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Re-Cap
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We are selecting a retailer and a product and applying our knowledge of the buying cycle to 

critically analyse their range.
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KNOW - you know your retailer exists and you know that they decided to sell the product you have 

selected

UNDERSTAND - we will learn how to understand how the buyer may have decided to sell that product

CONSIDER - why the product looks like it does and if this was the original intention of the buyer

ANALYSE - Look at the competition. Do they have anything similar? 

EVALUATE - Do you think the competitions is better or worse? Why?

CREATE - Give your thoughts on what the retailer could do in the future and lessons learnt

Apply Critical Thinking to FMAN3000
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Any Questions or Comments?
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Where does your retailer sit 

within its competitors?
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● Which group would do you think your retailer belongs to and why?

ValueCouture

Fast FashionSupermarket
Mid-Market / High 

Street
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Where does your retailer sit on the Pyramid?

KPI’s: Brand Status, 

aspirational, market leading, 

£££ turnover

KPI’s: Aspirational, brand 

identity, market value £££

KPI’s: Design, brand identity, 

diffused commercial trends, 

market value £££

KPI’s: Market value: volume, 

entry price points, perceived 

value for money

Luxury

Luxury Value

High Street Volume

Fast Fashion / 

Discount
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Who are the competitors?
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The Buying Office Org Chart
Each team is responsible for different parts of the buying cycle:

● Buyers - product, retail price, sales budgets, profit (margin) & supplier relationships

● Merchandisers - deliveries, cash flow, stock management, markdown

● Designers - trend research, design packs, colour palette

● Garment & Fabric Techs - size spec, grading, garment performance, product safety

● Sourcing - sourcing factories, compliance & ethical policies

● Marketing - customer communication

When making your observations, suggest who may have taken part in the decision process
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Any Questions or Comments?
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Reference the Critical Path
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The Critical Path - Group Task

When would you expect to see the items below selling in a UK store?

Consider the timing of when the product was launched in store. Do you think there was an issue with 

the Critical Path management?
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Critical Path
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Turkey

China

Fabric 

2 weeks

CMT, Packing & 

Inspection

2 weeks

Truck

1 week

Fabric 

3 weeks

Printing, CMT, 

Packing & Inspection

6 weeks

Shipment

6 weeks

5 weeks

15 weeks

Remember a Critical Path can be varied in length of time depending on many things including product 

type and country of sourcing
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Any Questions or Comments?
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Get to know the customer
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Research the customer - what is important to them?
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price

style

colour

fit

availability

outfitting

past experience

peer engagement

ethical credentials sustainability credentials

uniqueness

fashionability

brand

dressing for an occasion
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Customer Profile

● Core 15-25 years

● Fashion Adopter

● Low-Middle income 

earner

● Also shops at Boohoo, 

H&M, George

● Food shop 

Asda/Aldi/Tesco

● Likes spending time with 

friends & family

Shopping Values

● Value for money

● Diffused trends

● Easy to wear

● Buys clothes to fit in

● Enjoys shopping

● Impulsive

● Is not time poor
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Any Questions or Comments?
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Consider their design 

influences
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Primark creates aspiration with heavy use of influencers

https://www.thenorthface.co.uk/shop/en-gb/tnf-gb/women-jackets-coats-

nuptse-himalayanjackets/womens-high-pile-nuptse-jacket-

7wsk?variationId=N3N

https://www.thenorthface.co.uk/shop/en-gb/tnf-gb/women-jackets-coats-nuptse-himalayanjackets/womens-high-pile-nuptse-jacket-7wsk?variationId=N3N
https://www.thenorthface.co.uk/shop/en-gb/tnf-gb/women-jackets-coats-nuptse-himalayanjackets/womens-high-pile-nuptse-jacket-7wsk?variationId=N3N
https://www.thenorthface.co.uk/shop/en-gb/tnf-gb/women-jackets-coats-nuptse-himalayanjackets/womens-high-pile-nuptse-jacket-7wsk?variationId=N3N
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This Year
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They have completed their research…

Best & Worst

Social & Political Influences

Competitors
Catwalk Trends

Social / Celebrity / 

Influencer Trends



DMU Fashion Management

Any Questions or Comments?
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Consider the shapes of their 

“blocks” (the shape of the 

garment)
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Established Blocks / 
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Range Build Re-cap
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What is Range Build?

Range Build is a process where the buyers will collate their samples and hang them on a wall 

together to see how they look as a range. They will ask themselves questions such as:

● Are we delivering the price points our customer expects?

