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In today’s retail world a 

business can suffocate itself 

under constant cash flow 

pressures. A retailer can 

have the right staff, the 

right location and the right 

product but without the 

merchandising system, a 

business is headed for 

disaster.  

 

Every retailer is unique, as 

are their needs when it 

comes to a merchandising 

system. The perfect system 

for you is different than for 

the store next door. The 

key to getting your full 

return on investment is 

effectively running the best 

system suited to your 

business. 

By using a customized 

merchandising system 

suited specifically for your 

business, you will be able to 

reap the full return on your 

investment. The right 

system will simplify your 

operations, organize your 

inventory, deliver business 

intelligence to increase 

sales, and create reports 

which allow you to make 

decisions based on real 

time data assuring a more 

profitable business. 

MANAGING YOUR 
INVENTORY 

The managing of inventory 

is one of the most 

important, and often least 

handled, functions for a 

business. Everything 

revolves around it: sales, 

customer service, 

accounting, purchasing, and 

planning. The need to 

control inventory and the 

need of a software solution 

will grow together, 

exponentially, as the 

business expands.  

 

Keeping too much 

inventory on hand may tie 

up cash that could be put 

to better use in other areas, 

such as marketing, new 

stores, or employees. The 

goal of inventory 

management is to have a 

complete, up-to-date and 

accurate view of all your 

merchandise. Obviously, 

having visibility of inventory 

is important, but worthless 

if the inventory is 

inaccurate.   

 

A key feature in a 

merchandising system is 

the ability to analyze the 

data stored in the 

database. Receiving and 

recording in depth 

information on vendors, 

brands and product lines 

will help you select those 

that bring you the best 

return on your investment.   

 

In addition to real cash 

benefits from managing 

inventory, merchandising  

Without the ability to 
manage inventory, your 
business could fail. You 
must know where the 
inventory comes from, 
how much you have, 
where it goes, and how 
you profit from its sale.  
        -Retail Executive 
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systems can help protect 

your investment through 

operational improvements 

that eliminate costly 

mistakes and decrease the 

likelihood of internal theft. 

Serious retailers need to 

be equipped with a 

comprehensive loss 

prevention module that 

can quickly identify events 

like: invalid returns, 

unauthorized discounts, 

and cash shortages, just to 

name a few. Perhaps 

you’re losing half a percent 

of your inventory to 

internal shrinkage, maybe 

it’s higher, maybe not. But 

studies consistently show 

more people will steal if 

they think they can get 

away with it.  

Knowing what’s on your 

sales, floor, knowing 

what’s in transit, on the 

loading dock, on layaway 

and communicating to 

your staff that you have a 

handle on product means 

less theft. Can you catch a 

store manager making 

fictitious returns? Can you 

spot clerks extending 

generous discounts to 

friends? Do goods 

disappear off the loading 

dock? The ability to audit 

and review transactions, 

spot check inventory and 

cash close outs will help 

you catch and make an 

example of dishonest 

employees. Without an 

effective loss prevention 

module, employee theft is 

difficult to detect and 

often goes unnoticed. 

Having more accurate data 

in your inventory processes 

allows you to fine tune 

methods that increase 

sales. Retailers need to 

determine their inventory 

turnover goals and have a 

way to track the actual 

outcome. Most retailers 

who have 20% - 30% gross 

margins should strive to 

achieve an overall turnover 

rate of five to six turns per 

year. Retailers with lower 

margins require higher 

stock turnover. If your 

company enjoys higher 

margins, you can afford to 

turn your inventory less 

often.  

 

A turnover rate of six turns 

per year doesn’t mean that 

the stock of every item will 

turn six times. The stock of 

popular, fast moving items 

should turn more often (up 

to 12 times per year). Slow 

moving items may turn only 

once, or not at all. You 

need to calculate inventory 

turnover separately for 

every product line in every 

warehouse. This 

information will allow you 

to identify situations in 

which your inventory is not 

providing an adequate 

The average shrink 
percentage in the retail 
industry is about 2% of 
sales. While that may 
sound low, shrinkage 
cost U.S. retailers over 
$31 billion in 2010 
according to 
the National Retail 
Security Survey on 
retail theft.  
         -National Retail                                     

         Security Survey 
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return on your investment.  

 

To improve inventory 

turnover, consider reducing 

the quantity you normally 

buy from the supplier. 

Inventory turns improve 

when you buy less of 

product, more often. 

