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Kingswood Media has been 
producing magazines about office 
technology, including printers, for 
more than a decade, but always 
for end users. This is our first trade 
magazine. 

PrintIT Reseller is the sister publication 
of our end user title PrintIT, which many of 
you will know. Indeed, it was the positive 
feedback from trade readers that inspired 
us to launch a reseller version of the 
magazine.

However, we are determined that 
PrintIT Reseller should have its own 
distinct identity and for that to happen 
it must reflect your concerns, hopes and 
aspirations, so please pick up the phone or 
email us with your news, obsessions, rants. 
All material is good material.

The print industry is going through a 
period of transition and that makes it very 
interesting in the Chinese sense of the 
word. Some dealers will be struggling, but 
others are adapting to the needs of today’s 
market and prospering (see pages 12 and 
14 for a great example of a business that 
transformed itself utterly to become an 
MPS provider). 

Yes, margins are falling and print 
volumes are declining, but there are 
growth areas, too. Solutions sales continue 
to rise, driven by security concerns, the 
need to reduce print volumes and the 
requirements of a mobile workforce (see 
page 30). The managed print services 
market is enjoying healthy growth; and 
there are all sorts of opportunities in 
production print.

Indeed, there are plenty of people on 
the outside who view office print as a 
potentially lucrative new revenue stream. 
VARs, IT service providers, stationery and 
office supplies companies – all are eyeing 
it up.

Over the coming months, PrintIT 
Reseller will report on every aspect of the 
print industry: threats and opportunities, 
successes and failures. To ensure that 
we don't miss anything, please keep us 
informed of your news and, likewise, 
please let us know of any areas that you 
feel warrant further investigation.

We hope you enjoy the mag.

James Goulding, Editor
07803 087228   jamesg@binfo.co.uk
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HELPING YOUR BUSINESS TO GROW...

Join today and enjoy the benefits…

Call your dedicated specialist, Daniel Summers, today on:
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existing SME print resellers and VARs the opportunity 
to gain from a tiered benefits programme. Developed 
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based initiatives designed to increase market presence, 
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Printer wonderland
Robert Fulton has won  the 
‘Take a view’ Landscape 
Photographer of the Year 
competition organised by 
Bayeux and sponsored by 
Network Rail and Epson. Limited 
edition Digigraphie prints of the 
finalists’ work, including Robert 
Fulton’s winning Winter Field, 
Stirlingshire, Scotland can be 
seen at a free exhibition running 
at London’s National Theatre 
from 5th December 2011 to 28th 
January 2012. The Digigraphie 
prints were output on an Epson 
Stylus Pro 9900 large format 
printer using Epson UltraChrome 
HDR ink.

MPS grows by 27% in 2010
The worldwide market for Managed 
Print Services grew 27% in 
2010, despite difficult economic 
circumstances, according to the 2011 
MPS Market Size, Share and Forecast 
Study from the Photizo Group.

Ed Crowley, Photizo founder and CEO, 
said: “The MPS growth premise that the 
tough economic climate is one of the main 
drivers continues to hold true. Companies 
are forced into more effective cost measures, 
while simultaneously increasing productivity 
and efficiency. MPS closes this value gap.”

Photizo forecasts a 20% CAGR from 
2010-15, with Latin America and Asia Pacific 
being the fastest growing areas.

Xerox/Fuji Xerox, the leader in Asia 
Pacific and Latin America, and HP, the leader 
in the US, both increased their global share 
in 2010. Xerox is 1% ahead of HP, followed 
by Ricoh, Canon and Lexmark.

Data from the 2011 MPS Market Size, 
Share and Forecast Study indicate that 
average revenue per device will surge after 
2013 due to more efficient deployment and 
service revenues growth. Photizo expects 
nearly half of printing revenue to be under 
MPS contract by 2014.
www.photizogroup.com

MPS drives transition to 
colour
A new report from IDC into colour 
printing habits confirms that print 
volumes are migrating from mono 
to colour devices. The survey of 
1,480 colour device users in the US 
found that almost half their weekly 
output had colour on the page 
(47% rising to 50% in the largest 
businesses).

