
            

  

EASY TIPS TO MAINTAIN YOUR APPAREL & KEEP YOUR STAFF TRAINED

RETAILSUCCESSDRIVING This editorial feature is sponsored 
by Pearl Izumi with Mercedes Ross.

Ken Bankson is a Senior Analyst 
at RMSA. He can be reached at 
kbankson@rmsa.com. 
Dave Downard
ddownard@rmsa.com (626) 969.5986

�†
Get Ready

Fall apparel is arriving so get it tagged  
and on hangers. 

�9�L�]�P�L�^���`�V�\�Y���Å�V�V�Y���W�S�H�U���[�V���H�J�J�V�T�T�V�K�H�[�L���[�O�L���U�L�^���� 
�-�H�S�S���H�W�W�H�Y�L�S���H�U�K���V�Y�K�L�Y���H�U�`���U�L�L�K�L�K���Ä�_�[�\�Y�L�Z���U�V�^�� 
so you are ready to display your 2011 Fall soft goods.

�.�L�[���Y�L�H�K�`���M�V�Y���U�L�_�[���:�W�Y�P�U�N���^�P�[�O���[�O�P�Z���L�H�Z�`���[�P�W�!
�[�H�R�L���W�P�J�[�\�Y�L�Z���V�M���`�V�\�Y���:�\�T�T�L�Y���K�P�Z�W�S�H�`���Z�V���[�O�H�[���`�V�\��
�J�H�U���Y�L�J�Y�L�H�[�L���P�[���V�Y���P�T�W�Y�V�]�L���P�[���M�V�Y���U�L�_�[���:�W�Y�P�U�N����������

�…Do It Now!
�5�V�^���[�O�H�[���`�V�\���O�H�]�L���I�Y�V�\�N�O�[���P�U���H���Z�L�J�V�U�K���V�Y���[�O�P�Y�K��
�J�V�S�V�Y�^�H� �̀����S�V�V�R���H�[���`�V�\�Y���Z�H�S�L�Z���Y�L�W�V�Y�[�Z���H�U�K���\�Z�L���[�O�L�T��
�[�V���[�Y�H�J�R���^�O�H�[���Z�V�S�K���P�U���`�V�\�Y���Z�V�M�[���N�V�V�K�Z���J�H�[�L�N�V�Y�P�L�Z���[�V��
�W�Y�L���W�S�H�U���`�V�\�Y���:�W�Y�P�U�N�������������V�Y�K�L�Y������

�*�Y�L�H�[�L���H���W�S�H�U���V�M���^�O�H�[���[�V���Z�L�L���H�[���0�U�[�L�Y�I�P�R�L�����0�[�L�T�Z���[�O�H�[��
�Z�V�S�K���[�O�P�Z���Z�L�H�Z�V�U���T�H�`���O�H�]�L���J�O�H�U�N�L�K�����Z�V���Z�L�L���^�O�H�[��
�`�V�\�Y���R�L�`���Z�\�W�W�S�P�L�Y�Z���O�H�]�L���[�V���T�L�L�[���`�V�\�Y���J�\�Z�[�V�T�L�Y�Z����
�U�L�L�K�Z���H�U�K���N�H�[�O�L�Y���J�H�[�H�S�V�N�Z���M�V�Y���U�L�_�[���Z�L�H�Z�V�U��������������

AUGUST SALES - DEMAND A 
PERKY REVAMP OF APPAREL
Perk up your apparel department, excite 
your staff and re-train them if necessary. The 
Summer months are waning fast and it’s busy 
�R�Q���W�K�H���V�K�R�S���Á�R�R�U�����E�X�W���Q�R�Z���L�V���W�K�H���W�L�P�H���W�R���V�W�D�\��
on top of apparel sales. Here’s why: most 
preseason items have sold through, so re-
orders are the rule while selling off broken size 
runs. Switching items up can spark renewed 
interest among regular customers. Take easily 
�P�R�Y�H�G���À�[�W�X�U�H�V���D�Q�G���U�H�D�U�U�D�Q�J�H���W�K�H�P�����V�W�D�I�I���D�Q�G��
customers will like the 'feel' and the new look. 
�$�Q���H�D�V�\���V�Z�D�S���L�V���W�R���Á�L�S���P�H�Q�
�V���D�Q�G���Z�R�P�H�Q�·�V��
apparel. Move gloves nearby and consider 
rearranging shoes as part of the move. These 
tips should give sales a pop.

�‡What’s Next?
Changing over to Fall apparel & 
�R�L�L�W�P�U�N���[�O�V�Z�L���:�\�T�T�L�Y���Z�H�S�L�Z���N�V�P�U�N����

�:�J�O�L�K�\�S�P�U�N���9�L�W���J�S�P�U�P�J�Z���M�V�Y���[�O�L���-�H�S�S��
selling season. 

