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ABSTRACT 

 

H&M, one of the world's leading fashion retailers. This thesis aims to provide an in-depth 

analysis of the merchandising procedure engaged by H&M, a globally renowned fashion retailer. 

Merchandising plays a crucial role in the success of retail businesses, determining their ability to 

meet consumer demands while maximizing profitability.  

  

The study investigates the key elements and strategies involved in H&M's merchandising 

process. By examining H&M's merchandising strategies, this study aims to provide valuable 

insights into the company's practices. We try to collect the all the documents of H&M Buyer to 

complete an order. 

 

The research methodology involves a combination of qualitative and quantitative approaches, 

incorporating interviews with key personnel, analysis of secondary data, and case studies. The 

findings will contribute to a deeper understanding of the dynamic retail industry and provide 

recommendations for enhancing the merchandising procedures of H&M. 
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INTRODUCTION 
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INTRODUCTION 

 

The garment sector in Bangladesh plays a vital role in the country's economy and is one of the 

largest contributors to its export earnings. Over the past few decades, the sector has experienced 

remarkable growth, making Bangladesh one of the leading apparel exporters in the world. 

 

The garment industry in Bangladesh had its start in the late 1970s with a few little factories. 

However, the sector quickly grew as a result of its low labor costs, supportive governmental 

regulations, and location advantage. Millions of employees, largely women, are employed by it 

today, and it considerably lowers poverty and empowers women in the nation. 

 

An important sector of Bangladesh's economy, the garment sector makes a substantial 

contribution to employment creation and economic growth.  

 

The success of Bangladesh's garment industry can be partly attributed to the country's cheap 

labor costs when compared to those of other significant manufacturing nations. Bangladesh's 

exports have significantly increased as a result of international garment brands and merchants 

choosing to purchase their items from Bangladesh. 

 

By enacting rules that support the garment industry's expansion, the government of Bangladesh 

has also played a significant role in boosting the sector.  

 

Bangladesh's garment industry has established itself as a major force in the global apparel market 

by providing competitive goods, fostering economic expansion, and pursuing ethical and 

sustainable business practices. 
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1.1 Aim of The Project 

 

The aim of this thesis is to conduct a comprehensive study on the merchandising process of 

H&M, one of the leading global fashion retailers. Analyzing How they carry out orders and 

deliver shipments, what are the business matters actions, etc. The primary goal of this project is 

to evaluate the merchandiser factory activities.  

 

➢ To become familiar with how factories and buying houses operate.  

 

➢ To learn about the factory's and the buying house's performance. 

 

➢ To put theoretical knowledge to use in the real world. 

 

 

 

 

 

 

 

 

 



4 
©Daffodil International University 

1.2 Objective of The Project 

 

These are the objectives of this report, in order. 

 

➢ To analyze the key components of H&M's merchandising process, including product 

assortment planning, sourcing, pricing, and inventory management. 

 

➢ To explore the role of sustainability in H&M's merchandising process and investigate 

initiatives taken by the company to promote sustainable fashion retail. 

 

➢ To Evaluate how H&M's merchandising tactics affect customer behavior, brand 

perception, and overall company performance 

 

➢ To gain knowledge about the RMG Sector.  

 

➢ To exercise factory Merchandising. 

 

➢ Commercial-related information is acquired. 

 

➢ Developing understanding of shipping procedures. 

 

➢ Must be able to identify the entire production and marketing processes. 
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➢ Obtain Knowledge about businesses connected to the RMG industry. 

 

➢ Must be familiar with the management techniques used in the apparel sector. 

 

➢ To determine the overall manufacturing system and merchandising. 

 

 

 

1.3 Scopes of The Project 

 

➢ We anticipate that this initiative will provide a means of learning merchandising, which 

will support future leadership in the textile and apparel industry. 

 

➢ Bangladesh is a developing nation, one that relies heavily on Its foreign exchange. The 

garment and textile industry generate between 75% and 80% of all foreign currency 

earnings.  

 

➢ The textile industry and its related industries employ a sizable number of merchandisers.  

 

➢ This project's goal is to combine our general education with other fields of study. 
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1.4 Limitation of The Project 

 

➢ Restrictions on access to confidential or private information. The Factory limits the 

release of some crucial information due to confidentiality.  

 

➢ Due to time restrictions, it might not be possible to fully capture the breadth and 

complexity of the merchandising process in the allotted period. 

