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The ratio of deal wins to sales effort is costing many ICT supplier companies 
dear. Larato’s research found that four out of every ten qualified ICT 
deals come to nothing. This is 10% higher than in other industries. 

Business leaders seeking to improve their sales performances need to realise that 
sticking to Old World selling habits is no longer an option.  The high cost of low 
win rates demands remedial action to properly qualify prospects and add more 
revenues to the bottom line. 

This #HelpMe guide explores Larato’s 
survey findings, affirms the need for a commitment 
to change and provides a business transformation 
plan created to help you increase sales win rates. 

Introduction by Dr. Lucy Green

About #HelpMe
Larato surveyed business leaders from all areas of the ICT 
buy and supply landscape about the challenges they face 
to thrive in today’s markets. The results prompted Larato 
to develop a series of structured #HelpMe guides based 
on resolving all of the challenges and issues highlighted 
by its research. Larato then invited some of today’s most 
talented industry commentators to drill into the research 
results and provide insightful perspectives that put a 
spotlight on the pressing need to activate transformative 
sales and marketing strategies.

Some  
organisations persist 

in ploughing forward with 
‘traditional’ business models 

that fail to fully engage in 
the connected economy 

Adrian Bridgwater,  
A respected and forward-thinking  

technology journalist
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Dr. Lucy Green is a respected ICT business 
development specialist with a proven record for 
developing the potential of technology companies.    

Ian Hunter is Editor at Comms Business 
Magazine and runs the Comms Business 
Convergence Summit Expo Speaker Program.  

Jocelyn Lomer is the owner and MD of 
Cereno a service provision specialist for video, 
audio, web and collaboration solutions.

Chris Wood has worked within the IT sector 
for over 20 years and is now CIO at Sift, one of 
the UK’s leading digital media companies.   

Sue Tabbitt is a prolific business and technology 
writer for publications and web sites including The 
Telegraph, The Guardian and The VAR Magazine.  

Bryan Betts is a freelance journalist who has 
written for a wide range of publications, including 
The Register and Computer Weekly.

Adrian Bridgwater writes regularly for 
Computer Weekly and Cloud Pro, specializing in 
cross platform software application development.

Anna Britnor Guest has a successful IT sales 
record while her practice, Leading Edge Coaching, 
develops clients’ go-to-market and sales capabilities.

Bart Delgado is a business mentor and MD 
of Akixi Ltd that delivers Call Management and 
Call Centre reporting services through the cloud.

David Dungay is Deputy Editor of Comms Business 
Magazine and has a particular interest in emerging 
technologies across mobile and M2M markets.

Stuart Gilroy has produced a number 
of technology publications and is currently 
Editor of Comms Dealer Magazine.

Contributors to the #HelpMe series
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Qualification is an ongoing process and not a single event

by Ian Hunter

People rob banks because that’s where the money is. Only incredibly senseless robbers would 
risk imprisonment and target the local charity shop takings on a Monday morning as a source 
of illicit income. Yet that is precisely the equivalent of what many firms are allowing their sales 
teams to do – target customers they have little or no hope of getting business from. 

Why is that? Well there are a number of reasons including a sales 
management need to hit sales proposal target numbers – and 
more on that later. Generally however the reasons are centred 
on a lack of qualification of the prospect in the first instance. 
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Qualification is an ongoing process and not a single event

by Ian Hunter

Bidding for business you can win and qualifying out of the deals you can’t win is understood 
by successful sales professionals whereas the natural instinct for most sales people is to 
shoehorn in a hopeless product that will not come close to meeting the buyers’ needs. 

If sales people put the ‘buyers hat’ on for just a few 
moments to better understand their buying motivations 
and drivers then they will stand a better chance of 
winning business rather than them randomly pitching 
features and benefits to someone that has not even got 
approval for the project let alone a budget allocation.

The 
questions you ask are 
more important than 
the things you could  

ever say 
Tom Freese,  

A leading authority on sales effectiveness 
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Qualification is an ongoing process and not a single event

by Ian Hunter

Qualification of a business prospect is an on-going task. For example, sales cycles can become 
extended and once essential features can become mere ‘nice to haves’ as time progresses 
and the makeup of the personnel involved in the decision-making processes change. 

Even a verbal “yes” from a customer is not an 
order and there is an opportunity the sale may 
be lost to a competitor. After all, would you 
back off if a competitor had been told yes?

