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REEDS Jewelers enables easy access
to data to triple digital revenues
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Diamond and luxury jewelry retailer REEDS Jewelers opened its first
store in Wilmington, North Carolina in 1946. It now has dozens of retail

stores across 13 US states.

In recent years, REEDS’ physical presence has been complemented
by a growing ecommerce operation. It has also become increasingly
determined to become a data-driven business and leverage its

digital resources.

REEDS selected Qlik Sense® as one of its tools to acquire data quickly
and easily from a range of systems and sources. The insights gained
inform decisions across the business, from sales and logistics to retail

strategy and new innovations.

Arthur Phidd, CIO, REEDS Jewelers

Customer Name
REEDS Jewelers

Industry
Retail

Challenges

Geography
Wilmington, North
Carolina

Function
Marketing, Sales, Supply
Chain Management

* Maintain growth in the face of online competition

* Enhance customer understanding and service

o Optimize use of data from multiple sources

Solution

REEDS deployed Qlik Sense to access data from a range
of internal and external sources and use it to guide
strategies and processes across the business.

Results

* Improvement in data access

« Insights ensure high levels of customer satisfaction

o Apps inform key decisions and strategies




New ways to compete and succeed

REEDS Jewelers is a US luxury jewelry retail
specialist with 78 years of experience — not to
mention a keen eye for quality. From Mikimoto and
Swarovski to Tag Heuer and ROLEX, REEDS is an
authorized distributor of some of the world’s most
admired and desired brands.

Throughout its history, REEDS has operated
primarily as a traditional retailer, building an
impressive network of brick-and-mortar retail stores
throughout North and South Carolina and the wider
US southeast. The business’ ongoing success

and growth demonstrate how well the model has
worked but REEDS recognized that the market

was changing.

“We realized that as online players came into the
industry, we needed new ways to compete,” explains
Arthur Phidd, Chief Information Officer at REEDS
Jewelers. “And to be an omnichannel company,

we needed an omnichannel data model.”

As REEDS looked to complement its retail operation
with a growing ecommerce platform, the barriers to
developing a data-driven operation were obvious.

“We'd existed for years with a legacy IBM AS/400
system and faced a typical set of challenges,”
Phidd notes. “What data we had was disparate
and unstructured. On a qualitative level it

was ineffective.”

REEDS needed a solution that would address these
issues, put meaningful data into the hands of a wider
set of end users and give the company a valuable
business intelligence framework.

Delivering value in short order

Fortunately for REEDS, Phidd knew where to

look. He’'d used Qlik Sense in previous roles and
understood its capabilities. He also saw what it could
do for the business.

“I didn't choose Qlik Sense just because | was
familiar with it,” he says. “l needed a platform that
would allow me to deliver value to our business
users in relatively short timeframes.”

The value Phidd was looking for was lying in data
scattered across a range of digital sources, including
Amazon Marketplace, its internal point-of-sale and
online channels, the legacy AS/400 system and
other external platforms.

“We recognize the importance of understanding
our customers,” Phidd adds. “We wanted to access
data that spans the customer lifecycle, including
demographic information, buying patterns, our
product mix, distribution, warehouse management
and fulfilment data.”

This was a particular concern during busy periods
such as Black Friday and Cyber Monday, when
responding effectively to spikes in demand is critical.

“We constantly look at our inventory, so real-time
data is important,” says Phidd. “We really don’t want
a bad experience where a customer buys something
and we can't deliver it.”



Efficient processes, evolving strategies

With Qlik Sense in place, REEDS has a solution that
complements its data management strategy and
is used across several departments.

“We've got a variety of users across all of our various
lines of business, from senior executives like me

to people in other analytical roles across several
departments,” says Phidd. “We've developed apps
for essentially all our centers of excellence.”

He highlights the shipping and distribution app,

which is used to help understand the business’s
efficiency in fulfilling orders. This and other apps have
helped REEDS to develop its real estate strategy.

“For years we've essentially sold into the southeast
of the US,” Phidd notes. “Once we implemented our
Qlik presentation layer, we realized that we were
building a strong profile on the West Coast and
California. That and other intelligence has led us to
develop new definitions of what a store should be
and where we should locate them.”

Qlik is also informing strategic decisions at the
REEDS project management office, improving
the management of important business
transformation projects.

“Qlik has allowed me and others to be more efficient
in terms of how we manage resources and the time
needed to deliver our initiatives,” Phidd says.

Leveraging all the benefits

The impact on REEDS' digital business is impressive,
with the company reporting sizeable year-over-year
growth since 2017.

“We've seen digital revenues triple since 2017,”
Phidd says. “We can attribute some of that to having
steady and readily accessible information as, where
and when we need it. We're using hourly data from
our Magento platform presented through a Qlik
dashboard on the performance of the digital store.”

Plans are already in place to make further use of Al
to take REEDS’ understanding of customer journeys
to new levels.

“The role that Qlik will play within the context of Al is
to help us develop even more targeted, personalized
and effective campaigns and processes for our
shoppers,” Phidd explains.

And as REEDS continues to build sales, and its
understanding and deployment of Qlik, the next step
is a migration to Qlik Cloud.

“We want to leverage all the benefits that come from
subscribing to a service as opposed to hosting it
yourself,” Phidd concludes. “And by moving to Qlik
Cloud, we'll have even higher availability for our
analysts when using the platform.”



Make analytics accessible
to everyone
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Qlik transforms complex data landscapes into actionable insights, driving strategic business outcomes. Serving over
40,000 global customers, our portfolio leverages advanced, enterprise-grade Al/ML and pervasive data quality.

We excel in data integration and governance, offering comprehensive solutions that work with diverse data sources.
Intuitive and real-time analytics from Qlik uncover hidden patterns, empowering teams to address complex challenges
and seize new opportunities. Our Al/ML tools, both practical and scalable, lead to better decisions, faster. As strategic
partners, our platform-agnostic technology and expertise make our customers more competitive.
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