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ABSTRACT 
 
My project titled “Merchandising Procedure of Ernsting's Family Buyer for Denim Items”. 

The merchandising Woven and Denim is detailed in this research report. I have done my best 

to detail the official processes involved in clothing retailing, from contacting the customer to 

confirm the order to delivery. This is mostly intended to the purpose of this research is to 

provide a well-defined conceptual understanding of clothing retailing so that everyone may 

understand it clearly. The role of the department tasked with mediating between the customer, 

manufacturer, and supplier is that of the merchandiser.  

 

Merchandisers are experts in keeping track of many projects and schedules. But we humans 

will divide the entire promotional flowchart. Keeping this background in mind, we've set out 

to complete this project, which will shed light on the problems merchandisers have when 

working on their flowchart and provide some ideas for creative solutions.  
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1.1 Introduction 

 
One sector that has been essential in Bangladesh's economic growth is the readymade clothes 

industry. Another source of national pride, the "Made in Bangladesh" label has become a 

globally recognized symbol of quality and excellence. The country that skeptics once called a 

"bottomless basket" is today known as a "basket full of wonders." The nation has achieved 

outstanding social and human development while maintaining an average GDP growth rate of 

6% per year, despite its low resources. 

 

Following its declaration of independence in 1971, Bangladesh fell into the category of the 

world's poorest nation. Because of the discriminatory policies and attitudes of the 

administration of what was then West Pakistan, Bangladesh did not establish any significant 

industry during its time as East Pakistan. So, it seemed like the greatest difficulty would be to 

reconstruct the war-ravaged country with scant resources. 

 

As Bangladesh's primary export earner today, the readymade garment (RMG) sector has played 

a pivotal role in the country's economic and social recovery. A whopping 83% of the country's 

export revenues come from this industry. 

 

Our reliance on "the jute industry" as an export earner began to wane, but it was the RMG 

sector that stepped in and eventually surpassed it. 

 

It all began in the 1980s, but Bangladesh's garment industry has gone a long way since then. 

The readymade garment business in Bangladesh was pioneered by the late Nurool Quader 

Khan. He envisioned a way to revolutionize the nation. To learn how to make ready-to-wear 

clothing, he dispatched 130 trainees to South Korea in 1978. 

 

He first established the firm "Desh Garments" to manufacture clothes for export with the help 

of those trainees. 

 

They were followed by other astute and diligent businesspeople who established RMG 

companies around the nation. After then, the garment industry in Bangladesh stopped looking 

back. The industry has managed to carve out a position in the global market and keep displaying 

strong performance despite the challenges it has encountered in recent years.  

 

Throughout its history, the industry has grown and evolved in response to a variety of catalysts. 

After becoming aware of the issue in 1994, we were able to eradicate child labor from the 

business in 1995. 

 

Our industry was fortunate to have the MFA-quota to help it establish itself, grow, and reach 

maturity. Many people thought that our exports would be severely disrupted when the quota 

was about to expire in 2004. 

 

On the other hand, success stories abound in the period after MFA. By overcoming the 

obstacles that arose after the MFA, we proved all the forecasts incorrect. With exports valued 

at nearly $27.9 billion in the 2019–20 fiscal year, the garment industry has surpassed all others 

as Bangladesh's top export earner.  
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1.2 Aim of this report 
 

The overarching goal of this research is to evaluate merchandisers' general purchasing and 

production processes. Exactly how they carry out order fulfillment, shipment delivery, and 

other business-related tasks, etc.  

 

1. I want to find out how well the factory and buying house are doing.  

2. Find out how the manufacturing and purchasing house are doing. 

3. To put theoretical knowledge to work in the actual world.  

 

Anyone who decides to work as a merchandiser needs to give some thought to the marketing 

problem and find the real solutions. Generally speaking, Bangladeshi garment merchants may 

work with three different types of fabrics: weave, woven, and non-woven. 

 

Seller, as well as a seller of denim. Here we take a look at sew marketing, so viewers who are 

interested in starting a career in this field may learn more about it and receive a particular 

hypothesis. We also draw a stream diagram of sew garment marketing. Examining each and 

every marketing phase is, hence, the main objective of this assignment.  

 

 

1.3 Objects: 
 
This thesis primarily aims to get an understanding of the merchandiser's role in the garment 

industry as a whole. Methods by which they process orders, dispatch shipments, etc.  

 

Additional goals are outlined below: 

 To get further knowledge on the Ernsting's family Buyer's Service and Technical 

Evaluation.  

To learn more about the Ernsting's family Buyer Enquiry Sheet. 

 To be aware of business activity. To have knowledge about Ernsting's family Buyer 

Sample Development.  

 In order to comprehend the Ernsting's family buyer's order form. In order to find out 

when the PP Meeting is planned. 

 To have a good understanding of the shipping process. 

 The process of gathering data on knitting, dying, finishing, and shipping.  

 The goal is to have a better understanding of the RMG sector's affiliated organizations. 

 In order to learn something new about knitting garments.  

 To have a good understanding of the technical and management processes involved in 

the garment industry. 

 For high-quality items to be produced by skilled laborers. 
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Literature Review 
Previous Work 
 

Prior Experience 

 

 

The merchandising process of knitwear was the subject of a literature review that we 

conducted. We have made an effort to display their results by identifying the session and their 

name.  
 

