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’Net Dreams
Sit ’N Sleep in drive to boost online mattress sales
By Philip Joens
Monday, June 30, 2014

Sales Cushion: Nelson Bercier, left, and Larry Miller at Sit ’N Sleep’s Gardena facility. Photo by
Ringo Chiu.
Early struggle
Miller started his company with a single store in 1980. He struggled to survive through years of
sluggish sales, but thrived after he started advertising on the Howard Stern radio show.
His TV and radio ads are among the best known of any local retailer thanks to catch phrases such as
“You’re killing me, Larry” and guaranteeing the lowest price “or your mattress is freee!”
Now the Gardena chain has 32 stores across Southern California, with plans to soon add four – one
each in San Clemente, San Dimas, Torrance and the northwest San Fernando Valley. For more than
a decade, its Culver City store has been the largest seller of mattresses in the country, moving $9
million worth of merchandise last year. Sit ’N Sleep had revenue of $120 million in sales last year
and a workforce of about 250. Miller credits his coprincipal, company President Nelson Bercier, for
much of the success.
Ecommerce continues to be important to many retailers. The Census Bureau reports that national e
commerce sales were $71.2 billion in the first quarter, up from $61.9 billion a year ago. They were
6.2 percent of total retail sales in the first quarter, compared with 5.5 percent last year.
For Sit ’N Sleep, online sales now make up less than 10 percent of its business but they’ve doubled
since 2010.
Miller hopes that the new website will help it expand online sales outside Southern California. Sit ’N
Sleep has made online sales to customers in Beijing, Hong Kong and other parts of the world where
U.S.made mattresses cost a premium.
Miller explained that a mattress retailing for $3,000 in the United States may sell for $15,000 in
China. This presents an opportunity for U.S.based companies to sell the consumers the same good at
a lower cost; even if shipping costs more than the mattress itself.
He acknowledged that selling a mattress online is difficult because consumers want to touch and feel
the product before they buy it, but having a trusted brand name and quality service helps make the
online experience feel more like the physical experience.
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Alex Evans, managing director at retail specialist LEK Consulting in Westwood, said that it’s tough
to duplicate the experience of mattress shopping online. He also notes that online shoppers have
“return anxiety” and that might be a problem for a big product such as a mattress.
“It seems like almost everything is moving online,” he said, “but this is a category that is harder.”

http://labusinessjournal.com/news/2014/jun/30/net-dreams/?page=2&

1/2

6/30/2014

’Net Dreams | Los Angeles Business Journal

Miller said online sales are probably not going to become a huge part of his business, but he does
expect them to grow.
“I think we’re going to double this year,” he said. “I don’t know that it’s ever going to become a
gigantic part of the business. But we need to be there, we need to be focused, we need to be sharp
and we need to give the best service we can online.”
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