
DIY Purse for Unique Ladies



Situation Analysis

• Social Factors
• Population Factors
• Economic Factors
• Law & Regulation Factors



Social Factors

Education                                 Buying Decision

Family Culture



Population Factors

Population Growth           Age of Distribution



Economics Factors

Income Growth                 Interest Rate



Law & Regulation Factors

Product Liability                 Product Warranties
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Brand Personality 
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Excitement



STP



Targeting

confidence energetic

Shopping spree



Targeting

Socialize-Party girl

Fashionista

New experience, Fresh idea!



Positioning



4Ps



Product

From ordinary, mass production purses



Product

To be the DIY Purse for Unique Ladies



Service Offered by U-me’
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Price-Captive product pricing
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Place



Retail Site Selection
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(Attitudes Towards  Shopping)

• Shopping Enjoyment 

• Attitudes toward Shopping Time

• Shifting Feeling About Retailing

• Why People Buy or Not on

a Shopping Trip 

• Attitudes by Market Segment
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Planned Shopping Centers
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One-hundred Percent Location

• Pedestrian Traffic

• Vehicular Traffic 

• Parking facilities



• Transportation 

• Store Composition

• Specific Site

• Term of Occupancy



Store Layout & Design/Visual 
Merchandising

• Store Plan



Store Layout

• Purse selves



Store Layout
• Accessories selves



Store Layout

• DIY private zone



Store Layout
• Circulation 



Fixture and Merchandise Presentation



Visual Merchandising



Store Design

Store Front



Store Design

Interior Design 



Store Design

Sounds ,Smells ,Atmospherics 



Branding Strategy : Sensory Branding

• Visual Identity
– Package
– Store Layout & 

Design 
• Olfactory Identity 
• Sonic Identity 
• Unique Touch 



Promotions/IMC

Store Layout and Design 

Website;www.u-me.com

Mini magazine; “U-me Variety”

Salesperson

Sales promotions

POP Loyalty program



Merchandise Planning
Bottom-Up approach

Advantages:
• Brand concept

• Contact point-salesperson

• Response to customers 
changes and trends

• Selective distribution channel 



Merchandise Planning
Bottom-Up approach

CRM forms enable salesperson to plan 
merchandising effectively

Email
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Assortment Planning
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Assortment Planning
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Assortment Planning



Sales Forecast

Characteristics:
• Sales over many seasons                    Yes

• Sales of a specific style over
many seasons                                     No

• Sales vary dramatically from 

• one season to the next                         Yes



Merchandise Budget Analysis

• Assumption
Average sales
per item           500

300
Total     800

The number of item 

sold per phase( 6 month) 1000
Cost per item 300



3090.001000.00500.001000.00590.00open to buy

3500.001000.001000.001000.00500.00On-order

13160.006020.003030.003020.001090.00planned purchase

50.0040.0036.0040.00Initial markup

80.0020.0030.0020.0010.00Other reduction

28.336.007.337.008.00MD to sales%

450.00120.00110.00140.0080.00Markdown

2.001.670.750.00Inventory/Sales

8000.004000.002500.001500.00BOM inventory

6500.002000.001500.002000.001000.00Sales

TotalP4P3P2P1
Parameters



1.252.66666671.251.5Stock -to - Sales Turnover

25004000.002500.001500.00
Stock on hand EOM

0.80.3750.80.666667Stock Turnover

7500001200000750000450000Average Inventory at cost

1.33333330.6251.333333331.111111
GMROI

1,000,000750,0001,000,000500,000
Gross Margin

600,000450,000600,000300,000
Cost of Goods Sold

1,600,0001,200,0001,600,000800,000
Sales

2000150020001000
Item Sold

800800800800
Price per item

P4P3P2P1



Information Technology
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EPOS; Barcode

•Category management
•Payment
•Merchandise planning



Control Procedure

• In-store merchandise 
planning

• Space productivity & 
Return on space

• Check materials from 
suppliers



Ladies!



Thank you for shopping at