 

2.1.1 Literature-01 
 

Name Section 

MD. Semon Al Mamun Summer 2009 

MD. Mustakim Hasan Utsho Fall 2019 

 

 

Literature Topic: Study on merchandising procedure of ZARA buyer for Woven items 

 

His findings concern the merchandising technique of knit clothes for P&C buyers, as discussed 

in this literature. Some details on the P&C buyer and the merchandising procedure were 

gleaned from that.  
 

 Supplier – Aman Graphics & Designs Ltd. 

 Buyer- ZARA 

 Sample Style No: MS-SD32853F D3W 

 Color Details- Scarlet, White, Dark Indigo, Blue, Red 

 Fabric Name – Flannel Fabric 

 

 

Consumption 
 Design: Plain Weave 

 Fabric Weight: 20.4 yd/dz 

 

Price per dozen 

 
 Costing for the garments is $ 91.16 per dozen.  

 Cost of Making is $ 30.17 per dozen  

 Fabric cost is $ 40.6 per dozen 
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Definition of Merchandiser 
 
Merchandisers are those who organize and oversee the buying, selling, and shipping of items 

to consumers. Retail merchandisers are vital to the success of any business because they decide 

what things to carry, how to present them, and how much to charge for them. They often review 

sales figures, consumer tastes, and market trends to make educated judgments on stock levels 

and advertising campaigns. Merchandisers maximize product offers and improve the shopping 

experience for customers. They can work for retail establishments, wholesalers, manufacturers, 

or as independent consultants. 

 

 Merchandising is a word associated with commerce.  

 Commercial exchanges include purchasing and selling goods and services.  

 A merchandiser is someone who deals in trade. 

 Merchandising is also the name given to the work that a merchandiser does. 

 

Merchandise Developing and pricing a product is the primary goal of marketing 

merchandising. Everything from material sourcing to finished goods shipping falls under 

product merchandising, which is handled in-house in the garment unit.  

 

Sorts of Merchandise (based on the kind of clothing item):  

 

One definition of woven merchandising is the field that deals with the sale of garments made 

from woven cloth. Such as shirt, Pant, etc. Knit merchandising refers to the actions in the field 

of retail sales that focus on garments made from knit fabric. Like sweaters, polo shirts, and t-

shirts.  

Types of merchandising 
 

The merchandise can also be categorized according to the sort of clothing business.  

1. Buying House Merchandising 

2. Factory Merchandising 

 

Buying House Merchandising 

 
The term "buying house merchandising" describes the work that purchasing houses and agents 

do in the textile and apparel industries on behalf of their customers, who are usually retailers 

or brands. A comprehensive overview of purchasing house merchandising is provided here: 

 

 

Managing Suppliers and Sourcing: 
 

The onus for finding reliable manufacturers and suppliers of clothing and textiles is on buying 

houses. They seek for possible vendors, negotiate terms and prices, and oversee connections to 

guarantee consistent, high-quality supply. 
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Processing and Following Up on Orders: 
 

The buying house will place an order with the chosen supplier once the customer (retailer or 

brand) confirms the order. After that, they keep a careful eye on the production process to make 

sure that all deadlines are fulfilled, quality requirements are satisfied, and problems are 

resolved quickly. 

 

Validation and Sampling: 
 

Purchasing agents are in charge of coordinating all stages of sampling, from initial concept to 

final approved samples. To avoid disappointment when mass production starts, they check that 

the samples match the client's requirements. 

 

Verification and Assessment of Quality: 
 

One of the most important parts of purchasing house merchandising is quality control. 

Merchandisers check for flaws, consistency in quality, and conformity to agreed-upon 

standards at different points in the production process. On occasion, they could even bring in 

outside inspectors to check things out. 

 

Order Fulfillment and Transportation Management: 
 

Logistics and shipping are handled by buying houses. This includes getting goods from 

suppliers to distribution centers or warehouses, clearing customs, and then getting them to 

where the customer needs them. Their job is to make sure packages arrive safely and on 

schedule. 

 

Business Research and Current Trends: 
 

Market intelligence and trend research are additional services offered by buying houses to their 

clientele. For the purpose of advising clients on product sourcing and selection, they monitor 

industry developments, customer tastes, and fashion trends. 

 

 

Factory Merchandising 

In the context of textile and garment manufacture, "factory merchandising" is the management 

and coordination of merchandising operations within a manufacturing facility. An outline of 

the tasks involved in industrial merchandising is as follows: 

 

Order Processing: 
 

Purchasing agencies, popular brands, and stores place orders with factory merchandisers. They 

need to be familiar with the details of each order, such as the products' qualities, quantities, 

delivery dates, and specifications. 

 

 

 



  

©Daffodil International University 

 
9 

Time and Material Management in Production:  
The plant's merchandisers organize and arrange manufacturing operations according to the 

needs of the orders and the capacity of the facility. Making ensuring orders are finished on 

schedule and up to quality standards requires coordination with several production divisions 

such as cutting, sewing, finishing, etc. 

 

Price and Cost Analysis: 
 

Merchandisers at factories are responsible for the price and costing of clothing. In order to 

figure out how much money to make off of each order, they figure out how much it will cost 

to make it. This includes things like supplies, labor, overhead, and more. 

 

Assurance and Control of Quality: 
 

Factory merchandising relies heavily on quality control. Quality control methods are put in 

place by merchandisers at every stage of manufacturing. They check, test, and audit the 

clothing to make sure they are up to par. 

