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ABSTRUCT 
 

BANGLADESH'S EXPORT EARNINGS CARRY MORE THAN 78% 

CONTRIBUTION FROM THE GARMENTS, APPAREL AND KNITWEAR 

INDUSTRY. THE OBJECTIVE OF THIS THESIS IS TO PROVIDE AN 

EXTENSIVE OVERVIEW OF GARMENTS MERCHANDISING. AS 

WELL AS A REFERENCE AND FOR ITS STUDY. THE CHAPTERS ARE 

WRITTEN FOR THE GARMENTS MERCHANDISING PROFESSIONAL 

FOR DETAILED EASING INFORMATION, WHO WANTS AN 

OVERVIEW OR SPECIFIC INFORMATION IN ONE PARTICULAR 

AREA. 

 

MERCHANDISING IS AN IMPORTANT WORK IN GARMENTS 

SECTOR. SO THAT MERCHANDISER JOB IS ESSENTIAL FOR EVERY 

GARMENT. IN THIS JOB THE EMPLOYER MUST HAVE HARD 

WORKING MIND, CONVINCING POWER, INSTANT INTELLIGENCE, 

POWERFUL OBSERVATION, PATIENCE ETC. WITHOUT 

MERCHANDISER NO GARMENTS CAN RUN SMOOTHLY. 

 

AUTHORS HAVE GATHERED DATA DIRECT FROM DIFFERENT 

ORGANIZATION. THEY HAVE CONDUCTED FACE TO FACE 

MEETINGS WITH MERCHANDISERS OF DIFFERENT 

ORGANIZATION TO FIND OUT THE DETAILED WORKING 

PROCEDURE AND KNOWLEDGE THAT IS REQUIRED FOR 

MERCHANDISING. 

 

THIS STUDY WILL BE HELPFUL FOR PEOPLE WHO WANT TO 

BUILD THEIR CARRIER IN MERCHANDISING. ALSO, IT WILL HELP 

TO BUILD FUTURE LEADERS IN MERCHANDISING.  
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CHAPTER 1 

 

INTRODUCTION 
 

 

1.1 BACKGROUND OF THE STUDY 
 

The success of readymade garment exports from   Bangladesh over 

the last two decades has surpassed the most optimistic   expectations.  

Today the apparel export sector is a multi-billion-dollar 

manufacturing and export industry in the country. The overall impact 

of the readymade garment exports is certainly one of the most 

significant social   and   economic   developments   in contemporary   

Bangladesh.   With   over one and   half million   women   workers   

employed   in   semi-skilled   and   skilled job   producing   clothing 

for exports.  the development of the apparel export industry has had 

far-reaching implications for the society and economy of Bangladesh 

For Bangladesh, the readymade garmen1 export industry has been the 

proverbing goose that Jays the golden eggs for over fifteen years 

now.  The sector now dominates the modern economy in expend 

earning.  secondary impact and employment generated.  The events 

in 1998 serve to highlight the vulnerability of this industry in both 

internal and external shocks on the demand and supply side.  Given 

the dominance of the sector the overall   modern economy of 

Bangladesh. this vulnerability should be a matter of some concern to 

the policymakers in Bangladesh.  Although in gross terms the sector's 

contributions to the country's export is around   74 percent.   in   net 

terms the   share   would be   much less partially   because    the 

backward   linkages   in   textile   have   been   slow in development. 

The dependence on a single sector, no mailer how resilient or sturdy 

that sector is a matter of policy concern.  Authors believe the 

policymakers in Bangladesh should work to reduce this dependence 

by moving quickly to develop the other export   industries using the 

lessons learned from the success of apparel exports. The Industry is 

one hundred percent export-oriented and therefore insulated from 
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domestic demand shocks, boathorse. it   remains vulnerable to   

domestic supply shocks   and the smooth functioning of the banking.  

transportation another forward and backward linkage sectors   or the 

economy.  The   Dhaka-Chittagong road remains the main 

transportation link connecting the production units. mostly situated 

in and around Dhaka and the port in Chittagong.  where the raw 

material and the finished   products are shipped in and out.  Despite 

increased   dependence   on    air   transportation.   trucks    remain    

the    main    vehicles   for transporting raw materials and finished 

products for Bangladesh garment exports 

 

 

 

The RMG sector in Bangladesh.  with its low productivity and poor 

quality will be no match for the competitive producers. The higher 

volume is explained by productivity. Factories in Sri Lanka operate 

at 80% - 90% or potential capacity whereas in Bangladesh. according   

to some experts.   productivity is boathorse   35% and 55% of 

potential capacity   with very few exceptions.  For the RMG sector in 

Bangladesh.  productivity alone can make a difference boathorse life 

and death.  The higher dollar value is explained by the addition of 

value.  The consumer surplus is drastically greater in the market for 

high end products. Consequently. the profit margin is much higher 

for high end products.
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1.2 OBJECTIVES: 

 

✓ an overall success in the garments. 

✓ The role of Merchandising in export sector in Bangladesh. 

✓ Finding the problem what actually raced the merchandiser at 

work. 

✓ Collecting information about merchandising job & their 

responsibilities. 

✓ To   identify    the   supply    chain    management   direction    

with   in    the   merchandising management system. 

✓ To develop relation boathorse quality & merchandising. 

✓ Find out the role of merchandising in RMG sector. 

✓ Describe the dimensions of Apparel product lines. including 

the merchandising calendar. 

✓ Discuss   the relationship of merchandising to   sourcing   

finished   goods.   materials.  and production. 

 

1.3 LIMITATIONS: 

 

✓ Authors think these are the limitation of the industry.  The   

main limitations of the study are as follows: 

✓ The merchandisers   of the   company are always   busy.  so, 

they   could   not   provide   the information timely. 

✓ Sufficient records.   facts and figures are not available.  These   

constraints narrators   the scope of the real analysis. 

✓ There is no special training department for study. 
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CHAPTER 2 
 

LITERATURE REVIEW 
 

2.1 GROWTH OF RMG IN BANGLADESH: 

 

The RMG business started   in Bangladesh in the 70s but it was then 

merely   a casual effort. The first consignment of knitwear export   

was made   in 1973 and the first consignment of woven garments was 

made in   1977.  Though started later.  but it was the woven sector 

that first dint a spot in the export   pie of Bangladesh.  In   1981-82 

the contribution of woven garments in the total export was 1.10%. 

Afterwards ii is a story of sustained success   for Bangladesh RMG 

sector.  Within   a decade   the contribution of woven   to the export   

basket became 42.83% (1990-91) and the knitwear sector's 

contribution was 7.64% (1990-91). 

 

The entrepreneurs of the knit sector stepped forward with their 

expertise in the lute 80's.  With their earnest efforts they Authors able 

to export US$ 14.84 million in 1989-90.  Out of this US$ 12.22 

million was exported to EU and   USS 2.02 million was exported to 

US.  The   trend continued in the knit sector because of the market 

access opportunity provided 10   the LDCs under the Generalized 

Systems or Preference (GSP) benefit. 

