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Think of DT as an additional super human sales person for your business.  This DT sales person provides the 
following:

* Sales of your product/service
* “Top of the mind” awareness of you and your product/service
* Increased brand exposure and reputation building
* Marketing and advertising to your market place
* Demonstrations of your product/service
* Building long term solid relationships with your prospective target market
* Market research on your target market
* Receiving actionable feedback to improve your o�erings
* Keeping you informed of upcoming requirements
* Opening another door to another prospective customer
* All of this in one package
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Driving Technology is a long overdue solution helping keep academic establishments informed about their 
education technology (EdTech) whilst also providing a direct route to market for suppliers to the education 
market place.  A market place worth approximately £1.67billion per year every year.  The method of delivery 
is via a school bus taken directly to the doorstep meaning ALL stakeholders of the school are present to hear 
the information �rst hand and make informed decisions all in one place.  Schools are screaming out for 
information about education technology but without the sales person.  Schools love the idea of DT and 
suppliers want to be a part of it.

This has not been done before.  This is a unique initiative and therefore provides a great PR opportunity for 
those involved.  A number of education speci�c publishers and local journalists are already keen to do a 
piece on the tech bus and we are already partnered with Global Media and aiming to have the BBC present 
at the prelaunch event.

WHAT IS DRIVING TECHNOLOGY (DT)?



Brand Exposure
Anyone who has worked in the education market 
place knows the �rst step to getting sales in this 
environment is making sure you have a brand that is 
recognised.  Education sales takes time and you 
have to be in it for the long game.  Being on the tech 
bus puts you alongside many other known brands 
and keeps your brand at the “top of the mind” 
awareness for the education market place.  This in 
turn leads to your organisation being considered as 
an option when the school next requires your 
product/service.  Once you have secured your place 
in a school as a trusted provider, it is then easier to 
sell more products and services.  Not to mention 
very di�cult to usurp you from your trusted 
position.
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Options
You will be adding an additional new innovative 
route to market for your product\service.  You can 
be in charge of your own pipeline or let us do the 
work for you.  You could hand out the opportunities 
and leads as a bonus to your best resellers or sales 
people or just sit back and watch the orders roll in.

Return on Investment
With a guaranteed number of opportunities 
sourced for your product/service, you can feel 
secure you are going to get a return on the money 
you are investing.  The main focus of DT is to make 
sure the partners on the tech bus have products or 
tech services that the schools want or need so it is of 
paramount importance that our partners are 
getting opportunities to do business.  DT is not a 
box shifter.  It is a solutions led information source 
that shows education how to solve the problems 
and pains they are experiencing by using solutions 
from our partners.

Your product/service put directly in front of decision makers.  As long as you have a product/service that is 
what a school is looking for or needs, that the school knows of or likes your brand, your prices are not 
considered too high by the school and you have the capacity to take on more business, then you bypass all 
the cold calling and get a doorway straight into the schools from the tech bus.

To elaborate on some of the reasons why being involved with DT is incredibly worthwhile for your 
organisation:

WHAT WILL YOU GET FROM THIS?



Corner the Market
Be seen and have a consistent message that is being 
heard by the education market place, presented by 
your super human top sales person in a non-pushy 
way.  Stop your competitors getting all the 
opportunities presented by the tech bus by making 
sure you are the supplier who is being seen, heard 
and noticed by schools.  Make sure you are the 
name on people’s lips when they are thinking of 
your product/service.

Provide the prospects with your case studies, 
testimonials, white papers direct, which show how 
your product/service is a solution that solves their 
pain point, not just another piece of equipment.
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Corporate Social Responsibility (CSR)
In order to help with brand reputation, adopting a 
CSR initiative can really help a business.  Being 
involved with DT means you are helping provide 
access to all the wonderful technology on the tech 
bus to deprived areas with underprivileged 
communities thereby empowering them with 
knowledge they would otherwise not be able to 
acquire.  In addition to this, outside of school time, 
the tech bus can be utilised by charities, good 
causes, community centres, churches etc to help 
raise money and other activities related to helping 
the local communities.  So your brand will be 
associated with all this good work.

WHAT WILL YOU GET FROM THIS (CONT)?



What is your normal education customer 
acquisition costs?
There is no such thing as a free customer.  All 
customers cost us whether it is through time given, 
advertising, discounts, o�ers etc.  Can DT lower your 
customer acquisition costs or provide a better 
conversion rates?

What is your current brand awareness in the 
education market?
Do the customers know, like and trust your brand?  
Schools are notoriously slow to accept change or 
new suppliers.  That also means that once you have 
an education customer you are more likely to keep 
them.
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How much would you pay to get your product or 
service in front of a decision maker?
When we asked various suppliers this question their 
answers ranged from as little as £25 to as high as 
£5,000.  The majority were between £100 and £200.  
How much is a new customer worth to you?

What is the lifetime value of a new education 
customer to your business?
The big question which can only be answered if you 
know how long a customer stays with you and what 
their average spend is over that time period.  Some 
contracts with education can last �ve years and be 
worth hundreds of thousands of pounds a year.  
Would just one new customer be a worthwhile 
investment in DT for your business?  How many new 
customers would your business need to justify the 
investment in DT?

