
• A N A L Y T I C S 

Mapping Crime Risks 
Location data helps specialty retailer minimize loss and maximize sales 

by LIZ P A R K S 

Aspecialty retailer based o n 

Lthe West Coast has become 

the f irst retailer to sign on to 

w h a t is described as a m a j o r 

technological advancement 

in loss prevent ion : a unique 

centralized retai l r i sk 

forecasting and management 

p l a t f o r m that can help 

companies m a k e better 

business decisions w h i l e 

m i n i m i z i n g shr ink and 

m a x i m i z i n g sales and customer 

satisfaction rates. 

T h e 1,000-store r e t a i l e r — 

w h i c h asked n o t t o be 

ident i f ied i n order not to reveal its LP 

s t r a t e g y — w o r k e d i n partnership w i t h data 

and analytics f i r m Ironside and Locat ion 

Inc. , a provider of h i g h resolut ion locat ion-

based cr ime r isk data and analytics. 

The integrated and centralized 

technology "makes i t easier for businesses 

to organize, manage, process and 

m o d e l data to help t h e m measure and 

improve business p e r f o r m a n c e , " says 

Greg Bonnette , Ironside's vice president 

o f strategy and i n n o v a t i o n . 

Ironside 's role is to help the re ta i ler 

c o m b i n e its o w n p r o p r i e t a r y i n t e r n a l 

loss p r e v e n t i o n data w i t h c r i m e r i s k 

data f r o m L o c a t i o n Inc.'s Secur i tyGauge 

p l a t f o r m t o generate a m o r e accurate 

c r i m e r i s k forecast . 

U s i n g i n t e g r a t e d da ta as i t appl ies 

t o i n d i v i d u a l stores o r p o t e n t i a l s tore 

l o c a t i o n s , t h e p l a t f o r m is c u r r e n t l y 

h e l p i n g the r e t a i l e r m a n a g e p h y s i c a l 

a n d f i n a n c i a l a s s e t s ^ its loss 

p r e v e n t i o n d e p a r t m e n t , o p t i m i z i n g 

a l l o c a t i o n s w h i l e s i m u l t a n e o u s l y 

r e d u c i n g shortages as m u c h 

as poss ib le . 

L o c a t i o n I n c . uses each store's 

address a n d p r o v i d e s l o c a t i o n -

based c r i m e d a t a , r i s k scores 

a n d forecasts t h a t o f f e r i n s i g h t 

i n t o the e x t e r n a l c r i m e r i s k s 

t h a t are v i s i t e d u p o n each s tore . 

T h e r i s k scores a n d forecasts are 

c a l c u l a t e d every 30 feet o r so 

a r o u n d each store l o c a t i o n . 

" W e are s h o w i n g h o w c r i m e 

r i s k is c h a n g i n g as y o u m o v e 

f r o m one l o c a t i o n t o a n o t h e r , " 

says A n d r e w C o u t u r e , L o c a t i o n 

Inc. ' s v ice p r e s i d e n t o f sales. " T h a t ' s 

h e l p f u l because w h e n y o u c lass i fy y o u r 

stores based o n r i s k , t h e n y o u c a n m o r e 

e f f e c t i v e l y a l l o c a t e y o u r L P resources 

a n d b u d g e t a n d p u t m o r e s u r v e i l l a n c e 

cameras o r g u a r d s i n y o u r h i g h - r i s k 

stores, f o r e x a m p l e . " 

SMALL MOVES 
L o c a t i o n I n c . co l lec ts r a w c r i m e data 

f r o m 1 8 , 0 0 0 l a w e n f o r c e m e n t agencies 
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i n C a n a d a . I t b r i n g s t h a t d a t a together 

w i t h d e m o g r a p h i c i n f o r m a t i o n , t h e n 

uses a r e l a t i o n a l database to assign 

r e p o r t e d c r i m e s f r o m each agency 

t o the c i t y w h e r e t h a t agency has 

l a w e n f o r c e m e n t r e s p o n s i b i l i t y . T h a t 

p r o v i d e s a n accurate r e p r e s e n t a t i o n 

o f the c o m p l e t e n u m b e r a n d types o f 

c r i m e s t h a t are k n o w n t o o c c u r i n a n y 

c i t y o r t o w n . 

