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Dressing Rooms Of The Future
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Interactive mirrors, 30 scannars and holographic sales assistants may sound like they belong in a sa-fi mowie, but thay'll
likely soon be part of your future shopping sprees.

That's because, in an effort to make shopping more enticing and inviting, retall developers are adding amenities like these
to their fiting rooms

Elomingdales, for example, was one of the first retailers to test a social refailing system in its New York flagship store
last year, and Milsukoshi, a Japanesa department store chain, bagan experimeanting with an "intelligent fitting room™ in
2004, The fitting room gives customers the opporunity to check available sizes and styles of the terms they are trying from
inside the fitling room.

In Depth: World's Innovative Dressing Rooms

"When you are in a store looking fo buy an item of clothing, there are two moments of tnuth--when you take it off the shelf
and when you try it on in the store,” says Fred Dust, partner al ldeo, a3 business design consultant firm with offices
worldwide, "The belter the retaller makes the trying on expenence, the more likely the shopper will buy the em”

Playing Catch-Up
But retailers have largely ignored dressing rooms, even as the rest of the retail landscape evolves

Tha Internat has revolutionized the way catalog shopping is conductad, and increasingly shoppers are avoiding fitling
rooms altogether, opling instead o take advantage of liberal relurn policies and bring merchandise home Lo try on. But
bricks and mortars have not done much to make shoppers want to spend more time in their stores, says Bo Begole,
principle scienfist at PARC, a firm specializing in innovafion and scienfific research for fechnology companies.,

Cne salution might be installing a responsive mimar in retailer's dressing rooms. Ralated Stories
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“Currently when you bang five or six items into the drassing reom and try o namow down your Guide Teo Sizing

seleclion,”" says Begole, "it becomes difficull to remember how you looked in each oulfil®

The responsive mirror eBminates that by allowing shoppers to simultaneously see pictures of themselves in all the items
they try on to help them decide which they want to purchase. Prada began using them in its Beverly Hills stores and SoHao
stares last year.

Group Think

lconMichelson, a digital design agency, devised a system in 2007 at the request of designer Manette Lepore that woulkd
make retaiing a more social experence, Through an interactive mirror and webcam in the designer’s space in
Bloomingdale's New York flagship stone, customers were able 1o include friends or parents in their shopping experence.

"Typlcally young people shop in groups,” says Joseph Olewilz, senior vice president of client relations at lconhEchokson.
"But whether they are alone, with friends or a parent, they whip out their cellphone, take a picture of the itern they are
interested in buying and send it to their confidants asking their opinion. We came up with a system to support that
behavior.”

Through inventory tagging, the dressing reom registers the ilems shoppers lake in to try on and produces video and
images of the merchandise. A touch screen gives shoppers the oplion o invite fiends. Through their personal cellphone
ar key pad, thay can then send an e-mail or text message to fmends. By clicking on a url and logging on o a Web site,
the friends can see the items being tied on and make comments.

The site will also suggest other merchandise In the store. The shopper can then click on one of the recommendations, and
make it appear in the mirmar superimposed over his image, as thowugh he were trying on the garment



"We are trying fo knock down the virual walls of a store and allow people to communicate as though they are shopping
together,” Olewilz says, "Everyons can ba at the same place at the same lime.”

The system even provides an opltion for the fend, parent or relative to remotely purchase the clothes for the shopper.

lconMicholson tested the socal retaling system at the Bloomingdale's New York flagship store in its Manetle Lepara
boutique in 2007 . While the system was only slated for a test run, it is working with other retailers to launch similar
dressing romms,

Macy's and J.C., Pennay are also exploring varsions of the interachve dressing room, according to Richard Russo, foundear
of Hybridia Design, a retail design and imaging firm.

Shopper Support

Seems that's a smar idea. The THS Retail Forward Mew Future in Store survey, which was conducted in May and
questioned 4 600 primary household shoppers in Asia, Canada, Europe and the United States, found that 73% of
shoppers anticipate using interactive towch screens in dressing rooms to commuonicate with sales assistants by 2095, Half
expect that 30 body scanning and interactive dressing room mirrors will eliminate the stress of trying on that new outfit,

But implemenfing these dressing rooms throwghout a large chain of stores can be costly.
Scannars that can detact cusfomers’ sizes can cost about $75,000 each,
And as the retall space continues to consoldate, it has slowed down the growth of this technology.

Have your spending habliis changed with the slowing economy? Weigh in. Posi your thoughis in the Reader
Comments section below.

But there are other ways for retailers fo enhance the cramped, dingy dressing rooms that have become the standard at
many shopping malls and bouliques,

Retallers have started to add more realistic lighting that is closer to daylight and increase the size of the rooms 1o allow
more movement and other people to join shoppers in the process, Dan Buther, vice president of merchandising and retail
operations at the Mational Retail Federafion, says.

Up=cale retailars espacially are starling o make fitting rooms an environmeant within the store by serving refreshmeants and
providing an attendant in the room Lo assisl customerns.

And specialty refailers like the Gap and Banana Republic are revamping how shoppers recenve senvice while in the
dressing room by installing call buttons and delvery doors where sales assistants can bring items fo shoppers,

"Fitting rooms are a great touch point,” Ken Misch, chairman of JGA says, "It provides an unencumbered way to talk with
customers about the brand and engage and interact with them beyond tha sales floor. When customears try something on
and have a pleasant experience, it increases the likelihood that they will buy the ilem three or four times.”

In Depth: Werld's Innovative Dressing Rooms
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