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Mark R. Doyle Talks- - -

The Holiday Season is Upon Us!

. Withthebusy holiday
season fast approach-
ing, the good newsis
more shoppers in the
storesand hopefully a
lot more sales!
Unfortunately, theholiday seasona so
brings out more shoplifters and
seasonal/temp associates who are
likely not asengaged or committedto
the company as regular FT/PT
associates. So we need to be very
vigilantinour shrink/losscontrolsefforts
toensuretheextrasalesrealizedduring
thisseasondo not get cancelled out by

Anti-Shoplifting Basics- - -

higher losses. SeeJack’ sarticlebel ow
where hediscussesa few anti-shop-
lifting strategiesfor theholiday season.
Wealsohaveaninterestingarticleby
LarryMillerdiscussingseverd keysfor
run-ningalow shrink growthstore. And,
don’'tforgettosee TheBulletinBoard
(last page) for ararepic/poster of Jack
(yearsago) addressingfellowworkers
regarding an increasein shoplifting
duringthebusy 3monthholiday season.
L et’ sal makethisagreat andsuccessful
holiday seasonanddon’ tforgottofollow
usontheweb, Linkedln, Facebook and
Twitter. Until nextyear...$

Holiday Season Challenges

By Jack L. Hayes

Ah, thebusy (wehope) holiday season
israpidly approaching. With that in
mind, | thought it might be helpful to
offer afew refresher type pointerson
thingsthat any retailer candoto help
reducetheirvulnerability tolossesduring
the holiday season. | am not going to
recommend you runout and purchase
expensive CCTV, EAS, P.O.S,, or
other technology systems. Y es, these
typesof expenditures, whereneeded,
generally provideexcellent paybacks
onyour investment. Butthey may notbe
cost-effectiveifinstalledinevery store
without full researchand consideration

be given. So, with that said, | want to
pass along a few anti-shoplifting
“basics’ thatwill work.
Y ear after year shrink forecastsfocus
onapparel, electronics, andelectronic
accessoriesasbeingthemost desirable
and stolen items during the holiday
season. However, just keep in mind,
thatthieveswill steal whateverthey can
gettheirhandson, especidlyif thereisa
resalemarketfor what youcarry.
Will you be ready?
We just completed our 30" Annual
Retail Theft Survey. Not surprisingly,
shopliftingisleadingtheway. Overthe
past 10yearsshoplifter apprehensions
Continued on Page 4
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Did You Know

8 When shopping you' |l see pricesthat
endin“9” amost everywhere, but do
you know how the*“ 99 effect” (asitis
referred to) came about? It has been
suggested the “99 effect” was
introducedto curtail employeetheftin
the early part of the 20th century.
Why? It forced cashiers and sales
staff to open thetills for change thus
reducing the chances of them just
pocketing the money from the sale.
RTE Brainstorm

8 A recent survey revea edthefollowing
interesting facts:
* 54% of respondents stated that
External Theft was their most
concerning form of loss for
businesses.
* Only 29% of respondentswerevery
satisfied with their business’ current
approach to loss prevention.
* How often do companies conduct
reviewsof loss prevention strategies,
toolsand techniques?
- A few times plyear (36%)
- Once plyear (32%0
- Less than once plyear (17%)
- Monthly (11%)
- No Comment (4%)
. Respondents wanted to know more
about:
- Approaching a Shoplifter (43%)
- Credit Card Fraud Protection (37%)
- Managing inventory shrink (33%)
- Protecting M dse against theft (31%)
Shoplnsights - RCC 2018

88 Top 4 compliance concernsin 2018:
* Negligent Hiring (42%)
* EEOC issues (40%)
* Fair Credit Reporting Act (24%)
* Ban-the-Box Legislation (20%)
HireRight

Effective Use of Data - - -

Interpreted Analytics for Operations

Forget the Retail Ice Age news
headlines. Brick and Mortar isnot
dead. TopOperatorsuselnterpreted
Datatodeliver profitimprovement
answers to Store Operations and
Asset Protection Teams. I nterpreted
Data gives Store Managers,
Supervisors and AP Professionals
clear directiontosupportbest practice
executionwhichgrowssaes, reduces
ghrink|oss, mitigatesout of stock item
conditions, andimprovescashflow.

Hereare 6 Keysto Running aLow
Shrink Growth Store: Whenitcomes
torunning aProfitable Store, Store
Teamsmust understandthese6K eys
toManaging Inventory intheProfit
Optimization Supply Chain. These
Keysformthefoundationforachieving
P&L goals.