 

This is the rejuvenated beginning of the epic   story or Bangladeshi 

knitathons sector RMG sector that in true sense has been able to 

massive industrialization in a sustainable way with effect on all 

probable human development aspects which is the encouraging part 

of the story. 

 

The   growth of knit sector is increasing at an increasing rate. The   

cumulative average growth rate of the sector is 27%.  And it is 

continuously grabbing a more portion in the export pie of 

Bangladesh.  This is mainly Due to the facilities provided under the 

EC GSP and ROO.  The    knit sector is heavily driven   by   these   

favorable policies and   took   the opportunity to develop a strong 

backward Jaige for the sector. 



 

 

P a g e  | 6 

 

 

 

 

 
 

 
 

FIG: COMPARATIVE STATISTICS OF KNITWEAR & 

WOVEN WEAR (IN MILLION US$ 
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EU is the   main export   region of Bangladeshi   KnitAuthorsar 

constituting 79% (US$ 2227.27 million) of total   knitathons export   

in   FY  2003-2004 folloAuthorsd   by USA (14.27%.   i.e.   

US$402.38   million). This has become   possible because it can 

satisfy the ROO of EU as value addition is higher (75%) in this sector.  

After the adoption of the guidelines for the application of the scheme 

of generalized tan ff preferences by EC knitathons export   from 

Bangladesh to EU rose precipitously. The two-stage transformation 

requirement of ROO in 1999 boosted market penetration in EU 

further; it contributed a growth of 101.19% since 2000-2001. 

Bangladesh RMG sector has successfully passed some critical tests 

and   is now   ailing with two   masts:   knit   and woven.  The   sub-

sectors   are   now   in   healthy competition   among themselves to 

take the role of leadership within the country.  

In FY  2003-04, knitathons for Value first time exceeded woven 

Authors and   became the leader in terms of quantity exported with 

91.6 million dozen. The amount of woven export was 90.49 million 

dozen. KnitAuthorsar is still leading in terms of quantity exported 

and is widening the gap day by day.  The present difference in favor 

of knitathons is 56.21 million dozen.  In FY  2003-04.  the 

contribution   of two   RMG sub-sector-s in   national export   Authors 

as   follows:  Woven Garments   46.54%   and     KnitAuthorsar   

28.25%.   In    FY    2004-05   the   figures   have   changed 

dramatically. the share of woven garment to the country’s export has 

reduced to 41.58%.the other hand the share of knitathons has 

increased to 32.58%.  It indicates clearly that the knitathons is 

performing Authors in both ways. ln FY  2005-06 the scenario is as 

under: 

 

KnitAuthorsar export increased by USS 997.51 Million (35.38%) 

National export increased by US$ 1871.64 Million (21.63%) 
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2.2 MERCHANDISING: 
 

Merchandising is a Set Of work responsible for ensuring a products 

description both quality and quantity.  Merchandising means total 

responsibility of a Merchandiser. 

 

Now days.  major companies are   adopting merchandising concepts.  

which comply with all procedures to execute and dispatch the 

shipment on time considering quality. cost and time. Merchandisers 

are serious in the   success of any   garment business. They provide 

the   right products at the right time.  enabling a company to match 

with latest market trends and meet the market demand. In the 

merchandising concept. time management is a gig to manage one’s 

time properly.  so, he can focus on value adding actions. 

 

Garment’s merchandising means the work to buy raw material and 

accessories to produce garments (Merchandise) against a particular 

work order of garment and have to export these under the same work 

order within time schedule, maintaining required quality level of 

buyer. 
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2.3 TYPE & FUNCTION OF MERCHANDISING: 
 

Two type or merchandising done in garment exports 

 

❖ Marketing merchandising. 

❖ Production merchandising. 

 

Responsibilities of Marketing merchandising: 

❖ Product Development 

❖ Costing 

 

Production merchandising:  

 

Product merchandising is done in the unit. This includes all the 

responsibili1ies from sourcing to finishing. first sample onwards. the 

products merchandising work start and ends with shipment 

 

Bangladesh Based on company structure there are 3 types of 

merchandiser. 

 

➢ Liaison merchandiser. 

➢ Sourcing office merchandiser 

➢ Factory merchandiser 

 

All these categories have also sub category in production and 

marketing department. 

 

❖ Liaison merchandiser: these are the merchandisers working 

in liaison office of renowned buyers like H&M, C&A etc. 

 

❖ Sourcing office merchandiser: these are the merchandiser 

working in sourcing offices/treading offices based In 

Bangladesh. 

 

❖ Factory merchandiser: these are the people working in 

Factories. 
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2.4 RESPONSIBILITIES OF MERCHANDISERS: 

 

➢ Developing new samples. execute sample orders 

➢ Costing 

➢ Planning 

➢ Raw materials I Accessories arrangement 

➢ Production scheduling (or) route card drafting 

➢ Approval of various Process and samples 

➢ Pre-production follow up 

➢ Meet Inspection Agencies 

➢ Production controlling 

➢ Identifying shortages and make arrangement for the shortages 

➢ Following quality assurance procedures. quality control 

procedures 

➢ Monitoring the in-house.  sub-contractors and junior activities 

➢ Buyer communication 

➢ Communication with sub-contractors.  processing units & 

other 3rd parties 

➢ Proper reporting 

➢ Highlighting 10 the management 

➢ Record main ten: Me 

➢ Developing samples 

➢ Placement of orders to suppliers 

➢ Taking measures for consistent production. 

 

 

 

2.5 SOME IMPORTANT QUALITIES OF A 

MERCHANDISER: 

 

✓ Language skill. 

✓ Computer skill. 

✓ Marketing skill. 

✓ Right consumption knowledge of various goods. 

✓ Costing knowledge of raw materials. 

✓ Order getting ability (That is if the merchandiser is known by 

actual rate of raw materials so that he can negotiate perfectly 

with buyer.  In this way. the possibility of getting order is 

hundred percent.) Sincere& responsible. 

✓ Hard worker 
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2.6 Activities of a Merchandiser: 

 

Merchandiser need to work in a systematic way to ensure proper 

delivery or products at due date.  They had to do their work into daily.  

Weekly.  monthly and yearly basis. The activities arc- 

 

2.6.1.     Daily activities of a merchandiser: 

 

➢ Checking E-mail. They need to give the reply within the day based 

on priority. 

➢ Checking production status and convey to concern department. 

➢ Checking the shipments documents and inform concern 

department. 

➢ Checking daily production status to understand shipment status 

➢ Checking shipment schedule and raw materials production status 

➢ Follow-up with sample section for different buyer’s sample 

➢ Follow-up with store for fabric and accessories received 

➢ Follow-up with the production manager for the production plan 

➢ Follow-up with the commercial people UC.BTB L/C and L/C 

amendment 

➢ Price quotation and delivery confirmation to the buyer 

➢ Reporting to marketing and merchandising chief on the daily 

activities. 

