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HOW TO LEARN

Study the Element carefully.

Gve witten answers to all the questions in the El enent,
This will help you not only to learn, but also to apply

t he know edge in your work at a |ater stage.

After studying the Element on your own, discuss it with

your instructor and your colleagues, then take part in
the practical exercises organi sed by your instructor.
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INTRODUCTION

Haven't you got
smaller packets
” \ of teal

There are so many brands
of soap - but no MAXIM?Y [

/<¢,‘iiig

, \
RN ~] Why don't you sell
—\tyres formy bike?

Nobody seems to buy
the tinned fish -
maybe 1t 1ig too expensive ..

In my opinion we
should HNOT sell

- SN Tl

"Whi ch goods should we keep in our co-operative shop?"

Everybody seens to have different ideas about this. As shop
managers we should listen carefully to all suggestions and
learn fromthem But it mght becone a disaster if we tried
to follow all of them

We nust use the avail able noney to get a suitable assortnent
of goods, that neans a stock range which both serves the nem
bers and puts the co-operative society on a sound economi c
basis.  To select such an assortment is one of the nost dif-
ficult tasks of a shop nmanager

The purpose of this MATCOM El enent is to give you the basic
know edge in this field.
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Bef ore we begin studyi ng which goods we should deal in, |et

us think about the aimof a co-operative shop. Wiy do people
actually start co-operative shoos?

a come here. Mc had to
ea put up a ghop ourselves.”

AL
"Wher goods were in short
supply 1t was difficult
to get anything from the
shops in town ...

1

5
" - . . A3 //
N a4 N & o
Ve wanted fair prices ~Z ;
. e 4 I
and no malpractices, 8o —— .
2] TR TS T
we started the co—op. j L'*”'&‘ :
\/ﬂ: !
A
"We beldeove that the profit 71\
from o ghop should go to I

COVNISUMETE « oo

" Prices were too high
| \\ here, that's why we
gtorted the co-op ...

17

A private shop-owner expects to earn a living on his business.
But the menbers of a co-operative shop have a different aim
they just want to obtain the goods they need w thout the help
of private businessnen who may nmake an undue profit on the

di stribution. In this way the co-operators expect to save
Sonme noney. Usual |y they have very high expectations - they
want an inproved supply at low prices. That is why they
start a co-operative.



WE NEED A STOCK POLICY

A good supply of goods, that is what the nenbers want. But
there are thousands of different thincrs which could find
buyers anong, our nenbers.

I would like to bm i\

packet of Star Spectal Tea
with lemon taste, a packet of
deep-frozen chicken breasis
and a light-blue cotrown srkirs,
stze 42.

We had better admt imrediately that we woul d never be able
to satisfy all the requests fromindividual nenbers. W
sinmply do not have enough noney to purchase all those things,

and we do not have space to stock them Consequently, we
have to make a selection, we have to take sone deci si ons:
Shoul d we stock nore than one brand and size of tea?

Shoul d we deal in frozen food?

Should we deal in clothes - all kinds of clothes?

The question is: how do we select the right goods for our

shop? We need a stock policy - that is some guide-lines for

the selection of a prorer stock range.
The gui de-lines should give the answers to questions |ike the
foll ow ng:

- H n H n M ?

| nst ead of thinkina about all the hundreds or thousands of
di fferent things we should keep in stock, it is nore prac-
tical to decide first what groups of conmpdities we shoul d



carry.  Shop managers use to talk about the " |ines of goods

they sell in their shops. For instance, one such line is
"hygi ene articles". I't stands for all things we need to
keep ourselves clean and tidy: soaps, shanpoo, shaving
cream conbs etc. Here are sone exanples of other "lines of
goods":

Fresh neat - Stationery

Ti nned neat - dasses and chi naware

Dai ry products - Electrical appliances

Spi ces - Garden tools

One shoul d avoi d using too general expressions when this
list is made up, for instance "food articles" or "clothes"
Such groups would include too many different articles. It
is better to use expressions |ike "vegetabl es", "spices"
and "baby cl ot hes".

b - How big would each |ine be?