● Are we delivering the trends in a way our customer will appreciate?

● Is the quality of product as our customer expects?

● Does the range work for outfitting?

● Can I buy the product from the supplier with the margin I need?

● Do we need to make any amendments to the design or spec?

● Are the mixes in-line with what the merchandiser is asking for?



DMU Fashion Management

Crew 

V-neck

Polo

Printed 

Spring/Summer 2023 Spring/Summer 2024
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Range building is literally “building your range”, it’s like making a cake…

You have your ingredients:

Trend Value Price 

pointsBest Sellers

Exit Price 

points Colour
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Crew 

V-neck

Polo

Printed 

Spring/Summer 2023 Spring/Summer 2024
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All good recipes need the right balance of ingredients, these are defined as 

“the mix”
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Every product has a lifecycle, each one varies depending on social and environmental conditions. It’s up to the buyer to buy 

according to the strategy devised from sales analysis & market trends.
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It’s evident that the knitwear & accessories have not adhered to the 

colour palette. This is probably because of their longer lead times. 

However this is a failure is cross category range building.
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Points to discuss in Range Build:

● Is the sample what the customer would want?

○ Colour

○ Shape

○ Fit

○ Hand-feel / Texture

● Is it still on trend? Does this matter?

● Can we afford it? Eg, sell at the same retail as the competitors and still make 

profit (margin)

● Does it hang well on a hanger?

● What qty should be bought?

● Is the supplier on-boarded to start supplying?
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Any Questions or Comments?
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Once the Buyers, Merch and 

Designers agree on the 

range. The details are 

entered in to a spreadsheet
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Range Plan
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Any Questions or Comments?
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Costings
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A buyers job is to source product which the customer wants and sell it at a price the customer is 

prepared to pay and make profit. 

They are targeted with sales & profit

When negotiating, a buyer must firstly know:

● Value of their product (how much their customer is prepared to pay)

● Target cost price (how much they want to buy the product for)
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Value of product is determined from 2 main points of information:

1. Previous sales information

2. Market price (what competitors are selling for)
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Example Retailer Example Product
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The equivalent coat from H&M is made in China (so no risk). H&M have been able to 

maintain a stable retail price of £39.99 throughout the season.
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Primark size range 

is XXS - XL
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Selling price for next year is assumed at £32 (as last  year) and the buyer will have to gather 

information to present at selection / sign off meetings to have a price increase approved 
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To work out a target cost, the buyer needs to know their sales price and their target gross margin

(gross margin = profit/margin after the supplier has been paid but before operating costs are deducted)

A gross margin is a profit number expressed as a percentage %

Target gross margins vary across retailers and different product categories.

Example:

High Street = 55-65%

Discount = 45-50%

Luxury = circa 30%
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Any Questions or Comments?
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£32.00 is 100% of the selling price

Assume target gross margin of 40%

Margin = £12.80 (32.00 x 0.4)

Target cost = £19.20 (32 x 0.6)
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Buyers gross margin (£12.80) / profit pays for:
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Costs from the supplier (£19.20) will pay for:
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Cost variables:

● Layplan - consider how much wastage your product has in 

materials

● Bulk buying fabric for the season can reduce costs

● Utilising the same materials across different styles will also 

reduce cost
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Consider MOQ’s (Minimum Order Qty’s)

MOQ’s apply to fabric and garments
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Number of print colours and size of screen impact price of product
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Trims are an additional cost and can vary greatly

● Nominated suppliers compared to local  source

● Buyers will ask supplier questions on how to achieve target price and 

maintain garment appeal
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Consider the amount of stitching involved. Labour is one of the biggest 

influences in cost of a product

● Panelling can be expensive

● Machinists are often paid “piece work”
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Consider packaging

● Costly

● Environmental impact / Sustainability policy

● Import tax on plastic

● Customer perception
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Certified yarn/fabric/materials are often more expensive than non certified

Factory audits are expensive and will impact the cost of the product

● Sedex

● Higgs

● Disney
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Consider how the garment is shipped - Hanging or flat packed
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5-6 weeks Asia to UK

3-5 days Turkey to UK

Import tax applies to 

some countries
1-3 days Asia to UK
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Any Questions or Comments?
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Before entering negotiations, buyers 

will research the costs of all features 

which contribute to the garment cost:

● Material 

● Labour

● Ethical requirements

● Volume of business

● Suppliers position

● Supplier relationship

https://tradingeconomics.com/commodi

ty/crude-oil
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Target cost = £19.20 
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Example of cost breakdown from supplier

