
E
lectronic point-of-
sale (ePoS) systems 
are now ubiquitous 
in Irish retail; so 
much so that seeing 

a traditional till is like step-
ping into the pages of a history 
book. One of the companies 
responsible for this transition, 
Retail Solutions, continues to 
innovate, however.  

This is because retailers 
know what they need, said 
Pádraig Nolan, business de-
velopment manager at Retail 
Solutions. 

“They want value for mon-
ey, they want a system that 
meets their needs: both their 
current needs and their future 
needs,” he said. 

“They need to keep an eye 
on the future of IT, and we 
help them with this; we have 
some great partners within the 
supply chain and also consult 
nationally and internationally 
with regard to the trends in 
retail and IT.” 

One major trend has been 
cloud, which in certain cir-
cumstances can be ideal. 

“For retailers who have 
multiple sites, typically more 
than three, the business case 
for cloud is there,” said Nolan. 

Lower up-front cost also at-
tracts many to cloud, but No-
lan said that it is not necessar-
ily cheaper. Instead it moves 
costs from capital expenditure 
to operating expenditure. 

“From an up-front-cost 
point of view, cloud has be-
come more popular as you 
don’t need a server on-site. 

It also allows for live access.” 
It allows for backups to be 

automated as well. 
“The software-as-a-service 

model is becoming far more 
prevalent in Ireland,” said No-
lan.  “Certainly, for someone in 
a start-up mode, it does reduce 
cap-ex. It can be quite advan-
tageous.” 

The traditional retailer, 
however, is often less inter-
ested.  “Your regular indepen-
dent retailer in Ireland typi-
cally wants to buy it outright, 
if he has the money or has the 
finance available. These are 
independent, self-sufficient 
retailers. That’s the nature of 
the beast: it’s a traditional type 
of sector.” 

Retail Solutions supports 
both options, said Nolan. 

Indeed, the company works 
with independent retailers, 
convenience stores, forecourt 
retailers, pharmacies, super-
markets and symbol groups 
throughout Ireland as well, 
now, as Britain, South Africa 
and, with a partner, Australia.  

Being prepared for the fu-
ture is essential, Nolan said, as 
the one thing we can be sure 
of is that IT will continue to 
develop and change. 

“Consider IT in general: 
things will always happen in a 
couple of years. It is constantly 
moving,” he said.  

E-shopping
Beyond the point-of-sale, 
there are examples of this 
ever-changing landscape. 

“We can provide self-scan 
checkouts and electronic 
shelf-edge technology,” he 
said. 

Formerly the preserve of 
major multiples, these two 
technologies can now be de-
ployed by independent retail-
ers and stores within symbol 
groups. 

“These products are not 
cheap, but have a rapid return 
on investment,” said Nolan.  

The fact that they are able to 
make a return is an example 
of a dramatic fall in the cost of 
the technology in recent years. 

“Electronic shelf-edge la-
belling has been around for 
20 or 25 years now, but it was 
astronomically expensive be-
fore,” he said. 

Today, that is no longer 

the case and the lower cost 
of the technology has creat-
ed a ‘sweet spot’ where the 
efficiencies that they create 
are a boon to the bottom line, 
said Nolan. 

“Anybody who has worked 
in a supermarket or shop will 
know how time-consuming 
re-pricing is. This eliminates 
that entirely. 

“They also, from a point of 
view of efficiency and margin 
control are excellent. The key 
information comes in on the 
supply side and once every-
thing meets the minimum 
margin [that the store can 
accept], that price change is 
gone to the shelf edge right 
away. 

“It [also] limits the chance 
of having margin eroding 
due to human error or price 
changes not being done.” 

One transformative tech-
nology that Nolan said is 
particularly welcome is Re-
tail Solutions’ live reporting 
dashboard app. 

“With the live dashboard for 
android, single [store] retail-
ers or multiple [store] retail-
ers can access the app from 
anywhere where there’s an 
internet connection,” he said. 

The benefits are not just 
mobility, though: the app al-
lows for all kinds of data to be 
understood. 

“The retailer can look not 
only at the KPIs, but margins 
and real-time sales numbers 
for all products — including the 
performance of promotions 
— and compare them across 
the day, across the week and 
across multiple branches— 
and historically, too.” 

For Nolan this truly changes 
the fundamentals of running 
multiple outlets. 

“It’s just like sitting down at 
your PC: you can drill down 
through the data. 

“Your management info 

system is at your fingertips 
wherever you happen to be 
at any point in time.” 

This, Nolan said, is why the 
system practically sells itself. 

“The minute you show it to 

a retailer they’re sold. There’s 
almost no demonstration re-
quired,” he said.

Pádraig Nolan, business development manager, Retail Solutions 
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Smarter shopping systems to drive sales
Software and hardware 
solutions come together 
to transform the retail 
experience


