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Q: How is cloud computing helping change business
models to improve business outcomes?
Enterprise software was once only available to big enterprises with deep pockets, which could afford to invest in advanced workflow management applications. Now, as technology has matured with cloud computing and prices have
come down, the SMB market can also afford these tools.
This creates a huge shift in the competitive playing field.
Now, smaller firms can compete much more effectively in
an ecommerce retail environment where time to market
and response to emerging market trends can make or break
you. They can use similar tools as the big guys to manage
design, development and production, and may even be
able to act with greater agility with the ability to scale in
a cost effective manner. By working in the cloud, IT is also
freed up to focus on other objectives that can improve business value.

Q: Where is the greatest need for SaaS solutions in
the retail product lifecycle?
Today, data tends to be siloed in organizational groups
or various SaaS applications, which creates the information disconnect between selection, design, development
and production. Better team collaboration can happen
with new SaaS-based technologies that offer a holistic and
dynamic view of your unique product lifecycle. Every product you develop involves a complex set of internal and
external participants: managers, vendors, and customers
who can be brought together under a single collaborative
umbrella. This eliminates mistakes or misunderstandings
and allows faster response to market trends and accelerates time to market. This becomes a regenerating resource
when the lifecycle for one product ends and the knowledge gained by the group can be leveraged for developing new products.

Q: How can the proliferation of mobile devices be
combined with cloud computing to improve enterprise efficiency?
The advent of Bring Your Own Device (BYOD), and virtual
data transmission via the cloud, gives businesses an unprecedented ability to communicate, collaborate, and innovate.
For example, a materials manager for a product line can now
talk to vendors, anytime, anywhere. Time, distance and other barriers dissolve when you can seamlessly share information from desktop or mobile to all stakeholders, not just your
internal resources. This is huge, especially if you are a smaller
ecommerce business; for example, you can now easily source
materials globally and make decisions fast, an advantage
once owned by larger enterprises with more physical locations. We believe the cloud can give you easily a 20-30% improvement in time to market when the constraints of time,
location or language are lifted.

Q: In what ways can the cloud be better utilized by
retailers?
For retailers, there is a vast untapped resource in the cloud:
people. The lightning-fast interaction between consumers
and businesses via social media offers a huge opportunity:
to use social media for more than ‘listening.’ When you engage much more closely with consumers to find out what
they really want and how they actually use your products,
you can increase the intelligence of your design and production teams, improve the business value of the products and
ecommerce sites you create, and increase sales.
To get to that point, you have to methodically evaluate
what your organization needs to do to get there. Based
on our experience, we’ve created a comprehensive
checklist to help enterprises develop an effective cloud
gameplan. It can be downloaded from our website at
www.plumslice.com.

PlumSlice helps retailers bring better products to market faster. Led by a team with over 70
years of combined retail experience, PlumSlice’s cloud-based technology solutions and services
ensure all stakeholders in the product lifecycle work in perfect synch. PlumSlice will be introducing a web-based team collaboration service in late 2013.
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Clear Case for Cloud
Costs, scalability, mobility and Big Data combine to boost cloud computing’s value

Cloud computing’s advocates – and there
are many – have long argued that retail and
cloud-based solutions are, like the stars of a romantic comedy of old, made for each other. It’s
a sentiment that was voiced at last month’s RIS
Retail Technology Conference by Richard Mader, ARTS director emeritus and CIO at multiple
retailers throughout his long career.
Mader’s arguments, in brief, were:
• Cloud computing lowers costs, still
an imperative for retailers of all sizes;
• It reduces capital expenditures and
transfers them to the operational
expenditure budget line;
• The technology can deal with large
and sudden spikes, ideal for a highly
seasonal and promotions-driven industry;
• Cloud solutions can handle the enlarged
databases and enhanced speed requirements of increasingly popular Big Data
applications, and;
• They are well-suited to the spread
of mobility in retail.
The negatives about cloud have been concerns about reliability and security, but according to Mader these have largely been dealt
with – so much so that some retail enterprises

Consumers are becoming increasingly
comfortable with having their own personal
data, pictures, videos and applications rain
down on them from a technological cloud.
Retailers would be wise to pay close
attention to these consumer trends.
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are now cloud-only IT shops.
So why does the cloud computing nirvana
always seem to be receding into the future,
never quite becoming the actual present? One
key factor is the inertia generated by on-premise legacy systems, which means that any move
to a cloud-based model will be evolutionary
rather than rip-and-replace revolutionary.
Another factor concerns terminology. Retail
CIOs don’t walk into the office and say ‘I want
a Software-as-a-Service solution’; they say ‘We
need a new CRM/workforce management/POS
system.’ If a cloud-based solution happens to
have the features, functionality and security
that’s needed, and the price is right, it’s now
as likely to make the grade as a traditional onpremise application.
This special report identifies several ways
cloud applications are becoming more attractive
options. One is via highly targeted point solutions designed to solve specific business needs.
Another is via enterprise-wide availability that
can be accessed on an as-needed basis. A third
major growth area is among small and mediumsized retail businesses, which like cloud’s flexibility and functionality and lack the heavy legacy
system investment that can restrain larger organizations from moving to SaaS solutions.
Will these forces coalesce into a perfect
storm for cloud computing in retail? It seems
likely. Remember that the move to mobility
was largely a consumer-led phenomenon, and
consumers are becoming increasingly comfortable with having their own personal data,
pictures, videos and applications rain down
on them from a technological cloud. Retailers
would be wise to pay close attention to these
consumer trends.
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How Cloud Can Help
Your CMO
Q: What are the key roles cloud solutions can play
in helping retailers achieve their business goals in a
fast-changing marketplace?
The role of technology in retail has evolved from operational to strategic, and one of the biggest drivers of this
change is the marketing department or CMO as they seek
to engage increasingly mobile customers across channels.
Take in-store infrastructure as an example. Traditionally, it
consisted of networking to support POS systems and basic
phone lines. Today, retailers are expanding infrastructure
to support everything from mobile and Wi-Fi to digital
media and data analytics. The problem for IT departments
is that they’re being asked to make these changes very
quickly but with the same limited budgets and IT resources
that they’ve always had. This is where the cloud can help,
as it allows IT to spin up new applications quickly without
large capital outlays or a heavy burden on store employees
or IT staff.
Q: What technological elements of cloud solutions are
of most importance/benefit to retailers?
As I just described, flexibility and agility are the biggest benefits
of shifting to the cloud. It allows retailers to spin up new applications quickly and without large capital outlays. Cloud is also
ideally suited to the retail environment in other ways. Capacity
can be quickly scaled up or down, making it more cost effective
to support peak holiday seasons or large operations such as data
analytics. Centralizing data and information supports initiatives
to manage customer, pricing, inventory and other data across
channels. Management is also centralized, which improves efficiency and response times. Of course, PCI compliance is always
top of mind for retailers and it’s important to realize that they
need to secure customer data at rest, and customer data in motion. For example, EarthLink retail customers today can connect
directly to the EarthLink Cloud or to transaction processors via a
private MPLS network, bypassing the public internet.

