










BT Local Business

6

The opportunity for you 

Highlighted below are the main benefits of becoming a part of this network and being licensed by 
BT to manage your own BT Local Business. 

You will have the opportunity to earn a considerable 
income working for yourself but with the training, 
support and experience of an established business 
behind you. Whilst BT is the UK market leader in the 
small and medium enterprise (SME) market we are 
only serving around 1.2million of these businesses out 
of a market opportunity of circa 4million. There is the 
opportunity to acquire new customers from the market 
that we don’t currently serve as well as increasing the 
share of wallet of those with whom we already do have 
a relationship. Should you decide to progress with your 
application you will receive full details of the potential 
benefits and support available.

Opportunity to earn
Each BT Local Business is allocated an exclusive area 
in which it can operate. The average existing customer 
base in any territory is 15,000, although of course 
there are additional sales opportunities to be created 
and converted into new customers. All the BT Local 
Businesses are tiered depending on the number of 
customers and the size of the opportunity in their 
area.  Targets are aligned to this tiered system and the 
incentives and rewards available reflect this. A licence 
fee is also scaled to the opportunities available, ranging 
from £14,400 to £72,000 per annum.

A typical BT Local Business is a relatively simple business 
model; the sole income for a BT Local Business is 
the commission and incentive money paid by BT. Set 
against this are the costs of the business, which will 
predominantly comprise people and accommodation 
costs.

Why are IT and communications important 
to small businesses?:

The world around us is changing and so is the way 
we do business. Through IT and communication 
systems smaller businesses can now compete with 
their larger counterparts to reach new customers 
and markets. With 97% of UK companies employing 
less than 20 people the importance of small 
businesses to the economy is enormous as is the 
opportunity. 

Making sure SMEs are equipped to compete in a 
modern, technology driven economy is essential. 
Some of the broader benefits IT can provide include;

 •  �Shaping and developing a strategy for growth; 

•  �Staying competitive in a global as well as local 
market; 

•  �Attracting and retaining skilled and talented 
workers;

•  �Enabling businesses to stay in touch with their 
customers.

•  �Unifying communications helps our customers 
“do what they do best”.

These can be brought to life through tools such 
as e-business, online trading, broadband access, 
convergence of voice and technology services and 
flexible working. These used to be reserved for 
large multinationals, but now are just as cheap and 
effective for small businesses. Owner-managers of 
these companies need to be aware of the benefits 
that are possible through technology and many, 
at present, are not. BT Business is committed to 
helping SMEs embrace these changes, addressing 
the knowledge gap and providing one constant and 
reliable source of advice and implementation.

You will have the opportunity to earn a considerable 
income working for yourself but with the training, 
support and experience of an established business 
behind you. Whilst BT is the UK market leader in the 
small and medium enterprise (SME) market we are 
only serving around 1.2million of these businesses out 
of a market opportunity of circa 4million. There is the 
opportunity to acquire new customers from the market 
that we don’t currently serve as well as increasing the 
share of wallet of those with whom we already do have 
a relationship. Should you decide to progress with your 
application you will receive full details of the potential 
benefits and support available.

Opportunity to earn
Each BT Local Business is allocated an exclusive area 
in which it can operate. The average existing customer 
base in any territory is 15,000, although of course 
there are additional sales opportunities to be created 
and converted into new customers. All the BT Local 
Businesses are tiered depending on the number of 
customers and the size of the opportunity in their 
area. Targets are aligned to this tiered system and the 
incentives and rewards available reflect this. A licence 
fee is also scaled to the opportunities available, ranging 
from £14,400 to £72,000 per annum.

A typical BT Local Business is a relatively simple business 
model; the sole income for a BT Local Business is 
the commission and incentive money paid by BT. Set 
against this are the costs of the business, which will 
predominantly comprise people and accommodation 
costs.
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The opportunity for you 

Spotlight on convergent solutions

BT’s share of the converging market is around 10% 
but our ambition is to double this within the next 
five years. This is possible because:

•  �There are high levels of awareness of BT being a 
supplier of these services (for instance customer 
awareness of BT as an IT Services supplier is 
higher than that for Dell and Microsoft) 

•  �Customers are willing to consider BT in the 
purchasing shortlist - BT has a 60% consideration 
rating for broadband compared to around 15% 
for its closest competitors.