Hardcopy Device Usage – Color 
Usage Trends also found that companies 
undergoing initiatives to reduce print 
costs reported a higher colour usage 
level than both the survey average and 
companies that aren't reducing costs. 
This finding is consistent with other IDC 
research showing that managed print 
environments result in higher colour 
use, as pages from other print service 
providers or parts of the company are 
brought under contract as part of a cost 
reduction strategy.   www.idc.com

Stay safe with Cortado Instant Printer
The hot topic of IT consumerisation has been given a 
printer-related angle with the launch of Cortado Instant 
Printer.  

Cortado quotes a Cisco-commissioned international study 
by the U.S. market research institute, InsightExpress, showing 
that half of all data loss in enterprises is related to installing 
unauthorized software on computers or visiting unwanted 
websites.

One solution to this problem, it says, would be to make laptops 
so secure that it would be impossible for users to install any 
software or drivers. Unfortunately, this would mean that users 
could only print to devices pre-installed by their IT department.

Cortado Instant Printer gets around this problem by allowing 
organisations to operate centrally managed desktops and laptops 
without printer drivers, while still allowing users to print to 
network printers and wireless printers in the same Wi-Fi network, 
such as in a home office.

When a user selects Cortado Instant Printer as a printer, the 
software searches the network for available printers and presents 
a list of suitable models. Once the user has chosen the printer 
and driver he wants to use, the print job is sent encrypted to the 
Cortado server, where it is rendered and sent back to the user’s 
workstation.   www.cortado.com/instantprinter

Diary Date

ReMan Expo EU/
Paperworld
Frankfurt, Germany
28-31 January 2012

Running alongside office supplies 
exhibition Paperworld, ReMan Expo 
EU is a great opportunity to catch up 
with all that's new in the cartridge 
remanufacturing industry. An added 
attraction this year is the opportunity 
to see Seine Technology's Pantum 
laser printers and MFPs, the first to be 
developed and made in China. The new 
devices are designed to offer customers 
better value through longer-lasting 
engines, metal frames and high capacity 
cartridges. In a classic case of poacher 
turned gamekeeper, the leading toner 
remanufacturer is aiming to guarantee 
supplies revenue by protecting its 
cartridges with sophisticated chip 
technology.   www.therecycler.com

Small businesses waste £1,000 a year 
on print
Online cartridge retailer CartridgeSave has calculated that one 
third of small businesses with fewer than 50 employees spend 
almost £1,000 more on printing each year than they need to 
and just one in ten research the market to ensure that they 
are getting the best deal. Its survey of 1,194 business owners 
revealed that a majority of the 89% of businesses that didn't 
monitor print costs output 500 sheets of paper unnecessarily 
each week, at a cost of £962 a year.    
www.cartridgesave.co.uk
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Reliability trumps brand value in the 
office
Unhappiness caused by printer problems (see right) highlights the 
value office workers place on reliability. Indeed, a YouGov survey 
by Casio Projectors indicates that buyers of office technology 
place more importance on this quality than amorphous concepts 
such as brand value. Even though two thirds (64%) of the1,200 
office workers questioned said that brand affects their perception 
of how a product performs, just 1% said it was important when 
choosing office technology. Reliability came out on top cited 
by 55%, followed by performance (31%) and product and 
maintenance costs (8%). Only four out of 10 people (38%) 
surveyed could name more than two brands in their office.

Print volumes down by 40%
The number of pages printed by UK office workers has 
dropped by a massive 40% in the last 12 months, from 
an average of 10,000 sheets per year to just 6,000 
according to the latest annual environmental survey by 
Kyocera Mita. This is the first time print volumes have 
fallen since the survey started in 2007. 