Vishal Sharma
VP, Cloud and IT
Services Products
EarthLink

Q: Retail tech architectures contain dozens of solutions,
applications and functionalities. Which ones are best
suited for moving to cloud-based delivery/operation?
Keep in mind that retailers have already been using the
cloud for years to process transactions or to host e-commerce
sites. Today, the best applications to outsource are those that
don’t require significant integration with legacy systems. This
includes marketing and business-driven applications such as
mobile device management, managed Wi-Fi, loyalty programs,
mobile and e-commerce, and the security associated with
those services to support PCI compliance. One of the biggest
benefits of this approach, in addition to the ability to ramp
up quickly, is that it minimizes disruption and the potential
for new security gaps in stores. Many retailers are leveraging
the cloud for data management and analytics across channels,
especially now that the bandwidth and secure transport is
available to support it. Last, retailers are moving non-mission
critical back office applications such as Microsoft Exchange to
the cloud when they’re ready to upgrade.
Q: What are the biggest hurdles still standing in the
way of further expansion of cloud solutions in retail?
There’s no question that change can be disruptive for retailers,
and their IT departments tend to be conservative. We’ve seen a
big change in mindset in recent years, however, as they understand the need to move quickly or risk falling behind consumer
trends and the competition. This is exactly why we recommend
starting with the new applications that are being driven by business need. Lack of standardization is also a hurdle, as requirements vary significantly from company to company and even
between stores and channels. This makes it difficult to adopt the
standardized applications and infrastructure that cloud provides.
Security will always be a mental hurdle, although many retailers
are realizing that they need to outsource to ensure PCI compliance. The key is to find a qualified partner that can help the retailer to assess PCI compliance levels and close gaps.

EarthLink, Inc. (NASDAQ: ELNK) is a leading IT services and communications provider to more than 150,000
businesses and hundreds of retailers, including Honey Baked Ham, The Sleep Train, and GNC. EarthLink’s retail
solutions include networking, voice services, cloud hosting, managed security, and PCI compliance validation.
For more information on our retail solutions visit http://www.earthlinkbusiness.com/solutions/retail.xea.
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Target Practice
Reta i ler s test c l o u d c a pa b il it ie s w it h ta r g e t e d , f u n c t io n - s p e cif ic depl oy ment s

For a technology delivery system that many

have described as ideally aligned with retail’s
business model, actual adoption of cloudbased solutions by retailers has been fairly
selective. Many retailers are using cloud-delivered Software-as-a-Service (SaaS) solutions to
meet very specific business challenges in targeted, tightly defined areas of the enterprise.
In many ways this cautious approach makes
sense, particularly for larger enterprises with
a significant existing investment in on-premise IT solutions. Typically, as a retail enterprise
grows, the company expands applications that
have been developed in-house or purchases

Retail IT departments allot 70%
of their budgets toward maintaining
current infrastructures.
point solutions on an as-needed basis, creating a complicated tech stack that doesn’t lend
itself to fundamental changes in IT management and solution delivery systems.
In addition, many retailers are still grappling with the legacy of multi-channel growth.
Entire operational, transactional and analytical systems were developed for new digital
channels as they came online – first e-commerce and more recently mobile commerce.

6

MAY

2013

RIS Cloud Supp Covers_0513_v3.indd 6

These tech stacks also grew by accretion, but
generally did so in separate channel-based or
departmental silos. For example, much of the
early m-commerce development took place
under the aegis of marketing departments
rather than IT groups.
Now, retailers are seeing the benefits of
presenting a seamless omnichannel face to
the shopper while still managing their legacy
system architectures. This has put a significant
strain on retail IT departments, which one IBM
study estimates allot 70% of their budgets toward maintaining current infrastructures. Annual operational costs (e.g. power, cooling) of
distributed systems and their networking are
often more than double the systems’ original
acquisition costs.
Retailers may have a strong desire to put
these “spaghetti junction” legacy systems out
to pasture, but they also recognize that actually accomplishing this will be complicated,
costly and time-consuming. Retailers responding to the 2013 RIS/Gartner Retail Technology
Study identified “retiring legacy systems” as
their top challenge in the next three years, selected by 45.3% of respondents.
In addition, just because legacy systems
may be headed toward the gold watch and
the retirement dinner, it doesn’t mean that
cloud-based solutions are going to be their replacement. SaaS was at the midpoint in popularity for retailers questioned about their architecture approaches to software: 39% said
they would seek Software-as-a-Service models,
less than the 51% seeking integrated solution
suites and third in line behind the top choice,
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Retailers Transform, Grow and
Do More With Cloud Solutions
Q: What is transformative about cloud solutions?
Cloud solutions offer a very different IT model, one that is
consumption based and depending on the chosen flavor of
private cloud, public cloud, or hybrid cloud will drastically
reduce CAPEX commitments compared to a traditional IT
model. This is a fundamentally different approach for retailers but an approach that is aligned to their business priorities. Cloud solutions offer scalability, flexibility, a faster time
to market, and reduces idle time for IT assets. The latter benefit should be very attractive to retailers since their seasonal
spikes require IT assets based on peak periods. Cloud is a
disruptive technology for all businesses in all industries. For
retail specifically the cloud will transform how retail invests
and manages their IT assets requiring them to continue to
think long term while driving retailers to be more agile. With
consumers outpacing enterprises in technology adoption retailers need to embrace technology that will allow them to
be faster and more flexible.
Q: How can a technology like cloud computing help
retailers grow their businesses?
Cloud addresses several hot button concerns retailers have
including strategic and functional issues. Cloud can help
free up in-house IT staff and deliver rapid deployment capabilities to ensure quicker time to market. Functionally
the cloud delivers compute, storage and shared data and
applications support, scalability, as well as a pay-for-use
model. Retailers should be keen on the scalability capabilities of the cloud. Retail is seasonal; why sit on idle infrastructure the majority of the year? With the ability to burst
into the cloud you absolutely don’t have to. And not only
do you remove assets but you also are able to reduce organizational overhead required for compute infrastructure.
The retailer’s organization will be able to focus its capabilities on Retail while operating on a more standardized and
hence simplified IT stack. These benefits give the retailer an

