4.3 MERCHANDISE BUYING AND HANDLING

Merchandise buying and handling are critical components of retail operations that
involve selecting, purchasing, receiving, storing, and managing inventory to meet
customer demand and maximize sales. Here's a comprehensive guide to merchandise
buying and handling:

1. Market Research and Analysis:

e Conduct market research to understand customer preferences, trends, and
demand patterns.

e Analyze sales data, historical trends, and performance metrics to identify popular
products and forecast future demand.

2. Merchandise Planning:

e Develop a merchandise plan that aligns with business goals, target market, and
budget constraints.

e Determine product assortments, quantities, pricing strategies, and promotional
plans for each category or department.

3. Vendor Selection and Negotiation:

o Identify and evaluate potential vendors, suppliers, or wholesalers based on factors
such as product quality, reliability, pricing, and terms.

o Negotiate favorable terms, discounts, payment terms, and delivery schedules with
vendors to maximize profitability and minimize costs.

4. Purchase Order Management:

o Create purchase orders accurately detailing product specifications, quantities,
pricing, delivery dates, and terms.

e Monitor purchase orders and track order status to ensure timely fulfillment and
avoid stockouts or overstocking.

5. Receiving and Inspection:

e Receive incoming shipments of merchandise and verify quantities, quality, and
condition against purchase orders.

e Inspect products for damages, defects, or discrepancies and document any
discrepancies for resolution with vendors.

6. Inventory Management:



o Establish inventory control procedures, such as stock rotation, FIFO (first-in, first-
out) or LIFO (last-in, first-out) methods, and SKU (stock-keeping unit)
management.

e Implement inventory tracking systems to monitor stock levels, sales velocity, and
reorder points to optimize inventory turnover and prevent stockouts or excess
inventory.

7. Storage and Organization:

e Organize storage areas, shelves, and racks to maximize space utilization and
facilitate efficient picking, packing, and restocking.

e Implement proper handling and storage practices to ensure product safety,
cleanliness, and compliance with regulatory requirements.

8. Merchandise Display and Presentation:

e Create visually appealing displays and layouts that showcase merchandise
effectively and attract customer attention.

o Rotate displays regularly, highlight featured products, and use signage or
promotional materials to promote sales and seasonal offerings.

9, Markdowns and Clearance:

e Implement markdown strategies to clear slow-moving or excess inventory and
minimize losses.

e Plan and execute clearance sales, promotions, or discount events to liquidate
obsolete or seasonal merchandise and make room for new inventory.

10. Performance Analysis and Optimization:

e Monitor key performance indicators (KPIs) such as sales, inventory turnover,
gross margin, and sell-through rates to evaluate merchandise performance.

e Analyze sales trends, customer feedback, and market data to refine merchandise
assortments, pricing strategies, and promotional efforts for continuous
improvement.

By effectively managing merchandise buying and handling processes, retailers can
optimize inventory management, enhance product availability, and drive sales while
minimizing costs and risks associated with inventory management. Regular review and
optimization of buying and handling practices are essential for maintaining
competitiveness and profitability in a dynamic retail environment.