Tracey Rawling Church, Director of Brand and Reputation at 
Kyocera Mita, said: “We’ve been hearing about the ‘paperless 
office’ for decades, but this is the first concrete evidence 
we’ve seen that shows office-based workers’ love affair with 
the printed page is beginning to wane. There is far greater 
confidence in mobile technology and electronic information, 
meaning that there is less demand for the comfort of a piece of 
paper.”

Another factor might be a growing trend for automated 
systems such as mandatory duplex (up 5% from 2010) and card-
controlled access (up 8% from 2010), though user education is 
still thought to be the best way to promote good printing habits 
(cited by 68%).

Rawling Church added: “As more organisations begin to 
deploy managed document services, we are seeing an increase 
in the use of print policy software and card-based access 
systems, which mandate improvements in print efficiency. 
What’s interesting to see is that IT Managers still place strong 
emphasis on the softer aspects of user education around cost 
and environmental benefits of good print practice.” 
www.kyoceramita.co.uk/survey2011

A good argument for 
secure print?
As part of the launch programme for 
Avery’s new range of Multi-function 
labels, Onepoll surveyed 2,000 people 
to find out what they had trouble 
remembering. Collecting print-outs 
from printers/MFPs appears at 
Number 9 on the list. Avery’s new 
multi-function labels can be used 
in inkjet printers, laser printers and 
copiers for any labelling task. They 
come in packs of 10, 40 or 100 sheets 
with a JamFree guarantee and access 
to free Avery software and templates 
for label personalisation.

A sign of the times
Office workers and consumers who choose electronic processes in preference 
to paper-based ones have long been frustrated by the need to print 
documents that require a signature. But no longer. 

A new app from DocuSign allows PC, tablet and smartphone users to drag and drop 
a legally binding electronic signature and initials into on-screen documents, add text and 
check boxes to complete forms and then return the document by email. 

Alternatively, they can use Wacom’s new signature capture solution for SMEs, 
sign&save, to capture signatures on a tablet and merge them with a PDF document. An 
integrated PDF printer allows users to convert documents created in any application into 
Acrobat PDFs. Wacom sign&save is available in different versions for stationary and mobile 
use, costing £229.90 (inc. Vat) and £139.90 respectively.   http://uk.shop.wacom.eu/
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 Almost three out of four UK workers (73%) are 
printing fewer emails than one year ago and over 
half (53%) are outputting less general business and 
marketing material, according to the Lexmark UK 2011 
survey. Four out of 10 respondents expected to reduce 
expenditure on print by between 5% and 20% in 2011.

TOP TWENTY THINGS WE FORGET 
1. To return phone calls
2.  To reply to emails
3.  People’s names
4.  To send birthday cards
5.  Charge phone
6.  Passwords
7.  Take meat out the freezer
8.  To water plants
9.  Pick up things from the printer
10.  Take the rubbish out
11.   Take the washing out of the 

machine
12.  To post things
13.  Pick up packed lunch
14.  Record TV show
15.  House keys
16.  Turn alarm off at weekends
17.  Glasses
18.  Wallet
19.  Anniversaries
20.  Washing up
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Stephen Dobson (L) and  
Brian Curran from Marie Curie

Home deliveries for Code Nast
Another potential new printing application 
is being trialled by HP and Conde Nast, 
the distribution of magazine content to 
web-enabled printers for output in people’s 
homes. The service will enable subscribers 
to schedule the delivery of content from 
publications such as Allure, 
Details, Epicurious, Glamour, 
Golf Digest, Self and Wired 
directly to their personal 
printers. HP says publishers 
will benefit because it 

will enable them ‘to reach readers more 
frequently than with print magazines and 
more tangibly than via email’. Conveniently 
for HP and its resellers, it will also use a 
lot of ink.

At a time when print is seem as expensive and 
environmentally damaging, could linking print volumes 
with charitable donations help redeem its reputation 
and win suppliers new business?