Every 
sale has five basic 

obstacles: no need, 
no money, no hurry, no 

desire, no trust 
Zig Ziglar,  

Author, salesman and motivational speaker 
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Customers are demanding more 
than just another sales pitch

by Stuart Gilroy

Is a time-worn sales pitch the solution to your prospect’s needs? The answer is no, and an 
unshakable loyalty to tired sales strategies should ring every alarm bell. It is universally agreed 
that consultation is the true path to revenue generation. There are no winners among those who 
languish in a culture of denial. Concerned ICT business leaders are right to want to break free 
from useless stock-in-trade selling techniques, but a deep analysis of the status quo is required 
if they are to rise above past conventions and become truly relevant to today’s customers. 

In 8 out of 10 
deals, there are 
more than three 
people making 
the final decision

Buyers are 70% of 
the way through 
the sales cycle 
before they 
engage with a 
sales person

Business leaders surveyed 
believe that only 24% of their 
sales people are effective at 
selling their technologes to 
today’s buyer

80% 70%
24%
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Customers are demanding more 
than just another sales pitch

by Stuart Gilroy

It is a fact that inapposite sales gestures will remain stuck in 
a historical time warp. The old world ‘pitch’ lacks 
imagination and bears no relation to a market where 
most buyers are 60-70 per cent of the way through 
a sales cycle before they engage. They have sharp 
insights into their own pain points and potential 
supply options. And in Larato’s study 71 per cent of 
UK ICT suppliers acknowledge this fact as a growing 
trend that cannot be ignored. You would think that 
knowledgeable customers would make life easier for 
sales people. But nowadays in almost 80 per cent 
of deals a committee of more than three people are 
involved in making the final decision. Chances are they 
are all more knowledgeable about their requirements 
than the sales person they are dealing with.

You know you are running a 
modern sales team when selling feels 

more like the relationship between a doctor 
and a patient and less like a relationship between a 

salesperson and a prospect. When you go in to see your 
doctor and she asks you about your symptoms, you tell 

her the truth. You trust that she can diagnose your problem 
and prescribe the right medication. When she says, “This 
is what you have. Take these pills,” you don’t say, “Let me 

think about it” or “Can I get 20 percent off?” You take 
the medication

Mark Roberge,  
Senior Vice President, Hubspot
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Customers are demanding more 
than just another sales pitch

by Stuart Gilroy

According to Larato’s study, ICT business leaders rate just seven per cent of 
their sales staff as competent in selling next generation products 
and services. Eighteen per cent are deemed ‘quite effective’. 
These statistics hardly amount to a ringing endorsement of the 
ICT industry’s ability to grow, but thankfully we are not doomed 
by circumstance. Survey respondents confirmed that core selling 
skills remain strong. The weakness lies in a lack of context and a 
poor understanding of the competition and processes, raising the question 
of training as a rite of passage for sales people to sever their links with 
unengaging sales pitches. The positive effects won’t be hard to calculate.
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Traditional sales processes have made 
sales people ineffective

by Ian Hunter

Companies are in business to meet three pre-requisites. These are to manage business overheads 
and control cost, retain customers and gain competitive advantage. The more savvy sales 
person knows that technology based products and 
applications have the ability to address all three of these 
needs so it comes down to how the buyer interprets 
those needs and to how this is ‘sold’ to the user.
Buyer decision making processes change; today a buyer 
knows, often through web based research, that a 100% 
fit with his needs can probably be achieved – if not with a 
single product then with a combination of products and 
applications. A sales person is unlikely to succeed with a 
compromised, best-fit solution so a new strategy has to be 
developed based around relationships, trust and respect.

As we 
look forward, buyers 
will source solutions 

based on “100% fit”. “Fit” 
will be measured against 

returns rooted in commercial 
benefits, not technical ones

Dr. Lucy Green
Business Development Specialist (quotation 

taken from Larato’s Insights publications)
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Traditional sales processes have made 
sales people ineffective

by Ian Hunter

Research by Larato highlights that buyers do not want to be ‘account managed’ 
but instead prefer to be helped to decide the best way forward; guided around 
any potential pitfalls, and; closed without feeling under pressure. 

Today buyers want salesmanship that engages them in the sales process, to 
see a determined effort to understand what they really want and the delivery 
of a genuine service. Buyers want to feel valued and important.

Help
Me
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Traditional sales processes have made 
sales people ineffective

by Ian Hunter 

The discerning modern buyer will spot an old school sales person and their closing techniques 
from a considerable distance and will become disengaged from the process within a few minutes 
with the result that progress on the sale is stalled.

