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Make money from unsold stock
1 June, 2019 By Andrea Lockerbie

Former eBay development project B-Stock is focusing efforts on helping retailers
and manufacturers to maximise the value of their returned, excess or liquidation
stock through its online auction platform.
Ben Whitaker, B-Stock’s director for Europe, Middle East and Africa, explains that, as
retailers and manufacturers shift from traditional retailing to e-commerce, this has
created an increasing volume of goods purchased online and later returned, particularly
in Europe. It is estimated that around 30% of goods bought online are returned against
8% bought in shops.

He adds that, with such compressed margins at the front end, retailers now need to
maximise the value of any returned or excess stock. They are also under increasing
scrutiny from a cor porate social responsibility and environmental perspective to ensure
that unwanted stock is utilised rather than disposed of.

“What we do is loss mitigation. When the consumer sends something back, there is no
longer any profit [to the retailer],” Whitaker explains.
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He adds that in the past such stock was typ ically sold in one lot at a lower price to a
liquidator, who would then separate it into categories to sell on, or the stock was sent for
disposal, at a cost. The focus was on clearing space for new goods rather than
achieving the best value for the items no longer wanted.

“The problem we fix is not new but our solu tion is,” says Whitaker. “We are using
technol ogy to help isolate categories and sell the right category to the right buyer. We
cut out the middle man and create visibility in the market, giving the best chance to sell
and get the best value.”

B-Stock’s advantage for B2B sellers is that it can create targeted online auction
platforms. The auctions look and work in a similar way to eBay auctions, whereby goods
start at a low price and an online bidding process takes place, within a set time frame.
Like eBay, B-Stock takes a percentage of the revenue it generates in the auctions.

What the platform can also do is create branded or private marketplaces, whereby it
defines who is in the market, such as business buyers approved by the sellers. Its
marketplaces can therefore help to bring together targeted groups of buyers and sellers,
with the view of achieving good prices efficiently.

Its private online marketplaces include the European division of the world’s largest e-
commerce retailer and a leading UK depart ment store.

Whitaker says that, by splitting their inven tory into specific categories and targeting spe -
cific markets, sellers generate more value for their stock. He says use of the platform
can increase client revenue per unit by 30-80% compared with using a traditional trader.

The sellers define what their stock is, the quantity and what condition it is in. But if there
are issues with, for example, the volume or con dition of the sold goods not matching the
descriptions, B-Stock manages the customer service operation.

“We are using technology to help isolate categories and sell the right
category to the right buyer. We cut out the middle man and create visibility
in the market.”

“We are extremely good at finding the right buyers,” Whitaker says. He adds that its
buyer base is increasing 30% month on month and, if sellers establish a good
reputation, they will find repeat buyers who will come back and pay more for items in the
future.

As well as the auctions, the ‘value-add’ for its sellers is the data it collects in the process,
such as analytics and tracking metrics: “All strategies are data-driven and all clients have
their own metrics. We can see who is bidding on what.”

The company has been operating in the US for about 12 years and in Europe for around
four years. It has four categories that it is cur rently focused on: mobile devices, apparel,
appliances and consumer electronics. But Whitaker adds that it also has hundreds of
salvage businesses that use its platform for sell ing goods beyond economic repair to
others for use as parts.
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Whitaker’s role involves working with well-known brands in various countries, and he
has a unique view of what issues these businesses are facing as they seek to balance
the flow of goods through their warehouse and distribu tion systems to ensure they
always have enough stock for their customers, who now often expect next-day delivery.
Excess stock that ends up in the distribution chains shows the kinks in the current
system. 