 

Purchasing and Material Management: 
 

Procurement and sourcing of materials are responsibilities of factory merchandisers. They keep 

quality standards and cost-effectiveness in check by coordinating with suppliers to supply 

production-related materials and components on schedule. 

 

Relationship and Communication Management: 
 

In industrial merchandising, good communication is key. In order to keep clients, buying 

houses, and production teams updated on the status of their orders, merchandisers act as 

intermediaries and answer any questions or concerns that clients may have. 

 

Improving and Solving Problems Continuously: 
 

Merchandisers at manufacturing facilities are always looking for new ways to boost 

productivity, save expenses, and raise product quality. In order to keep manufacturing running 

smoothly, they also investigate and fix any problems that crop up. 

 

The Goals of Merchandising 
 

The primary goal of any well-managed merchandising department should be to increase 

product sales. It would have been wise for management to prioritize efficiency if they wanted 

to boost product sales. Merchandising management is based on a few fundamental goals. Here 

are the items: 

 Some goals or targets are set by company authorities. One of the primary goals of this 

division is to provide customer satisfaction so that the business may achieve its 

objectives. 

 To ensure that all manufacturing and sales processes run smoothly by maintaining the 

merchandising framework. 
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 Obtaining the most profit while simultaneously minimizing product costs is another 

primary objective. 

 

Merchandising is the process of organizing and carrying out all the steps necessary to produce 

and ship goods promptly. 

 

• Right Quantity: To dispatch right quantity of product what buyer ordered.  

• Right Quality: It should be with right quality as accepted both parties.  

• Right Cost: Everybody wants more from what they are paid. 

 • Right Time: No one wants to wait idle even in a Restaurant. Keeping delivery schedule is 

mandatory 

Structure of Merchandising Department 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

General Manager 

(Merchandising & 

Marketing) 

Manager (Merchandising 

& Marketing) 

Assistant general Manager 

“AGM”(Merchandising & 

Marketing) 

Senior Merchandiser 

Merchandiser 

Assistant Merchandiser 
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Function of Merchandising Department 

 

There are two main functions that the merchandising department serves. These individuals are- 

 

• Pre-order merchandising  

• Post-order merchandising 

 

Pre-order merchandising 

 
Merchandising that allows consumers to pre-order things before they are formally introduced 

or made available in stores is known as pre-order merchandising. This process entails clients 

submitting orders and payments for products that are either now being manufactured or will be 

manufactured in the near future. To summarize, pre-order merchandising consists of the 

following:  

 Find out the buyer.  

 Enquiry sheet receive from the buyer.  

 Consumption calculation.  

 Costing and quoting. 

 Negotiation.  

 Price affirmation after negotiation.  

 Order confirmation.  

 Receiving master Letter of credit. 

 

1. New Product Introduction: With pre-order merchandising, businesses and retailers can 

show consumers new items before they hit store shelves. Customers become excited and 

anticipatory because of this. 

 

2. Customer Commitment: This occurs when a customer places an order and often pays a 

portion of the whole price or the entire amount all at once. Thanks to this pledge, stores will be 

able to better predict customer demand and manage their stock. 

 

3. Production Planning: Stores employ pre-orders to determine how much merchandise to 

make to meet customer demand. This makes sure that there is enough stock to meet client 

requests without worrying about overproduction or underproduction. 

 

4. Delivery Schedule: People who buy things in advance are given a rough idea of when they 

may get their hands on them. Customers' expectations about product availability and delivery 

may be better managed with this level of openness. 

Trainee Merchandiser 
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5. Products with a Limited Run: Customers who want to get their hands on unique or limited 

edition items before they sell out feel a rush when they can pre-order them.  

Pre-order merchandising helps merchants reduce risks related to cash flow and inventory 

management, which brings us to our eighth point: risk management. Retailers may better 

manage their money and deploy resources by securing orders ahead. 

Post-order merchandising 

The term "post-order merchandising" describes the marketing push that follows the completion 

of a customer's order and receipt of their goods. The emphasis in post-order merchandising is 

on what happens after the sale has been finalized, as opposed to pre-order merchandising which 

entails getting orders in before production or availability. 

 

 Make TNA sheet by helping planning team.  

 Collect of essential supplier source.  

 Arranged raw material.  

 Arranged trims and accessories and booking all.  

 Ensuring all above goods are right time in-house.  

 Back to Back Letter of credit Open.  

 Receiving Performa Invoice from the vendors.  

 Creating work orders to actual fine payment.  

 Base hanger approval.  

 Bulk hanger approval.  

 Lab dip approval. 

 

Golden Rules of a Merchandiser 
 

 Handle day-to-day Merchandising operations. 

 Handle orders from development to shipment. 

 Prepare production planning to ensure shipments move on time. 

 Prepare all kinds of production samples such as PP samples, size set samples, and 

shipment samples within allocated deadlines. 

 Oversee all sample development, including Development samples, Fit samples, PP 

samples, Lot samples, Production samples, Test samples, and Marketing samples. 

Arrange all sample approvals from the buyer for smooth production and shipment. 

 Review order sheets received from buyers, ensuring accuracy of FOB, shipping mode, 

and delivery dates. 

 Create Time and Action plans (TNA) to send to buyers. 

 Effectively follow up on materials inventory, production processes, and quality 

standards. 

 Coordinate with the planning team to produce initial garments before bulk production. 