Xerox business partner Document XL must hope so. Under 
its new ‘Charity Wrap’ initiative, it will donate up to 15% of the 
cost per page to the customer’s chosen charity every time they 
print a colour page on a Xerox colour printer or MFP. 

Customers can demonstrate their support by covering any 
size of device with a ‘charity wrap’ displaying the charity’s 
branding and fundraising telephone number. Document XL has 
already produced ‘wraps’ for Marie Curie Cancer Care and is in 
discussions with a number of other charities.

Stephen Dobson, MD of Document XL, which has offices in 
Leeds and Rochdale, said: “It’s such a simple idea that I cannot 
understand why no-one has ever thought of it before. We’re 
looking to talk to organisations which produce more than 500 
colour documents a month.”
www.documentxl.com/fundraising 08456 448 600

Charity wrap links giving 
and printing

Oce, too, is using printer sales to raise money for 
charity. Every time it sells an Océ ColorWave 600 wide 
format production printer to a map company in the UK, 
it will make a donation to MapAction, which provides 
maps and geographical data to aid agencies in disaster 
zones.

Oce hopes the scheme will raise £20,000 within its first  
12 months of operation.

MapAction communications director Roger Wedge said: 
“Mapping support during the early phases of a response is critical, 
as aid agencies and donors quickly try to understand the situation 
on the ground. We have been involved with many disasters over 
the world, most recently in Haiti, Japan and Libya, where we took 
with us maps printed on the Océ ColorWave 600.”

Consumers are 31% more likely 
to redeem coupons they print 
themselves than ones sourced 
elsewhere, according to a survey  
of 1,790 adults by YouGov for 
Coupons.com. 

The survey uncovered a significant 
increase in coupon usage across the 
UK, with an 11% year-on-year rise in 
redemptions of FMCG and supermarket 
coupons and almost one in six (16%) 
consumers using more coupons than a  
year ago.  

Jared Keen, Managing Director of 
Coupons.com (UK & Europe), said that 
much of this increase has been driven by 
consumers' use of the internet to discover 
and print off promotional offers and 
coupons. 

He added: “It is becoming increasingly 
important for brands and retailers to 
continue to utilise new technologies such 
as secure printable coupons to offer money 
saving coupons that engage consumers 
online and subsequently drive measurable 
in-store sales.”

While approximately 60% of all 
coupons redeemed in the UK are retailer 
specific or from retailer loyalty programmes, 
such as Tesco Clubcard or Nectar, there 
is a significant and growing opportunity 
for both retailers and brands to embrace 
printable coupons, with 57% of consumers 
having printed an online coupon and an 
overwhelming 81% of the respondents 
who had previously never printed a coupon, 
indicating that they would be willing to 
do so.

If consumers knew that there were 
coupons available, 52% would be willing to 
visit a retailer’s website and 42% willing to 
visit a brand’s website.

Keen added: “This YouGov research 
confirms that the retailers and brands who 
are able to present their target consumer 
audiences with the offers they want, and 
critically in the way they want to receive 
them, will be in the optimum position to 
gain market share from competitors who 
may be less agile or quick to respond.”
www.couponstar.com

Home printing of coupons improves redemption rate
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The full list is:
1 Slow IT systems (68%)

2  Print delays caused by jams 
(42%)

3    Unnecessary email traffic 
(39%)

4    Colleagues talking too loudly 
on their phones (34%)

5    Colleagues leaving the printer 
tray empty (27%)

6    Annoying mobile ring tones 
(23%)

7    Being told to re-boot by 
IT support (20%)

8=    Eating smelly food in 
the office (19%)

8=    IT not working in 
meetings (19%)

10    Colleagues who never 
offer to make the tea (12%).

Top Ten Office Bugbears

Perhaps more worrying than 
printers’ high irritation factor is the 
fact that fewer than half the survey 
respondents (45%) believe printers 
will be vital to office life in 20  
years’ time.    
www.samsung.co.uk

Printing delays caused by paper jams are the second 
biggest office bugbear, according to a survey of  
1,500 office workers commissioned by Samsung to 
mark its 20th year in print.

