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� Employee-theft sums were more than 5.6 

times greater per incident that customer 
theft, averaging $1,842 per.
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dropping.  CSG mid December 2008 

� Outlet stores – 15% growth in new 
outlets planned over the next 2 years. 
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� Average age of 43

� 62% married

� $40K median income compared to $33K market average

� 74% home owners, 13% own second home
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� Being close to the business means you can cut costs 
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� Circuit City cut costs right to bankruptcy because they didn’t 
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� Managing vendors for profit
� Handling lower sales numbers while focusing on profits
� Clearing merchandise that isn’t selling to make room for 
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� Strategic Markdowns to sell through all your merchandise at 

the highest margin possible vs. forced markdowns to clear it 
out at any price so you don’t take a bath on it
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margin sales
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� The technology systems required to enable you to make 
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� Let’s see if we could both benefit from 
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