Case Study on
Stickee’s Price
Comparison
Solution (Magpie)
Sales Outsourcing for Software
Solutions

stickee is a creative technology agency that creates enjoyable and immersive software and digital experiences that stick with its audience.
At the heart of their business is a team with a passion and commitment to innovation, and a willingness to always strive for a better way.
Since their incorporation in 2001, they have worked with hundreds of clients,
successfully delivering a range of services that spans web development, software
engineering, mobile apps, virtual reality experiences and more. Their vast experience
and commitment to delivering only the best of the best has built us a reputation that
is hard to come by, and even harder to beat!
Some of the reputable brands they have worked with, or currently do work for include
NatWest, Apple, ASDA, Carphone Warehouse, EE, BT, eBay and more. They also
work with local businesses who are not as widely known, government organisations,
not-for-profits and schools. They are a UK based team with main office in Solihull,
just outside of Birmingham.
It is impossible to achieve some of the incredible things they have without their team.
Finding good fits for the company, who align with their approach and attitude is no
easy task. But once they do find someone, they are more than keen to hold onto
them! They are a team of technologists that identify as engineers, designers, project
managers, or marketers.
They encourage and foster a culture of open-ness and team work here at stickee.
They are proud of each member of their team and want them to feel their work is
important and valued. They are always on the lookout for more talented people to
join them, too.

Their research and development team is tasked with staying up to date with the latest cutting-edge
technologies, exploring potential business applications and working on prototype concepts to add to and
improve their existing products. They believe this is so important, that they allocate 10% of their top staff
to doing this, full time. There’s much more to R&D than playing games in a virtual reality environment, or
exploring animated AR content management systems, but exploring cutting-edge technology is also fun,
interesting and does have some perks!
At stickee, they’re proud of their work and their people. As a company, they’ve won a number of awards
and have a variety of certifications that give their clients further assurance. They also encourage and
celebrate the awards their staff have been honoured with on an individual basis.

For over 16 years, the business has built a reputation as an innovative, agile and smart operator of B2B
comparison services. Launching the UK's first Mobile Phone comparison website in 2001, stickee also
operates Broadband and Pet Insurance aggregation services to third parties.

They build and manage the end-to-end comparison experience; with commercial and relationship
management at the provider, insurer and retailer end, through to the development, hosting and
optimisation of the customer journey and backend integration. Full reporting and analytics suites to help
partners manage the day-to-day performance and optimisation of their comparison sites is also part of
the stickee service.

stickee operates its services in partnership with MoneySuperMarket.com, Confused.com, Experian,
Techradar and Price Runner, alongside a host of other affiliate partners.

Magpie represents automated data collection reporting, monitoring and analysis suite that pulls in
hundreds of thousands of prices daily. Besides, it will analyze your competitors' handset and tariff prices
as well as show you how to stack up against them, and alert you to any price changes in the market. It
lets you trade your channel without waiting for reports from analyst teams.
Fully automate both your market and competitor analysis work
A suite of online reports is provided as well as storing historical data for you
to analyze changes over time. They are updated daily and available 24/7 for
viewing the latest prices in your market.
You can get proper at-a-glance information and a market overview without
heavy analysis. Magpie removes time-consuming grunt work, so you can
make informed decisions with confidence.
Magpie collects and checks over half a million price-points each day.

Furthermore, it provides proactive email alerts informing you of competitor price changes as often as you want, and there are full, unlimited
data exports that you can manipulate in Microsoft Excel where you have an enterprise grade tool that helps you move faster that the rest of
your competitors.
With Magpie, you can see all your prices alongside the competitors, for easy comparison. They will show you your wins, your losses,
opportunities and more.
Get summaries and information on what matters most to you. See what your competitors are doing without leaving your reporting and
dashboard suite.

Not only is Magpie used to monitor the prices and products of their competitors by some of the biggest
companies in the world, but they also protect the pricing strategy and the privacy of their customers.
They represent 60% of the UK telecoms market, and 75% of the world's largest mobile manufacturers.
Overlay and compare your price-points against competitors across metrics
including
Monthly Recurring Cost (MRC), Upfront Cost, Total Cost of Ownership
(TCO), and Effective Monthly Cost (EMC). Magpie also compares Pay as
You Go prices and Sim Free/Handset only prices across all major and minor
retailers.

It is a fully managed analysis suite that is customized precisely to your
needs and requirements. As a part of their service, they deliver the data you
want, when you want it, in the format you need it, and with a degree of
precision unseen in any their competitors' products.

Moreover, there is a historic pricing feature for looking back at how prices have changed over time as well as the possibility to monitor
advertising media from your competitors (both online and offline).

