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Executive Summary

Introduction

The Loss Prevention Research Council (LPRC) conducted a series of in-person survey interviews in the Gainesville, 
FL. Big Box retailer StoreLab in order to understand the impact of the Turtle on associates, shoppers and 
shoplifters. This research focused on the Turtle’s impact on protecting DEWALT Power Drills, one of The Big Box 
retailer’s high loss products.

The LPRC collected data from 13 current Big Box retailer associates, 30 regular customers, and 11 active 
shoplifters.  All of the data is collected by an LPRC Research Scientist from March to April, 2014, and this report 
details the results of these surveys. 

Summary of Customer, Employee, and Offender Key Findings

Customers
•  97% (29) of customers stated that the presence of the turtle did not have a negative impact on their   
 shopping experience.
• 4/5 of customers (24) surveyed said that the presence of the Turtle on the drills did not concern them

º Over ¼ of the interviewed customers didn’t even see that the turtle was there.
•   90% (27 people) of the customers believe the Turtle is effective at preventing theft.

Associates
•  100% of interviewed associates agreed that the Turtle is effective in deterring theft.
• Results indicate 100% of associates (N =8) interviewed about the Turtle strongly agree that it is not   
 disruptive to their daily duties.
•  87% (7 people) of associates feel more aware of high-risk items protected by the Turtle.

Offenders
• 85% (9 offenders) of the offenders said they would not steal the product if it was protected by the Turtle.

º  38% (4 people) of offenders interviewed about the Turtle said they would go to another store that  
 didn’t have this measure.

• Over 90% (10) of shoplifters noticed the turtle and all of them understood the purpose of the Turtle

 

Table 1. Offender Perceptions of the Turtle

See It Get It Fear It
TURTLE (N = 11) 91% (10 people) 100% (11 people) 85% (9 people)
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Project Background 

Retail product theft and its impact on a shopper’s safety and shopping experience are critical issues associated 
with numerous high-loss products. Retailers want to do their best at deterring theft, while simultaneously not 
harming the customer experience within the store. The Big Box Retailer and the LPRC conducted this research 
on the impact on shoppers the Turtle has and the effectiveness of the Turtle in deterring theft. This survey was 
conducted to see whether or not associates, customers, and offenders noticed the interventions; their thoughts 
on what its function was, their thoughts on how it works to deter theft.

The Turtle is a multi-functional EAS tag device that is used to secure packaged goods or display products.  The 
Turtle emits a pre-alarm upon slight lifting or sliding.  A full alarm sounds if the Turtle is removed from the 
product or if the Turtle passes through an EAS gate.  The Turtle can be used independently by attaching its 
adhesive backing to any packaged good.  The Turtle can also be attached directly to strapped packaging.   Or, 
the Turtle can be used with accessories to protect display merchandise.  Accessories include a variety of cables 
with loop, sensor or USB attachments that connect the Turtle to a display product.  The Turtle is available in RF 
or AM versions.

Project Process 

All information was collected from A Big Box retailer store, Gainesville, FL.   In an attempt to further understand 
the effectiveness of the intervention, feedback from customers, associates, and offenders were collected via a 
series of in-person interviews.  This research focused on the effectiveness of the Turtle in protecting DeWalt 
cordless drills, a high-shrink product for The Big Box Retailer. 

Image 1: Turtle securing DeWALT power tools

            TURTLE on displayed   
            merchandise

            TURTLE on packaging



page 5

LPRC Research Brief: Big Box Retailer / Turtle

Customers were asked a series of questions inquiring if they saw/noticed the interventions; if they understood 
the  purpose  and function of  the  Turtle;  and if  the  Turtle  would  affect  their  shopping behavior. Associates 
were asked a questions regarding ease of use, stocking, restocking process, and its impact on shoplifting. 
Offenders were questioned about noticeability, how the Turtle goes about preventing theft and how would the 
treatment affect their stealing behavior.

Separate survey instruments were developed for employees, customers, and offender interviews for the Turtle 
that was studied in this research.  (Full copies of the interview protocols can be found in the Appendices of 
the report.) The surveys were completed in-person by an experienced LPRC research scientist in the store that 
implemented the interventions.

Demographic Information: Employees, Customers, and Offenders in the Survey

Employees 

Respondents were randomly selected from those who work in the area where the interventions were installed. 
Out of 13 associates we interviewed:

•  The majority of employees have been working in the stores for 6 months or less.
º  Around 60% of associates have worked for The Big Box retailer for 6 months or less.
º  23% of associates have worked for more than 6 months, but less than 1.5 years.
º 15% (2 out of 13) of associates interviewed have worked in the store for more than 2 years.