Where’s The Shrink?

\

VG- shrink “
Azn_'T 0%

1. Operations Excellence is
Circular: Stores Order, Receive,
Stock, Handle, Produce, Display, and
hopefully sell what they orderedand
receiveddaily. Thiscircular process
isaconstant at thecoreof runninga
profitablestore. The StoreM anager
andtheir teamhavetwofundamental
jobs—customer serviceexcellenceto
grow sales, andshrink preventionfor
profitoptimization.

2. SupportingPositiveSales: Much

iswrittenabout Salessolving Shrink
Loss, but inthismarket of strained

sales, shrink prevention remains a
challenge we must overcome. Here
aresomehepful tips:

- Inventory TURNS s Key! Buyers
need to buy for TURNS and stores
needtoorder for TURNS. Inventory
needstobemanagedbecauseafailure
to TURN hurts sales and weakens
gross margins. In over 80% of
companies, Managersand Department
L eadshavevery littleconsciousnessof
thevital roleof inventory TURNSInN
everything they do. Effectively
managed inventory TURNS create
cashflow, grow profit,improvelabor
efficiency, reduce shrink loss and
promotepositivemorale.

- KU Optimization/Rationalization
Thissubtle, butimportantissuehelps
promote sal es and storewide shrink
reduction. SKU Rationalizationgoes
2-ways. First, don’'t carry itemsthat
aren’'tselling. Second, besureevery
store’s Top 1000 Selling Items are
alwaysinstock. FMI and GMA report
out of stock items cost stores 1.8%-
3.0% in annual sales, customer
disappointment and el evated shrink
levels

3. Focuson Preventing Shrink: It
hasoftenbeensaid,“ Shrink Happens,”
or“ ShrinkisaCostof DoingBusiness.”
Shrink does happen, but excessive
shrinkis® caused.” Controlling Shrink
is everybody’s business. Every
Department Manager, every Store
Manager, every Product Specidistand
every Buyer.
Italwaysamazesmehoweasyitisto
reduce store shrink 10, 15, even
20% whenwemakeita TeamEffort.
4. Store Teamsmust betrained and
hel daccountabletoimplement proven

Continued on Page 5
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30th Annual Retail Theft Survey - - -

reported on

Additional Shrink Stats & Trends
By MarkR.Doyle

In the Summer 2018 (Vol. 33, No. 3)
issueof TheHayesReport newsl etter
we provided statistics on our 30"
Annual Retail Theft Survey which

over 430,000

apprehensionstaking placeinjust 21
large U.S. retail companiesin 2017.
Thesecompaniesrepresented 16,409
stores with combined 2017 annual
salesof over $428hillion.

Below are some additional company
total statisticsfromthat survey.

Shrink Trend 2017:

»

61.9% (13 of 21 retailers) had an
increaseincompany shrink.
28.6% (06 of 21 retailers) hada
decreaseincompany shrink.
09.5% (02 of 21 retailers) had no
changeincompany shrink.

Shoplifting Apprehensions2017:

»

47.6% (10 of 21 retailers) had an
increaseinapprehensions.

47.6% (10 of 21 retailers) had a
decreaseinapprehensions.
04.8% (01 of 21 retailers) had no
changeincompany shrink.

ShopliftingApprehension
Recovery Dollars 2017:

»

52.4% (11 of 21 retailers) had an
increaseinrecovery dollars.
42.8% (09 of 21 retailers) had a
decreaseinrecovery dollars.
04.8% (01 of 21 retailers) had no
changeinrecovery dollars.

ShopliftingRecoveriesWithout an
Apprehension 2017:

»

75.0% (12 of 16 retailers) had an

>

>

increaseinrecovery dollars.
12.5% (02 of 16retailers) hada
decreaseinrecovery dollars.
12.5% (02 of 16 retailers) had no
changeinrecovery dollars.

(Note: Only 16 of our 21 survey
participantsreportedshoplifting
recoverieswithout anapprehensionin
2017.)

Dishonest Employee
Apprehensions2017:

>

57.2% (12 of 21 retailers) had an
increaseinapprehensions.

42.8% (09 of 21 retailers) had a
decreaseinapprehensions.
Oneout of every 35.0employees
wasapprehendedfor theftfrom
theiremployersin2017. (Based
onover L.4millionemployees.)

Dishonest Employee
Apprehension Recovery Dollars
2017.

>

>

47.6% (10 of 21 retailers) hadan
increaseinrecovery dollars.
52.4% (11 of 21 retailers) had a
decreaseinrecovery dollars.