 

➢ Limitations in obtaining comprehensive or accurate information about the merchandising 

process. 

 

➢ When gathering primary data, the merchandiser was conducting personal business. So, 

Information regarding the merchandising process cannot be obtained completely or 

accurately. 

 

 

➢ Not all of the office's concerned employees have been questioned. 
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CHAPTER 2 

 

LITERATURE REVIEW 
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2.1 Merchandising 

 

Planning the correct merchandise at the right time, in the right amount, and at the right price to 

suit the needs of the company's target consumer is the process of merchandising. 

 

The production of the garment products must be constantly monitored in the field of apparel 

marketing. The work is detailed and meticulous. It can be quite profitable if done correctly.  

 

It can be damaging if done with a lack of understanding, inadequate competence, and 

thoroughness. Since it is the merchandiser's responsibility to have the appropriate product, at the 

right time, in the right number, and in the right quality, they must constantly monitor production 

and keep in regular contact with the manufacturer in order to obtain the items that the customer 

requires. An apparel merchandiser's primary goal is to fulfill consumer needs. 

 

 

2.2 Flowchart of the Apparel Merchandising Process 

 

Received a detailed order from the buyer 

↓ 

Sample Development 

↓ 

Price negotiation with the Buyer 

↓ 

Confirmation of order and receive the order sheet 
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↓ 

Make buyer requirement sample (Fit, Proto, etc.) for approval 

↓ 

Submit a request for bulk fabric. 

↓ 

Make requisition for accessories 

↓ 

Swatch board making and approval 

↓ 

Raw material collection and also receive it in factory 

↓ 

Check and also listing 

↓ 

Make P.P (pre-production Sample) with all actual 

↓ 

Pre-production meeting 

↓ 

Start bulk production 

↓ 

Collect daily production and quality report 

↓ 

Make inspection by strong quality team 

↓ 
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Sample sent to third party testing center 

↓ 

Make final inspection for bulk production 

↓ 

Shipment 

↓ 

Send all documents to the Buyer 

↓ 

Receive payment from Bank 

 

 

 

2.3 Merchandiser 

 

The intermediary between the buyer and exporter is the merchandiser. From order analysis until 

shipment, he is in charge. Therefore, In the department of the apparel industry that is most 

valuable is merchandising.  

 

The merchandiser serves as a BRIDGE between businesses and consumers. He is responsible for 

managing every task, including purchasing the raw materials needed to complete the product, 

creating and finishing the garment, documenting the process, and sending the finished product. 

He is the one in charge of producing the item. A garment export unit typically has a number of 

departments, including stores, cutting, production, packaging, checking, etc. with the 

merchandising department serving as the connecting mechanism between all of them.  
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A merchandiser's responsibility is to coordinate with every office department and customer. A 

positive working relationship between the exporter and the buyer is established by the 

merchandiser. 

 

2.4 Types of Merchandisers 

 

There are three types of Merchandisers this are given below: 

 

2.4.1 Fashion Merchandiser 

 

Fashion merchandising includes all activities, including production merchandising and retail 

merchandising, beginning with fashion forecasting, design, and product creation, and ending 

with retail sales. The buyer will be responsible for getting take care of this. Retail items with 

decorative value, whether or not they also have useful worth, are considered fashion 

merchandise. Since all clothing items may be both decorative and practical, they make up the 

majority of fashion merchandise. 

 

Fashion merchandising is the collaborative planning and execution of presenting the proper 

fashion merchandise at the right time, place, and price, together with the appropriate quantity and 

sales promotion. The retail client and the designer are both major players in the fashion garment 

industry. 

2.4.2 Apparel Export Merchandising 

 

All the planning and activities involved beginning with the buyer communication and order 

receiving until the completion or shipment of the order by achieving the following factors (Six 

Rights) as per the definition of apparel export merchandising: 
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Right Products: Retailers need to stock their warehouses with the goods that consumers desire. 

 

Right place: The good's location is crucial since it influences accessibility. Many products are 

seasonal in nature; therefore, they must be available when they are most needed. 

 

Right time: Since numerous goods have a seasonal nature, they must be available when they are 

most required. 

 

Right Quantity: A profitable a balance between the amount of sales and the quantity of 

inventory is what is wanted. 

 

Right Price: The merchandiser has to figure out a cost that is at the same time low enough to be 

competitive with the market and high enough to make a profit for the store. 

