The beam team

American Laser Centers grows quickly by stopping growth

BY KATIE MERX
CRAIN'S DETROIT BUSINESS

Three years ago, Rich Morgan decided that
the Seattle-based las 1ir removal company
he worked for was missing opportunities for
growth, so he set off to create his own.

He chose metro Detroit as the headquarters
because he could fly anywhere rluuuhh Detmit
Metropolitan Alrport’'s new Mcl
nal and because he knew two Detroit A
nose and throat doctors who were interested
in partnering with him.

So in 2002, Morgan together with doctors
Benn Gilmore and Leonard LaCivita founded
American Laser Centers L.L.C. in a small room in
the doctors’ office.

T /., Morgan is aiming for $50 million in
revenue and toying with the idea of going pub-
lic or selling to a larger corporation someday
Mo L.-lll is the president of American Laser

r-removal company opened six
offices. In 2003, it grew to 30 offices, and in 2004
it swelled to 50. Today, the company has 53 of-
fices in 14 state d Morgan ]JF:LH» to double
the number of offices by the
American Lz Centers employ
in its corporat adquar and operates
seven hair-removal centers in metro Detroit
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See Laser, Page 33
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Rich Morgan partnered with two local doctors to start
American Laser Centers L.L.C. in 2002,



Laser: Growth comes from losing hair
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With the doubling of offices, Morgn sald, e ex-
to double revenue from $24.3 million last year
1o about 850 million this year.
American Laser's growth is in step with Ameri-
i f el d

Ing to Yoknoom, Isrmcl-

A Fobruary 2000 study of 1,000 American adults
aald 80 pereent of women und 59 peroent of men ap-
prove of cosmutic Mm [linoisbased mar-

I-s-n meteorie, with 14 million Americans having
e procedire n 2004, up from 923,200 bn 2000wl

08,54 b 1998, according o the Ameriean for

Aasthetic Plastic Swrgery Inc. in Now York City.
Reality TV shows such ns “Extremo Makeover™
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1o pet

“The seervt o our suceess in most markots hlhm
we work with an established plastic surgeon or der
matologist,” sabd Kevin Plecuch, executive viee
president of corparate develapment at
Laser Conters.

Laser hair removal ks an out-of pockel expense. So
the company spends a long time bulkding a cose and
winning customers over by providing trade show
and bridalshow attendees with  informatbon,
coupons and contest

“Them 12 to 18 months from naw, when they decide
to try It they're golng to try it with us,” Plecuch said.
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W Two thirds of its. Amorican Laser gots
bookings are solicited | leads on interested doc-
ry the company. tars O TRCOmmAn-
! dntions from Syneron and

word-al-mouth among doctors, s
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Thanks to mnmmumﬂiudwmm elient
leads. the American Laser |s able to track where its
business comes from and target its marketing,
PMecuch said.

The company spends about $12,000 per store a
month on marketing. Plecuch sald, or about
500,000 oF $500,000 » month.

and
800 number, Plecuch sald, so American Laser can
K 1 s

“Our highestquality boads come (rom referrals,”
Fiecuch sabd. “Fifteen poreont of business every
manth comes from referrals.”

Existing customers can earn discounts and gift

roforring thelr and family.

Maoney spent 10 pop to the 1op of 3 Googhe 07 Yahoo
search is well spent, l said, bocause M o 35 peroent

that when it “maybe you
mwmhsmwmwmr  but
mnyhormun spend $L000 o have some hair e

%hlr romoval constitutes between B percent and
0 percent of American Laser Centers’ hlllhm
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Thit company alsa reports that ane-thind of its
boakings come from in-bound calls, but two-thinds
are solicited by the company,

“We did  Jot of research,” Plecuch sald. “What
we've fourd s that people will think about it a long

Piecuch sabd. Skin

Cagital hasn't boen a barrier 1o oponing offloes,
Plecuch said, because American Laser Contors typl-

The only copital expense is about $100,000 per of
fce for the hair-removal and skin-refuvenation
equipment. Each allice starts with iwo employess,
and American Laser's olfices grow os large as six
mltluy-

Laser signed a contract 1o purchase
Slr.m!nlnn in new cquipment last month, accord-

In three years, the company has closed just two
stores because they didn't meet the profitability
threshald. Plecuch said.

The company woilldn't disclose how much profit
It expects each store to make or in what period, but
Piecach sald it closed one store after 12 months and
the other after 18 months.

“The plan ks to keep building something that

builds value,” Morgan said. “The next throe years
ae gobg to blow awny the first three.”
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