•  �BT’s offerings have been strengthened through 
the acquisition of BT Lynx and BT Basilica which 
has seen the creation of a business that is able 
to provide one of the biggest ICT sales support 
organisations in Europe.

•  �Strong partnerships with market leaders such as 
Microsoft and HP make the solutions even more 
desirable

•  �BT Business is constantly investing in developing 
new, innovative products and services such as 
Tradespace and IT Manager .

Will Wynne, Managing Director of ArenaFlowers.
com says: “Tradespace is our first attempt at 
business social networking, but already it has 
proved an invaluable tool. We had done a lot with 
search engine optimisation but we were concerned 
about our reliance on third party search engines.”

Dr Saroj Duggal, Managing Director of Crownsway 
Insurance says: “I no longer need to employ an 
in-house IT specialist and I have access to a much 
broader range of expertise and support than would 
be available through any one individual.”

It might be a new office phone system, a better way 
to access and integrate email and voicemails into a 
business, or maybe it’s a completely new network to 
support the rollout of a new application. Whatever 
the IT and communications requirement, BT Local 
Business is uniquely placed as a small business itself to 
understand its customers’ needs and capitalise on the 
IT and Converged opportunities for the benefit of its 
customers, the BT Local Business and BT Business.

By working with a number of the world’s biggest 
companies in the area of IT and communications, such 
as Microsoft, Cisco, Nortel and Lake Communications 
BT Business is able to provide you with a wide range 
of industry leading propositions that encompass 
everything a business needs from communications and 
IT advice, IT support and IT hardware to phone systems 
and mobile services. Bringing all these together into one 
solution helps you to make our customers’ lives simpler, 
reduce their costs and help them grow their business by 
operating more effectively and efficiently.

Having the full breadth of the BT Business portfolio 
available provides each BT Local Business with a 
fantastic opportunity to become the ‘one stop shop’ 
for customers’ IT and communications requirements. 
Be it through providing customers with simple plans 
to control their costs, or ensuring they have cutting 
edge technology to allow customers to communicate 
anywhere, or just providing them with the reassurance 
that we can help them if something goes wrong.

In addition to having access to a wide range of 
product propositions you will also have access to a 
comprehensive range of finance solutions from several 
categories one funders including ge, Cisco, Siemens, 
and shire. This allows you to deliver the solution our 
customers business needs now but might not be able to 
afford by helping them fix their costs over a fixed period 
of time.
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Business support

Opportunity to earn
When joining the BT Local Business channel you will 
become the beneficiary of a large support organisation 
designed to help you service our customers whilst 
growing your own business. 

Using the BT brand will give your business the credibility 
and confidence to go out into the market place and get 
off to a flying start. It also enhances your position in the 
mind of potential clients that they are dealing with an 
established; reliable and reputable company.

Below we have outlined some of the areas from which 
you will benefit from support:-

The Partner Sales Management (PSM) team
This team is solely focused on supporting and driving 
the BT Local Business sales channel towards delivering 
their sales and customer satisfaction targets. Dedicated 
regional directors and partner sales managers are 
available to help you develop your sales plans by 
exploiting any market opportunities for our mutual 
benefit.

Specialist support and advice
A wide range of specialist training, support and advice is 
available to help you sell more complex solutions and be 
more successful. Sales specialists are available to help 
you sell the key propositions, such as calls and lines, 
mobile, IT and data solutions. A dedicated team deals 
with the inbound sales enquiries to BT, helping you 
concentrate on higher value customers and sales. BT 
Finance aims to help the channel be comfortable with 
the selling of finance and the benefits it can deliver to 
the customer and our businesses through the increase 
in business with our customers. Delivery teams are on-
hand to help improve the customer experience. 