 

Right Promotion: Proper promotion strikes the ideal balance between expenses and the 

customer attractiveness. 

 

 

2.4.3 Apparel Retail Merchandiser 

 

Cutting off just a portion of a bigger item or product and selling it to end users is known as retail 

business. Retail merchandising refers to all actions involved in selling goods or services directly 

to customers who will utilize them for non-commercial, personal purposes.  
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Retail merchandisers offer goods in smaller quantities and serve as a middleman between 

wholesalers and final consumers.  

A retailer generates the place, the timing, and the support staff needed to sell the products. He is 

also a marketer and a consumer. Because it is challenging, expensive, and time-consuming, the 

store is taking a risk by owning it. 

 

 

What a retail merchandiser does: 

 

➢ All customers receive personalized services from them. 

 

➢ They provide two-way information that flows in both directions, from producer to 

consumer. 

 

➢ They make it easier to grade and standardize products. 

 

➢ They handle the actual transportation and storage of products. 

 

➢ They gather collectively goods from many wholesalers and vendors. 

 

➢ They maintain a constant supply of goods to provide to customers. 

 

➢ They offer consumers financial facilities. 
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➢ They present window displays, events, and other things to generate demand. 

 

➢ Additionally, they engage in sales promotion activities. 

 

➢ By keeping inventory and giving consumers products, they accept risk. 

 

 

2.5 Eligibility of Merchandiser 

 

The following qualities make an effective merchandiser. To be a qualified merchandiser, a 

garment merchandiser needs to fulfill a number of requirements. Following is a discussion of 

those: 

 

Strong Communication Skills 

It's a crucial and primary factor in becoming a skilled merchandiser. It will be quite simple to 

finish an order if he or she can connect with the buyer and manufacturer with easily. 

 

Excellent English Language Ability 

The English language is incredibly important to the current generation for communicating with 

other people. An essential requirement for a merchandiser of garments is English ability. It 

allows effective communication between merchandisers of apparel and the customer. 
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Outstanding Products Knowledge 

Excellent product knowledge should have been a requirement for a skilled merchandiser of 

apparel. By doing so, he or she will be able to understand the buyer's accurate information about 

the product and offer the manufacturer's accurate information. 

 

Computer Proficient 

Virtual media is currently one of the simplest and most used ways to communicate with others. 

Computer skills are a need for a garment merchandiser because they are used for all types of 

record-keeping and database creation.  

 

Strong Consumption Calculation Skills 

A skilled merchandiser of garments has the necessary understanding of consumption calculations 

to profit from an order. Because achieving a profit of that level depends on proper consumption 

calculations. 

 

Excellent Factory Knowledge 

A garment merchandiser must maintain the factory's existing state before placing an order with 

it. If not, it will be extremely difficult to submit the order on time.  

Additionally, it will give the merchandiser a horrible impression. In order to be a qualified 

merchandiser, one must therefore maintain outstanding insight of the factory. 

 

Excellent convincing abilities 

Little issues will arise while processing an order, but they can all be resolved. When discussing 

these issues with the client and coming up with a suitable solution, a merchandiser of apparel 

should have had good abilities to convince. 
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The ability to make decisions quickly 

When a buyer is involved, a merchandiser of apparel might have to make crucial decisions 

regarding that order. This should take place quickly enough to avoid any interruptions to the 

conversion procedure' constant flow. In these situations, actual product and manufacturing 

abilities will aid a merchandiser in making the best choice. 

 

Potential for Teamwork 

Working well in a team or group is a key requirement for a merchandiser to be certified in the 

clothing industry. We must perform our duties as a team or group in a large corporation. when a 

team's individuals or members will be completely responsible for an order's success. 

 

Excellent insight of the worldwide marketplace 

We need to have sufficient knowledge of the global current market if we wish to be qualified 

merchandisers. A garment merchandiser's ability to make accurate pricing is important. 

 

Outstanding Analytical Capability 

An essential qualification for a qualified garment merchandiser is analytical quality. A 

comprehensive evaluation of the situation is necessary for predicting future supply and demand 

for items. 
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2.6 Work of a Merchandiser 

 

The work of a merchandiser can't be summarized in a single word.  A merchandiser is in charge 

of the entire procedure, from order taking through shipping. A merchandiser must collaborate 

with each department, even though the sample department only looks at sampling, the production 

team only looks at production issues, the quality team only thinks about quality issues, the 

washing department only focuses washing issues, and the commercial department only analyzes 

commercial concerns.  

