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Revolutionary retail mobile apps.

From insight to action in seconds.



MicroStrategy for retailers

We knew there had to be a better way to do our daily 

store analysis other than by hand, but we needed a 

partner with the right expertise to show us what was 

possible. Thanks to the MicroStrategy App Platform, our 

store managers have access to the sales data they need, 

from anywhere at any time, empowering them to make 

vital strategy decisions on the fly. The savings have 

been considerable.”

—Lowe's Companies



The Retail Industry faces an unprecedented pace of change. 

New mobile and social market forces, along with wider product and 

information availability, are shaping consumer expectations and 

fueling the speed of change. In order to be successful in the future, 

retailers must meet consumers’ rising expectations for technology-

driven service and convenience.

The “store of the future” will combine the best of the digital 

online experience and the highly personal, in-store human 

experience. To achieve this, retailers must integrate customer 

insights into every function of strategy, planning and operations, 

leveraging a "single view of the customer" in coordinated, strategic 

ways. As a result, retailers are deploying mobile apps to their store 

personnel and customers in order to deliver a superior, personalized 

shopping experience at all stages of the buying cycle and achieve 

new levels of customer loyalty, sales, and operational efficiency. 
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The future of retail is  
customer centricity

Mobility 
empowers consumers with 
information everywhere.

Search engines 
provide consumers with 
instant answers.

Social media 
leverages friend influence 
over brand reputation.

Online shopping 
provides analytics of 
consumer preferences.



Store Managers spend too much time in the back office, reducing the time 

spent on the selling floor serving customers and coaching associates. 

Time delays from when store managers observe a problem on the sales 

floor and can take action cause lost sales and unhappy customers. 

Customers are often armed with more information about products and 

pricing than store associates and their expectations for technology-driven 

service and convenience continue to rise. 

It is often difficult for retailers to effectively balance payroll costs with 

stores tasks and the consistent execution of customer service standards. 

The current technologies deployed in retail stores—many of them 

decades old—will not support the basics required merely to compete, let 

alone win. 
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Retail store challenges
Mobile is accelerating the pace of change and 

presenting the retail industry with game-changing 

challenges. Widespread availability of price and 

product information requires retailers to rethink 

what distinguishes and defines their brands.”

–Hugh Owen,VP of Product Marketing, Analytics, 

Cloud and Mobile at MicroStrategy

Technology that allows retailers to 

efficiently harness the power of information is 

core to retailers’ ability to compete and 

differentiate. Customer insights data and 

analytics, combined with mobile technology, form 

the essential foundation for a customer-centric 

strategy. Retailers can accelerate technology 

speed-to-value by adopting agile mobile 

platforms based on industry-standard data and 

integration architectures. By creating mobile apps 

both for customers and for customer-facing 

associates, retailers can compete and win by 

consistently delivering a personally-relevant 

brand experience, anytime, anywhere. 

Solution



Hundreds of companies have built MicroStrategy-powered apps. 

We’ll teach you how to build yours.

As the largest independent, public business intelligence vendor, MicroStrategy, 

Inc. has a strong history of providing mission-critical enterprise software solutions, 

with a strong focus on mobile technology. 

MicroStrategy has consistently ranked highly in the Gartner “Leader Quadrant” for 

business intelligence platforms and recently debuted strongly in the Gartner 

Mobile App Development Platform Magic Quadrant. MicroStrategy provides 

enterprise analytics, mobility, and security that enable organizations to build 

customized, scalable applications that create efficiency and drive profit. Founded 

in 1989, there are now millions of business users of MicroStrategy in nearly 4,000 

organizations, and direct operations in 26 countries around the world.

The MicroStrategy Mobile app platform was first introduced to address the 

growing need for mobile apps in the business world. Most recently, a variety of 

Analysts have ranked MicroStrategy Mobile as #1 overall by a wide margin, scoring 

#1 in seven of the eleven major capabilities and has been the only vendor to 

receive an “outstanding” score for product viability. 
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Introducing 
MicroStrategy Mobile.

Store Operations

Store Audits

Clienteling

Loss Prevention

One platform.

All your retail needs.

Merchandising

Supply Chain

Executive Overviews

Corporate Approvals
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MicroStrategy is a leader 
in mobile and retail.