•   The majority of employees interviewed are male.
•  The majority of employees interviewed are in the age group of 45 and above.

º  Over ½ of interviewed employees are 45 and older.
º Around 30% are in age group of 25 to 45 and remaining 15% are less than 25 years of age.

Customers

Respondents were randomly selected when they walked by the DeWalt drill display. Out of 30 customers 
interviewed:

•  The majority of customers identify themselves as DIY customers.
º Over 50% identify themselves as DIY customers and 47% consider themselves as professional   
 customers whose job is related to home improvement.

•  The majority of customers interviewed are male.
•  The majority (around 90%) of respondents are Caucasian.
•  The majority of respondents are in the age group of 45 and above.

º More than 45% are in the age group of 46 to 59 and around 25% of respondents are in the group of  
 60 and above. 
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Offenders

Respondents were solicited from Craigslist and given a $25 Visa gift card for their participation. Out of
11 shoplifters we interviewed:

•    66% of offenders have some college education.
•    Household incomes of around 55% of offenders are in the range of $10,000 to $20,000.
•    Almost 55% of the offenders identify their level of shoplifting experience as intermediate.

Employee Perceptions on Turtle

8 Big Box retailer employees were asked a series of questions about their experiences with the ease of use, 
durability, and customer service aspect.   The following sections present detailed analysis of interviews conducted 
with employees on-site at a store featuring the Turtle.

Overall, employees are extremely happy with the Turtle. All of the associates interviewed at The Big Box retailer 
are enthusiastic about the device and say it’s easy to use and does not disturb their daily routine. Two of eight 
employees interviewed worked on the stocking and restocking of the Turtles, and are extremely positive this as 
a protective measure. Around 90% of employees also agree they have better customer service in the store due 
to the new intervention.

Most all of the associates agree the Turtle is easy to use, effective in reducing losses, and durable. Only 2 
employees said they disliked the new technology. Results are presented in Figure 1.

Figure 1: Associate/Employee Perceptions on the Turtle

I feel the Turtle is easy to use

I feel the Turtle is more labor intensive

I find the Turtle easy to stock

I believe the Turtle is effective in reducing loss

I dislike the Turtle

The Turtle is disruptive to my daily duties

I am more aware of high risk items due to the Turtle

I have trouble removing the product

I think we have better customer service because of the Turtle

I find the Turtle to be durable

I feel the Turtle will negative impact customers

% of employees who agreed with the statement
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All  of  the  associates  agree  the  Turtle  is  not  labor  intensive.  Around  90%  of  employees  say  the 
technology is easy to stock.  None of the employees believe the Turtle is disruptive to their daily tasks. According 
to the associates, it takes less than 30 minutes to stock up the Turtle in one product area. Around 90% of 
associates disagree the intervention will negatively impact the customers, and around 90%  agree  the  helps 
with  providing better customer service  at the store.   Only 25% (2 out of 8) employees say they faced a problem 
while removing the Turtle. Overall, employees were happy and excited about the Turtle. The only suggestion 
made by employees to make the Turtle more effective and credible of a threat to potential shoplifters is to make 
the alarm louder.

Employees’ Opinions of Turtle

Employees were asked to describe in their own words what they think about the Turtle. The responses appear 
below.

•   This is no trouble. Stocking and restocking is easy.
• Everyone in store loves this new device. It is much better than the big wires (Spiders). There is less hassle  
 and very easy to stock.
•   It takes less than 2 minutes per box to put the wrap and Turtle on a box.
• These would be good for keeping stock on shelves; they would be useful in preventing theft in tools   
 department.
•  The eight week cycle count was great and we just lost one small product with Turtle wrap.

Suggestions on Turtle device:

º  Expand the use of Turtle to more products in store.
º  A sign on the will not do any harm.
º  Enhance the size and change the color.

 

Shoppers Perception on Turtle

30  Big Box  retailer  shoppers  were  asked a  series of  questions  about  their  experience,  awareness, 
understanding, and shopping experience with Turtle. Following sections present detailed results of interviews 
conducted with randomly selected shoppers and customers shopping the area where interventions have been 
installed.

Statement 1: Does the customer notice the Turtle?

Nearly ¾ of respondents noticed the Turtle and were aware of how it worked. Many customers noted that the 
Turtle is readily visible because it is directly near the product. Results are presented in Figure 2. 
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Figure 2: Results for customers seeing the Turtle

Statement 2: Does the Customer understand the function of the Turtle?

