CNN News Highlights — Online Returns
| 1) black hole | 2) destroyed | 3) in reality | 4) instances | 5) insurance policy | 6) not the case

Free returns, their customer's for shopping online. But what happens to those
returns after you give them back might surprise you.
So customers really believe that the product just goes into the or ends up being resold to
another customer. In many , that's .

, many of these products never return anywhere. Instead, they may end up here or even
here.
You know, easily 25% of all these returns get

| 1) brick-and-mortar store | 2) disparity | 3) donate | 4) free returns are far from it | 5) north of | 6) refunding |

In fact, returns have become such a headache for retailers that in some cases they're just
customers and letting them keep or the unwanted items.

The cost of getting the product back from the customer is much higher than traditionally just

getting the product to the customer.

Turns out,

There's a very large between the amount of returns that have been from consumers that

buy products online versus in the store. In a , we typically get somewhere between 5 and

10% returns. But online we get 30% returns.

| 1) fulfilling orders | 2) inspect | 3) liquidators | 4) math just doesn’t add up | 5) optimized | 6) pallets |

Accepting a return isn't always easy, either. A warehouse for now has to receive a
product and it. Then someone needs to decide whether it can be resold or not. In the end,
an online return can require up to 20% more space and labor than one made in-store.
Those costs are part of why Optoro, a return solution company, estimates that returning a $50
item can cost a retailer 59% of its sale price. Often, the
So this is a product that came in one of these

like this one are the middle man between retailers and resellers.

| 1) auctioning | 2) authorized resellers | 3) discount stores | 4) fraction | 5) landfills | 6) sort |
We , organize, process, and figure out methods to get them to the right home. And that's --
that's really what we do here.
They buy returned merchandise, then sort it and evaluate it before it to

and
You'd be able to resell them at a profit because you'd be purchasing them at a real of what

the actual cost is.

But some returns never make it to a liquidator.

Products ending up in , customers really don't really even think of that as part of the
purchase process.

Every year returns produce an estimated 5 billion pounds of waste in landfills.

| 1) consumerism | 2) financial resources | 3) happy outcome | 4) hesitant | 5) risky | 6) self-correcting problem |

It's generally to remind consumers how potentially wasteful their is. So in general,
retailers are to lean too heavily into those kind of awareness campaigns.

In an odd way, this is a partially as the return problem gets bigger for all these retailers.
There's more available to fix the problem so there's a

where less of this stuff ends up in a landfill just because there's more money to be made by
keeping it out of the landfill.
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Answers
| 1) black hole | 2) destroyed | 3) in reality | 4) instances | 5) insurance policy | 6) not the case |

Free returns, their customer's 5) insurance policy for shopping online. But what happens to those
returns after you give them back might surprise you.

So customers really believe that the product just goes into the 1) black hole or ends up being
resold to another customer. In many 4) instances, that's 6) not the case.

3) In reality, many of these products never return anywhere. Instead, they may end up here or
even here.

You know, easily 25% of all these returns get 2) destroyed.

| 1) brick-and-mortar store | 2) disparity | 3) donate | 4) free returns are far from it | 5) north of | 6) refunding |

In fact, returns have become such a headache for retailers that in some cases they're just

6) refunding customers and letting them keep or 3) donate the unwanted items.

The cost of getting the product back from the customer is much higher than traditionally just
getting the product to the customer.

Turns out, 4) free returns are far from it.

There's a very large 2) disparity between the amount of returns that have been from consumers
that buy products online versus in the store. In a 1) brick-and-mortar store, we typically get
somewhere between 5 and 10% returns. But online we get 5) north of 30% returns.

| 1) fulfilling orders | 2) inspect | 3) liquidators | 4) math just doesn’t add up | 5) optimized | 6) pallets |

Accepting a return isn't always easy, either. A warehouse 5) optimized for 1) fulfilling orders now
has to receive a product and 2) inspect it. Then someone needs to decide whether it can be resold
or not. In the end, an online return can require up to 20% more space and labor than one made in-
store.

Those costs are part of why Optoro, a return solution company, estimates that returning a $50
item can cost a retailer 59% of its sale price. Often, the 4) math just doesn't add up.

So this is a product that came in one of these 6) pallets.

3) Liquidators like this one are the middle man between retailers and resellers.

| 1) auctioning | 2) authorized resellers | 3) discount stores | 4) fraction | 5) landfills | 6) sort |

We 6) sort, organize, process, and figure out methods to get them to the right home. And that's --
that's really what we do here.

They buy returned merchandise, then sort it and evaluate it before 1) auctioning it to

3) discount stores and 2) authorized resellers.

You'd be able to resell them at a profit because you'd be purchasing them at a real 4) fraction of
what the actual cost is.

But some returns never make it to a liquidator.

Products ending up in 5) landfills, customers really don't really even think of that as part of the
purchase process.

Every year returns produce an estimated 5 billion pounds of waste in landfills.

| 1) consumerism | 2) financial resources | 3) happy outcome | 4) hesitant | 5) risky | 6) self-correcting problem |

It's generally 5) risky to remind consumers how potentially wasteful their 1) consumerism is. So in
general, retailers are 4) hesitant to lean too heavily into those kind of awareness campaigns.

In an odd way, this is a partially 6) self-correcting problem as the return problem gets bigger for all
these retailers. There's more 2) financial resources available to fix the problem so there's a

3) happy outcome where less of this stuff ends up in a landfill just because there's more money to
be made by keeping it out of the landfill.



