
ICE is a Fortune 500 
company, providing 
an array of execution 
venues, risk management 
tools, capital-raising 
capabilities and mission-
critical data and analytics. 
ICE combines world class 
technology with leading 
data services, operating 
expertise, and a first-class 
team to provide solutions 
for its global customers. 

CE is committed to delivering high quality solutions to its 
customers and understands that the wellbeing, engagement, 
skills and expertise of its employees is what makes the difference. 
Solution Cell have worked with ICE to develop their teams for 

over a decade and last year Stephen Baker, Global Head of Sales, 
collaborated with us on a programme of skills development and 
behavioural change for the EMEA sales team.

Client Focus

Solution Cell:
Your personal relationship with Solution Cell was 
started and has grown during the pandemic. Some 
might say this was an unusual time to begin such an 
important collaboration. What would you tell them?

Stephen Baker:
In the spring of 2020, going from being an office-
centric team to being completely remote, it quickly 
became apparent to me that I needed to equip my 

teams with more solutions and tools to enable them 
to do their jobs. We needed our sales organisation to 
continue to provide the level of service our customers 
were used to, but the goal posts had moved due to 
Covid. I needed to get them back on a level playing 
field. I understood that Solution Cell had been 
working with the ICE Account Management teams on 
negotiation skills and there was a good amount of 
trust already built between our organisations. 
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Solution Cell:
What stands out for you 
about the first few weeks of 
the engagement?

Stephen Baker:
We engaged with Solution 
Cell on an intensive scoping 
and Discovery process. The 
programme that was borne 
out of that investment was, 
in my opinion, bespoke to 
the sales organisation within 
ICE – it was tailormade and 
relevant for our specific 
needs at that time. This was 
important to me because I 
didn’t want what felt like a 
cookie cutter selection of 
courses put together from 
previous engagements. 

Solution Cell:
How important was that 
Discovery process for the 
success of this development 
programme?

Stephen Baker:
The level of detail 
and commitment to 
understanding our part of 
the business meant that 
the Discovery process 
was crucial. For me, it was 
paramount. We have a 
very strong culture at ICE 
and that culture along with 
our core competencies 
needs to be woven through 
everything we do. These 
are the things that drive our 
success and create results 
for customers and shareholders. Any development 
programme must be aligned to them. Otherwise, the 
leadership team would feel very uncomfortable, and 
the participants would question the engagement. 
There would be a disconnect and so the desired 
outcomes wouldn’t be realised.
 
“The programme is very targeted to create the 
right mindset and structure for a successful selling 
process. I am already seeing some positive results.”

Participant feedback

Solution Cell:
Did the Discovery report offer any additional value 
beyond the programme?

Stephen Baker:
An impressive thing about 
the report was that it wasn’t 
a proposal of products 
or ‘courses’ Solution Cell 
wanted us to buy. It was 
informative and useful in a 
much wider sense. 

Using that report, we 
have been able to look at 
workflow; we have taken 
several administrative 
duties away from our 
salespeople and let 
technology do more of the 
heavy lifting or in a couple 
of cases where it has been 
appropriate, reallocated 
tasks to other parts of 
the business. We have 
streamlined some of the 
sales process, so the teams 
have more time to focus on 
activities that directly impact 
growth and the customer 
experience. Changes we 
have made to pipeline 
management and our review 
process have encouraged 
a shift from a transactional 
mindset to a far more 
strategic, long-term view 
of sales within the sales 
leaders and the teams. 

Solution Cell:
What impact have you seen
so far?

Stephen Baker:
The programme and our 
work with Solution Cell has 

delivered a growth in pipeline and an increase in 
cross-selling and collaboration. We have seen an 
increase in new sales and growth in C-suite activity. 
We believe that our goal of achieving the desired 
outcomes is entirely obtainable.

The programme has been instrumental in helping 
us achieve our growth targets. Despite the many 
challenges of the last 17 months, we have been able 
to hit metrics allocated to us pre-Covid. 

“It has provided relevant tools that can be 
used daily whilst prospecting and closing sales 
opportunities.”

Participant feedback

“The programme 
and our work 
with Solution 

Cell has delivered 
a growth in 

pipeline and 
an increase in 

cross-selling and 
collaboration”

“The level of detail 
and commitment 
to understanding 

our part of the 
business meant 

that the Discovery 
process was 

crucial”
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If you would like to speak with us in person contact one of our team on:

+44 (0)203 642 1380
or email us at info@solutioncell.com
solutioncell.com

Laura Hands
Head of Client Engagement
Solution Cell
laurah@solutioncell.com

Additionally, the sales team has grown during this 
period and with the recruitment and onboarding of 
new people during lockdowns and remote working, 
being able to include them in this programme has 
been a huge benefit to getting them quickly up and 
running. 

Solution Cell:
How do you feel now about your choice to 
collaborate with Solution Cell?

Stephen Baker:
I am very impressed with the level of engagement 
and investment from Solution Cell. Throughout the 
programme we have had regular communication 
at the sponsor level. The feedback we’ve been 
given has been constructive and developmental. 

Our purpose in life is simple: we help people change their behaviour.

Solution Cell is a specialist management consultancy, helping clients get the best from their people. We look 
at ALL the ingredients that impact behavioural change. We are with our clients for the whole journey, from 
initial thinking, through embedding and measurement.

Based on the client’s needs, we deliver knowledge and develop skills covering leadership, management, 
negotiation, customer service, presentations, account management and sales techniques. We have vast 
experience helping technical experts who do not view themselves as traditional salespeople but need 
commercial skills to excel in their roles.

Our clients receive a truly bespoke solution that resonates with teams and then we help coach and reinforce 
the programme to ensure new skills are embedded and long-term behaviour change is achieved.

“The programme has 
been instrumental in 
helping us achieve 
our growth targets”

The Solution Cell team are very good at delivering 
difficult messages with honesty and integrity, in a 
way that allows us to take them onboard and make 
necessary changes. Culturally, the collaboration is a 
very good match. 


