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Up until very recently, large 
retailers tended to depend 
solely upon one or two 
liquidators, making it 
difficult for smaller 

retailers to have access to the merchandise 
at a fair price. The last couple of years, 
however, have brought about a change in 
the liquidation landscape, in which the 
middle man is being cut out. This 
technique – referred to in the business as 
‘Liquidation 2.0’ – involves establishing 
custom B2B online marketplaces, which 
directly bridge the gap between leftover 
stock and business buyers. A levelled and 
impartial marketplace results from 
Liquidation 2.0, giving buyers everywhere 
an equal chance at acquiring retailers’ 
overstock – regardless of where they are 
and who they know.

Independent retailers are now in an ideal 
position to take advantage of this newly-
accessible online marketplace and can  
save time and money by buying directly 
from the source. There are several benefits 
to consider:

No Mark Ups
In order to make the kind of profit they 
want, liquidators often buy their stock 
cheap from retailers and mark it up 
considerably, snatching the savings back 
from the buyers before even offering them. 
Source sellers only seek to break even, do it 
quickly and achieve a fair market price for 
their goods, so by buying from the source, a 
good deal of discount is collected in the 
meantime. Additionally, this direct path 
from A to B cuts out the retailer-to-
liquidator shipment, shaving outgoing 
costs down even further. Neither of these 
savings need to be recouped, and convert 

Lingerie leftovers
Apparel valued at over £1 billion was returned to British retailers in 2013, topping all other retail 

categories, according to Statista. The vast majority of returned merchandise cannot go 
back on store shelves, meaning that many retailers are left with billions of pounds’ worth of excess 
product in the stockroom. But as the saying goes, one man’s rags is another man’s riches, and for 

independent lingerie retailers, there has never been a better time to source returned merchandise 
via the secondary market. Words by Ben Whitaker, director, EMEA, B-Stock Solutions

formerly inaccessible margins will be 
coming your way by getting hold of 
complete, untampered bundles.

Direct Retailer Relationships
By cutting out the middle man, small 
businesses can not only save outgoings and 
increase incomings, but can snatch up a 
rare opportunity: to develop direct 
relationships with their suppliers. By 

straight to improved profit margins at the 
base of your business. These improved 
margins are particularly noticeable in 
direct purchase auctions, where the 
transparent and competitive nature of the 
platform allows the individual bidder total 
control over their purchases.

No Product Poaching
One of the top tricks in a liquidator’s 
arsenal is to weed out all the most desirable 
and profitable pieces from bulk bundles for 
themselves, while passing the unwanted 
stock on to the secondary market 
purchasers. The liquidators go on to charge 
full retail prices for the quality pieces they 
held on to, and effectively swipe the profit 
out from right under your nose. Bypassing 
the liquidators eliminates the chance of 
bundles being raided and allows a fair 
chance at a full inventory for all purchases, 
across the condition codes. Further, 



OVERSTOCK AUCTIONS     EXPERT OPINION

www.lingerieinsight.co.uk May 2016 LINGERIEINSIGHT 19

Transparent Transactions (via Online 
Liquidation Platforms)
The traditional methods of sourcing excess 
inventory are racked with difficulties: 
buyers are locked into restrictive business 
relationships with specific liquidators, 
limiting the range of product available to 
them and the flexibility of the prices paid 
for them. Very often, it involves a lot of 
time being wasted going back and forth 
with communications, while buyers find 
themselves utterly blind to the 
competition they face for the goods they 
want. Purchasing product from a retailer’s 
online B2B auction marketplace provides a 
transparent and level platform where 
buyers can compete for stock without 
discrimination and get a good idea of their 
market competitors and challenges they 
may present.

In summary, the transparency, fair 
prices, wide product selections and 
business relationships to be gained by 
purchasing excess inventory from the 
source make it an option that’s impossible 
to ignore for small business buyers. With 
more and more retailers than ever 
recognising the benefits of online B2B 
auctions for overstock, the options are 
plentiful, and there has never been a better 
time to add it to your business strategy. 
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getting to know their suppliers well and 
forming an amicable working relationship, 
buyers can extend their networks and 
widen their business’s potential. 
Leveraging the B2B liquidation 
marketplace of retailers is a beneficial and 
continuous way for small business buyers 
to purchase overstock directly from the 
source and reap all the benefits therein.


