School Supply Industry Dealer Fact Sheet
· This is an extremely seasonal industry with 4-5 months of exceptional incoming revenue and 6-8 months of marginal revenues. Hint: choosing to target the toy and gift market during the holiday season can increase 4th quarter sales and minimize those marginal months.

· There is sometimes a misconception that running a school supply store is an “easy” type of business to open and sustain. The truth is school supply stores require a tremendous commitment on many levels.
· Start up costs can be as much as $250,000.00 depending on store size, beginning inventory, fixtures, store location etc. Start up funds should not be used for salaries if at all possible.
· If leasing a store location, lease terms can be anywhere from 3 to 5 years with deposit money being 1st and last months rent as a matter practice.
· Sales tax (if applicable in your state) and payroll tax payments are a couple of examples of taxes that are due on a monthly basis.
· Property taxes are paid annually on any and all property in a store at the end of a calendar year. This includes merchandise, fixtures and equipment.

· It is wise to have a contingency plan from the beginning just incase the business isn’t as successful as hoped. Any loan taken out to start the business will still need to be paid even if the store is unable to stay afloat beyond the length of the loan period.
· Insurance requirements and costs should be carefully investigated prior to start-up. These costs are significant and can be determined by many factors such as: location, store size, inventory levels, staffing and other factors.

· Stocking the store can be done in several ways. Inventory can be purchased through wholesalers or direct from the vendors. NSSEA can be an invaluable asset and source for contacting potential manufacturers and learning what to stock.

· Business plans and budgets should be determined as much as possible even though it is very hard to know what sales and income levels will be when the business gets up and running. 
· Marketing strategies should be developed for the area you plan to open in. Determine area schools, teacher training centers, churches, daycares and any organization that you might cater to.
None of these facts are stated to discourage anyone from pursuing the dream of owning their own business.  Running a school supply store can be an extremely rewarding business. A well run store often is a refuge for many teachers who simply want to do everything in their power to make the teaching experience better every day. These industry facts are made available to provide information that many of us wish we might have had when we started our own businesses. Please remember that NSSEA is the best resource for any and all information when you are considering a business in the school supply industry. Visit www.NSSEA.org for additional information.
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