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What went so wrong

Reactive to sales
. T |

Takes 6 to 8 months
from concept to floor

Takes 6 months for research

High Inventory
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Lessons learn after the crisis.

Have the abillity to react in real fime
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Super Synthetics

super synthetics are better for the environment

all fabrics will be able to repel stains, dry quickly,

resist wrinkles and be sun protective

with NANO technology it will be part of the
molecular structure and not just a coating

most won't be petrochemical based
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Stretch-Tex, Kevlor, Dri-Fit, Teflon
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Application- Weave — Finish - Composition




What the consumer wants
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Finding your niche

Who is your target retailer?
e Self brand: Abercrombie & Fitch
e Multi Brand Stores: Macy’s
e Multi Brand stores with private label
e Young designers looking for innovation
What is the retailers target market?
What are the retail price points?
* Good Better Best
What fabrication is the retailer using
Can you supply the need during season



It’'s not always about being cheaper

Speed of Production

Favorable Trade Terms
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Logistics (supply chain)

Technology

Communications

Working Conditions

Perception of country of origin

Production Minimums
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How Buyers Buy

Brands they know & work with
Brands that they have heard of
New brands that hang with the

vendors they carry
The new guy
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Finding the Key Brands
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’ Infomat.com, Fashiondex, Salesman Guide
- offer resource books

P - U VOG0 b o T
When making your first contact

Ask for the asst. fabric buyer
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Do not leave phone messages everyday b
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Follow up with email & address the person g
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Follow up with letter, catalog

~ or simple postcard
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Making the sale

Contact buyers VICI emall & post

Attend Trodeshows
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1 Have an inferactive website
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Send samples
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Contact local Sales Rep
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Follow up and ’rhen Follow up more




Be tradeshow ready!
Product Codes
Color way Samples

Landed US Prices

Production turn around times
Sample Swatches
Order Forms

New Client Forms



d
«
O
@
D

o

<

What




Wh’!'gnd What

Fall |l

Starts to show
March
April

Ships E Reorders [
Oct-Nov [ November 888X
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Starts to show Ships | Reorders
Aug-Sept Jan-Feb - Feb-March
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whéemPFaond What




WhéReand What
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Starts to show
June or
August

Reorders
November &
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Contact Us

Global Purchasing Companies
1133 Broadway Suite 908
New York, N.Y. 10010
212-414-4001 Fax 212-414-3156
www.globalpurchasinggroup.com
Follow Mercedes on twitter
@mercedesgpc
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