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Executive Summary

For modern retailers, the definition of "success" has expanded. It is no longer

just about sales velocity. It’s about the lifecycle management of every unit in

inventory. As returns and surplus stock swell, the traditional liquidation model

characterized by opaque bulk sales and domestic brand dilution is no longer

sufficient.

This white paper explores a modernized approach to closeout and surplus

management. By coupling a vetted, global buyer network with proprietary

technology built to increase transparency, retailers can transform excess

inventory from a distressing cost center into a strategic asset. This "dual-layer

protection" model ensures that while inventory moves fast, brand value remains

immovable.
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THE CURRENT LANDSCAPE: THE "SILENT" PROFIT KILLER

At NRF Rev and related events, the industry discusses the mechanics of returns,

but the financial reality of surplus and closeout inventory is equally critical. This

is especially true for private label brands. Retailers invest major capital into

building consumer trust and brand positioning for their owned brands. When this

inventory – or any inventory – stagnates, retailers face two primary risks:

1.Financial Erosion: Holding costs — including warehousing, insurance, and

depreciation — eat into margins daily.

2.Brand Erosion: The traditional "dump" method of liquidation often results in

premium private label brands and other closeout goods resurfacing in

discount bins or unauthorized channels next door to full-price inventory. This

cannibalizes sales and damages consumer perception.



RETAILERS NEED A COMPREHENSIVE SOLUTION THAT SOLVES THE LOGISTICS OF REMOVAL WITHOUT CREATING A
MARKETING NIGHTMARE.

THE SOLUTION: THE "RIVERO MODEL" OF INTELLIGENT LIQUIDATION

TO TURN REVERSE LOGISTICS INTO A TRUE REVENUE STRATEGY, RETAILERS MUST ADOPT A SOLUTION THAT OFFERS
REACH BEYOND THEIR PRIMARY MARKETS AND VISIBILITY INTO THE PROCESS. THIS APPROACH IS BUILT ON TWO

PILLARS:

PILLAR 1: THE INTERNATIONAL ADVANTAGE (BRAND PROTECTION VIA GEOGRAPHY)

THE SAFEST PLACE FOR YOUR DOMESTIC SURPLUS IS OFTEN ABROAD. BY LEVERAGING A ROBUST, INTERNATIONAL
BUYER NETWORK, RETAILERS CAN LIQUIDATE MASSIVE VOLUMES OF INVENTORY WITHOUT IT EVER COMPETING WITH

THEIR DOMESTIC FULL-PRICE CHANNELS.

- MARKET SEGMENTATION: WE MOVE CLOSEOUTS TO MARKETS WHERE YOUR BRAND PRESENCE IS DIFFERENT,
ENSURING ZERO CANNIBALIZATION OF YOUR CORE CUSTOMER BASE.

- VETTED BUYERS: ACCESS TO OVER 100+ GLOBAL CUSTOMERS WHO ARE LOOKING FOR CONSISTENT, BRAND-NAME
GOODS CREATES A STEADY PULSE OF DEMAND FOR YOUR SUPPLY.

- COMPLIANCE & SAFETY: NAVIGATING INTERNATIONAL LOGISTICS REQUIRES EXPERTISE. A MANAGED NETWORK
ENSURES GOODS DON'T JUST "DISAPPEAR" BUT ARE SOLD TO REPUTABLE END-USERS.+85%
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Retailers need a comprehensive solution that solves these problems without

creating headaches across their organization.

THE SOLUTION: THE "RIVERO MODEL" OF INTELLIGENT LIQUIDATION

To turn liquidation inventory into a true revenue generator, retailers need more

than a broker – they need a controlled ecosystem. Our approach is built on buyer

networks and technological systems that provide retailers with a reach beyond

their primary markets and visibility into the entire process. This approach is built

on two pillars:

Pillar 1: The International Advantage

The safest place for your domestic surplus – especially private label inventory –

is often abroad. By leveraging a robust international buyer network, retailers can

liquidate massive volumes of inventory, maintain the integrity of their brands,

and obtain global exposure in underserved markets. 

Market Segmentation: At Rivero, we move closeouts through our strategically

located facilities to international markets where your brand presence is

different, ensuring zero cannibalization of your core customer base.

Vetted Buyers: We have access to a global network of wholesale customers

who are looking for consistent, quality goods. This creates a steady pulse of

demand for your surplus inventory. 

Compliance & Safety: Navigating international logistics requires expertise. We

manage the end-to-end logistics and purchasing chain to ensure goods don't

just "disappear" but find their way to reputable end-users.

Pillar 2: Technology-Driven Transparency

Historically, liquidation has been a "black box" where goods leave the dock and

the retailer loses sight of them. This lack of data is a liability. The modern solution

requires advanced technology and commerce channels to offer real-time

visibility and reporting.
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Chain of Custody: We’ve built proprietary technology to track inventory from

the moment it is identified as surplus, through our operations, and to its final

destination and share this data with our retail partners. 

Trust Through Visibility: Retailers should never have to ask, "Where did my

product go?" Our systems and custom commerce platform provide the

answer proactively, ensuring transparency and control. 

STRATEGIC ALIGNMENT: REVERSE LOGISTICS AS REVENUE STRATEGY

Aligning with the core theme of NRF Rev 2026, this comprehensive model

changes the narrative of liquidation:

From "Loss Mitigation" to "Capital Recovery": By accessing international

markets where demand for U.S.-quality goods is high instead of landfilling or

saturating domestic channels, recovery rates stabilize and written-off

inventory turns into working capital.

From "Operational Headache" to "Turnkey Solution": A partner who handles

everything from facility decommissioning to international logistics allows

your internal teams to refocus on core retail operations and growth.

CONCLUSION

The future of reverse logistics isn’t finding a dumpster for bad inventory.

Retailers need to find a new market who values it as good inventory. Instead of

being the “end of life” for products, liquidation becomes a gateway to revenue

growth and international exposure. At Rivero, we’ve built an ecosystem of unique

solutions to help you solve this closeout puzzle with confidence.

ABOUT RIVERO

We turn excess into opportunity. Retailers trust us to protect their brand while

moving product fast. Buyers count on us for access to real deals on brand-name

goods. We deliver on both. Learn more at www.riveroco.com