Leading retailers across the globe rely on us

Ranked #1 software vendor by  
RIS Software Leaderboard

Overall Retail Software Providers

Large Vendor Leaders

Broad Suite Vendors

Vendors for Tier One Retailers

Lowe’s “mobileDart” app

RIS News Mobile App of the Year Winner

Retail TouchPoints Mobile Store Ops Award Winner

The Container Store “The Score” app

Retail TouchPoints Mobile Store Ops Award Winner

GUCCI’s store manager and store associate apps

RETA 2014 Award for Best In-Store Solution



ranked               

#17

MicroStrategy Mobile has been 
ranked #1, four years running.

Dresner Advisory Services

BI Scorecard

Ventana Mobile BI Value Index

OVUM

BARC BI SURVEY

Gartner Mobile App Development MQ

iTunes

Gartner Mobile BI Report

Tech Access

Tab Time and the Application  
Developers Alliance

2011  |  2012  |  2013  |  2014

2011  |  2012  |  2013  |  2014

2014

2012

2011  |  2012  |  2013  |  2014

2013  |  2014

2011

2012

2012

2013
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Apps for retailers

Mobile Retail Apps accelerate informed action, 
support internal collaboration and empower 
associates to better serve the customer. 
Ultimately this is about connecting with the 
customer in ways that are meaningful to them.”

–Hugh Owen,VP of Product Marketing, Analytics, 
Cloud and Mobile at MicroStrategy



Apps mobilize everyday processes, remove costly bottlenecks, and accelerate 

business. MicroStrategy apps reside at the intersection of a great user experience 

and great development infrastructure. 

The MicroStrategy Mobile app 

platform enables organizations to 

build a wide variety of essential 

mobile apps that deliver 

workflows, transactions, mobile 

operations systems access, 

multimedia, and business 

intelligence in compelling, 

customer native apps. 

Native apps provide users with the most optimal 
device-specific experience. 

Compelling workflows gracefully present any 
business process in an intuitive manner.

Contextual apps empower users to input location 
(GPS), barcode (camera), device orientation 
(rotation), and user preferences (personalizations) 
to drive the app experience.

Highly secure apps protect your data with a 
combination of sophisticated security capabilities
—ensuring that data transferral, reception, and 
storage is secure.

Systems apps enable you to transact with any 
operational system so apps can be built for any 
new or existing business process. 

Integrated native mapping plots geo-locational 
data directly onto integrated native maps.

Fast apps handle the most complex questions and 
transactions from thousands of users concurrently.

Offline, online capabilities optimize the user 
experience for the varying levels of connectivity 
(strong 802.11 a/b/g/n Wi-Fi, LTE, intermittent 3G, 
or offline).
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What are MicroStrategy  
Mobile-powered apps?
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Apps for the retail industry Store Operations

Merchandising

Store Audits

Loss Prevention

Supply Chain

Customer Insight

Retailers have a wide array of sales, inventory, personnel, customer, and supplier information 

that must be tracked and analyzed. Often retail executives and associates are in meetings, 

traveling to stores, working with vendors off-site, or simply working remotely in the field. 

Mobile apps ensure that everyone is able to analyze the most current information about their 

businesses and quickly respond to critical issues that require their immediate attention. These 

powerful apps are transforming the way retailers operate and are enabling them to eliminate 

stock-out and overstock expenses, improve productivity, make faster decisions, and enhance 

customer service. 

https://www.youtube.com/watch?v=5WGFxlgriqE
https://www.youtube.com/watch?v=5WGFxlgriqE
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Apps for retail store managers

Low inventory alerts

Store performance

Associate productivity

Improve sales, promotion execution, and reduce stock outs.

Store operations apps enable store managers to maximize revenues by empowering them to make faster 
decisions, better coach associates, and spend more time focusing on the customer. Today’s retailers face the 

challenge of profitably increasing same-store sales, executing merchandising programs across numerous stores, 

while also controlling labor costs. Leading retailers are facing this problem by dynamically sharing information with 

their employees in the form of apps. Instead of distributing dense reports that take the store manager off of the sales 

floor,  apps deliver proactive alerts and filtered, task-specific guidance in a timely manner to associates’ mobile 

devices anytime, anywhere.

MicroStrategy Mobile lets you build any information-driven app you can imagine; such as the store manager 

app, which allows managers to quickly access vital sales and inventory information, analyze trends, and view 

associate and customer information. The delivery of relevant, filtered information to their mobile devices, enables 

store managers to make better decisions and take immediate actions as they walk the sales floor.

