Karnan Associates

Retail Consulting


Qualitative:
1. When being fitted for a pair of shoes, a new customer in my store will generally

a. Try on more than 3 unique styles of shoes.

b. Try on 3 or fewer unique styles of shoes.

2. When it comes to product markdowns, I

c. View systematic markdowns as a natural part of business

d. Do not mark down product often, but will if it is not selling.

3. My store will be more successful if

e. I offer more of what the customer needs

f. I offer more of what the customer wants

4. I view my vendors for the most part as

g. Product suppliers

h. Business partners

5. My return policy is

i. Well defined, fair, and I make few exceptions

j. Loosely defined, customer focused, and I make frequent exceptions

6. When vendors launch new product marketing campaigns, I generally

k. View them optimistically because they will deliver something new and exciting to my customers

l. View them cynically because good product speaks for itself

7. I would probably provide a better overall retail experience if I 

m. Carried a broader product selection than I currently do

n. Carried a narrower product selection than I currently do

8. My shoe wall is

o. An important visual component to the buying process

p. Visually impactful, but more or less eye candy

9. In my opinion, running apparel done right is

q. More function than fashion

r. More fashion than function

10. When it comes to my business, I pay more attention to

s. Keeping my product margins high

t. Keeping my inventory turnover high

11. The more important aspect of an end of season sale is to

u. Attract more traffic and new customers to the store

v. Liquidate aged merchandise

12.  I  enjoy myself more when I

w. Spend time working the sales floor

x. Spend time working on the business

13. When I consider the success of my store, I think of it like

y. I am building a brand

z. I am building a business

14. It bothers me more when

aa. A product I believe in doesn’t sell as well as I think it should

ab. I see my staff pushing one product over another based on personal bias

15. If I am left with a number of black tights going into spring, I am more likely to

ac. Liquidate them ASAP

ad. Store them for next fall

16. Store Location:  How would you rate your current retail location(s)?  

a. Our location is accessible

b. Our location is convenient

c. Our location is a competitive advantage (uncommon for SRA’s)
17. Do you wish to expand to additional location(s)?

a. yes

b. no
18. Customer Experience:  How does your staff typically relate to your customers?
a. Our staff develops intimate relationships with our customers

b. Our staff provides care to our customers

c. Our staff treats our customers with unconditional respect

19. How many sales staff do you currently employ? ___
a. Number of men? ____

b. Number of women? ____

c. Age range? ___ to ____

d. Weekly mileage range?   ____ to ____

e. Full Time Equivalents? (e.g. 2 twenty hr per week employees = 1 full time equivalent)_________

20. Pricing Policy:  How would you describe your pricing strategy?

a. Our prices are honest for the service we provide and are at par with the competition.

b. We dominate in competitive pricing and will not be undersold.

c. We consistently differentiate ourselves in our pricing compared to the competition.

21. Product Mix:  How do you consider the value of the product you provide?
a. We deliver inspirational product that changes the lives of the customers we serve

b. We carry highly reliable product that will measure up to the highest standards

c. We provide credible product that competes favorably against the competition
22. Customer Service:  How would you describe your level of customer service?

a. We educate our customers on how our service can benefit their lives

b. We customize each visit to the specific needs of our customers

c. We accommodate the wants and needs of our customer base

Quantitative:

23. What are your annual sales at retail?

a. 2006 total?______________

b. 2007 ytd?_______________

24. What are your footwear retail sales?

a. 2006 total?_____________

b. 2007 ytd?______________

25. What are your apparel retail sales?

a. 2006 total?_____________

b. 2007 ytd?______________

26. What is your retail square footage?

a. Total sq. ft?____________

b. Selling sq. ft?___________

c. Storage sq. ft?___________
d. Office sq. ft?  (if on premises) ______________
27. What is your average transaction in dollars?  $________

28. What is your average transaction in units?  ________

29. How many footwear vendors do you carry? ______
a. How many represent more than 15% of the footwear volume? _______
b. How many represent less than 5% of the footwear volume? ________
30. How many apparel vendors do you carry? ________
a. How many represent more than 15% of the apparel volume? __________
b. How many represent less than 5% of the apparel volume? _________
31. What is your annual inventory turnover rate? _____

a. Number of annual footwear inventory turns? ____

b. Number of annual apparel turns? _____
32. What are your margins in footwear product?

a. Going in margin?  _____%

b. Maintain margin? _____%  

33. What are your margins on apparel product?

a. Going in margin? _____%

b. Maintain margin? ____%
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