However, for many of us, merchandising is an ideal occupation. We choose this career because 

of the diversity and the fantastic opportunities it offers for us to succeed.   

 

Without any further delay, let's examine what a merchandiser does:  

 

Interaction with the buyer 

If an organization has previously worked with an Established Buyer, they will initially mail a 

Style Sketch, trim sheet, and measurement sheet.  After receiving the file, one's first 

responsibility will be to review it and ask for clarification on all points so that later on, he or she 

may submit the ideal Costing and their Expected Development Sample. 

 

Interaction with suppliers 

After receiving all the buyer's clarifications, it will be our responsibility to contact the fabric and 

trim suppliers to obtain pricing for every item listed on the trim sheet and to gather the necessary 

sample yardage and trimmings for the development sample.  In addition, be aware of the 

Production Lead Time for certain items. 
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Costing and TNA 

Our responsibility will be to create the Costing & TNA (Time & Action Calendar) in accordance 

with the Price & Production Lead Time obtained from the suppliers and mail it to the buyer.  In 

this situation, we have to take considered the cost of the fabric and trimmings as well as any 

associated expenses, such as the prices of fabric consumption, CM (Cost of Making) charges, 

wash costs, lab test costs, commercial costs, and shipping costs. 

 

 

Sample development and preparation 

In addition to creating the costing, we must create the sample according with the buyer's sketch 

and trim sheet.  We must first generate a prototype or development sample.  Then, more samples 

with color treatments should be produced and supplied according with the buyer's comments and 

requirements. 

 

Fabric and Trims Booking 

After receiving the costing and development sample, the buyer will confirm the order. Booking 

the fabric will be our first activity following receipt of the order confirmation. In addition, we 

must schedule various trims with the approval of various trims or in accordance with the trim 

sheet. 

 

Sample Submission 

After order confirmation, we must send various samples, such as fit samples, marketing samples, 

and so on, depending on the demands of various purchasers.   
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Follow-up on Supply Chain and Commercial Activities 

Merchandising is all about follow up. A good merchandiser must be able to manage everything, 

follow up on tasks, and be a smart planner.  However, a lot of companies have a separate 

division called the supply chain department that, handles the work of the Commercial Activities 

& Material Inhouse. The merchandiser, will handle this significant responsibility in many 

Companies.  

 

A merchandiser's work is also production follow-up in a regular basis. 
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CHAPTER 3 

 

METHODOLOGY 
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3.1 Data Collection 

 

Different methods have been used to acquire data. We worked on the H&M Buyer in the 

merchandising department and gathered the data from various sources. The sources we have 

gathered the information are given below:  

 

Document Analysis: By Gathered relevant documents, such as tech packs, purchase orders, 

price quotation, merchandising manuals and internal communication with the employer, we get 

insight into H&M's merchandising procedures, organizational structure, and strategic objectives. 

 

Initial sources: Collaboration with employees and in-person interactions with staff members are 

the Initial sources. During our internship, we spent the majority of our time working in the 

merchandising department, initially there we got and gathered a lot of data and information. 

 

Additional sources: Additional sources we got Through the internet, we have gathered a lot of 

buyer-related information from Internet. 

 

Observation: We took the company's daily work schedule, watched how they worked, and 

collected a lot of information and samples. 

 

3.2 Previous Work 

 

"Report on Study on Issues That Hamper a Merchandiser's Workflow" It is one of the 

projects Rajat Roy & Shakib Hossain worked on. They are the students of Department of Textile 

Engineering; Daffodil International University & they work on it in 2021. The report's findings 
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included some issues like maintaining TNA planning, sourcing materials, scheduled purchasing, 

negotiating with suppliers, and market purchasing.  

They also mentioned some issues that hamper with a merchandiser's workflow and also offered 

recommendations in relation to them.  

 

In a different study entitled "Study on the Merchandising Procedure of Marks & Spencer 

(M&S) Buyer for Knit Items," which was published in 2019 by Md. Mahi Uddin & 

Asaduzzaman, they highlight the merchandising strategy adopted by the M&S Buyer at Interstoff 

Apparel Ltd. 