Magpie give the most detailed information on mobile contracts, that means complex product and service information on different tariffs and
different pricing schemes.
Magpie possess a stock of historical data, which means you can go back in time and see past trends, past competitor actions and know what
to expect.

API Access is truly flexible. You can feed Magpie data and insights directly to your reporting platform,
dashboards and online store.
Additionally, Magpie presents other value impactors such as free gifts, interest free credit,
free delivery, extended warranties, etc.
Magpie will monitor stock levels, so you can react to market supply and demand.
They are experts on mobile phones for over 8 years now. Magpie was first built for the
Mobile Phone Industry. They had a fully automated solution for the mobile industry.
They’ve been collecting prices for the mobile industry for over six years. They’ve got full
market visibility, covering every competitor of yours. If there’s anyone they’re not already
keeping an eye on but which you’d like them to, they can begin to do so at your request. No
price is out of reach for Magpie.
Magpie gives its subscribers an edge over the rest. Magpie is smarter and more intelligent, comparing things that may not have previously been
feasible. It does it faster, which translates into making you faster! Get accurate competitor prices at speeds you have not previously been able to.
Although Magpie is employed across a number of industries, the concept and product was born from a demand from one of the UK’s largest mobile
phone retailers. Since day one, the mobile market has been an industry which Magpie has operated in. It has remained our speciality and we’re
proud to continue to operate in this market.
Magpie is engineered for the telecoms market. Overlay and compare your price-points against competitors across metrics including Monthly
Recurring Cost (MRC), Upfront Cost, Total Cost of Ownership (TCO), and Effective Monthly Cost (EMC). Magpie also compares Pay as You Go
prices and Sim Free / Handset only prices across all major and minor retailers.

Sales Outsourcing
In August 2018 Vparagon started working together with Stickee on the Magpie pricing comparison tool, which
was created to help commercial pricing teams obtain complete visibility and make the right decisions in the
mobile industry.
We agreed to contact Telecom companies and big retailers that sell mobile telephony
products in France, Germany, Italy and Spain.
Our team conducted some research and identified all the telecom companies present in the
countries of interest, such as Vodafone, Orange, T-mobile, TIM, Wind, Telefonica, as well as
the Big retailers such as Media Markt, Carrefour, Saturn; the latter sell mobile devices and
contracts. We identified a total of 40 companies on the markets of interest.
After identifying our target companies, we searched for the right decision-makers that we
needed to contact.
The primary roles that we were searching for, were Pricing Managers, and specifically: Head of Pricing, Director of Pricing, Strategic Pricing
Manager, Global Pricing Manager.
With the help of our tools, we found the right players in each company, their contact details, email addresses, telephone numbers as well as Linkedin
and Xing details.
We also found secondary or alternative roles in the companies.
Secondary roles:
-roles that were not exactly the DM’s we wanted to speak to, but people that were in direct communication with them; for example, somebody from
the pricing team could be contacted in order to help us understand if the person we were trying to reach was the correct one, and if so, how to
establish communication with them.
Alternative roles:
-in companies where no senior pricing role was identified, we searched for and found alternative roles that could either directly or indirectly guide us
in the right direction, e.g. sales managers.

Sales Methodology
After writing up the best possible list of contacts, we prepared our communication strategy, our pitch and our
sales process.
We prepared this communication strategy in English, German, Italian and French, created PDFs that we
attached to the emails sent and wrote a sequence of emails and messages to be sent via Linkedin.

Samples

Sales Methodology
Then, we started emailing our prospects. By monitoring who opened the email, we could prioritize those who
showed more interest.
After separating these prospects in “batches” of 5 every time, we started contacting them.
The reason why we did that was that among a salesperson’s tools at hand, are the continuity
and the persistent follow-up. The more prospects you contact simultaneously, the more the
continuity and the persistence loosen up.
Afterwards, our agents called the high-level executives of those gigantic companies, with
professionalism, persistence and continuity, managed to pass the obstacle of the
Gatekeeper or secretary, and in many cases established communication with key decisionmakers in the industry.

Our goal was to book an online meeting between them and Stickee’s Pre-sales team, where experts from Stickee could explain the complex
analysis that Magpie provides in detail.
We intended to involve in this conversation not only the Pricing Manager of the company but also other decision-makers that are part of the buying
process, such as the purchase manager, the sales manager or even the CEO of the company.
After an analytical presentation of the solution proposed by the Stickees team, our team, in collaboration with the management team of Stickee,
answered the questions that surfaced, sent samples of our solution to the contacts and enabled them to have a free evaluation trial.
In the meantime, a financial proposal was prepared and sent to the prospects.

