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Close to you

Current economic conditions 
guarantee 2008 to be a 
challenging yet potentially an 

exciting year within our industry. The rising 
tide of new applications and services 
on the one hand offers enormous 
opportunity, and on the other real 
challenge if companies are to survive. 
Caught between the high expectations of 
vendors and customers looking for real 
value for money, it is essential that the 
reseller community does not suffer from a 
lack of education or skills.

That is why MTV Telecom is launching 
a long-term campaign branded ‘Get 
Closer’. It’s looking to give its channel 
partners a competitive edge by investing 
over £250k in an initiative that redefi nes 
the role of distribution in the UK.

The campaign will focus resources 
to help existing partners as well as new 
clients, bringing them on board with a 
series of initiatives.  

The market paradox

Demand for new communication services 
is being driven thanks to a fortunate 
paradox. Mass mobilisation of the 
workforce is fi ghting for attention with 
new awareness of the way telecoms 
can assuage environmental concerns 
over travel and investment in technology 
can increase business effi ciency in 
a demanding economy.  There is no 
question that mobility and unifi ed 
communications are the key drivers at 
this time.

In the face of these opportunities, 
however, it’s understandable for resellers 
to feel overwhelmed by the rapid 
change in market forces and pressure to 
redevelop their skill sets. 

It is imperative that sales personnel 
gain greater understanding of the 
technical aspects while at the same time 
learning to become business consultants 
with a greater in-depth awareness of end 
users’ needs. ‘Stickiness’ of customers 
depends on the degree to which the 
channel identifi es and streamlines their 
business processes on their behalf.

“We are constantly talking to our 
channel partners” says MTV Telecom’s 
Chairman, Martin Hatcher, “And they are 

telling us that they require a more in-
depth relationship and indeed partnership 
with their distributor. We are therefore 
responding with what we hope will be a 
ground-breaking initiative.”

“The channel has an appetite to up 
their skill sets in line with the emerging 
technologies,” he continues, “and we 
are happy to respond to the challenge. 
We also appreciate that the vendors 
are much more demanding of resellers 
that sell their products and we have a 
responsibility to drive this forward”.

Best of breed

“‘Get Closer’ is all about demonstrating 
to the channel what a modern distributor 
should be” comments MTV Telecom’s 
Commercial Manager, Jim Robertson. 
“It is no longer just about best of breed 
products, it is also tailoring specifi c value-
add into their customers environment “  

“We want and need to ‘Get Closer’,“ 
he explains, “To the people within 
these organisations to ensure that we 
understand what motivated them and 
how we can help to provide them with the 
appropriate solution.”  

Regardless of the issue of technology, 
Robertson comments that the old adage 
that ‘people buy from people’ still rings 
true. “We have an experienced team of 
account managers within MTV Telecom 
who genuinely add real benefi t to their 
customer offering and are simply not 
order takers”.

Get Closer

The campaign has several layers involving 
strategies to enhance the number of 
direct touch opportunities and to do 
so we are increasing the number of 
account managers to improve personal 
levels of service combined with a series 
of workshops and seminars to assist 
resellers redefi ning their skills.  

The responsibility for the campaign 
rests with Sales & Marketing Manager, 
Kim Jennings.  “A lot of the workshops 
and training we will be running” she says 
“Will be focused on applications and 
inter-personal skills.  We will be looking 

to increase revenue for our resellers 
by helping them to identify bigger 
opportunities in the market rather than 
standard systems sales which should only 
be the beginning of the story”.

“Understanding this challenge and 
driving revenue is the single biggest 
challenge,” Jennings continues, “And it is 
our responsibility to help.”

Citing MTV Telecom’s success with 
the Swyx product, Jennings explains that 
this is a good example of early adopter 
product from a value-add distributor that 
companies can embrace if they have the 
foresight and skill sets in place.”It really 
defi nes what MTV Telecom and the ‘Get 
Closer’ campaign is all about.”

Leading UK telecoms distributor launches 
‘Get Closer’ campaign into the channel.
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ADVERTORIAL

How to Get Closer

To ‘Get Closer’ to the resellers as a 
business and people as individuals, MTV 
Telecom will host a large number of 
activities under two banners.

Closer to your Personnel

● British Grand Prix

● British Super Bike Series

● Red Devils team

● Activity Days

● Driving Days

● Concerts

● Golf Days

● Dinners

● Theatres and the Opera

● Promo Days/Events 

Closer to your Company 

● Workshops

● Sales Training

● Technical Training

● Marketing Support

● Seminars

● Sales Training Modules

● Consultancy

● Lead Generation

● Incentive Campaigns

● Accreditation Programmes

and many more initiatives to come.

To fi nd out more about 
‘Get Closer’ contact:
MTV Telecom Sales Team on 

01784 740000


