





Deciphering the boards that worked best this summer and

what to expect for fall

By Mike Cianciulli
The surfboard business is
constantly evolving. Each
season, manufacturers
boast the next big thing.
And while the average
surfer's quiver might
morph as often as industry
trends, it's still important
to reflect on what boards
work best during this
transition from the gentle
rollers of summer to the
heavier waters of fall and
winter.

Shapes cornered a trio of the industries top board builders and grilled
them about their best sellers this summer and what they anticipate for
fall. Here's what we found.

Jeff "Doc" Lausch, Surf Presecriptions:

"This summer we made so many "New Toys" I felt like Santa Claus. We
also did many high performance shortboards. My P2SC was our most
popular model, that is my P-Roll with a single concave and slightly
more rocker in the nose and tail. We did a lot of the new PX model as
well. The PX features a deep single concave and extreme tail rocker.

Everybody knows that fall is when we get our best waves in California,
so I am sure we will be doing massive amounts of all our high
performance models like the PX, P2SC, RXP, but I'm also doing some of
the flat deck models that were super-popular in the 90s, as well."

For more on Doc's models, check out www.surfprescriptions.com.
Shea Weber, Dewey Weber Surfboards:

"We've basically been selling a lot of our classic longboards this
summer but we've also seen an upswing in the retro fish designs.
Sales kind of slowed down in August but we're anticipating more
longboards and fish heading out the doors this fall."

For more on Dewey Weber Surfboards, check out
www.deweyweber.com.

Mike Milliken, Firewire Surfboards:

"We had great sell thru with our Taj Burrow pro model and the Quad
Fish model. 6'0 was the most popular size in the Taj series and the 6'2
in the Quad Fish.

Going into winter, were forecasting a lot more of the high performance
models in the line such as the Direct Drive, Taj pro model and Flexfire
series. These boards tend to work the best with some solid winter
swell."

For more on these models, check out www.firewiresurfboards.com
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Q&A with Darren
Handley of DHD
Surfboards

By Josh Hunter/Transworld Business
Magazine

How many years have you been shaping
surfboards?

I have been shaping for 22 years.

How did you finance the business in the
early days?

I was working for Muzz [Murray Bourton] at
Pipedream [now Bourton Shapes] earning a good
wage. I used that and a good deal in Japan to
help set me up.

How long did it take the business to become profitable?

I was profitable from the start as small businesses are easy to manage.
It's when you get bigger and need a larger factory and more employees
and other crap that comes with growth when you really need to watch
your bottom line.

What years have been the best as far as revenue and growth?
Why?

Revenue-wise, it was the early 90s when the demand in Japan was
high and the Australian dollar was low. I was sending heaps of shaped
blanks over and making shitloads with no glassing outlay. This is what
really set me up to then build my first real factory.

What has been the most difficult business decision you have
had to make?

Letting go of some of my team riders. You build such a great
relationship and have such good times and then have to let them go
for certain reasons. Some take it personally and some don't, but at the
end of the day it's just business.

What changes in the market have made the most impact since
you first began shaping?

The market shits on me, as surfboards are still way too cheap and
everybody wants the best boards but they don't want to pay -- which
means small profits for the industry. This makes it harder to use better
materials and make better and stronger boards. However, currently
this is changing and surfers are becoming more educated and willing to
pay for high-end product instead of cheap Chinese product. This is one
of the impacts I'm seeing that will benefit the surf industry to come.

What was your initial reaction to Grubby closing? Did it affect
you guys down in Oz like it did here in the U.S.?

No, it didn't really affect me at all. I work closely with a local blank
supplier on the Gold Coast.

What tools, machines, materials and technology do you have
access to now that you didn't before?
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Shaping machines are one that I didn't have before. In regards to
materials, I have worked lots with epoxy and carbon, nothing that
anyone is doing now is really new to me. Over the past couple of
years, I've been meeting with some mad scientists around the world
that are offering good advice and knowledge. Blending that with my
expertise of shaping and board construction that is going to allow
better things to happen than just jumping on the bandwagon.

What does technology allow you to do that you couldn't do
already?

Working with the top surfers in the world and shaping machines is

making my boards stronger, lighter, whiter, and brighter. Plus, just
general R&D on foams, fiberglass, resins, and carbons. If Mick and
Steph aren't riding them and I don't believe in it.

What do you hope to see happen to surfboards in the next ten
years?

Surfers understanding surfboards. This is coming from the top as the
top surfers and juniors know that they can't win a contest just in a pair
of cool boardies. They need a good surfboard. Just like all top athletes,
you need the best equipment to support you to be the best you can
be. The top guys know this and they don't require financial backing
from the surfboard guy. From that, I can see more money being paid
for boards and proper R&D going into boards. The Y generation will
grow up on the new flex patterns, surfboards, contours, and fin
development, which will take surfers, surfing, and boards to the next
level in the next decade.

What are your thoughts on the current state of surf hardgoods
market?

The hardgoods market is probably the most stable part of the entire
industry. I mean people don't stop surfing because the fashion
changed. What I hope retailers understand is that people will keep
surfing and keep buying boards even in the hard times. It's probably
the cheapest thing that they can do.

How do you feel about boards coming in from China, Thailand,
and other places overseas?

Charlie don't surf. I am over them. They are flooding the market on
the back of the success of people like myself and other great shapers
and surfers in the world. They overestimate demand and then have to
sell it all off cheap.

