B JAVESEFISHER

Yard Sale

Cleaning out the company's clutter
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HETHER WE CALL IT A YARD SALE, BACKYARD
sale, parage sale, estate sale or some-
thing else, just about everv one of us

has experienced at least one.

Recently, my wife and | spent five days in hes
Cklahoma hometown to prepare and conduct a
two-day backvard sale for her mother. The event
wis meant o help eliminate, get nid of and pass-cn
part of the accumulated items of over
sixty vears of marriage and forty vears of
bedng i the same home, Meadless to say,
a great deal of accomubaton had taken
place over those decades,

Baby Boomers and thewr Diepression
Era parents seem to share the same char-
acteristic of keeping much and eliminat-
g very little. My mother-in-law made
the decisaon several weeks ago to de-
clutter. The decision bed to an important
action: the ebmunation or cleansing

of a corporation in the long-term.  However, the
act of extended accumulation can also lead to the
downward movement of corporate success and
expansion. This often ocours because of a compa-
iny's tendency o hold on o facilities bevond the
credible lifetime relative to this industry we serve.
The lifecyele of a retatl facility iz one comprised of
creation/development, growth, maturaty, longevaty
and finally decline.

It s during the peniod of decline and ensuing
trade area changes that our “senior faclities™ mowve
from positive influences to the role of being nega-
tive or marginal impactors upon both the targetad
market and the company itself.

A primary action that will result is recognized
and mtense competive activity leading to sub-
stantial volume loss for the company due to sus-
taned mew generation development by compets-
tors, Because of our very own tendency to hold on
to accumulated assets bevond ther mtended retail
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process that provides ems others can
now enjoy, wse and find maportant in
their own lives. Mot only do individuals

lifetume, we have provided the opportunity for
cormpetitors 10 alter our presence in the very mar-
kets in which we have been a mapor influence [if
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benefit from such actons, so do organi-
zations.  Several charitable organizations in the
community directly benefited from this one event.
Accuwmulation exists within all areas of our per-
somal and businmess lives. Each of vus can probably
wdentify where in our personal lives it might exist.
However, we must address asset accumulation
within our companes — specifically, retail asset
accumulation and s overall impact on owr com-
pany.  Jusi as we have a tendency 1o accumulate
personal and family things, so do companies have
a tendency to accumulate retail things (facilines).
Accurmnulation can most certainly be a very pos-
itive factor and can lead to growth and prosperity

not totally controlled).

That's not to say we must conduct a vard sale of
our retall facilities o ensure that we retain o
position within each marketplace we serve. \We
must constantly be vigilant as to what fosces are
evolving in each of those markerplaces. Once we
have wdentified such forces, we must then inde-
pendently and aggressively evaluate the capabalities
and abilities of cur facilities to continue fo suocess-
fully serve the needs of that area. If it & decided
they cannot, it 15 time 1o surgically remove them
from this industey, resulting i them becoming an
as5et 1o another member of a disnncily different

retail sector. INEPINI