Unaccounted-for Theft L osses.

For every $1recovered by our survey
participants, $11.54 waslost toretail
theft. Therefore, only 8.7% of total
retail theft|losesresultedinarecovery.

(Note: Satistics for our 30" Annual
Retail Theft Survey can be found on our
website at:
http://hayesinternational.com/news/

annual -retail-theft-survey/

Thereis also adownloadable and
printable PDF version of the survey
which contains some thoughts behind the

numbers.) $

With the 2018 holiday
season fast approaching,
now is the time to take our short
test to see if your loss prevention
strategies are ready for the peak
crowds and sales.

External Theft

1. Do all associates (both current &
seasonal) understandthat quality and
consistent customer service is our
best deterrent to shoplifting?

(Ask 5 associates) Yes No

2. Have cash safeguards (collecting,
counting, depositing, etc.) been
strengthened to protect against
robberies/external losses? Yes No

3. Are physical anti-shoplifting
safeguards (EAS, ink/fluid tags,
CCTV, mdse alarms, product tie-
downs, shelf guards, etc.) in good
working condition; and are checks/
audits conducted at least weekly to
ensure proper use and operation?
Yes No

Internal Theft

4. Will seasonal / temporary hiresgo
through a similar pre-employment
screening process as do your full-
time associates? Yes No

5. Will loss prevention/shrinkage
control training, as it relates to
shoplifting and employee theft, be
required for seasonal/temp hires?
Yes No
6. Are your auditing programs
continuing during theholiday season
to ensure policies / procedures are
strictly adhered to? Yes No

If youanswered“ NO” to oneor moreof
the above six questions, take it as a
“warning sign” to act now to ensure a
profitable 2018 holiday season! $

FALL 2018
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Believe It or Not

Thieves Get Thirsty
When They Work!

How Many Cans of Red Bull Can
You Conceal?

Police are searching for a man
suspected of stealing about 30 4-packs,
or 120 cans, of Red Bull from the
samelllinoisconveniencestoreduring
three different trips. Surveillance
footage shows the man putting at |east
11 4-packsdown hispantsinthemiddle
of the afternoon, and exiting the store
without payingfor thedrinks. L ater the
same day, heis suspected of taking at
least 8 additional 4-packsof Red Bull.
The following day he stole about 11
more 4-packs of Red Bull by
concealing them in his sweat pants.

How Many Bottles of Liquor Can
You Conceal?

A Louisianawoman has been charged
with stealing 11 bottles of alcohol by
concealing them in her bra and pants.
Video surveillance shows that the
woman entered theliquor store, andin
a span of just 2.5 minutes, concealed
11 bottlesof booze and then purchased
abottleof winebeforecasually walking
out of the store. Theliquor was valued
at $750 per the prosecutors, but her
lawyers are questioning the true value
of the booze and arelooking to quash
the felony charge. The woman, who
pleaded“not guilty”, hasnineprevious
arrestsfor shoplifting in the area, with
thelatest being $509 worth of meat and
baby formulathat were concealed in a
purse and jacket. A social media post
by a person identifying herself as the
woman, stated shoplifting is “what |
do”. $

Continued from Page 1

Holiday Season Challenges

and dollar recoverieshavetakenthe
top spotineight of those 10years.
Knowledgeispower

Oneglaring thing that comes across
very clearisthatthemgority of retailers
do not havethe staff to combat these
thieves on a one-on-one basis.
Therefore, your anti- shopliftingplan
shouldincludethefollowingstrategies:
e Physica Security Safeguards

e Operationd/P.O.S. Controls

e Shrink AwarenessTraining
Physical Security: My first piece of
advice would be to meet with your
local (in-storeor regiond) L Pspecidist
andjointly reviewyour currentphysica
safeguards. |dentify what additional
stepscan beputinplace.
Operational Controls: Herel would
placemy focusonfour areas. E.A.S,,
front door, P.O.S., and fraudulent
refunds.

E.A.S works, but it requires good
management. Check toensurethat theft
riskitemsareproperly tagged, andthat
your staff responds to door alarm
activations, and they are not ssmply
ignored.

| amagreat believerinusingauditsin
hel pingtoidentify bothoperational and
L Pissues. Ensurethat your points-of -
audit also focus on your sales floor
coveragestrategies.

Front Door: Thefrontdoor hasalways
beena” hot-spot” for theft prevention,;
any uncovered exit givesthethief a
good opportunity to walk out with
stolen merchandise. Sure, EASwill
scare off the opportunist, but not the
hardcoreor ORCthieves.