Bjoern Petersen, Vice
President and General
Manager, HP Enterprise
Services, Retail Industry

edge towards growth with agility in the market and room
for innovation.
Q: Retailers are always looking to do more with less.
Can they do it with cloud solutions?
The simple answer is they can achieve more quicker. Cloud is
not a switch you can just flip on. Your overall IT environment
needs to be prepared for the cloud. This requires stricter standardization of the IT stack. It also requires applications to be
cloud ready which means assessing each application to determine how to transform them for the cloud. Retailers interact
with millions of consumers, engage and share information
with suppliers, and collect highly sensitive data so they have
a lot to consider when moving to a cloud environment. It is
understandable why retailers are more comfortable starting
with a private versus a public cloud. But cloud solutions do
offer retailers an opportunity to free up capital and internal
staff as well as go to market faster. This agility is invaluable
to retailers in our fast paced consumer environment. The
cloud will help retailers do more with less but first they will
need to invest in the journey to the cloud.
Q:Retail tech stacks are filled with dozens of solutions and functions. Which are suitable for moving to
the cloud?
Again, retailers have an opportunity to take a journey to the
cloud. A typical starting point is moving development and
testing to the cloud. A next step could be utilities. For production some non-differentiating standard functionality is
available as a cloud solution, however here the typical issues
with end-users and currently installed purpose optimized
software begins. Cloud is a journey and over time more and
more functionality will be available via an appropriate cloud
model: private cloud, public cloud, or a hybrid cloud. In the
long run retailers will find a comfortable fit with the cloud
and recognize how it enables their business priorities.

HP creates new possibilities for technology to have a meaningful impact on people, businesses, governments and
society. The world’s largest technology company, HP brings together a portfolio that spans printing, personal computing, software, services and IT infrastructure to solve customer problems. More information about HP is available
at http://www.hp.com.
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best-of-breed software (selected by 57%
of respondents).
SaaS at the Shelf Edge

While retailers’ caution about implementing a full-scale, enterprise-wide move
to the cloud is understandable, it hasn’t
stopped many companies from introducing SaaS applications when they seek specific functionalities.
For example, both the U.S. Coast
Guard Exchange and, more recently, the
7,500-store mass merchant Family Dollar
have implemented a cloud-based solution
for printing of shelf-edge signage and
labels. Using a centralized database accessed via the Web, the SaaS application
allows retailers to outsource implementation, maintenance and support activities.
The retailers retain control over design,
publishing and management of shelf-edge

45.3

%

of retailers identified retiring
their legacy systems as a top
challenge they would face
in the next three years.
product merchandising, and the solution
also delivers store activity reports with
analysis and business intelligence on how
promotional activity impacts sales.
For Rent-A-Center, a 4,000-location
rent-to-own operator, implementation of
a SaaS-based procurement solution allows
the company to track and capture indirect
spending on items such as office supplies
without having to install software at each
location. The consumer-style user interface helped ensure broad adoption of the
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system by simplifying processes for employees entering spending data into the
system.
From the system’s introduction in 2010
to 2012, Rent-A-Center increased visibility into spending by automating how it
sources in 90 indirect spend categories. Between 2011 and 2012, the retailer consolidated its supply base, reducing it by 10%,
and decreased the number of invoices it
used by 5%. The retailer is saving an average of 10% in the spending categories
that have been automated so far.
Store-by-Store Specifics

Some retailers have made use of the cloud
to deploy targeted solutions that are
nonetheless at the very heart of their own
unique approaches to retail management.
Hibbett Sports, a sporting goods retailer
with 875 stores spread across 32 states,
incentivizes its store managers, which the
company refers to as “head coaches,” with
monthly rewards based on meeting specific sales and performance goals that are
customized to each individual store.
“This helps keep the [manager’s] focus
on what’s happening in the store by week
and by month,” says Terry McElroy, store
operations planner for Hibbett Sports.
Even if a particular month’s performance
isn’t stellar, the program helps ensure that
managers and their staffs don’t lose focus:
“The game ‘starts over’ for the head coach
even if the month isn’t good, and they
know they can still make things up” in the
following months, says McElroy.
Hibbett’s challenge was setting incentive thresholds and goals for each individual store as the company grew, and also
creating labor forecasts that would meet
the varied needs of each location. The retailer has grown from about 150 stores at
the beginning of the 21st century to its
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Cloud: Focus on Your Business
L e v e r a g e c l o u d a n d s tay at o p o f d r i v i n g sal e s g r o w t h

Q: What are the biggest roles cloud solutions are
playing in helping retailers achieve their business
goals in today’s rapidly changing environment?
With Retail’s narrow margins, the ability to reduce support
staff costs, eliminate housing and maintenance costs, and replacing a capital expense with a predictable, monthly operating expense has made Cloud very attractive. Early adopters
have found that they benefit not just from cost savings, but
also from the ability to focus on the organization’s business
goals by freeing up many of their critical resources from application support.
Moving Workforce Management to the cloud allows retailers to be agile. Key resources are able to focus on how
to use technology to support the organization’s goals and
evolving needs, rather than on upgrades, patches and configuration changes. And the ease of upgrades allows retailers to quickly take advantage of the latest technology that
will help them adapt to the rapidly changing environment
and gain a competitive edge.
Q: How can retailers most effectively use cloud-based
solutions to improve their workforce management
capabilities/functionalities?
Effectively managing the workforce is one of the biggest challenges retailers face. In addition to being their largest controllable operating expense, the workforce is often affected
first by changes in the environment. Whether it’s the evolving retail model, an oscillating economy or legislative changes
(such as the Affordable Care Act), Workforce Management solutions need to support the retailers in adapting to face these
challenges. When hosted in the Cloud, the ease of applying
service packs and upgrades allows retailers to access the most
up-to-date functionality, to ensure they’re not just able to efficiently and effectively manage the current environment, but
also be in compliance. And by reinvesting the cost savings in
their workforce, retailers can ensure they deliver the quality
experience that will build loyal customers, increase conversion
and drive growth.

