
IMPROVING BUSINESS PERFORMANCE

EDITORS’ NOTE Anita Garrison joined Active in 
1993 as a Merchandise Sales Representative, focus-
ing on soft goods, HBA, and luxury goods. In 1995, 
she was promoted to Vice President and, based on 
her contribution to the growth of the department, 
was named Senior Vice President in 2012. Before 
Active, Garrison worked in the fashion industry 
both in retail and wholesale at Howland/Steinbach, 
Macys, and Liz Claiborne (Hosiery Division).

What is your function within Active and how 
broad are the markets you serve?

Active’s Merchandise Sales team is respon-
sible for all aspects of the inventories we purchase 

from our clients. It begins when our sales team brings us potential inven-
tory. We review and analyze all the requirements associated with it.  A 
resale distribution plan is then created and given to the manufacturer for 
their approval.

Once approved, the team is responsible for fi nding a home for that 
inventory. We resell only into areas of distribution that the manufacturer 
allows. We may also suggest additional creative solutions to move the 
inventory.

Regardless of where the product is located or resold to, there is strict 
adherance to our clients guidelines and restrictions on protecting their 
brand. This is on a global basis.

Because of our combined experience, historical sales data, and mar-
ket intel, we will have a good feel prior as to where we’re going to sell 
the stock, and what the pricing will be. My Logistics staff will then work 
directly with the manufacturer to arrange shipment of the goods, in ac-
cordance with the terms of our buyers’ Purchase Orders.

Is the value that Active brings as a business solution well 
understood in the market?

Our clients see us as a top-of-the-line solution. If they can’t sell their 
stock off at full wholesale, they may have to move it as a promotional 
inventory to some of their fi rst-line customers or run through their own 
outlet stores to fi nd a home for it. Otherwise, they will look to resell it 
into the secondary market.

When selling into the off-price market, buyers from those retail chains 
look to obtain this inventory at a specifi c price that is much lower than the 
manufacturers wholesale. 

They need to maintain the retail that fi t into their customer base.
Manufacturers would end up having to take a hit against their whole-

sale if they were to sell to this market at the price they would need to pay.
When Active gets in the middle, we bring up the bottom line for 

the manufacturer through corporate trade.
What do retailers need to do to drive store traffi c, and will brick-

and-mortar continue be an important part of the process?
Buyers are bringing goods in much earlier and getting a jumpstart 

on how fast the stock will turn. We’re seeing seasonal promotions much 
earlier.

Any prior season’s clearance that remains in stores is getting larger 
markdowns taken earlier as retailers want to make room for the next hot 
items and the next big selling season.

Whether it is fi rst-line retailers or off-price discounters, everyone 
is promoting earlier and with deeper discounts. You’re going to see more 
reward programs, coupon specials, BOGOs, GWPs, and doorbusters.

As far as the future, consumers still want to touch and feel the quality 
of the merchandise.

I believe the off-price retailers are still going to be around for a very 
long time because they continue to push the “treasure hunt” mentality. It 
gives customers a reason to go back and shop their stores every week to 
see what is new and exciting, and they make it fun to shop regularly.•
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North America

United States
Active International 
Corporate Headquarters
One Blue Hill Plaza
Pearl River, NY 10965
Tel: 845-735-1700
Tel: 800-448-7233
Fax: 845-735-0717

Canada
Active Media Services Canada, Inc.
4100 Yonge Street
Suite 406, 4th Floor
Toronto, ON M2P 2B5
Tel: 416-226-8650
Fax: 416-225-7375

Latin America

Brazil
Active International do Brasil S.A.
Rua Flórida, 1703
10° andar - cj. 102 Brooklin
São Paulo/SP
CEP 04565-909
Tel: 55-11-4890-0101
Fax: 55-11-4890-0107 

Mexico
Active International 
Mexico S.A. de C.V.
Insurgentes Sur #1605
Piso 18
Col. San Jose Insurgentes
Mexico D.F. 03900
Tel: 52-55-8503-6300
Fax: 52-55-8503-6398

Europe

France
Active International (Europe) S.A.R.L.
64 Rue de Caumartin
75009 Paris
Tel: 331-4504-3290
Fax: 331-4072-6616 

Germany
Active International GmbH
Burggrafenstr.5
40545 Dusseldorf
Tel: 49-211-367-080
Fax: 49-211-367-0850

Hungary
Active Media Services
Central Europe Group
‘92 H Trading Enterprises
and Agency, LLC
Karinthy Frigyes Ut 9 
Floor: 4/1
H 1117 Budapest
Tel: 361-361-4030
Fax: 361-365-1412 

Poland
Active International 
Poland Sp. Z o.o.
Al. Ujazdowskie 26/8
00-478 Warszawa
Tel: 48-22-745-0120
Fax: 48-22-629-4523

Spain
Active International 
Corporate Trading Espana S.L.
Regus Cuzco IV
Paseo de la Castellana 141,
28046 Madrid Espana
Tel: 34-91-572-6855
Fax: 34-91-572-6621 

United Kingdom
Active International Ltd.
19th Floor
Centre Point 103 
New Oxford Street
London, WC1A 1DD
Tel: 44-207-520-6666
Fax: 44-207-520-6610

Asia Pacifi c

Australia
Active International 
Australia Pty Ltd.
Level 3, 140 Arthur Street
North Sydney, NSW 2060
Tel: 61-2-9466-9166
Fax: 61-2- 9466-9144

Suite 805, 1 Queens Road
Melbourne VIC 3004
Tel: 61-3-9863-8050
Fax: 61-3-9863-8053

China
Active International Beijing Ltd.
#703, 8 Wangfujing East Street
Beijing 100006
Tel: 86-5-813-8032
Fax: 86-5-813-8287

Japan
Active International LLC
Around Tokyo Bldg. 6/F
No.3-15-8, Nishi-Gotanda
Shinagawa-ku, Tokyo 141-0031
Tel: 81-3-6420-0695
Fax: 81-3-6420-0279 

Korea
Active International Inc. (Korea)
City Air Tower, Suite 2507
159-9 Samsung -dong,
Gangnam-Gu,
Seoul, 135-190
Tel: 82-2-2016-6091
Fax: 82-2-6499-0698

Global Locations
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