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COMPANIES YOU NEED TO KNOW ABOUT...

Patrick Sébile: ‘Distribution

is the

Angling International: You became CEOD of Sébile in
January last year and then MD of Anglers Diffusion
Ltd [ADL) three months later. How are you managing
to juggle the demands of these roles with the creative
skills on which your company Is founded?

Patrick Sébile: | have 10 say these three moles ke
pretry much all of my time, with no holidays or
relaxing weekends since last year So it's pood that
it least my job needs me to go fishing. 1 am very
well asststed by the team in the USA and around
the world, especially my COD Russell Gray, On the
creative side, | have already developed a wide range
of soft, wired and hard baits, so it doesn't take as
much time as in the past and means | can give a
substanrial parion ol Ty Ime o my management
positions. Promoton whes a lor of my dme. With
the recent addition of the Middle East, we are now
in 40 countries, so | have o provide the kmowledge
and help needed by each narional distbutor

Al: Are you still able to invalve yourself in the
creathve process?

P5: One hundred per cent! | developed this com-
pany beeause of all the creations 've worked on for
the last rwenty years, so | really have no plans o
have other people designing and developing lures
for Séhile. Many people come 1o me claiming they
have a great icen, but | prefer not to see it in case |
am wnr'kl.rsp, an the same kind of stull I'||:,'.u:'-'t 11 o
believe strongly in what you are doing, 1 suggest you
| do as | did and create your own COTT Py

AL Atthe end of last year you realigned US market
termitories and senior management responsibilities
to improve service. Are you seeing the benefits?
PS: Tt is a bit eardy 1o be able 1o see sipnificant
results, bug what | can clearly see is every time a
retailer or wholesaler comes o me on that subject,
they appreciate the approachability of the sales
mansigers and reps that we employ. Our sales force
is knowledgeable about the fish species in their

tO success NOw’

Investment in stock and’a new warehouse — plus some smart direct selling — has
put Sébile in the perfect position to meet increased demand for its lures in 2010.

regions and this has helped us
bring more lures 1o the reilers’
shelves. For example, with having
Barry Stockhaus in the northem
part of the US as well as Canada,
what we are seeing is more and
more shops and wholesalers
promoting Sébile lures due 1o his
discussions about how well they
work for pike, walleye or striped
bass. Remember, a good sales
person does not just sell lures
for us, they sell fishing and the
exciternent that everyone has

L e P N S WA wi0a

when the fish hirs the lure.

Al: Do you see further arganisational changes in 20107
PS: As you know, Keeton Eofl lelt Sébile in February
of this year to pursue different adventures. We wish
him all the best, but his leaving has actually given

L5 An opportunity to reassess the southem USA and
Mexdco regions. We have actually brought on Sponco
Marketing Inc. to help increase our sales in the TALO
region as well as some of the Midwestern stares that
we dicd not have representation m. Additionally, we
now have a Larin America sales manager, Philippe
Crarcia, and we want 1o take great cane of these ter-
ritories. Bur a big evolution for 2010 is that we are
now able to sell lures 1o retailers and wholesalers in
countries where we don't ver hove a nanonal distribu
tor. We cherish the narional distriburor approach, and
we only work with exclusivity in each country. Our
contract also stipulates thar we don't allow national
distributors to sell in markets other than their own
But we don't want to miss sales OPPTUTINES 10
countries where we don't hve notional distribution.
50 by sefling directly to retailers and wholesalers in
these countries, | beliove we will be able 1o meet the
existing demand, then make it stronger, with the goal
at a certain point in time of finding the right exclusive

“By selling directly to retailers and wholesalers we will be
able to create demand before finding the right distributor”
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national dismbutor 1o handle the counery. This is the
benefit of the mvestment | made last year 1o move to a
big warehouse and build stock

Al: What is the blggest thing you have learned from
your experience of establishing Sebile in the US?

P& Nothing is impossible if you believe deeply in
what you are doing. As an entreprenecur, the USA
was the toughest {'h:i“ung{' bor @ [oreigner, a very
strong market that was very difficult 1o penetrate
Several European companies, not just in the fishing
industry, have wied o become established there, have
spent millions in investment and have abandoned
the arrempt after a few years. My parmers and mysell
did not get into the same situation. We came with a
limired amount of money, but great [aith in what we
were doing and respect for the established brands
and the Amencan people. 50 the welcome and the
position we have achieved 1oday is so rewarding! *
These people are very open-minded, and il you bring
something thar has a benefit for them they will give
you your chance. It is then up to you to prove the
value of what you are doing

Al: What are the key differences between marketing to
US and European markets?