     
 

�;�V���Z�L�L���W�Y�L�]�P�V�\�Z���H�Y�[�P�J�S�L�Z���N�V���[�V���[�O�L���Y�L�Z�V�\�Y�J�L���[�H�I���Y�L�Z�V�\�Y�J�L���S�P�I�Y�H�Y�`���+�9�:���H�Y�[�P�J�S�L�Z���H�[���^�^�^���I�P�J�`�J�S�L�Y�L�[�H�P�S�L�Y���J�V�T

MOTIV ATE STAFF AND PICK UP SALES
�,�Q�V�L�V�W���W�K�D�W���\�R�X�U���V�W�D�I�I���V�H�O�O�V���Z�K�D�W�·�V���R�Q���W�K�H���Á�R�R�U�����,�W�·�V��
absolutely vital if you want to boost your bottom 
line. Take a few minutes and give a refresher 
'tech and pep' talk pointing out what needs to go. 
Review the following:  
�‡�����,�W�·�V���L�P�S�R�U�W�D�Q�W���W�R���N�H�H�S���V�L�]�H���U�L�Q�J�V���R�Q���K�D�Q�J�H�U�V��

updated.
�‡���6�L�]�H���V�K�R�U�W�V���D�Q�G���N�H�H�S���U�D�F�N�V���V�W�R�F�N�H�G��
�‡�����5�H�I�U�H�V�K���W�K�H�P���D�Q�G���E�R�R�V�W���D�G�G���R�Q���V�D�O�H�V���Z�L�W�K�� 

gloves and socks. 
�‡�����*�R���W�K�U�R�X�J�K���E�D�F�N���V�W�R�F�N���D�Q�G���S�X�W���L�W���R�Q���W�K�H���Á�R�R�U����
�‡�����&�R�Q�V�L�G�H�U���D�Q���L�Q�F�H�Q�W�L�Y�H���S�U�R�J�U�D�P���W�R���P�R�Y�H���V�O�R�Z��

�V�H�O�O�L�Q�J���L�Q�Y�H�Q�W�R�U�\�����*�L�Y�H���\�R�X�U���V�W�D�I�I���W�K�H���
�V�D�Y�L�Q�J�V�
��
before passing on to the customer as a 'sale'.

5 TOP TIPS TO PERK UP SALES

�‡�����(�Y�D�O�X�D�W�H���\�R�X�U���V�W�R�F�N���Q�R�Z�����7�D�N�H���\�R�X�U���E�U�R�N�H�Q��
�V�L�]�H���U�X�Q�V���D�Q�G���F�R�O�R�U�V���D�Q�G���S�X�W���W�K�H�P���R�Q���D�� 
�V�D�O�H�V���U�D�F�N�����,�W�·�V���$�X�J�X�V�W���D�Q�G���F�X�V�W�R�P�H�U�V���D�U�H�� 
�V�W�L�O�O���U�L�G�L�Q�J�����V�R���V�H�O�O���W�K�H�P���Z�K�L�O�H���L�W�·�V���K�R�W��

�‡�����$�U�H���W�K�H�U�H���L�W�H�P�V���V�W�L�O�O���D�Y�D�L�O�D�E�O�H���D�W���Z�K�R�O�H�V�D�O�H�� 
�W�K�D�W���\�R�X���F�R�X�O�G���E�U�L�Q�J���L�Q���W�R���D�G�G���V�R�P�H���S�L�]�]�D�]�]�� 
�W�R���W�K�H���D�S�S�D�U�H�O���V�H�F�W�L�R�Q�"���,�I���V�R�����F�D�O�O���\�R�X�U�� 
�5�H�S���Q�R�Z��

�‡�����6�S�L�I�I���X�S���W�K�D�W���Z�D�O�O���Z�L�W�K���Q�H�Z���S�U�R�G�X�F�W�V���O�L�N�H��
�F�R�O�R�U�I�X�O���H�Y�H�Q�W���M�H�U�V�H�\�V���R�U���V�K�R�S���M�H�U�V�H�\�V���� 
�&�U�H�D�W�H���D���V�W�R�U�\���D�U�R�X�Q�G���W�K�H�P�����'�R�L�Q�J���V�R�� 
�D�G�G�V���V�S�D�U�N�O�H���I�R�U���V�W�D�I�I���D�Q�G���F�X�V�W�R�P�H�U�V��

�‡�����,�I���)�D�O�O���F�\�F�O�L�Q�J���Z�H�D�U���V�W�D�U�W�V���W�R���D�U�U�L�Y�H�����V�S�O�L�W�� 
�W�K�H���Z�D�O�O���D�Q�G���´�W�H�D�V�H�µ���\�R�X�U���)�D�O�O���O�L�Q�H�V�����6�W�L�O�O�����L�W�·�V��
�L�P�S�R�U�W�D�Q�W���W�R���P�D�N�H���V�X�U�H���6�X�P�P�H�U���D�S�S�D�U�H�O�� 
�J�H�W�V���W�K�H���S�U�R�P�L�Q�H�Q�F�H���L�W���G�H�V�H�U�Y�H�V�����,�W�·�V���D��
�E�D�O�D�Q�F�L�Q�J���D�F�W����

�‡�����5�H���G�U�H�V�V���\�R�X�U���P�D�Q�Q�H�T�X�L�Q�V�����,�I���\�R�X���K�D�Y�H�Q�·�W��
�G�R�Q�H���L�W���D�O�O���6�X�P�P�H�U�����V�K�D�P�H���R�Q���\�R�X�������Q�R�Z�� 
�L�V���W�K�H���W�L�P�H��

BEFORE

FIVE TIPS FOR INCREASED 
PROFITABILITY WITH RMSA
Retailers can always count on change, but embrac-
ing new practices is the key—not just to survive—
but thrive. Successful retailers proactively adopt 
new methods to manage their stores, so evaluate 
your needs and look for solutions either within the 
company or through outside resources.
A retailer’s biggest challenge is how to manage 
their biggest investment—inventory. Specialists like 
RMSA offer tips to help improve cash and inventory 
management:
�� �‡�����(�V�W�D�E�O�L�V�K���E�X�G�J�H�W���F�O�D�V�V�L�À�F�D�W�L�R�Q�V���W�K�D�W���D�G�M�X�V�W���W�R��
�� �����W�K�H���P�R�Q�W�K�O�\���Á�R�Z���R�I���E�X�V�L�Q�H�V�V���Z�K�H�Q���P�D�N�L�Q�J��
   inventory purchases.
�� �‡�����,�P�S�U�R�Y�H���\�R�X�U���W�X�U�Q�V���W�R���H�Q�V�X�U�H���D���I�U�H�V�K���Á�R�Z���R�I���Q�H�Z��

products while minimizing aged inventory.
�� �‡�����6�P�R�R�W�K���R�X�W���F�D�V�K���Á�R�Z���V�R���W�K�D�W���H�D�F�K���P�R�Q�W�K�� 

becomes more predictable.
�� �‡�����6�H�H�N���R�X�W���D�Q�G���X�V�H���S�O�D�Q�Q�L�Q�J���W�R�R�O�V���Z�K�H�Q���R�S�H�Q�L�Q�J��

new stores.
�� �‡�����*�L�Y�H���E�X�\�H�U�V���D�Q���D�F�F�X�U�D�W�H���P�H�U�F�K�D�Q�G�L�V�H���S�O�D�Q�Q�L�Q�J��

and allocation plan so they can focus on  
critical purchases.

RMSA, for instance, implemented these tips at a 
�&�D�O�L�I�R�U�Q�L�D���V�W�R�U�H���D�V���W�K�H���H�F�R�Q�R�P�\���V�O�L�G���L�Q�W�R���R�Q�H���R�I���L�W�V��
�Z�R�U�V�W���H�F�R�Q�R�P�L�F���G�R�Z�Q�W�X�U�Q�V���V�L�Q�F�H���W�K�H���*�U�H�D�W���'�H�S�U�H�V-
�V�L�R�Q�����7�K�H�U�H���Z�H�U�H���V�L�J�Q�L�À�F�D�Q�W���F�K�D�O�O�H�Q�J�H�V�����E�X�W���W�K�H��
outcome was far more favorable than if the retailer 
had failed to seek help.
Today, the owner has a merchandise budget and 
buying process that maintains control over the cost 
of goods while enhancing growth and prudent risk 
taking. Merchandise turnover improved with a fresh 
�Á�R�Z���R�I���V�W�R�F�N���H�D�F�K���P�R�Q�W�K�����+�H���V�X�F�F�H�V�V�I�X�O�O�\���O�D�X�Q�F�K�H�G��
�D���Q�H�Z���V�W�R�U�H���D�Q�G���K�L�V���E�X�\�H�U�V���I�H�H�O���P�R�U�H���F�R�Q�À�G�H�Q�W���P�D�Q-
aging the business with solid merchandise planning 
and allocation tools. For additional tips, see video at: 
�K�W�W�S�������Z�Z�Z���\�R�X�W�X�E�H���F�R�P���Z�D�W�F�K�"�Y� �(�������L�N�Z�\�=�*�8�	
feature=player_embedded. 

AFTER
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