Front coverageiscritical, asisalookin
theeye* greeting” whenthecustomer
walksinsde.

P.O.S.: Those antiquated theft
techniques of ticket switching,
concealing extraor switching items
inside of boxes that show signs of
beingopened, or smply hidinganitem
inside of another - still make the
shoplifter’s hit list. Your cashiers/
associates need to be aware of these
techniques. If your storeis one that
allows customers to self-scan their
items, | suspect you have already
encounteredtheredity of non-scanned
merchandise, beit intentional or by
error. Having a salesperson spot
asssingcustomersor smply observing
canreduceyour riskintheseareas.
Fraudulent Refunds: For years,
retailers have taken abeating inthis
area. This high-risk arearequires a
strongrefund policy andtheability to
track/monitor repeat returns.

Shrink Awareness: Educationiskey!
If necessary, dig out those anti-theft
awareness messagesfromyour files
andmakeitapointtotalk about oneor
two specifictopicsonadaily basis. |
still sincerely believe that good
customer serviceisthebest method
for reducing shoplifting. Don't
overlook havingyour L Pperson, mall
guard, or policeofficer givebrief talks
toyour staff.

Unfortunately, in today’ sworld the
shoplifter has become more violent
thanin past years. Make certain that
your staff neverjeopardizesther safety
if asuspectedthief isinyour store. L et
everyoneknow your company’ spolicy
relatingtowhat actionsaretobetaken.
Naturaly,if youareassgnedtoahigh
shrink location, | would expect awell
defined anti-shrink programto bein
place.

Haveagreat and successful season! $
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Continued from Page 2

Interpreted Analytics for Operations

best practicesand beempowered by
smart technol ogy to Compete, Beat,
and Win.

a. As Loca Grocers expand Fresh
Departmentstoward-off sdeserosion,
shrink has a natural tendency to
increase. Managersmust betrainedto
be a Profit Realization Expert,
proactively managing shrink [ossin
real dollarstotakeappropriateactions
and correct excessiveshrink |oss.

b. TheNational Supermarket Shrink
Survey reportswhenretailersmeasure
shrink lossasthedifferencebetween
gross margin projected versus
realized, they mask shrink loss. This
opens Pandora’'s Box of bad
behaviors. Reactionary Instincts
dictateapricehiketoget your gross
despiteshrink |oss. Operationd pricing
auditshaveshownretailersbuild8%
shrink lossinto their Fresh pricing,
causing anundesirablecompetitive
pricing condition. Second, 48% of
Fresh Departments cut variety -
ignoringwhat they couldsell -while
others avoid shrink by planning
Producetorunout of stock. Thishurts
SalesandincreasesShrink.

. We need areasonable amount of
shrink topromoteand grow sales, but
ExcessiveShrinkisbad. Remember,
tocontrol shrinktoacceptablelevels,
youmust measureit. If youcanseeit,
you can control it. Once you know
whatitis,whyitis,andlearnhowto
prevent it, you can win the War on
Shrink.

5. Training: We havetrained over
10,000 M anagersand Supervisorsto
usesmart technology andreduceloss
in over 900 Companies. When
Trainingispercelvedasanexpense, it
becomesoneof thefirstareaswectui.

Companies grow when they view
expert Training as avital business
optimizationinvestment. WhenStore
Teamsarewel |l trainedand|eadership
supportsaPeople-First Culture, the
team unlocks new sales, improves
cashflow, lowersshrink, andreduces
out of stocks. Store Teams are
essential to providing apositivein-
storeshopping experience.

6. Technology: Ourindustry hasno
shortageof data, butitisunder-utilized.
Interpretive AnalyticsprovideStore
Managersand Supervisorswithclear
vighility intothemeaning of dataand
provideactionableguidanceon how
toresolveoperationd shortfdls.Don't
get mewrong, | Love Data, but |
lovetheeffectiveuseof data

That' swhy wecreated ProfitTrax Bl
withdally,planEnglishActionAlerts
and embedded Best Practice
reminderstointerpret storedataand
directhowtogrow sdes, reduceshrink
loss, mitigateout of stock conditions,
assureproper inventory of on-hand
top selling items, and enable Store
Maneger effectivenesstodriveprofit.

