
While furniture retail sales may be on an upward trend, there remains significant amounts 
of excess inventory in stockrooms across the UK, writes Ben Whitaker, who describes how 

technology has transformed the sale of excess stock …

The potential of overstock auctions
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In the past, manufacturers and retailers 
depended on a handful of local liquidators to 
deal with their unsold stock, but a shift has 
occurred in recent times – many businesses 
are eliminating traditional liquidation 
methods in favour of technology-based 
programmes for the sale of overstock. 

This includes launching customised B2B 
overstock auction marketplaces that connect 
returned and excess merchandise directly to 
business buyers. The result is a level playing 
field for all buyers, big and small, to compete 
for the inventory, and no more back door 
deals that prevent independent retailers from 
getting a fair shot at it.

The well-known eBay format makes a good 
example – a universal, web-based platform 
that is easily accessible to everyone, where 
people around the world can buy and sell 
goods directly. Like eBay, a B2B overstock 
auction platform allows the retailer to sell 
bulk quantities of goods directly to buyers 
while buyers have easy access to the goods 
via a transparent and trusted marketplace 
setting. It’s a win-win for both parties.  

If you are an independent retailer who 
purchases customer returns and other excess 
inventory from a third party liquidator (or 
perhaps you are thinking about it), there has 
never been a better opportunity for you to 
remove the middleman and purchase directly 
from the source via a B2B overstock auction 
platform. Consider the following benefits:  

No mark ups
In order to make a profit, liquidators buy 
their merchandise at a low price and sell it 
high to you. Because of this, retailers often 

end up paying a lot more for their goods than 
they would buying directly from the other 
businesses. By cutting out the middleman you 
are buying directly from someone that wants 
to move the inventory as quickly as possible 
for fair market value. 

Furthermore, the merchandise is shipped 
only once – directly to you – eliminating 
the retailer to liquidator shipment. That is a 
direct cost saving that no longer needs to be 
recouped. 

No product poaching
Often, liquidators will comb through the 
inventory they purchase directly from 
retailers, pull out the best products for 
themselves, and then sell the rest to you. 
Those liquidators then sell those products at 
retail, capturing margin that would otherwise 
go to you. 

Bypassing the middleman means that 
you’ll have fair access to non-pilfered 
bulk quantities of merchandise, across all 
condition codes, including new. You’ll also be 
able to capture margin that may have been 
unavailable to you.

Building direct business relationships
Purchasing directly from a retailer 
or manufacturer’s overstock auction 
marketplace allows you to build a working 
relationship with them, something that has 
historically been difficult for independent 
retailers. 

Transparent transactions
The liquidator method of sourcing stock 
presents problems – buyers are stuck in 

restrictive relationships with selected 
liquidators, limiting the range of stock 
available to buy, and the flexibility of the 
price they end up paying. 

Often, these sorts of business relationships 
burn a lot of time and effort with back-and-
forth communications, and keep buyers in 
the dark about what kind of competition they 
face for the stock. 

Purchasing from a retailer’s B2B overstock 
auction marketplace provides a transparent 
and accessible platform, where buyers can 
see exactly what they’re bidding on, and who 
else is competing for it. This format allows 
buyers to make informed decisions about 
purchasing and budgeting.

Keep in mind there are some best practices 
associated with sourcing from a B2B 
overstock auction marketplace. The following 
tips will ensure success on every purchase.

Understand what you are purchasing. It 
always pays to be detail oriented, especially 
when sourcing on the secondary market. 
The key is to make sure you have as much 
available detail on the products as possible 
before you buy.

Next, know your condition codes. Because 
the merchandise is typically sold as is, be 
sure to familiarise yourself with condition 
categories which can range from brand new, 
to light use to salvage. 

Make sure the marketplace has a consistent 
supply of product. It’s important to have 
enough product to satisfy the needs of your 
customers. Make sure you are continuously 
increasing your sources of inventory. 

Finally, understand the terms of purchase. 
Know exactly what you are buying and what 
the retailer’s specific policies are. Look for 
thorough product descriptions, images, 
accurate condition codes, quality customer 
service and visibility regarding what the 
terms of purchase are 
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“The result is a level playing field for all buyers, big and small, to compete 

for the inventory, and no more back door deals that prevent independent 

retailers from getting a fair shot at it”
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