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For retailers and brands looking to 
transform their customer experience 
through improved in-store selling, 
engagement and fulfilment, this buyers’ 
guide will help translate critical business 
needs into prioritised criteria for point of 
sale software selection.

Role-Based Buyers’ GuidesRole-Based Buyers’ Guides for Evaluating Your  for Evaluating Your 
Next POS Next POS 
An easy to use reference guide for organisational roles involved in 
point of sale evaluation and selection. Critical point of sale  
capabilities are linked to the strategic and tactical business needs 
for roles spanning customer experience, brand management, store 
operations and supply chain, solution architecture and executive 
management.

The definitive The definitive Next-Gen POS Quick Guide Next-Gen POS Quick Guide 
A prioritised set of 54 parameters across 18 technical and functional
criteria to help jumpstart your next-gen POS evaluation and
selection.

The Next-GenThe Next-Gen Included in this report:Included in this report:

Point of SalePoint of Sale
Buyers’ GuideBuyers’ Guide

In Partnership With
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Stores are no longer just destinations of commerce. They are part of a brand’s broader narrative 
including the customer’s overall experience with the retailer.

The role of the brick and mortar store has changed forever.The role of the brick and mortar store has changed forever.

The Next-Gen Point of Sale Buyers’ Guide

Fit into shoppers’ lives more Fit into shoppers’ lives more 
seamlessly.seamlessly.

With more than sixty percent of the
world’s population expected to live in
urban centres by 2025, retailers are

experimenting with new store
formats that fit shoppers’ urban

lifestyles more seamlessly.

Shoppers can shop M Gemi’s complete
assortment at its small-footprint,

inventory-less showrooms.

Bonobos helps shoppers discover
their personal style via appointment-based 

services at its Guideshops.

Offer customersOffer customers
personalised service.personalised service.

Shoppers seek the richness of
digital experiences in-store,

demanding that retailers be more
context-aware in both self-service

and human-assisted scenarios.

Thirty six percent of Kohl’s Q4 2018
online orders were picked up in-store.

Be profitable hubs ofBe profitable hubs of
omnichannel fulfilment.omnichannel fulfilment.

Two in three shoppers have used
stores to pick up online orders in
the last six months, and ninety

percent of retailers plan to offer
buy online, pickup in-store (BOPIS)

by 2021.

Nike’s new brand flagship features
unique immersive experiences that

fuse the digital and physical.

Create an emotional bondCreate an emotional bond
with shoppers.with shoppers.

Richer experiences - through
design, human empathy and
interactivity - can create the
differentiation retailers need

against commoditised
convenience.

Source: GlobalData  |  Incisiv Industry Research, USA
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The Next-Gen Point of Sale Buyers’ Guide

Your legacy point of sale Your legacy point of sale 
application may leave you  application may leave you  
ill-equipped for today. ill-equipped for today. 

A typical retailer’s point of sale software was 
deployed over five years ago. Further, most 
vendor point of sale applications were first 
developed decades ago, and incrementally 
updated.

Suffice to say, times have changed.

What point of sale software should be and do 
today is a significant departure from this legacy. 
If you are looking to change your point of sale to 
be an enabler of success in modern retail:

You need a next-genYou need a next-gen
point of sale topoint of sale to
transform the in-storetransform the in-store
experience.experience.

Retailer’s next-gen point of Retailer’s next-gen point of 
sale must be sale must be functionally rich,functionally rich,  
enabling the business to:enabling the business to:

Create Brand Ambassadors Create Brand Ambassadors 

As you elevate store associates to becoming frontline 
brand ambassadors, a next-gen point of sale must 
empower them to inspire, engage and delight 
shoppers by making it easy for them to sell, serve or 
fulfil anytime, anywhere. 

Drive Profitable Fulfilment Drive Profitable Fulfilment 

As stores become hubs of online order fulfilment, a 
next-gen point of sale must make it a breeze for store 
teams to work smarter, not harder, ensuring neither 
the customer experience nor business performance 
is sacrificed.

Delight Customers with Personalised Service Delight Customers with Personalised Service 

With shoppers expecting a mix of contextual 
assistance and unobtrusive self-service, a next-gen 
point of sale must enable you to personalise their 
entire in-store experience, from promotions to value-
added services.

