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"As a farmer, we drop seeds of 
awareness in the fields of 
potential prospects. Once the 
crops start emerging, we make 
sure they grow into 
opportunities that we nurture 
and care in order to harvest 
when the time is ripe. After 
that, we maintain the soil for 
growing new opportunities."

(Willem Lambrechts, CEO Drebbel) 
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Drebbel is an international team of financial 
industry sales experts. The common 
denominator for all team members is a heart 
for sales, for finance and for technology. 

  

Drebbel conducts prospection, sales and 
account management activities on behalf of 
technology companies of different sizes in 
different regions and in different domains of 
expertise, all primarily within the financial 
services sector. 

  

The commercial success of a product or 
service in a certain market place is 
dependent on different parameters and 
always the result of efficient and effective 
teamwork between the technology provider 
and the Drebbel sales team. It is obvious that 
the product itself, its applicability and 
maturity, as well as the branding and 
reputation of the technology provider, are 
equally important success factors.  

Even if  a product effectively addresses a 
burning need or can provide significant 
competitive advantage to an institution, one 
should be aware that the cycle between a first 
introduction and a contract signature followed 
by delivery and first invoice payment, can be 
fairly long and involve a lot of commercial 
activities.  

Decision making in a large institution can be 
quite complex and involve a lot of internal 
and external influencers. A strategic 
approach towards the organization and to the 
different influencers on multiple levels is 
absolutely required. That is exactly where 
Drebbel demonstrates its value.

WHO WE ARE
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OUR ADDED VALUE

- Drebbel is a partner, recognized by the 
financial community, having been on the 
market for more than 6 years, with a track 
record of millions of Euros worth of 
generated contract value.   

- Trusted senior sales reps with minimum 
20 years business and sales experience in 
financial services. 

- Each sales rep is 100 % member of the 
financial eco-system in her or his region, 
with an extensive contact network across 
all levels in the hierarchy of the prospects. 

- Every sales rep is used to working 
independently and reporting properly. 

- Sales reps are continuously coached by 
Drebbel management. 

- All activities are supported by online 
branding and marketing. 

- Expertise and contacts of all Drebbel 
team members are leveraged for every 
technology provider. 

- No budgetary surprises and initial 
commitment limited to 6 months.

 

- Leverage of relationships built with and on 
behalf of other providers. 

- Marginal cost compared to recruitment, 
training and get-going of employed sales 
representatives. 

- Marginal risk compared to independent 
stand alone sales agents. 

- Professional pipeline management 
supported by specialized tool. 

- ?Opening doors? is just the first step. 
Driving the opportunities through the 
decision process is the ?real? work and a 
core competence. 

The unique differentiators brought to the table by Drebbel, significantly enhancing 
the likelihood of success are : 
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Established in 2011 on a foundation of more than 2 X 15 years 
of international business and sales experience.

WELCOME

Willem Lambrechts and Gabriela Homolova founded the company in 2011. Since that time the 
Drebbel team has been continuously growing and successfully conducting prospection and 
sales activities throughout different parts of Europe. 

The company is driven  by a  strong belief in the combination of profound market knowledge 
with a personal approach. It is the only driver leading to  meaningful business-to-business 
relationships with prospects, clients, technology providers and last but not least with our sales 
partners.   
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BUSINESS KNOWLEDGE &
EXPERTISE

Drebbel offers expertise in 4 different domains. Every domain addresses a specific group of 
people within an organization. These groups may be partly overlapping.  

The domains covered by Drebbel are : 

1. Infrastructure

2. Digitalization 

trading  and low latency networks, 
co-location, managed hosting, cloud 

services    

 data federation, data discovery, data 
virtualization,  data analytics
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3. Compliance

4. Trading

AML, KYC, Market Abuse    

 trading software

All capabilities are offered  across multiple world regions:  

Austria, Belgium, Canada, Czech Republic, Denmark, Finland, France, Germany, Ireland, 
Luxembourg, Middle East, Netherlands, Norway, Sweden, Switzerland, UK, US  
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 CLIENT ON-BOARDING & SERVICE LAUNCH
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OUR APPROACH 

Drebbel has a pragmatic 2-phased approach for building long term success 
with the technology provider.  The second phase is dependent on the 
successful outcome of phase 1. 

  Duration : 6 months 

  Start date : 1st September or 2nd January of every year 
  Specialized sales rep:  selected by a client based on required experience 

  Sales regions (each covered by minimum 1 sales rep) : 

- Netherlands, Denmark, Norway, Finland 
- Belgium, Luxembourg, Sweden, Czech Republic 
- UK, Sweden 
- UK, Ireland 
- Germany, Austria, German Switzerland 
- France, Roman Switzerland, Middle East
- US, Canada    

  

Phase 1 - Pilot

- awareness creation through social 
media (Linkedin and Twitter) 

- emailing campaign 
- calling campaign 
- organizing thought leadership event if 

required 
- setting introduction meetings and calls 
- establishing end-to-end relationships 

with end-clients
- relaying client and market feedback 
- opportunity management (emails, 

calls, meetings,...) 

