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The Evolution of Hardsoft
Hardsoft, co-founded by brothers Phil and Andy Morgan, 
has transformed from a small PC reseller in the early 
1990s to a pioneering force in IT leasing. Recognizing the 
need to stand out in a crowded market, the Morgan brothers innovated by introducing 
a leasing model that made expensive technology accessible to businesses of all sizes.

Their groundbreaking approach allowed companies to acquire high-end PCs, often 
costing up to £5,000, for as little as “a pound a day”. This model proved particularly 
valuable during economic downturns, offering businesses a way to stay technologically 
competitive without large capital expenditures.

Over the years, Hardsoft has continually refined its leasing model, adapting to rapid 
technological advancements and changing market conditions. Today, the company leads 
exclusively with leasing, fostering long-term client relationships that span decades. By 
partnering with Grenke, a specialist in SME financing, Hardsoft has scaled its operations 
and streamlined its processes, cementing its position as a forward-thinking leader in the 
IT industry.

Balancing Technology Needs with Financial Constraints
In the fast-paced world of information systems, businesses faced a persistent dilemma: 
how to stay current with rapidly evolving technology without draining their bank ac-
counts. This challenge was particularly acute for small and medium-sized enterprises 
(SMEs) that lacked the financial resources of larger corporations but still needed to
maintain competitive technological 
capabilities. 

Hardsoft recognized this challenge 
early on and saw an opportuni-
ty to revolutionize how business-
es acquire and manage their IT 
equipment. The traditional model 
of purchasing IT hardware outright 
presented several problems. High 
upfront costs strained cash flow, 
while rapid technological obsoles-
cence left businesses with outdated 
equipment. Companies struggled 
to budget for irregular, large  IT ex-
penditures and lacked the flexibility 
to scale IT resources up or down as 
business needs changed.
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Steve Hill, Sales Director at Hardsoft, explains: “Sometimes you’ll get the office man-
ager, the tech team who will see the benefit of your equipment, but the finance person 
sees the numbers. We know how important both are. So we just make sure everyone 
gets the vision and understands the benefits of leasing.”
As digital technology became increasingly central to business operations, the need for 
a more flexible and sustainable approach to IT acquisition became apparent. Hardsoft’s 
challenge was to develop a model that could address these issues while providing value 
to both their business and their customers.

A Strategic Partnership for Growth
Hardsoft’s solution to these market challenges came in the form of a strategic partner-
ship with Grenke, a specialist in SME financing. This collaboration allowed Hardsoft 
to refine and scale its leasing model, offering a seamless leasing experience to their 
customers.
A key element of the Grenke solution is its fast decision-making process. Grenke’s 
efficient approval system allows Hardsoft to provide quick responses to customer 
inquiries. Steve Hill explains: “We try and be as quick as possible with answers for 
customers because we know that we’re up against the credit card. We’re not really 
up against other leasing companies, we’re up against the credit card, and the credit 
card is instant.”

Grenke’s user-friendly online portal has been instrumental in streamlining Hardsoft’s 
operations. Phil Morgan highlights: “We can answer in an hour, less than an hour from 
Grenke, we deliver the paperwork by eSign, the process is seamless.” This efficiency 
extends to paperwork handling, with streamlined processes for lease approvals and 
documentation. 
Claire Jones, Head of the Lease Desk, notes: “Over the years we’ve just learned what 
each other needs. So it’s just made it a lot easier, and quicker.”
Furthermore, Grenke’s flexibility in leasing options has allowed Hardsoft to expand its 
offerings. Andy Morgan, co-founder, states “We’ve got challenges, because the computer 
market works a lot faster than any other industry. We have things that we’re talking about, 
AI, software, subscriptions - which didn’t exist two years ago.” Grenke’s willingness to 
adapt to new technologies and market demands has been crucial in supporting Hardsoft’s 
“lead with leasing” strategy.