 Submit all accessories for buyer approval before proceeding with bulk production. 

 Provide all necessary test reports to the buyer before submitting production samples. 

 Arrange and follow up on final inspections, and send packing lists to all relevant 

departments. 

 Maintain and update shipment status records. 
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Qualities of a Merchandiser 
 

a. Planning Capability: One of the most important traits of a retailer is their ability to 

plan. The merchandiser should get things done by making plans. That is why a 

merchandiser can fail to provide as anticipated if he is a poor organizer. 

 

b. Decision-making: Every step of the way, merchandisers encounter problems. So, it's 

crucial to find a solution to the problem at hand and agree on an option at each stage. 

As far as merchandisers are concerned, it is paramount. 

 

c. Loyalty: Being loyal is essential if you want to succeed as a merchandiser in any field.  

 

d. Communication Skill: Merchandisers need strong communication skills to break 

records while interacting with buyers and suppliers, which is essential for generating 

new orders and finding unexpected extras.  

 

e. Monitoring ability: The essence of marketing is monitoring or catch-up capability; if 

you succeed in following all the steps in the cycle, you will be able to deliver the product 

on time and in good quality. 

 

f. Other characteristics: Different traits that are necessary include attitude, behavior, and 

engagement with the field. 

 

Responsibility of Merchandiser 
 

1. Consumption and costing.  

2. Supplier sourcing.  

3. Right time in-house of fabric trims and accessories.  

4. Sampling and monitoring.  

5. Monitoring of bulk production.  

6. Affirmation of right-time inspection.  

7. Deliver in the board. 

 

2.3.1 Flow Chart of Merchandising: 
 

 

 

 

 

 

 

 

 

 

 

 

 

  

Buyer sourcing and contacting with them 

Audit 

Receiving enquiry sheet 

Developing the sample by artwork 

Consumption calculation after getting approval for 

development sample 
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Costing Calculation 

Order confirmation 

Receive master L/C 

Preparing TNA by merchandising or planning department 

Color and size breakdown 

Fabric trims and accessories booking 

Open Back to back L/C 

Purchase Order Sheet Receive 

Creating work order on previous booking by that supplier will 

get the payment 

Sample fabric and accessories in-house 

Follow up of sampling and getting approval 

Fabric and accessories in-house for bulk production 

Base hanger approval 

Lab dip approval 

Bulk hanger approval 

Sending test sample for 3rd party test or in-house tes 
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2.1.2 Audit: 

 
A clean and environmentally friendly production facility is always a buyer's first choice.  

There are no terrible immediate results from the assembly office's green approach to 

environmental difficulties. Following the Rana Plaza case and the Tzrin design fire our 

wonderful photo was lost. In addition to environmental considerations, clients give serious 

thought to security concerns, representative rights, and the pleasure of the assembly office. 

Daffodil International University investigates the fabrication office for this reason in order to 

identify the problems. In order to get a feel for the assembly office's capabilities, they also 

examine the production office.  

 

There are two Industrial Audit can be present:  

 

                 • Social Audit                                                                      • Technical Audit 

 
 

Social Audit means by: 
 

According to the social evaluation, the buyer was interested in the company's worker rights. 

Buyers resolve almost all issues, such as: receiving their basic salaries or overtime 

compensation as planned. Does any child have a job? The idea that they are forced to  

 

to make the required arrangements? Every day, a worker's movement time is counted. Is the 

manufacturing plant a generous place for wonderful women to work? A social reviewer verifies 

all of the aforementioned tasks.  

 

The phrases that have been verified:  

 A safe and positive workplace. 

 For example: sexism. 

 Labor of children or those subjected to forced labor. 

 Morally sound, working hours. 

 Wages, both regular and reduced. 

Technical Audit: 
 

One way to ensure that your new supplier is up to snuff is to have them undergo a technical 

audit. It shows you how the factory proactively handles production and quality and provides 

you a good idea of how well it can satisfy your requirements. You may learn more about the 

production's degree of risk and make a more educated decision about placing an order based 

on the audit's findings. 

PP meeting after getting black seal or PP sample approva 

Sewing line Booking 
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To keep a firm grasp of their performance, discover potential areas for development, and assure 

constant production quality, many companies also conduct technical audits at the locations of 

their current suppliers once every twelve months. 

 

Objectives: 

 
1. Make sure the quality management system works. 

2. A system for doing quality control. 

      3. Make sure the quality level meets the customer's expectations. 

      4. Meet the process control and production needs of the customer. 

      5. Use the most effective methods for making clothing. 

      6. Making sure the consumer is happy by being effective, efficient, and always improve. 

 

2.1.3 Receive Quotation File 

This is a document that contains a specification sheet, which might be for an order, a product, 

or both. It is the information gathered from a single order, together with a thorough description 

of that order. The merchandiser typically creates this paper, however the buyer often makes the 

initial draft.  

Attached is the quotation file: 
 

1. A fashion flat or sketch: This type of drawing often depicts the garment's style from both 

the front and the rear. Because they serve as the foundation for tech packs and samples, as well 

as the primary interface for garment spec packages, fashion flats are an essential product of 

technical design. Progress, pp, and the manufacturing of clothing.  

 

2. Color scheme: a quote file has to include the color variant for a certain style. The 

designs can dictate the color palette for this particular garment style. When printing or 

stitching, make sure to stick to the style's foundational hue. 

