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Big stock lifts
bring liquidator
bulk business

HEN LIQUIDATOR Mi-
chael Brooks talks about
“the big lift,” he’s not
talking about Berlin, or even the
Wonderbra. He's referring to a
guerrilla sales tactic in which one
supplier buys up—or “lifts"—a
store’s entire inventory of a com-
petitor’s product off the shelves and
replaces 1t with its own. It's an ex-
pensive but effective way of buying
market share. And the
increasing use of the
tactic is creating a lot of
business for companies
like International Pur-
chase Systems Inc.,

Mr. Brooks’ firm.
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When a supplier
lifts a competitor’s
stock out of, say, Wal-
Mart stores, it turns to
a liquidator to sell the
merchandise.

Traditonally, lig-
uidators have made a

living selling inventory left behind
when a business closed, went bank-
rupt, or bet on the wrong product
line. But last year, fully 40% of
Elmstord-based 1PS’ $6 million in
sales came from stock lifts. Mr.
Brooks predicts that they will ac-
count for more of his profits as the
strategy catches on outside the
hardware business, where it’s been
SOP for decades.

“I just got a call from a pet sup-
ply manufacturer who's interested
in a big lift,” says Mr. Brooks. Oth-
er ripe retail segments: housewares,
office furniture and lighting.

—LISA GOFF
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