However, if the sales person quickly imparts the feeling 
that they can be trusted and respected then, without 
subjecting the buyer to persuasive sales techniques, they 
will find a reason to buy. So, stop selling and add value! 

Try not to 
become a person 

of success, but try to 
become a person  

of value 
Albert Einstein,  

Nobel Prize winning physicist 
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#HelpMe Action Plan
I want to increase my sales win rates 

by Dr. Lucy Green 

Objective: Increase sales win rates over the next 12 months. 

Estimate the cost of the problem
Problem Number Cost

How many enquiries or leads 
did your business process 
over the past 12 months?
How many of these were qualified 
out by your sales people?

Over the past year, how many 
opportunities resulted in the 
buyer deciding to do nothing?
How many deals did you lose last 
year because you were outsold?

TIP 
Think about how the 

number of enquiries your 
business processed impacted 

your sales head count. Did you 
recruit more people? If sales 

qualification were more 
robust, could you have 

saved this money?

Dr. Lucy Green, 
Business Development 

Specialist
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Resources needed 
  Opportunity capture, win and loss data.  Map of buying processes by stakeholder.  Buyer perception benchmark of your company 

and its value proposition versus competitors 

that buyers perceive to be strong.   Proficiency development programme for 
accurate qualification and to sell on value. 

Tasks and actions 

  Define and prioritise the win rate improvements 

you need. Make time to understand what is 

holding you back. Be prepared to look outside 

of your organisation for ideas and solutions. 

The more receptive you are to external 

input, the better your solution will be. 

  Understand how your current sales 

and marketing dovetails into how your 

prospects and customers buy. 

  Learn how to accurately qualify prospects 

and test their commitment to change. 

  Sell on value, not price. Coach sales people 

and managers how to achieve this in practice.

Outline solution
The best solution will involve rethinking your organisation’s approach towards sales, 
sales management and sales processes. How you can mould your sales and marketing 
processes and resources around how your buyers buy? How can you assure that your sales 
people and sales managers qualify prospects properly, test their willingness to change 
and manage the three-to-four stakeholders involved in making the buying decision?
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Results and outcomes achieved
NOTES PAGE
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I want to make more time for my sales 
people to sell #HelpMe
A salesperson’s role is to sell, so valuing their 
time, addressing their issues and supporting 
their efforts is an investment worth making.

I want to understand how buyers buy #HelpMe
The way buyers buy has fundamentally changed so 
it’s important to understand and assess the pitfalls 
this presents to the unwary sales person.  

I want to beat the competition #HelpMe  

Understanding the competition is crucial to business 
success, but identifying the real competition 
is more complex than most imagine. 

I want to change how sales sell #HelpMe
As a fast moving industry operating in a steadily evolving sales 
environment technology businesses need to adapt to survive.

I want to know how to innovate #HelpMe
Innovation is an industry buzzword we all want to be associated 
with, but what is innovation and how can we apply it practically?

I want to develop my business #HelpMe
How can you ensure your business ideas are on the right 
track and then make the most of them in the marketplace?

I want to recruit the right people #HelpMe
The organisation is evolving as the influx of Generations X, Y, Z 
brings change, challenges and opportunities to businesses.

Titles in this series:
I want to increase the number of my sales 
people meeting quota #HelpMe
By ignoring the unwinnable, aligning with the 
customer, and focusing on actually selling – the 
sales team can set itself up for success.  

I want to increase my sales wins rates #HelpMe
With subtle but significant shifts in what 
customers expect of sales, it’s time to look again 
at sales processes or risk losing business.

I want to educate buyers about my 
specific solutions #HelpMe
Today information is everywhere so it’s crucial 
to make sure customers receive the right facts 
about your offering, and in the right way.

I want to understand what is and isn’t working 
across my sales and marketing #HelpMe
A simple way to improve prospecting is to align 
sales and marketing into a cohesive strategy 
focused on outcomes not outputs.

I want to help sales people bid on 
deals they can win #HelpMe
Although it’s hard to ignore an  
opportunity, the reality is that some  
business is just not worth bidding  
for so it’s best to let it go.
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What does Larato do?
Larato are business development experts. We understand how buyers buy and suppliers compete, helping sales sell 
more. Our team of independent experts are helping businesses win business everyday by bringing marketing and 
communications together with strategy and business development. 

For more details about the data behind these articles or to find out how we can help you, please contact Larato. 

@DrLucyGreen
www.larato.co.uk
+44 (0)3303 132 231
Lucy.Green@larato.co.uk

Goals allow 
you to control the 

direction of change 
in your favour

Brian Tracy,  
author and motivational speaker
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