
WAR FOR TALENT
EMPLOYEE CHOICE

1 4  1 0  2 0 2 2  

E C O N O C O M  S A L E S  B O O T C A M P

CONFIDENTIAL ECONOCOM



hello
Marc Nagelmackers
Sales specialist Mobility, Employee Choice, Cafeteria Plans

marc.nagelmackers@econocom.com
+32 476 33 47 50

Niels Schoofs
Presales Apple at Work

niels.schoofs@econocom.com
+32 472 84 50 51



agenda
Why?
What?
How?
The Apple question
Why Econocom?
Sales cycle & Call to action



Why?
01



Sales Bootcamp: War for Talent, Employee Choice | 14-10-2022 – Confidential Econocom 5

Why? - Market Trends

~55%
Current workforce born between 1980 and 2000

NBB, Employment statistics trends, 2021
https://www.nbb.be/en/publications-and-research/employment-statistics-trends
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Why? - Market Trends

49%
Organisations already offering mobile device choice to their employees

Choice between an Android device and the iPhone
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Why? - Market Trends

>60%
Millenials1 prefer high-tech benefits

Smartphone, laptop, tablet

1 Millennials, also known as Generation Y or Gen Y, are the demographic cohort following Generation X and preceding Generation Z. Researchers and popular media use the early 1980s as starting birth 
years and the mid-1990s to early 2000s as ending birth years, with the generation typically being defined as people born from 1981 to 1996.
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Why? - Market Trends

65%
of Belgian employers say they are struggling to attract employees

European average: 42%

SD Worx, study conducted between March and April of 2022
https://zigzaghr.be/war-for-talent-interne-mobiliteit-onbenut-in-belgie/
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Why? - Market Trends



userisation



What?
02
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Employee Choice



EMPLOYEE 
CHOICE
Enabling companies to attract 
and retain the best talent.
Companies with technology choice 
programs provide employees the option 
to choose their computer hardware 
and/or mobile devices for work, rather 
than forcing one type of brand or device 
across all users or determining their end 
users’ technology comfort levels and needs.

13



Why?
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• Positive effect on employee wellbeing, recruitement and retention1

• 91% of respondents report benefits from an employee choice program 
and with top reasons being: productivity, positivity and feeling more 
valued2

• 4th industrial revolution with focus on experiences3

What? - Our solution

1 2  Jamf, Global Study: Employee Choice and its Impact on the Future of Work, 2021 (https://www.jamf.com/resources/e-books/global-study-employee-choice-2021/)
3 World Economic Forum, Fourth Industrial Revolution (https://www.weforum.org/focus/fourth-industrial-revolution)



To compete in today’s market, enterprise
organizations around the world are trying 
to find new and more efficient ways to 
retain and attract talent while ensuring 
company and customer data remains 
secure in an evolving mobile workforce.

Jamf, Global Study: Employee Choice and its Impact on the Future of Work, 2021 (https://www.jamf.com/resources/e-books/global-study-employee-choice-2021/)

“

”
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What? - Our solution

85%
of IT and LOB leaders agreed that 
improved employee experience and higher 
employee engagement translate to
- better customer experience
- higher customer satisfaction
- higher revenue for their organisation

IDC, Relating Employee Experience to Customer Experience, July 2021



How?
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• Persona profiling: to decide who can choose which device

• Scenario definition: to adapt and optimise HR/IT processes (e.g., joiner, 
leaver, etc.)

• Procurato, our own online procurement portal

• Professional Services to help organisations integrate their new devices 
into their IT infrastructure (security, device management)

• EcoCare and Insurance to provide extra hardware services and coverage 
during the device lifecycle

• End of life management to create value at the end of the lifecycle of the 
devices (brokerage), Buy-back offering

What? - Our solution



How?
03



Some customers are just not so easy to convince…
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“This will mean chaos for my IT department.”

“Letting people choose a device is just way too expensive for us.”

“Our people don’t want to choose their device. They’re happy as it is 

now.”

How? - Hurdles



And that’s exactly where we can make the difference
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“A bespoke catalogue of supported devices is the base of a succesful 

employee choice offering.”

“Financing and the total cost of ownership shows that even more 

expensive devices can have a lower financial impact at the end of their 

lifecycle.”

“In which way do you currently measure employee happiness within 

your company? Can we have a look at the Workplace NPS?”