On the other hand, maybe this was a necessary evil as some of the
surfboard makers took their eye off the ball and blanks companies as
well. So I think we all got a good punch in the guts and saw what could
happen if we don't pick up our act and crawl back the ground that we
may have lost or that Asia has opened up for us.
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FIVE QUESTIONS WITH
SHEA WEBER

Shapes sits down with the son of the legendary Dewey Weber
By Mike Cianciulli

TELL ME ABOUT YOUR EARLIEST MEMORY OF SURFBOARDS.

What can I say; I've always been around surfboards. I grew up in a
surf shop in Hermosa Beach and was around boards from a very early
age. In retrospect, my experience was a bit different then most kids.
I wasn't just around finished boards. I got to see the whole enchilada.
I got to watch boards being shaped, airbrushed, laminated, sanded,
and more. The other cool thing was that the employees who worked
for my mom & dad were like family. My brother, sister, and I had
about 10 big brothers. My parents were really cool about letting us
hang out at the shop. Back then, my dad built his store and surfboard
factory together in the same building. When I was old enough, around
ten, I got to do some grunt work in the factory -- sweep up foam dust
in the shaping room, pull up resin floor's in the laminating room, empty
trash and other various tasks and I thought that it was really cool.

HOW WAS YOUR DAD, DEWEY, A PIONEER?

I'm probably biased, but my dad was a pioneer in so many ways. He
was super competitive and it was never enough to be average at
something. So, no matter what it was he did, he was looking to be
one of the best at it. Surfing, board design, manufacturing, promotion,
marketing, and sales were just a few areas that he pioneered in many
different ways. There were many great surfers, great shapers, or great
businessmen, but Dewey Weber was all of these things. I'm not sure if
there was any one of his contemporaries that excelled at all of these
things the way my dad did.

HOW DID YOU TRANSITION THE BUSINESS FROM YOUR
FATHER?

My dad passed away on January 7, 1993. We closed the store down,
as my sister and I were in college and my brother was traveling. I
approached my mom just before I graduated about starting the
business up. She agreed to help me part-time and that was it. We
incorporated as Weber Sports, Inc. and started it out of her house in
Vista in 1994 as a mail order business. We sold a couple of T-shirts, a
hat, and some stickers. We did a limited edition surfboard later that
year that Iggy shaped in Hawaii. Because of the logistical issues, we
only ended up building about 35 of them. We started full surfboard
production in 1995, and by 1998 we relocated to our current location in
San Clemente. My mom retired in 2003, and my brother and I ran it
the next two years. Corey moved to Hawaii in 2005 and I've been
running the business solo since then. Owning a business with your
family, no matter how much you love them, can be challenging. In
2008, I started Dewey Weber International, Inc. and entered into a
Master Licensing Agreement with Weber Sports, Inc. I needed to be in
a position to make all of the directional decisions for the brand without
having to meet and get everyone's approval. Weber Sports is now the
licensing company that owns the brand and Dewey Weber International
is the operational company for the Weber brands. We worked out a
great deal for everyone involved and my whole family is super stoked
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with the deal.

WHAT MUST BOARD
BUILDERS DO TO
HAVE LONGEVITY
IN THE SURF
INDUSTRY?

We must create added
value for our
customers so we can
make a more
reasonable profit.
Surfboards have been
grossly undervalued
through the years,
and it is time that we
start to rectify that.
We need to do a
better job of getting
our story to our
customers. Through
the years, the industry
as a whole has not
done an adequate job
on educating the
average customer. The average customer that we sell to at retail relies
on the surf shop employee for their education. Most of us know what a
customer must endure on the floor of most retail stores.

Everything today is image, image, image -- who is riding whose

boards. Outside of the top two or three brands, the last time the
hardgoods industry really educated their customer was during the
transitional period. Just read some of those old ads. They were stuffed
with info. At some point, that wasn't cool anymore, or it just became
too costly for board brand's to advertise at the same level. When
Grubby closed his doors, there was a bit more info put out there for
the consumer, but it is important that we continue that on an ongoing
basis. If we can get the magazines to do regular tech sections each
issue, it will help bring a new level of education to our consumer.

SIMA's Board Builder Special Interest group has done a lot of good
work since Clark's closure. Their commitment to the Board Builder's
Pavilion at both ASR and Surf Expo is a huge step in the right direction,
as is their Shapes newsletter. As board builders, we need to focus and
work together on our common issues, which will help create stability for
our portion of the industry. All of our brands and designs are

different. That is what makes each of us unique. I really respect and
get along with most of our competitors. In fact, I was just at the Bing
book signing at the Surfing Heritage Foundation. Bing is an awesome
guy and a true pioneer. Plus, I got a chance to catch up with Matt
Calvani, who builds all of the Bing boards. I got to know Matt at Surf
Expo a few years back and I really respect what he has done with the
Bing line of boards.

WHAT DOES THE FUTURE OF SHAPING HOLD?

Just to be clear, I'm not a shaper. I've shaped just enough to know
it's not my thing. I run our business and am extremely fortunate to
have Jerry O'Keefe as our full-time shaper. He has been with us for
about nine years. He is very much like (but much taller than) Iggy.
He understands design and knows how to put it to foam. It's my
opinion that the future of shaping is secure, as long as we continue to
promote the value in quality custom craftsmanship. The mass-
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produced, imported surfboard has done nothing but increase the value
of our product and we must seize the opportunity to promote what we
do. We manufacture high-end surfboards, and we feel a responsibility
to our customer and our brand to put out a product that will sell itself
in someone else's retail store. If our board costs more, the average
person had better be able to see the difference.

Use this area to provide your subscribers information about your
organization.

Sincerely,

SIMA Board Builders Committee
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