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Details:
Retail and franchise estates share one defining characteristic: the IT problem is multiplied by site count,
and every site is a revenue point that cannot tolerate downtime.

## What makes this sector different

- **Site count drives everything.** A change that is trivial at one location becomes a programme at 200.
Rollout methodology matters more than product selection. - **Store staff are not IT staff.** Anything
requiring local technical competence will fail somewhere on the estate every week. - **Downtime is
directly measurable in lost trade.** A store that cannot transact is not an inconvenience; it is a revenue
outage with a dollar figure attached. - **Rapid expansion is normal.** New sites open on commercial
timelines, not IT timelines, and onboarding must be repeatable. - **International growth arrives fast.**
Australian retail brands expand offshore, and the IT estate has to follow into markets with different
carriers, regulations and number availability.

## Evidence: Lovisa

**Unified communications deployed across 42 countries in four weeks — cost-neutral.**

Lovisa, a fast-growing global retailer, was carrying an unreliable and insecure global telephony estate
that had become a business risk. blueAPACHE replaced it with RingCentral across the full international
footprint.

Two things make this a useful reference:

**The scope was genuinely international.** 42 countries in four weeks is a rollout-methodology result,
not a product result — it reflects a repeatable per-site process rather than a clever platform choice.

**The business case was cost-neutral, and blueAPACHE says so.** The value landed in reliability,
store support, and employee and customer experience. A provider quoting large savings on every retail
UC project is guessing at your starting position; Lovisa is the honest version of this outcome.

## What this sector typically buys

- **Connectivity across all sites** — SD-WAN is usually the better economic answer at high site counts,
blending transport without losing central policy control - **Unified communications** — store-to-support
and store-to-store, with reporting that actually works - **Managed services** — a service desk that
store staff can call, which is the practical test of whether an arrangement works in retail - **Security** —
retail is a payment-data target, and franchise networks multiply the attack surface across operators with
varying discipline



## The franchise complication

Franchise networks add a governance problem: the franchisor sets standards but does not control
franchisee behaviour or budgets. A managed arrangement has to work for both — centrally consistent
enough to protect the brand, and commercially palatable at individual site level. This is worth raising
explicitly in design rather than discovering at rollout.

## Where to start

For multi-site retail the fastest measurable win is usually connectivity or communications, both of which
are diagnosable from the current estate without a discovery project. The full managed services
conversation tends to follow the first successful rollout.

---

*Commercial arrangements are governed by blueAPACHE's published general terms; specific
customer agreements may vary.*


