
 

 
 
 

Purchasing Considerations Across Different Sectors - Tech 
 
 

Different types of organisations approach technology purchasing in different ways. Understanding these patterns 
helps dealers tailor conversations, anticipate constraints and recommend solutions that fit the customer’s 
environment. The aim is not to know every detail of procurement, but to be aware of the factors that influence 
decision making. 
 
 
Schools and education 
 

• Budgets are often fixed annually and must stretch across many needs 
• Purchases may require approval from multiple stakeholders such as IT leads, business managers or 

governors 
• Value, durability and ease of use are prioritised over premium features 
• Devices and accessories often need to withstand heavy daily use 
• Software licensing is usually centralised and must be compatible with existing systems 
• Security and safeguarding requirements are strict and non-negotiable  

 
Useful when customers mention: budget timing, device durability, safeguarding, or compatibility with existing 
systems. 

 
 

Charities and non-profit organisations 
 

• Budgets are tight and spending must be justified clearly 
• Value-focused options such as refurbished devices are often preferred 
• Many charities qualify for discounted software or cloud licences 
• Purchases may require trustee approval or external funding sign-off  

  
 Useful when customers mention: funding limits, sustainability goals or eligibility for discounted licences. 

 
 

Small and medium-sized businesses 
 

• Decisions are often made quickly by owners or office managers 
• Practical improvements are valued over complex solutions 
• Hybrid working needs vary widely between teams 
• Standardisation can be inconsistent, creating opportunities for simplification 
• Renewals and subscriptions may not be actively managed  

 
Useful when customers mention: quick fixes, hybrid working, inconsistent setups or unmanaged renewals. 

 
            

Large private companies 
 

• Purchasing may involve procurement teams, IT departments and budget holders 
• Standardisation and compliance are usually important 
• Security requirements are higher, especially for remote access 



 

 
• Software licensing and renewals are often centralised 
• Larger rollouts may require planning, staging or specialist support 

 
 Useful when customers mention: approval processes, security expectations or large-scale upgrades. 
 
 
Local government and public sector 
 

• Procurement rules are strict and often require multiple quotes 
• Value, reliability and compliance are prioritised 
• Security and data protection requirements are high 
• Purchases may be tied to framework agreements or approved supplier lists  

 
Useful when customers mention: compliance, approved suppliers, procurement rules or long-term value. 

 
 

Where dealers should be especially mindful 
 

• Budget cycles - some sectors can only buy at certain times of year 
• Approval layers - more stakeholders mean longer decision times 
• Compliance requirements - especially in education, healthcare and public sector 
• Existing systems - recommendations must fit into what the organisation already uses 
• Security expectations - some sectors require specific protections 
• Funding restrictions - charities and schools may have limits on what funding can be used for  

 
Understanding these patterns helps dealers position the right products, avoid delays and build trust with 
customers across different sectors. 

 
 

Key Takeaway  
 
Different sectors buy technology in different ways. By understanding budget cycles, approval processes, 
compliance needs and the priorities of each environment, dealers can tailor recommendations that fit how each 
organisation works. This builds trust, reduces friction and helps customers make confident, well-matched 
purchasing decisions. 
 
 
 


