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SYNOPSIS
Anyware Computer Accessories was faced with too much raw data but lacked the ability to make meaningful 

interpretation of the data to help business decisions. After installing and implementing the numberGo Publisher 

business intelligence software, Anyware was able to quickly and easily identify trends to led to improvements in 

strategic sales planning, account management and sales compensation. Key to the derived bene�ts was the ease of 

use of Publisher.

COMPANY DESCRIPTION
Anyware Computer Accessories, Inc., is a direct wholesaler whose major products include peripherals (mice, 

keyboards, hard drive enclosures) as well as multimedia devices. Founded in 2002, over the years Anyware has tried 

to diversify away from commoditized products towards more di�erentiated multimedia devices. At this point in 

time, however, the vast majority of their annual revenue of $2.5 million is still derived from basic peripherals and 

cables.

Like most small businesses, the eight employees at Anyware tend to perform multiple tasks beyond their simple job 

title description. Sales are conducted via inbound and outbound phones from the small sales team. Inventory is 

managed in their warehouse and shipped directly to various online retailers such as NewEgg and Tiger Direct. Most 

of their business is to smaller resellers that consistently place multiple small orders.

Name:     Anyware Computer Accessories, Inc.

Business:    Computer peripherals and devices

Location:    City of Industry, CA

Employees:    8

Annual Revenue: Approx.   $2.5 million
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DILEMNA
The market in which Anyware competes in is extremely competitive.  Margins are razor thin, and sales are primarily 

driven by lowest prices. Anyware’s connections to factories in China and Taiwan have helped provide some cost and 

logistical advantages. After experiencing initial rapid sales growth, the last few years have been relatively stagnant. 

Revenue Growth

Strategic Planning

Sales Force
Management

Sales Force
Compensation

Customer 
Relationship
Management

The primary concern for Anyware is increasing revenue growth and understanding 

what are the key success factors to growth. Historical data shows periods of stagnation 

marked by sudden large increases. Gaining a clearer insight into trends and seasonality 

e�ects will allow for more accurate and e�ective planning.

Typical for businesses where day-to-day tasks overshadow broader strategic initiatives, 

Anyware su�ers from a lack of long-term planning. Furthermore, while data exists in 

areas such as product sales, client purchases and salesforce performance, their current 

software does not allow them to gain meaningful insight into the data. 

Sales is the lifeblood of any small business where cash is king and inventory can lead to 

serious problems. Anyware’s current setup tracks the performance of salespeople, but 

does not take the analysis to the next level.

The current compensation model at Anyware has led to issues of employee turnover 

and low motivation. There is a need to align revenue goals with sales compensation 

through an overhaul of their quota and bonus structure.

While data exists on who is buying what when, no software program is being used to 

identify customer purchasing trends. Consequently, no action is taken when key 

customer begin to purchase less as it is often noticed too late.  
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LIKE MANY SMALL BUSINESSES, ANYWARE ALSO 
SUFFERED FROM THREE PROBLEMS:

Too much raw data. The issue for most companies isn’t the lack of data. Conversely, 

businesses are deluged with data overload, but do not have an ability to make meaning-

ful sense of the data. In this regard, Anyware needed help in sifting through the data to 

�nd the nuggets of useful information.

No Access database skillset. Due to the size of their business, Anyware did not have any 

sta� with experience in managing databases such as Microsoft Access. The information 

they needed was on a level more sophisticated than what simple Excel spreadsheets 

could provide.

Lack of time. With employees being jack of all trades, day to day details take up any time 

required to solve the data overload and database training issues.  Anyware needed a 

software program that was easy to use and could be learnt within a short timeframe. 
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ENTER numberGo PUBLISHER
Free Business Intelligence

numberGo helps businesses unlock the power of their data.  Using numberGo Publisher and Reader, companies are 

�nding it easier than ever to create and share more meaningful reports.  With a special edition for Salesforce.com 

and plugins for Quickbooks, numberGo is helping businesses around the world make sense of their information.

The �rst step was taking inventory of what data would be needed to tackle the various dilemmas. Once they were 

identi�ed, Excel spreadsheets were generated and used as the basis for importing into numberGo Publisher. The 

simple importing feature of numberGo made importing quick and painless. 

The next step was to create a pivot table of the various data. Publisher gives users the ability to pivot data at the time 

of importing. This is a major convenience for data that have a large number of columns, say dates, which make it hard 

to analyze. From there, Publisher gives users countless opportunities to pivot and re-pivot the data. Pivot tables 

reveal hidden patterns in tables of data, transforming it into a multi-dimensional pivot grid that allows for quick 

sorts, �lters and layouts.  With a pivot table, users can quickly and easily slice, dice, roll-up and drill down data 

through simple mouse clicks, drags and drops.

Next was to use numberGo Publisher’s “one-click charting” ability to create multi-dimensional charts and graphs 

that helped viewers to visualize the data. 

numberGo Publisher provides powerful business 
intelligence in an easy-to-use interface.