After the customer noticed, or were directed to, the Turtle, a series of questions were asked to see if the 
customer understood the purpose of and how the Turtle functions.  90% of the shoppers understood the Turtle 
is there to secure the product from theft. 78% of shoppers correctly answered how the technology prevents 
theft by sounding an alarm or that it tethers the product to the shelf.

For those who did not understand the purpose and function of the Turtle, a brief explanation was given on both 
topics and then they were asked if they thought the Turtle was effective in preventing theft. Nearly 90% thought 
that the Turtle was an effective asset protection measure. A summary of these results can be seen in Figure 3.

Figure 3: Results for the customer understanding the Turtle’s purpose and function

Statement 4: Is the customer’s experience negatively affected by the presence of the Turtle?

A critical component of any asset protection device is to ensure that it does not adversely affect the customer.  
Previous studies have shown that loss prevention measures such as putting items in a locked case can severely 
hurt sales.  The Turtle allows for open-sale merchandising which has been shown to have less of an impact on 
customer experience.  As seen in this study, the Turtle has a minimal impact on the shopper.

% of customers who saw the Turtle

Yes
No

Yes

Customer reactions to questions regarding the purpose
of the Turtle

Do you understand why the Turtle is here?
(n=29)

Can you tell me how the Turtle goes about preventing theft?
(n=27)

Do you think the Turtle is effective in preventing theft?
(n=28)
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Over 85% of interviewed customers indicated that they would still buy a product that was protected by the 
Turtle.   4/5 of shoppers who were interviewed were not concerned about the presence of the Turtle. Nearly all 
(97%) customers said the presence of the Turtle technology did not have an effect on their shopping experience.  
Some of the concerns presented by customers were that asset protection measures will always be a nuisance to 
honest shoppers; however this did not appear to be the opinion of the majority of shoppers.   Customers who 
said they would not buy the product from The Big Box retailer stated they don’t normally buy those products at 
The Big Box retailer and that it had nothing to do with the presence of the Turtle.  A summary of these results 
can be seen in Figure 4.

Figure 4: Results on the Turtle’s impact on customer shopping experience

Customers’ Opinions on the Turtle

Customers were asked to describe in their own words what they thought about the Turtle and were asked for 
suggestions to make the noticeable and credible theft to shoplifters.

• If it is reducing loss for the store and keeping the price of product low, it’s good.

Suggestions to make Turtle more noticeable:

º  Put a sign/label on the Turtle.
º  Change the color to red or orange.
º Put a sign outside the store that merchandise in this store is protected by crime prevention   
 techniques. 

Does this treatment concern you?
(n=30)

Does the Turtle adversely affect your shopping experience?
(n=30)

Would you still purchase the product from here?
(n=28)

Yes

Customer reactions to how the Turtle
impacts their shopping experience
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Offender Perceptions of the Turtle „See it, Get it, and Fear it“

11 recent and active shoplifting offenders were asked a series of questions about their awareness and experiences 
with the Turtle, including their suggestions and comments.    Overall, the Turtle has great visibility, is widely 
understood and feared by the interviewed shoplifters. Nearly every shoplifter noticed the Turtle.  All surveyed 
offenders could identify the Turtle was there to prevent theft by making the attempt more difficult and riskier.  
Only 2 of the 11 interviewed shoplifters said they would attempt to steal an item protected by the Turtle.
 

Statement 1: See it - Offender’s Noticing the Turtle

The first important aspect of deterring theft is to make sure offenders are aware of the presence of asset 
protection measures (“See it”). If the asset protection measures are not noticed, it will not stop offender from 
attempting to steal items. The effectiveness of the security measure will then lie solely on stopping offenders 
(detection and apprehension) or forcing them to change their decision during the process of removal from the 
store. A majority of offenders saw the Turtle, where only 1 of offenders did not notice the device.

Statement 2: “Get It” – Offender Understood the Turtle

The second aspect of the study was to determine if offenders understood various security measures presented. 
Offenders reported their perceptions of the purpose and functions of security devices. The overwhelming majority 
of offenders were aware of Turtle device.  100% of the offenders surveyed could identify that the purpose of 
the Turtle was to prevent theft.
Similarly, 100% of the offenders could identify that the presence of the Turtle made stealing the protected item 
harder and riskier.

