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With rising costs and
increased competition it
is not enough for a retail

business owner to simply work hard-

er but it is increasingly important to
work smarter as well.

When it comes to working
smarter one of the first things that

pops into the mind of Larry
Noethlich, General Manager of ARS
Business Solutions LLC is inventory
control. “Inventory is the greatest
financial asset of any retail business
and mismanaging that asset is the
quickest way for a business to get
into trouble,” said Noethlich. “Shop
owners must think of their physical
inventory as their financial invento-
ry because they are one in the same.
Proper inventory management is
really about managing your money.”

We have all seen movies showing
settlers moving west by wagon train
who were forced to lighten their
loads.  Valuable possessions were
discarded so the oxen could carry
the settlers and their basic essentials
on to a new land and a new life.  I am
sure there were some settlers who
died on the trip because they resist-
ed tossing away those treasured
books, dishes or furniture that had
started out as something valuable
but in the present conditions were

Inventory Control

By Business Editor John Kasun

Taylor Corrigan, archery technician for
Long’s Outpost located in Martinsburg,
Pennsylvania, adds items to the bargain
bin. The only thing people like more then a
bargain is digging through a pile of prod-
uct to find one. Bargain bins are always an
attraction and are a great way to encour-
age impulse sales.
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actually worthless items that were
bogging them down.

In many ways managing your
inventory is like traveling on that
wagon train.  Reducing slow moving
or excess inventory is the same as
throwing out grandma’s old dresser.
It can be painful but in the long run
it will make your trip a lot easier. 

Slow moving or excessive inven-
tory is simply money that is not pro-
ducing the desired return on invest-
ment, (ROI).  While every business
has merchandise that falls into this
category the greater the percentage,
the greater the negative impact on
the business.  Outdated bows hang-
ing on the wall or two years worth of
deer lure on the shelf is money that
can’t be spent on the new hot selling
sight or arrow rest that all of your
customers are clamoring for.

The first step in bringing inven-
tory into balance is to identify slow
moving or excessive inventory
items.  Depending upon the size of
the shop and the inventory control
system used this can be high tech or
low tech.  Computerized inventory
systems can be programmed to
identify slow-moving or excessive
inventory while for those without
such a system a slow walk around
the shop with a pad and pencil will
identify many of these items.
Remember it is important to be
objective and not to let your emo-
tions take the place of good business
sense.  You may have liked those 12
dozen arrows with the pink feathers
when you bought them two years
ago but if you still have 11 dozen left
it’s time for them to go.  Once the
items targeted for reduction have
been identified the next question is
deciding on how best to quickly dis-
pose of them and still recover some
of the money invested.

The best method of disposal can
vary greatly depending upon the
type of items identified and the
potential value involved.  It makes
no sense holding onto items for six
months that are only worth a few
dollars but neither is it wise to sim-
ply throw things away that could
bring in some additional revenue.  It
is also important to separate over-
stocked items from slow-moving

Circle 193 on Response Card
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ones.  Overstocked items can be
identified as items that are still in
demand but more are on hand then
your sales projections indicate you
will use in a reasonable period of
time.  On the other hand slow-
movers and obsolete items are those
for which sales prospects are slim.
Following are some suggestions for
consideration when trimming
excess or slow-moving and obsolete
inventory.  

EXCESSIVE INVENTORY
Although rare, dealers sometime

find themselves faced with an over-
stocked inventory of a popular item.
While having too much of a good
thing may not seem like a problem
having 200 arrow rest of brand “X” is
a misuse of inventory dollars if the
anticipated sales for the season is
only 100 units.  Remember the
object is to keep your dollars work-
ing and excess inventory even on a

hot selling item is reducing your
overall profit. Faced with this sce-
nario many dealers tend to reduce
the price to increase sales and
reduce the inventory; however this
approach can have mixed results.
While it may reduce the inventory it
forces the dealer to handle more

sales for less profit. It could make it
awkward to increase the price once
the inventory is back in balance or
could force the dealer to continue
with the lower price and therefore
reduce his overall profit.

There are two better suggestions
to handling this problem.  When I

There is no right way to price the items on a clearance table but it is important to clear-
ly define the method that is intended to be used. Numerous price tags, different colored
stickers and crossed out prices can be confusing for the customer and the sales staff as
well. Keep it simple.