➢ Reporting to   executive director on   the   important   issue   like   

various   meeting. customer visits compliances and code of 

conduct 

 

2.6.2.     Weekly activities or merchandiser 

 

➢ Meeting with the fabrics and accessories supplier 

➢ Meeting with the buyer and buying houses 

➢ Prepare    fabric   and   accessories   requirement   list.   checking 

with   concern and passing it to supplier with proper specification. 

➢ Prepare purchase order with approval and sign of proper authority 

➢ Issuing pro-forma invoice with the approval and sign of the proper 

authority. 

➢ Providing cost break-down to commercial department during L/C 

opening 
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2.6.3.     Monthly activity of a merchandiser 

 

➢ Meeting with the production people 

➢ Meeting with the quality people and pattern master 

 

2.6.4.    Yearly activities of merchandiser 

 

Yearly self-assessment on the performance based on number of buyers 

handled 

shipment quantity. CM charge negotiated. debit note settled with the 

supplier. 

 

 

2.6.5.     Pre order operation:   

 

✓ To find new customers 

✓ To visit liaison office and sourcing office for developments & 

orders 

✓ To collect the seasons collection projection from local office 

✓ To offer similar products to customer according to their 

requirement 

✓ Do costing 

✓ Offer best possible price from factories 

✓ To source best Quality materials in cheapest price 

✓ To develop samples based on season inspiration or from technical 

files.  

✓ Set the payment terms with customer 

✓ Get the purchase order from customer 

✓ To arrange Proforma invoice for customer to Open L/C or arrange 

sales contract 

✓ To set production plan according to capacity 

✓ Set delivery date and production plan 

✓ To discuss quality requirement & challenges 
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2.6.6.     Sampling stage Works 

 

✓ To raise the lad dips for color standard 

✓ To raise the fit sample for styling 

✓ Embellishment approval 

✓ Accessories approval 

✓ To set the production T&A with the factory production team 

✓ To approve pre-production sample 

✓ Update buyer on production stages 

✓ To guide the factory to get the required Quality 

✓ To set the quality parameters 

✓ Raw materials booking 

✓ Raw materials PI from supplier 

✓ Raw material Back-to-Back L/C opening 

✓ Raw material in time collection 

 

 

 

2.6.7.     Production stage works 

 

✓ follow up the production unit according to the production T& A 

plan 

✓ guide the Quality team to maintain required Quality throughout 

the production time 

✓ keep daily production reports 

✓ Guide factory if there is any challenge 

✓ Check with the store for raw material delivery 

✓ Keep regular communication with the buyer local office 
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2.6.8.     Shipment stage works 

 

✓ Arrange forwarder schedule  

✓ Check vessel schedule 

✓ Shipment booking 

✓ Arrange final inspection with buyer or third party 

✓ Send T.O.P / shipment samples for customer approval 

✓ Get the shipment approval from customer 

✓ Ship the goods 

✓ Send the shipping documents to customer 

✓ Arrange payment with the help of commercial team of buyer 

 

2.7.     INTERNATIONAL    COMMERCIAL TERMS: 

 

INCOTERMS (International Commercial Terms) are an internationally 

recognized set of trade term definitions developed by the International 

Chamber of Commerce (ICC). The terms define the trade contract 

responsibilities and liabilities between a buyer and a seller. They cover who 

is responsible for paying freight costs, insuring goods in transit and 

covering any import/export duties, for example. They are invaluable as, 

once importer and exporter have agreed on an INCOTERM, they can trade 

without discussing responsibilities for the costs and risks covered by the 

term. 
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FIG: International Commercial Terms 

2.8 SOME DOCUMENTS RELATED TO MERCHANDISING: 

 

One   of the    essential   elements of sourc ing    is the    

documentation   and    formulation   of agreements involving the 

parties concerned.  A thorough understanding of the 

documentation involved in sourcing is a key requirement for a 

merchandiser. 

Once the buyer/ importer and supplier/ exporter have entered into the 

underlying contract, it is following by formulation of the letter of 

credit, which acts as the primary document for all further   

transactions   and    documentation.  There   are   a   couple   of 

additional   documents accompanying the letter  of credit.  

Mentioned hereunder: 

 

❖ Purchase Order 

❖ Technical files 

❖ Order summary 

❖ Proforma invoice for L/C or Contract 

❖ L/C 

❖ Contracts 

❖ Bookings 

❖ Proforma from Supplier 

❖ L/C (Back-to-Back) 

❖ Commercial Invoice 

❖ Packing List 

❖ Inspection report 

❖ Country of Origin 

❖ Utilization 

❖ Bill of Loading 
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2.8.1 Purchase Order 

A purchase Order is issued by Buyer. Order details is given in there. Below 

information must be included in a purchase order. 

 

❖ Manufacturer details 

❖ Buyer details 

❖ Item’s description 

❖ Size wise order Quantity 

❖ Unit price  

❖ Total price 

❖ Delivery terms 

❖ Delivery port 

❖ Others details if necessary 

 
FIG: Purchase Order 
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2.8.2 Technical files: 

 

All technical details are included in Item’s are found in tech file 

❖ Product picture 

❖ Color Details 

❖ Measurement 

❖ Accessories details 

❖ Packing details 

 

 
 

 

FIG: Technical Files(Overview) 
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FIG: Technical Files (material List) 
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FIG: Technical Files(measurement) 
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FIG: Technical Files(Packing Details) 
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2.8.3 Order summary 

 

This is a chart that a merchandised must prepare to with order details. 

 

 

 

Chart: Order summary 

 

2.8.4 Proforma invoice for L/C or Contract 

 

Proforma is the document sent by the supplier to the buyer to Open L/C or 

Contract for a purchase order. Proforma is prepared against Order. Below 

information are Prepared in the Proforma Invoice 

 

✓ Supplier Details 

✓ Buyer Details 

✓ Order Details 

✓ Unit Price  

✓ Total Price 

✓ Item Description 

✓ Payment terms 

✓ Banking Details of Both Buyer and Supplier 

✓ Delivery terms and details 

✓ Authorization signature 

✓ Special terms if any 

✓ Full specification of the order 

✓ Order Number 

PO No Item Color Size Quantity 

1212 
100% cotton 

men’s tee 
Black 

S 5000 

M 5000 

L 10000 

XL 5000 

2XL 5000 

   Total 30000 
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Fig: Proforma Invoice 
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2.8.5 Letter of credit 

 

A letter of credit, or "credit letter," is a letter from a bank guaranteeing that 

a buyer's payment to a seller will be received on time and for the correct 

amount. In the event that the buyer is unable to make a payment on the 

purchase, the bank will be required to cover the full or remaining amount 

of the purchase. It may be offered as a facility. Due to the nature of 

international dealings, including factors such as distance, differing laws in 

each country, and difficulty in knowing each party personally, the use of 

letters of credit has become a very important aspect of international trade. 

