9th January 2008


To whom it may concern 

In a previous role I was tasked with setting up a network of UK Value Added Resellers for Pronto Software a global, mid-tier ERP software vendor headquartered in Australia.

We decided to work with an experienced local company who had the knowledge and capacity to profile and qualify reseller Partners and book initial appointments. After reviewing a number of firms, I selected Business Partners International for a number of reasons.

Firstly their detailed knowledge of enterprise software, including ERP significantly reduced the time it took to commence the campaign. It also meant that they were able to talk credibly with candidate partners during their initial conversation.

We also needed a partner who was comfortable contacting senior executives and Business Partners International was clearly able to do this in a professionally engaging way. Indeed, I was impressed that a number of prospects remarked about the professionalism and courtesy of the initial calls, and asked me to pass on their complements to the staff involved.

Finally, we needed hone our approach based on regular feed back from the calls and be comfortable that the outbound message would be updated accordingly.

This is where Business Partners International excelled in a way that larger call centres seemed unable to do. We were in contact daily during the early stages of the campaign, and if Business Partners International staff found a certain approach was working well – or not working, as the case may have been – they would inform me immediately.

I was impressed that Business Partners were able to schedule the 10 meetings with potential Partners, particularly given the mature market for ERP software in the UK and tendency for UK resellers to prefer to market software from better know software brands. 

At the end of the assignment Business Partners delivered a purpose-built Senior Management contacts database for our target audience of mid-market ERP resellers, which meant that as well as generating near term Partner opportunities we would easily be able to generate new Partner opportunities. We felt that Business Partners delivered excellent value and would recommend their credentials to software companies that aspire to work with a professional and ethical lead generation company.

Regards,

Michael 

Michael Panosh

Former – UK Country Manager Pronto Software 
