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Ok, here's how computer stores operate.

They buy personal computers and a large assortment of associated products from manufacturers and distributors, for sale to the public. Many offer repair services and training.

Most have annual sales under $5 million and fewer than 20 employees. Sales per worker is a high $150,000. Most stores are single location operations of 20,000 square feet. Many are near colleges.

Merchandising, deciding which items to stock, and inventory control are the important activities. In order to attract customers, a store must sell a wide range of items, even though many of them are slow sellers. 

Inventory control is very important because many items are quickly out of date. Inventory is typically equal to 30 days of sales.

Computer systems are crucial for identifying fast and slow-selling items, and to keep items in stock.

Here are some strategic things you should know.

Internet retailers, with lower prices and the ability to order a computer with exactly the right specs, have put many computer stores out of business. Successful stores rely more heavily on accessories, such as hard drives, backup systems, wireless systems, connectors, and printers.

Competition comes from chains like Staples that have computer sections. Computer stores compete by having a wider selection of items, and by offering services like repair and training.

Since they can't compete with on-line retailers like Dell, that custom-build computers, stores mainly sell basic, low-end laptops. Stores may have agreements with distributors to let them return unsold computers.

Prices for computers and accessories continue to fall. Many items are now so cheap that customers no longer care about getting the best price online, and would rather go to a store to get it right away.
Here are some good talking points.
How many locations do they have?

How big is the store? in square feet.

How many items do they sell? Maybe 10,000?

What percent of sales are actually from computers? What sells best?

Do they do repairs and training? How important is that?

How large an inventory do they keep? Maybe 30 days sales?

How much is the average purchase?

How much were they affected by the recession?

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

Now you're ready.