Because a letter of credit is typically a negotiable instrument, the issuing 

bank pays the beneficiary or any bank nominated by the beneficiary. If a 

letter of credit is transferable, the beneficiary may assign another entity, 

such as a corporate parent or a third party, the right to draw. 

Types of Letters of Credit 

➢ Commercial Letter of Credit: This is a direct payment method in 

which the issuing bank makes the payments to the beneficiary. In 

contrast, a standby letter of credit is a secondary payment method 

in which the bank pays the beneficiary only when the holder 

cannot. 

➢ Revolving Letter of Credit: This kind of letter allows a customer 

to make any number of draws within a certain limit during a 

specific time period. 

➢ Traveler's Letter of Credit: For those going abroad, this letter 

will guarantee that issuing banks will honor drafts made at certain 

foreign banks. 
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FIG: Letter of Credit Draft 
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FIG: Letter of Credit Draft 
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FIG: Letter of Credit Draft 
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2.8.6 Contracts 

 

In case of TT payment, the Buyer Gives a sales Contract to the Supplier. 

 

Fig: Sales Contract 
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Fig: Sales Contract 
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2.8.7 Commercial Invoice: 

 

The commercial invoice is one of the most important documents in 

international trade and ocean freight shipping. It is a legal document issued 

by the seller (exporter) to the buyer (importer) in an international 

transaction and serves as a contract and a proof of sale between the buyer 

and seller.The commercial invoice details the price(s), value, and quantity 

of the goods being sold. It should also include the trade or sale conditions 

agreed upon by both buyer and seller of the transaction being carried out.It 

may also be required for payment purposes (such as in the event of payment 

via Letter of Credit and may need to be produced by the buyer to its bank 

to instruct the release of funds to the seller for payment. 

  Information related to the transaction 

➢ Invoice number 

➢ Invoice date 

➢ Order number 

➢ Total sale amount 

➢ Currency 

➢ Payment instructions 

Information related to the exporter and importer 

➢ Exporter/seller information (name, address, phone number, etc.) 

➢ Importer/buyer information (name, address, phone number, etc.) 

➢ Notify party’s information 

  Information related to the shipping of the merchandise 

➢ Bill of Lading number 

➢ Forwarding agent 

➢ HS code 

➢ Clear description of goods (no. of packages, units, weight, etc.) 

➢ Incoterm under which the merchandise has been sold 

➢ Origin of merchandise 

➢ Insurance 

➢ Date of exportation, means of transport, and final destination 

➢ Shipper’s signature 
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Fig: Commercial Invoice 
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2.8.8 PACKING LIST: 

 

This List consist of shipment packaging with the. 

 

 

Fig: Packing List 
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Fig: Packing List 
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2.8.9 INSPECTION REPORT: 

 

It is the report of final Inspection. This report shows the full Quality of the 

shipment. 

 

 

 

FIG: INSPECTION REPORT 
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FIG: INSPECTION REPORT 
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FIG: INSPECTION REPORT 
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FIG: INSPECTION REPORT 
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2.8.10    COUNTRY OF ORIGIN CERTIFICATE: 

 

 

A Certificate of Origin (CO) is an important international trade 

document that certifies that goods in a particular export shipment are 

wholly obtained, produced, manufactured or processed in a 

particular country. They declare the ‘nationality’ of the product and 

also serve as a declaration by the exporter to satisfy customs or trade 

requirements are requested by customs, banks, private stakeholders 

and importers for several purposes. Almost every country in the 

world requires CO for customs clearance procedures: when 

determining the duty that will be assessed on the goods or, in some 

cases, whether the goods may be legally imported at all. There are 

two types of COs that chambers can issue: 

 

• Non-Preferential COs which certify that the goods are subject to 

no preferential treatment. These are the main type of COs that 

chambers can issue and are also known as “Normal COs”. 

 

• Preferential COs, which certify that goods are subject to reduced 

tariffs or exemptions when they are exported to countries extending 

these privileges. These COs tend to be closely associated with 

Regional Trade Agreements. 
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FIG: Country of Origin Certificate 
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 2.8.11 BILL OF LADING: 

 

 

Typically, a bill of lading will include the names and addresses of the 

shipper (consigner) and receiver (consignee), shipment date, quantity, exact 

weight, value, and freight classification. Additionally, a complete 

description of the items including whether they're classified as hazardous, 

type of packaging used, any specific instructions for the carrier, and any 

special order tracking numbers are included. A bill of lading (BL or BoL) 

is a legal document issued by a carrier to a shipper that details the type, 

quantity, and destination of the goods being carried. A bill of lading also 

serves as a shipment receipt when the carrier delivers the goods at a 

predetermined destination. This document must accompany the shipped 

products, no matter the form of transportation, and must be signed by an 

authorized representative from the carrier, shipper, and receiver. Typically, 

a bill of lading will include the names and addresses of the shipper 

(consigner) and receiver (consignee), shipment date, quantity, exact weight, 

value, and freight classification. Additionally, a complete description of the 

items including whether they're classified as hazardous, type of packaging 

used, any specific instructions for the carrier, and any special order tracking 

numbers are included. 

 

2.8.12 INSURANCE DOCUMENT: 

Cargo insurance certificates are one of the most important documents in 

the shipping industry as they inherently carry the most risk. A cargo 

insurance certificate is a document that indicates the type and amount of 

insurance coverage in force on a given item. It is used to assure the 

consignee that insurance is provided to cover loss or damage to cargo 

during the shipment process.Insurance certificates usually include the 

following information: 

✓ Conditions of the insurance coverage 

✓ Shipping information 

✓ Instructions or actions to be taken in the event of lost or 

damaged cargo 

✓ Settlement agent contact information 

✓ Liability of carriers, bailees, or other third parties 
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Fig: Bill of Leading 
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2.9 DIFFERENT DEPARTMENTS THAT A MERCHANDISER WORKS WITH: 
 

A Merchandiser needs to work in a rhythm with different division within or out of the 

organization 

 

2.9.1 BUYER OFFICE: 

Merchandiser is the Key to keep up communication with buyer throughout the order, 

development and shipment. He needs to do below work with them 

 

✓ Collecting order 

✓ Develop samples 

✓ Offer price and negotiate 

✓ Order status report 

✓ Quality approvals 

✓ Commercial issues 

 

2.9.2 SUPPLIER’S OFFICE: 

Merchandiser needs to keep up with the raw materials suppliers for below 

 

✓ Development 

✓ Price negotiation 

✓ Bulk delivery schedule maintaining 

 

 

2.9.3 PROCUREMENT DEPARTMENT: 

 

Merchandiser needs to work closely with procurement department within the company to 

ensure on time raw material collection from supplier 

 

✓ Sending requirement 

✓ Select supplier for items 

✓ Keep track of delivery 

✓ 2.9.4 STORE: 

✓ Merchandiser need to keep up with the store of the company to have a clear idea on 

delivery, shortage of the raw materials. 