The Oce ColorWave 600

Home printer or desktop 
newstand: the HP Envy 110
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Print volumes may be in decline, but the market for 
MFP, printer and scanner software solutions will 
continue to grow as companies invest in technology to 
drive efficiencies and reduce print costs, IDC claims in 
a new report (Worldwide and U.S. Document Solutions 
2011-2015 Forecast).

The research company expects worldwide document solutions 
software revenue to rise from $3.4 billion in 2010 to $5.5 
billion in 2015, with growth being driven by rising demand for 
effective device and output management and the introduction of 
electronic business workflows.

Growing use of mobile devices will provide further 
opportunities for print resellers as worldwide sales of mobile 
printing solutions software rise from $68.3 million in 2010 to  
$1 billion in 2015 at a compound annual growth rate of 71.2%.

Other categories to enjoy double-digit revenue growth rates 
through the forecast period are authentication, authorisation 
and security software.
www.idc.com

InfoTrends is predicting strong growth 
for document solutions. Its Western 
Europe Network Document Solutions 
Forecast: 2010-2015 predicts that the 
office document solutions market 
in Western Europe will grow at a 
compound annual growth rate (CAGR) 
of 17.5% to 2015.

“There have been many different 
contributors to the huge growth we are 
seeing in the Western Europe Network 
Document Solutions Forecast,” commented 
Randy Dazo, Director of Solutions 
and Services at InfoTrends. “The most 
prominent factors have been the economy, 
Managed Print Services (MPS) and new 

regulations that are making an impact to 
the market, especially in the developed 
countries.”

According to InfoTrends, there is a direct 
correlation between solutions growth and 
managed print services (MPS). 

It is predicting strong growth in output 
management solutions as MPS shifts from 
managing devices to managing users and, 
later in the forecast period, in capture 
and document management solutions as 
organisations shift from device optimisation 
to workflow optimisation.

Currently, security tops the list of 
requested applications.
www.infotrends.com

Solutions growth linked to MPS

bulletin
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Growing use of mobile devices like the 
Fujitsu Q550 tablet will provide new 
opportunities for resellers

Laser MFPs buck the trend
The latest IDC Western Europe 
Quarterly Hardcopy Peripherals 
Tracker shows a big fall in market 
value in the third quarter of 2011. 
Unit sales rose by 0.2% (year-on-
year), but revenue declined by 11.9% 
(year-on-year). 

Arnaud Gagneux, director of IDC’s 
Western Europe Imaging Hardware Devices 
and Document Solutions group, said: “The 
market for print hardware in the region 
has been affected by stalling consumer 
and commercial demand across Western 
Europe as economies struggle to deal with 
the uncertainty caused by the sovereign 
debt crisis, which continues to threaten the 
wider economic recovery.” 

Bright spots include business inkjets for 
low-volume office applications and laser 
multifunctionals, as demand continues to 
shift from printers to MFPs. While total 
printer shipments in Western Europe 
contracted by 8.7% to 1.52 million units, 
MFP shipments grew by 3.4% to 4.8 
million units. 

The UK market bucked the trend, with 
an 11% rise in unit shipments, due mainly 
to the large number of low-end 
inkjet products being stocked in 
the lead up to Christmas. Inkjet 
shipments of MFPs and 
printers increased 12.6% 
over 3Q10. 

Made for photobooks: Konica Minolta offers a complete photobook 
solution including a bizhub PRESS C70hc and the company’s own 
Software-as-a-Service (SaaS) photobook solution.

Laser MFPs were one of the 
few bright spots in Q3 2011. 
Photo shows Xerox’s Wi-Fi 
enabled WorkCentre 6015 
colour MFP, with print speeds of 
up to 12ppm for colour and  
15 ppm for black and white.