It must be It must be technologically technologically 
modern,modern, offering: offering:

Rapid Innovation Rapid Innovation 

From pop-ups to flagships, from new business 
models such as subscription to new interaction 
paradigms such as voice: a next-gen point of sale 
must be innovation ready and infinitely adaptable 
to take the customer experience into new, exciting 
directions.

Risk-Free Resilience Risk-Free Resilience 

Demand peaks, network outages, security threats, 
software updates and rapidly changing business 
needs: a next-gen point of sale must shine in the 
toughest conditions, without impacting performance, 
availability and security.

Future-Proof Architecture Future-Proof Architecture 

In the age where Tesla can deliver autonomous 
driving capabilities to its cars via an over-the-air 
software update: a next-gen point of sale must offer 
retailers the transformative simplicity and power of a 
cloud-based microservices architecture.
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The Next-Gen Point of Sale Buyers’ Guide

If what you expect from a next-gen point 
of sale has changed so dramatically, 
shouldn’t the evaluation criteria you use 
for software selection change too?

For retailers and brands looking to
transform their customer experience
through improved in-store selling,
engagement and fulfilment, this buyers’
guide will help translate the most critical
business needs into prioritised criteria
for point of sale software selection.

Using ThisUsing This
Buyers’ GuideBuyers’ Guide

11   Discover the Buyers’ Guide for your role.  Discover the Buyers’ Guide for your role.

Read the section(s) most relevant to you, and make note of the prioritised features and capabilities you should 
ensure are represented in your company’s point of sale (POS) selection criteria. You may identify with more than 
one role category – that’s OK.

2   Use the next-gen POS Quick Guide.  Use the next-gen POS Quick Guide.

To help ensure these business needs across role categories are represented in your POS selection
criteria, use the provided Quick Guide to jumpstart and guide your selection process for your next-gen
point of sale.

3   Share with other roles in your organisation.  Share with other roles in your organisation.

Share the rest of this guide with members of your organisation who match other roles in this guide. It
is critical that key stakeholders across the organisation be aware of mutual business needs.

https://www.linkedin.com/sharing/share-offsite/?url=https://www.manh.com/resources/white-paper/point-of-sale-buyers-guide
https://twitter.com/intent/tweet?text=https://www.manh.com/resources/white-paper/point-of-sale-buyers-guide&source=webclient
mailto:?subject=Point%20of%20Sale%20Buyers%27%20Guide%20&body=Check%20out%20http://www.manh.com/resources/white-paper/point-of-sale-buyers-guide&utm_medium=social&utm_source=email
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Retail stores play a critical role 
in defining and delivering an 
omnichannel customer
experience. It is essential that 
your point of sale enables you 
to reimagine and redefine
your customer experience, and 
deliver it consistently at scale.

Read on to learn the next-gen point of sale capabilitiesnext-gen point of sale capabilities essential to
delivering exceptional customer experiences.

Buy online, pickup in-store 
(BOPIS) orders increased

4747%%
year-on-year in the 2018 U.S. 
holiday period.

Adobe Digital Insights Holiday Recap
2018

The Next-Gen Point of Sale Buyers’ Guide for 

Customer experienceCustomer experience
roles that are focused on redefining the
customer experience.
Chief Digital Officer  |  Chief Experience Officer  |  VP Customer Support



6

The Next-Gen Point of Sale Buyers’ Guide  |  Next-Gen Point of Sale Capabilities for Customer Experience Roles in Context of Key Business Needs

Enable new experiences
quickly and efficiently.

Test and scale customer
experience innovations quickly.

Ensure the customer promise
is always met.

Business
Needs

Experiment with or scale new store formats,Experiment with or scale new store formats,
such as pop-ups, showrooms and flagships.such as pop-ups, showrooms and flagships.

Launch and scale new store services, such asLaunch and scale new store services, such as
home delivery or curbside pickup.home delivery or curbside pickup.

Provide a continuous service experienceProvide a continuous service experience
across channels.across channels.

POS
Capabilities

Easily access all POS capabilities in any store
format, without additional deployment. Flexibly
configure POS for pop-ups and other store
formats to be full featured or limited to specific
use cases.

Integrate with third party platforms quickly,
seamlessly and securely.

Provide 360-degree omnichannel visibility into
customer profile, past purchases, open orders 
and customer service issues to store teams with
appropriate role-based access.

