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THE CHECK OUT

As customers vote with their wallets for greater 
choice and convenience, the supply and demand 
balance is a surprisingly challenging one to 
maintain. Clear indicators that a retail has poor 
inventory management include overstocking; high 
proportion of sale stock; low inventory turnover; 
inconsistent in-store merchandising; high cost 
of storage; decreased cash flow – and need for 
unplanned promotions. 

As the name, fast moving consumer goods suggests 
inventory requirements of a FMCG retailer is an 
ever-changing target, fluctuating with the winds 
of the season and the whims of consumer trends. 
A fully integrated point of sale (POS) and inventory 
management system can significantly enhance 
a retailer’s ability to accurately track, trace, and 
account for every item of inventory moving through its 
supply chain. The greater visibility a retailer has over 
this data, the better the chance they have to identify 
and meet customer needs – and complete sales.

MANAGE STOCK LEVELS WITH CLEAR INSIGHTS

From a business sense, if inventory is not properly 
managed, items go out of fashion, collect dust, or 
expire and the associated costs can be devastating. 
Overstocking goods can place unwanted burden 
on the logistic and supply chain of a retailer, 
resulting in unnecessary costs. Not to mention, the 
environmental impact and waste caused as a result. 
With an ever-increasing pressure from customers for 
businesses to be environmentally conscious, this is 
an area of caution for retailers. 

Not maintaining an accurate tab on inventory can 
also have external repercussions. Overstocking can 
leave old stock in the store while new stock comes 
in – potentially throwing visual merchandising into 
disorder. Understocking translates as poor planning, 
leaving customers unhappy and leading them to 
a competitor. It also means that retailers are not 
capitalising on unexpected demand, lacking the 
tools to forecast and reallocate inventory in real-time.

Poor inventory management robs retailers of sales 
and impacts customer experience, leading to poor 
brands reputation. 

STAY OF THE CURVE TO SEIZE THE ADVANTAGE

What happens in store or online is no longer 
contained to the individual but subject to social 
media broadcast, online review and forum 

discussion. Retailers are held to account, with 
customers increasingly expecting bricks and mortar 
stores to mirror the visibility and speed they have 
when shopping online.

Yet despite the always on nature of online retail, a 
recent survey of 172 Australian retailers indicated 
71 per cent are yet to embrace integrated front-
end and back-end systems and are subsequently 
experiencing delays when making key decisions 
that can directly impact the business performance. 

According to Roy Morgan data, over five million 
Australian grocery buyers would consider buying 
groceries online in the next year. If retailers want 
to stay ahead of competitors, it demands an agile 
approach to operations with the ability to make 
changes quickly. Transparency across your whole 
business and the insights to accurately predict 
customer demand and cost are essential to success. 
This is where having the right software is so essential. 
With integrated POS software, for example, when 
a sale is completed, the available inventory is 
automatically adjusted. Once the sale is updated in 
the back-end, the financial postings and necessary 
inventory movements are recorded.

For technology to drive sales revenue, it must help 
retailers transform customer experience, across 
all touchpoints. They need to deliver a seamless 
experience from first encounter through to product 
delivery. Many retailers who continue to run older 
systems do so because they feel a change will be 
expensive. The reality is that recent developments 
make flexible POS capabilities more cost-effective 
and accessible via simple devices such as tablets. 

IN AN INCREASINGLY COMPETITIVE MARKET, WITH RETAILERS 
FIGHTING FOR CONSUMER ATTENTION ONLINE AND IN 
STORE, THE KEY TO SEALING MORE SALES IS YOUR INVENTORY 
MANAGEMENT EXPERTISE. 
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