CLIENT

A national specialty retailer with a growing footprint in the U.S. market.

Helping a National
Specialty Retailer
Select the Right
POS Provider

Challenge Backcountr

—  The retailer sought to upgrade its legacy Point of Sale (POS) system to

improve customer experience, streamline operations, and enhance data
analytics capabilities. However, the company faced the challenge of identi-
fying the best POS solution in a crowded market, balancing costs, features,
and scalability. They needed a reliable partner to help them navigate the
complexities of vendor selection and ensure a seamless integration of the

new system into their operations.



Solution
—— VendorSourcing was engaged to manage the entire vendor
selection process for the retailer. Using their structured and

thorough vendor management approach, VendorSourcing

provided a full suite of services, including:

1. Vendor Identification and Screening

VendorSourcing began by leveraging their industry exper-
tise and conducting a market-wide analysis to identify
potential POS providers that met the retailer’s needs. Using
customized RFls and feature matrices, they were able to
quickly shortlist vendors that aligned with the retailer’s
requirements for scalability, functionality, and cost.

2. RFP Management

The RFP process, often time-consuming and complex, was
streamlined by VendorSourcing. They acted as an inter-
mediary between the retailer and potential POS vendors,
handling the submission and review process. This saved the
retailer significant time and effort, while also ensuring that
all relevant details were captured for comparison.

3. Vendor Due Diligence

VendorSourcing’s due diligence service provided the retailer
with peace of mind, conducting a thorough examination of
the shortlisted vendors. This process included evaluating
vendor capabilities, financial stability, and performance track
records to mitigate any potential risks.

4. Contract Negotiation

Once a final vendor was selected, VendorSourcing’s contract
negotiation specialists worked to secure the best pricing

and terms for the retailer. This included tailoring the contract
to align with the retailer’s unique needs and ensuring the
inclusion of critical service level agreements (SLAS).



Outcome

VendorSourcing’s rigorous process led to the selection of a POS provider
that best suited the retailer’s strategic goals and operational requirements.

The new POS system resulted in:

Improved Operational Efficiency  Scalability for Future Growth Enhanced Data Analytics
The retailer experienced a The selected POS solution The retailer gained access
25% reduction in checkout was scalable, allowing the to real-time sales data and
times and smoother transac- retailer to easily expand into customer insights, enabling
tion flows, which significantly new locations without major more informed decision-mak-
enhanced the in-store cus- system upgrades. ing and better inventory
tomer experience. mManagement.
Conclusion

By engaging VendorSourcing to manage their vendor selection process,
the national specialty retailer was able to focus on their core business while
receiving expert guidance throughout the entire process. VendorSourcing’s
structured, thorough approach ensured that the retailer selected a POS
provider that not only met their immediate needs but also supported long-
term growth and operational efficiency. The successful outcome reinforced
VendorSourcing’s value as a trusted partner in strategic sourcing and

vendor management.

This case study highlights the significant impact that VendorSourcing'’s
expertise in vendor selection and management can have on a company’s

operational success.

Cost Savings

Through effective contract
negotiations, the retailer
saved 15% on the overall cost
of the POS implementation.