Liz Moughan
Director, Retail and
Hospitality Marketing
Kronos Incorporated

Q: Are there specific, measurable benefits that using
cloud solutions brings to SMB companies, and if so
what are the most important ones?
Not only will SMB retailers achieve a faster time-to-value in
the Cloud, but they will also achieve significant benefits over
on-premise in three main areas: Implementation, Compliance,
and Productivity.
Most immediately, SMB retailers see savings in their deployment. Eliminating delays in setup and leveraging domain and
technical expertise to implement optimized configurations,
Cloud delivers a working solution to the retailers faster, decreasing professional services and internal costs.
Compliance is another area with measurable benefits.
The ease of implementing new functionality in the Cloud to
ensure the timely application of legislative changes garners
significant savings over on-premise solutions — 10% greater
in a Forrester study of a Workforce Management solution.
Productivity gains are seen both in IT and across the organization. Without a full time engineer needed to manage the
solution, IT resources can focus on more strategic activities. Increased uptime, reliability and speed also deliver productivity
gains for all users.
Q: What are the biggest challenges within the retail industry preventing greater adoption of cloud solutions?
Retailers want to know that their systems will be just as secure and reliable in the Cloud as in house – and if there’s
hard ROI for doing it. And the answer is yes.
With solutions hosted in dedicated data centers –
centers optimized for reliability, performance and security — retailers can rest easy knowing that their solution
will keep running, even in the face of disasters. And with
guaranteed SLAs, often upwards of 97% application availability, Cloud solutions are often more reliable and secure
than on-premise. And the ROI isn’t just in peace-of-mind
- a recent Forrester study found that the ROI of a cloudbased Workforce Management solution was 69% greater
than on-premise.

Industry focused time and attendance, scheduling, absence management, HR and
payroll, hiring, and labor analytics solutions and services — in our cloud and on the
go. Kronos: Workforce innovation That Works™.
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Hibbett Sports will be expanding
its use of the SaaS WFM solution
into time-and-attendance and
scheduling functionalities.
current size, and is now opening approximately 50 stores per year.
Another complicating factor is that
while the company as a whole is growing,
some of its stores serve small- to mid-size
markets and therefore have staff rosters
as low as seven or eight people. The addition of a higher-paid staff member, such as
the “coach in training” staff person who
is assigned to help open new stores, can
dramatically shift the store’s average pay
scale in ways that would be less of an issue in stores employing staffs of 20, 30 or
more employees.
“If we were to standardize this average
across the board companywide, it would
be an advantage to some stores and a disadvantage to others,” says McElroy. However, with the SaaS WFM solution, “we are
able to have a unique labor percentage
per store, all the way down to salary and
average hourly pay rate.”
The SaaS-style solution also allows district and regional managers to access the
solution anywhere that a Web browser is
available. They can also more easily leverage analytics tools built into the solution,
which provide weekly sales forecasts and
translates them into an optimal number
of scheduled labor hours. Previously, the
retailer’s 64 district managers and five
regional vice presidents “had no visibility
into results versus actuals until the month
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was completed,” reports McElroy.
Weekly reporting, even though it is still
a look backward, provides Hibbett Sports’
management with important data. “District managers can look and see if managers are scheduling appropriately,” he
explains. “Say a store is supposed to do
$20,000 in sales per week using 170 labor hours. With a monthly report, a store
could over-use 30 hours in one week and
under-use 30 hours the next week, and it
would still look all right at the end of the
month. This way, we can make sure managers are putting staff people into appropriate places” based on weekly forecasts
and reporting.
McElroy estimates that the solution has
reduced the time he spends on labor budgeting by 40%, and says Hibbett Sports
will be expanding its use of the SaaS solution into time-and-attendance and scheduling functionalities. “Using a hosted system was relatively new for us, and one of
the advantages was that we didn’t have to
have the infrastructure here” in order to
deploy it, he says, adding that the retailer
has not had issues with system downtime.
As increasing numbers of retailers implement point solutions deployed via SaaS or
other types of cloud-based platforms, they
will expand their use into related and adjoining operational areas as well as into more
fundamental areas of the enterprise.
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Controlling the Cloud
W i t h r e m o t e r e ta i l s o l u t i o n s , t h e r i g h t u p - f r o n t d e c i s i o n s c a n
m a x i m i z e y o u r r e w a r d s a n d m i t i g at e r i s k

Q: How can SMB retailers most effectively leverage
Cloud solutions to gain the same competitive advantages of larger retailers?
Cloud or SaaS-based solutions enable smaller retailers
to operate with far fewer IT resources, so they can focus
on running their business instead of their IT. But not all
remotely delivered solutions are created equal. The best
are designed to access the very same solutions that larger
retailers deploy on-site, with the same level and range of
“big retail” functionality, to truly deliver the best of both
worlds. Further, maximizing the value of even the best SaaS
solution depends on involving business leaders in all aspects
and phases of the implementation. It’s important to remember that Cloud and SaaS solutions are just tools designed to
achieve business goals, and that’s ultimately the purview of
the business team, not the IT staff. A third important factor
is training, both for solution operations and process change.
Short-changing that investment up front can compromise
the solution’s long-term value and ROI.
Q: Which retail functions and capabilities are best
suited to SaaS/cloud-based delivery and operation?
Without a doubt, head office applications are best suited
to a remote delivery model because they are centrally used
and therefore easier to protect with redundant fail-safes.
In contrast, store solutions are much harder to run in a pure
Cloud environment if mission-critical functions are 100%
dependent on network health. Again, that’s where system
design really comes into play. For example, the Epicor SaaS
model leverages the advantages of a thin-client, networkbased system, while still allowing the stores to be run locally
in the event of a network disruption. Even if some noncritical store solution functions go offline temporarily, the
stores themselves will never be dead in the water – they
can always still trade. That’s a huge reassurance, because it
enables the retailer to maximize the rewards of the Cloud
while effectively mitigating risks.