Securi tyGauge then uses p r o p r i e t a r y 

computer models to predic t c r i m e r i sk . 

G i v e n the address o f an i n d i v i d u a l 

l o c a t i o n , C o u t u r e says L o c a t i o n I n c . can 

generate r i s k scores a n d m a p 

eight d i f f e r e n t types of c r i m e r i s k 

f o r t h a t l o c a t i o n , i n c l u d i n g b u r g l a r y , 

larceny, vehicle t h e f t , v a n d a l i s m a n d 

aggravated assault. 

By r e c a l c u l a t i n g those r isks every 

30 feet, a re ta i ler can see h o w they 

change a r o u n d the geography o f an 

address. L o c a t i o n I n c . also gives retai lers 

a heat m a p , w h i c h covers either three 

mi les or a p o p u l a t i o n of 1 0 0 , 0 0 0 , a n d 

shows retai lers where the c r i m e r isks are 

a r o u n d t h e i r stores. 

A store located at 1 M a i n St., C o u t u r e 

notes , w i l l have a d i f f e r e n t r i s k f r o m a 

store located at 2 0 0 M a i n St. C a l c u l a t i n g 

the r i s k i n s m a l l spat ia l increments 

a l l o w s retai lers t o spot s i g n i f i c a n t c r i m e 

r i s k v a r i a t i o n s a n d use t h a t level o f d e t a i l 

t o m a k e t h e i r c r i m e r i s k assessments 

m o r e accurate . 

Retailers can assign a t o t a l c r i m e risk 

score for i n d i v i d u a l stores as w e l l as c r ime 

r i s k scores f o r the var ious types of c r ime . 

T h e y can also see c r i m e r isk trends tha t 

cover the past f ive years and show h o w 

the risks a r o u n d the selected addresses 

have been c h a n g i n g . 

UNDERSTANDING RISKS 
T r a d i t i o n a l l y , retailers us ing L o c a t i o n 

Inc.'s data and t r y i n g to assess r i sk per 

i n d i v i d u a l store l o c a t i o n were using that 

data i n a v a c u u m , m a n u a l l y corre la t ing 

i t w i t h in te rna l data . I ronside runs 

a l l t h a t data t h r o u g h its central ized 

IronStores loss p r e v e n t i o n analyt ics and 

data management p l a t f o r m , creat ing 

models t h a t help a retailer 's L P staf f 

m u c h more q u i c k l y a n d accurately predic t 

the l i k e l i h o o d of cr imes o c c u r r i n g i n or 

a r o u n d i n d i v i d u a l store locat ions . 

I ronside also uses the data t o predic t 

shortages, cash loss, safety r isk and 

customer service r i sk scores. T h e p r o g r a m 

also reviews the e n v i r o n m e n t a l c r i m e 

risks for i n d i v i d u a l stores, he lp ing a 

retailer 's L P staf f unders tand h o w those 

are c o n t r i b u t i n g t o shortages. 

" W e help a retai ler unders tand w h y 

c r i m e risks are h a p p e n i n g w i t h i n the i r 

i n d i v i d u a l stores," Bonnet te says. " W e 

help t h e m unders tand the drivers b e h i n d 

the i r risks a n d the i r relative i m p o r t a n c e 

by each specific store l o c a t i o n . " 

The user interface, designed for a 

chain's corpora te , r e g i o n a l , d i s t r i c t a n d 

select store-level L P staff i n the f o r m o f 

prescr ipt ive dashboards , is deployed o n 

t o p o f the p r o p r i e t a r y IronStores L P r isk 

analyt ics m o d e l . 

A t the corporate level, the appl i ca t ion 

is designed to help a retai ler m a k e 

strategic decisions about new store 

locat ions , a m o n g other t h i n g s ; at the 

regional a n d d i s t r i c t level, i t is designed to 

help managers m a k e i n f o r m e d decisions 

about the stores they oversee. A t store 

level, i t is intended to help L P a n d 

store-level managers m a k e day- to -day 

opera t ing decisions. 