Mobile apps like this example are transforming the way retailers operate and engage with customers. These apps 

provide a one-stop shop for all of a store manager’s information needs and supply an easy mechanism for the real-

time recording, analyzing, and communication of data. 

App solutions

Key sales and 
product info

Staff scheduling and 
performance

Promotional 
management

Peer store 
comparisons

Training and 
corporate 
communications

For more examples, tap HERE to 
download the MicroStrategy Mobile app 
from the App Store.

https://itunes.apple.com/us/app/microstrategy-mobile-for-ipad/id382821025?mt=8
https://itunes.apple.com/us/app/microstrategy-mobile-for-ipad/id382821025?mt=8
https://itunes.apple.com/us/app/microstrategy-mobile-for-ipad/id382821025?mt=8
https://itunes.apple.com/us/app/microstrategy-mobile-for-ipad/id382821025?mt=8
https://itunes.apple.com/us/app/microstrategy-mobile-for-ipad/id382821025?mt=8
https://itunes.apple.com/us/app/microstrategy-mobile-for-ipad/id382821025?mt=8
https://itunes.apple.com/us/app/microstrategy-mobile-for-ipad/id382821025?mt=8
https://www.youtube.com/watch?v=6dC1Q8hekxU
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Apps for retail store associates

Clienteling

Product location

Empower every employee with a mobile device. 

Every mobile business app you need. MicroStrategy Mobile on iOS and Android devices 

enable every store associate to be more productive and to better serve and engage with 

customers. These apps extend all of the most important capabilities to each associate such 

as clienteling, assisted selling, training, product catalogs, peer comparisons, inventory 

management and much more. These powerful apps empower store personnel to deliver a 

dramatically better shopping experience and achieve new levels of customer loyalty, sales, 

and operational efficiency. 

App solutions

Clienteling and 
assisted selling

Gamification

Training

SPIF target tacking 
and sign-up

Benefit and 
employee profile 
information

Why should you empower your store associates with 
mobile apps? 

• 50% of customers are looking for expert advice on
what to buy whenever they enter a store.

• 2/3 of consumers wish store employees were more
helpful.

• As much as 123% more revenue is brought in from
the sales of educated and engaged store associates
who can meet customers’ demands.

• 76% of retailers are investing in mobility to enhance
the customer experience.

Source: EKN Research, Retail Systems Research, Dr. Marshall Fisher/Experticity Research
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Store associate  and inspector apps

The Store Associate’s app allows managers and employees to 

monitor their own progress towards obtaining incentive items 

as well as keeping track of their colleagues’s milestones. The 

rewarding experience of marking individual and store 

achievements as well as observing associate birthdays helps to 

encourage a high achieving workplace.

The Store Inspector app enables auditors to locate stores, 

rate criteria, access comprehensive store inspection histories, 

and instantly log their reports on handheld devices. Mobile 

apps like this example eliminate paperwork, increase 

efficiencies, and enable auditors to review the results of 

inspections on-site with the store manager. This allows the 

audit team to increase the number of inspections completed 

annually, to better understand the locations they are visiting, 

and to spend more time coaching store associates. 

https://www.youtube.com/watch?v=io52P0TjzLY&index=50&list=PLC42A172FFEC88D1E
https://www.youtube.com/watch?v=pW_s-cY3-CI
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MicroStrategy Mobile apps for retailers in action

Leading retailers worldwide have used MicroStrategy 
Mobile app platform to transform the way people work. 
Our focus is building apps that get results: apps that are 
actionable, consequential, and compelling. Some of these 
apps are presented throughout this chapter. 

Customer Case Studies
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CUSTOMER CASE STUDY: RETAIL

Gucci demonstrates their innovative 
use of MicroStrategy Mobile to 
transform the shopping experience 
for their customers. 

Company: 
Gucci

Applications: 
Clienteling

Gucci CIO, Simone Pacciarini, speaks at MicroStrategy World.

Gucci mobile App demonstration video

https://www.youtube.com/watch?v=PhfVFuVprMc
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CUSTOMER CASE STUDY: RETAIL

“The feedback was great. We had 
store leaders saying ‘I just want to tell 
you how awesome My Performance 
Mobile is!”

“MicroStrategy helps us build 
industrial-strength dashboards and 
reports that allow us to put data into 
the hands of our business users. We 
use it across all aspects of our 
operation.”

