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Staying One Step Ahead

Japanese shoemaker WA Inc. evolves with the
times by prioritizing customer noeds

In the fast-moving woekd
of faahion, it's vital 20
keep up with the latest
styles. The design team
at Japanese footwear

specialist WA Inc. docsn't
just work to follow the
Latest trends—they look
to set them, Junwei Xiso,
president and founder of
the company, emphasizes
that the group's success Is
Prosioert & FONOS built oa & blend of sryle
and comforr, showcased
through beloved shoe
beands including Himiko, NICAL, MISCH MASCH
and ORkental TRaffic.* We alm to insplee youngee geners
tions to wear heels of pumps, and we try to make th
eyccatching s posalble while continuing to place am
emphasis on comfortabllity with our products,”said Xiaa
With decades of experience in the fashion sector, the group
undentands the importance of staying ahead of the market
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and listening to customers regarding product range and
corporate social respomsibility. As a resale, WA i backing
the so-called fast fashion'trend of dispossble sevle in favor
of wappoeting the circular economy with s popalar product
repair system

“More than 10 years ago, we started & special program ﬂ:-’l *i?%ﬁ/\‘h— :‘/“ (ﬁj{)
in which we provide free repair services to wearees of our
shoos so they can enjoy them for 2 boager time, and we
<an contribute 10 3 more sustalnahle, waste- free industry
Once you purchase shoes through WA, you can utilize the
scrvice s many times as you Bike,"said Xiso. The company's
consumer-focused businem model extends beyond boeders,
with cutlets in Homg Kong, Talwan and Macau. It hopes
that its overscas sales can be boosted through it growing
e~commence channel, which has proved perticularly sec-
cessful in recent yean.

Whik the peevailing wisdom may oace have bocn that
automens prefer to buy footwear in person, 30% of the
firm's sales now take place online. “Due to the effects of the
pandemic, people are even more likely 1o buy things like
shoes via e-commerce. We are trying harder to develop oar
expertise in digital platforma by carcfully considering bow

we conduct photo and modeling shoots,” said Xiaa.
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