 

3.3 Audit 

 

Generally, there are two sorts of audits: Social audits and Technical audits. It has an important 

part to play in obtaining new orders. If an organization fails to get a passing grade during audit 

season, it won't receive new orders. Aboni Textile Ltd. is very concern about their Social & 

Technical Audit. They maintain confidentiality about their audit report. Regarding their audit 

report, they uphold privacy, as a result, we were unable to gather the Audit report. 
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3.4 Enquiry Sheet of H&M for a specific order 
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3.5 Sample Development  

 

There are different types of sample are developed in the factory according to the buyer 

requirements. Generally, H&M Buyer are asked to develop the below sample: 

 

➢ Quotation Sample 

 

➢ Size set Sample 

 

 

➢ Counter Sample 

 

➢ Production Sample  

 

 

➢ License Sample  

 

➢ Reference etc.   
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3.6 Consumption Calculation 

 

Here we have attached basic fabric & thread consumption formula. 
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3.7 Quotation of Price 
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3.8 Original PO Sheet & Tech Pack 
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3.9 TNA 
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3.10 Fabric & Accessories collection & Swatch Card 
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3.11 Production Planning  
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3.12 Pre-Production Meeting  

 

Here we have attached pre-productivity analyzing sheet which was discus in Pre-production 

meeting.  
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3.13 Lab Test 
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3.14 Production Follow Up (Inline Qc Report)  
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60 
©Daffodil International University 

3.15 Final Inspection  
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3.16 Delivery  
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3.17 Negotiation  
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CHAPTER 4 

 

RESULT & DISCUSSION 
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RESULT & DISCUSSION  

 

4.1 Findings  

 

Merchandising Techniques 

 

The study showed that H&M uses a fast-fashion marketing strategy, concentrating on offering 

fashionable apparel at reasonable prices to a variety of clients. Their marketing plan places a 

focus on regular product launches, a wide range of products, and prompt responsiveness to 

market trends. 

 

 

Merchandising Procedure 

 

Market research and trend analysis, product design and development, sourcing and supplier 

selection, assortment planning, purchasing and ordering, inventory management, and store 

allocation among all steps in the merchandising process at H&M. For immediate delivery and 

inventory restocking, the organization has created a highly effective and simplified approach. 
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Communication and Interaction 

 

In the merchandising process at H&M, effective teamwork and communication emerged as key 

components. The study discovered that efficient decision-making and product development are 

made possible by close coordination between the buying, planning, and design teams. For a 

supply chain to remain responsive and effective, regular contact with suppliers and logistical 

partners is also essential. 

 

 

Data analytics and technology 

 

For demand forecasting, inventory management, and assortment optimization, cutting-edge 

technology and software are used. The organization can use data analytics to track revenues, 

determine client preferences, and make data-driven decisions. 

 

 

4.2 Discussion 

 

The results of this study indicate how successful H&M's merchandising tactics and procedures 

are. H&M has been successful in fulfilling client needs effectively and maintaining competitive 

in the fast-moving fashion company by adopting a fast-fashion philosophy and putting a focus on 

collaboration, communication, and technology. Due to the company's focus on data-driven 

decision-making, they are able to manage their inventory more effectively and improve their 

product selection, which allows them avoid stockouts and markdowns. 
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Additionally, H&M's merchandising strategy advances its sustainability goals. The business 

focuses ethical business behavior, responsible sourcing, and circularity, which enables them to 

create apparel with little effect on the environment. H&M's capacity to react rapidly to market 

changes, modify their product lineup in keeping with shifting consumer preferences, and 

generate brand loyalty. 

 

 

 

However, other difficulties were observed as well, including balancing the needs of cost and 

quality and managing the complexity of the supply chain. To maintain the reliability and 

effectiveness of H&M's merchandising process, these issues need constant attention. 
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CHAPTER 5 

 

CONCLUSION 
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CONCLUSION 

 

By conducting a comprehensive study on the merchandising strategies employed by H&M, this 

study aims to add to the body of knowledge previously known in the field of retail management. 

In order to get a clear picture of the significance of the merchandising and marketing division of 

Aboni Textile Ltd. and the value of the H&M Buyer for the apparel sector, we tried to collect as 

much information as we could during our internship program.  

 

The company's guiding principle is to establish and sustain solid, reliable relationships with 

customers and suppliers. The investigation will reveal Aboni Textile Ltd.'s current H&M 

merchandising structure and practices. We have gained a lot of knowledge regarding 

Merchandising. After project completion, we are now aware of the retailing process of H&M 

Buyer. 
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