The stock policy should also indicate how | arge a sel ection
of goods there should be within each line. W have to de-
cide the width and the depth of each Iine.

The width refers to the nunber of different kinds of goods
offered. If we keep only toilet soaps and razor bl ades, the
range of hygiene articles is not very wide, but if we include
shanpoo, hair-tonic, toothpaste, talcum powder and sone ot her
t hi ngs used for personal hygiene, we can tal k about a rather
w de assortnent.

The depth of the assortnent can also vary. A deep assort-
ment of toilet soaps nmeans that we have many brands and sizes
to choose between, in order to satisfy the nenbers' tastes
and requirenents.

It is of course not necessary to state the wwdth or the depth
in precise nunbers when we discuss our stock policy. A clas-
sification into three groups would do. Let us call them

small - normal - large, nmeaning the follow ng:


ana

ana

ana

ana


Smal | width - Only the nost needed commoditi es.

Normal wi dth - The common commoditi es.

Large width - Alnpst everything that could find buyers.

Smal | depth - Just one or two brands and sizes of each
article.

Nor mal depth - The conmmon brands, sizes or colours etc. of
each article.

Large depth - Alnpst all brands, sizes, colours etc. that
could find buyers.

Any conbi nation of depth and width is possible. For exanple,
if there is a large width and snmall depth of kitchen utensils
in a shop, we will find many different things |ike pots, pans,
bow s, jugs, dishes, cutlery, etc., but just one or two types
and sizes of each article.

Large width, small derth
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" What would the stock range of kitchen articles

Small width, normal depth

look like if it had "small width and large depth"?
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We have already tal ked about sone differences between a co-
operative shop and a private shop. W nust not forget that
the custoners/ nenbers of a co-operative shop are also the
owners of the shop, and many of themvery rightly take a
great interest in the shop and howit is run. The shop man-
ager can of course not discuss the stock policy with each
and every nenber, but he can, and should, discuss it wth
the conmmttee which represents the nenbers. The commttee
m ght sonetinmes want to add sone general rules which wll

benefit the nenbers in the long run. Here are sone exanpl es
of such rul es:

Goods of poor quality should not be sold in the shop,
however cheap they may be.

Co- operative brands (goods produced by co-operatives)
shoul d be given preference.

O her nore specific conditions nmay al so be suggested in sone
soci eties, depending on nmenbers' opinions on certain matters.
Exanpl es:

Only locally produced m |k should be sold.

Al cohol i ¢ beverages should not be sold.

Usual Iy, conditions |ike these concern the quality, prices,
brands and contents. Sonme are general, sonme apply to certain
| i nes of goods only. The shop managenent nust have a keen
ear for the menbers' proposals, of course, but renenber:

Bef ore any special conditions regarding
* the stock range are inplenented, it is

notel very inportant to know the nenbers’
) opinion. Qherwi se the result may be
that some prefer shopping in other stores.




The basi c questions which we have di scussed on the four
previous pages will formthe basis for our stock policy.

We can now set up a document whi

ch will guide the nanager

when he orders goods for the shop.

Here is an exanple of such a docunent:

Line Width Depth Special conditions
Bread and biscuits Small Small
Dairy products Small Normal
Tinned meat Normal Small No pork
Cereals Large Small
Beverages Normal Small

Spices Smal Small

and depth you would reco

" List five lines of goods.

Line wWidth

Indicate which width
mmend for your shop.

Depth Special conditions
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TO FORM A STOCK POLICY

When we formthe stock policy for our shop, we have to keep
many things in m nd:

a - Wiich lines of goods do the custoners ask for?

b - Wat can the custoners afford?

c - Wiich lines of goods are sold by other shops?

d - Which resources do we have?

e - Wiich goods are actually avail abl e?

Let us briefly discuss these questions, one by one:

a - Wich lines of goods do the custoners ask for ?

What woul d they like to buy?
The nore you know about your
custoners' way of life, the
nore likely you are to sel-
ect the right |ines of goods
for their shop.

b - What can the custoners afford?