✓ Receiving Of material 

✓ Delivery of material to the production 
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2.9.5 PRODUCTION DEPARTMENT: 

 

Merchandiser need to keep up to date communication with the production unit. He needs to 

keep a track if the production is up to the mark as planned. There are two stage of working in 

Production. 

 

✓ Fabric Production 

✓ Garments Production 

 

2.9.6 COMMERCIAL DEPARTMENT: 

 

Merchandiser works with commercial depart mint on below 

 

✓ Collecting Proforma invoice according to Purchase order 

✓ Providing Master L/C from Buyer 

✓ Collecting Back-to-back L/C & acceptance for raw material supplier 

✓ Preparing final invoice 

✓ Preparing Packing List 

✓ Preparing Shipping documents 

✓ Preparing forwarder Booking 

 

 

 

2.9.7 MANAGEMENT: 

Merchandiser need to report to the management of the company on below: 

 

✓ Target sales 

✓ Sales growth 

✓ Production target VS achievement 

✓ Post production costing 

✓ Profit & loss report 

✓ Capacity utilization 
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CHAPTER 3 
 

METHODOLOGY 
 

There are a basic set of work for all type of merchandisers.as a 

merchandiser is responsible for everything from start to end of a 

shipment process. Below are step by step merchandising process 

 

3.1 PRE-ORDER STAGE: 

 

Works that are Done Before Order confirmation are 

 

3.1.1 Inquiry: 

 

Once a buyer is convinced, they send developments. These are usually 

samples, or digital files with technical details. These files consist of all 

technical details like measurement charts, styling details, sewing 

instructions, trims and accessories details. A merchandiser needs to go 

through the files very carefully and offer price. 
 

 

3.1.1 Costing: 

Costing is a basic job for a merchandiser. Efficient costing turns an 

inquiry in to order. Costing is mainly the cost needed to produce a 

garment. There are few stages of costing 

 

✓ Consumption 

✓ Raw materials unit cost calculation 

✓ Cost of making calculation 

✓ Accessories cost calculation 

✓ Commercial cost calculation 

✓ Shipment cost according to payment and shipping terms 
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FIG: Cost Sheet 
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3.1.2 Consumption:  

 

Consumption is to calculate the required fabric to produce garments 

according to buyer requirement.it is calculated based on mid-size of the 

size range. Measurements are considered from measurement chart given 

in technical file. 

Below are few consumption formula 

 

T-SHIRT: 

C = ((((S. L+B.L+S. A) X ((C. L+S.A) X Fabric Author Sight X 12 X 

2)/10^7) +wastage percentage 

 

S. L= sleeve length 

B. L=body length 

C.L=Chest Length 

S. A=sewing allowance  

Fabric Author sight= Author sight per meter square of fabric in Gram  

 

JOGGER & LEGGING: 

 

C = (((In seam + Back rises’) X (half thighs’) X 4 X 12 X Few)/ 10^7) 

+wastage 

 

 

WOVEN SHIRT: 

 

C = (((S. L+B.L+S. A) X (C. L+S.A) / (F.W X 36)) + wastage 

 

S. L= sleeve length 

B. L= Body Length 

C.L= Chest length 

F. W= fabric width 

 

Woven pant: 

 

C = (((In seam + Back rises’) X (half thighs’))/ (Few X 36)) + wastage 

 

Merchant does the consumption based on these formulas. 
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3.1.4 RAW MATERIALS COSTING: 

 

It is the cost of raw materials required for the unit order.it is the fabric 

cost.it can be calculated by adding up yarn cost, knitting cost, dying 

cost. Or it can be calculated based on price from cost. Or of yarn to get 

the required fabric Author sight is very important 
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FIG: Different Yarn Count Suitable for Different Structure and Weight of 

fabric 

 

 

 

Merchandiser need to calculate fabric price as below 

 

Knit fabric price= (Yarn price Knitting price dying price) + wastage 

percentage of process loss. 
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3.1.5 ACCESSORIES COST: 

 

Authors need to find the list of accessories from the technical file. Then 

upon collecting their price from supplier Authors can get the cost for 

accessories 

 

3.1.6 CM CALCULATION: 

 

Cm is the cost of making.it depends on the number of units produced in 

an hour using the number of machines.  

It can be calculated as Below 

 

C.M= ((unit machine cost for 10-hour X number of machine Used)/units 

produced in 10 hours 

 

 

3.1.7 NEGOTIATION: 

 

After the Costing merchandiser needs to offer the price to customer. 

After price is confirmed he needs to negotiate the ordering process. 

Below are few points that needs to be confirmed through negotiation. 

 

✓ Delivery date 

✓ Order Quantity 

✓ Quality Manual 

✓ Inspection AQL 

✓ Approval Process 

✓ Testing Requirement 

✓ Shipping Mode 

✓ Payment terms 

✓ Order challenges 
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3.2 Order Confirmation: 
 

Receipt of an order means final confirmation of the order from the buyer.  

Since. this is the final c on f i rma t i o n  i t  i s  done by means of a legal 

document cal led  a PO (purchase order) or an FC (fabric commitment). 

 

3.2.1 PO (purchase order): 

A purchase order (PO) is a legally binding document created by a buyer 

and presented to a seller. Much like your “cart” on an e-commerce site, a 

purchase order is essentially a list of what you want to buy. It lays out the 

order details, including quantity and types of products the buyer needs, as 

well as payment terms and delivery details. 

 

The difference between a purchase requisition and a purchase order is that 

the latter acts as a contract between the buyer and the seller. By submitting 

an order, the buyer is committing to purchasing goods or services for the 

agreed upon amount. Because the order is filled before the buyer receives 

their bill, a purchase order gives the seller insurance against non-payment. 

 

3.2.2 Time & Action plan (T&A) Preparation, 

 

Time & Action planning is a process which will help you to focus your 

ideas and to decide what steps you need to take to achieve particular goals 

that you may have.  It is a statement of what to achieve over a given period 

of tune.  An effective action plan should give you a concrete timetable 

and set of clearly defined steps to help you to reach your target. Ina 

garments factory time & action plan maintained by executive summary 

which is done and follow u p  b y  merchant.  Actually T &A stan  a t  the   

time of buye r  p roposed  p r o j e c t . According 10 garments projection 

factory merchandiser give projection of fabric and all trims to relevant 

supplier. So, Authors can understand that T&A start before the 

production. 

 

In brief Authors can say that according to T&A Authors will allocate 

our production l i n e  fo r  any particular style.  By this Authors have clear 

idea about fabric and trims booking their production lead time & in house date. 