Requirements and styles inform the creation of the color combinations. The consumer has 

complete control over the color combinations of any given style. Specifics of the fabric, 

including its yarn count, structure, weight, and GSM, are known as fabric details. Clothing 

consumption for the trend as well.  

 

3. Details on sewing and garment fabrication: A quote the file shows the garment's 

construction method and the suggested sewing technique. Things that aren't sewed correctly 

could ruin the look of an article of clothing. Designers with technical training and experienced 

laborers know the ins and outs of construction and the sewing process. They have the ability to 

customize it to match the particular ensemble. 

 

4. Graphic or print details: A separate document in the tech pack should be devoted to 

describing any printing on specific garment styles. Printing techniques, chemicals (and which 

ones to avoid), paper size and placement, etc. are all covered on this page. This sample needs 

the buyer's merchandiser's approval. 



  

©Daffodil International University 

 
17 

 

5. Detailing on the trim: Even though the trim is an element of the branding of garments. 

However the intricacy of the trim is always important for any design. Most manufacturers do 

a great job incorporating the customer's specified trim into the garment's design to elevate its 

aesthetic and give it a more premium look. The buyer also has the option to specify the exact 

placement of the trimmings, although they must be by the manufacturer's guidelines.  

 

6. Instructions for washing: When it comes to washing, there are certain processing steps for 

all clothing, whether they are knitted, woven, or denim. It turns out that washing details are 

crucial, especially when washing denim. Depending on the clothing type, a specific wash 

method is required. 

 

7. Specifications and sizing chart: This is the most crucial part of any tech roll design. 

Considering there is no tech pack available, the design should not incorporate any dimensions. 

Accuracy in the measurement specification document is also crucial. In addition, Accuracy can 

only be achieved through much trial and error because measurements differ from individual to 

individual. 
 

 

8. A visual depiction of the measurement: This is a crucial part of the quote file for creating 

and visually describing the measurements. The factories must prioritize this above anything 

else. The specifications sheet is sometimes difficult for factories to understand and follow. 

 

2.1.4 Development of Samples 
 

Following the purchase, the customer requests further samples of other types. At any point in 

the manufacturing process, exporters are obligated to supply the customer with extra samples. 

A Data collected from samples may include style codes or reference numbers, color 

specifications, fabric types and compositions, and details on any possible embellishments, such 

as embroidery, buttons, zippers, or sewing. So, it's reasonable to say that free samples of 

apparel connect buyers and sellers. It is important to exercise extreme caution when taking 

samples. Classifications such as these are broad. 

 

 

1. Sample fitting/ fit sample: The buyer would want to see the garments' fit for the 

various types of apparel samples just before the preproduction sample. 

 

2. Size Set Sample: Based on the authorized pattern, once fit samples are approved. When 

the other sizes' samples have been graded, patterns for those sizes will be created. 

Following approval of the fitting, the customer will get size-set samples in S (small), 

M (medium), L (large), XL (extra-large), and other sizes as needed. To ensure a perfect 

fit and high-quality construction, we provide sizing set samples for every size. Final 

approval of size set samples is required before mass cutting of mass production can 

commence. 

 
 

3. Counter sample: Suppliers typically produce an additional sample when they generate 

one for a repeat order. 
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2.1.5 Consumptions Calculation:  

Consumption for woven fabric: 

 

Figurer 1.1 

Consumptions Formula:  

 
 

 

 

 

Thread Consumption for Machine-Wise 
 

Recommend Sewing Machine: 

1. Plain machine 

2. Over Lock machine 

3. Over Lock machine 

4. Flat Lock machine 

5. Flat Lock machine 

 

Machine Wise Sewing Thread Consumption/Inches: 

 

Machine Name No. of Needle Thread Consumption/Inch 

Plain machine 2 14’’ 

Flat Lock machine 5 23’’ 

Over Lock machine 3 18” 

Over Lock machine 4 20’’ 

Plain machine 1 12’’ 

 

Basic information relevant To Consumption:  
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1. Measurement with technical specifications.  

2. Style description.  

3. Fabric description.  

4. Fabric GSM.  

5. Washing shrinkage if any. 

 

2.1.6 Costing Analysis 

 
In the garment industry, a cost sheet is crucial. That one has all the facts you need for the order. 

A garment merchandiser's understanding of pricing is crucial. 

 

A buyer from Ernsting's family merchandising team collaborated with us. A longer duration 

has been noted by us, and we conducted a cost assessment. A costing sheet must be prepared 

by a senior merchandiser. The senior manager merchandiser has reviewed and given his stamp 

of approval to the cost sheet. After that, it needs to be sent to the H&M city office for 

negotiation. 

 

 

 

For this style costing details 

 

Cost Name $/dz 

Fabric Cost 12.5 

Trim Cost 4.5 

Cons. Pack 5 

Labor Cost 7.5 

Over heads 1.46 

Final FOB in US 30.96 

 

 

2.1.7 Negotiate with Buyer 
 

There is a definite strategy to follow in order to get a successful conclusion in buyer 

negotiations, rather than relying on chance. The approach is designed to accommodate different 

degrees of expertise when it comes to bargaining. In order to bargain with a buyer, a garment 

merchandiser must do several responsibilities. Buyer negotiating methods are extensively 

followed in the readymade garments sector, and this article has offered a full explanation of 

them. 

