
Jay Guyer, a retired retail sales
consultant, told me “I am often
shocked at the number of retail

merchants that do not take precau-
tionary measures against retail theft,
(shoplifting). Most think they don’t
have a theft problem but retail theft
is like having mice in your house. If
you don’t see any you probably have
ten and if you see one you probably
have 20. In today’s world, retail theft
is a fact of life. Depending upon the
nature of the retail business and the
items being handled, loss by theft
can easily range between 1 and 4
percent of gross sales. While you
might consider that the cost of doing
business, some simple steps can
greatly reduce that cost.”

Of all of the dealers that
ArrowTrade talked to concerning the
subject of retail theft everyone could
identify specific instances of at least
one expensive item having walked
off. The question then becomes; how
many common items of lesser value
may have also disappeared unno-
ticed?

While the problem of retail theft
is a real one for every archery retail-
er, thankfully some of the solutions
that can be put in place to reduce the
problem and the associated cost are
quite simple. Many are based on

common sense. Several of the shop
owners ArrowTrade interviewed
concerning this problem had some
excellent suggestions as to how they
minimized loss due to theft.

“I don’t lose sight of my cus-
tomers,” laughed Bill West, manager
of Salt Lake Archery located in Salt
Lake City, Utah. “Having a line of
sight to our entire shop from any-
where in the shop is our goal. While
in some ways you can say that’s
impossible, it can be accomplished
to a large degree through proper
planning, shop layout and proper
placement of merchandise. Even
when I am in my repair and service
area I have line of sight into the shop.
A few specifically placed convex mir-
rors also helps keep normally hidden
areas of the shop visible from almost
any angle.”

“Placement of merchandise is
also critical,” West continued. “We
keep expensive small items such as
sights, releases, optics and stabiliz-
ers in our display cases or displayed
on the wall behind the cases. Large
expensive items such as tree stands
are displayed in the main part of our
showroom but within sight from any
angle. The smaller less expensive
items are in the main showroom, out
of range of the doors, and displayed
in open areas that can be easily
monitored. We never place small
items that could fit in a pocket near a
walk-out area of our store.” 

“We always have a minimum of

two people on our shop floor, to
avoid one person getting so tied up
that he is not aware of what is going
on in other areas of the store,” West
stressed. “While during the busy sea-
son this can be difficult at times it is
a team effort and we all have to stay
on our toes.” 

“I think I was lucky,” said Neil
Newkirk, owner of Neil’s Archery and
Pro Shop of Endicott, New York. “I
didn’t really think too much about
shoplifting until I went into my
archery range, which is located in
the back of my shop, one day and
found a new bow lying next to a door
along an outside wall. It was obvious
that someone had intentionally
placed it there and figured on simply
walking out of the shop, going
around to the side, opening the door
and picking it up. I would have never
known it happened until it was all
over. I have since made that door a
one way fire exit door and had a
security alarm installed. Now an
alarm notifies me immediately if
anyone opens that door.”

“That instance got me thinking
about my overall security,” Newkirk
continued. “I had a storage area
located behind one of the shooting
range walls in which I kept surplus
inventory. It was a blind area and if
anyone gained access it could have
been a real problem. By opening up
part of the end wall on the storage
area I was able to open up a line of
sight directly from the shop. Now I
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Neil Newkirk is shown activating his
shop’s security system. After finding a new
bow placed near an outside door in his
shooting lanes Newkirk took proactive
steps to protect his business against retail
theft. The security system allows him to
monitor both the shop entrance as well as
the fire exits.

By John Kasun
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can see immediately if someone is in
the storage area.”

“One day I found some empty
packages of lure in the rest room,”
Neil explained. “It seems as if some-
one had taken the packages to the
rest room, removed the goods and
simply walked out leaving the empty
packages behind. At that time I had
the lure display in an area of the
shop that was not easily visible. After
I found those empty packages I
rearranged the shop to bring all of
my merchandise into clear view. By
eliminating hidden areas I made it
more difficult for anyone who might
be contemplating stealing an item.”

“I also make the best use of my
display counters by removing the
Snickers candy bars and using them
to protect the more expensive
items,” Neil laughed. “The display
cases allow the customers full view
of available products while keeping
them from growing legs. My register
and check-out is also located within
easy sight of the entry and exit door.
That allows me to keep an eye on
who enters and exits the shop at all
times. With the exception of the
minor cost involved with the instal-
lation of the security system all of the
other precautions I took were com-
mon sense and easy to accomplish
with little or no cost. Before I was
forced to take the steps outlined I
must admit I did not feel that retail
theft was a problem in my shop.
However, I can now say with confi-
dence that I have greatly reduced
that threat and the associated cost.”

Keith Kling, store manager of
RMC Sports in Mingoville,
Pennsylvania uses a three pronged
approach in regard to in-store secu-
rity. “First of all we not only greet
every customer that enters the store
but we try to approach them physi-
cally and make direct eye contact as
we do so,” Kling explained. “While
this is basic law of retail I believe it
serves several important purposes. It
gives us the perfect opportunity to
help the customer if he needs assis-
tance but it also lets the customer
know that we are aware of his pres-
ence and of him personally in the
event he has less then honest inten-
tions. Anyone who intends to steal

ORDER TOLL FREE
1-800-813-7708

www.buckwear.com

SPECIAL 
DEALER
RACK
PROGRAM

Rack up bigger
sales with our
flexible wall-
mount, end cap
or floor displays
— then watch 
the big bucks
come rollin’ in.