This is inportant to consider when width and depth of the
i nes are determ ned.

How many househol ds are there in the area, and how rmuch are
t hey spendi ng on various types of goods?

Do nost of the custoners earn just enough nmoney for buying
t he nost needed goods? O have they nore noney to spend?

The stock range nmust be fornmed in accordance with the answers
to these questions. Sonme shop nanagers nmay know the answers

t hrough | ong experience in the area, others may need to carry
out some kind of survey in order to find out the "purchasing

power" of their custoners.
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c - Wiich lines of goods are sold by other shops?

At a place where there are several shops we have to consider
what goods our conpetitors offer, before we decide our own
stock policy.

No shop here is
selling household
goods ...

The assortment of
rlothes 18 very
poor in this place ....

Groceries are expensive R
there. We could offer////) g .

better prices ....

—_— - ~ C o

W w Il have to decide whether to conpete and sell the sane
things as the other shops, or to conplete and sell what they
do not have. or nmaybe we shoul d both conpete and conpl ete.
Which Iines of goods can we offer at better prices, with
better assortnment and service?

What to do if there are no other shops around? The best
stock policy for a sole shop in a renote area is to have a
w de range of goods but a small depth. Wy?
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Vel |l - the noney avail able for purchase of goods coul d be

used in two ways:

(a)  Either on many different commodities (a w de stock

range)
| CHINAWARE [ TEXTILES || DETERGENTS || TINNED FOOD || DRY FOOD |
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(h) or on several varieties of a fewitenms (a narrow stock
but a rather deep assortnent of each article).

range,
[ TINNED FOOD DRY FOOD |
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Since there are no other shops, the nenbers would be served
best if they could obtain at |east one brand of each item

they need, as in alternative (a) above.

Would you include vegetables in your stock range

.' if there was a nearby market where local crowers
usually sell their products? Give reasons for

your answer.
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d - Wiich resources do we have?

By now we shoul d have a good idea of the ideal stock policy.
But we nust be realistic. We should also consider if we are
able to actually manage the stock range we have in m nd.

@® Do we have enough noney
to purchase all the good.s?

@® Can we accomodate ana
display all thesc goods?

@® & need cool i ng equi pnent
for the dairy products...

( COOLY ) L ~

» i
T == - L
[ AT E | 2 ?;gf/ @ Ve need a shop assistant who
izt .;Z@E |9, el knows how to cut and handle
S ey | [ S ; N
., ettt P \meat. .. K
) e

At this stage you are not supposed to cal cul ate exactly which
|l i nes you can afford. But know ng the avail abl e resources -
noney, space, equi pnment, personnel - you should conpare them
wWith the desired stock policy. If you find the resources in-
sufficient you have to limt your stock range.



that has been suggested. The width or the depth
of some lines must be reduced. Which solution

. would in most cases benefit the members most?
Give the reasons for your answer.

.' Assume that a shop cannot afford the stock policy

had better drop one complete line (e.g. clothes)
instead of reducing depth and width of several

. other lines. Do you agree? Write vour comments
here.

" One adviser recommended: If vou lack money you

. Vil I L Labl e

For everything included in
our stock list, we have to
find a dependabl e supplier.
So the shop nanager has to
be famliar with all the
suppl i ers/whol esal ers in the
area. Which Iines are they
deal i ng i n? What assortnent
do they offer within the
various |ines?
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TO SELECT THE GOODS

we have di scussed what we nmean by a stock policy, and what
we have to think about when we form such a policy.

But a policy should result in a stock - the actual goods
filling the shelves in our shop. Therefore, |et us now
proceed to discuss the practical job of selecting the right
goods for the shop, in accordance with our stock policy.

For this job it will be helpful to obtain lists of the goods
whi ch are available fromthe suppliers.

The width
First you should look at the width of each line. Make a

list of the different coomodities you would like to select,
W t hout nentioni ng anyt hing about brands, sizes or qualities.