The following are some of the most important things to keep in mind while negotiating with a 

buyer: 

 

1. Researching the needs of both parties. 

2. Preparation. 

3. Offer. 

4. Discussion,  

5. Counter and revised offers. 

6. Summaries. 
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7. Agree and commit. 

 

 

2.1.8 Production Planning 

 
The garment industry's production planning section is crucial. The clothing business relies on 

production planning as its regulating mechanism. Executing the delivery of products within the 

specified time range requires every single task in the procedure. Manufacturing then listed 

below are a few of the most critical responsibilities that the planning department must do. 

 

1. Capacity planning.  

2. Time & Action (TNA) 3. Scheduling.  

4. PP meeting.  

5. Order Allocation.  

6. Man power & M/C allocation. 

7. Execution Of every tasks.  

8. Materials planning & In-house follow up.  

9. Delivery Meet. 

 

2.1.9 Meeting for Pre-Production (PPM) 

 

Pre-production is conducted before bulk manufacturing begins. The order PP meeting took 

place on October 28. A pre-production meeting is scheduled to remind all involved parties 

to make that item. In mass manufacturing, there's a good risk things might go wrong without 

PPM. PPM is so retained before the commencement of mass manufacturing. 
 

The topic under consideration at the PP meeting:  

 
1. Production schedule.  

2. Pattern view.  

3. Size set sample review.  

4. Inventory of raw materials.  

5. Testing details about the fabric  

6. Cutting detail  

7. Accessories inventory.  

8. Sewing and stitching info  

9. Line layout design.  

10. Machine layout  

11. Operator per line & name  

12. Skilled operator in each machine  

13. Q.C. application  

14. Finalizing & selecting skilled operators  

15. Q.C. selection, names & card numbers etc.  

16. Embroidery review  

17. Wet processing review  

18. Print a special attachment review.  

19. Finishing & Packing process. 
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2.1.10 Garments/Goods Production Quality 
 

The method of making clothes is well-structured and involves a number of phases. These 

include placing, labeling, chopping, sewing, inspecting, completing, sealing, and packing. This 

is how raw resources are turned into finished products. 

 

Production Quality: 
 

The degree to which a product is manufactured to conform to its original design specifications 

is known as production quality, also known as manufacturing quality. Before production starts, 

designers choose how their items should function and look. 

 

Quality control in garment manufacturing technology: 
 

Quality control is used throughout the whole clothing manufacturing process, from the early 

stage of locating raw materials to the stage of the finished product. In the clothing sector, 

quality control is a laborious and intricate process. In the production of clothing, quality control 

is done in many phases. They are listed below:  

 
1. Quality control before manufacturing  

2. Production-related quality control  

3. Last examination  

4. Quality assurance in the creation of a sampling strategy  

5. Evaluation of post-production quality  
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Commercial Department 

 
2.1.11 Bill of Lading 

 

 
 

Figure 1.2 Bill of Lading 

 

The goods being carried, their amount, and their ultimate destination are detailed in a legally 

binding contract known as a bill of lading, which is entered into between the shipper and the 

carrier. In addition to being a receipt for shipment, the bill of lading confirms when the items 

have arrived at their destination. 

A "bill of lading" consists of the terms "bill" and "lading," which mean the total amount due 

for the services provided and the loading of goods into a ship or other form of transportation, 

in that order. A bill of lading is an official document that confirms the loading of particular 
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commodities onto a ship for shipment to a specified location, with the express purpose of 

delivering those items to a well-known exporter. A transportation business or carrier provides 

it to you.  

 

Bills of exchange include the following information: 
 

• Shipper  

• Consigner  

• Notify party  

• Shipping line  

• Delivery agent  

• Port of loading  

• Port of discharge  

• Fright place  

• Main mark  

• Container no  

• Seal no  

• Size  

• Mode  

• Quantity  

• Weigh 

 

Types of Bill of Lading 

 
1. Straight BL 

 

A straight bill of lading is an irrevocable document used mostly for products that have been 

fully paid for before delivery. 

 

2. Memo BL 

 

The carrier or agent may provide a Memo Bill of Lading as a temporary receipt until the 

complete Bill of Lading is issued; this document is non-negotiable and provides limited 

information about the cargo. 

 

3. Express BL 

 

In an express bill of lading (BL), the carrier must only deliver the goods to the specified 

consignee; no original bills of lading (OBL) are issued. 

 

4. Sea way BL 

 

The parties to a Seaway Bill are the shipper and the freight business. Seaway Bills are shipping 

documents that serve as receipts against shipments, whereas Bills of Lading also provide 

ownership title. The shipper, or consignor, receives an SWB from an ocean carrier in this case. 
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2.1.12 Packing List 

 
The quantity, description, and weight of each item are included in the itemized list that is 

typically sent with every shipment. Designed and sent by the shipper to the recipient for precise 

product counts during shipment. 

 

Figure 1.3 Packing List 

 

The information given in the packing list is as follows: 

 

• Exporter name  

• Applicant name  

• Invoice no  

• L/C no  

• Expo no  

• Payment date  

• Port of loading  

• Transportation to  

• Final destination  

• Shipment way  

• Description of goods  

• Assortment  

• Cartoon quantity  

• Cartoon no  

• Cartoon measurement  

• Authorized signature 
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Detailed packing list: The Detailed Packing List describes the contents of a shipment. 

 

2.1.14 Lab Test Report 

 
To guarantee the items are of the greatest quality and free of harmful substances, insects, and 

metal objects, a lab test must be conducted before shipment. The lab test will be carried out 

and tested by the buyer-approved lab under the buyer's specifications. 