Inventory Control

Circle 165 on Response Card
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was faced with this situation in my
own shop years ago I called other
dealers in surrounding areas to see if
they were interesting in buying
some of my excess inventory or
swapping it for other items in which
they might have an excess and that I
could use.  Today there is another
major outlet and that is eBay.  Listing
popular items are sure to draw bids
from out of the dealer’s immediate
area allowing them to move product
with a minimal impact on their local
sales.  Either of these methods will
reduce overstock and free up money
for additional and diverse inventory.

HANDLING SLOW-MOVING
or OBSOLETE INVENTORY

PACKAGES: Once slow-moving
or obsolete inventory has been iden-
tified for clearance consideration
should still be given to how best to
eliminate the inventory while recov-
ering as much revenue as possible.
As ArrowTrade talked to various
dealers across the country the
“package” seemed to be the most
often used vehicle.  Making up bow
packages or accessory packages is a
great way to offer the customer on a
limited budget a “can’t pass–up deal”
and allows the dealer to move the
merchandise while still making a
decent profit.  The package can be
made up of all clearance items or
can be a mix and match of both pop-
ular items and slow-movers.  It is a
great way to get rid of those outdat-
ed bows, miscellaneous arrow rest,
sights, bow quivers, releases, bow
cases, not so popular broadheads or
those arrows with the bright pink
fletching.

BARGAIN BIN: No matter what
it is called, Bargain Bin, Close-Out
Rack, Dump Table or even a
Reduced Sales Tag; some people
can’t pass up a deal.  Making a spe-
cial place for bargains always draws
attention and sales.  Two dealers told
ArrowTrade similar stories when it
came to bargain bins.  Neither of
them reduces the price of an item
the first time it was placed in the
bargain bin.  They keep the regular
price on the item for a period of time
before discounting it.  They claim it

is amazing how much better mer-
chandise can sell at the same price
just because it is offered in a differ-
ent manner substantiating the fact
that many people are impulse buy-
ers.  

One of the dealers told of some
excess muzzleloading cleaner that
he had marked down to $2.50 a bot-
tle and displayed on the counter
with absolutely no success.  He put
all the bottles in the bargain bin and
marked them two for $5.00 and sold

them all in one week.  When it comes
to marketing sometime you sell the
steak and sometime you sell the siz-
zle.  A little creativity when it comes
to clearing out excessive inventory
can pay big dividends.

SOME OTHER IDEAS: Ron
Anderson, owner of A & A Supply
located in Amherst, Virginia, uses a
multiple step process when clearing
out his surplus goods.  “In addition
to the packages and bargain bins I

Circle 205 on Response Card
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also use my staff shooters,” said
Anderson.  “I give them a box of
assorted slow moving items to take
with them to the shoots they attend.
The shoots attract shooters from a
wide area and everyone loves to
‘root’ through a box looking for a
bargain.  Shooters have become so
familiar with this process that they
often approach my staff shooters as
soon as they arrive and ask, ‘What
did you bring this time?’”

Troy Satterthwaite, Shop
Manager of Four Seasons Archery
located in Ann Arbor, Michigan uses
another approach.  “In order to
attract more people to our shop we
run our leagues a little different,”
explained Satterthwaite.  “We give
out a ticket every time a shooter
shoots in a league shoot.  At the end
of the season we have a party and
equipment raffle.  The more tickets a
shooter has accumulated the greater
his chances are of winning a prize.

Shooters attend more league shoots
to build up more tickets putting
more people through our doors.  A
lot of the equipment we give away is
items we are trying to remove from
our inventory anyway.  We build
good will and write off the cost of the
equipment; it’s a win-win situation.”

