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The process of selling / buying made to measure clothes

Looking at the selling process for made to measure garment we have to diffenrentiate between first time customers and repetitive buyers. 

Following the AlFerano experience we have a selling process with first time customers that includes the following steps:

0. Short explanation of concept and process

What is made to measure?

What is AlFerano/ISHTAR?

How long does it take?...

1. Analysis of buying purpose

What is the customer looking for: a wedding suit or a leisure shirt?

· check out the situation and the specific need

2. Analysis of reference levels in terms of looks and pricing

What kind of brands does the customer usually wear?

What kind of look is he looking for (classic, modern-classic, avantgarde ...)

How much is he willing to pay?

3. Choose the basic model/manufacturer, basic size
AlFerano works with several different manufacturers that differ in terms of look and pricing.

· now we define the basic look of the garment (silhouette)

4. Take the customers individual measures
Now that we have defined the model, basic size and the look to achieve, we can take the individual measures (absolute and relative)

5. Define options and other individual characteristics
Pockets, inner lining, vents ....

6. Choose fabric

Now that we learned so much about the customer, we can choose the fabric (of course together).

There are so many fabrics that we have to make an intelligent preselection

7.  Choose shirts, ties ... 

Someone buying a suit is inclined to also buy some shirts and or accessories. Ties can be sold when delivering the ready garment, but made to measure shirts also need some time, therefore we have to do it now.

8. Recap of the chosen garments

We explain the order, how long it will take, the order sum, our delivery service and our satisfaction guarantee (the customer pays only when completely satisfied (not feasible with Internet!))

9. Delivery and (smaller) adaptations

