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REIMAGINING RETAIL

No retailer can afford to fall short of customer expectations. 

But what if you could exceed expectations, at lower cost to you? 

Think about how much time and effort it takes one of your 
associates to answer a customer’s question about when an out-of-
stock product will arrive at your store. Consider how many sales 
opportunities are missed due to insufficient staff-to-customer ratios 
on the sales floor. And imagine how much productivity is lost when 
employees don’t have the information they need to complete key 
tasks that keep your store operations running smoothly. 

67 percent of retailers consider overall 
business operational efficiency to be 
of high or critical importance, yet only 
27 percent consider themselves able 
to manage this well.1

Introduction

67%
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In retail, improving operational efficiency isn’t just 
about taking cost out of the business. 

It’s about putting more value into it by empowering your teams to 
work smarter, faster and more collaboratively to enhance productivity, 
profitability and, ultimately, the customer experience. And these 
days, the stakes for doing so are higher than ever as companies 
strive to maintain healthy margins while meeting customers’ growing 
demands for convenience and immediacy across all aspects of the 
shopping experience. 

To succeed, retailers will need solutions that help them meet these 
expectations while managing the pressures of an increasingly 
complex and competitive marketplace. They’ll need to rethink 
traditional processes and practices, and explore new tools 
and technology that allow them to work more effectively and 
cost-efficiently to measure up to both their business goals and 
customer needs.

On the following pages, you’ll discover how intelligent mobile 
solutions can help you gain measurable efficiencies across your 
retail store environment by enhancing in-store communication, 
better coordinating staff, improving task management and 
optimizing inventory and distribution management.

For a typical retailer, every $10 million in store operations 
improvements is worth more than $100-$150 million in 
market value.2

$100 - $150 million
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Capitalizing on new opportunities requires new ways of working. 

What’s standing between you  
and the business results you want? 

Although every company is unique, many retailers confront 
common challenges when it comes to improving operational 
efficiency. That’s particularly true in store environments, 
where siloed systems and disparate tools, teams and working 
environments often limit communications, complicate workflows 
and reduce visibility to critical data and information. These issues 

can create real barriers to efficiency, whether you have a single 
store or thousands of locations worldwide.

44 percent of the time employees can’t 
find the answer or information they’re 
looking for.344%

Opportunities
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Slow, unreliable communications

When your staff can’t connect easily with others on the team, 
they end up spending valuable time tracking down the people 
and information they need. That not only drives down your store’s 
productivity, it slows responsiveness to customer needs and diverts 
valuable resources away from other critical tasks needed to keep 
your store running smoothly. Plus, unreliable communication means 
you’re unable to alert associates to urgent situations on the floor, 
which can lead to significant safety concerns.

Outdated management tools

The inherent complexities of managing multiple teams of 
employees across diverse locations can easily drive down 
workforce productivity and satisfaction. Retail managers need 
more effective, data-driven tools that allow them to more accurately 
manage employee schedules and assign and monitor tasks 
throughout the day to help control costs and keep staff engaged, 
informed and productive.

Using centralized knowledge is shown to reduce time 
spent on administrative activities by 20-42 percent.4

Lack of supply chain visibility

Without the right tools, your retail associates can’t share key 
information about customer inquiries, buying behaviors and other 
key insights that can better align supply chain decisions with current 
customer demand. To better optimize business outcomes and 
improve competitiveness, associates and managers need the ability 
to track inventory across the enterprise to better serve customers 
and provide omnichannel shopping conveniences such as endless 
aisles and buy online and pick up in store (BOPOIS). 

Overstocks and out-of-stocks cost retailers $1.1 trillion 
globally in lost revenue.5

20-42%

$1.1 trillion
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Efficiency is about making it easier for people to do their best work. 

How can mobility empower your teams to excel? 