-Cisco Skanson, Director of Technology, Target Corp.

Company: 
Target

Hear how Target uses MicroStrategy across their enterprise to better 
understand their customer needs, improve operational efficiency, optimize 
inventory, manage talent, and highlight priorities to their teams. 

Learn how they use mobile apps to deliver real-time, critical information to 
their store leaders and to provide timely, accurate reporting across their 
organization during the most critical time of year— Black Friday. 

Target’s Director of Technology, Cisco Skanson, speaks 
at MicroStrategy World. 

https://www.youtube.com/watch?v=rioNkCOJzD8
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Guess? Inc., is one of the most widely 
recognizable apparel companies 
across the globe, with over 1,421 
GUESS and GUESS Accessory retail 
stores in over 90 countries worldwide. 
A company known for its innovative 
style, GUESS continues to dress and 
accessorize the world with fashion- 
forward apparel, handbags, watches, 
shoes, and more. 

Company: 
Guess? Inc.

Applications: 
Sales and marketing 
analysis for the iPad

CUSTOMER CASE STUDY: RETAIL



The importance of being an early adopter

At the start of 2008, the GUESS BI team wanted to support its 

mobile workforce by delivering timely information to their RIM 

BlackBerry devices. Officials at GUESS wanted to be sure that its 

executives and corporate directors at headquarters, and regional 

directors in the field were receiving critical information, regardless 

of their location. 

To this end, GUESS selected MicroStrategy to develop a mobile 

business intelligence initiative that delivered operational 

information to end users’ smartphones. Instead of receiving 

cumbersome Excel spreadsheets, the sales force could open up a 

PDF document on their BlackBerry devices, get a quick snapshot of 

the business, and make immediate decisions that impact sales and 

revenue growth. But GUESS knew they weren’t going to stop there, 

and decided to deliver that insight to the iPad. 

Seizing opportunities

In 2010, GUESS chose MicroStrategy Mobile to develop an iPad app 
that allows its executives, designers, and merchants to analyze sales 

performance. The iPad app helps GUESS users perform additional 

analysis than they currently do via BlackBerry and MicroStrategy Web. 

Today, GUESS users, including executives, merchants, regional 

directors, visual merchandisers, buyers, and planners, have access 

to 13 dashboards captured in one, easy-to-use app that highlights 

prevalent sales trends. For example, executives at the company’s 

Los Angeles-based headquarters can tap on summarized 

information such as sales performance by region (e.g., U.S. stores vs. 

Canadian stores), tap and swipe on margins (e.g., Are they up or 

down?), see trend information, and resolve pain points. 

One app with multiple business workflows 

GUESS has outfitted its iPad users with multiple windows into its 

data: Merchant and Sales. 

The app allows both a high-level and detailed view of the data, 

depending on the user. 

Executives can be quickly briefed about the state of the business 

with a few swipes and taps. They are able to view graphs and 

charts on the business as well as view the weekly, monthly, and 

yearly sales at the company level or drill down to the store level. 

Merchants can access the app and look at the data in multiple 

ways. They can see best sellers across multiple levels of detail and 

drill down into a specific store; view inventory or sales on a map; 

and look at detailed information by style, down to the size level 

with over four months of history. The power of being able to walk 

into a meeting and have information for any style or best selling 

item allows merchants to be able to make quick and informed 

decisions based on current trends. 

The merchants can analyze this information while traveling, at 

home, or more importantly, when visiting stores. The app allows 

the merchants to perform a virtual store visit before visiting the 

store – viewing product mix, sales penetration by category, sales 

trends and best sellers from total store best sellers down to very 

specific category levels. They are also able to compare the sales of 

each style to the sales at other stores. Additionally, while at the 

store, they can also pull up any style and view its selling history, for 

instance, if they are trying to compare a current selling style to a 

style sold in the past. 
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We are seeing our business in a whole new 
light. Deploying MicroStrategy Mobile to our 
executives is the next achievement in 
delivering actionable, accessible, and visually 
compelling information.” 

We view ourselves as early adopters of 
mobile technology, and realized in 2010 the 
business value of delivering instant 
productivity to our executives’ iPads,” said 
Bruce Yen, Director of Business Intelligence at 
GUESS. “On the iPad, the information 
decision makers need is easily accessed in a 
way that encourages them to use it.” 

–Bruce Yen 
   Director of Business Intelligence Guess?, Inc. 

