Inventory -- without aspirin

Simple monthly check proves better than perpetual,
or running, system for pro shop purpose.

By HARRY OBITZ and DICK FARLEY

Golfdom Merchandising Consultants

T hrough the years, we have tried sev-
eral methods of keeping inventory. By
trial and error, we have arrived at a
system both simple and informative.

Our inventory sheets are the standard
8% x 11 size. We keep them in a ring
binder separated into categories:

1. Golf Balls; 2, Golf Clubs, a. woods,
b. irons, c. utility clubs, wedges and put-
ters; 3. Golf bags; 4. Shoes; 5. Men’s
wear; 6. Ladies’ wear; 7. Accessories—
this includes gloves, headcovers, um-
brellas, tees, hand bags, jewelry, etc.

The sheets are made up (see Sample
Sheet 1) so that useful information can
be noted—manufacturer’'s name, descrip-
tion of item, cost price, retail price and
percentage of profit. We find that we can
get six “item” columns horizontally and
six months vertically on each sheet. By
the way, the more detailed the descrip-
tion of each item, the easier it will be
planning next year’s buying.

When merchandise is received, the in-
formation is taken from the manufac-
turer’s invoice and entered in the in-
ventory sheets. Referring again to Sample
Sheet 1, the first item is manufactured
by Company “X,” and is described as an
S.S. (short-sleeve) 100% Cotton of a
solid color; the cost price is $5.25, retail
price, $8.95, and percentage of profit,
41%; the date merchandise received, 5/1,
and the number of pieces, 26.

On 5/20, fifteen additional pieces
were received. On 5/26, twelve more,
and on 6/1 we took our regular monthly
inventory. Twenty-two pieces were on
hand, so that by deducting this figure
from the total pieces received, it can be
seen that 31 pieces were sold during
the month.

On 6/8, twenty more pieces were re-
ceived, on 6/22, twenty more, and on
7/1 the regular monthly inventory was
taken. Eighteen pieces were on hand,
so 44 pieces were sold in June.
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On 7/5, twenty-two more were re-
ceived and on 7/25 we decided to start
the annual summer clearance sale and
this item was re-priced 20% off for the
sale. A special inventory was therefore
taken on this day which revealed that
14 pieces were left and that 26 pieces
were sold between 7/1 and 7/25. By
8/1, only two shirts were left and by
9/1 the item was sold out.

In reviewing these records during the
winter, it is easy to see that 101 pieces
were sold between 5/1 and 7/25 at full
price. Profit per shirt amounted to $3.75
or $378.75 for the lot and 14 pieces
were closed out at a profit of $1.90 each
shirt or $26.60. Total gross profit on this
shirt for the year was $405.35.

One advantage of our system is that
it is easy to price out each item after
the monthly inventory to determine how
many dollars are in the shop in each
category—see Sample Sheet 2. Having
this knowledge, as well as the number of
pieces on hand, sales can be directed to-
ward overstocked and heavy dollar areas
to reduce inventory and investment. It
is also easy to see which items are moving
well from month to month.

The exact forms used can vary accord-
ing to the individual operation. Some
shops are operated throughout the year,
others for five or six months. By analyz-
ing these inventory sheets at the end
of the year, it is easy to see which items
produced the best revenue, and which
sat on the shelves. From this information,
spring orders can be placed as to quan-
tity, price and style with intelligence and
good planning rather than by guesswork
and a hope for the best.

At one time, we used a perpetual or
running inventory system—this can be
done by double perforated sales tickets
or sales slips and by analyzing sales daily.
However, we discarded this method after
a couple of months, Although it is suit-
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able for a large operation like a depart-
ment store, we found that perpetual in-
ventory is much too time consuming for
use in a pro shop, and therefore costly.
We feel that this much detail is not really
needed.

We even tried a modification of the
perpetual system. We set up our inven-
tory sheets as we do at present with a
monthly inventory check. However, we
did some additional sales analysis. At the
end of each day, we would take our cash
and charge sales and break them down
into categories—golf ball, golf clubs,

etc. In this way, we were able to calcu-
late the dollar volume of sales in each
category. Again, we found even this
method far too time consuming and we
gave it up for our present system.
Frankly, we consider that the time tak-
en to analyze sales in the perpetual in-
ventory or the modified system discussed
above is just not worth the time and
trouble. A pro shop is essentially a small
business. With our type of system, plus
a careful scrutiny of daily sales, we feel
that the professional should be able to
oversee his business adequately. .
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