Business
Needs

Offer customers greater flexibility for in-storeOffer customers greater flexibility for in-store
pickup and returns.pickup and returns.

Enhance in-store customer experience throughEnhance in-store customer experience through
flexible checkout.flexible checkout.

Be more transparent with shoppers, andBe more transparent with shoppers, and
offer them the opportunity to self-serve.offer them the opportunity to self-serve.

POS
Capabilities

Easily enable standard and advanced BOPIS 
use cases, including in-store pickup and even or
uneven returns and exchanges.

Support store workflows and guide associates 
in managing new store order types or other 
services, including seamless integration to third 
party partners like delivery partners.

Be able to deliver automated, in-context alerts
related to order or service status to any 
customer touchpoint - digital or in-store.

Business
Needs

Provide a seamless commerce experienceProvide a seamless commerce experience
across channels.across channels.

Lower the change and training impact withLower the change and training impact with
the launch of new experiences.the launch of new experiences.

Predict and address potential customerPredict and address potential customer
service issues proactively.service issues proactively.

POS
Capabilities

Carry the customer’s context, cart and lists
seamlessly across all channels.

Enable store associates to navigate selling, 
customer service and store fulfilment 
capabilities within a single, unified interface.

Detect issues using predictive notifications 
from order management to initiate cases. 
Listen and respond to customers across social 
channels.
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Stores are an expression of 
your brand. Your point of 
sale must liberate you from 
artificial constraints so you can 
create richer experiences that 
deepen the emotional bond 
between your shoppers and 
your brand.

Read on to learn the next-gen point of sale capabilitiesnext-gen point of sale capabilities essential to
deepening brand engagement.

7 in 10 7 in 10 
fashion, luxury and specialty
retailers will experiment with 
or further scale new store
formats, such as brand
flagships and pop-ups in 2020.

Incisiv’s Industry Research

The Next-Gen Point of Sale Buyers’ Guide for 

Brand managementBrand management
roles that are focused on elevating the shopper–
brand relationship.
Chief Marketing Officer  |  VP Store Design  |  Chief Information Security Officer
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The Next-Gen Point of Sale Buyers’ Guide  |  Next-Gen Point of Sale Capabilities for Brand Management Roles in Context of Key Business Needs

Deepen brand engagement. Build more personal
relationships with customers. Enhance brand trust.

Business
Needs

(Re)design stores as brand storytellers,(Re)design stores as brand storytellers,
creating more fluid, immersive experiences.creating more fluid, immersive experiences.

Empower associates to provide greater valueEmpower associates to provide greater value
to shoppers.to shoppers.

Make sure the customer experience isMake sure the customer experience is
always consistent.always consistent.

POS
Capabilities

Offer unlimited flexibility in terms of POS 
device, operating system, form factor and 
customisation choice so design teams have 
greater control and flexibility of store design.

Provide product, order, service and customer
information to store associates in a simple to 
use and intuitive interface that enables them 
to deliver higher levels of service. Enable 
associates to digitally engage with shoppers 
pre- and post- visit.

Ensure high availability and performance 
during peak demand, such as during holidays 
or new product launches.

Business
Needs

Inspire shoppers with compelling contentInspire shoppers with compelling content
and personalised curation.and personalised curation.

Enhance in-store customer experience throughEnhance in-store customer experience through
flexible checkout.flexible checkout.

Be more proactive and transparent withBe more proactive and transparent with
shoppers about order and service lifecycle.shoppers about order and service lifecycle.

POS
Capabilities

Serve context-aware and rich product content,
curated look books, and personalised 
recommendations in any scenario – digital self-
service or staff assisted.

Deliver personalised promotions consistently 
across customers’ buying journeys. Support 
rich variations in targeted promotional events 
and types considering multiple characteristics 
of the sale.

Offer shoppers deeper visibility into and 
greater control of order and service status at 
any store, including pop-ups.

Business
Needs

Use every impression as a brandingUse every impression as a branding
opportunity.opportunity.

Help store teams provide elevated service toHelp store teams provide elevated service to
customers.customers.

Protect customer data through best-in-classProtect customer data through best-in-class
security.security.

POS
Capabilities

Tailor your store processes to align with your
brand, turning customer-facing use cases, such 
as assisted selling or self-service, into branded
experiences.

Enable store teams to book appointments, 
make contact notes, share inspiration and share 
tasks and insights for more effective team 
selling.