- influencing influencers 
- weekly pipeline reporting 
- biweekly reporting call
- closing 

Conducted activities: 
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PILOT SERVICE LEVELS

 

Platinum  

           Fully dedicated prospection for 1 provider 

Gold 

           Shared prospection with max. 1 other provider (same region, same expertise, non-competing) 

Silver 

           Shared prospection with max. 3 other providers (same region, same expertise, 
non-competing)    

Note: 1 provider can offer more than 1 product, within the same competence domain.

Price quote is available by applying online www.drebbel.eu or by sending your request to 
contact@drebbel.eu

 

https://www.drebbel.eu/
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In the last month of the pilot  a formal review of the results of the prospection program 
takes place.  In the case of a mutually satisfactory outcome both parties can agree on  a 
new program of "regular business development" based on a minimum commitment of 
12 months, terms to be discussed. In the other case the cooperation comes to an end in 
friendly terms. 

Phase 2 - Regular Business 
Development 

Conducted activities: 

 

 Duration : 12 months after the Pilot term

 Sales regions (each covered by minimum 1 sales rep): 

 

- Netherlands, Denmark, Norway, Finland 
- Belgium, Luxembourg, Sweden, Czech Republic 
- UK, Sweden 
- UK, Ireland 
- Germany, Austria, German Switzerland 
- France, Roman Switzerland, Middle East  
- US, Canada  

Note:  Phase 2 has no different service levels 

 

- awareness creation through social 
media (Linkedin and Twitter) 

- emailing campaign 
- calling campaign 
- organizing thought leadership event if 

required 
- setting introduction meetings and calls 
- establishing end-to-end relationships 

with end-clients
- relaying client and market feedback 
- opportunity management (emails, 

calls, meetings,...) 

- influencing influencers 
- weekly pipeline reporting 
- biweekly reporting call
- closing 
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TESTIMONIALS

?We have been impressed with Ddrebbel's strong understanding of the financial technology 
markets, their industry contacts and highly professional approach. These attributes have helped 
Velocimetrics build valuable relationships on a pan European basis." 

PAUL SPENCER /  COO VELOCIMETRICS /  www.velocimetrics.com

?Telstra names Drebbel as one of its top partners in 2018. Drebbel EMEA partner of the year"
TELSTRA GLOBAL /TELSTRA VANTAGE 2018

REFERENCE

http://www.velocimetrics.com/
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HISTORY INSPIRED US

Drebbel was a Dutch inventor whose many inventions included the first submarine.  

Cornelius Drebbel was born in Alkmaar in the Netherlands in 1572. He had a basic education 
and was initially apprenticed to a painter and engraver Hendrick Goltzius, who probably 
introduced him to alchemy. Drebbel became increasingly interested in inventions and as his 
fame grew, he attracted the attention of the new king of England, James I. Consequently he 
invited Drebbel to England in 1604. While at court, Drebbel demonstrated a number of his 
inventions.  

He was most famed for his perpetual motion machine, which told the time, date, and season, 
and was mounted in a globe on pillars. This machine became an inspiration for our company 
logo. The invention became so famous that Rudolf II, Holy Roman Emperor, invited Drebbel to 
Prague in 1610 and 1619. It was at around this time that Drebbel started making his submarine, 
which was probably based on a rowing boat. Drebbel went on to build two more submarines, 
each one bigger than the last. The final model had six oars and could carry 16 passengers. It 
was demonstrated to the king and thousands of Londoners on the Thames, and could stay 
submerged for three hours at a depth of 15 feet. How Drebbel maintained an air supply remains 
a mystery.  

Drebbel died in London on 7 November 1633. 

*source BBC History

CORNELIUS DREBBEL (1572-1633)
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Drebbel s.r.o. - Office        

Pernerova 51
186 00 Prague 8 - Karlin, CZ

Drebbel Technology VOF - Office                                           

Latemstraat 82 
B-9830 Sint-Martens-Latem, BE

FOR ANY INQUIRIES AND PRICE QUOTE,  
CONTACT US

 contact@drebbel.eu 

 www.drebbel.eu/ team

@ copyright Drebbel s.r.o.

https://www.drebbel.eu/copy-of-team 
https://www.drebbel.eu/copy-of-team 
https://www.drebbel.eu/team
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