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® Arranging assortment = The merchandise
assortment that you pick will depend on various
factors including retailer’s experience, current
and future trends, probability, compatibility etc.

® There are three different financial models with
different levels of risk:

1) You as the retailer only order the product or
service once the customer has bought it;

2) The business only pays the manufacturer
after the goods have been sold therefore
maintaining sales profit margin and
reducing upfront cost.

3) The business buys goods using their own
money (or loans) and then sells them.

® Breaking bulk = The physical repackaging of
the products by retailers in small unit sizes
according to customer’s convenience and
stocking requirements

® Holding stock = retailers, on periodic basis,
maintain the required levels of stock to
meet the regular or seasonal fluctuations
in the demand.

Efficient supply chain management and
the ability to run logistics effectively and in

a cost-efficient manner. This includes a solid
inventory to avoid having too much or too )
little stock

Extending services = Set of extended services
could be part of their core product offerings or
it may be ‘add on’ to their product or service.

® The sales channels that you use will depend
largely on whether your business is mainly
online or offline. The costs of your sales channels
will therefore vary.
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