StoreTeamswill grow your business
if you givethem smart technology,
expert training, clear goals, and
accountability. Smart Technology*
canprovideStoreTeamswithplain
EnglishActionAlertstogrow sales
andreduceshrink lossupto 15%in
just 90 days. $

(Editor’s Note: This article was
written by Larry Miller, CEO at
Smart Retail Solutions. If you
would like to learn more please
visit their website at: https://
smartretailsolutions.comy or call
them at: 602-448-8500)

ADVISORY BOARD

Jack L. Ha%
Internationally recognized expert on
Asset Protection who has consulted for
some of the finest retail companies
world-wide over his 50 years in the
industry. Producers of several award
winning LP training programs and
author of the book “Business Fraud:
From Trust to Betrayal”.

David J. Cherrington

Professor of Organizational L eadership
and Strategy at BYU; certified SPHR,
and recognized authority on employee
dishonesty and white collar crime.

Mark R. Doyle

President/Owner of Jack L. Hayes
International. For over 30 years has
consulted with some of the finest
companiesintheworldassistingthemin
the design and implementation of
programstocontrol inventory shrinkage
and loss.

The Hayes Report is published
quarterly by Jack L. Hayeslnternational,
Inc., 27520 Water Ash Drive-Suite 100,
Wesley Chapel, FL 33544. Telephone
(813) 991-5628

Copyright 2018. All rights reserved,
includingtheright toreproduceinwhole
or in part. Publications intent is to
providegeneral informationwithregard
to subject matter. Accuracy is not
guaranteed, and no further
representation is made.

Design and layout by Cathy A. Doyle.

Subscriptions: Free of charge.
Simply visit our website at:
www.hayesinternational .comand click-
on the green box (Click For Free
Newsl etter Subscription) at the bottom
of the Home Page.
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Jack L. Hayes International is
recognized as the foremost loss
prevention/inventory shrinkage
control consultingfirmintheworld.
They offer avariety of related
services and products utilized by
hundreds of the finest retail,
manufacturing and industrial
organizationsthroughout theworld.

Consulting Services& Products:
+Shrink Control Analyses and
Assessments

/Safety & OSHA Compliance
Anaysesand A ssessments
+/Third Party Store& Warehouse/
DCLPand Safety Audits

+/ Custom Designed and Imple-
mented L P& Safety Programsand
Audits

+ Outsourced LP Services
+/Annual Retail Theft Survey
+#“The Hayes Report” on Loss
PreventionNewd etter (Qquarterly)
+Pre-employment Screening

For additional informationon Jack L.
Hayeslnternational'slossprevention/
shrinkage control services, including
consultingand outsourced L Pservices,
visit our website at:
http://www.hayesinternational.com

You can e-mail Mark R. Doyle at:
mrd@hayesinternational .com

Or visit us on Social Media
E http://www.facebook.com/
Jackl Hayesl nternational
http://www.linkedin.com/
company/25913082trk=tyah

t T https://twitter.com/
| #!/Jackl HayesInter

 —

The Bulletin Board

0 ALL FELLOW WORKERS " Where Did The Years Go?
sm] A Message
fromyour | As Jack L. Hayes International
SEBHR:T; ' celebrates its 40-Y ear Anniversary, |
D,!E,ﬁ thought wewouldsharethispicturewith
you that hangsin our main office. Any
idea the year of this picture, or the
2. We are in the 3 worst months for

vandalism and shoplifting, company Jack was working for at the

3. Call"Security” on green phones, .I | E;
Your store detective will do the tme

Ak o) _ Well, | asked Jack and the picture/
Jrsmesom| poster is from 1971 when he was
Director of Security at Jordan Marsh Department Stores, New
England. How time passes! Today Jack is mostly retired, and
enjoyinghistimeinTheVillages, FL writingbusinessand basebal
books(heisonhis6thbook | think), playinggolf, travelingandjust
enjoyinglifewithhisbeautiful wifeDarlene.

1. Be alert and vigilant...
help your security force in the
fight against theft,

* k k k k *k k% Kk k *x *x * * %

Shareyour favorite‘ BulletinBoard’ items. Submissionsfor
“TheBulletinBoard” should be addressedto:
TheHayesReport

27520 Water Ash Drive- Suite 100

Wesley Chapel, FL 33544
oremailedto: operations@hayesinternational.com

Recommended Sponsors

FREE \ da  Forthoseinterestedinfitnessand consum ngprotein,

BACTER OWEER FROFNCE TR WK

werecommendyouvist: www.freezinda.com

For thoseinterestedintheoutdoors(fishing, hunting,
etc.) werecommendyouvisit:
www.huntershooks.com
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