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ABOUT THE CUSTOMER

The customer is the world’s largest retail corporation, with over 2 
million employees and more than 6,000 discount retail stores around 
the globe.

MOBILITY INITIATIVE

A rushed parent is shopping and needs to pick up children from school. 
She’s looking for a specific item, but there’s no employee in sight. When 
she does find someone, the floor employee is busy using a clipboard to 
manually count inventory. In an effort to help, he leaves his project to 
help find the elusive item. After five minutes of searching, they find it. 
However, checkout lines are too long to make the purchase in time. As a 
result, the parent leaves the store empty-handed.

One retailer recognized this scenario as a strategic opportunity to 
differentiate themselves in the marketplace and revolutionize the 
overall customer experience. With the use of mobile devices, like iPads, 
store associates can locate any product SKU quickly and – ultimately – 
process customer transactions right from the store floor. No lines. No 
traditional checkout process. In addition, tablets are enabling real-time 
remote store tracking and a wide-range of analytics generation – from 
individual employee performance to load balancing stores with 
additional associates as customer visits spike. As a result, the retailer 
realized a radical shift away from an outdated retail model toward an 
innovative mobile shopping experience. 

Customers will soon begin to expect these efficiencies from retailers 
and make shopping choices accordingly. This company is blazing a trail 
by empowering their employees with mobile devices, leveraging the 
power of mobile data to find radical efficiencies in legacy operational 
models. Traditional retail? Transformed.

WORLD’S LARGEST RETAILER TRANSFORMS 
RETAIL MODEL WITH IPADS

CHALLENGE

While this concept looked revolutionary on paper, 
the execution required a complex overall process 
design and integration with three of the largest 
companies in the world – Hewlett Packard, Apple, 
and the retailer themselves. The first phase of the 
program, 100,000 iPads, involved the 
procurement; provisioning of security and cloud 
analytics applications; and physical deployment to 
retail store employees all around the globe. Once 
the devices were live in the field, the retailer 
needed a turnkey management system: a 
centralized software platform, help desk, and 
reverse logistics resource to support the program. 
This solution would allow the retailer to focus on 
their business, not the complexities of mobility 
management.time on the phone with the carrier 
directly, trying to figure out a plan that best suits 
their travel plans.

SOLUTION

MOBI collaborated with Apple and Hewlett Packard to 
design the overall solution from concept to execution, using 
best practices from other large mobility initiatives. The 
devices would come from Apple. HP would own the 
requirements gathering and overall customer relationship (as 
this was one of multiple technology initiatives). MOBI would 
manage the program’s execution and ongoing support, 
including the procurement process with Apple, physical 
device provisioning and deployment, and software platform 

for mobility management from which all stakeholders could 
perform transactions and extract relevant program data. In 
addition, MOBI would own the help desk and technical 
support services for all mobile devices and retail employees. 
In short, the program was deployed successfully. Today, 
beyond customer experience, the retailer is leveraging the 
iPads to generate true business intelligence that is 
fundamentally changing other ways in which they execute 
their business.

Case Study

“By 2017, five of the 10 largest retailers will 
implement augmented-reality applications 
in an effort to improve the customer 
experience.” – Gartner

38% have adopted mobile retail in some 
shape or form, while 50% have not yet 
adopted a mobile initiative, but do plan to 
do so in the near future. – Aberdeen Group
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