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Theres Gold in Your Stockroom!
The Ins and “Out” of Inventory

Mandgement

ould you keep cash in a

mattress? Probably not. Yet

many framers unconsciously
bury hundreds or even thousands of dol-
lars of frame moulding and other materi-
als in their stockroom where it may never
again see the light of day.

How much money
is stashed away in your
stockroom? Chances
are it’s a lot, especially
if you've been in
business for several
years or longer. Not
surprisingly, inventory
control is one of the
most neglected
aspects of frame shop
management.

Knowing what to
buy, when to buy i,
how to store it, how to
track it and how to use
it can improve your
cash flow, reduce production bottlenecks
and increase profits. This is especially
true if you buy length moulding instead
of chops.

When it comes to inventory man-
agement (IM), it’s been my observation
that framers tend toward a position at
one end of the spectrum or the other.
Some framers become pathological about

inventory control. At any given moment,

Knowing what to buy,
when to buy,
and how to store
and track materials

can increase your

profits.

they can tell to the nearest inch how
much of any particular moulding is in
stock, know exactly where to find it, and
perhaps even the day it was purchased.
For them, micro-managing their invento-
ry is a passion. Saving and tracking each
scrap of matboard, glass, and frame
moulding is their
obsession.

Any other framers
fall to the opposite
extreme, choosing to
ignore inventory con-
trol almost completely.
This results in wasted
materials, unnecessary
ordering, reduced prof-
its, stockroom clutter,
and feeling claustro-
phobic as your work-
space gradually shrinks
around you.

Now in the inter-
est of fair disclosure, I
have to confess that I've been a full-
fledged card-carrying member of this lat-
ter category. That is, until a few years ago
when I finally saw the light. Actually, it
was more a case of my shop becoming so
cluttered that I couldn’t even find the
light switch. With sudden revelation, it
occurred to me that I had a stockroom
full of gold—silver, black, and mahogany
too—waiting to be mined. And I do



mean mined, since most of it was
buried waist deep.

I decided that my staff and I
would take whatever time was
needed to organize the entire
moulding inventory by style and
color. Painful as it was for a pack-
rat like me, it was also decided to
dispose of orphan moulding, and
those that were warped, scratched,
or in some other way damaged. As
a result, approximately 20% of the
long lost moulding that was dis-
carded turned into ready-made
frames or was given to my
employees for their personal use.
The remaining inventory was cata-
logued and became the basis of an
“Inventory Reduction Sale.”

The payoff was immediate.
The sale was not only highly

profitable (since all of the materials
had been paid for), but it also
helped to further reduce clutter,
creating more workspace and a
more comfortable working
environment.

It also got me into the habit of
being more aware of my inventory,
which was much easier now that
mouldings were better organized.
Before ordering materials, I could
now easily check new orders
against the current inventory. This
took but a few seconds because
now I was more conscious of the
materials on hand. It was also
helpful in those instances where a
customer needed rush service. I
was able to sell from stock rather
than ordering materials for every

order.

During the first two months
after overhauling the backroom,
my weekly orders for framing
materials dropped by more than
50% and short-term profits nearly
doubled. I even got a phone call
from a few of my suppliers who
noticed the drop in my order
volume.

I’'m not a believer in micro-
managing my business. My philos-
ophy generally is to worry about
the steak and not the sizzle, how-
ever taking the time to organize
my moulding inventory paid off
handsomely. It was like getting a
long overdue bonus.

Why not give yourself a bonus
too? Itll be worth the time and
effort—guaranteed. m
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