LINE:
CWMW Seaps
couUrtng pwoler
Washing wp [iguids
D ity

This is just an exanple. Wat is considered normal in one
pl ace may be too limted in another place, and so on. So

you will have to nake up your own list, based on the | ocal

ci rcunst ances.

e TN

b

Th n

If all your custoners prefer rice instead of maize-flour
it would be stupid to stock maize in your shoo. And if
they grow their rice thensel ves, you cannot expect to sel
any rice either.
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When you sel ect the goods for your |ist you have to be care-
ful not to include articles which will find no buyers, or
very few buyers

Way don't you sell tyres
for nmy bike?

John wants to buv tyres and
ot her spares for his mni-
bi ke. The manager can ex-
plain why there are none in
st ock.

W have got only a few bikes of that size in the village,
John. If we would keep tyres and spares for you, we may
have them on our shelves for years. W nust use our
noney for things which are nuch nore in demand.

Keepi ng things on the shelves for a long tine neans that the
noney used to purchase themis "frozen" and cannot be used.
We nust avoid this. Instead we nust try to sell the goods
quickly in order to get the noney back to buy new goods and
pay for the expenses.

So it is not enough that one or two people want to buy a
certain item If it is to be included in the stock range,
several custoners nust ask for it.

The goods you purchase from
IMPORTANT the wholesaler must be sold
within a reasonable time.

To practice this rule you need to know at |east three things:

a - Wiat is neant by "reasonable tine"?
b - how much can | sell during that period of tine?

c - Wat is the mninmum Quantity | can purchase fromthe
whol esal er?

Let us take a closer | ook at these questions.
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a_—- Reasonabl e Qplling pprind

Thi s depends on the kind of goods. You nust sell themwhile
they are still in good condition, of course. That mneans
that a stock of perishables, like fresh food, nust be sold
in a few days' tine.

But even if the goods will keep for years, it would be bad
business to store themfor long. You cannot run the shop
unl ess you nmake noney, and you will not nmake any noney be-
fore you sell your goods. Therefore, the key to success is
to_turn' the stock over into sales as fast as possible.

It is very difficult to make a rule, telling how quick you

must turn over your stock into sales. But generally speak-
ing, nost itens should be sold within a few weeks after you
receive them Only sone special articles may be kept up to
t hree nonths before they are sold.

High rate of stock turn Lower rate of stock turn
! //’ / //-\
= (7
Groceries Childrens Spectal
z 2ry food clothes articles
S01d within e o
2-3 days 2-3 weeks 2-3 months 3 monthsg

b_—- How much can | sel]|?

This is, of course, a very difficult question, but fortun-
ately you need not find an exact answer at this stage. Let
us take an exanple: you estimate roughly that you can sell
only 5 tins of sardines every week. Wth this figure in
mnd we go on to the next question.

c - M ninmum whol esal e quantity

You have to find out fromyour supplier the "m ni nrum whol e-
sal e quantity" for the various goods.

WIIl he, for instance, let you buy only 10 tins of sardines?
He may sell only cartons of 60 tins. If you can sell only
10 tins within a reasonable period of tinme, it would be un-
W se to buy a carton


http://must.be
http://must.be
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Consequently, if it proves inpossible to buy a suitable
guantity, you cannot include the sardines in your stock
range.

As a rule, do not include itens in your stock range which
you have to buy in too large quantities, unless they are
absolutely essential, like salt, sugar, rice, etc.

include in the following lines of goods in your
own shop. (Do not specify brands, sizes, etc.)
Consider all the aspects we have discussed on
the previous pages.

" List the different commodities you would like to

Cleaning articles:
Dairy products:

Spices:

. List five items you would like to exclude from
the present stock range in your own shop:
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I .
Now we cone to the selection of the brands, sizes, colours

and so on - the stock depth. This is a nore conplicated
t ask.

For exanpl e, when | ooking at
sonme whol esal ers' cat al ogues
we find 12 brands of deter-
gents in various package

Si zes. In all sone 30 dif-
ferent articles:

Dependi ng on your stock policy you nay select one or two
(smal |l depth), several common (normal depth), or all the
varieties your custonmers would buy (large depth). How can
you nmake the best possible selection?