Solutions still a key growth area for resellers

Photobooks have big growth potential
The Western European photobook market is on track  
to achieve 20% growth this year, with shipments of  
20 million units and a value of 650 million euros, 
according to a new photobook market report from 
Futuresource Consulting.

Joanna Wright, senior market analyst at Futuresource 
Consulting, said that although growth was healthy, consumer 
awareness and acceptance of photobooks is still relatively low in 
most countries. 

“The UK and Italy are performing least favourably, with only 
2% to 3% of households purchasing a photobook, while Benelux 
leads the way at 15%. When compared with households that 
printed their photos this year – around 30% across Western 
Europe – and digital cameras at 70% household penetration, there 
are definite opportunities for growth across the region,” she said.

“The two overriding factors that will see the photobook 
market ramp up are still consumer awareness and a simplified 
and improved online workflow, helping to increase conversion 
rates and reduce the negative feedback sometimes associated 
with creating photobooks, mainly focused around lengthy creation 
processes and un-intuitive user interfaces.”    
www.futuresource-consulting.com

In the news
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Make a Splash this Autumn 
with Canon i-SENSYS
The holiday season is over but with Canon i-SENSYS 
you can enjoy a warm glow throughout Autumn. 
As well as giving your customers high performance 
and ease of use, each Canon i-SENSYS sales earns you 
an entry into a free prize draw to win a trip of a lifetime 
to The Great Barrier Reef. And, for each i-SENSYS sale 
registered and validated on PartnerNet, you also get 
a 1 in 4 chance of winning one of £15,000 worth of 
Amazon eVouchers.

So make a splash today and start logging your Canon 
sales on PartnerNet to be in with a chance of winning 
some great prizes.

Sales must be registered on canon PartnerNet. 
www.canon.co.uk/partnernet

you can

Win a 2 week 
trip for two to 
Australia .
Purchase a qualifying i-SENSYS 
product between 17th October 2011 
and 31st January 2012 for the 
chance to win.chance to win.chance to win.

Full Terms and Conditions available from www.canon.co.uk/splash
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Lexmark targets office 
equipment dealers with 
new LVP line
Lexmark is meeting the needs of 
office equipment dealers targeting 
small and medium-sized businesses 
with the launch of a dedicated 
product line and simplified ordering 
processes for hardware and supplies.

The Lexmark ValuePrint (LVP) Partner 
line comprises 26 models, ranging from 
low end monochrome laser printers to A3 
departmental colour MFDs. 

Lexmark says the breadth of the 
range and the inclusion of products with 
Lexmark's Embedded Solutions Framework 
(eSF) will enable dealers to provide a 
complete document output strategy 
with customisable document workflow 
solutions.

Gary Bourland, country general 
manager for Lexmark UK & Ireland, said: 
“These new models allow our LVP Partners 
to expand their offerings to customers and 
better align Lexmark to our Partners’ needs 
and their cost-per-page offerings.”

The new LVP line has been welcomed 
by Paul Derry, sales director at ASL. He 
said: “The challenge for the channel is 
finding a way to encourage and build on 
customer loyalty. We feel that this LVP line 
of products from Lexmark will really help to 
drive customers back to us as their needs 
undoubtedly evolve. We are impressed 
with the exclusive devices and supplies 
that are being opened up to us via this 
programme and the range of solutions 
which will help us to increase attach rates 
and profitability.”
www.reseller.lexmark.co.uk

DSales expands Develop 
solutions range
DSales (UK) Ltd, the UK distributor 
for the Develop range of 
multifunctional copier-printers, is 
building on a record-breaking year 
with the launch of new solutions 
that provide another point of 
differentiation for its dealers.

Following the launch of its store+find 
document management system earlier in 
the year, Develop is bringing out ‘Personal 
Print’, a server-based secure print solution 
with Follow Me printing capability, 
and ’Personal Scan’, which allows 
authenticated users to forward scanned 
documents to any destination listed in a 
Windows Active Directory. 

