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Sector:
IT Managed Services Targets met on sales leads

Increased new customers

Influenced overall business growth
Telemarketing, Lead Generation, Data 
Management & Appointment Setting

Activity Outputs:

Services:

Sentis is an IT Managed Services provider 
based in St Helens. Started in 2014 by 
three colleagues who left an AIM listed 
technology group to form a business 
that could deliver a better and more 
personalised service to it’s customers. 

From the word go, Sentis had a very clear 
business plan and aspirations to grow, and 
clearly understood the need for a proactive 
approach to sales and marketing activity.
One of the company Directors, Neil Homer, 
as well as looking after client requirements, 
also took responsibility for new business 
development. In Neil’s own words, it wasn’t long 
before he needed help. 

“Within six months of launching the business, 
we’d won a number of great clients and I was at 
risk of being spread too thin with new business 
development alongside the demands of client 
work. To take the weight off my shoulders, I 
spoke to Peter at Bollin Green to see how they 
could support our efforts.”

Bollin Green had worked with Neil in a previous 
role supporting specific campaign activity, but 
for Sentis, Neil anticipated that more holistic 
sales support would be required.

As Neil explains, “We had a number of channels 
we wanted to explore and we needed a partner 
that was capable of not only working those 
channels, but who also truly understood the 
technical nature of what we offer our customers. 

At the outset, Bollin’s primary activity was quick 
win lead generation through mining existing 
contacts and exploring lost opportunities. As Joe 
Green, Director of Operations at Bollin explains, 
this is often a tactic they explore when working 
with new clients.

“Peter and the team were happy 
to spend the time with me to 
identify where they could help 
and to demonstrate a strong 
technical understanding across 
the team. That really gave me the 
reassurance that Bollin were the 
right fit for our business and had 
the right agents to represent us.”
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“If there is a note in the diary 
for Bollin to make a call back 
then I know it will happen. 
With internal sales resources, 
the day job can too easily get 
in the way and such actions 
can slip, and that could be the 
difference between setting an 
appointment or not. For me, 
having a trusted partner that 
consistently does what they 
say is the perfect situation, 
and that’s exactly what Bollin 
Green deliver.”
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“Telemarketing and more broadly speaking, 
sales activity, can be broken down into two 
types; quick wins and the longer game and 
it’s surprising how often customers neglect 
the quick wins. For example, looking back at 
opportunities you’ve lost or contacts that have 
moved to a new business can be a gold mine.  
We work with clients to see where we can 
unearth those opportunities.”

For Sentis, quick wins set the tone for 
ongoing work and the team at Bollin 
have become an established part of New 
Business Development activity.

“Over the years, we’ve turned to Bollin for help 
with a variety of tasks,” explains Neil. “We run 
integrated outbound campaigns and Bollin are 
instrumental in that. One example targeted 
boutique five-star hotels with a really clever 
personalised direct mail piece. On it’s own the 
DM piece had great engagement and was really 
well received, but the appointment setting rate 
shot up when Bollin started following up with 
telemarketing activity. It’s often the final piece of 
the jigsaw.”

Sentis also use visitor tracking software to 
identify companies that hit their website but 
don’t engage. Bollin research those companies 
in more detail to identify decision makers for 
future campaigns or identify an immediate need. 

For Neil, having a multi-faceted sales resource 
on hand has been crucial to the growth of the 
business. Whether it’s data research and data 
cleansing, lead generation or appointment 
setting, Neil can rely on Bollin Green to provide 
not only the right support, but to do so at the 
right time. 