Ihe nost econanical chojce

John, the manager of Ruwa Co-operative, was selling a tota
of 200 packets of detergent every nonth. There were four
different brands of detergent avail able fromthe supplier
all packed in cartons of 50 packets. Prices and qualities
wer e about the sane.

I f John wants to carry all ]
Stock: 4 brands of detergent

four brands, he has to pur- = 21,000

chase one carton of each, P - ’
that is the mninum quantity 50 pkt = 551%; [DeTERGenT ;;;
he can buy fromthe supplier. STAR PAX

He will spend $1,000 to get p
a stock of 200 packets, which
will take himone nonth to |
sel|.

177 u f
S UN| WASHING Y
o POWDER

| f John stocks just one brand of detergent, he needs to pur-
chase only one carton at a tine. It will cost $250. He gets
a stock of 50 packets which will be sold in about one week.
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He has then recovered the noney and can purchase a new car-
ton which will be sold the next week, and so on. Now the
stock is turned every week.

This is what John actually

_ _ Stock: 1 brand of det 0t
did. 1In the first case John : 4_mgiz Oti;ppgiggiw
woul d have had to spend = 81,000

$1, 000 on the stock, while 7 o

in the second case he needed °?§K§€H~ﬂ&

to invest only $250, still

selling the same anount of

det ergent every nonth. And L///

he could use the $750 he
"saved" to purchase ot her o
goods whi ch were al so wanted

by his custoners. This is
the nost inportant reason. The nmenbers coul d buy nore goods
fromthe shop, the sales would increase, and so would the
surplus earned by the co-operative.

Generally speaking, it is
not economical to stock too
many varieties of the same
commodity. They increase
the stock and slow down the
rate of stock turn.

IMPORTAN

Wiy stock different types?

Now you may wonder why there should ever be nore than one
variety of each commodity in a shop. To discuss this ques-
tion, let us use another exanple with detergents.

Probably nost custonmers woul d prefer the nediumsize packet
of the nost well-known brand. But it is also |likely that
sone can afford the small packets only, while others would
i ke the big packets which are nore favourably priced, if

we conpare the price per weight-unit. And sone custoners
may be prepared to pay a little extra for a "stronger", nore
ef fecti ve washi ng powder.
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When you consider all these facts you will understand that
there is a risk that you wll sell less if you stock only
one type of detergent, because sone custoners may go to

anot her shop where they can find the type and size they |ike.

: | diff
D fferences between various types of comobdities may be im
portant, but in the case of detergents they may not be so

I nportant. Most custonmers woul d probably not even notice
any difference, and they could use any of the common brands.
It is the same with many ot her products, too. But every man-
ufacturer would of course like to sell as nmuch as possible
of his own product, and through advertising and nice pack-
agi ng he makes people believe that his product is the best.
Some are very clever and manage to persuade a | ot of people,
so that they are even prepared to pay nore for a special
brand which in fact is no better than others.

For a shop manager it is in-
deed very difficult to con-
vince his custoners that

di fferent brands of products
are sonetinmes al nost ident-
ical. Furthernore, different
custoners may be attracted by,
different advertisenents.

This is why we just cannot
drop one of two eaual brands
fromour stock range. W should be especially careful not to
drop one popular brand if our conpetitors sell the sane brand.
For those custoners who are not aware that the two products
are the sane may then go to our conpetitors to get their

favourite brand, and also other goods

Therefore, you should not try to reduce the nunber of varie-
ties in your shop until nenbers understand and agree. Pro-
duct know edge and product information are, in fact, very
inportant, not only for the shop staff but also for the
menbers.
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Lnportant differences

I f you have enough capital in your co-operative to stock
several varieties of an article, you should think about the
I mportant and | ess inportant differences between the varie-
ties. Suppose, for instance, that you can afford to have
nore than one type of cloth material in stock. To stock
several types of material which are al nost identical would
not hel p your custoners very much. You would give them
better service if you offered types of material which are
really different with regard to quality and design.