Clifford Perlman
Business Development
Director
Epicor Retail SaaS

Q: How can retailers best use cloud solutions to help
their business grow?
Just as the Cloud is only a method for delivering business tools
to the retailer, growth is nothing more than a function of how
well those tools are used. In other words, the solutions themselves can’t ensure growth; all they can do is enable process
improvements that drive efficiency, cost reductions and profitability, which in turn facilitate growth. I have this conversation
with retailers all the time, and what I say to them is, “I can’t
tell you for sure that we will grow your top line by improving
how much you will sell at POS. But what I can tell you is that
your margins will be better – you’ll be much more profitable,
because the whole premise of the SaaS model is to take away
costs from your business that you may not even realize are
holding you back.” SaaS does this because it frees retailers
from the constraints of on-premise IT, and opens the business
to new growth opportunities. A second major SaaS advantage
is its ease and speed of scalability. When bottom line growth
enables physical growth, bringing new stores online can be as
simple as installing the store hardware and flipping the switch.
Q: What are the biggest hurdles still standing in the
way of further expansion of Cloud solutions in the
retail marketplace?
The earlier technology barriers to Cloud-based solutions are
being lowered all the time by the development of stronger
network infrastructures. Today, the barriers have less to do
with reliability and functionality than with the lingering
perception that adopting a Cloud solution means giving up
control. It’s a cultural thing. But those perceptions are also
changing. Most retailers understand that even on-premise
solutions require external support. And, increasingly, we no
longer have to explain to retailers what SaaS is all about;
instead, we can focus on the differentiators and advantages
it offers. That allows them to focus on why SaaS represents a
unique value proposition that, for most retailers and especially
SMBs, merits serious consideration.

Epicor provides advanced solutions for retailers seeking to streamline processes, integrate channels, leverage intelligence and inspire customers, to maximize profitability. Whether they are delivered via SaaS
or implemented on-site, Epicor Retail solutions meet the evolving merchandise and service expectations
of today’s connected, mobile shoppers, and the business requirements of the most demanding retail
environments. For more information, contact Epicor at retailinfo@epicor.com or 800.992.9160.
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Insight Generators
Cloud solutions provide powerful tools for tackling today’s Big Data analytics

Cloud-based solutions are proving their
worth with narrowly defined point solutions,
providing service that’s on a par with – and in
some cases superior to – traditional on-premise software applications. But many experts
believe cloud computing’s full power will be
released when retailers use enterprise-level
solutions that tackle omnichannel operations,
enterprise-wide inventory visibility and management, and the use of Big Data to generate
relevant, real-time insights.
Gartner identifies Cloud as one of the four
Nexus of Forces, the big pillars that will either
recreate businesses or wipe them away. (The
other three are Mobile, Social and Information.)
“With Cloud capabilities, formerly conservative adopters of technology have the ability
to jump forward and end up with a 21st century infrastructure, which is both more nimble
and more cross-channel enabled,” according
to Gartner’s Jeff Roster in the April 2013 RIS/
Gartner Retail Technology Study. “And this is
possible to achieve at a lower cost to operate.”
Cloud computing’s impact and influence
have already spread far beyond the retail
sphere, and they are still on the rise. IDC estimates spending on public IT cloud services will
grow at over five times the rate of the traditional IT industry overall, with total spend related to public cloud and IT services increasing
from $22 billion in 2010 to $98 billion by 2016.
Extracting Insights from Big Data

The multiplication of customer touchpoints
that has accompanied retailers’ move to an
omnichannel business model has also multi-
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plied the amount of consumer data available
for collection. Most retailers are still underutilizing these expanded data sets, but a number
of cloud service providers have the computational and statistical tools that make it timely
and cost-effective to make more productive
use of this data.

The Three Categories
of Cloud Computing
1. Software-as-a-Service (SaaS) is the distribution of software hosted by a provider in a
central and remote location made available to
consumers over a network. Typically, SaaS uses
a pay-as-you-go pricing model based on the
number of software licenses, and the benefit
is that the retailer does not have to procure,
install, or maintain software and hardware.
2. Platform-as-a-Service (PaaS), the complete
application development and deployment platform, including both hardware and software, is
delivered as a service over the Internet.
3. Infrastructure-as-a-Service (IaaS) is when
hardware components, network equipment,
memory, CPUs, and disk space are provided by
the service company. The advantage for retailers is that they can run all operations without
in-house data centers.
Source: Citi Research Retail Technology Deep Dive, January 2013
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Cloud Drives Continuous
Innovation
Re tai l e rs Can Transf orm t heir Enterprise and Store-Lev el Operations

Paul Wolf
Director Retail Services
Xerox
Paul.Wolf@xerox.com

Q: With all the hype surrounding “Cloud” in the
marketplace, how can Cloud support innovation for a
retailer?

deployment for the retailer. In return, you take advantage of the cloud

Innovation separates companies from their competition. Never before

Because the application is deployed as a service in the cloud, you gain

have business leaders been able to transform their organizations with

the advantage to scale up or down as needs demand paying only for

such a high level of efficiency, primarily because Cloud allows busi-

what you need and use.

vendor’s infrastructure investment and fine-tuned managed services
(think application support, administrative, and patching) best practices.

nesses to adopt new technologies without requiring a large upfront
investment. Additionally, IT departments can provision entire applica-

Q: Will Cloud enable a retailer to become more agile?

tion environments on their own schedule without the need to develop

Agility is a key component to long term success in today’s retail

and acquire the talent to run it. Cloud solutions provide an approach

landscape. Implementing new ideas and technology can be difficult.

to not only overcome this hurdle but also support to quantify the re-

Almost every function on the retail floor has some impact or depen-

turn on investment. As a result, this creates more money to invest in

dency on technology in the data center. Consider development and

core business strategies that enable retailers to create differentiation.

upgrades to POS applications or shifting to a new merchandising ap-

Differentiation is the result of continuous innovation, which leads to

plication. Both of these scenarios are much easier to implement with

better value for the end customer.

a cloud strategy. For example, before store deployment of every
new POS release, application or location-specific configuration has

Q: So, if Cloud can help with innovation, how else can
a retailer utilize Cloud to transform their enterprise
and store-level operations?

to be tested and quality verified. For retailers, the fact that different

Servers, applications, storage, and backup are commonly targeted for

tionally, application developers tested these applications in physical

cloud initiatives. However, many IT leaders do not take advantage of

labs, replicating different store configurations or systems. However,

other cloud services such as mobility, which can be combined with

with a finite amount of space and time, the labs could experience

more common cloud services to drive innovation all the way down to

bottlenecks, particularly during peak seasons. As a result products

the retail floor. Also, application hosting in support of store opera-

get to market more slowly in a retail environment where consum-

tions (i.e. POS, workforce management, store execution, supply chain,

ers have an accelerated need for speed. A cloud-based approach

analytics, and finance) can offer significant benefits. For example,

to solving this dilemma is to provide a highly secure, cloud-based

older legacy hardware may not be able to readily support new func-

testing environment that enables your test labs to increase or de-

tionality or subsequent releases. Additionally, a capital expenditure to

crease capacity as needed, with an agile, on-demand model where

support newer versions may not be in the budget. If you are managing

you “pay by the day”.

geographies require different languages, products, peripherals, and
store setups adds another layer of complexity to this process. Tradi-

the software by region, you may have stores on different versions fol-

In the end, Cloud has already brought many benefits to retailers as

lowing different processes. If you want to scale up, you have to make

illustrated above. These examples represent what Xerox Business Ser-

more long term investments. If you need to scale down, you’re left

vices has provided to our retail clients representing over 50,000 global

with underutilized hardware and software licenses. At the same time,

store fronts. Technology is rapidly changing and retailers need to stay

managing all of this complexity takes time away from your main busi-

innovative to increase their competitiveness. Given this, it is impera-

ness — and your IT group’s time away from innovations that could help

tive that the new technology is implemented into a retailer’s business

your store sell more, do more or gain a competitive advantage. A cloud

efficiently and cost effectively without impacting the customer. More

based approach will centralize the application management and release

is yet to come!

