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Wireless Retail ©

Scotisdale, Ariz.

2002 Revenue: $293.7 million

Growth (1998-2002): 2003% Mo G5
Founded: 1934 Employees: 1,856
Wireless Refail provides outsourced sales of
wiraless service far cable, cell phones, and the
Internet naticnwide, Because it offers senice
fram mulliple providers, it gives its customers
mare optians than are nomally available at ore
lecation. How It Started: In a meeting set up
by the Houstan Chamber of Commence in 1954,
CED Dan MchMahan and a then partner pitched
and wan a deal 1o sell service-based wiraless
products from kicsks in the Randall's and Kroger
supermarket chains—before Wireless Retail had
opened for business, Direct Marketing; Moha-
han says ne's added diect-marketing cam-
paigns to the services offered o distributors
such as Rado Shack and AT&T: “Wa do the cre-
afive, mail it oul, and the members call back in
te our call center and we complete the sala”

Automated License Systems b i O
Nashville

2002 Revenue: $17.1 million

Growth (1998-2002): 1,816% o 77
Founded: 1997 Employees: 119

Senate Majority Leader Bill Frist has his eyean
ALS, which sells systams that allaw fishermen
and hunters to obtainor renaw licenses onthe
spok. Frist is inferested in & future ALS initia-
frve—~systems that perform background checks
of gun buyears under the Brady bill Cusfomers
include state wildlife agencias, which give the
licensa systems 1o autherized agents ranging
from bait-and-tackle shops to ‘Wal-Marl.
Bigger Quarry: Co-CECs Jimmy and Sarah
Wilson are alsa leoking into providing snow-
mobile parmits, fire permits, park reservations,
and—as part of a joint venture—systems that
screen job applicants at fast-food restaurants.

Hat World # = 7 O

Indianapolis

2002 Revenue: $155 million

Growth (1998-2002): 1,312% o 119
Founded: 1995 Employees: 2,300

CEQ Bob Dannls arrived at \he specialty cap
refailar in 2001, when the compary was ac-
quiring Boston-based Lids, a bigger compeli-
e that, postacquisition, accounted for two-lhirds
of Hat Workd's anmual cap sales. Afier fhe merg-
er, Dennis offered the Lids employees tenure-
based bonuses to stay on, Initially, be stocked
the Lids stores at 5090 capacity—io allow for ex-
permenting that helped Hal Worid phase Lids
inlo jts data systems and infrastructure. Smart
Buying: The company emphasizes sports leam
caps, but inslead of stocking slores with anly
Incal and state leams, Dennis Says, his buyers iny
to stay on fop of sports francs, Mext: Dennis is
opening a store in South Korea: “They are crazy
for American hip~hop fashicn?

Wood Fiooring International ¥ &
Delran, N.J.

2002 Revenue: $11.8 million

Growth (1998-2002): 1,167% N 158
Founded: 1998 Employees: 28

WF| buys exatic woods averseas, has them
milled into flisorbeards, imporis (he beards, and
sells them to distributors for installation. The
company's grawih reflects that of s nicha. in
recent years designers have champianed ex-
otic woods, increasing their share of the floor-
ing market from around 1% to 4%. " used to
b everyone fook cak and stained it 40 differ-
ent colors, says CEQ William Jopling. "Mow de-
signers have figured out that you can actually
get colors by choosing differen) species of
Iree” Around the World: Jopling spends about

They Work on Many Levels A they have in past years,
direct selling and multilevel marketing have a presence on the Inc.
500. Tastefully Simple (page 60) in Alexandria, Minn., sells gour-
met foods through house parties, and 4life Research of Sandy,
Utah {page 84), sells health suoplements through 260,000 inde-

W

pendant reps—or

pansultants,” as they are known in MLM circles.

Such booming ventures are not uncommon in the industry, which
has doubled in size 1o %28 hillion in a decade. According to the
Direct Selling Association in Washington, D.C., that growth has
been driven by wornen, who make up 74% of all MLM consultants,
and the expanding population of the southeastern states, where

MLM is pasticularly popular.

» While the statistics make
direct-selling seem attractive,
the essential paradox of the
strategy is that it can help
you grow real hig real quick—
out people will always wan-
der if your success is
legitimate. Indeed, a 2000
report on MLM from the
Federal Trade Commission
declared that "most pecple
end up with nothing to show
for their money except the
axpensive products ar mar-
keting materials they're pres-
sured to buy! Aroundg the

same time the report was released, the FTC and six states had
sued 1997's No. 1 Inc. 500 company, Las Vegas—based Equinox
Internaticnal, a maker of environmentally friendly cleansers and
shampoa. Ultimately, the company agreed to shut dawn. Then
there's Herbalife, the weight-loss supplement business whose
danca along the line of infamy and respectability seems fo have
subsided following founder Mark Hughes's death from a drug
overdose in March 2000. « *| know that there is a stigma.’ says
Tastefully Simple CEG Jill Blashack. But she asserts that the basic
structure is sound. it is not a scheme, and it's not quick. It's

about perseverance. It's a business.

MIKE HOFMAN

255 af his time overseas, scurcing wood in
Ceniral and South America and Asia. Fareign
laborers work for less, and by cutting the wood
befare shipping i1, WFI doesn't spend money
impriing matenal that will end up as wasia

Activelight ¥ - O
Poulsba, Wash.

2002 Revenue: $67 million
Growth (1998-2002): 1,046% Mo 159
Founded: 1998 Employees: 33

President and CQO Brad Glaeson was once
VF of marketing fer a fve-time Ine 500 com-
pany called BaxLight, which sells projectiors. It
was BoxLight CEO Herb
Myers who gave Gleeson
F300,000 in seed capital 1o
pursug his inferest in plasma
screens, Today, Activelight
distributes high-end audic-
visus products, inchuding the
high-resoluticn scresns that
are replacing billboards in
malls, meraie thealers, and
Times Saquare. Pricing:

Gleeson says Activelight's prices are not the kow-
est—but says it emphasizes service. Office
Perks; The office is Iocaled on the coastof Lib-
erty Bay with views of 1he Olympic Mountains

FurnitureFind w it =&

Buchanan, Mich.

2002 Revenue: $12.1 milion

Growth (1998-2002): 1,003% N 168
Founded: 1996 Employees: 60

In 1996, founder Siephen Anfizdel and bwo
partners bought his famiky's femiture business
and moved it online. How'd they sunive when
the bubble burst? “The one edge we had waz
25 years of exparience in our
irdustng ha says “We figured
cut tnat for the customer, the
pain of normal fumiture shap-
ping is that they have lo go
{0 hree or four ar free stores?
Almost Fatal: In March
2004, FurrilureFind merged
its online component with
another business. The hwo
companies differed in markel
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