Anot her exanple:  Your cust- NO;[
oners often buy batteries )

for their lanps and tran-

si stor radi os. The nost com
mon type is the round 1.5
volt. Al t hough severa

brands are avail able, there
s no need to stock nore
than one brand of this type,
because the differences are
not inportant. I nstead you
coul d keep al so sone ot her,
conpletely different types
in stock, which are al so
demanded by the custoners.

Shop B stocks only the normal size, but two types,

" Shop A stocks normal and small-size round batteries.
. one cheap and one more expensive long-life.

Which shop is likelv to sell more batteries, and
which will serve the customers better? Explain
why.
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different brands, but otherwise are almost

.' Give a few examples of articles which are of
the same.

A final check
W have now described the process of selecting a suitable

range of stock for a co-operative shop. There were three
steps, as you will recall

1 - First, we nmade a stock policy. W deci ded which |ines
of goods we should deal in, and indicated the wdth and
depth of each I|ine.

2 - Then we selected the Goods to be included in each |ine.

3 - And finally, we selected the various brands, sizes and
So on.

Now we know exactly which goods we are going to purchase for
our shop. But before we do so, we had better check two things:

a - Can we afford to purchase everything we have sel ected?

b - Does the stock range fit the aimof the shop?

a - Can we afford ever yt hi ng?

Since we started to formour stock policy, we have tried to
be realistic. W did not include nore goods than we thought
we could afford to stock. Now we are able to check whet her
we have been successful or not.

Having listed all the itens we would |ike to purchase we
can now check the suppliers' price lists and estimate how
much the stock is going to cost, and consider the ternms of
payment .
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Has the soci ety got enough noney to purchase everything?

If the answer is no, you should find out if it would be pos-
sible to get nore noney. Ot herwise you will have to revise
the sel ection of goods. You may even need to revise the
stock policy, if much noney is |acking.

articles, in case you have to delete some goods

. Why would it be a good idea to take out expensive
' from your stock range?

b - The aim of our shop

of course, when deciding which itens should be sold in our
shop, we nust all the tinme renenber why we started the co-
operati ve. Was it because the nmenbers wanted nore goods,
better goods or cheaper goods? The aim of the shop nust be
reflected in the stock ranae. If not, you have gone w ong
while working on it, and you will need to correct it.

For instance, if a co-operative was started just because the
menbers wanted a better supply of goods, then we shoul d ask
t he manager of the shop

Can you now of fer goods that were not avail able here
bef ore?

Have you nade sure that the goods which used to be in
short supply are included in sufficient quantities?

Can you offer equally good assortnent, prices and service
as the private shops?

Are goods of poor quality banned fromthe shop?
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TO DEVELOP THE STOCK RANGE

Your careful work may result in a very good stock policy and
a nice assortnent of goods in your shop. Still, it is
l'ikely that you can inprove the assortnent after sone tine.
New custoners or the closing of a nearby shoo could give you
reason to include sonme new |lines of aoods. In fact, even if
you manage to get the very best stock range you will soon
have a reason to revise it.

wiy? Because if you have the riuht stock range the shop is
likely to become a success. And success neans nore busi -
ness, nore noney, nore resources ...

You will be able to devel op the co-operative shop, to extend
t he stock range and to give the nenbers even better service.

It is a good idea to review the stock policy thoroughly at

| east once a year to see whether it can be inproved. M nor
adj ustnents of the stock range should be done nuch nore fre-
quently.  You should | ook for inprovenents all the tine.
Particular attention should be paid to:

a - Sl ow novers

b - Mssing big sellers

c - Novelties

d - occasional demand

a - Slownovers

"Nobody seens to want the
tinned fish. Maybe it's
t oo expensive."

If you look carefully at the stock each tine Yyou Prepare
orders for new supplies, you may notice sone articles that
never seemto nove. Retailers have many nanes for these
things turtles, dead stock, shelf-warnmers .... Hardly any
custoners buy them so the stock remains al nost the sane.