Sales Results
Vparagon’s team followed up the prospects and after some months our first sale to a leading German mobile
phone provider was generated.
Out of the 40 leads we generated, we created 23 opportunities and 2 sales (at the time
this case study was written).
Vparagon proactively continued to search for companies in the mobile industry, not only in
Europe but also globally, used references and connections it had and managed to generate
dozens of Discovery Calls between them and the technical department of Stickee. Magpie
was therefore introduced and presented on all 5 continents.

Specifically, we found 173 potential international clients and generated a total of 55 opportunities (at the time this case study was written).

We found prospects in the US and Canada, in Australia, Japan, South America, the rest of Europe, Asia and the Middle East. If possible, those
prospects were contacted in their native language (Spanish or Portuguese), or in English if we could not provide the local language. At this company
level and in this industry, language was not a barrier.
The Stickee management receives weekly reports from us and there is always an open communication channel between them and us.
The Magpie team of Stickee is not simply a client of Vparagon; above all, they are valuable business partners and friends.

Challenges
1. Explain what differentiates our solution from the other ones on the market. Attract the attention of the
audience within the first 30 seconds of the call, and then within the next couple of minutes explain why
the complex pricing comparison proposed in Magpie is worth dedicating time to.

2. On the Magpie project, the main challenge was to call and establish communication with the main
decision-makers.
Our approach was indirect.
I will explain this in more detail. After identifying the major decision-makers in each company, we
started contacting the “satellite” players working alongside the decision-maker. The reasons why we
decided to follow this strategy were the following:
a. It was easier to contact those “secondary” roles and establish communication with them.
b.They were certainly part of the decision-making process; therefore, we were sure that they were
included in the technical demo we proceeded to book.
c. The most important reason, however, was that we did not want with a “cold” approach reach the
point of a “yes” or “no” answer from the ultimate decision-maker; instead, we wanted him or her to
participate in a meeting introduced by members of his or her own team. This way, we achieved a
smooth introduction to our solution and were able to demonstrate its capabilities of our solution before
concluding if it could add value to the organization.
3.Ultimately, the challenge was to generate sales of hundreds of thousands of USD between our client and major international telecom companies,
based on a cold approach.

Vparagon’s advantages
Native salespeople
Vparagon’s team consists of international salespeople based in different
countries, salespeople that are proficient not only in their native language but
also in English. Vparagon provides sales services in German, French, Italian,
Spanish, Portuguese, Greek, Turkish, Hebrew and other languages.

Apart from their language skills, our salespeople also know the culture of the
country we are targeting and, in many cases, pay personal visits to our
prospects.
Educational Background and practical sales experience
Vparagon is a sales outsourcing company, not a call center. The biggest
challenge we have is to find a combination of the right educational
background, preferably in Business or IT, with proven sales experience. This
is not always the easiest task. We have long-term collaborations with our
salespeople and know exactly what their capabilities, working ethos and
strong points are. Furthermore, we only engage with the right ones depending
on the needs of each project.
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Flexibility

When you want to sell on a global scale, you need to be able to make calls to different
countries in different time zones. Our sales agents are capable of making such calls
because they plan their working schedules in accordance with the needs of our
customers. They can work very early in the morning if they need to contact someone from
Australia or New Zealand, or late in the afternoon if they have to reach someone from the
US or South America. Additionally, many agents that work with us operate from overseas.
They are based in the US, South America or Asia

Proven and tested sales tools

We use a variety of proven and tested sales tools, primarily for lead generation, but also
for smart emailing and following up.
The leads we provide are of excellent quality, as they are based on the best possible
information you can find.
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Practical sales experience and centralized control

Vparagon offers an A-Z sales solution. We try to ease the burden of the whole sales
process and only bring you in if your involvement is absolutely necessary.
All the operations are controlled by Alex Valassidis personally, and he always knows
where we stand in each project.
Alex is a bi-lingual Greek – German. He studied Business Administration and Marketing
in Bielefeld, Germany, and most importantly he has a very strong sales background,
having actively sold a variety of products and services on multiple international markets
and in different industries, either directly or through the channel, for the past 30 years.
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Competitive Price

Our philosophy is to have many different clients to whom we can offer substantial
value. We want our clients to pay a fair price and aim to have a long-term
collaboration with them.
We prefer many different clients to a fiew big ones, because we don’t like to depend
on a limited number of contacts. That, in turn, is a tremendous advantage for our
clients because…

Vparagon is always going to tell the truth and act in the best interest of its clients,
simply because we do not depend on them – instead, we are truly interested in
helping them. We are here to make their company thrive and to bring value to it, even
if this entails telling the hard truths that no one would like to hear. We are a sales
outsourcing company that understands how the world works. Sincerity is our number
one principle.
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