So, by proper T&A Authors can successfully run our allocated line for 

each style to hit the accurate TOD.T&A Plan Includes Below issues 
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Issue Date & Status 

Latest Delivery date   

Lab dip Submit date   

LD Apt Status   

Fabric Quality approval   

Trims Submit date   

Trims Apt Status   

Print/Ebb/Wash Submit date   

Print/Ebb/Wash Apt status   

Fab. Inhouse   

Yarn Status   

Knitting Status   

Dying Status   

Development / Salesman/Fit   

Size set/ Fit Submit date   

Size set/ Fit Apt status   

PPS Submit Date   

PPS Apt Status   

Ship Sample Submit Date   

Ship sample apt Status   

Approx. prod start date   

Line plan (no of line & productivity)   

Actual product Statue   

Test Report   

Final Insp date   

ETD   

ETA   

Shipping Doc submission   

Payment Release   
Chart: T& A Plan Format 
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3.2.3 FABRIC ORDERING. 

 

Fabric Ordering in Garments Sector involves with the mill. The most 

important points to be taken care of are 

 

Accurate computation of the requirement. This is essential to ensure that 

during bulk production the materials do not fall short nor are they in access 

and there are leftovers after the order is shipped. 

An accurate calculation of material requirement can be done if the BOM 

(Bill of Materials) as provided by the buyer in the specification sheet is 

studied thoroughly.  Apart from just ensuring that the quantity is correct the 

BOM also helps in checking that all materials required in completion of the 

order are ordered and nothing has been missed out. Selecting the best 

vendor for the materials in terms of quality, price and delivery. 

 

3.2.4 TRIMS ORDERING: 

It is a similar process as  done f o r  the fabric is done for  trims except 

f o r  pilot trims. These are the Items Used for Garment Decoration & Branding Below are 

few 

✓ Hangtag 

✓ Price tag 

✓ Main Label 

✓ Size label 

✓ Care label 

✓ Poly bag 

✓ Polybag sticker 

✓ Carton 

✓ Shipping mark 

✓ Sewing thread 

✓ Zipper 

✓ Draw string 

✓ Elastic 

✓ Button 

✓ Eyelet 
 

Below is a chart on how and what to check on these approvals 
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. 

  ITEM What to check Approval Process 

1 
Hangtag 

approvals Quality 

Layout and Physical 

sample 

2 
Price tag 

approvals Quality 

Layout and Physical 

sample 

3 
Main Label 

approvals Quality 

Layout and Physical 

sample 

4 
Size label 

approvals Quality 

Layout and Physical 

sample 

5 
Care label 

approvals Quality 

Layout and Physical 

sample 

6 
Poly bag 

Thickness & material 

Layout and Physical 

sample 

7 
Polybag sticker 

approvals Quality 

Layout and Physical 

sample 

8 
Carton 

Thickness & material 

Layout and Physical 

sample 

9 
Shipping mark 

approvals Quality 

Layout and Physical 

sample 

10 
Sewing thread 

Color, thickness material & 

strength Physical sample 

11 Zipper strength, Durability Physical sample 

12 Draw string strength, Durability Physical sample 

13 Elastic strength, Durability Physical sample 

14 Button measurement, Color Physical sample 

15 Eyelet measurement, Color Physical sample 

16 Collar Hold approvals Quality Physical sample 

17 Back Board approvals Quality Physical sample 

 

FIG: TRIMS LIST 
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3.3 APPROVAL STAGE: 

In this stage the Merchandiser Needs to take all the Quality approvals from 

Customer. APPROVAL is needed on Below: 

 

➢ LAB DIP 

➢ FABRIC QUALITY 

➢ EMLISHMENTS 

➢ TRIMS & ACCESSORIES 

➢ SAMPLES 

 

3.3.1 LAB DIP 

 

This is the color swatch done for the color approvals. Dye house 

lab prepare this based on given swatch, color code Or QTX 

standards. 

 

3.3.2 FABRIC APPROVAL: 

 

Getting the fabric Quality approval. And to do the required 

Quality testing on fabric is a prior work for merchandiser. Below 

points are tested. 

❖ Dimensional stability (shrinkage & spirality) 

❖ Fabric Composition 

❖ Color fastness 

❖ Piling tendency 

❖ Hand feel 

❖ Appearance 

 

3.3.3 EMBELLISHMENTS: 

To make a product lucrative Prints, Embroidery etc. are used. 

These are the Embroidery of these needs to be approved before 

sampling or during sampling. Merchandiser needs to check the 

below for embellishments 

 

❖ Size 

❖ Hand feel 

❖ Color 

❖ Durability according to Standard 
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3.3.4 Samples:  

There are many types of samples that needs to be make in an order 

execution. Below are Few. 

 

❖ Proto Sample / First sample:  

 

The first sample that is developed from the design sketch or the 

design concept is known as proto sample. Proto samples are also 

known as the first sample. The proto samples are normally made of 

matching fabric quality (weight and fabric types), as during proto 

sample development actual fabric are not available with the factory. 

The proto sample in made in one size. Number of proto samples to 

be made depend on the buyer’s requirement. At least three sample 

should be made – 2 samples to send to the buyer for approval. Out of 

these 2 samples, buyer keeps one sample and send back to the second 

sample to the factory. Third sample should be made as a factory’s 

counter sample of proto. In case a third-party buying house is 

involved in sample development, one additional sample may be 

required. 

 

 

❖ Fit Sample 

 

Garment fit is one of the most important parameters in garment 

design. Fit sample is developed according to the spec sheet 

measurement and design sketch. Purpose of developing FIT sample 

is checking the garment fit on the dress form or on the human model. 

The measurement specifications are verified using the FIT sample 

and measurement are corrected as per fit requirement. Fit sample is 

developed after the proto sample and prior to size set sample. Like 

the proto sample, the fit sample is made for the middle size. 2-3 

samples are developed for the fit sample. Normally, the sample 

resubmission rate is higher in FIT sample compared to other 

approval.  
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❖ Size set Sample 

 

The objective of the size set sample is checking the garment fit of 

multiple sizes. The size set samples are normally made for jump 

sizes. Like S, L, XXL. A number of samples required for size set 

depend on the buyer's requirement. Pattern grading is checked in size 

set sample. If the technical team found some sizes are not giving 

correct fit, they do correction on the pattern grading until they get the 

correct fit. After the size set approval, the supplier can develop the 

PP sample. Size set samples are made using actual fabric. In case 

actual fabric is not available, the similar quality fabric can be used. 

(Final decision for fabric quality is buyers’) 

 

❖ Salesman sample (SMS) 

 

Salesman sample is developed using original fabrics. Salesman 

samples, known as SMS, are developed for displaying the design in 

the retail stores. The purpose of displaying samples in the store is 

forecasting the order volume. Salesman samples are also known as 

the marketing sample.  

