
Why SABER? 

“SABER has improved our access to crucial information” 

Byron had been running a ‘traditional’ recruitment sales floor with 

whiteboards and a self-written Access-based programme as the main 

methods of tracking activity and sales success.  

"We implemented Voyager's recruitment software back in 2005 and 

the whole company was very comfortable with it. We had estab-

lished a good working relationship with them and regular upgrades 

simply implemented meant we were very satisfied with the product," 

says Andy Michelmore. 

“Then, in 2008, I saw a review of SABER in Recruitment International 

and my first thought was that this might be a much more modern 

approach to performance management. SABER and Voyager were 

totally confident in their ability to work together so we went ahead. 

Before implementation we made sure we understood exactly what 

we wanted SABER to do - that time was well spent and we'd advise 

all new SABER users to do the same.”  

“From then on we were able to leave everything in the hands of Voy-

ager and SABER and the consequent implementation was smooth 

and everything we had hoped for with information flowing effectively 

to SABER from Voyager, from Outlook and from our telephony sys-

tem." 

Byron now has three screens on the sales floor of its head office and 
plans to roll the system out to its other two branches. 
 

The difference 

“It’s made a very positive difference to the atmosphere 

on the sales floor “ 

“At a click of a button I can set a target for the whole business.  Cur-

rently we have a monthly target on business development calls and 

CV’s submitted, to client visits arranged whilst recording ratios to 

ensure we maintain our service levels.   

With Voyager fully integrated, the real time results are displayed in 

the form of a horse race on a wall mounted plasma screen.   

“It’s great fun and the staff love to see their names in lights – well, 

horses actually!” And there’s lots of music and pictures when sales 

are made – there’s a real buzz.  And the consultants can see how they 

are doing in real-time.  

“We're sure our clients have seen real benefits to in our 

productivity and responsiveness."  

case study 2 

Andy Michelmore is a founder director of Byron Finance., 

which was established in 2003 and offers permanent and 

temporary recruitment solutions in accountancy and 

finance across London and the South East of England. They 

draw upon a diverse range of successful recruitment 

experiences, offering exceptional Qualified and Part 

Qualified opportunities in organisations that demand the 

highest standards. 

The Reigate-based company implemented SABER in 2008 

alongside their recruitment software, Voyager. 

“Our sales activity is 

up 60% and revenue 

performance is up 20% 

as a result of SABER”  

An interview with Andy Michelmore  
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Impact on Activities 
 
Andy has found many more benefits of the SABER system for Byron. 
“It’s had a massive effect on performance management. Now we can 
see exactly where peaks and troughs in activity are happening.  We 
have 100% confidence in the data we are getting because it is drawn 
straight from our systems." 

 
What do the consultants think about the system?  
 
“We made sure that we introduced SABER in a positive way – allowing 
us to help identify and reinforce  strengths whilst pointing out areas of 
weakness we could support with training. It’s much more of a carrot 
than a stick!” 
 
 
 
 
  
  

Return on the investment  
 
Here Andy makes an extraordinary statement  - "I reckon sales activity 
is up 60% and our revenue performance is up 20% as a result of 
SABER! We brought the system in at the beginning of the downturn 
but it’s probably paid for itself in saving management time alone! It’s 
reporting is extremely good and the data is accurate allowing us to 
guide our staff into the right ways of working. And as the market picks 
up we're seeing it pay back even more in terms of promoting positive 
activity on the sales floor.” 
  
Voyager and SABER continue to form the organisation's technical 
backbone. Occasionally Voyager upgrades mean that SABER has to be 
tweaked - this is done remotely -  immediately and effectively without 
fuss.  
 
"We have absolute confidence in our systems and the data and analysis 
they provide. It's a  great situation to be in and means our consultants 
are working with the very best tools available," says Andy. 
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About SABER 

SABER is a breakthrough system in the powering the profitable 
performance of recruitment businesses. 

Traditional IT recruitment and contact management systems 
focus on process, not performance. The vital information is 
there, you just can’t get at it! This is where SABER makes the 
difference. 

SABER empowers your recruitment business. It draws key 
performance data from your office and recruitment systems and 
then presents it on screens on the sales floor and to individual 
PCs. By providing accurate and relevant real-time performance 
information where it needs to be latent competitive energy is 
unleashed, positive behaviours are reinforced and areas of 
difficulty are quickly identified and remedied.  

For more information, please contact:- 
 
Saber Analytics 
Suite 55 
Burlington House 
369 Wellingborough Road 
Northampton 
NN1 4E 

Tel:  01264  326375 

Email: info@saberanalytics.com 

Web: www.saberanalytics.com 

 “It’s paid for itself in 

management time 

alone...we have 

absolute confidence 

in our systems and 

the data and analysis 

they provide.” 


