
 

 

 
  

 

Case Study 

Client Overview 
Our client is a leading consumer electronics company in 

India that offers a range of mobile accessories, headphones, 

cables, Bluetooth speakers, car accessories, power banks, 

and other devices. Established in 2010, the company has 

successfully carved its niche as a market-leader in the 

Indian consumer electronics sector.  

 

 The company has become a top seller across major e-

commerce platforms like Amazon and Flipkart, 

frequently featuring in the top 10 selling brands in the 

consumer electronics category.  

 The company holds a significant market share in 

India, contributing to the growth of the market, which 

was valued at over INR 6,000 crore as per recent 

reports.  

 The company has over 10 million satisfied customers 

and continues to grow at a steady pace.   

 

Moreover, our client has a vast distribution network 

spanning over 10,000 retail outlets across the country and is 

rapidly expanding to new avenues, including the corporate 

sector.    

 

Solut ion  
The following steps outline the solution we delivered to help overcome challenges 

being faced by the client:   

 

Data Discovery and Requirements Gathering  

The Binary team collaborated with their key stakeholders to gain a comprehensive 

understanding of their business model.  

 

Data Integration and Preparation  

Our team established a data pipeline to extract, transform, and load (ETL) data 

from Navision and Unicommerce into a unified data warehouse.  

 

 

 

Challenges 
Prior to implementing Qlik Sense, our client faced a number of challenges, ranging 

from maintaining data in extensive excel sheets to ineffective risk analysis and 

decision-making. Below are the main challenges that our client faced: 

 

Data Integration: Combining data from Navision and Unicommerce, which 

contains essential information in different formats. 

Data Volume and Historical Analysis: Handling large volumes of data in Navision, 

which spans 5-6 years, and performing historical analysis posed a challenge.  

KPI Definition and Standardization: Defining relevant KPIs that align with the 

company's objectives and standardizing them across different levels of the 

organization required careful consideration.  

Data Visualization Challenges: They did not have access to dashboards for data 

visualization and faced difficulties exploring data in dearth of drill-down capabilities.   



 

 

 

 
Dashboard Design and Development   

We developed custom dashboards with powerful data visualization and drill-down 

capabilities across various segments like State, City, Product, Category, and 

Salesperson.  

 

Historical Data Analysis   

Our team optimized their data querying and aggregation techniques, ensuring they 

gain valuable insights into business data quickly and more efficiently.  

 

User Training and Adoption   

The Binary team conducted extensive training sessions for their employees, 

empowering them to utilize the dashboards effectively for data analysis.  

 

 

Highl ights  

15+ 
 Dashboards created and multiple 

users assigned 

 

10+ 
 Reports being created every year 

 

20+ 
 Email recipients 

 

Conclusion 
Through successful implementation of Qlik Sense dashboards, the company was 

able to transform its data management, analysis, visualization, and other data-

intensive operations.  

 

The interactive and intuitive nature of dashboards has facilitated better decision-

making, improved operational efficiency, and enhanced overall business 

performance across both their B2B and B2C verticals.   

 

 

Results Delivered 
We delivered the following benefits to the client by implementing Qlik Sense to 

address their requirements:   

 

 The company gained access to real-time insights from all available data 

sources, enabling them to make informed, data-driven decisions across 

both B2B and B2C verticals.  

 Sales, margin, inventory, and other critical metrics become visible at 

various levels of the organization, from state and city level to specific 

product and salesperson details. 

 With comprehensive analysis of return and replacement shares, inventory 

tracking, and stock aging, they optimized their operations and 

significantly reduced operational costs. 

 Our solution facilitated Salesperson-wise analysis, a feature that 

empowered our client to identify their top performing salespersons, track 

their contributions, and incentivize them accordingly.   

 

Sales reports 
for product and region analysis 