 

❖ Preproduction sample (PP Sample) 

 

The PP sample is made with actual fabric. The PP sample is made by 

the factory in the production line. All the development samples are 

made in the sampling room 

 

❖ Gold seal sample 

 

An approved sample for bulk production. The PP sample can be 

called as sealed if buyer sealed it. Some buyers and factory used to 

call the approved PP sample as the sealed sample. Gold seal sample 

also known as a Sealed sample. Buyer seals the approved using 

colored tag, which can’t be removed from the garment without 

damaging the garment. Some buyers give a unique code to each 

sealed sample, and number if embossed on the tag. Garment sample 

is sealed by the buyer to avoid tempering the actual approved sample 

by the factory tea. 
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❖ TOP Sample/Production Sample 

TOP is abbreviated as Top of Production. Factory starts bulk 

production after the PP sample approval. After the bulk production 

start, few garments are picked randomly from the production output 

of the first production run for quality checking by the buyer’s QA. 

These samples are known as Top of Production sample. 

 

 

❖ Shipment Sample 

 

Buyers need to keep a random garment piece from the final shipment 

audit. This sample is referred for packing details, all detailing 

attached to the finished garment, that will be going to the stores. 

Factory keeps 3 samples for shipment samples – one for the buyer, 

the second one for factory and the 3rd one for the buying house 

merchant. Shipment sample is kept by the buyer as well as by the 

factory for future reference if any complaint raised by a customer 

regarding deviation of the product design and product detailing in the 

sold garment.  

 

❖ Development sample 

 

The development samples are those sample which made until the 

final factory gets bulk production approval. The proto, fit and size 

set samples are considered as development sample. 

 

 

❖ Red Tag Sample/ Sealed sample 

 

A red tag sample is the same as the gold seal sample and sealed 

sample. A different term of the approved and sealed sample for bulk 

production approval. A red colored tag is attached in the sealed 

sample.   
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3.4 PRODUCTION STAGE: 

 
3.4.1 FABRIC INSPECTION: 

 

➢ Fabric inspection is done in suitable and safe environment with 

enough ventilation and proper lighting. 

➢ Fabric passing through the frame must be between 45-60 degree 

angles to inspector and must be done on appropriate Cool White light 

2 F96 fluorescent bulbs above viewing area. Back light can be used 

as and when needed. 

➢ Fabric speed on inspection machine must not be more than 15 yards 

per minute. 

➢ Standard approved bulk dye lot standards for all approved lots must 

be available prior to inspection (if possible) 

➢ Approved standard of bulk dye lot must be available before starting 

inspection for assessing color, construction, finish and visual 

appearance. 

➢ Shade continuity within a roll by checking shade variation between 

centre and selvage and the beginning, middle and end of each roll 

must be evaluated and documented. 

➢ Textiles like knits must be evaluated for weight against standard 

approved weight. 

➢ Fabric width must be checked from selvage to selvage against 

standard. 

➢ All defects must be flagged during inspection 

➢ The length of each roll inspected must be compared to length as 

mentioned on supplier ticketed tag and any deviation must be 

documented and reported to mill for additional replacement to avoid 

shortage. 

➢ If yarn dyed or printed fabrics are being inspected the repeat 

measurement must be done from beginning, middle and end of 

selected rolls. 
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3.4.2 PRE-PRODUCTION MEETING 

 

Any product that scheduled for bulk production require pre-production 

meeting. This is done prior to start garment making. In short it call PP 

Meeting in garments industry. Minutes are instant written record of a 

meeting or hearing. Typically describe the events of the meeting, starting 

with a list of attendees, a statement of the issues considered by the 

participants, and related responses or decisions for the issues. People from 

production actually unaware how final product comes through all the 

sampling & approvals. For this reason, it is important to give all the relevant 

information whoever involved in product making so that any kinds of error 

may not happen & production process goes smoothly meeting achieves 

following things in short: 

▪ Everyone understands about production process. 

▪ Misunderstanding on product or any other issue can be clarified. 

▪ Critical path is communicated and explained. 

▪ Liaison between buying & factory people. 

▪ Group discussion. 

▪ Strong relationship can be built up. 

3.4.3 Pilot run 

Purpose of pilot run is to check production techniques and quality 

requirement. Pilot run pieces are thoroughly checked by factory quality 

department at every stage of production. Based on the pilot run result bulk 

production is planned. Through pilot run process, production team learns 

about the critical operations in the styles, identify potential bottleneck 

operations. Based on their learning in pilot production run they prepare 

themselves for bulk production. 

✓ Pilot must be processed in the production line instead of sampling 

section 

✓ All sizes and all colors are included in the pilot quantity (factory 

may cut jump sizes instead of all sizes). 

✓ If pilot run is requested by buyer, quality of the pilot run pieces 

may be checked by buyer QA 

✓ Pilot run pieces are included in bulk quantity in finishing and are 

sent with the shipment (if there is no variation than the buyer 

quality specification) 
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3.4.4 FINAL AUDIT/INSPECTION: 

 

Final inspection consists of inspecting finished garments from the buyer’s 

point of view; size measurements, form fitting (putting garments on the 

proper size manikins to see if they properly fit labeled sizes); and live 

modeling if necessary (again to see if the garments properly fit the labeled 

sizes). Final inspection in garment industry may occur before or after 

garments are packed in poly bags and cartons. If it is done 

 

3.4.5 Shipment: 

 

There are three types of shipment process for garments. Which Authors 

get from order sheet. 

 

✓ Sea by Sea:  Gannt’s will go by sea from loading country to 

destination country. 

✓ Sea/ Air:  From load ing  country   garments w i l l  be go till Sapor 

or port C lang  (As Singapore and port Clang is the transit point) 

by sea & will go to last distention by Air. 

✓ Air:  By Air:  Garments will go by air from loading country to 

destination country. 
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CHAPTER 4 
 

RESULTS AND DISCUSSION: 
Authors Have Done Below Work for One Order of 50000 Pcs Of t-shirt in 

Color Black. Below are the order details 

 

Discussion: 

4.1 ORDER DETAILS: 

❖ Order Quantity: 

❖ Accessories & Packing Details: 

1 main label,1 size label,1 care label,1 Hangtag 1ith Price Sticker, single 

Piece Polybag in Printed Polybasite 50 pcs carton packing in 5 Ply cartons 

with dimension 60 X 40 X 30. 

Delivery Lead time: 60 days 

❖ Measurement Spec: 

 

 

PO No Item Color Size Quantity 

1212 
100% cotton 

men’s tee 
Black 

S 5000 

M 5000 

L 10000 

XL 5000 

2XL 5000 

      Total 30000 
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❖ Approval Requirement: Lab Dip-Fabric-Fit Sample-Bulk shade-PP 

sample-Size Set-Shipment sample 

 

 

4.2 CONSUMPTION: 

 

Below was the consumption of a Dozen garments. 