Target cost = £19.20 
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Any Questions or Comments?
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Selection Meetings
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Buyers must get sign off from managers and directors before placing orders. They do this during a 

Selection Meeting

Designer - how trends have been interpreted

Merchandiser - sales plan 

Buyer - samples of each product they are proposing to buy

Samples will have been made according to the design pack and sent on time for the selection meeting. If 

the samples are not a good reflection of what the buyer intends to buy, they must show swatches/other 

supporting information to make sure the directors understand what is to be bought. 
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Typical selection meeting

Thumbnails with product info:
Retail price

Store grade

Qty

Cost 

Margin

Supplier
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Sometimes samples aren’t correct 

so the buyer must adapt
Bay plans / Store layouts
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Range Plan

STYLE REF STYLE NAME COLOUR SUPPLIER 
QUANTI

TY 
STORE 
GRADE SEASON MONTH STORY 

LOOKBO
OK/PRE

SS?
COST 
PRICE 

SELLING 
PRICE MARGIN 

TOTAL 
SELLING 

VALUE £K
LANDED / 

FOB C OF O 

SHIPMEN
T 

METHOD 
SHIP 
DATE DC DATE 

MIL001
BASIC ROUND NECK 

TEE WHITE 
MILLENNIU

M 3000
ALL SS16 MARCH 

FLOW LINE NO £2.00 £8.00 70.00%
£24,000.0

0 LANDED TURKEY ROAD N/A 
WK 1, WK 5, 

WK 8 

MIL001
BASIC ROUND NECK 

TEE BLACK 
MILLENNIU

M 3000
ALL SS16 MARCH 

FLOW LINE NO £2.00 £8.00 70.00%
£24,000.0

0 LANDED TURKEY ROAD N/A 
WK 1, WK 5, 

WK 8 

MIL001
BASIC ROUND NECK 

TEE GREY 
MILLENNIU

M 3000
ALL SS16 MARCH

FLOW LINE NO £2.00 £8.00 70.00%
£24,000.0

0 LANDED TURKEY ROAD N/A WK 1, WK 8 

MIL001
BASIC ROUND NECK 

TEE NAVY 
MILLENNIU

M 3000
ALL SS16 MARCH

FLOW LINE NO £2.00 £8.00 70.00%
£24,000.0

0 LANDED TURKEY ROAD N/A WK 1, WK 5 

GOS007 SKULL PRINT TEE BLACK 
GOSSIP 

CLOTHING 2000
MID SS16 MARCH 

STREETSTYL
E  NO £3.00 £10.00 64.00%

£20,000.0
0 LANDED 

MOROCC
O ROAD N/A WK 1

PRI004 STRIPE TEE
GREY / 
BLACK PRINT BOX 2000

MID SS16 MARCH
FUTURE 

CLASSICS NO £3.00 £12.00 70.00%
£24,000.0

0 FOB CHINA SEA WK 1 WK 5 

PRI004 STRIPE TEE
CREAM / 

NAVY PRINT BOX 2000
MID SS16 MARCH

FUTURE 
CLASSICS NO £3.00 £12.00 70.00%

£24,000.0
0 FOB CHINA SEA WK 1 WK 5 

GOS008 EMBELLISHED TEE WHITE 
GOSSIP 

CLOTHING 500
TOP SS16 MARCH 

FUTURE 
CLASSICS YES £5.00 £14.00 57.14% £7,000.00 LANDED

MOROCC
O ROAD N/A WK 5

MIL002 ZIP TRIM TEE BLUSH 
MILLENNIU

M 500
TOP SS16 MARCH

STREETSTYL
E NO £4.00 £12.00 60.00% £6,000.00 LANDED TURKEY ROAD N/A WK 1

MIL003 LEATHER PANEL TEE BLACK 
MILLENNIU

M 500
TOP SS16 MARCH

STREETSTYL
E YES £5.00 £14.00 57.14% £7,000.00 LANDED TURKEY ROAD N/A WK 1

KAL003 LIMITED EDITION TEE IVORY KALDOR 200
FLAG SS16 MARCH 

LTD 
EDITION YES £4.50 £16.00 66.25% £3,200.00 FOB 

SRI 
LANKA AIR WK 2 WK 3

65.87%
£187,200.

00
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Points of Discussion
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What is a Good Selection Meeting?
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Product Trend Outfitting Critical Path
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Any Questions or Comments?
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I am here to help 
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Thank you and have a great 

weekend!
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