Xerox’ vast array of services eases the store and back-office burden for the world’s leading retail organizations. Through our
sourced simplicity approach, we help our clients tap into hidden intelligence that yields greater business return. With the expertise of our 140,000 people, global brand strength and innovative technology, we bring together our client’s data and services
for better and faster decision, and improved efficiency and performance. Our clients tell us we’re responsive to business needs,
we’re flexible to changing priorities, we’re reliable for delivering results and we act with integrity at all times.
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Initial Opportunities for Using the Cloud

Ease of Im plemen tatio n

Easy

Business Continuity (storage)
• Extensive storage
• Backup & recovery

Desktop productivity
• Web 2.0 applications
• Workgroup applications
• Office suites
• E-mail and calendaring

Legacy
• Specific existing
infrastructure
• Complex legacy systems

New Business
• Provide IT support for new ventures

Software development and testing
• Development and testing
environment
• Performance testing
• Non-production projects
• R&D activities
• Reduced time to market
Geographic expansion
• Replicate standard processes in new
locations and branches

Batch and data intensive applications
• One-off applications that don’t
rely on real-time responses
• Data and high performance
intensive applications (financial risk
modeling, data compression, graphic
rendering, simulation, etc.)
• New back office applications

Peak load demands
• New business activities
• Applications with peak loads
• Seasonal websites
• Applications with scalability needs

Sensitive applications
• Mission critical applications
• Regulation-protected data
(e.g. PCI, SOX)

Hard
Low Value

High Value

Valu e to th e Enter pr ise

Cloud-based application opportunities have multiplied significantly in recent years.

“Many of the cloud services targeted for
the retail industry have the capacity to track
performance of products and brands, identify trends and seasonality components,
monitor performance and provide analytical results to the retailer, often improving
their ability to forecast consumer behavior,” according to the Citi Research 2013
Retail Technology Deep Dive. “The data is
centralized online and can be shared easily
among business partners, often improving
inventory management.”
A number of retailers rely on cloudbased infrastructures to support the full
scope of their e-commerce activities. The
800-store fabric and crafts retailer Jo-Ann
Stores recently selected a cloud-based
digital commerce platform. “We needed a flexible digital commerce platform
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Source: Citi Research, Accenture

that would allow us to move quickly to
meet the evolving needs of our customers across our Web and mobile channels,”
said CIO Matt Susz.
There are also different types of cloudbased solutions designed for different
levels of usage. The best-known is Software-as-a-Service (SaaS), but cloud also
encompasses Platform-as-a-Service and
Infrastructure-as-a-Service (see page 14
for more detailed definitions).
The range of cloud-based solutions
provides retailers with a variety of choices
to fit numerous use cases, whether an enterprise uses the cloud to support the 24/7
needs of an e-commerce infrastructure
or the computing-intensive, short-term
requirements of an extensive Big Data
analysis.
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Leveraging the Cloud in an
Omnichannel World
H ow t he cl oud can s t re amline operations for omnichannel retailers

Q: How can cloud solutions reshape business models
and improve retailers’ business outcomes?
Cloud solutions increase the speed to market for new features when compared with perpetual license delivery models. And the lower effort and faster delivery speed provide
the ability to better pilot or test new features in order to
improve overall system quality.
In a traditional license model, a vendor would provide a
conference room pilot to show a customer what the future
looks like. But the time between a conference room pilot
and a one-step rollout of the system was usually very long.
Because the cloud enables quick, efficient, low-cost deployment a partial deployment of a solution can usually be accomplished in the same amount of time—and for the same
effort and cost—as the conference room pilot, enabling stepwise deployments that ultimately provide better solutions.
Q: How can retailers most effectively leverage cloud
solutions to improve the omnichannel shopping
experience?
Two words: Allied Commerce. Allied Commerce is an initiative aimed at creating allies across your eCommerce organization, your stores, your logistics providers and your brand
vendors to better serve the shopper. This is accomplished by
creating one seamless experience for your existing and targeted customers. How is this done quickly and efficiently?
Simple: With the cloud.
Cloud solutions are lower in cost and easier to deploy than
traditional software licensing models, enabling retailers to
quickly meet the evolving demands of shoppers. With cloud
solutions, it’s simple for retailers to roll out mobile shopping
platforms as well as systems that enable in-store pickups
and/or returns. Plus, true multi-tenant cloud systems are constantly updated and iterated upon in order to adapt to the
specific needs of clients—and at no additional cost.

Ken Callahan
SVP of Retailer Sales
and Accounts
Shopatron

Q: Retail technology stacks are loaded with dozens
of solutions and applications. Which ones are best
suited for a move to cloud-based delivery/operations?
That would depend on the maturity and age of the system
landscape for a given retailer. The cloud is best used to enable new capabilities and/or replace old technology.
For example, if you have a solid POS system that is upto-date, supports advanced features such as mobile POS
and is fully supported by the vendor, that is not likely a
candidate for a move to the cloud. However, a system that
is not actively supported and/or lacks the advanced features desired for the next couple years is a prime candidate for the cloud.
Q: What are the biggest hurdles still blocking expanded use of cloud applications in the retail industry?
One hurdle is that some industry professionals are of the
belief that the cloud’s shared infrastructure cannot provide
the horsepower required to handle all of the traffic and
server requests associated with ecommerce. In reality, that
shared infrastructure is precisely why the cloud is an ideal
solution for the retail industry. Not only does the cloud allow you to automatically scale up or down depending on
user demand—(and without worrying about downtime!)—
but it also means lower IT costs all around.
Secondly, budget requests for system upgrades historically needed to go to the CIO and CFO for approvals, as
the perpetual license model and corresponding hardware
requirements drove major Capital Asset Requests. But the
advent of cloud-based solutions and SaaS pricing models—
with variable costs that rise with usage—now permit CMOs,
GMMs, and SVPs of Store Operations to review, select, and
contract directly with a solution provider, freeing up the
CIO’s team to focus on security, compliance, and other technical challenges.