Dedicated support tools
All BT Local Businesses have access to BT’s chosen CRM 
tool. This comprehensive system gives the business 
a complete view of its customer base and links the 
activities of all the parts of BT who are working on the 
customer base from lead generation, through prospect 
management to order entry and billing information.

There is also a dedicated partner website that provides 
a wealth of information on all aspects of running a BT 
Local Business. Regular emails and calls help to make 
sure that you have all the relevant information to help 
you and your team carry out your jobs efficiently and 
sell successfully. Best practice toolkits are also available 
to help with cash flow management, sales capture, 
agent performance, profitability, monitoring and 
commission queries.

BT Local Business is also very much about learning from 
each other. Quarterly MD Forums are held on a regional 
basis where key issues and developments facing the 
business can be discussed and solutions found. These 
are supported by regular conference calls. All MDs are 
invited to attend a national conference twice a year, 
which give excellent opportunities for networking with 
fellow MDs.

Working as a wider team
BT Business provides support in recruiting people 
into the BT Local Business. This support includes 
access to the BT Local Business recruitment portal 
which is managed by Hays Recruitment and attracts 
potential candidates and then points them towards 
the appropriate Local Business. Any recruitment done 
through the portal is done at a preferential rate. There is 
also access to the preferential rates that BT enjoys from 
some of the biggest resourcing agencies. 
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BT recognises the need to retain good and capable 
people is critical to both our businesses and so you will 
also have access to training and development support 
for you and your people though our World Class Sales 
Programme. This staged approach takes your people 
through their developmental needs to upskill and 
enable them to remain technically proficient as well as 
supporting the ethos of “Work; Earn and Learn”.

BT Branded NVQ’s to an industry recognised 
accreditation and academic value are also available in 
addition to a Degree in Sales and Customer Relationship 
Management designed in conjunction with Sunderland 
University for your top professionals.

BT Business’s marketing programme will support your 
BT Local Business. As with the campaigns featuring 
Gordon Ramsey, Peter Jones and the Gremlins we will 
continue driving awareness of the network and the key 
propositions available with the overarching message that 
together we help all our SME customers ‘do what they 
do best’.

Events are also held across the country to take the BT 
Local Business network to a wider business audience 
and generate more sales leads. You will also have access 
to BT Business branded external materials for your own 
business use.
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What we are looking for:

The base requirement for any potential MD is a start up 
capital of £150-200,000, which is needed to fund the 
business for the first few months before commission 
income begins to flow through.

At start up the MD will be expected to set up a brand 
new limited company source accommodation for the 
business and have in place the necessary services, 
facilities, insurances and certifications.

✔ Excellent sales performance
A BTLB exists to sell BT’s products and services and 
provide an excellent customer experience. With the 
opportunity that exists in the marketplace we expect a 
Local Business to deliver a level of sales performance 
that drives our ambitious revenue growth targets.

This means that the managing director must have in 
place the sales management processes and reward 
structures that will encourage high levels of activity 
by their sales agents, backed by the sales and product 
knowledge that will deliver appropriate solutions for our 
customers.

✔ Partnership working
The relationship between us and the Local Business is 
absolutely crucial to the success of the model. 

A Local Business is expected to work in partnership with 
BT and others in the network to drive sales and enhance 
the customer experience. This covers such activities 
as presenting quality orders; appropriate use of our 
systems; sharing best practice; placing the resolution of 
customer issues ahead of personal agendas; attending 
regional and national forums.

✔ Running a robust business
A strong sales performance more often than not 
results in a financially robust small business, but not 
necessarily.

A BT Local Business is expected to manage its business 
to ensure that it is profitable, has free cash flow and is 
investing appropriately to meet future demands on  
its business.

To maintain our high performance and reach our targets we need high achieving and highly motivated 
business professionals with excellent sales and managerial credentials who would embrace the 
opportunity to work in partnership with BT and run a robust and ambitious BT Local Business. 