CUSTOMER CASE STUDY: RETAIL



Mobile BI meeting fashion

GUESS is unique in that they are a very design-focused company. 

Even in adopting a new technology, Yen believed the iPad screens 

had to reflect the GUESS fashion-forward, corporate culture. Some 

members of the design staff aren’t used to grids and charts, so the 

GUESS graphic designer worked with MicroStrategy Mobile 

consultants to incorporate more visual elements into the screens 

that a typical GUESS employee would relate to. 

Once the apps went live, feedback was tremendous and positive, 

according to Yen. “I got a lot of comments like, ‘The iPad apps are 

stunning. Can we get more of these?‘ and ‘I can’t believe how easy it 

is to use.’  The apps simplify everyday decisions for GUESS executives 

meeting in conference rooms, designers checking in on their designs, 

and the merchants and planners analyzing store performance. 

Yen is pleased with the cohesive design and overall results, and 

credits his onsite team as well as MicroStrategy Professional Services. 
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Allowing users to have a clear view of 
financials and sales in addition to best sellers 
gives everyone a better view of what’s driving 
the business.” 

–Bruce Yen 
   Director of Business Intelligence Guess?, Inc. 

                              GUESS uses mobile apps to better manage their merchandise categories

CUSTOMER CASE STUDY: RETAIL

https://www.youtube.com/watch?v=KUuazLAXKEQ


20

The Container Store was first opened in Dallas in 1978 
and was devoted entirely to storage and organization. 
Currently, there are 60 stores across the US with annual 
sales growth in the double digits with sales forecast for 
2013 of approximately $766 Million. 
They stock over 10,000 products with nearly 2,000 new 
products added annually. Kip Tindell, Co-founder and 
CEO of The Container Store, is proud to be a workplace 
of choice, with no layoffs or store closings during the 
recent economic recession.

Company: 
The Container Store

Applications: 
Company and Sales 
Performance Analysis 

CUSTOMER CASE STUDY: RETAIL



The score

The Container Store’s app is called “The Score”, which originates 

from their CEO, to reflect the idea of complete transparency in their 

business. Their motto is “there is no way your team can win the 

game unless everyone on the team knows the score”. The 

Container Store went from concept to production within months 

and their app provides executive sales recap, payroll performance, 

company sales, store sales, flash sales, and trend reports rolling 3,6, 

and 12 months. The Container Store has been a strategic 

MicroStrategy partner for over 15 years. They began with grid and 

graph reporting targeting merchandising, buying, and finance. 

Only a limited amount of dashboard reporting was developed until 

recently. The Container Store decided to participate in a 

MicroStrategy Mobile QuickStrike to fulfill the needs of their 

promotional sales reporting for the buying teams. The QuickStrike 

demonstrated the power of the MicroStrategy platform and 

brought dashboards to mobile devices. A huge shift from 

reporting via email and spreadsheets to mobile devices was 

underway. The outcome achieved was actionable, consistent, and 

timely reporting for the store leadership team and was well 

received by the thought leaders of the company. 

Secrets to Mobile Success

A key to the success at The Container Store was getting all the 

right people in the room at the same time to scope out the app 

with the end user in mind. The retailer uses what they call a “whole 

brained approach” when it comes to developing all key company 

initiatives. They spoke with all business units to decide on KPIs and 

then created storyboards to conceptualize the look, feel, and flow 

of the app. They then developed a roadmap with realistic and 

achievable goals that led to a very informative and beautifully-

crafted user-friendly app with 14 dashboards. Simply put, they 

began with the “end” in mind. Also, by using the MicroStrategy 

Platform, The Container Store was able to provide for the first time 

ever information about their payroll, as well as actionables to 

optimize their schedules based on current trends and predictive 

analysis. They are now able to compare sales per payroll hour to 

customer-facing payroll hours. This information makes it easier to 

better manage personnel hours. 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Our journey with mobile started only 12 
months ago. While at MicroStrategy 
World in Miami, traveling from the 
conference to the airport, we made a 
pact that we are going to take our 
reporting from desktop to mobile.   We 
decided we are not going to build any 
more applications for the desktop. We 
are going mobile.”  

