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MACHINE-TO-MACHINE TECHNOLOGY IS HELPING TO WRITE SMALL-BUSINESS SUCCESS STORIES

Solutions made for a changing world
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E
very time you sign a cour-
ier’s electronic keypad to 
receive a shipment, or ac-
cept an emailed client pay-

ment by an Interac e-transfer, 
you’re experiencing one of the 
wonders of machine-to-ma-
chine (M2M) communication.

M2M is a powerful tool for 
businesses needing to sell, de-
liver and track inventory – and 
doing all this in real time. 

CIS Group (www.cis-group.
com) in Saint-Jérôme, Que., 
provides M2M mobile solu-
tions connected by Rogers’ 
broadband wireless for busi-
nesses large and small. These 
mobile solutions allow busi-
ness owners to know how 
their delivery and field sales 
teams are doing at any mo-
ment. It sends their field-col-
lected data directly into the 
company’s enterprise resource 
planning (ERP) software sys-
tem as soon as it is created.

A case in point is CIS 
Group’s Companion Route 
product. This allows business-
es to track their direct deliv-
eries to stores as they happen, 
thanks to drivers equipped 
with handheld devices en-
abled with Rogers’ wireless 
connections.

“When a dairy driver stops 
at a grocery store and deliv-
ers milk and cream, the items 
they remove from the truck’s 
inventory are recorded on 
the handheld, and immedi-
ately relayed to the dairy’s 
ERP system at head office,” 
says Eric Tessier, CIS Group’s 
vice-president of sales and 
marketing. “The signature of 
the person taking the deliv-
ery — which is written on the 
handheld’s screen — also goes 
directly into the ERP system 
via Rogers’ wireless network. 
So do the changes to the re-
maining truck inventory, and 
the time the driver made the 
delivery, and the GPS location 
where the delivery was made.”

This kind of management 
power attracted The Kawar-
tha Dairy to adopt CIS Group’s 
Companion Route. Since the 
1950s, the Crowe family’s 
dairy located in Bobcaygeon, 
Ont., has made all-natural 
ice cream that has become a 

regional legend. Among the 
popular flavours that have 
heightened the dairy’s renown 
are Bear Claw (dark choco-
late ice cream with chocolate 
coated cashews and caramel 
swirls) and Moose Tracks (van-
illa ice cream with chocolate 
peanut butter cups swirled 
with Moose Tracks fudge).

Beginning in March, the 
Kawartha Dairy’s drivers 
were being equipped with CIS 
Group-enabled mobile com-
puters to keep their head of-
fice fully apprised of which of 
its eight retail outlets needed 
more Moose Tracks, for in-
stance, and how much. 

“With our expanding reach 
to new customers in Ontario 
for our complete lines of 

famous ice cream and dairy 
products, we needed to auto-
mate our delivery and or-
dering processes for increased 
efficiencies and control,” says 
Mike Crowe, the Kawartha 
Dairy’s director of operations. 
“The CIS Companion suite 
will deliver this.”

The success of field sales 
reps is also a big concern for 
businesses of all sizes. It’s not 
just a matter of how much 
product they are selling on  

the road. Head office needs to 
know if retailers are stocking 
the shelves properly, in line 
with the ‘planograms’ that de-
fine where and how specific 
goods are to be placed on store 
shelves. If the products aren’t 
where shoppers can see them, 
they can’t be bought.

CIS Group’s Companion 
REP is a sales force auto-
mation software solution for 
field sales representatives and 
merchandisers. It helps sales-

people in the field keep an eye 
on retailer compliance with 
planograms, by allowing them 
to compare what they see in 
stores with what’s on record 
at head office via Rogers-con-
nected smartphones, tablets 
and laptop computers.

“With Companion REP, you 
can see if the store displays are 
correct and properly stocked,” 
says Tessier. “You can also see 
what’s running out of stock, 
and motivate clients to buy 
more right in their store.”

The effect of Companion 
REP affects every aspect of a 
business. As soon as an order 
is placed, the Rogers’ network 
sends the data into the busi-
ness’s ERP system. This tells 
the shipping department what 

products to deliver, sales who 
to invoice, manufacturing 
what new products have to be 
made to replace what’s been 
sold, and materials which raw 
materials and parts are need-
ed to cover those being used 
by manufacturing.

“For our business clients, 
this is a tremendously use-
ful real-time solution, and it 
wouldn’t be possible without 
our connections to the Rogers 
wireless network,” Tessier says. 
“Rogers provides the high-
speed data transfer, the reli-
able service, and the national 
coverage that our clients need; 
not just in cities, but rural and 
remote areas too.

“We couldn’t deliver the 
value we do without Rogers.”

Eric Tessier, CIS Group: “For our business clients, this is a tremendously useful real-time solution.”
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Machine-to-machine (M2M) 
solutions have truly arrived 
for small business, says Tess 
Van Thielen, director of small 
business strategy for Rogers 
Communications. 

 “Businesses can start today 
using consumer-grade Rog-
ers-connected smartphones, 
tablets and apps from Rog-
ers’ partners to inexpensively 
track inventory, deliveries and 

personnel in real-time,” she 
notes. “If they need special-
ized apps or rugged devices, 
we can help you get those, too, 
at prices that make sense.”

M2M technology has made 
many things possible for small 
businesses. For instance, by 
using a mobile point-of-sale 
(POS) terminal – loaded onto 
a smartphone or tablet – small 
retailers can easily sell products 
at craft shows and other public 

events, or set up temporary 
pop-up stores to boost sales.

“Thanks to M2M and Rog-
ers’ national broadband wire-
less coverage, your mobile 
POS will be linked to your fi-
nancial database, just as if you 
were working at your regular 
store,” Van Thielen says. “You 
can test the waters in new 
venues and locations, at min-
imal cost and risk.”

The Rogers’ wireless net-

work that provides compre-
hensive broadband coverage 
across Canada can be used to 
keep in touch with field em-
ployees in real-time, no matter 
where they are. And should a 
business’s landline network 
go down, Rogers’ Wireless 
Network Back-up can keep 
everyone running without a 
hitch while the competition 
struggles to get its landlines 
functioning.

M2M solutions can be used 
to accurately assess field em-
ployees’ performance in real-
time, by comparing their lo-
cations and travel times with 
sales logged and deliveries 
made. If something goes mis-
sing from a truck, that loss 
can be investigated using the 
real-time delivery and prod-
uct offloading data relayed by 
the driver’s Rogers-connected 
handheld tracking device.

M2M solutions can help 
level the competitive field 
with big business. With the 
right apps, equipment, and 
Rogers’ wireless connectiv-

ity, small business can enjoy 
the same mobile surveillance, 
customizable digital signage, 
and mobile asset tracking that 
reduces costs and speeds or-
dering for large enterprises.

“Suddenly, small business 
has access to the same kind 
of cost-saving, real-time pro-
ductivity tools that give Big 
Business an edge,” says Van 
Thielen. “Since Rogers’ M2M 
products are easy to scale up-
wards as small businesses 
grow, these tools will remain 
just as useful and effective as 
small Mom-and-Pops evolve 
into major corporations.”

Solutions at hand to level the playing field

IF THE PRODUCTS AREN’T WHERE SHOPPERS CAN SEE 
THEM, THEY CAN’T BE BOUGHT


