
The Client 
Maintel are a leading cloud and managed  
communications services provider. They help 
customers to transform their workplace,  
deliver exceptional customer experiences, and 
to securely access their applications and data.

 
The Challenge 
Maintel had a complex product portfolio  
covering a range of services including network 
transformation, cybersecurity, and cloud. They 
are present across a wide range of vertical  
markets and required targeted collaterals for 
each of them. 

There was an opportunity to present a more 
relevant proposition to each vertical market in 
order to improve their commercial success. It 
was not easy for new account managers and 
sales teams to articulate the propositions to 
their customers. 

Maintel had recently introduced three “pillars” to 
group their wide range of services into  
propositions: Digital Workplace, Secure  
Networking, and Customer Experience. They 
wanted to drive incremental sales by mapping 
their portfolio to the needs of verticals and the 
three pillars.

The Solution 
Conscient were engaged to produce value 
propositions, messaging, and collaterals for 8 
vertical markets. 

A thorough audit of the product portfolio was 
conducted by interviewing stakeholders and 
analysing customer case studies. From this a 
value proposition matrix was devised, mapping 
customer challenges against each of the three 
pillars to clearly identify the client benefits.

An elevator pitch was created for each vertical 
to explain how Maintel’s approach and  
services added value. 

Additionally, brochures, battlecards, and sales 
presentations were created to map the  
challenges facing different verticals and  
explain the benefits of working with Maintel. 
These were designed for use by salespeople 
with either existing or new clients.
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The Outcome
The work conducted by Conscient was used as 
a foundation for all of Maintel’s future  
marketing campaigns. They were able to better 
articulate the value they bring to each vertical in 
terms of helping to solve customer  
challenges.

The new collaterals brought greater  
consistency in the way that sales teams could 
explain the propositions to the market. Also, 
new salespeople could be more easily trained in 
the key products and propositions.

As a result of this project, Maintel were able to 
present a clearer, more concise message to 
each of their target verticals.

Following this project, Maintel continued to 
engage Conscient to deliver other marketing 
campaign materials.
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Conscient helped us reflect on the 
value that each of our core products and 
propositions gave to our target verticals 
and allowed us to communicate more in 

a coherent manner 

Alex Shepherd, Maintel
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