Store-level L P personnel can also use the 

guidance as a coaching a n d t r a i n i n g t o o l 

" t o help store level employees unders tand 

the key levers t h a t they can use to affect 

h o w w e l l the i r stores p e r f o r m , " Bonnet te 

says. " F o r example , h o w to increase 

customer satisfact ion to b u i l d loya l ty 

and increase sales w h i l e s imultaneously 

reducing s h r i n k . " 

INDIVIDUAL KPIS 
I n a n a l y z i n g the data , I rons ide a n d 

L o c a t i o n I n c . are he lp ing their r e t a i l 

customer discover w h a t Bonnette 

describes as a " c o r r e l a t i o n between 

s h r i n k and customer sat isfact ion scores." 

" T h e h i g h e r the c u s t o m e r s a t i s f a c t i o n 

scores f o r stores i n v a r i o u s l o c a t i o n s , 

the l o w e r the s h r i n k , " he says. " I t 

ref lects h o w w e l l the employees cover 

a store a n d h o w aware t h e y are o f t h e i r 

cus tomers t h r o u g h o b s e r v a t i o n , w h e r e 

they m a y be w i t h i n a s tore , w h a t they 

m i g h t be d o i n g a n d w h e t h e r t h e y seem 

t o need assistance." 

W i t h this i n f o r m a t i o n , store-level L P 

personnel can in i t ia te t r a i n i n g p r o g r a m s 

a r o u n d enhancing customer service as 

w e l l as the sat isfact ion levels o f the i r 

store's staffs. A t press t i m e , t h a t p a r t o f 

the p r o g r a m was about to go live at a l l of 

the retailer 's N o r t h A m e r i c a n stores w i t h 

a p p r o x i m a t e l y 100 executive, manager ia l 

and in-store L P w o r k e r s . 

T h e t r a i n i n g w i l l include he lp ing 

employees see h o w their i n d i v i d u a l stores 

rate across m u l t i p l e key p e r f o r m a n c e 

indicators such as shortage rates, cash 

loss, overal l s h r i n k and customer 

satisfaction — factors c r u c i a l to a n 

organizat ion 's success. 

T o perfect the p r e d i c t i v e m o d e l the 

retai ler is r o l l i n g o u t , I r o n s i d e fed the 

shortages a n d p e r f o r m a n c e data f o r 

2014 and 2015 i n t o the system, h e l p i n g 

the s o f t w a r e i m p r o v e its l e a r n i n g curve 

across a w i d e v a r i e t y o f scenarios. T h e 

c o m p a n y c o m p a r e d w h a t the m o d e l 

predic ted f o r 2016 across m a n y scenarios 

to the ac tual results i n the stores i n 2014 

a n d 2015 to access the accuracy o f the 

model 's p r e d i c t i o n s . 

I t is n o w using 2015 and 2016's real 

per formance data to assess h o w w e l l the 

model's predic t ions and recommendat ions 

for 2017 are w o r k i n g , l o o k i n g "one step 

i n t o the f u t u r e . " 

There are c u r r e n t l y n o estimates f o r 

h o w m u c h Ironside's IronStores p l a t f o r m 

w i l l be able t o reduce th is chain's c r i m e 

risks go ing f o r w a r d ; w h e n using s i m i l a r 

techniques for one l a w enforcement 

agency, Bonnette says, c r ime fel l between 

35 percent and 40 percent i n the locat ions 

analyzed. 

Bonnet te estimates an average retai ler 

using IronStores can achieve a r e t u r n o n 

investment i n a p p r o x i m a t e l y six m o n t h s . 

"Poss ib ly the biggest t h i n g we 

l e a r n e d , I t h i n k , is h o w i m p o r t a n t i t is 

f o r s tore- level employees to give a great 

c u s t o m e r exper ience a n d engage t h e i r 

c u s t o m e r s , " he says. " I f y o u engage 

t h e m , even i f y o u ' r e i n a h i g h c r i m e 

area, y o u c a n have a huge i m p a c t o n 

y o u r b o t t o m l i n e . " STORES 

Liz Parks is a Union City, N.J.-based writer 

with extensive experience reporting on retail, 

pharmacy and technology issues. 
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