 

 
 

Figure 1.4 Lab Report 
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Figure 1.5 Lab Report 

 
 

Figure 1.6 Lab Report 
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Ernsting's Family 

 
2.1.15 History of Ernsting's family 
 

Ernsting's family is one of the biggest cross-channel suppliers in the German textile retail 

industry, with over 12,000 workers, 1,800 outlets, and a strong online presence. Kurt Ernsting 

started the Coesfeld-based business in 1968 and provides apparel, linen, accessories, home 

goods, and lifestyle items for the entire family. 

 

 

 

Logo 
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METHODOLOGY 

Data Getting  
 

Data collecting has done several approaches. Working in the merchandising division, I 

gathered information from several sources and handled Ernsting's family orders. 

 

 Primary sources: One of the main sources is working with staff members and in-person 

meetings conducted under an open-ended survey. We communicated politely with the 

merchandising department, worked maximum hours during the internment period, and 

gathered a lot of data and information. 

 

 Secondary sources include firm websites, brochures, outlets, other research studies, 

literatures and publications, the internet, and so on. Online, we gathered a lot of material 

regarding the customer. 

 

 Observation: I watched their working technique and gathered various data and samples 

after following the daily business schedule of the company. 

 

Audit Report 
3.2.1 Facility Profile  

 
Audits come in two flavors, technical and social. It is quite crucial to obtain a new order. The 

factory will not receive new orders if it does not pass during audit season. Denimic Limited 

worries greatly about its Social and Technical Audit. 

 

3.2.2 Facility Performance Summery 
 

 
 

Figure 1.7 Facility Performance Summery 
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Order/Quotations File 
 

Denimic Limited sent me a technical pack sheet. Style specifics abound on this spec sheet.  

Following the below-stated specifications. 

✓ Brand- Ernsting's family  

✓ Product Type- Denim Full Pant 

✓ Style Number- 827545 

✓ Style Description- Ladies Chino Pant  

✓ Designer- Mandy-Elaine Rosier  

✓ Color details- Green Dusty Light , Black, White Dusty Light  

✓ Artwork 

 

 
Figure 1.7 TechPack 
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Figure 1.8 TechPack 

 

 
Figure 1.9 TechPack 
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Figure 1.10 TechPack 
 

 
 

Figure 2.1 TechPack 
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Figure 2.2 TechPack 

 

 
Figure 2.3 TechPack 
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Figure 2.4 TechPack 
 

 
 Figure 2.5 TechPack 
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Figure 2.6 TechPack 

 

 

 
 

 Figure 2.7 TechPack 
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Figure: 2.8 TechPack 

 

 

Standard Minute Value (SMV) 

 
The Standard Minute Value refers to the amount of time it takes for a skilled worker operating 

at a "Standard Performance" level to complete a specific task. The SMV has supplementary 

provisions for rest and leisure, machine downtime, and expected unforeseen circumstances. 

 

DENIMIC LIMITED SMV FOR BOTTOM PART 

 

Figure: 2.9 SMV of Bottom Part 
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Comprehensive explanation of the SMV is standard minute value. The term refers to the 

allocated duration for completing a task without causing any delays. It is alternatively referred 

to as Standard Allocated Minute (SAM). 

 

The Industrial Engineering section computed the Standard Minute Value (SMV) for this 

particular style. We retrieve it from them. We have calculated the overall Standard Minute 

Value (SMV) for this particular style. 

 

The overall SMV (Social Market Value) for this is 6.62. 
 

 
 

Figure: 2.10 SMV of Bottom Part 

 

The total number of machines needed is 29. In this case, we needed two flat lock machines, 

seven overlock machines, and ten single-needle machines. 
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Costing Sheet 
 

 
Figure: 3.1 Costing Sheet 

 

3.2.3 Cost Analyses  

 

 
 

Figure: 3.2 Cost Analyses 
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3.2.4 Bill of Material 

 
It is essentially a compilation of unprocessed components that must be obtained to produce the 

outfits. It is recommended to gather all of the necessary supplies and get everything ready 

before beginning to make the clothing. 

 
 

Figure: 3.3 Bill of Material 
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Accessories and Trims Requisition Sheet 

 

 

 
Figure: 3.4 Accessories and Trims Requisition Sheet 

 

 
 

Figure: 3.5 Accessories and Trims Requisition Sheet 
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Purchase Order Sheet 

 
A simple definition of a purchase order sheet is a written sales contract that specifies the exact 

goods to be bussed from one vendor to another. The purchase contract is the initial formal offer 

from a buyer to a seller outlining the goods and services to be purchased, the quantities to be 

purchased, and the agreed upon price. Varieties of P.O. sheets shaped according to purchasers' 

desires in terms of color and size may be included in a purchase agreement. 

 

 
 

Figure: 3.6 Purchase order Sheet 

 

 
 

 

Figure3. 7: Purchase order Sheet 
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3.2.5 The Buyer Include PO Sheet followings  
 

 PO no/date  

 Buyer/Consignee  

 Order no  

 Measurement  

 The description of the garment  

 L/C date  

 End date within which shipment to reach the destination.  

 Sign and seal  

 Order validity date 

 

Buyer Comment 

 
A textile buyer comment refers to an assessment of a textile product or fabric provided by a 

consumer. This can be subject to criticism: 

 

During the early phase of an order, it is customary to perform a sample evaluation.  

