
CRANE
Crane Business Solutions uses rugby World Cup 
winning tactics to grow business with sales-i.



Michael Crane, MD of office supplies provider Crane Business Solutions, recenly 
adopted sales-i’s unique business intelligence software . He feels that the system has 
revolutionised the way his salespeople work, saying: “Technology wins every time!”

Having grown up with six sisters and three brothers, Michael Crane’s sense of competition 
is intense (it had to be, if he were to defend his meals). This stood him in good stead for 
the future: Michael set up the company in 2002 with little experience of the office supplies 
industry – and he has built it up over the years to become one of the best in the business.

WHO IS CRANE?

THE CHALLENGE

Based in London, the company 
is a single source provider for 
all business supply needs, 
from traditional office supplies 
and corporate gifts, through 
print and design, right up to 
office interiors. With more than 
20,000 products, 3,000 clients 
and around 16,000 prospects, 
Crane’s team has an awful lot of 
information to manage.

And before sales-i changed 
their working lives, Crane’s 
sales team was old-school. The 
traditional little black book was 
jealously guarded, and pen and 
paper were their weapons of 
choice.

“One of the biggest benefits of the sales-i system is that it allows Crane’s 
salespeople to work with hundreds clients at a time. With their old pen-and-
paper process only enabling them to work with around 50 accounts at once, 
sales-i has increased Crane’s pipeline four-fold!”

MICHAEL CRANE
MANAGING DIRECTOR



Michael realised that things had to move 
forwards, so he adopted the tactics used 
by Rugby World Cup-winning coach 
Clive Woodward: those who embrace 
new technology and use it wisely are the 
ones who become winners.

The coach provided each player with 
a laptop and gave them access to the 
data gathered on their performance. This 
feedback, reviewed after each game, 
helped the team to learn where they were 
going wrong, and improve their game for 
next time. Michael Crane was inspired 
by this idea, and went on the hunt for a 
suitable tool to enable his sales team to 
become winners.

sales-i’s unique business intelligence 
software pulls together sales teams, 
customer knowledge and figures. By 
monitoring customer behaviour and 
purchasing trends, the software analyses 
when, why, where and how businesses 
buy their products and services, delivering 
the results direct to Crane’s sales people.
 
The team then takes advantage of the  
targeted, high-quality opportunities,in 
order to build customer relationships and 
increase sales in target areas.

Sales people don’t tend to go back to 
a prospect more than once, and Crane 
Business Solutions’ old paper-based 
system didn’t help them to do so. sales-i 
manages the whole process very well, 
providing encouragement and incentives 
for the team to keep in contact with all 
their prospective and current clients. The 
team now has a plan for each contact: 
they know exactly who they are calling 
and why.

Now with around 30 employees, Crane 
has recently expanded its business, 
opening another office on the Kent coast. 
sales-i was implemented in the new 
premises from day one.

Michael said: “It’s great, because the 
introduction of the software right at the 
start means that you’re working from a 
clean desk. All the information we need 
is easily accessible from anywhere in the 
world.”

One of the biggest benefits of sales-i is 
that it allows Crane’s salespeople to work 
with hundreds of clients at a time. With 
their old pen-and-paper process only 
enabling them to work with around 50 
accounts at once, sales-i has increased 
Crane’s pipeline four-fold. 

Crane is confident that sales-i is helping 
them to turn prospective clients into 
active customers – and it’s making it easy 
to follow this process at every step. And 
added to that, it’s not a major expense and 
the software is extremely user-friendly.

THE SOLUTION THE BENEFITS ACCESSIBLE ANYWHERE
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#SELLSMART
Our sales performance tool makes every call more 
personal and more profitable, effortlessly turning any 
good salesperson into a great one.

Request your demo 
today at www.sales-i.com