Goods that are not wanted by the custoners should not be in
t he stock range. When you finally manage to sell the sl ow
novers, you should of course not re-order them

But before you drop a sl ow nover you should find out why it
did not sell. You had thought it would suit nost of your
custoners, but it didn't. It is inportant to know the rea-
son why, so you can avoid repeating the sane m stake when
sel ecting other goods.

If the reason is not obvious
show the article to sone
customers and ask what they
t hi nk about it. Most |ikely
they will tell you what is
Wr ong.

And if you still cannot find the reason? Then there is a
good chance that the custoners just didn't discover the
advant ages of the article.

G ve it another chance before S

you deci de whether or not to {.@gﬁ 5@ N

drop it. Make the custoners ﬂ gyo

aware of the advantages. ¢m;F7
neuss
poster or a special displail 4>en> ?;

may be useful.

b - Mssing big sellers
It may be nore difficult to discover if sonething is m ssing
I n your stock range.

"There are so many brands of
soap, but not Maxim the one
| prefer.”

If only one of your custonmers
prefers that special brand of
soap, you have no reason for
stocking it.
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But do listen to all custoners who ask for sonething you do
not stock. It is one of the few ways to | earn about the bia
sellers which are mssing in the shop. Ask all the staff
menbers to wite all such requests in a notebook, so that

you will know if several customers are asking for the sane
article.

You should also try to discover which commodities _you ought
to sell nore of. For exanple, you sell about 20 tins of
cof fee a week, but you are sure that your custonmers consune
much nore. I's there anot her popul ar brand that you shoul d
carry?

c_- Naoveltijes

Al'l the tinme whol esal ers and
manuf acturers try to intro-
duce new articles. Thei r

sal esnen try to persuade the
shop manager to purchase
novel ti es. Soneti nes they
of fer special ternms on the
first purchase.

Before you include a new article in your stock range, you
shoul d have good reasons to think that it will be an inprove-
nent :

WI|l sales increase if you include this new article?

In what way is the new article better than the varieties
you al ready stock?

| f you decide to include a
new article, make sure that
your custoners notice it.
Tell them about it and put
up a sign.

carrl

Does the new article replace an old one? Don't forget to
drop the old article!
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'. Why should vou not include both the new and the
old article together in the stock range?

d - Qccasional demand
Sonetinmes the demand for certain goods can rise very quickly
and drop again sharply after a short tine.

1 P -
Today I have sold at least //j:::::
10 hoes, because the rains

have started and the farmers

%@S@S@@ can begin to work their soil.”

Y N : e

TEED -

" Many customers asked for NN 7 " The coffee-growers will get

that fancy shivt with the
special print before the
festival

their final pay next week.

I wonder 1f we have suffi-
ctent stock ....”

These types of occasional demand are often known well in ad-
vance. If there is noney enough it would be a good idea to
be prepared for increased sales. The stock range m ght need
to be adjusted tenporarily.

" (a) On what occasions do people ask for special
goods in your shop?

(b) Why should you avoid ordering too large
guantities of goods that are only wanted
once a year?
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SUMMARY

Here is a summary of this booklet. It will help you to re-
view the content. Read the summary slowy, try to renenber

the reasoning and the main points under each headi ng.
Eorma stock policy
Wi ch Iines of goods do the custoners demand?
What can the custoners afford?
Wi ch lines of goods are sold by other shops?
Whi ch resources do we have?
Whi ch goods are actually avail abl e?
Deci de stock policy: lines - width - depth - speci al
condi tions.
Sel ect the goods

Whi ch commpditi es should be included in each |ine?

Can we sell the mininmumbul k quantity within a reasonabl e

tinme?

Select the varieties

Wi ch is the nost econonical choice?

How i mportant are the differences, real or inagined?
Make a final check

Can we afford everything sel ected?

Does the stock range agree with the aimof the shop?

Devel op the stock range
Is there any reason to change the stock policy?
Are there any sl ow novers?
Are there any missing big sellers?
Are there any novelties that should be introduced?

