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Jen Mack of Critter Getter Archery
in Cardington, Ohio is in an envi-
able position when it comes to

safeguarding her inventory from
shoplifters. “Unbelievably, we don’t
have a problem with shoplifting,” she
told ArrowTrade. “Most customers
view us as good friends and vice-
versa. Most won’t steal from a friend.
We try to know most every customer
by name on their second visit to the
shop.”

“We have never had any prob-
lems with shoplifting or stealing in
the shop,” echoed Ken Rose of D/D
Archery, Masfield, Ohio. 

“We’re a small store and shoplift-
ing is not a problem,” added Mark
Osborne of Hunts Outdoors. The
Henderson, Tennessee retailer credits
a very high level of customer service
and customer contact with prevent-
ing shoplifting.

“I have a new shop and I’ve never
had anything stolen,” Dana Dunlap
said about Loyalhanna Arrows in
Loyalhanna, Pennsylvania. “Most of
my customers are coming to my shop
by word of mouth, so they are very
interested in paying for my products.
I do not need security cameras.”

Dunlap, Osborne, Mack and Rose
are the exceptions, because dozens of
retailers responding to this issue’s
Dealer-To-Dealer told us about the
steps they had taken to reduce the
recurrent problem of shoplifting from
their stores.

“MC Archery is still somewhat
small in floor space, but we do offer a
lot of product,” Store Manager
Jonathan Barrett said about the
Lebanon, Pennsylvania business.
“Most expensive items are displayed
behind our long counter, yet are still
very visible. Larger items like targets,
bow cases and bows are displayed in
the open show room where they can

easily be seen.” 
It is the rows of small items that

encourage shoplifting, Barrett said, so
it’s better to hang those on wall space
behind counters, where they can eas-
ily be seen and asked for. With the
steps MC Archery has taken, Barrett
feels very little shoplifting takes place
at the store.

In Black Bear Archery of St.
Georges, Delaware, Robert C. Wilkins
keeps small, easily-pocketed items
near the checkout area at the front of
the store where it is easier to watch
them. Floor displays have been
moved so it’s easier to keep an eye on
new customers the store is not yet
acquainted with. “We only show one
of each item and we restock when it’s
sold,” Wilkins said. “This way a walk
around the store will let you see any

missing items.”
Stephen Rutowski is a salesman

at Black Bear Archery, and said he
tries to meet customers at the door
and stay with them as much as possi-
ble to reduce the likelihood of
shoplifting.

Video cameras help deter
shoplifters at Archers Supply in
Buchanan, Virginia. “We have video
surveillance in the main part of the
store and we have additional cameras
situated in areas where the small
items are,” Chris Monaghan
explained as co-owner of the busi-
ness.

Another Virginia retailer, Tom
Frye of Bowhunter Tom’s Archery,
said he keeps an eye on people who
say they are “just looking.” “Small
items are the most likely to be stolen,”
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the Lovettsville retailer said.
Rangefinders and sights are par-

ticularly attractive because of their
small size and high value, notes
Michael Rexrode of Log Cabin
Taxidermy and Archery in
Churchville, Virginia. Rexrode likes to
keep small items like that on the walls
where it is easier for him to keep an
eye on them.

“Small items are kept near the
counter and we just try to keep an eye
on customers who are not recog-
nized,” Lorraine Clune wrote from
Endless Mountains Archery in
Montrose, Pennsylvania.

If you can build friendships with
your customers and encourage a
good attitude toward the store, it will
reduce, but not eliminate, shoplifting.
That’s the opinion of Robert
Wengrzynek of Old Town Archery in
Old Town, Maine. But this retailer also
employs video cameras in the store.

Sandra Zavatsky credits the rural
location of Appalachian Sports with
limiting the amount of shoplifters
that come through the door. Still she’s
learned to keep the most vulnerable
items near her work area in that
Punxsutawney, Pennsylvania busi-
ness.

Keeping two salespeople on hand
at all times is a big help in reducing
shoplifting losses, Thomas Baker
reported from Sandy Cove Camps in
Hammond, New York. “Our register
faces all of the store so we can see
anyone. We haven’t seen too much
shoplifting, but will be keeping better
track of the inventory this year,” Baker
said.

“My cash register and entrance
and exit are at the front door,” notes
Don Sharp of Don’s Archery Shop,
Willowick, Ohio. “You don’t leave
without us seeing you.”

Bill’s Field & Stream of Transfer,
Pennsylvania was in the process of
getting security cameras when secre-
tary Melissa Rhodes responded to the
ArrowTrade questionnaire. Small
items that are high in price are the
most vulnerable to shoplifters, she
noted. That business and Sports
Country in Freeport, Pennsylvania
both reported that the store layout
had been changed to reduce the
problem of shoplifting.

“We’ve changed our store layout
to provide for one-on-one employ-
ee/customer interaction,” said Randy
Krysher of Bowhunters Superstore in
Wellsville, Pennsylvania.

“We change layout of our store
yearly,” B&B Archery Owner Bill
Aaroe said from Philadelphia,
Pennsylvania. “We’ve added a video
security system. All items are kept
behind a counter, and out of the cus-
tomer’s reach.”

“Put vulnerable items under glass
or in an area you can see well,” advis-
es C. Bruce Houck of Clarence
Archery in Snow Shoe, Pennsylvania.
“Also greet customers right away so
they know you know they are in the
store.”

“We have several individuals we
watch anytime they are in the store,”
added Jim Yost of Clarence Archery.
“We have lost several items,” he
acknowledged.

“Shoplifting does happen, and we
notice it increase around the holi-
days,” Iam Brucker of Lillies Agway
Archery Shop said from Holland
Patent, New York. “Releases and game
cameras are hot items to get the five
finger discount. Trying to keep our
overhead costs down, we don’t have a
security system.”

Mirrors and surveillance cameras
are part of the cost of doing business
for B&B Archery/Sports in
Middletown, New York. Ed Guba also

trys for a store layout that lets him see
all merchandise from the cash regis-
ter.

“We try to eliminate blind cor-
ners,” Beth Wood of Woodland
Outdoor Supply said from
Tippecanoe, Ohio. “We put up cam-
eras in areas we can’t see. Even if
they’re not on, they make people
think.”

“We added dummy cameras to
help deter theft,” Bill Weldon said
about Around the Tree Archery in
Croydon, New York. In business for
just two years, the pro shop hasn’t had
the opportunity yet to make any lay-
out changes to deter theft. “We
approach every customer when they
enter the store. We ask them if they
need help and we let them know we
will be within earshot if they have any
questions.” Knowing you’re watching
them and you are close usually works
to deter any would-be shoplifters, he
said.

“We keep a very close eye on our
customers,” Wayne Boree said.
Kuzzins Archery of Cicero, New York
has a small showroom and the close
quarters are a bonus in reducing
shoplifting losses, he said.

We decided not to identify a final
respondent from Pennsylvania , who
gave one of the most concise answers
to ArrowTrade’s shoplifting questions.
“No losses in store. Mean owner.”

Circle 197 on Response Card
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