Offer industry-leading security, including
encryption of personally identifiable 
information, role-based access to customer 
information and configurable customisations, 
such as inactivity timeout.
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Your frontline store
associates are your brand
ambassadors and custodians
of the customer experience.
It is imperative your point of
sale empowers them with the
tools to engage, inspire and
delight your customers.

Read on to learn the next-gen point of sale capabilitiesnext-gen point of sale capabilities essential for
flawless execution.

2424%%  
of orders are not ready for
pickup when a customer shows 
up at the store after receiving 
an order-ready confirmation.

“Buy Online, Pickup In-Store: State of 
the Industry”, IHL

The Next-Gen Point of Sale Buyers’ Guide for 

Store ops and supply chainStore ops and supply chain
roles that are focused on executing the customer 
experience flawlessly at scale.
VP Supply Chain  |  VP Store Operations  |  VP Omnichannel
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Empower associates to
engage and upsell.

Increase operational
excellence.

Increase profitability of store
operations.

Business
Needs

Make it easier for associates to support theirMake it easier for associates to support their
expanded role (sell, engage, fulfil).expanded role (sell, engage, fulfil).

Reduce operational errors and out-of-stocksReduce operational errors and out-of-stocks
by improving store inventory accuracy.by improving store inventory accuracy.

Reduce lost sales by flexibly fulfilling customerReduce lost sales by flexibly fulfilling customer
demand, even in out-of-stock scenarios.demand, even in out-of-stock scenarios.

POS
Capabilities

Efficiently manage selling, customer service 
and store inventory and fulfilment through a 
single tool running on any device in the store. 
Allow adding on new items when a customer 
picks up an order.

Enable associates with robust store inventory
management capabilities within the POS so 
they can efficiently and flawlessly manage 
inventory alongside their other store 
responsibilities.

Provide visibility into enterprise-wide inventory,
including in-transit inventory. Be able to save 
the sale by placing an order for fulfilment from 
any fulfilment point (pickup in other stores, ship 
to home, etc.)

Business
Needs

Help associates engage customers smarterHelp associates engage customers smarter
by being more aware of their context.by being more aware of their context.

Improve ability to handle rising store orderImprove ability to handle rising store order
volumes.volumes.

Improve profitability by optimising store-Improve profitability by optimising store-
based fulfilment.based fulfilment.

POS
Capabilities

Provide associates with role-based, real-time
access to customer context – preferences, 
order history, customer service cases, online 
cart, wish lists - within selling and service 
scenarios.

Provide guided order picking, packing and 
staging for ship-from-store and in-store pickup 
orders within the POS, with including access to 
in-store inventory and fulfilment information, 
activities and processes.

Optimise picking strategies to the unique
characteristics and performance of each store.
Support advanced capabilities, such as RFID-
enabled picking, to improve picking time and 
accuracy.

Business
Needs

Help associates become specialists whoHelp associates become specialists who
guide shoppers with recommendations.guide shoppers with recommendations.

Improve how store teams handle exceptionImprove how store teams handle exception
scenarios.scenarios.

Drive store labour productivity improvementsDrive store labour productivity improvements
with proactive work management.with proactive work management.

POS
Capabilities

Equip associates with rich product search, 
product information and other digital content 
to expertly handle customer questions. 
Integrate recommendation capabilities to 
provide additional guided selling.

Guide associates through notifications and 
workflows on how to efficiently handle 
operational exceptions, such as abandoned 
BOPIS orders.

Enable store teams to keep ahead of workload,
like incoming fulfilment orders, with proactive
work notifications to mobile devices and real-
time work dashboards with exceptions alerts 
and identification of highest priority work.

The Next-Gen Point of Sale Buyers’ Guide  |  Next-Gen Point of Sale Capabilities for Store Ops & Supply Chain Roles in Context of Key Business Needs



11

From unplanned demand
spikes to security threats, life
in the real world throws the
kitchen sink at you. Your point
of sale must have a robust
architecture that allows you
to innovate rapidly, scale
elastically and perform
consistently.

Read on to learn the next-gen point of sale capabilitiesnext-gen point of sale capabilities essential to
resilient performance and future-readiness.

A point of sale interruption 
causes a business to suffer a

44% – % – 55%%
average revenue loss every 
minute.

