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To provide the outstanding service customers expect 
from the brand, Andersen Corporation knew it needed 
to revamp its sales strategy and team.

While there were multiple business intelligence (BI) 
and reporting tools already in place at Andersen, the 
team lacked visibility into critical data. This made 
insight discovery a challenge. “The system we were 
using required heavy involvement from IT and we 
didn’t have the ability to set up our own queries, which 
is key in a changing sales landscape,” said Verdoorn. 
“We needed a flexible, self-service and visual 
platform.”

Andersen determined that a new BI solution was 
needed. From a short list of five vendors, the team 
selected Qlik coupled with cloud deployment on 
Amazon Web Services (AWS). A few factors 
influenced the decision, including Qlik’s user-friendly 
interface, the user-driven approach and the ability to 
seamlessly integrate with Salesforce, where sales and 
customer data were being housed. In addition, the 
ability to leverage AWS to host the solution in the 
cloud helped to speed deployment and meet service 
level requirements. 

Because AWS reduces the time to provision new 
environments, often from hours and days down to 
minutes, Andersen didn’t need to allocate valuable IT 
resources to managing the process, and instead could 
focus on more strategic business imperative at hand –
getting data into the hands of sales people to help 
them make better decisions. 

The decreased deployment time associated with 
AWS, coupled with near-instant access to Qlik’s 
robust BI solution, enabled Andersen to begin reaping 
the benefits of greater insight into its data sooner, and 
more cost-effectively. Unlike an on-premises IT 
solution, AWS offered an ideal alternative to support 
transformation of Andersen’s national sales team.
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Andersen gives sales reps 
more power, creates 
greater efficiency with Qlik 
on AWS
“We needed to rethink our sales model and better align our 
business according to our customers,” “We wanted to transform 
the structure of the sales team, in order to customize the needs of 
each market segment, and needed a streamlined way to measure 
and track the success of our sales team.”

Blaine Verdoorn, Director of Business Analytics


