Appliance & TV Stores
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Ok, here's how TV and appliance stores operate.

They sell standard appliances, like TVs, refrigerators, stoves, washers and dryers, and sometimes smaller items like microwaves, air conditioners and vacuum cleaners. They also sell installation services, repair services, and spare parts.

Because of the large number of brands and models, they only stock the most popular models and will special-order others from distributors.

A typical store has less than $5 million of annual sales and fewer than a dozen employees.

Some stores are only showrooms; items are delivered to customers directly from the local distributor. But most stores carry an inventory, especially for things like TVs that customers want to take home. The average inventory is equal to 45 days sales.
Here are some strategic things you should know.

Stores get strong competition from big retailers like Best Buy, Sears, and Home Depot, that can sell at lower prices. Stores respond by providing a wider selection.
Because people are most likely to buy new appliances when they buy a house, revenues depend a lot on the local housing market.

Because of rapid changes in technology, inventories of TVs can quickly become obsolete. 
Annual sales per employee are around $200,000.

Stores may get a lot of revenue from selling extended warranties.

Just a few manufacturers own most of the US appliance brands.
Here are some good talking points.

What are their most popular products?

What are their annual sales per employee? 

How many different brands do they stock? 

How many distributors do they buy from?

How large an inventory do they keep on hand? 

How much competition do they get from big retailers like Best Buy? 

How much of their revenue comes from repair services and spare parts?

How much were they affected by the recession?

And finally, how do they see their business changing in the future?
Now you're ready.
