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Langs Building Supplies uncovers new 
sales opportunities with ThoughtSpot

On the Gold Coast of Australia, Langs Building Supplies 
offers “whole-of-house” solutions to make builders’  lives 
easier. They supply everything needed to build quality 
homes — from tender to trusses to turning the key — so 
builders across Queensland and northern New South 
Wales can get on with the job. And they do it all with data.

As the Chief Information Officer of Langs Building 
Supplies, Mathew Day’s work goes far beyond traditional 
IT. He is the CEO’s right hand. His technology decisions 
help operationalize information across the entire business, 
and his small team of five touches everything from how 
consumption is measured on the factory floor to what 
kinds of geo-trackers go on the trucks. With such a broad 
scope of influence, Day’s philosophy on technology is 
simple: Tech should bring people together. If it doesn’t, it’s 
time for change. 

So in November of 2018, when Day found himself leading 
a refresh of the company’s mission-critical business 
applications and playing change manager once again, 
he was squarely in his element. The company had been 
using the same ERP tool for close to 20 years. It no longer 

THOUGHTSPOT IMPACT

• Put data directly into the hands of 
100 business users across sales and 
finance 

• Empowered 75% of the sales team to 
uncover new sales opportunities 

• Achieved 80% of analytics adoption 
goal in 3 months 

• Deployed in 15 minutes 

• Increased market penetration and 
overall revenue

fit the team’s present day needs or values, and the decision 
to rip and replace it sparked a complete reevaluation of the 
organization’s legacy reporting and BI tools as well. 

If the pace of change in your own household is faster than it is in 
your IT team, there’s something wrong.
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Finding the right tool for the job

Day knew Langs Building Supplies’ business users needed 
an analytics solution that was API-driven, AI-aware, and 
could provide insights to important business questions 
quickly. He wasn’t interested in another run of the mill 
dashboard or static reporting tool that consistently looked 
backward at data. But to ensure frontline users were  
fully bought into the switch, Day cast a wide net and 
scheduled demo days with 10 different analytics vendors,  
including Tableau.

Each vendor was given the same RFP and allotted time to 
pitch stakeholders. The process took 30 days in total, and 
at the end of it all, the choice was clear: ThoughtSpot was 
the powerful, consumer-grade analytics solution the team 

Adoption is easy when users are bought in. They have to have a 
say in whether they want to use the tool or not, so we bring them 
in as part of the conversation from the get go.

Our users know how to Google search and ask questions in plain 
language to find something. ThoughtSpot simulates that same 
style of interaction between users and data.
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One of ThoughtSpot’s biggest selling points was the 
ability to model and search live data in an intuitive, user-
friendly way. All Day’s team had to do was sit down with 
business users one time to map out a common language 
for searching data, and they’d be empowered to discover 

ThoughtSpot hits the nail on the head with search and AI-driven insights

had been looking for. And they couldn’t wait to get their 
hands on it.

their own insights completely independently. No more 
requesting reports from other teams. No more lag time 
between questions and answers. And when business-
critical insights are uncovered, they can easily be shared 
with cross-functional teams.
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The ROI has been immediate. Data questions that would have 
been a week-long event for a full time employee, can now be 
answered in minutes on ThoughtSpot.
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Putting data directly into the hands of non-technical 
business users with Search was just the beginning. 
ThoughtSpot’s SpotIQ feature opened up a whole new 

In doing so, the platform effectively teases out new ideas 
and insights to drive smarter business decisions.

ThoughtSpot automatically uncovers answers to 
questions they should have asked, but might not 
have thought to, as well.

world of self-serve possibilities. That’s because with 
ThoughtSpot, every time a business user runs a search, 
they don’t just get the answer to their original question.

Today, Langs Building Supplies has nearly 100 sales and 
finance users on ThoughtSpot. Over the last 18 months, 
they’ve added multiple working datasets from sources 
such as the Australian Bureau of Statistics, Bureau of 
Meteorology, and Google API to complement their own. 
With all this data at their fingertips, the team has been 
able to rapidly discover insights about everything from the 
competitive landscape to untapped revenue opportunities.

One particular use case the team is excited about is 
the ability to create heat maps of customer purchases. 
In the past, this data was largely inaccessible. But with 
ThoughtSpot, reps can quickly and easily see when 
customers aren’t taking full advantage of Langs’ expansive 
product inventory, and approach them with additional 
purchase opportunities.

A more efficient way to drill down into data

As Day and the rest of the Langs Building Supplies team 
look ahead to the future, they’re eager to bring the power of 
ThoughtSpot directly to customers. They’ll soon be rolling 
out a customer portal on ThoughtSpot Everywhere to make 
it easier for customers to access information about orders, 
shipping times, and more, whenever and wherever they 
need to. The team believes this will be a huge competitive 
advantage over other companies moving forward, and we 
say the data agrees!

Building better customer experiences
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At ThoughtSpot, we believe the world will be a better place when 
it’s more fact-driven. That’s why we’re building the most innovative 
analytics platform in history. With search and AI-driven analytics, 
everyone can ask questions, get insights, and make better decisions.

About ThoughtSpot

https://www.thoughtspot.com/