 

 To assess if the sample fulfills its specifications, such as color, weight, weave, and 

drape, the buyer will provide feedback on it.  

 When discussing the fabric's quality, the critic may focus on its construction or 

highlight any imperfections.  

 The buyer can provide input on the reasonableness of the cost of the fabric's quality.  

 The promptness of fabric supply can be inferred in this context. 

 

 

 
 

Figure3.8: CS Sample Comments 
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3.2.6 CS Sample Comment 

 

 
Figure3.9: CS Sample Comments 

 

 
 

Figure3.10: CS Sample Comments 
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Size Set Sample 
 
The primary objective of the size set sample is to assess the practicality of producing clothing 

in various sizes. The size set example is created using real fabric and embellishing techniques. 

The Cutting Department will calculate the necessary size pattern corrections for bulk 

production based on the shrinkage data of the size set Sample.  

 

 

 
 

Figure 4.1: Size Set Sample Comment 
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Sample Test Report 

 
 

 
 

 

Figure 4.2: Sample Test Report 
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Production Planning 

 
The clothing business relies heavily on the production planning department. The garment 

industry's regulating characteristic is production planning. It details every step of the procedure 

to ensure products are delivered on schedule. Therefore, production planning entails regulating 

time is the determining factor in the production and manufacturing processes. Within the 

allotted time frame, the planning section does prepare for each manner of order execution. The 

clothing business must adhere to every work schedule since without one, they cannot sustain 

themselves. The production plan department adheres to the production schedule based on the 

delivery date of each order. When it comes to in-house fabric and trim production, they are 

well-informed. To a lesser extent, both domestic and foreign sources provide the fabric and 

embellishments. As a result, the option's delivery date forms the basis of their planning. What 

is the seller's present position? And how can a customer evaluate the vendor based on shipping 

percentage? The production planning department is so required to carry out a number of critical 

duties, including the following:  

 

 

 Capacity planning.  

 Time & Action (TNA)  

 Scheduling.  

 PP meeting.  

 Order Allocation.  

 Man power & M/C allocation.  

 Execution Of every task.  

 Materials planning & In-house follow-up.  

 Delivery Meet 
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Pre-production Meeting (PPM) 

 
To say "PP Meeting," you say "Pre-Production meeting." Before big production in the clothing 

sector, the PP meeting is a very important one. The production planning department checks 

with the store and merchandising department to see the state of a certain style of fabric and 

trims. If everything is okay, they work together with all the departments that are involved, like 

quality control, cutting, finishing, merchandising, and customer representatives, to make sure 

that everyone understands how to make a certain style. Before the PP meeting, they can look 

over the production file, trim card, and ready-size set to make sure everything is okay. The 

plant sets up the Pre-Production meeting. Most of the time, though, it can be held at a house or 

liaison office. A merchandiser tells everyone who works with orders about the PP meeting plan. 

A quality manager (QC) in the clothing industry ran the PP meeting. 

3.2.7 PP Meeting Arrange for Buyer Ernsting's family 

 
 

Figure 4.3: Attended Person on PP Meeting 
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RS Rack Sample Submission 

 
This is similar to a PP sample. It's generally taken from the first bulk and shows the whole 

fabric, embellishments, trims, accessories, and so on.  

 

The RS sample, on the other hand, is sent in with all the finishing materials because it will be 

shown in the store. 

 

If RS agrees, the garment's PO can be used for the inspection offer and shipping.  

 

 

Shipping Order 

 

Figure 4.4: Shipping Order 
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CHAPTER-04 
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RESULT & DISCUSSION 
 

 

Audit Summary 

 
The term "audit" refers to the process by which a company's income, cash flow, and balance 

sheets are checked for accuracy. Financial statements are more likely to be accurate when 

audited, which gives regulators and investors more faith in Denimic Limited. 

 

 
 

Figure 4.5: Audit Summary 

 
4.1.1 Performance Rating in Bar Chart  
 

 
 

 

Figure4.6: Performance Rating 
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Costing 
 

Previously we obtained that, the term "costing" refers to the steps used in the fashion industry 

to estimate and ultimately determine the overall cost of making a product. In most cases, it 

covers things like raw material cost, garment fabrication, trimmings, packaging, shipping, 

operational expenses, and labor. 

 

Chart of a Final Costing Calculation  

 
Cost Name $/pcs $/dz 
Fabric Cost 2.125 25.5 
Trim Cost 0.633 7.6 
Cons. Pack 0.60 7.2 
Labor Cost 1.845 22.15 
Over heads 0.241 2.9 
Final FOB in US 5.49 6.88 
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CHAPTER-05 
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CONCLUSION 
 

I have done my project from DENIMIC LIMITED. I have learned a lot of things about 

Merchandising. After completing the project now I know about merchandising processes like 

Technical files, Sample development stages, Consumption calculations, Costing, Order sheets, 

TNA, PP Meetings, Quality, PSI, L/C, buyer negotiation, and so on. At first, we collected the 

Tech file. Then the goods we developed were Baby Leggings and color. The buyer was 

Ernsting's family. Total order quantity was 12595pics. The fabric was 5*2 Rib. Costing for 

the garments is $30.96$ per dozen. The buyer lead time was 60 days. Plan lead time 58 days. 

This order term was FOB and shipment to Chittagong. 
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