Smart mobile solutions are already helping transform how stores 
work by giving people the information and capabilities they need 
to improve productivity and cost efficiency. On the following 
pages, you’ll learn about new and emerging ways mobile 

technology is being used to drive measurable efficiencies across 
retail store operations to elevate business outcomes and improve 
the customer experience.
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Communicate & collaborate 
seamlessly

Imagine if you could make seizing in-store opportunities 
an exact science

Retail opportunities come and go in an instant, and stores often miss 
out because teams can’t access or share needed information fast 
enough. Smart mobile solutions can help break down traditional barriers 
to communication and collaboration with email, text, voice and web 
solutions that work seamlessly across disparate locations and working 
environments. By opening these lines of communication, your employees 
can get a more accurate view of end-to-end store operations and 
customer interactions and speed access to alerts that improve overall 
store safety. 

Even more is possible. In addition to enhancing team communications, 
mobile solutions can also help you connect and engage more effectively 
with in-store customers. A department store manager, for example, can 
use mobile technology to create a virtual fence—or geofence—around 
certain aisles or product displays throughout the store. When customers 
walk into these areas, W-iFi signals would trigger automated texts or 
other notifications to be sent to their smartphones to alert them to nearby 
promotions or featured products. 

69% 69% of shoppers would allow 
promotional offers sent to their 
smartphones while in a store.6
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Simplify task management

Imagine if task management was a whole lot  
easier to tackle

Employee productivity is often the core driver of operational efficiency 
(or inefficiency). Having associates standing idle on the sales floor—or 
failing to complete specific tasks that are needed to keep your store 
running smoothly—can disrupt workflows and lead to lost sales revenue 
and dissatisfied customers. Smart mobile solutions can help limit these 
lapses in productivity by making it easier for managers to oversee tasks 
across store operations. In addition to conveying and monitoring day-to-
day assignments to individual associates, managers can use these tools 
to assign complex or distributed tasks by role or location.

Even more is possible. Mobile solutions can be used to enhance 
employee productivity even further by integrating workforce, labor and 
order management systems into a single tool that gives managers 
visibility into potential issues before they arise. For example, the manager 
of the lumber department at a home improvement store can keep a close 
watch on incoming fulfillment requests for buy online pickup in store 
(BOPIS) purchases and communicate current staffing levels to the store’s 
online order management system to ensure that customer fulfillment 
requests don’t exceed the store’s labor capacity.     

Companies are seeing 
increase in conversion rates 
from 15-39 percent and 
reduction of time managing 
tasks by 15-41 percent 
with the assistance of task 
management.7 

15-39%
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12% Through activity-based labor 
scheduling and budgeting, 
retailers can cut store labor 
costs by up to 12 percent while 
improving both customer service 
and employee satisfaction.8

REIMAGINING RETAIL

Mobilize staff more strategically 

Imagine if staffing decisions were based on  
up-to-the-minute store data

Making sure the right people with the right skill set are on the job at the 
right time and location can be a constant guessing game for retailers. 
Smart mobile tools allow your store managers to more easily schedule 
and monitor staffing for multiple teams across different locations and 
working environments. This ensures employees stay informed and up-
to-date of the most current schedules, while also enabling them to notify 
managers of upcoming change requests or staffing issues that arise due 
to unexpected customer volume or other issues. 

Even more is possible. In addition to helping managers optimize overall 
staffing and scheduling strategies, mobile solutions also make it possible 
for managers to better optimize staff-to-customer ratios throughout the 
day by providing ready access to real-time data from Wi-Fi, beacons, 
people counters, POS systems, heat maps and other tools. For example, 
the manager of a big box retail store spanning over 50,000 square feet 
can use in-the-moment analytics to quickly identify understaffed areas 
on the floor at any point during the day and text on-floor supervisors 
and employees. This lets them redistribute teams as needed to improve 
productivity and make sure customers get the best service possible. 
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Empower associates to know 
more and do more 

Imagine if associates always had ready access to the 
answers customers want 

A mobile POS device allows your associates to access the information they 
need, when and where they need it. That means they can answer customer 
product questions, check pricing and confirm inventory at your store, warehouse 
or other locations—without ever having to leave the sales floor. Not only does 
that improve customer service, it can significantly enhance staff productivity 
and sales conversions. Mobile POS is also a powerful tool to capture new 
customer insights, allowing associates to enter new input and observations 
that can help guide future sales interactions and marketing efforts. 

