
C A S E  S T U D Y M E D I A  &  B R O A D C A S T I N G
T h e  C h a l l e n g e

C L I E N T

A leading Australian media and broadcasting organisation

Sales and Traffic Platform Consolidation

Replacing three legacy radio sales and traffic systems with a single unified platform across metro and regional operations.

I N D U S T R Y

Media & Broadcasting

S C A L E

50 offices, 300+ active users

F O C U S

Platform Consolidation & Rollout

E N G A G E M E N T

Discovery through Training & Rollout

0 1   T H E  C H A L L E N G E

The organisation's radio sales and traffic operations ran on three separate legacy systems that had 
grown up through acquisitions and regional variation. Processes were non-integrated, convoluted 
and siloed, with sales teams and traffic teams spending significant effort reconciling data across 
platforms rather than booking and delivering campaigns.

The business made the decision to replace all three systems with a single unified sales and traffic 
platform, supported by integrations to downstream systems including the customer relationship 
management platform. Executing a rollout of this scale, across both metropolitan and regional 
offices with hundreds of daily users, required careful change management in addition to the 
underlying technical implementation.
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C A S E  S T U D Y M E D I A  &  B R O A D C A S T I N G
A p p r o a c h  &  O u t c o m e

Sales and Traffic Platform Consolidation
Novon was engaged to support the end-to-end programme delivery, from discovery through training and rollout, ensuring successful implementation of the unified platform and adoption by a large and geographically 
distributed user base.

0 2   O U R  A P P R O A C H

01 Discovery and current state analysis

Mapped the existing three-system landscape, captured process variations across metropolitan and regional offices, and identified integration dependencies with downstream systems.

02 Approach agreement and governance

Partnered with business and technology leadership to agree the rollout approach, staging by region and office cluster, and the governance model for decision-making through 
implementation.

03 Process analysis and design

Analysed current-state sales and traffic processes in detail, designed the target-state process on the new platform, and defined the integration points needed to maintain continuity with 
the wider business system landscape.

04 Training and rollout

Delivered structured training programmes for sales and traffic users across all offices, supported by change management and hypercare during and immediately after each cutover.

05 Integration with the wider ecosystem

Enabled the new platform to integrate cleanly with the customer relationship management system so that sales activity, pipeline and delivered campaigns remained visible end-to-end.

0 3   T H E  O U T C O M E

→  Three legacy systems successfully retired and replaced with a 
single unified sales and traffic platform.

→  Rollout completed across 50 metropolitan and regional offices, 
with over 300 active users transitioned onto the new system.

→  Delivery achieved to plan, with no material disruption to daily 
sales and traffic operations during cutover.

→  Sales bookings now completed end-to-end in a single platform, 
removing the reconciliation effort that had previously consumed 
significant daily capacity.

→  A cleaner integration surface into the customer relationship 
management platform, giving commercial leadership better visibility 
of pipeline and delivered activity.
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