
Scaling Without Compromise:  
The Techpay and Superloop Story.

 
 
Techpay is a fast-growing Australian technology 
provider, transforming from managed print into 
a full-service communications partner. In just four 
short years, it has expanded to 37 staff across 
three locations, supporting everyone from 
SMBs to enterprise customers. 

Techpay delivers internet, phone systems, 
conferencing, audio visual and managed print 
through a streamlined single-biller model that 
simplifies operations. Built on responsiveness and 
reliability, Techpay has earned a reputation for 
delivering a premium customer experience. As the 
business grows, strong partnerships are critical to 
maintaining these high standards at scale.
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Partner Profile
Techpay has rapidly scaled 

from a managed print business 
into a full-service technology 

provider, supporting customers 
across internet, phone systems, 
audio visual, conferencing and 
managed services with a strong 

customer first approach.

Challenge
As Techpay grew, maintaining 

fast response times, personalised 
support and operational 

consistency became critical to 
maintaining exceptional customer 
experience and what the business 

is known for. 

Solution
Superloop’s responsive local 
support, dedicated account 

management and partner-first 
approach provides Techpay 

with the confidence, tools and 
consistency needed to scale 
while continuing to deliver 

premium customer experiences.

Superloop Partner Program

As Techpay expanded nationally, the business 
needed a partner who could move quickly, 
communicate clearly and provide real accountability 
when customers needed support. Speed and 

responsiveness became increasingly important, 
particularly for SMB customers where outages, 
delays or operational disruptions can have an 
immediate business impact.

For fast growing technology providers, customer 
experience only scales with the right support 
systems and partners in place. 

find out more



The partner 
first approach

Techpay also required a partner that understood 
the realities of running and scaling a modern 
technology business from managing billing cycles 
and operational complexity through to navigating 
the unexpected curveballs that can arise.  Beyond 
service delivery, Techpay wanted a true partner 
not a transactional provider. That meant trust, 
recognition, shared success and proactive support. 
Not slow escalations or delays. 

Superloop’s partner first approach has provided 
Techpay with the support, responsiveness and 
operational confidence needed to continue scaling 

without compromising customer experience. With 
direct access to support teams and dedicated 
account management, Techpay can quickly connect 
with the right people when issues arise, avoiding 
unnecessary delays and ensuring customers remain 
informed and supported throughout the process.

The partnership is backed by Superloop’s high 
performing team that Techpay describes as 
proactive, responsive and easy to work with 
delivering consistent outcomes without the 
runaround of larger providers.

“Having a partner you can genuinely 
rely on makes all the difference. We 

know when we pick up the phone, we’re 
speaking to people who understand our 
business, respond quickly and genuinely 
care about helping us deliver the best 

outcome for our customers”  
 

Ben Sealey 
Founder & Director, Techpay
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•	 Deliver a premium customer 
experience backed by fast 
response times 

•	 Improve operational 
efficiency across multiple 
services and customers 

•	 Maintain confidence and 
visibility while scaling 
nationally 

•	 Create stronger margins 
that can be reinvested into 
customer service excellence 

•	 Build stronger customer 
relationships through reliable, 
local support 

•	 Access all business and 
corporate products under 
one roof

This partnership enables Techpay to:


