
 

 

 

Just How Do You Choose a Partner for ICT Supply and Installation?  

(Another word in the ear of senior leaders... ) 
 
One of my abiding mental images is of area meetings at which heads attempted 
to outdo each other by relating tales of their latest successes, acquisitions, and, 
in particular, how up-to-date their ICT installations were. It didn’t take long to 
work out that they didn’t actually know much about ICT, but were content to play 
suppliers off against each other in order to get a reduction in cost of £5 in each 
of the putty coloured boxes they were buying…They’d start at the top end of the 
market – the all-in integrated network solution (with expensive added “lock-in”) - 
and gravitate to the local “box shifter” building pc’s in a back room.  
 
Those installations and machines are still around and are causing trouble… 
now we need our computer systems and networks to be 100% reliable (don’t 
laugh – it can be done) these relics of former decision-making just cannot hack 
it as the foundation for learning platforms, online assessment and 
personalisation. 
 
And the way to avoid making the same mistakes again? Form a partnership 
with a company who knows education and will stick with you for the long term. A 
few bullet points of guidance… 
 

¶ Know what you want to do – not in terms of technology, but in terms of 
teaching, learning and organisation for the next five years and be able to 
enunciate it clearly. 

¶ Research potential partners in the market and create a shortlist of four or five. 

¶ Invest time in inviting each into school, explain your vision to them and see 
who is able to respond by telling you – there and then – how they can translate 
that into a technology based system, and the steps they would take to do so 

¶ Beware the company who just want to talk to you about their products and 
services and not about your vision. 

¶ Beware the company not able to offer you a long term support contract at a 
reasonable price which demonstrates their commitment to you. 

¶ Beware the company which attempts to tell  you what you want to hear as 
opposed to offering you best advice. 

¶ And beware the company with shiny-shoed young salespeople who know 
nothing about education. 

¶ Don’t just consider price…(Ok it’s important but…) consider who you’ll feel 
most comfortable  working with for the next five years. 

¶ And appoint an SLT point of contact for your chosen partner so you can 
communicate strategy as it develops and receive up to date progress reports 
unfiltered through the school’s “lowerarchy”! 
 
Next time – The 100% Reliable Network and How to Get One… 