PS5 Actually there are a lot of similarities, but 1 have
seen a difference in attinudes. In Europe, and 1 would
say ruinly in France, few people were paying at-


http://www.sebile.fr

tention to my background with my 300 record hish
catches, travelling and puiding all around the world
and different creations such as unique rods for SER]
in-ling spinners for Mepps and new hoolke shapes
for Gamakatsu, It's a cultuml thing. When | came
LRl '.'.|||: |II:. ||I:|'-._ mainy p:':'-|1||' JUSE CRDCEsead r||-.'|'||
because they were different 1o other brands, without
paving anention wo the products themselves. In
Amenica journalists, anglers and retailers don't judee
the product on whether it fits the trends, they ry it
and judge it on how well it works

Al: Where will your main focus be in the next two years,
the US or Europe?

PS: 5ol plasuic lures will be ar the cenre of Sébile’s
development. In addition. a big part of our strategy

will be 1o suppon our natonal distributors. This is

why my sales managers ane avid and experienced

anglers, so they are able 1o be out in the field with
POLIETERIE
kgl

5 omn fishing mips, sharing with them their

and the II.IhI'I'I."'I" uses of each lure. This
i Russha s a

is where Laurent Picg in Europe and

very stromg asset. He is a top level zander and pike
angler, and when he is fishing with a distibutor, local
|'«'.|U:|'|1|1||5|.‘i N TEPrESENNNE s 3l a show in Clermont
Ferrand, Moscow or Dubal, no one is better at creat-
ing the greatest possible impact on sales and brand

promotion, This helps the brand credibiliy

AL You have been on record as saying the quality of
delivery has been a key issue for you in the past. Is
this something you ane still working on?

PS5 This ts comect. 1 said that in the conrext of a

brrand thar created such an explosion in demand that
i company in the world would have been able 1o
fulfill the orders. That is why part of the plan 1 hive
put in place is o ke a 6,300 sq e warchouse, We
now have several monthly delivenies there from the
[actory and each customer is now able 10 see thar,

since last summer, our mtio of flling orders is premy

good. No one s walting

tiom, we now provide our customers with stock detail
eviery week, 50 they are sure 1o get what they order

[t makes our business easier wo, with very few back
orders to track. This was and s a big imvestment but

[ can see it paying off very well already:. Links with
many national distmbutors have been improved a lot

as a resulr, so not anly is the US retaller seeing the

benefit from this, but also everyone from the angler
all the way through the different levels of the selling
chain. And of course Sébile as a n.l"llll‘.l.ll'| 15 reaping
the rewards. In 2009 we did 2.2 times the sales we

achieved in the previous year

Ak In 2008 you won the EFFTEX hard bait award and in
2009 both hard and soft bait awards at ICAST. Can we
mxpect something special from you again in 20107
PS5 | won't say that | have now gor all thar 1 wanged,
biit this has certainly ulfilled long-held dreams both
as a lure designer and a CEO, To appear in Field and
Stream, the reference point for the outdoor word

for more than 110 years, was also fanastic, along
with several ‘best hait of the year” awands from other
mugazines that | deeply respect. But whatever hap-
pens, | just plan on staying who 1 am, always easy
to reach and able 1o share my passion, whether it is

recetve their baies. Tnaddi-

5

with Joe's shop or with the biggest fishing catalogue
buver. Il 5ébile wins more awards and acoolades in
the future it will make my hear beat just as fast as i
dic the first dmie. | don't think you can get used w
that — and | wish not!

AL What can you tell us about new products for 2010
that will excite the market place?

PS:We will focus on mruly innovative ways o

bring soft plastic worms, spinnerbaits, deep diving
crankbairs and welghted hooks o the maret

just consider myself an angler who faces the same
problems as every other angler, so s a designer |
work 1o bring solutions that work for myself and my
customers. | probably wouldn't do stall that gets

<o much recognition it was just for money. My
invalvernent & linked o the benefits | will get while
fishing myselfl

Al Finally, what do you see as the next big step for
Sébile as a company?

PS: Heaching new levels of distribution. 1 don’t want
any half measures in making this company a major |
player in the fishing business.
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