Are there any occasi onal denmands?


ana

ana

ana

ana

ana
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"CHECK-QUT"

To prove to yourself that you have fully
understood this Elenent, you shoul d now
go through the follow ng questions.

Mark what you think is the right answer

to each question. If you have probl ens

Wi th a particular question, go back and

read the correspondi ng chapter again.

Your teacher wll later check your
answers.
1. What is neant by a "stock policy"?

a @Quide-lines for the selection of suppliers

b @Qui de-lines for the design of store-roons

C @Quide-lines for the selection of the goods to be
sold in the shop

2. What is typical for a good stock range?

a Anv nmenber could find all the itens he needs.
b Al itenms in stock are demanded by several
cust omers.

C There are many |ines of goods in stock.

3. Which line of dairy products is the w dest one?

a Butter 1/4 kg + butter 1/2 kg + mlk 1/2 lit +
mik 1 1it

b Butter 1/4 kg
soft cheese

C Butter 1/2 kg + mlk 1/2 |lit + soft cheese +
medi um cheese + strong cheese

+

mlk 1/2 lit + cream1/4 |lit +

4. What can we say about a |ine of goods that includes
the common commodities but just one or two brands of
each?

a it has a normal width and a snmall depth.
b It has a small width and a normal depth.
C It has a small width and a | arge depth.
5. Assune that the cc-operative shop is the only shop in

the area. \Which stock policy is then suitable?

a To have a very limted stock range of small depth.

b To have a wi der stock range of small depth.

C To have a stock range of small w dth but |arge
dept h.



10.

11.

12.
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What is the nmeaning of a "quick rate of stock turn"?

a The goods are delivered quickly after they have
been ordered.

b The goods are displayed in the shop quickly after
t hey have been received.

C The goods are sold quickly after the delivery to
t he shop.

For which of the following itens should you expect the
hi ghest rate of stock turn?

a Toys
b Soft drinks
c Shoes

What is the advantage of turning over the stock
qui ckl y?

a Less tine is needed for stock-takings.
b Ordering procedures are sinplified.
C Less noney is "frozen" in the stock

What should you do if you lack capital but still want
a wi der stock range?

a Sell goods on credit. _
b Turn over the stock into sales nore quickly.
c Buy fromonly one whol esal er.

What shoul d you do before you reduce the depth of a
l'ine?

a | ncrease the prices of the articles to be excluded.

b Advi se custoners to go to other shops.

c Find out if your custoners understand your reasons
and agr ee.

What shoul d you do with the "sl ow novers"?

a Continue to stock themfor the few nenbers who need
t hem

b Delete them fromthe stock range when the present
stock is finished.

c Renmove them fromthe selling area and place themin
t he storage room

Whi ch woul d be the primary reason for including a new
itemin the stock range?

a You have-not tried to sell it before.
b You believe that you will be able to sell it.
C You can afford to purchase it.
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COMPLEMENTARY EXERCISES

 cal . : |
1 Conparison of stock ranges

Sel

O 0o T o

PRACTICE

ect some |lines of goods, €e.g.

fl our/ grains/ pul ses
cof fee and tea

spi ces

cl eaning materi al

@4 DISCUSSION

Study the stock of these lines in tw or three different
shops in the area. Make lists of all the itens they
carry and the various brands and sizes in stock.

Then conpare the lists fromthe shops. Di scuss possible
reasons for the differences you have noticed. Wich
shop has the best assortnent?

2. Study of the assortment in a selected co-operative shop

Prepare in advance a "shopping list", conprising at

| east 12 commodities which a typical famly in the
area nmay need. In the shop, |look for these articles
and note which ones are m ssing. Ask the nmanager for
t he reason.

Find out fromthe nmanager or from sone conmittee
menber why the co-operative was started. Then study
the stock range to see if it fits the aimof the
shop.

Look for articles which are al nost identical. Find
out the reason why there is nore than one article of
the sanme type in stock

Wite down which articles you would drop fromthe
stock, and five which you woul d add.

In a foll owi ng di scussion, conpare your proposals
for changes in the stock range, and agree on a joint
reconmendat i on.





