
Norfolk Sporting Good Purchase
Merchandise With A Catalog Price Of
$12.530. The Retailer Receive A 31%

Understanding the Basics of Merchandise Pricing and
Retailer Discounts

The Significance of Catalog Price
The catalog price of merchandise serves as the initial reference point for both retailers and
consumers. For Norfolk Sporting Goods, the listed catalog price of $12.530 (which likely indicates a
typo or formatting issue and probably should be $12.53) is the baseline from which discounts and
profit margins are calculated. This price reflects the manufacturer's suggested retail price (MSRP)
or wholesale price, depending on the context. Retailers often leverage such catalog prices to
determine their purchasing strategies, pricing tactics, and profit margins.

The Role of Retailer Discounts
A retailer discount, such as the 31% offered in this scenario, is a crucial component of the supply
chain. It allows retailers to acquire merchandise at a lower cost than the catalog price, thereby
creating room for profit upon sale. Understanding how to compute the actual purchase price after
applying the discount is essential for effective inventory and financial management.

Calculating the Purchase Price After Discount

Step-by-Step Calculation
Given:
- Catalog Price = $12.53
- Discount Percentage = 31%

To determine the purchase price:

1. Convert the discount percentage into a decimal:
- 31% = 0.31

2. Calculate the discount amount:
- Discount Amount = Catalog Price × Discount
- Discount Amount = $12.53 × 0.31
- Discount Amount ≈ $3.88



3. Deduct the discount from the catalog price:
- Purchase Price = Catalog Price - Discount Amount
- Purchase Price = $12.53 - $3.88
- Purchase Price ≈ $8.65

Final Purchase Price: Approximately $8.65

Implications for Retailers
This calculation indicates that Norfolk Sporting Goods can purchase each unit at around $8.65,
which is significantly lower than the catalog price. This margin provides the retailer with flexibility
to set retail prices that are attractive to consumers while maintaining healthy profit margins.

Profit Margin Analysis

Determining Retail Pricing Strategies
Once the purchase price is established, retailers decide on a markup percentage to set the final
retail price. Typical retail markups vary across industries but generally range from 30% to 50% for
sporting goods.

For example, if Norfolk Sporting Goods aims for a 40% markup:

- Retail Price = Purchase Price × (1 + Markup Percentage)
- Retail Price = $8.65 × (1 + 0.40)
- Retail Price = $8.65 × 1.40
- Retail Price ≈ $12.11

This retail price aligns closely with the original catalog price, allowing the retailer to remain
competitive while ensuring profitability.

Calculating Profit Margins
Profit per unit can be calculated as:

- Profit = Retail Price - Purchase Price
- Using the above figures:
- Profit = $12.11 - $8.65 ≈ $3.46

The profit margin percentage is:

- Profit Margin = (Profit / Retail Price) × 100
- Profit Margin ≈ ($3.46 / $12.11) × 100 ≈ 28.6%

This margin is within a typical range for sporting goods, indicating a healthy profit.



Broader Business Implications

Inventory Management and Stock Turnover
Understanding the purchase price and profit margins allows Norfolk Sporting Goods to optimize
inventory:

- Maintain sufficient stock to meet demand without overstocking.
- Use sales data to adjust pricing strategies.
- Offer promotions or discounts to accelerate turnover if necessary.

Competitive Pricing and Market Positioning
Accurate calculations of costs and margins enable the retailer to:

- Price competitively against other sporting goods stores.
- Maintain profitability despite market fluctuations.
- Adjust retail pricing in response to competitor pricing or seasonal trends.

Additional Factors Affecting Merchandise Purchase and
Pricing

Bulk Purchasing and Volume Discounts
Retailers often negotiate better discounts for larger orders. For example:

- Ordering in bulk might increase the discount from 31% to 35% or higher.
- Larger discounts reduce the purchase price further, increasing profit margins.