–  John Thrailkill  
     Vice President of Store Metrics and 
     Systems, Customer Support and  
     Business Development

CUSTOMER CASE STUDY: RETAIL



Mobile Future

The executive team identified gaps in store reporting as the greatest opportunity for 

improvement and innovation. The Container Store decided that future development of 

The Score will include store productivity, campaign performance, sales performance, 

shrink and general damage reporting, employee ranking, in-store alerts, store 

department sales performance, a custom design center / Elfa performance module, store 

operations module, and inventory control. Also, their app will include transactional services 

to further enhance the productivity of their teams in the field.

 

                                                                The Container Store equips their store teams to make better decisions. 

CUSTOMER CASE STUDY: RETAIL

https://www.youtube.com/watch?v=xxtYa0b3zNc
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Coach is a leading New York design 
house of modern luxury accessories. 
Known best for their handbags, men’s 
bags, and leather goods, Coach has 
expanded their product offerings of fine 
accessories and gifts for both men and 
women to include footwear, outerwear, 
watches, weekend and travel 
accessories, scarves, sunwear, fragrance, 
jewelry, and related accessories.

Company: 
Coach

Applications: 
In-store Event Analysis, Executive
Dashboards, International Reporting

CUSTOMER CASE STUDY: RETAIL



Outgrowing old solutions

Coach began using business intelligence solutions some twenty 

years ago after an investment in SAP.  Reporting required both IT 

and business users to manually stitch together information.  The 

level of detail available was limited, and the report creation process 

was time-consuming.  “If I wanted to see my top 10 stores,” said 

Danielle Schmelkin, VP of Business Intelligence and Customer 

Engagement, “I would have to bring back every store from the 

database and manually sort it.”  Without the flexibility of reporting 

and ability to increase user self-sufficiency, Coach decided that it 

was necessary to make a platform switch.

A seamless end-user experience

Coach has an organizational culture where individuals want to 

immediately answer any question when asked.  This was not easily 

supported by carrying around large binders full of disparate 

information.  However, making the mental leap to a new solution 

was not easy for everyone.  “We had to give them a comfort level 

that any tool we chose would be able to answer those same 

questions,” said Schmelkin.  “We actually took real-world scenarios 

of reports that they created either themselves or that we created 

for them in either Essbase or Cognos and said, ‘Hey MicroStrategy, 

go build these, as is…we want to prove it can look exactly like this.’”  

Not only was MicroStrategy able to fulfill their current reporting 

needs, but MicroStrategy also provided a level of flexibility and 

governance that was not available with other solutions. Ultimately, 

Coach was drawn to MicroStrategy because of how seamless it felt.  

When an executive wanted to understand what MicroStrategy 

could do for Coach, their Business Intelligence team could easily 

show him.  “We were actually very quickly able to log onto our 

laptops, drag and drop some metrics, put in some filters, and 

within about five minutes we had his top products across a given 

region,” explained Schmelkin, “and he said, ‘That is exactly 
what I want.’”

More efficient, timely, and streamlines decision-making

Coach now uses MicroStrategy to make informed decisions across 

several departments.  One particularly interesting use is in-store 

event recap analysis to optimize outlet store events done at various 

times of the year.  For years, Coach has been piloting in-store 

events in its North American locations to understand which tactics 

would be the most effective.  The events, which typically run 

during the weekends, required a team of three people two days to 

extract the necessary data, analyze the data, and provide insight to 

leadership.  The process was so time-consuming that analysts 

could only run the report once.

With MicroStrategy’s reusable report templates, Coach was able to 

accelerate and simplify this process.  Now, on the Thursday before 

the pilot, users are able to go in and select the test group and 

control group locations and set a report to be delivered to 

leadership Monday morning that shows them how the pilot 

performed.  Schmelkin cited a pilot run during the week after a 

prominent West Coast film festival as an example of the 

application’s success: “We were running a pilot a week after the film 

festival, and the results [from the test locations] were skewed.  We 

were then able to drill in and say, ‘This one store is the problem,’ 

and it was because last weekend was the film festival.  This 

weekend, people weren’t there and sales dropped because of the 
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It feels seamless, whether I’m on my 
iPad, on my laptop, or receiving a report 
from a printer. It really is one solution at 
the end of the day.”

-Danielle Schmelkin, VP of Business 
Intelligence and Customer Engagement 

CUSTOMER CASE STUDY: RETAIL



tourist attraction.  They were able to get that answer by 10 a.m. on 

Monday… Before, we would have never been able to tell you that 

one store was skewing a pilot that was truly successful.”