Retailers have limited funds 

available to invest in 

inventory, and cannot stock 

a lifetime supply of every 

item. In order to generate 

the cash necessary to pay 

your bills and return a 

profit, you must sell the 

material you’ve bought. 

The inventory turnover rate 

measures how quickly you 

are moving inventory 

through your warehouse. 

Combined with other 

measurements such as 

customer service level and 

return on investment, 

inventory turnover can 

provide an accurate 

barometer of your success.  

If you realize no other 

benefit than increased 

turnover on your inventory, 

you can probably justify the 

cost of a merchandising 

system. But as you’ll see, 

often one improvement 

leads to another. Better 

turnover, leads to better 

sales, and better margins, 

and all of these 

improvements lead to more 

cash. Tracking every 

purchase, every sale, every 

markdown; knowing how 

long each item sits on your 

sales floor means you can 

start to define how much, 

when and what you buy. 

This is a true inventory 

analysis based off real data. 

It will help you take your 

experience, assumptions, 

good guesses, and old 

habits and help you fine 

tune them. Determining 

ideal inventory levels is a 

constant balancing act and 

is key to a healthy, growing 

business. It is highly 

beneficial to use a 

merchandising system that 

can help you accurately 

determine the most 

important variables to track 

in your business. 

INCREASING SALES 

Tying your order entry 

system into your inventory 

control system is critical 

when it comes to 

controlling inventory and 

satisfying customers. 

Retailers that are taking 

advantage of a good 

integrated merchandising 

systems potential are 

reaping the 

rewards. They’re able to 

efficiently stock their best 

selling items and use data 

to effectively reach 

consumers through the 

correct channels and with 

messages that resonate to 

a highly targeted audience.  

The inventory turnover 
ratio measures the 
efficiency of the 
business in managing 
and selling its 
inventory. This ratio 
gauges the liquidity of 
the firm's inventory. It 
also helps the business 
owner determine how 
they can increase their 
sales through inventory 
control.  
            -About.com 
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More retailers are 

discovering that big data 

has the potential to revive 

an industry being tested by 

a sluggish economy, 

increasingly enabled 

shoppers, and an 

abundance of channels. 

Although big data is having 

profound influences on 

retail and marketing tactics, 

it’s imperative for brands to 

use these trends as a basis 

for a better process. 

Without the correct 

technology, internal 

information and best 

practices in place, it’s tough 

to maximize big data’s 

potential benefits. 

 

Today, consumers shop 

across multiple channels 

such as web and mobile, 

use up to date information 

through social media, blogs 

and customer forums, and 

decide on purchases 

through price comparisons, 

ratings, reviews, and 

recommendations. During 

all these interactions, 

consumers leave 

informative data about 

preferences and behavior 

that retailers can use. This 

data needs to be gathered, 

processed and analyzed to 

create customer-centric 

strategies that will build 

unique experiences and 

create loyal customers. 

 

Customer centricity is all 

about putting the customer 

at the center of your efforts 

— focusing more on the 

customer and how he or 

she wants to interact with 

you. Successful loyalty 

programs require access to, 

and understanding of, 

cross-channel customer 

data to properly segment 

customers, identify the 

most highly engaged and 

target incremental 

spenders.  

The right merchandising 

system allows you to access 

customer data at the point 

of sale. It is vital for 

customer service 

representatives to know 

what each customer has 

bought in the past or put in 

their online shopping carts. 

Having access to this 

information leads to higher 

upselling percentages and 

better overall customer 

experience. Personalizing 

customer interactions as 

much as possible is 

imperative to building 

customer loyalty which 

leads to increased sales.   

When evaluating your ROI 

by increased sales 

opportunities it’s not just 

about customer data 

improvements. Once you 

start to examine real data  

Successful loyalty 
programs utilize 
customer data to create 
a holistic view of their 
customers: who they 
are, what they are 
buying, and how and 
when they want a brand 
to interact with them. 
Without this view, 
programs are detached 
from the overall 
customer experience 
and thus cannot 
effectively speak to the 
customer in a relevant 
fashion. 

     -Marketing Executive 
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on your inventory and take 

control the benefits start to 

pile on. A good 

merchandising system will 

reveal products which sell 

best and yield your best 

margins. A product that 

spends less time on the 

floor is rarely marked 

down. Typically, fresher 

goods on the sales floor 

lead to increased sales, as 

customers respond to new 

merchandise. Your margins 

are better, sales are up, and 

more cash is available.  

