Clothing & Shoe Stores
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Ok, here's how clothing and shoe stores operate.

They buy merchandise from a large number of suppliers and sell them to the public. They need to carry many items and in a range of sizes.

The average store has about $2 million in annual sales and 10 workers, many of whom work part-time. Many stores are chains. Store size is from 1000 to 5000 square feet.

Merchandising, deciding which items to sell, is the most important activity. Clothes and shoes have to be ordered months before they're delivered. Buying is done at trade shows and from manufacturers representatives.

Stores target a particular type of customer, such as teenage girls, or men with high income. The average item price can range from $5 at teen stores, to $50 at men's shoe stores. 

Inventories are large, equal to more than 60 days of sales. Computer systems identify fast or slow-selling items.

Here are some strategic things you should know.

Large chains design many of their own items, which are typically made abroad, where costs are lower. Independent stores compete by offering goods made by local designers, usually at higher prices.

The peak selling seasons are Christmas, spring, and back-to-school. Because of the long lead time to order clothes and shoes, stores often have too much or too little inventory.

Because of low pay, worker turnover can be high. Many jobs are part-time because of uneven business during the day and week. 

Stores locate in areas with high foot traffic. Annual sales per square foot are around $200.

Stores are very sensitive to fashion and to the economy. During the recession, sales were down 10 percent.
Here are some good talking points.

What type of customer are they targeting? What's the average item sales price?

How many items do they carry? Who are their main suppliers? How often do they order from them?

How do they make merchandising decisions?

How big is their inventory? Over 60 days sales is typical.

What percent of their inventory is sold at full price?

How much were they affected by the recession?

And finally, how do they see their business changing in the future?

Now you're ready.