Seasonal and Promotional Pricing Strategies
Retailers may:

- Offer discounts during sales events to attract customers.
- Use promotional pricing to clear inventory or introduce new products.
- Adjust retail prices based on demand elasticity.

Cost Considerations Beyond the Catalog Price
Additional costs impact profitability, including:

- Shipping and handling fees
- Storage and warehousing costs



- Marketing and promotional expenses
- Taxes and duties

Accurately accounting for these ensures comprehensive profit analysis.

Conclusion: Strategic Purchasing and Pricing for
Norfolk Sporting Goods

Understanding the initial catalog price of $12.53 and the 31% retailer discount provides a
foundation for effective procurement and pricing strategies. By calculating the actual purchase price
at approximately $8.65, Norfolk Sporting Goods can determine optimal retail prices that balance
competitiveness with profitability. Incorporating markup strategies, considering additional costs,
and leveraging volume discounts can further enhance margins. Ultimately, a thorough grasp of these
financial principles enables the retailer to operate efficiently, respond adeptly to market changes,
and sustain long-term success in the competitive sporting goods industry.

Frequently Asked Questions

What is the catalog price of the Norfolk sporting goods
merchandise?
The catalog price of the merchandise is $12.530.

What percentage discount does the retailer receive on Norfolk
sporting goods merchandise?
The retailer receives a 31% discount.

How much does the retailer pay after applying the 31%
discount to the catalog price?
The retailer pays approximately $8.63 after the discount.

How is the discount amount calculated on the catalog price?
The discount amount is calculated by multiplying the catalog price by 31%, which equals about
$3.90.

Is the catalog price of $12.530 in dollars or another currency?
The catalog price is in dollars, indicating $12.53.



Why do retailers purchase merchandise at a discount from the
catalog price?
Retailers purchase at a discount to increase profit margins when selling the merchandise.

What is the total discount amount on the Norfolk sporting
goods merchandise?
The total discount amount is approximately $3.90.

How can retailers use catalog pricing to determine their
selling price?
Retailers can add markup to the discounted price to set their selling price and ensure profitability.

Are there any additional costs involved in purchasing Norfolk
sporting goods merchandise besides the discounted price?
Additional costs may include taxes, shipping, and handling fees, depending on the purchase terms.

What advantages do retailers have by purchasing merchandise
with a 31% discount from the catalog price?
The discount allows retailers to improve profit margins, offer competitive pricing, and increase sales
volume.

Additional Resources
Norfolk Sporting Good Purchase Merchandise With A Catalog Price Of $12.530. The Retailer
Receive A 31% discount, making this an excellent opportunity for retailers looking to optimize their
inventory procurement strategies. Whether you're a seasoned sporting goods retailer or just starting
to expand your product lines, understanding how discounts influence your purchasing costs is
essential. This article provides a comprehensive guide to navigating such discounts, calculating your
final purchase price, and leveraging this information to maximize profit margins and customer
satisfaction.

---

Understanding the Basics: Catalog Price and Retailer
Discount

Before diving into calculations and strategic planning, let’s clarify the key terms involved:



- Catalog Price: The listed or standard price of merchandise as provided by the manufacturer or
wholesaler. In this case, $12.530 (or $12.53 when rounded).
- Retailer Discount: The percentage reduction offered by the supplier to the retailer. Here, 31%.

The main goal is to determine the actual purchase price after applying the discount, which directly
impacts your profit margins.

