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A leading Australian telecommuni-
cations company has been serving a 
growing customer base with a 
portfolio of products including fixed-
line and mobile networks as well as 
broadband internet services for more 
than 30 years.

As well as its nationwide networks and 
supporting infrastructure, the 
company operates a series of retail 
stores which incorporate product 
showrooms and provide access to 
technical and customer support staff.

AUSSIE TELCO IMPROVES SALES 
TRACKING CAPABILITIES WITH 
MIP



Ability to set and monitor sales targets for individual staff members.

Reduction in time taken to receive sales data from retail stores.

Easy reassignment of sales transactions.
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Time lag in obtaining sales data from stores.

Inability to accurately track performance of sales staff in retail stores.
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Incorrect allocation of sales transactions to individual staff members.

BUSINESS CHALLENGES
INABILITY TO TRACK STAFF PERFORMANCE 
While sales performance could be tracked at a store level, the company had limited 
ability to accurately track the sales performance of each staff member within the 
stores. This meant there was no way for performance to be monitored and staff 
fairly compensated for the sales they had achieved. Part of the limitation was due 
to a gap in the rostering data available in order to calculate sales targets at the 
individual staff level.

INCORRECT ALLOCATION OF SALES TRANSACTIONS
The existing system being used by staff to record their sales was prone to 
inaccuracies. If an incorrect code was used at the point of sale terminal, a sale 
could be allocated to the wrong staff member or even to someone working in a 
different store. This was resulting in incorrect records of the sales being achieved 
by some individuals.

TIME LAG IN OBTAINING SALES DATA 
Due to back-end system constraints, there was a delay of approximately two days 
due to the time taken by upstream source systems to process and validate the 
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SOLUTIONS

In early 2016, the telco realised it needed to improve its ability to track sales in 
stores and report data back to central office. After looking at a range of options, the 
company commissioned MIP to design and deploy a solution. The resulting 
infrastructure uses the company`s existing data wherehouse managed by Where-
Scape Red, and adds extra capabilities delivered by Alteryx and Tableau. 

The Alteryx server manages required workflows and uses details of store rosters to 
create individualised sales targets for each staff member. Meanwhile, the Tableau 
server provides detailed dashboards showing how staff are tracking against their 
targets and how each store is performing overall.
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OUTCOMES
ABILITY TO SET AND MONITOR SALES TARGETS FOR INDIVIDUAL STAFF 
MEMBERS 
The telco now has the ability to create an individualised sales target for each staff 
member based on their number of rostered hours for the week. Rosters are 
recorded in an Excel spreadsheet template by store managers and entered into 
the Alteryx server for processing. Store managers can readily see how each staff 
member is tracking by accessing their Tableau-based dashboard.

EASY REASSIGNMENT OF SALES TRANSACTIONS 
Should sales be allocated to the wrong staff member, this can be quickly rectified 
by the store manager using the Tableau dashboard. Because sales tracking is 
now much more accurate, the company has been able to introduce a 
commission-based compensation system for its staff across all retail stores. 

incoming data, before making the data 
available to multiple downstream reporting systems. This was having an impact on 
financial planning and reporting andmeant real-time views of store 
performance were unachievable.
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Previously commission was paid at a store level when targets were reached and 
then shared equally between staff. The new system better rewards individual 
sales achievements, thereby improving motivation and morale.

REDUCTION IN TIME TAKEN TO RECEIVE SALES DATA FROM RETAIL STORES  
To reduce the time lag between sales occurring and them being reported to 
company headquarters, MIP developed a facility that allows sales estimates to be 
entered by store managers on a daily basis. These estimates are then matched 
against actual sales data at regular intervals to gain an accurate picture of the 
performance of each store.

With the staff sales monitoring and reporting system now in place and 
operational across the retail store network, the company is looking at other areas 
in which improvements can be made. One example is a recent initiative to pay
commissions based directly on an individual’s sales performance, as opposed to 
just on the store’s performance.

Previously, if a store achieved its sales targets, all staff eligible for commissions 
would be paid at the same commission rate. Now that sales performance can be 
tracked at an individual level, commissions can now be paid in line with an 
individual’s performance, driving better performance at an individual level.

CALL US TODAY TO FIND OUT HOW WE CAN HELP YOUR BUSINESS.  1800 737 126


