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Technology is constantly
changing and staying relevant

and up-to-date is critical to
maintain a competitive edge
within any industry.

Leasing assets, rather than owning them, is transforming how people engage with
the technology they need. Nowadays, nearly all traditional assets such as trucks,
and industrial or commercial equipment like forklifts or harvesters, are acquired on
a lease.

The telecoms market is comparatively less mature, yet business comms is a complex
area where different standards, protocols, hardware and software platforms need to
be seamlessly integrated. As a result, leasing can provide an efficient and affordable
solution that also helps businesses to expand their telephony infrastructure with
relative ease, on a piecemeal basis.

By Jean-Michel Boyer
CEO, BNP Paribas Leasing Solutions UK
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[ THE SHIFT 70 ACCESS OVER OWNERSHIP

The role of a telecoms value added reseller (VAR) is to understand
the customers’ full deployment plan and devise the best solution
based on budget and need. With leasing, VARs can offer that
solution on a cost per month basis which includes all aspects
from software and hardware to soft costs such as installation,
consultancy, configuration, security, training and maintenance. The
customer can get the solution they need and build on it as their
business needs grow and change.

Most businesses are now used to the ‘as a service’ model of
accessing technology - paying for access rather than ownership
- so selling small or complex solutions on this basis is a good
way forward for resellers looking to develop long-term business
relationships and increase their customer base.

Rather than having to make a large upfront payment for
technologies which could soon become obsolete, businesses are now
more accustomed to accessing what they need, when they need it.

' AFFORDABLE ACCESS TO TECHNOLOGY

Essentially, leasing enables access to top of the range telecoms
technology at an affordable fixed rate. Once a basic telecoms
system has been installed, other areas can be added according to
the customer’s needs and budget. This could include call centre
integration, customer relationship management (CRM) functions
and mobile connectivity.

Businesses can spread the cost of their new solution and acquire
the assets they need without jeopardising their cashflow. Each deal
can be designed and enhanced to suit each business’ specific needs,
with flexible payment terms. Any change in requirements can be
easily accommodated; for example, should a business experience a
sudden growth spurt, the business can scale accordingly and add
the necessary extra assets to the lease.

M OUT WITH THE OLD, IN WITH THE NEW

Technology is constantly changing and staying relevant and up-
to-date is critical to maintain a competitive edge within any industry.

A lease makes it easy for a company to upgrade their telecoms
solution and stay abreast of market developments, rather than
being stuck with obsolete technology. A regular refresh plan allows
the customer to swap out the old technology for the new, without
costing them a fortune.

As featured in

C LEASING DRIVES TECHNOLOGY INVESTMENT...

AND SALES

When it comes to software and product development, the
telecoms sector is advancing rapidly. Much of today's telephony
runs through desktop and mobile computers, as well as CRM
systems, which demands a degree of expertise to ensure a
positive ROI. As a result, more businesses now look to resellers
to offer a solution that encompasses technology, consultancy,
deployment and training.

A recent study from IDC found that 51 percent of companies
expect their solution provider to offer a technology roadmap.
This emphasises the changing nature of the telecoms VAR, from
simply supplying a one-off product to one that partners with the
customer for the long-term.

Businesses are increasingly looking for convenience and
flexibility in how IT is deployed and consumed within their
businesses. The same IDC study shows that 31 percent of
businesses are looking for the availability of leasing and financing
options from their technology provider, whilst 51 percent also
look for flexible consumption models e.g. pay-per-use.

Leasing telecoms equipment provides a competitive advantage
that allows a business to spread their costs and acquire the
assets, and support, they need to succeed. In a world that leases
everything from phones to cars, leasing telecoms equipment is
a natural next step.
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T0 FIND OUT HOW BNP PARIBAS LEASING SOLUTIONS CAN HELP YOU UNLOCK YOUR
BUSINESS POTENTIAL PLEASE EMAIL: MARKETING.LEASINGSOLUTIONS@UK.BNPPARIBAS.COM
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