CompuCom

The Next-Gen Point of Sale Buyers’ Guide for 

Solution architectureSolution architecture
roles that are focused on creating an agile 
platform to support future growth.
Chief Information Officer  |  Chief Technology Officer
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Lower the cost and complexity
of IT infrastructure.

Help the organisation innovate
quickly with an agile platform.

Employ a resilient platform
ready for future growth.

Business
Needs

Reduce capital expenditure on new point ofReduce capital expenditure on new point of
sale software.sale software.

Lower the effort to customise, integrate andLower the effort to customise, integrate and
maintain the platform.maintain the platform.

Enable continuous software updates withoutEnable continuous software updates without
requiring downtime.requiring downtime.

POS
Capabilities

Offer a device and operating system agnostic
cloud-native application, with a choice of cloud
deployment models and providers.

Be built using modern technologies that allow 
for agile development, seamless integration 
and use of easily available skilled resources.

Ensure production environments are 
operational during updates or changes by 
detaching, upgrading and redeploying services 
individually - minimising downtime, code 
freezes and lost opportunities.

Business
Needs

Simplify the IT architecture and reduce ITSimplify the IT architecture and reduce IT
complexity.complexity.

Integrate with existing and new third-partyIntegrate with existing and new third-party
systems seamlessly.systems seamlessly.

Ensure high performance, especially atEnsure high performance, especially at
times of peak demand.times of peak demand.

POS
Capabilities

Use a microservices architecture that enables 
the troubleshooting, monitoring and updating 
of the POS on a service-by-service basis, rather 
than costly biannual or annual updates to the 
entire application.

Use open APIs for easy, bi-directional 
integration with existing or new third party 
systems.

Automatically scale up or down to any capacity 
in real time without disrupting service, and 
without any advanced planning.

Business
Needs

Operate across multiple store hardwareOperate across multiple store hardware
form factors.form factors.

Support business needs faster through rapidSupport business needs faster through rapid
new feature development.new feature development.

Ensure always-on operations, even duringEnsure always-on operations, even during
network failures.network failures.

POS
Capabilities

Support a user-centric, intuitive interface 
across multiple form factors and operating 
systems, providing flexible and cost-effective 
choice of the best device deployment strategy 
for each store, including reuse of existing store 
hardware.

Be able to use existing services out of the box, 
extend them or develop entirely new ones 
quickly that run alongside existing deployed 
base code.

Be able to continue store operations smoothly 
by operating critical store functions locally in 
case of a network outage, and automatically 
reconnect and synchronise all data once the 
network is back online.

The Next-Gen Point of Sale Buyers’ Guide  |  Next-Gen Point of Sale Capabilities for Solution Architecture Roles in Context of Key Business Needs
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Transforming the in-store
experience is central to your
growth and profitability. Your
point of sale must enable you
to drive revenue growth and
reduce cost of operations,
while lowering the total cost
of technology ownership.

Read on to learn the next-gen point of sale capabilitiesnext-gen point of sale capabilities essential to low 
TCO and high ROI.

$40 million - $75 million$40 million - $75 million
in lost sales annually from out-of 
stock for a $1 billion retailer

….and yet, retailers are ill-equipped
to save the sale.

7777%% of retailers have not equipped 
store associates to be able to save  
the sale in an out of stock scenario.

Incisiv’s Order Management Research

The Next-Gen Point of Sale Buyers’ Guide for 

Executive managementExecutive management
roles that are focused on maximising business
value.
Chief Executive Officer  |  Chief Financial Officer



14

Drive or support revenue
growth.

Reduce cost of
operations.

Have a low total cost of
ownership of the platform.

Business
Needs

Launch new markets, store formats andLaunch new markets, store formats and
customer experiences easily.customer experiences easily.

Minimise lost revenue by saving the sale inMinimise lost revenue by saving the sale in
out-of-stock and other scenarios.out-of-stock and other scenarios.

Lower capital expense and have a moreLower capital expense and have a more
predictable cost model.predictable cost model.

POS
Capabilities

Be able to scale up or down POS functionality 
to suit any store type or use case. Use the same
responsive, intuitive interface across all form
factors and any store type.

Enable store associates to flexibly fulfil 
customer demand by tapping into global 
inventory and ordering available items from 
any location.

