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These Technology Companies Are

Making Retailers’ Lives Easier

BUSINESS FASHION FOCUS SHOP 3y SUBSCRIBE

SHOES
a How to Shop Carrie
Bradshaw's Shoes from ‘And
Just Like That’

SHOES
The 8 Best Indoor Cycling

Shoes, According to Fitness
Experts

SHOES
The 21 Most Comfortable

Shoes for Men You'll Want to
Live in

WOMEN'S

The 26 Best Walking Shoes
for Women of 2023, Tested
and Reviewed by Experts and
Editors

Technology has become an essential component of successful retail strategies. Customer
relationship management for foctwear retailers has particularly benefited from the influx of
software platforms designed to capture and analyze consumer preferences, behavior and CHRISTIAN
: LOUBOUTIN
feedback.

But decoding what these tech companies offer retailers can be a confusing process.,
There are hundreds of providers to choose from, each with a unique set of capabilities
and services. From empowering sales associates with customer data to providing end-
to-end solutions, these companies are each assisting retailers in maximizing their retail

strategies. ;
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Why Hibbett, Boot Barn and Five
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With mobile technulngf. a sales associate can accompany the customer throughout the
0

shopper journey, from looking at products to mobile check-out. : .
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Connecting With the Customer

“Tulip helps retailers invest in their best asset against e-commerce pure plays: the store
associate,” said Deborah Surrette, chief revenue officer at Tulip. "We enable associates
to capture information about their customers” habits, personalize their service and then
continue the conversation beyond the four walls of the retailer through personal SMS
messages on new products the customer may like.”

“Most retail technologies are built with a single purpose in mind, creating a siloed
approach that wreaks havoc on a brand’s bottom line and the customer experience,”
sald Stephan Schambach, founder and CEO at NewStore. "NewStore connects the
services that have traditionally been sold as point solutions, such as endless aisle and
clienteling.”

“At Aptos’ core, we have always been focused on helping our retail clients to engage
customers differently,” said Noel Goggin, CEO and culture leader at Aptos. "Aptos
technology helps to cultivate long-term relationships with shoppers: manage
transactions and orders in stores, online and in all other selling channels; and manage
and analyze data to improve business performance.”

The One-Stop Shop

“Modern consumers expect seamless, personalized and immediate experiences,” said
Stephen Fioretti, VP of product management, Oracle CX Sales and Service. "Oracle’s
platform enables businesses to meet these expectations through a higher level of
customer insight, thanks to advanced capabilities like artificial intelligence, chatbots
and ‘internet of things.”

Tracking customer feedback is less complicated thanks to new technology available.

“Manhattan Active Omni brings together order management, point of sale, store
inventory and fulfillment into a single cloud-native application,” said Nicole O'Rourke,
SVP and chief marketing officer at Manhattan Associates. “This solution shatters the
boundaries between channels by making functionality available to any team member, in
any location, at any time.”

“For retailers to compete effectively and win the hearts, minds and wallets of modern
consumers, they need a single view of customers across commerce, marketing and
customer service, said Rob Garf, VP of strategy and insights for retail and consumer
goods at Salesforce. "Leveraging a 360-degree view of individual shoppers, Salesforce
enables retailers to create a unified customer journey that bridges gaps between digital
and physical touch points.”

Consolidating Data Into a Single Tool

“Our platform includes the most comprehensive identity solution of any customer data
platform,” said Omer Artun, founder and CEO of AgilOne. "By resoclving customer data
Into one cleansed, stitched data set, marketers have an accurate list for all marketing
and engagement. |[dentity resclution is a mandatory first step for understanding and
communicating with customers.”

“PredictSpring has built an in-store digital platform that pairs the clienteling that
Nordstrom is so well-known for with the frictionless checkout and mobile POS offered
by the Apple Store, all in a single store app,” said Nitin Mangtani, founder and CEQ at
PredictSpring. “Brands and retailers that will stand out in 2019 are the ones that build
flagship mobile experiences in-store and online.”
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