How? - Hurdles



The Apple 
question

04
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Technology 
that delivers a consumer-like 
experience at work



Mac Employee Choice
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Apple users have a strong affinity for Apple products for a variety

of reasons, while non-Apple users are less loyal. As a result of

such positive associations, Apple users value employee choice

programs, many of which improve retention and recruitment.

The Apple question

Jamf, Global Study: Employee Choice and its Impact on the Future of Work, 2021 (https://www.jamf.com/resources/e-books/global-study-employee-choice-2021/)
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The Apple question

62%
Would choose an Apple offering when provided the choice

MacBook vs PC laptop

Jamf, Global Study: Employee Choice and its Impact on the Future of Work, 2021 (https://www.jamf.com/resources/e-books/global-study-employee-choice-2021/)



But unfortunately, the Mac is still perceived as
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The Apple question

Too expensive Not integratable Not compatible



“Too expensive”
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The Apple question

$ 1.200 PC $ 1.500 Mac

Energy

IT support

Additional
peripherals

Additional software

Device (minus RV)

~$ 3K

~$ 2,1K

Savings of up to

$ 843
per Mac deployed over 3 
years compared to a PC

Based on data from companies interviewed for The Total Economic Impact™ (TEI) of Mac in Enterprise — July 2021, a commissioned study conducted by Forrester Consulting on behalf of Apple. Companies 
should use their own estimates within the framework provided in the Forrester study to understand their own cost savings.



“Not integratable”
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The Apple question
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“Not compatible”
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The Apple question

Create, innovate and collaborate with built-
in apps, App Store apps and custom 
packages.
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The Apple question



Why 
Econocom?
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We are 
the leading global 
digital services 
company 
The Econocom group conceives, finances 
and facilitates the digital transformation 
of large firms and public organisations.

A market-first answer to managing the complexity of 
digital projects and their sustainability.

360° support to build tailored solutions coordinated 
across the whole chain of digital business lines, for any 
scale of project.

Unique expertise in supporting the energy transitions of 
companies and public organisations.
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A strong Plan Cafet customer base

Sales Bootcamp: War for Talent, Employee Choice | 14-10-2022 – Confidential Econocom 34

Why Econocom?



Why Plan Cafet?
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The Employee Choice proposition can be offered in two ways:

1. As an upgraded Plan Cafet where the IT budget is integrated into the 

user’s spendable Plan Cafet budget

2. As a stand-alone offering where the corporate devices are 100% 

financed with IT budget.

Why Econocom?



And our competition?
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Why Econocom?

Able to offer Mac Employee 
Choice

Able to offer Plan Cafet
(focus on mobility)

Providing partial services (e.g., only 
consulting) for employee choice.

Unique in our 360° market 
approach combining hardware, 

services and financing.

Integrations



Sales cycle & 
Call to action
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Sales cycle & Call to action



Helpful documentation
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Sales cycle & Call to action

Econocom blog
NL/FR

Podcast
NL



Helpful documentation
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Sales cycle & Call to action

Econocom CYOD whitepaper
NL/FR



Helpful documentation
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Sales cycle & Call to action

Jamf Global Study
English

Forrester TCO Study1

EN/NL/FR

1  Available on-demand via Apple Sales Web or Presales



Helpful documentation
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Sales cycle & Call to action

Blogposts from 
partners



What’s in it for you?
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Distinguishing ourselves as a value-adding distributor,
whilst generating margin

Sales cycle & Call to action

Hardware delivery
8-10% without rebates

Leasing
(5% margin)

Service desk
25% margin

Hardware warranties
25-30% margin

Accessories
15-25% margin

End-of-life management
20% margin



Call to action
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Sales cycle & Call to action

�

And now we need you



Call to action
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Sales cycle & Call to action

1 Connect with your customers
Ask them about their recruitement and retention challenges



Call to action

Sales Bootcamp: War for Talent, Employee Choice | 14-10-2022 – Confidential Econocom 46

Sales cycle & Call to action

2 Convice your customers to have a meeting together with Presales
Inspire them to think about IT to help them attract and retain talent



Call to action
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Sales cycle & Call to action

3 Enable customers by offering Professional Services



Why bother?
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Sales cycle & Call to action



Technology 
that’s loved by users

With about 70% of students 
choosing Mac for their study



70% of students, regardless of 
what computer they own, 
agree they are more likely to 
choose and stay at an 
organization that offers 
them a choice in work 
computer.





This trend will continue.
Either we adapt or we are out of business.
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Sales cycle & Call to action



Q&A



Made on a Mac


