
COWANS 
DIRECT LTD
Cowans improve their sales 
activity success thanks to sales-i



Cowans Direct Ltd, established in 1932, pride themselves on 

offering and supplying everything for the modern workplace, from 

paperclips and PCs to potted plants and everything in-between. 

Cowans position themselves as a key partner to their customers 

with a view to playing an active part in their success.

WHO ARE 
COWANS DIRECT?

THE CHALLENGE

Cowans have grown to supply 

over 40,000 products and a 

comprehensive range of services 

too. Naturally, this success in 

itself brings its own challenges, 

not least, managing the sheer 

amounts of data that are captured 

by the back-office system. 

Prior to sales-i, all this data 

needed to be sorted manually 

and analyzed to try and determine 

what was useful information and 

what wasn’t. 

This made preparing and 

presenting the findings in a timely 

and professional manner an 

increasingly difficult challenge.

‘’sales-i is intuitive to use and easy on the eye. Sales activity can be 

directed to those areas where there is a greater likelihood of success.’’ 

LEE MEARS
SALES & MARKETING DIRECTOR



In summer 2016, Cowans Direct Ltd 

decided it was time to find a more 

efficient, less stressful way of solving the 

challenges they’d been encountering. 

Cowans decided to give sales-i a try and 

after a successful demo they haven’t 

looked back.

Lee Mears, Sales & Marketing Director, 

explains “As well as being intuitive to use 

and easy on the eye, sales-i provides 

a means by which my team and I can 

take control of our sales data so that our 

systems are working for us rather than us 

working for the system.” 

Lee was complimentary of the initial 

sales-i training Cowans received. ’Training 

was first class – dare I say enjoyable!’’

During quarter one of 2017, Cowans ran 

a pilot Customer Loyalty scheme, ‘Trust 

Points’. Cowan’s experienced a 12% 

growth during this period. Lee says sales-i 

had an impact on this growth ‘sales-i 

helped us monitor their performance 

and directed us to those customers who 

weren’t taking advantage of the loyalty 

programme. Happy days!’’

sales-i is helping to save time and guide 

the sales and marketing teams to where 

they should be focusing their efforts.

“Sales activity can be directed to those 

areas where there is a greater likelihood 

of success and speedy analysis of sales 

data in support of email campaigns with 

a view to influencing further activity.’’

Campaigns is the area of the sales-i 

system which allows a user to set up 

specific data queries, the results of which 

can then be discovered in an instant.

An example would be setting up a query 

which searches for all customers who 

usually spend over £3,000 per month, 

but whose spend dropped last month.

This area of the system can be incredibly 

lucrative, something which Lee realizes: 

‘We run a comprehensive range of 

enquiries, but we now need to develop 

our campaign activity.”

This is the next step in the system 

becoming even more valuable for 

Cowans than it has been so far. 

THE SOLUTION THE BENEFITS A BRIGHTER FUTURE



#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

UK HEAD OFFICE

Prologis House,
1 Monkspath Hall Road,
Solihull,
West Midlands,
B90 4FY

NORTH AMERICA

1840 Oak Avenue,
Suite 400,
Evanston,
IL 60201

0845 508 7355
tellmemore@sales-i.com

1-847-868-8175
tellmemore@sales-i.com

AUSTRALIA

Level 23,
52 Martin Place,
Sydney,
NSW 2000

+6102-9220-5108
tellmemore@sales-i.com