In order to work out if DT will work for your business, a few questions to ask:

10 FINANCIAL QUESTIONS TO CONSIDER?

How much would it cost you in advertising to 
market to 300 schools?
Not only how much would it cost you, but of those 
300 schools, how many of them would you even get 
an opportunity to speak to, let alone get sales from?



Do you generate good leads at static exhibitions?
If your answer is ‘yes’ to this question, then the tech 
bus is just an evolution of these events with better 
quality opportunities.

If your answer is ‘no’ to this question, then maybe 
the tech bus is the route to market you have been 
waiting for!  Test and measure.

Commun-IT Place 
214 Whitby Road Ruislip Middlesex 
HA4 9DY

t   0333 4444 228 
f   0333 4444 110 
e   info@t4ec.co.uk  
www.t4ec.co.uk

DRIVING TECHNOLOGY
P A R T N E R  I N F O

How much do you spend on static exhibitions?
There is the cost of the space itself along with the 
extras: stand creation, sta�ng costs to man the 
stand, accommodation, travel, food and drink, 
additional marketing material, wasted time on 
non-quality opportunities.

10 FINANCIAL QUESTIONS TO CONSIDER (CONT)?

How much does it cost to do a product demo?
Sending someone to a prospective customer has a 
cost.  Equipment, employee time, travel, food, 
potentially wasted time due to a poor lead etc.

Could just one of your sales people get you in front 
of 300 school decision makers each year?
This would translate roughly to just under 2 
appointments per day.  A tall order in any industry, 
let alone education!

Of those 300 cold leads, how many would you 
actually convert?
Schools do not like aggressive sales tactics.  This can 
damage your brand in the education community.  
Allowing DT to do the passive selling still gets you 
the results you need, but without damaging your 
reputation.



The reason the tech bus works is because it is perceived as a neutral source of information for the education 
establishments.  The same idea would not work for a partner with their own bus as it would be seen as a sales 
vehicle with aggressive selling.

The tech bus aims to visit approximately 300 education establishments each academic year per area.  In 
order to cover all education establishments in England, 78 tech buses are needed.  The establishments 
visited are primary and secondary schools (each area has an average ratio of one secondary school to about 
six primary schools) as well as some further and higher education establishments, which generally have 
about one or two institutions per area.

Your logo is displayed on the outside of the tech bus building brand awareness everywhere the tech bus 
travels as well as visibility when it pulls into each school.  In addition to this your product/service is inside the 
tech bus being shown to sta�, students, parents and governors along with your other marketing material.
On board the tech bus at each educational establishment will be all their stakeholders.  This includes the 
senior leadership team, business managers/bursars, ICT coordinators/network managers, subject/phase 
leaders, governors, students and even parents and the local community.

Everyone is introduced to all the products and services on the tech bus through a story or case study that is 
relevant to the establishment.  From this point it is a listening exercise to �nd out what pain points, current 
and future requirements the establishment has.  With this information, the relevant products/services are 
highlighted further.  Any opportunities are recorded with relevant qualifying information and at the end of 
the visit, feedback is garnered from visitors as to the usefulness of the tech bus, the products/services on it 
and the sta�.

All opportunities are actioned according to the package the partners are on (ie the opportunity is sent 
through to the partner OR we deal with the sales cycle and send the order through).

Within 12-24 months we intend to have all 78 tech buses operating across England servicing the
25,000 educational establishments every year with plans to continue on to Europe.

HOW DOES IT WORK?
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In order to make sure the academic community are able to see lots of great education technology, it is 
important to keep this initiative open to all.  To this aim, along with help from our bigger partners, there is a 
fund available that certain organisations can apply for which will either reduce their investment to be on the 
bus or remove it completely.

Other bene�ts include:

* Early adopters being invited to be involved in the evolution of DT and the new framework for education 
 and suppliers.
* As this is a new initiative, the PR for the �rst tech bus will receive national coverage, hence your logo,
 brand and message will get a lot of publicity.
* Being one of the �rst adopters, you will also receive �rst refusal on future tech buses that we are bringing
 in to cover the other areas.
* Along with the �rst refusal, you will also receive signi�cant discounts to be on the other tech buses.
* The option to send the tech bus to a school of your choosing, for example, to demo your product/service.

In order to apply for the funding you will need to �t one of the requirements below:

* Have a product or service that can show real educational value.
* You are an SME or startup that targets the education sector.
* You have some great new and exciting technology to showcase.
* You have a valuable partnership or joint venture opportunity.

FUNDING OPPORTUNITIES AND OTHER BENEFITS
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Speak to one of our team to �nd out what investment options are available for your product/service. The 
options available cater to di�erent requirements:

Other bene�ts include:

1. For larger companies or those that want control of their own pipeline, sales and margins.
2. For medium companies that want a �xed cost for every visit and opportunity produced where the sales
 process is taken on by us.
3. For medium companies that want a smaller �xed cost for every visit but that has a cost for every
 opportunity produced where the sales process is taken on by us.
4. For smaller companies that just want one �xed cost where the sales process is taken on by us.

There is a package that will suit your business, budget and priorities.

You can contact us via sales@drivingtechnology.org.uk or call us on 0333 4444 228 to book your place on 
the tech bus.

NEXT STEPS
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