As automation has replaced a slow and inefficient manual process, 

users now have the opportunity to do a more in-depth analysis of 

the pilot data and make more informed decisions.  This has 

ultimately enabled Coach to provide its customers with more 

targeted and relevant in-store events.

Realizing corporate-wide benefits

MicroStrategy has also helped Coach realize the benefits of quick 

time-to-insight and enhanced visibility with reusable report 

templates and an Executive Dashboard application available via 

mobile.  Coach is also beginning to explore Visual Insight, 

MicroStrategy’s visual data discovery tool, with their end-users.  

“We’re hoping we are going to do more and more [with Visual 

Insight] because I think it’s really less about, ‘Here are all your 

numbers, this is what happened.’  It’s really about, ‘How do I pick out 

trends more easily?  How do I look for opportunities?  How do I look 

at it in relation to the bigger picture?’  And you can define that 

picture however you want.”
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Before MicroStrategy

• Time consuming, manual report 

creation

• Limitations in frequency and level of 

detail of available data

• Limited end-user self-sufficiency

Goals

• Automated, quick and timely report 

creation

• Visibility on-the-go and quick insight

• Less maintenance, easier 

enhancement capabilities,  
faster queries

After MicroStrategy

• Timely visibility into key business 

metrics and drivers

• Reusable report templates minimizing 

time to develop reports

• More time to analyze and make 

decisions

• Interactive mobile application 

providing visibility at executive level

• Visibility to the most granular levels 
of detail

CUSTOMER CASE STUDY: RETAIL

https://www.youtube.com/watch?v=FEvhoWVihzE
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Lowe’s Companies, Inc. is the second-
largest hardware chain in the world 
with over 1,700 stores in the US, 
Canada, Mexico, and Australia. They 
employ 161,000 people and posted 
revenues of $50 billion in 2012.

Company: 
Lowe’s Companies, Inc.

Applications: 
In-store Event Analysis, Executive
Dashboards, International Reporting

CUSTOMER CASE STUDY: RETAIL



Challenge

In-store protocol required managers and assistant managers to write 
out their sales figures by hand, every day, without fail. The process was 
inefficient, cumbersome, and error-prone. Perhaps most frustrating, it 
required that management retreat to backroom offices to complete 
the task, thereby removing key talent from the sales floor and 
compromising the productivity of the team.

Solution

Lowe’s was already one of MicroStrategy’s largest clients, leveraging 
the MicroStrategy platform for everything from supply chain cost 
analysis to vendor management. When Lowe’s executives described 
the issues and frustrations they were experiencing with sales reporting 
at the store level to the team at MicroStrategy, it was apparent to all 
that MicroStrategy could offer an efficient solution. The robust mobile 
application presented by MicroStrategy was simple to use and 
extremely popular with the management team.

The application provided store-based sales information for nearly 
20,000 managers, assistant managers, and corporate employees and 
made this information available on mobile devices. Teams could now 
analyze sales statistics from anywhere and not be anchored to a 
workstation– fulfilling the promise of mobility in the BI world.

The MicroStrategy Difference

Since its debut, MicroStrategy’s customized application has provided 
the following benefits for Lowe’s:
•  Use of the application has saved an estimated four minutes of each 

manager’s workday, resulting in a savings of $4.5 million across the 
retailer’s 1,700 locations. 

• Using the updated sales information, managers now have visibility 
into what is selling well, which items need to be restocked, and what 
inventory should be marked down or packaged together, resulting 
in better overall sales strategy.

•  Improved flexibility and access ensures that management is 
available on the sales floor to boost staff productivity and provide 
adequate supervision and support.  

The MicroStrategy platform is evolving to provide more mobile 
applications and dashboards to all levels of employees across the 
organization. It is expected that as the licenses roll out across the 
organization, store-level associates will also have access to real-time 
business information while executive-level management will have 
insight into enterprise-wide data, on their devices at headquarters.
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We knew there had to be a better way to 
do our daily store analysis other than by 
hand, but we needed a partner with the 
right expertise to show us what was 
possible. Thanks to the MicroStrategy 
platform, our store managers have 
access to the sales data they need, from 
anywhere at any time, empowering 
them to make vital strategy decisions 
on the fly. The savings have been 
considerable.”

- Ryan Boone, Manager - BI 
Architecture, Lowe’s Companies, Inc.