Operational Synergy and Customer Benefits
The collaboration between Hardsoft and Grenke has resulted in significant operational im-
provements and enhanced customer offerings. The leasing model, supported by Grenke, 
has improved cash flow for both Hardsoft and their customers. Phil Morgan explains: “We 
have one customer, Grenke - within that per year say 3,000 clients individually. If we were 
managing that, our accounts department would be chasing 3,000 people. We have a part-
time accounts person for a multi-million pound business. That’s it.”
Hardsoft can now offer the latest technology to customers through regular upgrades. 
Steve Hill notes: “We work with laptops, which tend to last about three years. Leases are 
offered at three years for us. So that works really well in terms of offering that refresh.”
The leasing model has fostered long-term customer relationships. Andrew Morgan 
explains: “Some customers are on their fourth, fifth, fifteen years with us, rotating, 
renewing every three years, and they’re now used to seeing the Grenke paper, 
used to seeing, working with us.”
These operational improvements have directly translated into enhanced customer 
offerings, making high-end technology more accessible to businesses of all sizes and 
providing a level of service and flexibility that sets Hardsoft apart in the IT industry.

Expanding Horizons: The Future of Hardsoft
As Hardsoft looks to the future, the company sees significant opportunities for 
growth and expansion, all underpinned by their strong partnership with Grenke. 
The company is exploring leasing options for emerging technologies such as VR 
headsets and AI software. Andy Morgan explains “We’ve got VR headsets coming 
along, which are not just for playing games. It’s now a serious tool. We’re talking to 
large retailers, we’re talking to people who run warehouses about visioning where 
you’re going to structure the layout. All via a headset.”
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Hardsoft is also looking to expand into leasing software solutions, particularly AI-driven 
tools. Phil Morgan notes: “If you roll out Microsoft Copilot to a 100 person business, 
that’s a huge investment, how do you finance that? Lease it with Grenke.”
The education sector presents another potential area for growth, particularly independ-
ent private schools facing new financial challenges. Andy Morgan highlights, “We are 
very excited about the opportunities in education. Particularly for independent private 
schools. The new government has imposed VAT, so this is now an area which now aligns 
to a normal business, with all the challenges of cash flow, budgets.”
The company’s ability to adapt to these new opportunities is greatly enhanced by 
their partnership with Grenke, which provides the flexibility and support needed 
to venture into new markets and technologies.

Leasing as a Strategic Advantage in the IT Sector
The partnership between Grenke and Hardsoft demonstrates how innovative fi-
nancing solutions can drive business growth and customer satisfaction in the IT 
sector. By leading with leasing and constantly improving their operations, Hardsoft 
has positioned itself as a forward-thinking player in the IT industry, ready to adapt 
to new technologies and market demands.
Through streamlined processes, flexibility, continuous improvement, and a focus on 
personal relationships, Hardsoft has created a winning formula that benefits both 
their business and their customers. As they look to the future, one thing is clear: 
in the world of IT, leasing is not just a financial decision—it’s a strategic advantage 
that can drive innovation, improve accessibility to technology, and foster long-term 
business relationships.
Claire Jones, Head of Lease Desk at Hardsoft, sums up the company’s outlook, 
“Hardsoft’s future is looking bright and with Grenke alongside us, it’s looking even 
brighter. I think the partnership is working really well and into the future, it can only 
get better.”
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challenge
// High upfront costs restrict purchasing power for many clients, 
   especially SMEs. 
// Rapid technological obsolescence leaves customers with outdated 
   equipment, leading to dissatisfaction. 
// Unpredictable IT spending creates budgeting challenges, making it 
   harder for clients to scale up or down as their needs evolve.

solution
Hardsoft’s strategic partnership with Grenke allowed them to implement 
a leasing model that solves these challenges. By leasing equipment 
instead of selling outright, resellers can: 
 
// Offer fast approvals and flexible terms, meeting customer demands 
   quickly. 
// Provide regular upgrades, ensuring clients always have the latest 
   technology.

results
// Operational Scalability: Resellers can handle thousands of 
   clients efficiently with minimal accounting resources, thanks to 
   outsourced lease management. 
// Customer Loyalty: Leasing creates ongoing customer relationships, 
   with many clients renewing their contracts every few years, ensuring 
   steady revenue. 
// Improved Cash Flow: For both resellers and their clients, leasing 
   delivers a more predictable cash flow, eliminating large, one-time 
   payments.