#934 Release–Animal

#932 Release–Hunter

#454 Madness–Bowhunter

#454 Madness–Big Buck

#259
Freezer Full 

#546
Trade Gun

#261
Athlete Hunt

#556
Stink Hunt

Circle 132 on Response Card

May06AT056.qxp  4/7/2006  12:21 PM  Page 57



“The best thing to happen to archery since 
the invention of the compound bow.”

Crazy Horse Archery

Genesis Technology™ eliminates let-off,   
thereby eliminating specific draw length, 

so that anyone can shoot the same bow.

• Kids can’t outgrow it –
because there is no 
specific draw length 

• It’s simple to buy –
no need to measure 
or fit for draw length 

• It’s easy to shoot –
beginners won’t 
develop bad habits 
because the draw 
length is always right

Genesis® Technology™

Everyone can shoot the same bow 

The Genesis®bow was designed to introduce
beginners to archery. Thanks to Genesis®

Technology,TM it fits virtually everyone 
• No specific draw length (fits 15" to 30") 

• Set at 20 lbs., it performs like 
a 35 lb. recurve 

• All the advantages 
of single-cam 
technology

Any bow can 
shoot an arrow...
The Genesis

®

bow
changes lives! 
The Genesis bow is the bow
schools use in the National
Archery in the Schools Program.
Over 200,000 students have
been introduced to archery
through NASP. More importantly,
archery has proven to have a
profound impact on students 
and educators alike... 

“It is such a joy to see kids learning, 
developing skills, getting involved, and 
having fun. There is absolutely no down-
side to this program. Any school not 
offering this to their children is missing 
a golden opportunity.” 
Rich Prewitt – principal 
Whitley County Middle School

“I’ve never had so much fun coaching 
a sport in an educational setting in my 
20-plus years of teaching. I feel we reach
the students academically, socially, 
emotionally, mentally and physically.” 
Tina Davis – athletic director and teacher 
Trigg County Middle School

“For the kids who are not ‘traditional’ 
athletes, you can witness their self-esteem
drastically improve when they experience 
a little success with a Genesis bow.” 
Kyle McKune 
Middle School P.E. Teacher 

“Kids bug me all the time wanting to shoot
the Genesis bows.” 
Scott Ricks 
Middle School P.E. Teacher 

“Schools are discovering [another] big 
benefit of the [National Archery in the
Schools] program. Attendance is higher 
on archery days.” 
Central Kentucky News Journal

The Genesis
®

bow... The Genesis
®

bow... 

2035 Riley Road, Sparta, Wisconsin  54656 

(608) 269-1779

For the next generation!

Want to help get archery in your schools? 
Visit www.genesisbow.com

Supporter of

May06AT056-59.qxp  4/7/2006  9:49 AM  Page 58



59

from you prefers to remain unno-
ticed and by making a direct
approach we break down his first
line of defense.”

“Our shop is large but square in
shape with display counters running
along two adjacent walls,” said Kling.
“Our floor gondolas are arranged in a
checkerboard design which allows
the customer easy access to display
items but it also allows the sales staff
located at either counter area a clear
view across the width of the shop.
Wide aisles and good lighting elimi-
nate blind spots and give anyone
with a criminal intent an insecure
feeling.”

“We recently added a security
camera system that also covers the
shop floor with monitors located in
our back room,” Kling explained.
“Those monitors allow anyone who
has to leave the floor for a moment
to continue to keep an eye on what
may be going on in their absence. I
also feel that the mere presence of
the cameras sends a message to a
potential shoplifter that he is being
watched and in that regard acts as an
effective deterrent.” 

SUMMARY
Financial loss by theft is a real

problem for retailers and can easily
go undetected. A bottle of lure here
and a release there can quickly walk
away. Even the loss of a bow could go
undetected in the busy season when
you might simply assume that the
missing bow was sold by another
member of your sales staff. While
theft is a real problem and drains
your bottom line it can be mini-
mized by taking some precautions.
Following are a few suggestions.

·Eliminate blind spots adding
convex mirrors if required.

·Consider security cameras, even
if they are fake until you can afford
real ones.

·Install a security system to
monitor entry and exit doors.

·Require a receipt for all returns
as often stolen items are returned for
cash.

·Keep small expensive items in a
showcase or displayed behind the
counter.

·Thieves love the dark; ensure
your shop is well lit.

·Make contact with every cus-
tomer entering your shop. 

·Maintain clear lines of sight
throughout the shop whenever pos-
sible.

·Never display small merchan-
dise near the door.

·Using an effective inventory
control system can help identify loss

by theft so you can address it before
it significantly impacts your profits.

Editor’s Note: In addition to his
writing duties, John Kasun is an out-
door seminar speaker and a business
consultant with experience in corpo-
rations large and small. He can be
reached at 126 Hickory Lane,
Duncansville, PA 16635, by phone at
(814) 695-5784 or by email at
kasun@aasdcat.com

Circle 8 on Response Card

The owners of RMC Sports, located in Mingoville, Pennsylvania, feel that wide aisles
and well-lit areas enhance the product displays and make a pleasant shopping experi-
ence for their customers. However they serve a second very important purpose as they are
effective deterrents against retail theft. Merchandise displayed in dimly lit areas not
easily monitored by the sales staff is very inviting to shoplifters.
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