 

Here are some examples of 

how it works. Most retailers 

purchase more than a few 

items from each vendor, 

when in fact the vendor 

only has a few core items 

that your customers really 

respond to. When using a 

good integrated 

merchandising system to 

plan purchases the retailer 

not only establishes a 

budget for a  

given category, but they are 

able to zero in on particular 

colors, sizes, styles and so 

forth to be sure the dollars 

they do spend get results. 

You need to be able to 

establish an inventory 

budget by category to 

optimize cash flow and 

reduce drastic end of 

season markdowns. 

  

Efficiently managing 

vendor, category, size, and 

style performance reports 

will help you zero in on the 

“A” level performers in a 

Vendor’s line. It will also 

help you analyze 

departments, categories, 

name brands, colors, sizes 

and price points. Thus, 

allowing you to eliminate 

the low performers and 

weak assortments. But 

we’ve only scratched the 

surface. Let’s look at gross 

profit, and sales 

improvements. You’ll see 

how even modest changes 

compound on your P&L.  

Small changes in your 

inventory can make a huge 

difference. Let’s say you 

stock ten deluxe widgets. 

Let’s say nine is really an 

eleven week supply (your 

reorder window). Nine, ten, 

what’s the difference? How 

many times have you said 

to your vendor rep give me 

10, give me 6, make it a 

dozen? But these little 

differences across your 

inventory may mean tens 

of thousands of dollars in 

cash.  

Let’s say you’re a soft 

goods retailer – what sorts 

of sizes are left over once 

the most popular sizes are 

gone. How long do you 

keep them? Are some sizes 

hanging around longer than 

others? How much do you 

mark them down? Should  

The proper 
management of 
inventory flow can not 
only take your business 
to a higher level of 
efficiency, it can also 
ensure fewer 
accounting mistakes 
and less loss in both 
inventory and profit. 

            -Jack Wallen 
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you be getting 1 less size 8 

and 2 more size 14’s? 

Should you skip the 4’s 

altogether? Or do you just 

wing it when you do your 

size runs. They’re real close, 

right, maybe within one or 

two percent? But tiny 

changes across hundreds of 

items make a huge 

difference. Let’s say you 

drop your average 

inventory 1%, increase your 

margin 1%, increase sales 

1%, and decrease expenses 

1%. What would that 

mean? Let’s look at a 

$600,000 a year store.  

 

 

 

 

 

 

 

Several retailers are already 

ahead of the curve in 

implementing data driven 

merchandising systems and 

have taken advantage of 

the opportunity this 

information provides. 

Leveraging big data can 

provide unparalleled 

competitive advantages to 

retailers such as 

personalized interactions, 

real-time 

recommendations, dynamic 

pricing, and improved 

operations and 

merchandising. All of these 

factors play a vital role in 

increasing sales, and your 

return on investment.    

THAT EXPENSIVE 
THING CALLED LABOR 

All retailers are looking for 

smarter ways to operate 

their business in this 

challenging economy. A 

good merchandising system 

will cut labor costs by 

allowing you to perform 

tasks more efficiently. How 

much time does your 

business spend on 

inventory, managing your 

warehouse, and running  

 

 

 

 

 

 

 

 

reports? 

It is important you invest in 

a system that has a robust 

warehouse management 

module that provides 

inventory control through 

the process of receiving 

inventory, putting it into 

stock locations, and moving 

it to production stations, as 

well as expediting selling, 

picking, packing and 

shipping. The real-time 

inventory information 

afforded by these 

technologies provides 

customer service with the  

You must energize your 
operation with the one 
tool that was designed 
to do just that: a 
warehouse 
management system.             

            -Rene Jones 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 Current  1% Improvement  3% Improvement  

Sales  $ 6 0 0 , 0 0 0  $ 6 0 6 , 0 0 0  $ 6 1 8 , 0 0 0  

% Gross Profit  4 0  4 1  4 3  

$ Gross Profit  $ 2 4 0 , 0 0 0  $ 2 4 8 , 4 6 0  $ 2 6 5 , 7 4 0  

$ Avg Inv Retail  $ 3 0 0 , 0 0 0  $ 2 9 7 , 0 0 0  $ 2 9 1 , 0 0 0  

Expenses  $ 1 5 0 , 0 0 0  $ 1 4 8 , 5 0 0  $ 1 4 5 , 5 0 0  

Net profit  $ 9 0 , 0 0 0  $ 9 9 , 9 6 0  $ 1 2 0 , 2 4 0  

Additional Cash   $ 1 2 , 9 6 0  $ 5 5 , 9 8 0  
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Information they need to 

keep your customers happy 

and your suppliers in line.  