Even more is possible: In addition to empowering staff with more 
information, retailers can also use mobile POS technology to put more 
information into the hands of in-store consumers. To improve outcomes for 
stores within an area mall, one retail consultant suggested that retailers 
work together to create a universal mobile experience that would allow 
shoppers at the mall to browse all stores’ inventories to find specific items 
or products. Going a step further, stores could then use the resulting inquiry 
and basket analysis data to create more detailed customer profiles to 
inform their future purchasing and marketing strategies. 

20% Just 20 percent of retailers use 
up-to-date technology for real-
time inventory visibility.10 
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70% Sales associates have a 
significant influence on the 
purchase decisions of 70%  
of shoppers.9
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Improve supply chain visibility 
and efficiency 

Imagine if supply and demand could be  
in constant balance  

Staying competitive and cost efficient in the omnichannel marketplace 
requires a more innovative approach to inventory and distribution 
management. Stores are today’s new distribution centers, and innovative 
mobile tools can help you quickly and cost-effectively establish in-store 
fulfillment processes, including receiving, staging, put-away, picking, packing 
and shipping. Retailers can also improve product turnover and inventory 
efficiencies with mobile inventory management system (IMS) solutions that 
give employees a centralized view of product inventory across all channels.

Even more is possible: Enterprise inventory visibility already makes it 
possible for staff to have a more accurate and comprehensive view of current 
and scheduled product availability. But by combining mobile IMS technology 
with IoT and connected retail capabilities such as image recognition, retailers 
can also access information and insight about product performance directly 
from their store shelves. For example, a grocery store clerk can continuously 
monitor current product supplies without leaving the register or diverting his 
attention away from shoppers. This real-time data helps reduce out-of-stock 
occurrences, while also improving employee productivity, increasing revenue 
and improving the overall customer experience.
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What’s next depends on what you do now. 

Are you ready to explore what’s possible with Spectralink? 

At Spectralink, we provide secure, cost-effective mobile solutions 
that empower your associates to work more efficiently and deliver 
high-quality customer care that helps grow your relationships, 
revenue and competitive advantage. 

As your innovation partner, we are committed to helping you 
determine and develop the right tools and technology to improve 

both productivity and profitability. Our open platform and 
ecosystem make it easy to integrate our solutions with mobile 
point-of-sale apps, task management or other applications to 
facilitate employee responsiveness and productivity. So you 
have the freedom and flexibility to explore innovative options 
and opportunities that advance what’s possible for your business 
today and into the future.

What’s next 
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Why Spectralink?

Ready data access and team collaboration

Our advanced PIVOT smartphones empower associates with 
unified communications, store-to-store and store-to-warehouse 
connectivity, real-time inventory management, enterprise visibility 
and location-based marketing.

Open platform for innovation

We work with the industry’s largest ecosystem of application 
partners and offer an open, Android platform for custom app 
development. Plus, our flexible design helps you keep pace with the 
latest mobile technologies and easily scale/adapt to your evolving 
workflow needs.

Security and compliance

Our devices can be managed with standard industry management 
tools, allowing you to monitor and protect devices while getting 

more value from your technology investment. And, you can rest 
assured your customers’ information is secure as well.  We partner 
with leading mPOS vendors to safeguard their data and payment 
information at every turn.

Proven enterprise solution

Unlike consumer-grade smartphones, our solutions are built to last. 
We ensure superior voice quality and data messaging (when and 
where you need it), added workflow efficiencies and data exchange, 
and enterprise-wide visibility to empower your workers in new ways.

Industry experience and expertise

Spectralink brings 26 years in the enterprise mobility business, 
supporting over 5 million connected assets. Our E2E mobility helps 
deliver data insights so your workers can to deliver more value to 
your customers.

Discover how much more is possible with Spectralink.
Visit   www.spectralink.com   for more information about our open platform and comprehensive capabilities today.
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