
PROBRAND

THE CLIENT
A Top 100 VAR and technology services provider with 
25 years of heritage, Probrand provides IT products, 
solutions, cloud, managed and digital services.

Focused on taking the hassle out of IT procurement 
to save customers time and money, Probrand has 
put digital at the heart of its business. Its online 
marketplace openly connects registered IT buyers 
with 300,000 products from 2,500 brands and 
suppliers. Users can access additional support from
dedicated sector and technical specialists in an 
environment personalised to them.

Having always looked to differentiate itself from 
the competition, as the market continued to evolve, 
Probrand needed to invest in new marketplace 
technology to deliver the unique, ground-breaking 
experience their customers demanded.

SPEED
A marketplace for IT solutions
implemented in under 12 weeks

USER-FRIENDLY
An intuitive, easy to use marketplace
for all

SAVINGS
Users benefit from savings of up
to 24%

AGILITY
Virtual advisors empower customers
to self-serve and receive quotes faster

PROGRESSIVE
A continually evolving
marketplace to meet all ongoing
customer demands

How we helped Probrand reinvent their 
marketplace
As a pivotal partner to one of the UK’s biggest IT 
resellers, our responsibility was to understand buyer 
and supplier behaviour and create unique customer 
journeys.

In a competitive online IT reseller environment, 
establishing the best supply chain and maintaining 
wholesaler relationships is key to differentiating your 
business from the competition. Technologies like 
Progora and KnowledgeKube allow the combination 
of both IT products and configured services in one 
basket, providing customers with the ability to 
entirely self-serve through the use of digital advisors 
built with embedded Artificial Intelligence (AI) and 
Machine Learning.

Our marketplace approach has given us 
competitive advantage. It is disruptive 
and has cut inefficiency from the supply 
chain, giving buyers and suppliers a better 
experience and greater value. With a flexible 
platform we can scale and grow features and 
new business with our communities.

Mark Allbut, Technical Services Director at Probrand

CASE STUDIES

The IT marketplace that empowers businesses to save time and money 
on procurement

THE CHALLENGE
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SOLUTION

A faster, smarter marketplace solution

KnowledgeKube has enabled Probrand to take self-
service to the next level, creating quick product 
configurations, so end users can configure, price, 
quote (CPQ) and buy relevant bundles of products and 
services. This rich capability made Probrand the first 
IT reseller that could offer real-time monthly leasing 
options that can be bound and bought instantly 
through the same basket.

Probrand is also delivering utility pricing into its IT 
service business. With configurators for complex 
services like managed IT support, sales people and 
buyers have been empowered to self-serve with the 
new CPQ system and make smarter buying decisions.

Just three months after deployment, Probrand started 
a new financial year, H1 sales up 22% and GP went up 
9% YoY. With a suite of other professional managed 
IT services including end-point security, virtualisation 
and managed firewalls, the business aims to scale
up and out.

RESULT

Average savings of up to 24%

Probrand has always been an innovator when it 
comes to technology. They were the first SME supplier 
to get onto a government framework, mostly due to 
their price comparison technology. To stay ahead of 
the competition, they have utilised the technology 
available from Mercato to deliver even more end-user 
functionality that helps the customer save time and 
money in this ever-changing “self-serve” market. 

Probrand has 100% adoption across internal sales 
and supply chain teams, plus distributor and vendor 
partners, making them a true diferentiatior in the IT 
industry. The marketplace is now continually evolving 
with new features based on ongoing customer 
feedback. By implementing an agile approach to these 
continued developments, the working relationship 
between Mercato and Probrand has never been 
stronger.

CASE STUDIES

Our focus was to make Probrand’s platform 
very competitive and highly flexible when 
it c omes to dealing with a multitude of 
stakeholders, buyers, suppliers, sales and 
supply chain teams. We used Artificial 
Intelligence (AI) and Machine Learning to 
improve the user experience on the site and 
added features like real-time price checks 
and guided advisors for professional services 
made the marketplace powerful, intuitive 
and easy to use.

Neil Tonkin, Chief of Technology Officer at Mercato 
Solutions

Ground-breaking technology and the ability to 
deploy it fast
Probrand have always been seen as a disruptive 
force in the IT procurement market. Probrand’s 
original e-Procurement offering was The IT Index 
which provided a true price comparison site for the 
procurement of IT way before the meerkats. The 
technology behind the site was delivered by Mercato 
and was awarded the Queens Award for Innovation 
back in 2011 for saving private and public sector 
organisations millions in time and money and for 
providing customers with the best possible price 
across the IT supply chain. As technology evolved 
users needed richer user experiences, real-time 
pricing and stock availability and the ability to
purchase more than just IT products. The transition 
to Progora gave them all of these requirements and 
much more.

For Probrand’s customers the new marketplace 
provided real-time pricing for over 300,000 products, 
access to guided advisors for IT services and 
solutions as well as a cleaner vertical aligned user 
experience. For Probrand they received a solution 
that was fully configurable and role driven so they 
could easily add new functionality and tools to 
support their users and continue to stay ahead
of the competition. Role driven functionality allowed 
them to tailor user experience by company or 
vertical targeting products, services or solutions, as 
well as pricing, to their targeted market quickly and 
efficiently.
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