


The private sale industry at-a-glance

� Fastest growing segment of product e-commerce globally

� $3B - $4B growing at 50% annually

� Clubs in over 20 countries – started in France in 2002

� North American privates sale market will double in 2011

� Close to 8 million consumers are members of private sale clubs

� Not just about fashion and accessories anymore: home, 

electronics, travel, jewelry, etc.electronics, travel, jewelry, etc.



What are private sales?

� Members-only access

� Distinct sales events start every day (11 am)

� Limited-time (48 to 36 hours)

� Limited-quantity

� Deep discounts (40% to 85% off retail)

� First-come / first-served

� Selection refreshed daily



A win-win scenario

It’s what consumers want

� Value-conscious shopping

� Apparel / accessories

no. 1 online shopping category

� Online shopping = value + convenience

It’s what brands needIt’s what brands need

� Convert excess / idle inventory into cash

� Discreet / brand-enhancing

clearance channel

� Turnkey solution / fast payment



Beyond the Rack at-a-glance

� Website launched in February 2009

� 3.2 Million members across North America

� #1 in Canada, #3 in USA

�10 product categories - apparel, accessories, 

home décor, beauty, travel, kids

� Offices in Montreal / New York

� Partner with 1,700+ brands� Partner with 1,700+ brands

� Global reach – working relationship with 11 other

clubs as member of the Global Brands Alliance 

� Dubai, Australia, Russia, Mexico, Brazil, 

Switzerland, India, Korea

� 220 Employees

� 2011 Revenue - $140 Million



Some of our brand partners



Operating Globally

Investor Base

� Canada / USA / Europe

� Smart money with expertise in e-

commerce and business model

Key Markets

� Warehousing / Operations

� Sourcing / Marketing

� Distinct Websites

Global Brands Alliance

� Best Practices

� Joint Sourcing

� Market Opportunity



Opportunities

• Access to Product and Market on a global 

scale

• Leverage best practices from one market 

to another

• Operations in Canada and USA provide 

access to diverse talent pool

• Able to balance cost / benefit in building 

team

Challenges

• Moving Goods Cross Border - logistics

• Duty and Customs

• Labeling Restrictions – developed expertise

• Regulatory (HR, Marketing, Import, Taxation, 

etc…)

• Language

• Taxes – Remittance (US, Canada, State 

• Highly mobile workforce  – people can 

work from anywhere – virtual work-

spaces

• Proximity to US market/ shipping corridor

• Locate logistics close to market

• Access to Product on a global scale

• Taxes – Remittance (US, Canada, State 

Provincial)

• Currency

• Managing remote team (face-time / follow-up)

• G&A expenses (overhead, travel, IT 

infrastructure to link work-groups)
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