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Stephen O’Brien Sales Director

CASE STUDY: OFFICEXPRESS

Computer supplies distributor OfficeXpress achieved a rapid ROI with VECTA Sales Intelligence.
The results include significantly improved profit performance: a total net monthly gain of over £17,000. 

To find out how Vecta can help you sell more intelligently

call +44 (0)1908 249758
or visit our website

www.vecta.net

VECTA speeds sales growth for OfficeXpress 
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CASE STUDY: OFFICEXPRESS

VECTA speeds sales growth for OfficeXpress 
Computer supplies distributor OfficeXpress achieved a rapid ROI with VECTA Sales Intelligence.
The results include significantly improved profit performance: a total net monthly gain of over £17,000. 

The Company

OfficeXpress is one of Europe’s leading specialist distributors of

electronic office supplies offering a full range of computer related

consumables and peripherals for all environments from the largest

data centre to the smallest office. Despite tough market conditions 

the company has aggressive plans for growth and has identified that

improving telesales performance is the key to achieving full potential. 

The sales team at OfficeXpress face a number of challenges including

difficulties in identifying drifting customers and add-on sales

opportunities. In order to address these problems OfficeXpress has

now invested in a company wide roll-out of VECTA Sales Intelligence

software after the first phase of the project demonstrated an

impressive return on investment (ROI). 

Intelligent Solution

VECTA Sales Intelligence provides sales staff and managers with a

comprehensive view of all customer and sales activities. The software

monitors, analyses and measures customer buying patterns and missed

sales opportunities. By highlighting such issues VECTA enables sales

professionals to better prepare for calls and turn reactive selling into

proactive calls. Ultimately companies that deploy Sales Intelligence

enjoy improved gross margins, increased sales and higher levels of

customer retention.

“The decision to roll-out VECTA was driven by a desire to stimulate

sales growth through the OfficeXpress direct telesales team and help

the management to direct sales strategy in line with company profit

objectives,” explains OfficeXpress sales director, Stephen O’Brien. 

“Our existing systems made it difficult to spot missed sales

opportunities. We started using VECTA in one section of our telesales

operation and saw a significant improvement in the performance of

the VECTA users compared to those who were not using the VECTA

solution. We measured the increase in sales to prove the business

benefits that VECTA provided and were delighted with the results.”

Before VECTA, the members of sales force selected for the first 

Phase of the VECTA roll-out had experienced a decline in profit

contribution during July-August of 9.51%. This compared to an

increased profit during the same period of 6.54% by the remainder 

of the sales team. Following implementation, the situation was

reversed. “The contribution made by sales staff using VECTA increased

by 6.51%,” explains O’Brien. “The non-VECTA users’ contribution

declined by 7.79% over that same period. The VECTA users clearly

outperformed the non-VECTA users, and I have no doubt that this was

down to the increase in proactive selling made possible by VECTA.”

OfficeXpress was also able to quantify the reduction of drifting

accounts. The company identified 460 customers that had reduced

spending in the July-August period when compared to the May-June

period. During the September-October period, £21,755 of additional

profit was regained from these accounts using VECTA Sales Intelligence.

Individual Success

Daniel Preston was one of the OfficeXpress sales team chosen as part 

of the first phase of the VECTA project. “Daniel is considered to be

one of the best VECTA users and has achieved significant results,” 

says O’Brien. “Since adopting VECTA Daniel has increased his number

of monthly orders from 68 to 107 resulting in a £4,882 swing in profit

performance in the September-October period.”

“The average monthly uplift in sales per VECTA user is close to
£1,000. This far outweighs the average monthly cost per VECTA
seat. We’ve seen net monthly gains of more than £17,000.”

“The decision to deploy VECTA across
the entire sales team was an obvious
one. The improved sales performance
has more than recovered the initial
investment.”

Business Benefits:

• Uplift in monthly sales of £1,000 per
VECTA user.

• Improved visibility and management control.

• Net monthly gains in excess of £17,000.

• Improved customer retention.

• Sales strategy bought in line with company
profit objectives.

Preston attributes this uplift to the Sales Intelligence gleaned from

using VECTA: “VECTA shows me exactly what I should be talking to

my customers about. This has helped me achieve additional sales into

many of my accounts.”

Thanks to VECTA the management team at OfficeXpress now has total

visibility over sales performance and opportunity. “Lost customers have

been identified and targeted and are now beginning to return,” says

O’Brien. “The average monthly uplift in sales per VECTA user is close

to £1,000. This far outweighs the average monthly cost per VECTA 

seat. We’ve seen net monthly gains of more than £17,000.”

The first phase of the project was an overwhelming success and as 

a result OfficeXpress has rolled out VECTA Sales Intelligence across 

the business. “VECTA has had a very positive impact on the profit

performance of our sales team,” says O’Brien. “This is largely due 

to existing customers spending more as a direct result of the more

proactive and focussed sales approach that is achieved with VECTA. 

The decision to deploy VECTA across the entire sales team was an

obvious one. The improved sales performance has more than recovered

the initial investment.”



C
as

e 
St

u
d

y 

Registered Office:

Vecta Sales Solutions Ltd
Beauchief Hall
Beauchief
Sheffield S8 7BA
Telephone: 0114 262 2032

Milton Keynes Office:
Telephone: 01908 249758
Email: jhill@vecta.net
Web: www.vecta.net

To find out how Vecta can help you sell more intelligently

call +44 (0)1908 249758
or visit our website

www.vecta.net

About Vecta Sales Solutions Ltd: 

Established in 1998, Vecta Sales Solutions Ltd provides world-

class sales intelligence solutions to over 240 major companies.

Thousands of salespeople use VECTA sales intelligence solutions on a

daily basis to dramatically improve their sales performance. Vecta

operates from its headquarters in Sheffield and offices in Milton Keynes. 

VECTA can boost sales performance in any business that has 

a quota-bearing sales force that is selling to an account base. 

The software enables manufacturing, distribution and wholesale

companies to significantly improve sales effectiveness and performance.

Companies that have already benefited from implementing VECTA

include suppliers of office products, computer supplies, automotive

products and paints, building products, food and drink, medical

supplies, industrial supplies, electrical products and packaging.

VECTA makes salespeople more successful by giving them easy access 

to vital information about customer buying patterns and account

status. The software analyses historical buying patterns to identify

issues and opportunities for future sales. Using VECTA salespeople can

eliminate wasted effort and focus on the opportunities that benefit

their company most. VECTA can be adapted to existing sales models

and can therefore have an immediate impact on sales.

Equipped with VECTA Sales Intelligence software, companies gain an

insight into their customers’ buying patterns and can define effective

sales strategies. This valuable information helps them to sell more

intelligently, improving revenue and margin through increased 

average order size and increased order volume.
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