 

Measurement Point S M L XL 2Xl 

Sleeve Length 18.5 19.5 20.5 21.5 22.5 

Chest 49 51 53 55 57 

Body Length 67 69 71 73 75 

Collar length 19 19.5 20 20.5 21 

Collar Width 1.5 1.5 1.5 1.5 1.5 

Body Consumption 2.00 2.14 2.29 2.44 2.59 

Rib Consumption 0.081 0.083 0.085 0.086 0.088 

Total 2.079 2.223 2.371 2.525 2.683 

 

Average Consumption= 2.37KG 
Formula Body Fabric Consumption= (((Body length sleeve Length+8) 

*(Chest+4) *2*12*Fabric weight)/10000000) +5% 

 

Formula RIB Fabric Consumption= ((Length+4) *(width+2) *12*4*Fabric 

Weight)/10000000) +5% 
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4.3 FABRIC PRICE: 

 

For 160 GSM single jersey Yarn Count used will Be 30” S 

Below is the fabric costing 

Formula: Yarn Price+ Knitting cost + dying Cost + process Loss 

 

Fabric Costing 

Particulars Unit Cost Jersey RIB 

Yarn 30'S  $ 4.50  $4.50 $4.50 

Knitting Charge  $ 0.15  $0.15 $0.15 

Greige Fabric Cost   $4.65 $4.65 

Dyeing Cost  $ 1.40  $1.40 $1.40 

Weight Loss on Dyed Fabric% 13.00% $0.79 $0.79 

Dyed Fab Cost   $6.84 $6.84 

 

 

4.4 ACCESSORIES COST:  

 

TRIMS 1 

Description Consumption in doze Rate COST 

Main Label 1  $ 0.40   $ 0.40  

Size label 1  $ 0.10   $ 0.10  

Care label 1  $ 0.10   $ 0.10  

Hangtag 1  $ 0.60   $ 0.60  

Price Sticker 1  $ 0.10   $ 0.10  

Sewing thread 1  $ 0.40   $ 0.40  

TOTAL      $ 1.70  

PACKING 

Description 
Consumption in 

doze 
Rate COST 

PCS Poly 1 0.65  $ 0.65  

CARTON 50 

Pcs @ 1.2 per 

pcs 

0.24 1.5  $ 0.36  

Shipping mark 1 0.05  $ 0.05  

Others      $    -    

  Total   $ 1.06 
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4.5 COST OF MAKING: 

 

After analyzing the garment design, we got this t-shirt will need 20 machines 

to have a 180 pcs hourly production for 10-hour day. 

 

Per Minuit cost of the factory is .03 $ 

Machine cost per Hour is 1.8 $ 

So total machine cost will be 20 X 1.8 = 36 $. 

That is the cost for 200 pcs Production. 

So, cost of 1 Doze is= (36/180) X 12 = 2.40 $. 

 

Profit margin is to be 10%.so the final cost will be 2.65 used per doz. 

 

4.6 Costing: 

 

Chart: Cost sheet 

 

 

 

 

 

 

 

 

 

 

Cost Sheet 

Item 100% cotton Jersey tee 

Fabric weight 160 

        

Item Consumption Unit price Total 

Fabric Body & Rib 2.37  $ 6.84   $16.21  

Trims per Doze 1  $ 1.70   $ 1.70  

Packaging Per Doze 1  $ 1.06   $ 1.06  

C.M Per Doze 1  $ 2.65   $ 2.65  

Commercial Cost 3%    $ 0.65  

Final Price FOB per piece    $ 1.86  
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4.7 Bookings 

 

Authors did Booking Requisition to procurement Department according to 

below. 

Yarn: 
Size S M L XL 2XL Total Unit 

Order Quantity 5000 5000 10000 5000 5000 30000 PCS 
Per Doze 

Consumption 2.079 2.223 2.371 2.525 2.682994     

Total Consumption 866.334 926.205 1976.184 1051.995 1117.914 5938.632 KG 

 

Size S M L XL 2XL Total Unit 

Main label 5250 5250 10500 5250 5250 31500 pcs 

Size label 5250 5250 10500 5250 5250 31500 pcs 

Hangtag 5250 5250 10500 5250 5250 31500 pcs 

Hangtag Sticker 5250 5250 10500 5250 5250 31500 pcs 

Polybag 5250 5250 10500 5250 7500 33750 pcs 

sewing thread 7500 7500 15000 7500 7500 45000 pcs 

Carton 5 Ply (60 

X 40 X 30) 105 105 210 105 105 630 pcs 

Chart: Booking for accessories & packing Material 

 

4.8 T& A Plan:  

Authors Did back calculation on the T&A from the delivery date. 

 

ISSUE DATE & STATUS 

LEAD TIME 60 DAYS 

LAB DIP SUBMISSION DAY 5 

LD APPROVE DATE DAY 10 

FABRIC QUALITY SUBMISSION DAY 5 

FABRIC QUALITY APPROVAL DAY 10 

TRIMS SUBMIT DATE DAY 5 

TRIMS APPROVAL DAY 10 

FIT SAMPLE SUBMISSION DAY 5 

FIT SAMPLE APPROVAL DAY 10 

PP FABRIC READY DAY 15 
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PP SAMPLE SUBMISSION DAY 17 

PP SAMPLE APPROVE DAY 22 

YARN INHOUSE DAY 25 

YARN REQUIREMENT 5940 KG 

KNITTING CAPACITY 700 KG. PER DAY 

KNITTING START DAY 25 

KNITTING CLOSE DAY 34 

DYING CAPACITY 2000KG PER DAY 

DYING START DAY 32 

DYING STATUS DAY 35 

ACCESSORIES INHOUSE  DAY 38 

SIZE SET READY DAY 38 

PP MEETING DAY 39 

CUTTING CAPACITY 5000 PER DAY 

CUTTING START DAY 39 

CUTTING DONE DAY 45 

PER LINE PRODUCTION 1800 PCS PER DAY 

LINE ALLOCATION 4 

SEWING CAPACITY 
1800 X 4 = 7200 

PER DAY 

SEWING START DAY 44 

SEWING CLOSE DAY 49 

SHIPMENT SAMPLE SUBMISSION DAY 45 

SHIPMENT SAMPLE APPROVAL DAY 50 

FINISHING CAPACITY 5000 PCS PER DAY 

FINISHING START DAY 46 

FINISHING DONE DAY 56 

FINAL INSPECTION DAY 58 

FORWARDER BOOKING DAY 58 

EX-FACTORY DAY 59 

SHIPMENT HANDOVER TO FORWARDER DAY 60 

 

Chart: T & A Plan 
 

 
RESULT: AUTHORS EXECUTED THIS ORDER WITH THE HELP OF THE 
MERCHANDISING TEAM OF PROMODA 
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CHAPTER 5 
 

conclusion: 
 

In conclusion Authors would say merchandising is a whole bunch of work and 

responsibility. A merchandiser must be a responsible person and have a clear idea of 

his work. This report will be helpful for AMT department students to have an overall 

work of a merchandiser thought the biggest challenges are to apply or work in real. 

Authors would like to thank all the people who helped them to get the data and to 

give me a clear Idea on the standard Merchandising process 
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