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monitors all applicable state and federal laws pertaining to
returns to help make certain our clients stay ahead of new
legislation.

Proven Results with Return Optimization

Return optimization is not a one-time occurrence either.
Optimization means that the process is continually being
monitored and adjusted to keep it as effective as possible. As
your return rate drops, we will work with you to keep it that way.
The chart above is an example of such a process.

Unlike a software program that you must install and run
on your own, Verify-1 draws from the expertise of The Return
Exchange’s Ph.D. statisticians and a wealth of transactional
history from across our customer base. Constant study of our
1 billion-plus transaction database enables us to build, test, and
refine the behavior models that drive our return authorization
process. The science behind optimization and the validity of our
measurements are what allow us to be so confident in the results
you will achieve.

The table below depicts a possible result from return
optimization for a medium-sized retailer.

Make Your Mark by Optimizing Your Returns
So, has the corner office been asking you to look into your
return rates? If not, it’s likely to happen soon. You need to be

prepared when that time comes, and being prepared with a
return optimization program that is measured and proven to
be pumping millions of dollars back into net sales and margin
is a strong position to be in.

If you are briefing senior-level executives, this might also
be your time to unveil your expertise about the entire return
process. Since return optimization with Verify-1 flags less than
2 percent of return customers as fraudulent or abusive, you
may ask, “What should we do with the remaining 98 percent?”
In fact, many of them are your best customers, and the same
modeling capabilities used to guard against fraudulent behavior
can be used to intelligently reward good customers at the
return counter. This solution, Return Rewards ™ developed
by The Return Exchange, is a patented solution to manage
and balance promotional effectiveness by issuing intelligent
incentives following legitimate return or exchange transactions.
It encourages shoppers to remain in the store and spend their
refund dollars with you.

Return optimization will help you reduce return rates and
drive dollars back into net sales. Plus, it can even generate
incremental sales and raise gross profit dollars. Maybe it’s the
optimal time to take a closer look.

For more information about return optimization
solutions from The Return Exchange, call 888-371-1616 or
visit www.thereturnexchange.com.

Total net sales dollars

Return dollars based upon average returns rate from 2005 survey of retailers

Conservative return rate reduction from sampling of customer base

Reduction of returns (improvement to net sales)

November — December 2007

$1,000,000,000
$ 88,139,282
6.25%
$5,508,705

8.10%
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