Shopatron is the world’s leading provider of cloud-based, eCommerce order management solutions. Powered
by our patented Shopatron Order Exchange, Shopatron Retailer allows multi-channel retailers to seamlessly
leverage the available inventory of every retail storefront and distribution center when fulfilling online orders.
Unlike legacy order management software or custom-built solutions, Shopatron makes it easy and affordable to
deploy advanced capabilities like in-store pickup, ship-from-store, inventory lookup and vendor drop-ship within
existing eCommerce initiatives. With Shopatron, online and offline channels join forces to increase sales, turn
inventory, and deliver a superior purchase experience to online shoppers.
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Big Benefits for SMBs
C l o u d s o l u t i o n s ’ f l e x i b i l i t y a n d f u n c t i o n a l i t y at t r a c t s m a l l e r r e ta i l e r s

Cloud computing solutions can be applied
in retail enterprises of virtually any size, but
they hold a particular appeal for small- and
medium-sized (SMB) retailers. The reasons
aren’t difficult to discern: cloud-based solutions require little or no on-site hardware and,
by definition, no on-site software, so they
can be set up quickly and with minimal capital expenditure costs. This makes both initial
deployments and expansions easier, a strong
benefit for companies that are typically in an
active growth mode.
In addition, the pay-per-use model offered
by most cloud-based solution providers is particularly attractive to SMB retailers. Using a public
cloud (one offered by a third-party company),
which provides access to linked sets of servers
with expandable capacity, helps ensure that an
SMB retailer’s systems won’t be overwhelmed
by a seasonal or promotion-generated spike
in business. Perhaps even more important, the
retailer will be able to minimize costs during
slow periods or when reaction to a promotion
doesn’t match forecasted expectations.

e-commerce without incurring capital investment normally required to build and support
a new channel.
SMB retailers also typically have a smaller
investment in complex legacy IT system architectures than their larger counterparts. These
smaller companies are seeing the reliability,
cost savings and increasingly robust functionality offered via the cloud, and they are often more willing to use Software-as-a-Service
(SaaS) or Infrastructure-as-a-Service (IaaS) solutions for their most basic operational and
transactional systems.
Central Network Retail Group (CNRG) recently integrated 21 Home Hardware Center
stores into a hosted solution environment. Executives of CNRG, a multi-brand, multi-format
retailer in the hardware and home center industry, are enthusiastic about cloud solutions.
“We feel strongly that a cloud-based or hosted
solution provides a better infrastructure for
the speed and flexibility our company needs,”
said CNRG president Boyden Moore.
Clouds in Your Coffee

Closing the Gaps

Cloud solutions also offer SMB retailers access
to the same type of advanced applications that
large retail enterprises rely on. These can include sophisticated inventory solutions providing item-level visibility, or advanced business
intelligence applications offering predictive
analytics and the ability to try out “what-if”
scenarios.
The cloud also enables retailers to engage
with customers via social media, mobile and
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IT chiefs at some large retailers express concern
about cloud solutions’ reliability, performance
and uptime. However, for one small retailer,
it was the poor performance of a traditional
on-premise solution that motivated him to try
a cloud-based solution for a truly basic retail
system: the point of sale.
Prior to deploying the cloud-based solution
three years ago, The Bean, a chain of three
coffee shops in New York’s East Village, used a
Windows system with a server that was hard-
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Cloud-Based Solutions Revolutionize
the Retail Experience
Smart e r Busi ne sse s Take t o the C lou ds: More Information, Mu ch Less C ost

Jason Richelson,
CEO and Founder
ShopKeep POS

Q: How can SMB retailers most effectively leverage
cloud solutions to achieve the technological and business advantages of their larger competitors?
Cloud solutions are empowering small businesses by giving
them access to the same robust technologies as big businesses at an affordable price. ShopKeep POS is one of those cloud
solutions in the point of sale space. ShopKeep POS handles
all customer transactions and inventory management and
provides detailed reporting that merchants can use to make
smarter decisions. Also, new solutions can be easily integrated into the platform, such as the ability to accept mobile payments with LevelUp or PayPal. Merchants can access
these new solutions simply by updating their ShopKeep iPad
App in the App Store free of charge. With a cloud-based
solution, there’s no need for the expensive IT support that
bigger businesses sometimes need to upgrade their serverbased systems. It is technology like the ShopKeep POS cloudbased system that gives small businesses a level playing field
to compete with large retailers at a time when technology is
evolving very quickly.

desktop units too which also helps keep costs down.

Q: Retailers are always looking to do more with less.
How can cloud solutions help them accomplish this
goal?
Cloud solutions can keep costs down significantly for a
small business. In the point of sale space, using ShopKeep
POS can reduce a small business owner’s costs by thousands
of dollars. Because it is cloud-based, there is no need for
merchants to purchase servers and pay for server installation and ongoing maintenance. As a cloud-based solution,
ShopKeep POS also provides merchants full inventory management capabilities, employee controls and access, time
clock features and customer tracking all at a very affordable price ($49/mo). When updates are available, merchants
simply update their register in the App store, rather than
requiring someone to come and install new software for
them. iPads are much more affordable than traditional PC

Q: What are the biggest roadblocks still standing in
the way of greater use of cloud solutions in retail?
With regard to the POS industry, currently the biggest roadblock is the legacy Windows XP PC-based systems that are
still out there. These are legacy systems which cost a lot
of money to install, so most merchants are not going to
rip them out for newer technology until they break or get
viruses. Over the next 3-5 years these types of systems will
become obsolete and cloud-based solutions will prevail,
solutions like ShopKeep POS. It’s a simple yet powerful POS
system that gives merchants the power to run and analyze
a business on an elegant, easy-to-use iPad. By combining an
iPad register with cloud-based BackOffice reporting, merchants have the ability to generate powerful analysis of inventory, sales and customer relationship management with
a service that never becomes outdated.

