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Streamline store 
operations and 
critical employee 
communications.

RETAINING AND ENGAGING EMPLOYEES IS A TOP 
RETAILER CONCERN. HOW CAN SOMETHING AS 
SIMPLE AS BETTER COMMUNICATION ENHANCE 
TEAM MEMBER RETENTION AND LOYALTY?
In an industry that’s clamoring for workers, retaining great 
talent matters more than ever. Today’s most successful retail-
ers use communication strategies and internal technologies to 
combat turnover on the front lines. By setting clear plans and 
ensuring accountability, while also creating space for good 
ideas to bubble up organically, best-in-class retailers ensure 
their associates feel like they’re a key part of the business—not 
just cogs in the proverbial machine. 

Zipline connects what stores need to know with what 
stores need to do in a way that enables front-line workers 
and makes clear what’s expected. Store teams know how 
their work supports the larger picture, and they have 
context that allows them to make better decisions in the 
moment. As a result, store teams feel connected to their 
job and to the brand and are more engaged—and engaged 
employees are more likely to stay with their employer lon-
ger. We know it works because field teams that use Zipline 
experience far less churn than companies that don’t use a 
field enablement platform. 

WHY CAN COMMUNICATION IN A RETAIL OR-
GANIZATION BE SO DIFFICULT TO GET RIGHT?
Tactics and tools companies use to engage and retain 
employees often don’t work for store teams. Store teams 
don’t sit at their desks all day reading and responding to 
emails; they work odd hours, and they may even go days 
without an in-person meeting with their boss. 

Nowadays, most complex organizations have tools 
at their disposal to mitigate misinterpretation from 
level to level: email, intranet, conference calls and 
even fax machines. But throwing all of these tools at a 
distributed workforce in the hopes that they can piece 
together priorities is a losing proposition.

On top of this, the physical experience of shopping 
is becoming more complicated. Retailers are now 
using stores as pickup locations, distribution centers 

and examples of their best brand experience. Store teams are 
being asked to provide a top-notch customer experience while 
also running product out to the curbside pickup. Managing a 
store was already hard, but the pace of retail change today has 
made it unbearably complex.

HOW DOES ZIPLINE SOLVE THESE CHALLENGES?
When I founded Zipline, I wanted to create a platform to make 
things simpler and more streamlined for field employees. 
Because Zipline targets information by role and location, em-
ployees don’t see information that doesn’t pertain to them. It 
also makes information readily available, so teams spend less 
time searching and reading and more time getting stuff done. 
We consistently see +90% adoption among our customers, and 
real-time reporting shows engagement levels so HQ can see 
what stores may need some extra help and which are knocking 
it out of the park. 

HOW DO C-STORE CUSTOMERS BENEFIT? 
The Zipline platform is designed for brick-and-mortar retailers 
and is the only tool on the market that seamlessly combines store 

communications and task man-
agement in a simple user interface.

When Speedway implemented 
Zipline, their employees got a 
single source of store informa-
tion and communication from 
HQ, targeted to their specific 
roles and customized by store 
type and size. Now that they 
don’t have to root around for 
accurate information or distill 
which information is pertinent, 
they’re saving a significant 
amount of time and getting 
more done, which is clear from 
Zipline’s execution reporting.

Speedway’s new agility didn’t go unnoticed. After its acqui-
sition of Speedway, 7-Eleven witnessed Zipline’s power to im-
prove store execution. The retailer quickly implemented Zipline 
to publish information to its new employees, noting the ease of 
the publishing, store team love and high level of readership. 

HOW ARE DAY-TO-DAY OPERATIONS ENHANCED?  
We know store employees are constantly pulled in different 
directions—there are always tasks to complete, but they also 
have to put customers first. Zipline was built to give team 
members more agility: in this way, the benefits to a store’s day-
to-day operations are limitless.

If you’re in the middle of a restock, but a customer inter-
rupts you, Zipline makes it easy to hand off a task midstream. 
If you’re new in your role, but need critical information on 
COVID sanitization guidelines, you can pull it from the Re-
source Library with a few clicks. And making store employees’ 
jobs easier matters even more when there’s more at stake—for 
instance, when implementing a fleet-wide POS rollout. Zipline 
organizes that work, gives teams the proper context and 
tracks the execution. Field leaders can see what their store 
teams are being asked to do so they can plan their visits and 
support accordingly. Roll-up reporting ensures that district 
managers and senior leaders have real-time visibility into 
what’s getting done. 

Today, only 29% of direction sent from HQ to stores is 
executed correctly—that’s across all industries, not just con-
venience stores. In a study done with NAPCO Media around 
execution in the area of health and safety readiness, Zipline 
customers were ahead of the pack, averaging 90% in overall 
execution. This is exactly what Zipline is all about: providing 
greater agility and productivity in stores, while keeping em-
ployees and customers safe. 
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