Dr Saroj Duggal, managing director of Birmingham-
based Crownsway Insurance, said: “We went to our 
BT Local Business because we were confident that 
a local company supported by the strength of BT 
brand would give us the best possible service and 
we have not been disappointed. Most importantly, 
as we talked to them about our plans to move 
offices and expand, they listened and explained 
what technology we needed to support these 
changes, making it all very simple to understand. 
Since then the team has worked hand-in-hand with 
me to turn my ideas into a reality.”
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My story:

Having worked in office equipment sales for twenty 
years, Simon Bailey was approached by BT Business in 
mid-2003 who suggested he become a part of the BT 
Local Business network.

“For years I’d been working all hours of the day across 
all parts of the country, and I missed my kids” Simon 
recalls. “I also didn’t feel that my work was benefitting 
my local community, as I was working a long way  
from home.”

The proposal from BT Local Business energised Simon: 
“I felt like I’d earned the right to run my own business, 
and a BT Local Business felt like the ideal route to take. 
It combines the benefit of owning your own business 
with the security of the BT brand. It also offered me 
the chance to go back to basics running a sales-focused 
business, cutting out much of the bureaucracy involved 
with a larger organisation. Finally, it enabled me to take 
control back of my life by working closer to home and 
being my own boss.”

BT Local Business Stratford opened in January 2004 
with an initial team of five. “Our ambitions in the first 
year were quite simple,” Simon commented. “We 
aimed to gain a strong presence in the existing BT 
customer base, market ourselves effectively to attract 
new customers, and grow turnover to a level to ensure 
profitability.”

Simon outlined the benefits of working with BT Business: 
“The sales power of the BT brand is vital. We would 
have struggled to make 50 per cent of our sales if 
we hadn’t been a BT Local Business. Thanks to BT we 
can offer a much wider range of products than our 
competitors, including end-to-end communications 
and IT infrastructure solutions.”

“The support that we receive from the BT Local 
Business network is enormously influential. The 
partner support network enables us to gain a much 
more rapid return on our investment in the crucial area 
of recruitment and training through the materials and 
advice they provide to us and to our new recruits.”

“We also receive advice on financial matters such as 
cash flow and budgeting, and on vital issues such as  
the assistance we received with our ISO9002 
accreditation. Furthermore we frequently approach BT 
Business with any ad-hoc issues that they can help us 
with. Life is made considerably simpler for us thanks to 
this support.”

The end result of this has been a successful partnership 
between Simon and BT Business. Turnover at the BT 
Local Business, Stratford is up by 65 per cent over the 
last three years, and it now employs 14 staff. 

Simon Bailey, Managing Director,
�BT Local Business Stratford
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The meaning of the word partner or partnership in this 
communication is governed solely by the terms of the 
commercial agreement(s) and/or arrangements in place 
between BT and its partners. It does not give rise to a 
partnership in the Partnership Act 1890 and any such 
meaning is expressly rejected by BT and its partners.

All BT sales and marketing activity is conducted ethically 
following the BT Code of Practice on Sales and Marketing. 
To view or order a copy of the Code, please visit www.bt.com/
codeofpractice or call 152 (business customers) or 150 
(consumer customers).

All businesses are independently owned and operated.
BT logotype and the Connect World symbol are
trademarks of British Telecommunications plc used
under licence (by the licensee)

What happens next?

Stage 1 
The BT Local Businesses form part of the BT Business division of BT Group. BT Business is responsible for selling IT and 
communication solutions to small to medium sized companies. Within this, the BT Local Businesses tend to focus on 
smaller companies, typically those with less than 50 employees.

Stage 2
Successful completion of Stage 1 will see BT Business provide to you data on the specific Territory opportunity 
available and again you will be provided with an opportunity to examine the territory available in more detail and to 
present your plans.

Set Up/Go Live
If successful at Stage 2, contract negotiations on a new BT Local Business agreement will commence concurrently 
with the setting up of your new business. BT Business will provide guidance on the minimum legal and funding 
requirements it will need evidence of in order for your company to go live in addition to providing help in the provision 
of networks to your new premises, equipment specification along with many other areas you will need to consider 
when setting up your business.