Improving how your 

business performs requires 

measurements. Who is 

your best sales person? 

Who’s your best buyer? 

How do you know? In any 

business you have to 

measure current 

performance before you 

can improve it. With a 

merchandising system you 

will be able to get accurate 

reports in a timely manner. 

These systems have 

features that allow you to 

generate and analyze sales 

data. You can do such 

things as measure the 

effectiveness of your 

advertising campaign or 

pricing and you will know 

the quantities of the things 

that should be ordered.  

Analysis of sales data is 

important because you will 

identify items that have a 

high margin and then 

promote them and drop 

those that have a small 

margin. A report helps you 

calculate cost, daily gross 

revenues, and profits. With 

historical data analysis, you 

will be able to develop a 

strategy for the future. 

Having access to business 

critical reports helps you 

improve efficiency in that 

your staff will concentrate 

on the core function of the 

business. You do not need 

to spend time double 

checking inventory 

discrepancies and doing 

other repetitive paperwork 

and register reconciliations. 

Having accurate inventory 

data means your point of 

sale clerks always ring 

things at the right price. 

You will be able to 

effectively manage specials 

and loyalty programs. The 

system will automate the 

tracking of marked down 

and promotional priced 

merchandise. Coupons, 

promotions, and discounts 

are important tools in 

helping you attract and 

retain business. If you have 

a large inventory, you risk 

losing money and wasting a 

lot of man-hours through 

improper management and 

reconciliation of short-term 

discounting.  

You will notice 

improvements at the point 

of sale with faster 

checkouts, increased 

upselling opportunities and 

an integrated reward 

system. The seamless 

flexibility and accuracy of 

all these factors lead to less 

labor intensive customer 

satisfaction and 

consequently increased 

revenue. A big part of any 

ROI, labor savings come in  

Retailers today need 
more than bare bones 
reporting to run a 
successful 
business. Whether you 
are a small store or a 
worldwide chain, you 
need detailed reports 
on stock, sales, 
customers, and 
employees. 

         -Retail Executive 
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numerous forms. Using a 

merchandising system can 

deliver benefits including 

gaining productivity, 

reducing and potentially 

eliminating costly physical 

inventories, and absorbing 

business growth and 

increased volume in the 

warehouse with existing 

resources. It also makes 

training new employees 

easier.  

A FINAL THOUGHT 

As a company continues to 

grow, so must its systems 

and processes. With 

WinRetail, users have 

already improved their 

turnover, increased their 

margins, reduced end of 

season markdowns, and re-

balanced their stock with 

categories, vendors, 

products, colors and sizes 

that had better return on 

investment. They’ve used 

more efficient reporting 

tools to cut shrinkage and 

given themselves real data 

on which to base decisions. 

They’ve been able to 

motivate and monitor 

employee performance and 

cultivate better customer 

interactions. It’s work, no 

doubt. But you already 

work hard. It’s time you get 

paid for your efforts.  

The timing for achieving 

ROI on a merchandising 

investment should be 

relatively short. While not 

the same for every 

company, most can 

recognize ROI in just three 

to six months. For others, 

the payback will be longer. 

But in most cases, 

operations that add a new 

merchandising system can 

likely recognize ROI in 12 to 

18 months. 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

I'd rate our experience 
with JDS a perfect 10. 
They have definitely put 
together an 'A-Team' 
and set the bar high in 
rolling out our project 
and dealing with us. It's 
going to be a 
prosperous future for 
both of our 
organizations. 

           -James Cristia 

        IT Director, Akira 
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JDS Solutions helps retailers improve their bottom line with our flagship WinRetail® integrated retail 

management software. WinRetail gives retailers knowledge they need to improve business with 

software that includes Mobile POS, E-Commerce, Merchandise Planning, Inventory Control, Business 

Intelligence, Xstore Plus Point-of-Sale, CRM, Loyalty, Loss Prevention and much more. Experience 

the WinRetail difference! 

 

Contact Us 

2701 Loker Ave. Suite #290 

Carlsbad, CA 92010 

P: 760 .710 .4444 .x134 

Justin@jdssc.com 
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