Before MicroStrategy

• Store-level sales reporting was written by hand and carried 

throughout the store for reference

• Managers had to leave the sales floor to run data for reports

Goals

• Make sales data available daily

•  Mobilize processes

• Granulate the data for strategic decision making 

• Keep store management on the sales floor and focused  
on customers

After MicroStrategy

• $4.5 million savings per year

• Enhanced agility to respond to customer demands

• Store management efficiencies

CUSTOMER CASE STUDY: RETAIL
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Whole Foods Market, founded in 1980 in Austin, Texas, 
Whole Foods Market is the leading natural and organic food 
retailer. As America’s first national certified organic grocer, 
Whole Foods Market was named “America’s Healthiest 
Grocery Store” by Health magazine. Thanks to the company’s 
nearly 60,000 Team Members, Whole Foods Market has been 
ranked as one of the “100 Best Companies to Work For” in 
America by FORTUNE magazine for 14 consecutive years. In 
fiscal year 2010, the company had sales of more than $9 
billion and currently has more than 300 stores in the United 
States, Canada, and the United Kingdom.

Company: 
Whole Foods Market

Applications: 
Stores operations and sales 
analysis on the iPhone

CUSTOMER CASE STUDY: RETAIL



Supporting a Fast-Paced Retail Environment

At all times, Store Team Leaders (managers, or STLs) must keep 

constant tabs on the pulse of overall store performance, as well as 

the performance of individual departments. Having sales and 

operations information in the palm of their hand is a necessity. 

From the beginning, Whole Foods Market wanted to involve their 

STLs in the brainstorming and research process involved with 

building a mobile app. They worked closely with MicroStrategy to 

create a “pilot group” of STLs and other employees to identify use 

cases and test the app. 

Their STLs made it clear that having intuitive, high-level KPIs was 

critical to effective decision-making.  

Throughout the development and deployment process, Whole 

Foods Market listened to feedback from their STLs. This ensured 

that their new iPhone app would change the way managers 

conduct their business every day. 

Information at their Fingertips

Whole Foods Market deployed a new iPhone app across the wide 

majority of their stores. The app, known as “i-STL” (i-Store Team 

Leaders) is used by STLs throughout its 300+ stores in the United 

States, Canada and the United Kingdom. 

STLs begin their workday by accessing the app and keeping tabs 

on their store’s most important operational and sales metrics. They 

can evaluate store performance down to individual “sub-

teams” (that is, departments), such as Seafood and Produce. These 

key performance indicators are evaluated for several time periods, 

including the previous day, week-to-date, and month-to-date. 

The iPhone app is focused primarily on three main categories of 

key performance indicators and information: Sales, Margins,  
and Labor.

During the brainstorming and development of the app, STLs  made 

it clear that they needed to have a high-level view of store 

operations and performance that was easy to grasp. The iPhone 

app succeeds in doing this. In the very first screens of the app, STLs 

see a summary of the most important daily operational metrics. 

Green, yellow, and red performance indicators reveal how each 

team is performing across various KPIs. 

Due to the interactive nature of the iPhone app, a manager can 

quickly see how store departments are performing in terms of daily 

sales or profit, and can quickly compare those key performance 

indicators to other teams. Managers can even see key performance 

indicators focused on labor statistics, such as the percentage of 

overtime hours worked by employees. 

The app drives healthy competition between the STLs of different 

stores, as each manager can compare his or her store’s 

performance to four other stores throughout the company. This 

aspect of the app helps drive widespread adoption in the near and 

long-term. This ensures that there is a shared, broad understanding 

of the most important performance metrics across all of Whole 

Foods Market.

29

Every day, our team leaders require 
updated sales and operations 
information for their stores. Our iPhone 
app, built on MicroStrategy Mobile, 
delivers that, and also empowers our 
team leaders to run their stores more 
effectively and provide superior 
customer service every step of the way.”

– Dave Zodikoff, Global IT Director of 
Purchasing and Reporting Systems at 

Whole Foods

CUSTOMER CASE STUDY: RETAIL



30

MicroStrategy Mobile is available on 

Amazon Web Services. Don’t delay.  
Start building apps in 15 minutes.

Learn more about how we can help 

transform your business. 
microstrategy.com/mobile

Call us  
1.888.537.8135

E-mail us  
info@microstrategy.com

mailto:info@microstrategy.com
http://microstrategy.com/mobile


microstrategy.com

MicroStrategy Mobile

31


