quickly saturating other markets before competitors could fully
recognize the emerging opportunities.

The company's early success as an off-price retailer was not just about finding good
deals on merchandise; it was also about creating an efficient and appealing shopping
experience. Unlike traditional department stores with their elaborate displays and
extensive customer service, Ross embraced a "no-frills" approach. This minimalistic
store design prioritized functionality and allowed the company to significantly reduce
overhead costs, directly contributing to the attractive price points offered to
customers.

This strategic shift and rapid expansion laid the essential groundwork for Ross Stores'
future. The early days under Morris Ross established a foundation of retail operations,
but it was the transformation in 1982 by Moldaw and Rowlett into an off-price chain
that truly set the company’s trajectory. This foundational period, marked by bold
decisions and rapid growth, positioned Ross to become a formidable player in the
burgeoning discount retail sector. The lessons learned in these initial years,
particularly regarding opportunistic buying and efficient store operations, would
become enduring principles guiding the company for decades to come.
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