Dear Reader,

It’s the height of ordering season – and also the time when it gradually dawns on you that the year is soon coming to an end. In this issue we have yet again included a Bestseller special to help make the buying process easier. It is spread over the Lookbook and the Readbook sections – look out for the crown symbol that marks our bestseller features.

[bookmark: _GoBack]2018 has brought many changes to our industry: new digital opportunities, further globalization but also a move towards localism (as reported in WeAr #55) and traditional retail models. The general mood is as follows: keep calm and don’t jump on any trend train. Keep your business steady, put in the hard work, choose quality over quantity, engage with your customers and keep them loyal. Invest in a good mix of popular labels, basics and young designers: as the testimonials from retailers in our Buyers’ Voices section suggest, keeping abreast of new names is of utmost importance. Always remember that fashion is about creativity and this is what your customers will spend money on. Design, design, design – we have made every effort to inspire you in our Lookbook section. Our Labels to Watch and Next Generation sections discuss promising emerging talents to look out for – but even when buying from a brand you have worked with for years, be sure to invest in design. Nobody needs another item if they already have it in their wardrobe – but everyone wants to indulge. A unique design twist can make the sale! Educate your sales staff on the different items you are selling and make sure to provide detailed, yet catchy, descriptions on your website – your customers would rather buy a white T-shirt that has special fibers, coatings, a sustainability edge or supports a charity than a fast-fashion item. 

Make your clients feel good about your store. If you have a brick-and-mortar, make it the neighborhood’s favorite by organizing small events, e.g., book readings, gigs, popcorn and play areas for kids as well as cocktail hours for the regulars. If your business is online, make sure to regularly check how user-friendly it is; add a personal touch and give customers the option to donate at the checkout, or enable them to add smaller accessories or lifestyle articles to their basket.

Don’t make the mistake of sticking with your regular brands and items – invest in an innovative, eclectic mix and visit more trade shows and showrooms. They are not only great networking opportunities but important sources of inspiration and new ideas. Invest in these trips: they are motivating and business-friendly – and just being in a fashion capital makes you think and see differently. We are happy to support you with ideas on where to go, as well as eat, drink and sleep, through our VIP Buyers Club. Please email sv@wear-magazine.com so we can arrange access for you. And we are happy to advise you on which shows to go to as well – as always, we endeavor to make your job easier. 

For now, enjoy the autumn but prepare your trips in good time: after the show is before the show. 

Wishing you every success,

Shamin Vogel and Jana Melkumova-Reynolds
Editors