Statement 3: “Fear it” - Offender fears the intervention and will not attempt to steal the protected 
product

The most impactful aspect for loss prevention is the “fear” factor among offenders. If offenders “fear”
the asset protection measures, they will not attempt to steal the protected item. “See it” and “get it” are  
prerequisites,  but  the  overall  effectiveness  of  any  security  measure  will  hinge  upon  whether offenders 
“fear it.”

•  100% of the surveyed offenders believe that the treatment make theft risker/harder

When asked how they would response to the new technology:

º  46% of offenders said they would steal unprotected items.
º  38% said they will go to another store not having this treatment.
º  15% said that the treatment will not affect their stealing behavior.

A summary of the “See It, Get It, Fear It” results can be seen in Figure 5.   A complete breakdown of
offender’s “fear” response can be seen in Figure 6. 
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Figure 5: A summary of offender responses to the “See It, Get It, Fear It” questionnaire.

Figure 6: Breakdown of offender responses for the “Fear It” question

Below are some offender comments regarding the effectiveness of the Turtle and suggestions.

• This looks pretty effective.
•  This area is high traffic area so I will not attempt to steal from here.
•  It will work.  It’s hard for a person to get items.  It will slow down potential thieves. 

Suggestions for Turtle device: Majority suggested to put the signage on the device.

•  Attach the Turtle to the equipment instead of the wrap.
•  Put a sign on the device.

Did the offender see the Turtle?

Do they understand the purpose of the Turtle?

Do they understand how the turtle prevents theft?

Would the offender steal the product protected by the Turtle?

Offender reactions to the Turtle

Yes

Go to another store that doesn’t have
this treatment

take different item

Wouldn‘t affect me-
still steal it
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• Make the red.
• Flashing lights, sign, expand label, change color of the device.
• Stick a message on the device.
• Make the beep louder.
• Advertise about crime prevention on the store entrance.

Discussion

Technologies similar to the Turtle deter shoplifters due to increasing the risk of detection.  While there are many 
devices out there that serve a similar function, the Turtle is new and unfamiliar to shoplifters. Siren technology 
serves the function of getting people’s attention that there may be suspicious activity occurring.  This attention 
getting alarm has shown to be a credible enough threat to turn shoplifter’s desires to another product or to 
another store entirely.

The tethering function of the turtle also makes theft harder by anchoring the display product to the shelf.  This 
makes the functionality of the Turtle more diverse than similar point-protection measures, adding greater value 
to the device.  The Turtle has multiple modes of action which generally make the protected item more protected 
from theft.   The main three modes of action are to make something more difficult to obtain, make it riskier to 
obtain the item, or remover the benefit from obtaining the item.

Overall,  there  is  an  agreement  amongst  shoppers,  associates  and  offenders  that  the  Turtle  is  an effective 
and easily understood asset protection device. Employees appreciated the minimal impact on their work day 
and the ease of use.   Shoppers found the Turtle to be unobtrusive and thus, did not negatively affect their 
experience.  The shoplifter’s experience was very negatively affected on the other hand.  Though the sample size 
is relatively small, there was a clear congruence that the Turtle can deter offenders.
 

Appendix A: Additional Methodology

Procedure and Analysis

This study was designed and conducted by the Loss Prevention Research Council with the support of a The Big Box retailer store in 
Gainesville.

Sample Selection

For customer interviews, respondents were randomly selected among store shopper in both the areas where interventions were 
installed.  Customers were to answer the questions to the best of their ability and then the surveyor assessed whether or not they 
understood the functions of the interventions. In all, 30 customers were interviewed for Turtle. Customers were offered no incentives 
to take the survey. All responses were kept anonymous. Due to the sampling technique, this sample is not representative of the general 
population.

For employee interviews, respondents were randomly selected among the associates working in each area were interventions were 
installed. Associates were to answer the questions to the best of their ability. In all 8 employees were interviewed for Turtle.  All 
responses were kept anonymous.  Due to the sampling technique, this sample is not representative of the general population.

For offender interviews, a convenience sampling of active shoplifting offenders were recruited from Craigslist ads as well as offender 
referrals. Offenders received $25 Visa gift cards as compensation for participating in the study.  These offenders self-reported on their 
shoplifting behavior, past and current, in order to qualify as active or recently active. This sample was made up of a range of offender 
types from thrill and opportunity-based shoplifters to more advanced and frequent offenders and was comprised of a mix of races 
and genders.  In all 11 offenders were interviewed for Turtle.  Due to the sampling technique, this sample is not representative of the 
general population.


