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the art of selling servers

Explaining the benefits of a server in two sentences in terms that are 
relevant to a business owner is something any competent consultancy 
should be able to do. 
 
But it’s the first sit-down meeting where you’ll need all of your skills to 
persuade them that investing in a server is the right thing for their 
business. 

Gathering requirements involves teasing out enough information from 
senior executives to build a suitable specification. 

The trick is to get the answer to questions such as these, using roundabout 
questions in lay terms. Asked how big his office is, a managing director 
might reveal that space is maxed out and that while he has lots of liquid 
assets, he has no plans to move the company. That might tip the balance 
towards more expensive but space-conscious rack-mounted servers, even 
though he has no idea what they are . !



Get sign-off

Enhance the sale

Check back in

Install the kit

Get sign-off

Submit the proposal

Gather requirements

Get to the owner

Understand the problem
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Make sure that the customer understands the difference 
between ‘installation’ and ‘working kit’. If you’re beginning 
the installation on Monday, and they’re expecting a 
working system by noon that day, there may be tears 
before bedtime.

An organisation with no memory is 
never going to improve. Use your 
inventory history to understand 
what this server specification might 
look like, based on previous jobs.

This database lists the inventory 
and specifications used in previous 
jobs. It’s essentially the technical 
component of a CRM system for 
server sales.

You’re not just checking in to keep 
the customer happy. You’re 
learning about what worked and 
what didn’t, so that you can revise 
the inventory history to make 
future jobs easier.

Don’t go to the IT department. Actually, in most SMBs 
there won’t be one. Find the managing director. They are 
the on that has to stay late at night when something goes 
wrong, and they also sign the cheques.

The problem isn’t “I need a server with a 200Gb capacity.” 
The problem is “I lost my last customer because our 
support and marketing departments aren’t talking to each 
other.” Learn to speak the SMB’s language.

This is the translation part. A deeper understanding of how 
the customer’s business works will enable you to translate 
their needs into technical requirements that will form the 
basis of...

...a document (written in lay terms) that the customer  
can understand. They’re interested in pounds and pence, 
not Gigabytes and Gigahertz. Consider offering a high and 
low-end option to suit their budget. And don’t forget to 
factor in training, or you may find that they are 
disappointed in a system that they can’t use properly.

Now’s the time to thrash out any problems or concerns  
on the customer’s part. Perhaps you’ll want to choose a 
proposal midway between the two you submitted.  
Get the signature on the dotted line, and ensure that  
know what to expect.

Make sure that they’re happy with what you’ve done,  
and get them to say so in writing.

You didn’t think it was over yet, did you? Check back in to 
ensure the system is working properly after a couple of 
weeks, and again in a couple of months. Things not working 
as they should? Need more training? Go in and remediate.  
If the server is under-specced, this work should be on your 
dollar.

Great. The customs’s new accounting system worked.  
But guess what? They’re realising how out of touch their 
accounts department is with the marketing and support 
teams. Now’s the time to initiate that second sale.

Back to the top

Inventory history



business

finance
What is the budget? How fixed or negotiable is it?
Which part of the company is paying for the system?
Would the business prefer to find the system through 
capital or operational expenditure? This affects its 
choice of leasing, Microsoft financing, or payment 
from existing funds.
When must the system pay for itself, and when 
should it begin paying for itself?

training
How well educated are the users already?
Do they require user training on the applications?
Do they have someone responsible for IT? 
How knowledgeable are they?
   
support
How long will the user require warranty for?
What level of support will be required (what is the 
required response time, and what is the required fix 
time)?
How long should the warranty last?
What telephone support options are available?
Does the customer require remote systems 
management and monitoring?

business concerns
What problem is the business trying to solve?
How risk averse is the customer, and how much should 
the system be revenue-generating as opposed to cost-
saving?
How many people work in the business?
What is the business’s projected growth in terms  
of employee count?
If successful in the sale, will we be the only supplier,  
or working with others?



server specification 

server hardware
What processors are necessary, and how many cores?
Is it to be a 32-bit or 64-bit server?
How much memory is required?
How much power is necessary to operate the server?
What storage capacity do you require, and what 
configuration should the drives be in (or should you 
have NAS instead)?

server format
Rack-mounted, tower or blade?
What colour? We’re not kidding! 

server location
How much space is there for the server?
Is the area capable of holding the weight of a fully 
loaded rack?
Are the security, ventilation, power sockets and 
cabling points sufficient to support the server at this 
location.
How far away will the server be from office equipment 
and other PCs, and how many pieces of equipment will 
it be connecting to? 

installation
When are they expecting the system to be working by?
When will they be ready to accommodate the 
installation team?
Are there access constraints to the site (office on the 
tenth floor, an open retail space with busy periods)?

security
Are there any ports on the routers that will need 
forwarding?
Does the company need a hardware firewall?
Do executives wish to monitor Internet access?
How strict will group policies be across the company’s 
computers?
How detailed and granular will user rights be?
Will the users want single sign-on access?



software 

client software
What software is required on the client machines?

collaboration
Do they need an intranet?
How many will use it?
Does it need to be externally accessible?
What features should it contain?

licences
How many are required?
What licensing model do they prefer? OEM, Open?
Do they have enough licences, too few or too many?

third party software
What applications above those included with the OS 
does the business need?
How heavily will these applications impact the server?
Will data migration be required (from the overloaded 
desktop application, for example)?
Will users need remote access to applications?

email
Do they need their own email hosted on their own 
server?
Will viruses and spam be managed at the server level, 
or by a hosted service such as Postini, or a Microsoft 
Exchange Hosted Services (EHS) provider?
Will email archiving be necessary?
Will the company be using BlackBerrys or some other 
push email service?
Will employees need access to email from browsers or 
Outlook clients outside the office?



connectivity 

internal
Where will the cabling and electrics run, and what are 
the safety and capacity considerations in terms of 
ducting?
What cabling specifications are required, and is there 
cabling already at the site?
How many ports required on the network switch  
(don’t forget to leave room for expansion)?
Do they want wireless capabilities? We are now 
recommending wireless 802.11 or Wi-Fi N.
What internal domain name do they want?
Are they connecting to any other OS? Mac OS, Linux etc.
What other constraints are likely to be imposed on the 
network in future? For example, are they planning 
video conferencing?

external 
Keeping external users connected and supporting 
them can raise issues, so try to connect them using 
the same ISP on business DSL accounts. 
Do they require FTP access?
Do they have a domain name? How and where do they 
want it housed?
Have they ordered the telephone line? What 
broadband supplier do they want to use? (Allow at 
least five days for connection).
Will they want to connect to other sites? Will they 
need VPN or desktop optimisation? 

resilience 

redundancy
What is the minimum allowable downtime?
Should the server be hot swappable?

power
Is the site prone to power fluctuations/surges?
What capacity should the UPS be? How long does  
it take to shut the system down?

backup
On site: Tape, optical, cheap primary source,  
or a combination?
Off site: Is it appropriate?
How many generations of backups are required?
What will the backup schedule be?
How quickly must the data be restored?