Embrace the financial advantage of cloud
computing (e.g. no upfront licensing costs) 
along with the added benefits of a cloud-native
architecture, including scaling elastically as 
business needs change.

Business
Needs

Improve time to revenue throughImprove time to revenue through
incremental and exponential innovation.incremental and exponential innovation.

Minimise the impact on labour costs whenMinimise the impact on labour costs when
expanding omnichannel experiences in the store.expanding omnichannel experiences in the store.

Lower the cost requirement of new POSLower the cost requirement of new POS
hardware, or re use existing infrastructure.hardware, or re use existing infrastructure.

POS
Capabilities

Enable rapid capability updates as needed,
evolving continuously. Use a modern,
microservices architecture that allows quicker
development and extensibility.

Provide all selling, customer engagement and
fulfilment capabilities in a single intuitive 
application that any associate can use 
anywhere in any store.

Run on any device (cash-wrap, mobile, tablet) 
and any operating system (Windows, Android, 
iOS) or browser – allowing maximum freedom 
of choice.

Business
Needs

Convert sales more effectively even withConvert sales more effectively even with
complex orders.complex orders.

Lower the training time and cost associatedLower the training time and cost associated
with launching new capabilities.with launching new capabilities.

Lower the cost to upgrade the platform toLower the cost to upgrade the platform to
support future growth.support future growth.

POS
Capabilities

Enable associates to easily complete a sale to
meet a customer’s needs, including configuring
one order with multiple products fulfilled in
different ways with proper payment and tax 
rules automatically applied.

Have a modern, responsive, intuitive, device-
agnostic interface that is easy to learn and 
easy to use.

Offer freedom from “version lock” via a true 
SaaS model for point of sale software: one 
always-updated version, frequent releases 
and periodic updates at no cost. Allow for no 
deprecation of previous capabilities with new 
releases.

The Next-Gen Point of Sale Buyers’ Guide  |  Next-Gen Point of Sale Capabilities for Executive Management Roles in Context of Key Business Needs
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for next-gen point of sale
software selection

The DefinitiveThe Definitive

Quick GuideQuick Guide

Jumpstart your software selection.Jumpstart your software selection.

The Quick Guide helps you identify the top three evaluation parameters 
across eighteen technical, financial and functional criteria, so your team can 
make the best informed decision when choosing your next-gen point of sale.

 

Align software selection with your business needs.Align software selection with your business needs.

You can assign importance scores to each parameter, giving you total 
control of which capabilities you choose to prioritise.

Make the best informed software selection.Make the best informed software selection.

Use the Quick Guide to drive conversation with software vendors. Rate 
vendors on each parameter. Use the calculated weighted score to shortlist or 
select software best aligned with your business objective.

Seven Top Technical & Financial CriteriaSeven Top Technical & Financial Criteria

Eleven Top Functional CriteriaEleven Top Functional Criteria

Available as an exclusive value-added companion 
to the Next-Gen Point of Sale Buyers’ Guide

Download the POS Quick Guide now.Download the POS Quick Guide now.

Availability & PerformanceAvailability & Performance LoyaltyLoyalty

Case ManagementCase Management MicroservicesMicroservices

ClientelingClienteling PromotionsPromotions

Customer ServiceCustomer Service SellingSelling

Date AvailabilityDate Availability Store Fulfilment OperationsStore Fulfilment Operations

Ease of CustomisationEase of Customisation Store Fulfilment Use CasesStore Fulfilment Use Cases

Exception HandlingException Handling Store Inventory ManagementStore Inventory Management

Flexible DeploymentFlexible Deployment Total Cost of OwnershipTotal Cost of Ownership

Labour OptimisationLabour Optimisation UsabilityUsability

http://info.manh.com/rs/260-QSQ-562/images/POS Quick Guide EXCEL.xlsx
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Manhattan Associates is a technology leader in retail supply chain and omnichannel 
commerce. Our Next-Generation Point of Sale brings together selling, store inventory 
management, store fulfilment, clienteling and customer engagement into a single 
solution explicitly designed to empower store associates to inspire, engage, and delight 
customers.

Visit us at manh.de
Reach us at de@manh.com

Incisiv offers digital transformation insights to consumer industry executives
navigating digital disruption. To learn more about how Incisiv can help you
benchmark and improve digital maturity:

Visit us at incisiv.io
Reach us at info@incisiv.io
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