
Aava Mobile scales business 
and grows with Salesforce

Aava Mobile is a Finnish developer and pro-
ducer of purpose-built tablets and han-
dhelds, a world leader for POS professional 
tablets, and the benchmark in a variety of 
vertical markets. 
 The company offers complete tablet-ba-
sed solutions and strives to enable a new 
level of services for the sectors of Retail and 
Hospitality. Aava develops and builds mobile 
devices for the POS environment, and closely 
cooperates with world-renowned POS and 
Retail OEMs and vendors.
 Aava’s long-term goal is to provide the end 
customers with the best checkout experien-
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ce possible, by combining the worlds of POS 
software, additional services, and payment 
facilitation. As for short-term aims, the com-
pany will soon launch a convergence device 
and enable services as part of this offering.
 The person responsible for the Salesforce 
implementation project on the client’s side 
was Sven Johannsen: Chief Sales Officer, 
who’s been with the company since 2013. Our 
Team communicated with Sven on a daily 
basis – his professionalism and friendliness 
made the work that much easier.
 Here is a short story of Aava’s cooperation 
with Cloudity.



Because of rapid growth and plans to expand from 

a regional to a global leader, Aava needed a flexible 

customer support platform that would allow the compa-

ny to scale its operations and enable an even deeper 

level of integration with end customers.

As Sven recalls: “The inability to scale the RMA (return 

merchandise authorization) system that we were using at 

the time, and the lack of control over it, meant that we 

needed to find a new, effective solution. Quickly.”

It was clear that Aava couldn't afford to lose control over 

product and service quality. The situation in which the 

company found itself threatened the implementation of 

its ambitious long-term plans.

Another challenge was to correctly describe the current 

system and work processes with all exceptions to the 

implementation team in full detail – without missing the 

elements that were on the wish list for future growth 

plans. It wasn’t easy, as the system Aava had been using 

was very complex.

With the Salesforce ecosystem as their first choice, Aava 

started looking for an implementation partner that would 

best suit their needs – the key factor there was scalability 

in the areas of Service and Sales. As it happens quite 

often – and makes us very proud – Cloudity was recom-

mended to Aava by Salesforce. The level of experience 

of our consultants as well as references from our clients 

made the difference. And so our cooperation began.

Challenge
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As Sven recalls: “The inability to 

scale the RMA (return merchandise 

authorization) system that we were 

using at the time and the lack of 

control over it, meant that we 

needed to find a new, effective 

solution. Quickly.”



Solution
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Aava and Cloudity teams took part in 
workshops, during which they discussed pos-
sible solutions to challenges Aava’s was 
facing and came up with ways to make certain 
existing processes more efficient. This helped 
Aava’s team define the customer support pro-
cesses from the ground up.
 The scope of the project was then esta-
blished and included the implementation of 
Salesforce Service Cloud – a solution that 
takes customer service to the next level, and 

Salesforce Communities – a platform that 
facilitates the communication and collabora-
tion between Aava’s customers, partners, 
and employees. So began the implementa-
tion of the above Salesforce products. The 
whole process, from the initial contact to the 
delivery of working solutions took about 
4 months. Since the implementation, Clo-
udity has provided Aava with ongoing sup-
port and has also carried out several follo-
wing phases of the project.



As Sven recalls, our cooperation 

benefited him personally: “I never 

thought I would become so deeply 

involved in the system and process 

definition, down to actually under-

standing the Salesforce database 

structure and principles” – he 

recalls. For Sven, understanding 

the underlying system proved to 

be very helpful, and he also refer-

red to the implementation process 

as a “great experience” that he 

would not like to miss.

Benefit

For Aava, the benefits of Salesforce implementation are 
twofold: the company no longer drowns in numerous 
spreadsheets, previously used for forecasting, or docu-
ments – for quoting. Needless to say, the previous 
system the company was using did not allow the sales 
team to trace, understand, or gather data on customer 
engagement. Aava’s service department, on the other 
hand, benefited from the increased visibility of the pro-
gress of ongoing processes, as well as controlled and 
trackable communication with partners and customers 
– thanks to Salesforce Communities.

However, the success of the project was not limited to 
the company! As Sven recalls, our cooperation benefited 
him personally: “I’ve never thought I would become so 
deeply involved in the system and process definition, 
down to actually understanding the Salesforce database 
structure and principles” – he recalls. For Sven, under-
standing the underlying system proved to be very help-
ful, and he also referred to the implementation process 
as a “great experience” that he would not like to miss.

At Cloudity, we are always happy to include the custo-
mers in the process as much as possible. This way they 
can take full advantage of what Salesforce has to offer.
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Result

Thanks to Salesforce, its ease of use, and 
many automations, Aava team members’ 
daily work has become much easier. With all 
the data stored in the world’s #1 CRM, it’s so 
much easier to see the bigger picture and 
move the company in the right direction.

Shortening the time devoted to opera-
tional work - increasing work efficiency

Reducing human error and 
delivering highly personalized 
content for Aava clients

Increasing the quality of data and facili-
tating data-driven strategic decisions
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 We are grateful for the cooperation we’ve 
had so far with Aava and wish both of our 
companies many more successful collabora-
tions in the years to come. We would like to 
end with a quote from Sven.



“The experience and expertise in your team are definitely 

more advanced than that of other companies. You seem to 

work yourself into the minds of your customers to truly 

understand their businesses to propose the solution for 

them... not for you.”

To hear such words from a satisfied customer is one of the 

best things about the work we do. Thanks, Sven! 

Sven Johannsen

Chief Sales Officer, Aava Mobile


