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 Using Technology
to Tackle Excess
Wireless Inventory 
When it comes to trade-in, returned, damaged and otherwise obsolete wireless 

inventory slated for the secondary market, it’s extremely important for retail-

ers to understand the true value of it and reassess whatever program(s) they 

have in place. Often there is an opportunity to recoup more simply by ditching 

traditional, manual methods and instead applying technology to the process. 

Consider this:

  If you’ve historically sold your wireless inventory to one or two 

buyers your recovery value is probably low as these buyers - who 

know they are not being forced to compete - are really good at 

negotiating prices down in order to maximize their own profits.  

  Time spent negotiating deals for every lot of merchandise takes 

away from core, strategic business activities.

  By eliminating dependence on a handful of buyers and applying 

technology to your B2B program you can increase return, in some 

cases by triple digits.



 effective Technology 
Let’s expand on this last bullet a bit. The most effective technology-driven program 

comes in the form of a web-based solution; this type of solution allows thousands 

of buyers to compete for the wireless inventory, pushing prices up versus a handful 

of buyers negotiating them down. There is already a robust secondary market and 

buyer base for wireless inventory, in fact, in every major city around the globe there 

are businesses that purchase excess and returned wireless inventory for resale. So how 

do you go about gaining access to this buyer base? A private business-to-business, online 

auction marketplace platform that’s customized, integrated and scaled based on your 

unique needs is one way to make this happen. Another option is to leverage an established 

B2B marketplace like B-Stock Supply (www.bstocksupply.com) that has a built-in buyer base 

for wireless inventory across all condition codes. 

Applying this type of technology not only 

delivers the highest price your buyer 

community is willing to pay right now, 

but it also automates the sale process, 

delivers a faster sales cycle and gener-

ates proprietary market intelligence 

in the form of real data on market 

prices. Hundreds of wireless dealers 

ranging from Fortune 500 wireless 

carriers to SMB retailers have used 

these techniques to increase recov-

ery from 30 to 80 percent and in 

some cases much more. 
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B-Stock Solutions powers the largest 
network of B2B liquidation mar-
ketplaces for Fortune 1000 retailers 
and manufacturers. Hundreds of 
organizations, including one of the 
nation’s largest wireless carriers, 
have leveraged B-Stock Solutions’ 
technology and service offerings to 
sell billions of dollars in consumer 
returned and excess inventory. 
For more information please visit 
http://bstocksolutions.com.

Keep in mind while applying 
technology to the process will 
have a big impact on the bottom 
line, sometimes leveraging expert 
knowledge will provide the most 
effective outcome. By combining 
world-class, purpose-built tech-
nology with a highly experienced 
team that understands dynamic 
pricing, online marketplaces and 
demand generation, you’ll have a 
winning formula. 
 
In today’s wireless landscape that is riddled with returns, trade-ins, damaged and obsolete 
devices, it literally pays to rethink whatever B2B program(s) you have in place for the handling 
and remarketing of this merchandise. Every dollar increase in recovery value, or reduction in 
expense, equals another dollar of profit.