One dealer donated a portion of
his obsolete items to local archery
and sportsmen’s clubs that work
with children.  His action helps build
his future business, builds good will
and is a charitable tax deduction.

eBay & Other Sites: Dealers
seem to be split when it comes to the
popular internet auction and sales
site, as some see eBay as competi-
tion while others see it as a selling
opportunity.  One sticky problem
can be if customers see a dealer sell-
ing product for one price in his shop
and at another on eBay.  Several
shops that ArrowTrade talked to
found a unique solution to that par-
ticular problem.  They entered into
an arrangement with a third party to
handle their eBay sales paying a pre-
arranged handling fee.  This works
well for those dealers that do not
want to spend the time handling
eBay listings and for those that do
not want their shop to be identifiedNorway Industries  •  www.duravanes.com  •  1-800-778-4755

New from the makers of 
DURAVANES!  A vane that 
can stand up to the harshest 
equipment and use….the 
SAVAGE is the same familiar 
shape with surprising durability.  
These vanes hold their 
own when used with 
biscuit-style rests 
and any target 
on the 
market.

TOUGH • SILENT • STRONG

Available in eight popular 4” colors: 
white, flo yellow, lime, flo red, red, 
blue, green and black.

Circle 132 on Response Card

Inventory Control

This sign is a sure attention getter. Terms like Entire Rack, Just Reduced and Below Cost
are like catnip to a cat and they are hard to resist. Be creative and pay attention to the
results your signs and displays generate to learn what works best.
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with an eBay account. 
As an alternative to eBay, you

should check the auction site devel-
oped by ArcheryTalk.com. There’s a
huge on-line community there
already thinking and breathing
archery, and the costs to sell items
are significantly less than on eBay.

There are other internet sites
that take classified or auction style
ads for archery equipment including
www.stickbow.com. “What’s one
man’s trash is another man’s trea-
sure,” said Bruce Hudalla, President
of Hudalla Associates.  “We are
presently considering establishing a
dealer based web site that would
allow dealers to list their surplus
inventory as well as check for equip-
ment that they wish to purchase
from other dealers.  The site would
be controlled and dealers would
have to meet specific qualifications
to be listed on the site.  Once
approved they would be given an
access number allowing them to uti-
lize the site.”  For more information
concerning this project check out
www.hudallaassociates.com. 

CONCLUSIONS
Turning excessive and slow-

moving inventory into dollars makes
cents, (pardon me, but pun intend-
ed).  Money tied up in slow moving

or excessive merchandise is money
that cannot be used to buy moving
products that keep your cash turn-
ing and producing a profit.  

Although it is important to elim-

inate inventory that is taking up
space and not producing sales it is
more important to take steps not to
generate that inventory in the first
place.  A dealer who asked not to be
identified told ArrowTrade “I run a
tight ship and I don’t like to knock
prices down.  At times I hold back
new inventory until I sell down the
remaining old stock but even more
important is my philosophy of, ‘buy
it right the first time’.”  

Although it is admittedly diffi-
cult to never have some out-of-bal-
ance inventory it is important to
understand your market, your cus-
tomers and your selling potential
when it comes to buying your inven-
tory.  Buying right will minimize the
necessity of selling short. 

Editor’s Note: In addition to his
writing duties, John Kasun is an out-
door seminar speaker and a busi-
ness consultant with experience in
corporations large and small. He can
be reached at 126 Hickory Lane,
Duncansville, PA 16635, by phone at
(814) 695-5784 or by email at
kasun@atlanticbb.net.

In Stock and Ready for Delivery!

Blue Ridge Hunter 
58” available 40-60# 

NEW TRADITION

Available through the following Distributors:

Adirondack Hunter
68” available 40-60#

Adirondack Hunter Deluxe 
68” available 40-60#

TRADITIONAL
SERIES

800.822.8728 / EllettBrothers.com

800.356.2209 / HHarchery.com

800.225.0903 / JakesArchery.com

800.366.4269 / KinseyArchery.com

800.727.3462 / PapesInc.com

US-Magnum Pro Scale 
1851 grain max. ± .15 grain

US-250 Mini Pocket  Scale 
3858 grain max. ± 1.5 grain

Carbon Arrow Prep Tool 
Preps .246 i.d. carbon shafts for inserts

All Natural Bowstring Wax 
Contains no softening additives that are 
harmful to synthetic strings; including 
450+, D75, Dyneema string materials.

It’sThe Beginning of a

Circle 108 on Response Card

Keep rotating the items in a clearance area. Move items top to bottom and mix it up.
Remember people like to “dig” for a bargain, it is part of the attraction so keep your dis-
plays  fresh.
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