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Section 1:  Revenue per Foot
Formula   
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Question #1:  A specialty store with annual revenue of $850,000 has a selling space of 1,000 sq. ft., a stockroom of 700 sq. ft. and an on-site office of 100 sq ft.  What is the store’s revenue per foot.

Question #2:  Calculate the projected 2008 revenue per foot for your business

Question #3:  Calculate the revenue of your business if the revenue per foot is $500. 

Section 2:  Gross Margin
Formulas
[image: image5.png]GMS$ = Retail Sales $— Cost of Goods Sold(COGS)



 

[image: image7.png](Retail Sales § — COGS)
‘Retail Sales $

GM% =



   OR [image: image9.png]— (Gross Margin 3)
GM = e s




[image: image11.png]COGS = Retail Sales $ X (1 — GM%)



 
Question #1:  What is the GM% of a business if Sales are $850,000 and COGS are $480,000?

Question #2:  What is the COGS of a footwear department with $600,000 in retail sales if the Gross Margin % is 42%?

Question #3:  A specialty store sells 100 pair of a footwear style in a six month period.  The cost of the style is $55 and the suggested retail is $100.  The store sells the first 75 for suggested retail and the last 25 at 25% off retail.  What is the maintain margin % of the style for the season?

Section 3:  Inventory Movement
Formulas
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Question #1:  A specialty shop 12 month sales of $850,000, an average inventory at cost of $120,000, and a maintain margin of 43.5%.  What is their annual inventory turnover rate?
Question #2:  Over a 6 month period, a footwear department has the following ending inventories at retail:   Jan-$130,000, Feb-$135,000, Mar-$140,000, Apr-$160,000, May-$155,000, Jun-$180,000.  What is their average inventory at retail?
Question #3:  Based on the above scenario, what do the department sales need to be in order to be on target for an annual turnover of 4?

Question #4:  Over a 12 month period, how many months of supply does a business with 4 turns annually have?

Section #4:  Return on Inventory Investment
Formula  
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Question #1:  A footwear department had annual sales of $600,000 and a maintained margin of 42%.  If the average inventory at cost for the department was $90,000, what was the return on inventory investment?

Question #2:  What does the average inventory need to be in order to achieve a $3.00 GMROI?
Question #3:  In the original scenario what happens to the GMROI if the maintained margin increases to 45%?

Question #4:  If the average wholesale cost of a shoe is $55, how many pairs of shoes should the store have if its inventory cost is $90,000?  How many shoes does this $600,000 department sell if the maintained margin is 42%?  Compare the two numbers.
Section 5:  Return on Employee Investment
Formula
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Question #1:  A business does $850,000 @ 43% margin.  Employee payroll, excluding the owner, is 15% of revenue.  What is the GMROE?
Question #2:  What does payroll need to be for the GMROE to be $3.00?
Question #3:  In the first scenario what is the GMROE if the margin increases to 45%?
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