
NSSRA Interview with SIA Chairman of the Board Bob Gundram, CEO of C3 
How long have you served on the SIA Board of 
Directors, and how/why did you become involved in 
SIA? 
I have been the Chairman since January of 2014, I have 
been a member of the board for 12 plus years. I first got 
involved with industry issues by participating on the 
Snowboard Committee and then the Tradeshow 
Committee which I chaired from 2005 to 2010. I am 
passionate about many issues facing our industry and 
wanted to contribute. 

 
How is SIA’s CEO search progressing? 
A while back the Board agreed to a timeline/plan, and I am 
happy to say that we are respecting the timeline and we 

are on schedule. It’s really exciting to see the skill sets that applicants bring to the table. It’s interesting to 
see how they might apply to and benefit our organization. Our plan is to conclude the search by the end of 
this summer. 
 
What are the compelling issues that are facing the snowsports industry? 
The most compelling issues facing snow sports are keeping and creating participants and participation 
along with having all elements in the snow sports industry evolve along with the markets needs and wants.  
 
As an industry, we have many moving parts even within the categories of Snowboard Hardgoods, Alpine 
Hardgoods, Outerwear, Accessories and Retail. Each with contingents that have different needs and 
thoughts on show timing, order deadlines, etc. We all benefit from an efficient buy and sell cycle. What’s 
perfect for one may not be ideal for another. We need to all come to terms that perfect does not exist. We 
need to avoid a fracture or division of the process. It would be unfortunate to lose one segment of the 
industry to another time slot to wind up two years down the road looking back at what a good thing we really 
had. 
 
What new trends in retailing do you see impacting the industry going forward? 
I see kids that have purchased product on line at cheap prices. They are stoked, until they get on the hill 
and find out the boots don’t fit, their snowboard is too narrow, skis too wide, etc. they are bummed and may 
not want to get up as often or again for that matter. Service from a qualified retailer is more valuable than 
it gets credit for. Imagine a kid who saves $150.00 on his ill-fit equipment goes and spends a $100.00 on a 
lift ticket to have a disappointing on-hill experience! I’d be bummed too. Specialty retailers need to take 
advantage of these opportunities. 

 
In a world where the channels of distribution are blurred, where do you see the role of the specialty 
snowsports retailer? 
To me the specialty retailer is the guy or gal who carries premium brands and product, engages with the 
consumer, builds a relationship, and services the customer. I think for many there is an opportunity to 
engage in more communication with existing and potential customers. That is where success lies. Engage 
and follow up. 
 
How can specialty retailers, manufacturers and resorts work together to better grow our industry? 
Sitting down and agreeing on what we all have in common would be a good start. A common agenda is 
always a good starting point in my opinion. We have so many tools in our collective tool boxes. We need 
to do a better job of deploying our efforts. We don’t really have a collective framework for how we work 
together. We need a realistic agenda, then we need to each fulfill our element of the agenda. 
 