Q: How can cloud computing and mobile devices
work together to improve enterprise efficiency and
boost customer service?
Cloud-based technology allows access to data and information
from any mobile device so when you put mobile and the cloud
together it’s extremely powerful. ShopKeep POS is on the cutting edge of this new frontier. The ShopKeep POS iPad register sits on the counter of the store and provides all the frontend functions of a POS system. It can work even when the
internet is down. Once a connection is established, data is sent
to the cloud and that data can be accessed anywhere, anytime
from a web-based browser or the ShopKeep POS smartphone
app. This is critical for store owners who can’t be in their stores
all the time. We have some merchants who check real-time
sales on the smartphone app frequently throughout the day.
It gives them peace of mind and more control over their store
when they are not there by providing the information they
need to make smart decisions that grow their business.

The simplest way to make smarter business decisions, ShopKeep POS is the affordable, complete platform for running your shop from an iPad with real-time reporting. Backed by the
industry’s best customer care, ring up sales with our iPad point of sale. Process credit cards,
print and email receipts, manage inventory, employees and more.
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wired to the store’s register, according to
co-owner Ike Escava.
“The older computers were getting slow,
so much so that running any report would
cause the system to crash,” says Escava. Reports had to be run during off hours while
the shops were closed. “It got so that we

ferent ways,” says Escava. “This gives us a
look into what the customers are looking
for and buying. We also use a report that
shows sales per hour, which helps us both
set schedules and adjust them as the seasons change.”
Bigger Companies, Bigger Challenges

Top Pressures to Use the Public Cloud
• All • Small • Mid-Sized

42%
31%

39%
32%

29

%

23%

23%

Manage Escalating
IT Costs

Inflexibility of Current
Infrastructure

25%

%
31% 33 32
%

21%

Maximize ROI of
Investments

Pay-for-Use Model

Mid-sized enterprises are attracted to cloud solutions by a desire to manage
fast-rising IT costs, while small companies like cloud’s pay-for-use model.
Source: Aberdeen Group January 2013

didn’t even bother to run reports [while the
POS was operational] because we knew it
would be a problem,” he adds.
Moving to a cloud-based POS solution
that also includes an iPhone app has raised
no reliability issues. It has also contributed to the business’ growth, allowing The
Bean to accept new payment types such as
PayPal and LevelUp. The vendor has also
added relevant functions since The Bean’s
initial deployment.
“There’s a modifiers report that allows
us to take one item, such as coffee, and
break it down by size, what people add
to it, and how people order things in dif-
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Cloud solutions also hold appeal for midsized companies that are in the “unenviable position of requiring many of the IT
operations of a large enterprise, supported by IT resources closer to those of a small
business,” according to the February 2013
Aberdeen Group report, Why Mid-Sized
Organizations Should Consider Using the
Public Cloud.
Aberdeen’s survey of IT professionals
asked those in mid-sized organizations
about the top pressures to use the public
cloud. “Manage escalating IT costs” was
the top choice among mid-sized companies, selected by 42% of respondents, followed closely by the 39% that chose “inflexibility of current infrastructure.”
In contrast, small companies’ IT professionals were more enamored of the pay-peruse model offered by cloud providers: it was
the top choice, selected by one in three respondents from this group. (See chart.)
Within the retail industry, the distinctions between small and mid-sized companies can often be blurry – particularly if
a retailer has a minimal physical presence
but a thriving digital business. What all
these enterprises share is a need for flexibility, the ability to respond quickly to new
opportunities and challenges, and effective methods for getting close to and understanding their customers. Cloud-based
solutions are providing these retail organizations with many of these benefits, along
with the cost savings that have traditionally been their biggest selling point.
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Cloud + Mobile = The Winning Combination
M o b i l i t y + C l o u d i s t h e S e cr e t S a u c e t o R e ta i l e r s ’ S u cc e s s

Q: How can Retailers most effectively link Cloud solutions and mobile technology to improve efficiencies?
Mobility in the stores is a must for true enterprise cloud otherwise retailers continue to rely on local POS tethered to
hardware and continue dealing with issues of polling, file
transfers, and auditing data.
The key is a centralized infrastructure that is mobility enabled to receive the benefit of central management. Mobile technology should be in the Cloud and not tethered
to traditional POS in stores, improving efficiencies of store
operations. The Cloud provides users access to apps, data,
and content they need to do their jobs effectively and provide high quality customer service.
This is the secret sauce for retailers - contributing to increased sales, stronger relationships with the consumers,
and more efficiency across store operations, inventory controls, and employee productivity.
Q: Retail tech stacks contain dozens of solutions and
applications. Which ones are best suited for a move
to cloud-based delivery/operations?
Those applications that need to be accessed from wherever
or whenever, any workforce or application that services remote people are prime for cloud and those which require visibility to real-time or near real-time data and content across
an organization for decision making and operations. Eventually all applications will need to migrate to a centralized
and virtualized infrastructure.
Retailers’ Omni-Channel strategy is driving this further
with requirements for finding product anywhere in the enterprise and the ability to ship to store or consumer from
anywhere. Retailers who have a Cloud based enterprise solution managing the retail supply chain with a centralized infrastructure are having the most success with omni-channel
execution.

Sam Kliger
CEO
KWI

Q: How can retailers best leverage the latest advances
in cloud technology?
By partnering with trusted and experienced cloud providers.
Realizing that in order to build it right you must invest in the
expertise to do so. If you do it right, it’s a beautiful thing.
Done wrong – well it just won’t work. KWI has been delivering SaaS and Cloud as technology advancements have been
made for true cloud over 25 years now – don’t underestimate
what it takes to get it right!
Consider this to leverage Cloud:
• Centralized Infrastructure with mobility enabled for
		 stores and remote employees.
• Security and Disaster Recovery – ensure you have the
		 proper infrastructure, security and disaster recovery to
		 weather a major incident and stay operational.
• Choose a provider that has a Support infrastructure for
		 helpdesk and technical support.
.
Q:What are the biggest challenges still standing in
the way of greater use of cloud solutions in the retail
industry?
Retailers have disparate systems in place with multiple data
repositories based on traditional solutions in house. The traditional software companies are moving to the cloud without the experience or architecture in place to truly deliver
Cloud applications. The majority of traditional POS providers
are moving to Mobile but still tethered to the POS in the
store for communications and access to data and content.
Lastly, the communications connectivity and infrastructure is
a challenge. Many retailers need to first invest in networks
that have a greater amount of resiliency.
Retailers are moving to Cloud with their traditional providers and these deployments can give retailers a negative
experience causing them to abandon cloud as a good choice
for their company.

KWI delivers leading cloud enterprise retail solutions powered by a world-class infrastructure for
a wide range of retailers. KWI’s innovation – from delivering leading managed services solutions
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