---

Calculating the Purchase Price After Discount

The process of figuring out what a retailer pays after a discount is straightforward but essential.
Here's a step-by-step guide:

Step 1: Convert the Percentage Discount to a Decimal

To perform calculations, convert 31% into decimal form:

- 31% = 0.31

Step 2: Calculate the Discount Amount

Multiply the catalog price by the discount decimal:

- Discount Amount = Catalog Price × Discount Rate
- Discount Amount = $12.53 × 0.31 ≈ $3.8783

Step 3: Determine the Final Purchase Price

Subtract the discount amount from the catalog price:

- Purchase Price = Catalog Price – Discount Amount
- Purchase Price ≈ $12.53 – $3.8783 ≈ $8.6517

Rounded Result: Approximately $8.65

Summary Table:

| Step | Calculation | Result |
|---------|------------------------|---------|
| Catalog Price | $12.53 | $12.53 |
| Discount Rate | 31% | 0.31 |
| Discount Amount | $12.53 × 0.31 | ≈ $3.88 |



| Purchase Price | $12.53 – $3.88 | ≈ $8.65 |

---

Implications for Retailers: Profit Margins and Pricing
Strategies

Knowing your purchase price is fundamental for setting retail prices and ensuring profitability.

1. Calculating Gross Profit Margin

Assuming you want to maintain a specific markup, understanding your gross profit margin based on
the discounted purchase price is vital. For example, if you plan to sell this item at $15:

- Gross Profit = Retail Price – Purchase Price
- Gross Profit = $15.00 – $8.65 = $6.35

Gross Profit Margin = (Gross Profit / Retail Price) × 100

- Margin ≈ ($6.35 / $15) × 100 ≈ 42.33%

This margin indicates a healthy profit, assuming operational costs are covered elsewhere.

2. Setting Competitive Retail Prices

While the discounted purchase price provides flexibility, market competition and customer
expectations influence retail pricing. Strategies include:

- Keystone Pricing: Doubling the purchase price for a 50% markup.
- Market-Based Pricing: Adjusting based on competitors' prices.
- Value-Based Pricing: Setting prices based on perceived value or brand positioning.

3. Managing Inventory and Turnover

With a lower purchase price, retailers can:

- Offer competitive discounts to customers.
- Increase profit margins on each sale.
- Reinvest savings into marketing or expanding inventory.

---



Additional Factors to Consider When Purchasing
Sporting Goods

While the discount rate is attractive, several other factors affect the overall purchasing decision:

1. Minimum Order Quantities and Terms

Manufacturers or wholesalers may require minimum order quantities, which could impact your
buying strategy.

2. Shipping and Handling Costs

Additional costs may reduce the effective discount benefit. Always factor in freight charges, duties,
or taxes.

3. Product Quality and Brand Reputation

Ensure the merchandise meets quality standards to reduce returns and maintain customer
satisfaction.

4. Seasonality and Market Demand

Timing your purchases around peak seasons can maximize sales and inventory turnover.

5. Return and Exchange Policies

Understand the policies for unsold or defective goods to mitigate risks.

---

Strategic Tips for Retailers Leveraging Discounted
Sporting Goods

To make the most of the 31% discount on catalog merchandise:

- Bulk Purchasing: Take advantage of volume discounts and negotiate better terms.
- Bundle Offers: Package related products to increase average transaction value.



- Promotional Campaigns: Use discounted items in sales events to attract customers.
- Inventory Planning: Forecast demand to avoid overstocking or stockouts.
- Brand Diversification: Combine discounted merchandise with higher-margin items.

---

Conclusion: Maximizing Value from Discounted
Sporting Goods

The opportunity to purchase sporting goods at a significant discount, such as Norfolk Sporting Good
Purchase Merchandise With A Catalog Price Of $12.530. The Retailer Receive A 31%, can be
instrumental in boosting your retail operation's profitability. By accurately calculating your purchase
price, understanding your margins, and strategically planning your inventory and pricing, you can
enhance your competitive edge and increase customer satisfaction. Remember, success lies not just
in securing discounts but in leveraging them effectively to offer quality products at value-driven
prices.

---

Final Thoughts:

- Always verify the total landed cost, including shipping and taxes.
- Keep abreast of market trends to adjust your pricing strategy accordingly.
- Use the discount as a leverage point in negotiations and promotional campaigns.

By applying these principles, retailers can turn an attractive discount into a sustainable profit
engine, ensuring long-term success in the competitive sporting goods market.
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