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Sales And Inventory Planning 
To Assist  

Retail Shoe Store Owners 
 
Useful tools for shoe representatives working with their customers 
Formulas, definitions, and forms  

�x Open to Buy 
�x Sales Plans  
�x Calculating Margins �± Initial and Maintained 
�x Markdown plans 
�x Sell Through Guides 
�x Inventory Turnover 
�x Classification Buying 
�x Replenishment 

 
Developed in cooperation with National Shoe Retailers Association 
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Dear Shoe Traveler, 
 
 This Sales and Inventory Planning book is designed to enhance your business 
and to help you in working with your retailers.  It provides insight into open to buy, 
sales plans, and calculating margins.  Also included are markdown plans and sell 
through guides.  Some helpful buying and selling guidelines will be inventory 
turnover, classification buying, and replenishment. 
 Another source of great information regarding inventory and store operations 
would be the NSRA Business Performance Report. 
 This book is one of many services to come from the World Shoe Travelers 
Association, as well as one of many in a series of helpful tools.  We are researching 
many other tools to benefit you, the shoe traveler.  Go to our website, 
www.shoetravelers.orgwww.shoetravelers.org, for additional lists of materials and tools. 
 If you have any questions pertaining to this book, please direct them to our 
offices in Columbia, MD.  You can call us at 1-800-673-8446 ext. 302, or email us 
at info@shoetravelers.orginfo@shoetravelers.org.     
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Buy Merchandise 
 
 

1. Sell merchandise: cash in 
2. Pay for merchandise: <cash out> 
3. Pay for expenses:    <cash out> 

 
Leftover =       Cash? 

 
 
If not enough cash is leftover:  
 

1. You are not selling enough 
2. You are buying too much 
3. Your expenses too high 

 
or some combination of the above 
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Retail 

Merchandising Operations 
Markup  
Markdown  
Maintained Gross Margin 
Stockturn  

Expenses 
 
Net Pretax 
Profit  
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�³�0�H�U�F�K�D�Q�G�L�V�H���S�O�D�Q�Q�L�Q�J���K�D�V���E�H�F�R�P�H���R�Q�H���R�I���W�K�H���P�R�V�W��
important components of retail man�D�J�H�P�H�Q�W�������,�Q���W�R�G�D�\�¶�V��
retail environment, merchandising savvy no longer suffices.  
Merchandise information, merchandise distribution and 
sophisticated merchandise planning techniques are required 
�W�R���P�D�L�Q�W�D�L�Q���D���K�H�D�O�W�K�\���D�Q�G���S�U�R�I�L�W�D�E�O�H���U�H�W�D�L�O���E�X�V�L�Q�H�V�V���´ 
 
�³�,�Q���W�R�G�D�\�¶�V���H�Q�Y�L�U�R�Q�P�H�Q�W�����G�H�Y�H�O�R�S�L�Q�J���H�I�I�H�F�W�L�Y�H���P�H�U�F�K�D�Q�G�L�V�H��
plans requires a structured and ongoing process with built-in 
flexibility to maximize opportunities represented by changes 
among customers and markets.  Merchandise planning in an 
ongoing activity.  It is a process based on a continuous 
�H�Y�D�O�X�D�W�L�R�Q���R�I���L�Q�I�R�U�P�D�W�L�R�Q���´ 
 

Price Waterhouse 
Retailing Update 

October 1989 
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Merchandise Planning 
Merchandise Control 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Merchandise Plan 

Revise Plan 

Execute  
Action Plan 

Define action plan 
to improve 

performance 

Analyze 
Results 

Collect  
Statistical Data 

Aggregate Data into 
Usable Format 

Compare Actual 
To Plan 

Update Sales, 
Inventory and  
Profitability  




