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“It was the largest POS project I'd ever been
associated with and, in fact, the largest integrated
IBM 4680 POS hardware roll-out in Canadian history,”
said Bob Hughes, IBM Account Executive.

You don’t get to be a multi-billion dollar retailer by
doing things in a small way. So when Woolworth-
Canada, Inc., a division of Woolworth Corporation,
decided that upgrading their point-of-sale system would
give them a competitive advantage, they went all out. In
the first ten months of 1992, over 2900 registers comprised
of IBM 4680 hardware, Retail Technologies Corporation
(RTC) POS software, and Woolworth Corporation in-store
software were installed in 150 stores.

This prodigious task would not have been possible
without exceptional teamwork and project management.
The logistics involved were mind boggling; coordinate
a national rollout of over $25 million of hardware, software
and services to sites that ranged from French Quebec, to
the remote city of Yellowknife near the Arctic Circle, to
urban stores with over 35 registers per store, and do it
all by the end of the third quarter 1992.

But the benefits of the project far outweighed the
difficulty of implementation. In 1991, Canada had enacted a
value added tax (GST). This new tax required changes in
price and tax management methods for all retailers.
Woolco, a leading Canadian retailer, seized the opportunity
to not only incorporate GST into their POS system but to
revamp the entire system. Their goal was to select a hard-
ware platform that had a proven track record and to
select software that would provide advanced functionality.

Phil Richards, Vice President of MIS for Woolworth
Corporation, explained, “By implementing price manage-
ment, scanning, and inventory control, our objective was
to reduce store operating costs and increase profitability.”
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The hardware choice was the
IBM 4680 system. Woolworth had
installed the 4680 in a variety of
their U.S. chains. [ts perfoi'mance
had been solid and reliable. Like
y of the wor[d’ larbcst retailers,

\‘oolco

staff, in Canada and the U.S., the
international team consisting of
Woolworth Corporation, IBM, and
RTC mapped out an action plan.
Woolco Canada became a hotbed
of activity. The international
Woolwm th team bL&,an dovek)pm

store operati
corporate
to keepn

that included coordinating manufac-
turing and parts distribution delivery
from around the world. Further, 1BM
Canada provided site preparation and
hardware installation services across
the entire country almost simulta-
neously,” said Bob Hughes, [BM
Canada Account Executive.

In order to meet the aggressive
software development schedule,
RTC worked to enhance existing,
code to comply with Woolco-specific
business practices, developing new
modules, testing and quality assuring,
all software, releasing software
according to strict customer dead-
lines, and providing on-site support,
when required, throughout the
project. “Our operations staft is very
satistied not only with the work RTC
has provided, but also with their
quick response to resolving any
said Neil Kinney, Storq:& i

issues,”
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