In 2011, DSales (UK) achieved record 
sales of £9.5 million, up 40% from the 
year before.
www.developsalesuk.com

Strong eco credentials 
Samsung’s ML-2955DW wireless 
network mono laser printer has 
been awarded a 4.5 star rating for 
environmental performance by Buyers 
Laboratory Inc (BLI). The 28ppm device 
features duplex printing; n-up printing; 
a Toner Save setting; and a new Eco 
Mode function with a Results Simulator 
showing how much toner, paper, energy, 
CO2 and money can be saved on each 
print job. The  ML-2955DW is also 
Samsung’s first printer with an Easy Eco 
Driver that allows users to preview a 
document and make adjustments such 
as removing an image or changing 
the text font prior to printing without 
changing the original document. BLI 
reports that annual energy consumption 
for the Samsung ML-2955DW is 26% 
lower than the average. 
ww.samsung.com/uk/printer

Dell takes on range of print solutions
In line with its strategy to deliver business solutions 
and not just hardware, Dell has launched a free web-
based printer fleet management tool and announced 
new partnerships with Cortado, Nuance and Perceptive 
Software that will enable it and its partners to offer 
customers anywhere, anytime cloud printing, secure 
device integration and enterprise content management. 

Dell OpenManage Printer Manager provides IT managers with 
the tools needed to monitor, manage and report on all network 
printers and so reduce the amount of time spent on printer 
maintenance. Useful features include a printer discovery wizard 
and the ability to send alerts to designated administrators.

To address the challenges of mobile working and IT 
consumerisation, Dell has taken on Cortado Corporate Server, which 
provides secure integration of virtually any smartphone or tablet 
platform into an existing IT infrastructure. This allows employees 
to access the corporate network and use traditional desktop 
functionality while on the go, including viewing, editing, managing 
and emailing files, as well as printing, faxing and PDF creation.

Select Dell multifunction printers already ship with Nuance’s 
best-selling PaperPort document management software and Dell 
will soon be adding additional document imaging products from 
the company. It will also be collaborating with Perceptive Software 
to develop enterprise content management (ECM) products that 
work seamlessly with Dell multifunction printers (MFPs).

Change at the top
Brother UK has restructured its 
sales leadership team to strengthen 
its partnership with the channel, 
target profitable and high growth 
areas of the print market and build 
relationships with customers that 
have high volume print requirements.

Andy Forsyth, previously sales and 
marketing director for HP’s UK and Ireland 
laser printing business, will take on a 
specially created role to identify new products 
and services that can help resellers establish 
deeper relationships with customers. 

Brother’s general manager Terry Caulfield 
will spearhead new technology and 
solutions-based launches, as well as Brother’s 
expansion into the value-added reseller 
marketplace.

Cathy Ellis, previously UK head of Dell’s 
printer business, will take up the newly 
created position of Head of Sales, On-line 
Partners with responsibility for developing 
Brother’s online partner network.

Rick Wallis, a former sales director at NEC 
Solutions, is to be the new head of sales for 
Brother’s VAR and SI customers.

Commercial Director
Altodigital has appointed Steven 
Hallissey as its new Commercial 
Director. A chartered accountant by 
training, Steven has worked in the 
reprographics industry for six years, 
including stints at Lexmark and 
Lanier where he was finance director.
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Andy Forsyth

Cathy Ellis

Rick Wallis

N.B. EcoPrint Live: Sustainable 
production print – Berlin, September 26-27 
2012. www.ecoprintshow.com

In the news
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High speed A4 MFPs  
bring new possibilities  
to Canon partners
Canon partners are well placed to 
offer standardised fleet deployments, 
following Canon’s entry into the 
high-speed A4 MFP market and an 
expansion of its i-SENSYS range. 

New products include two mono 
imageRUNNER devices, the iR1100 and 
iR1700, with print speeds of up to 50ppm, 
and four new i-SENSYS machines, the 
LBP7600, MF5900, MF8000 and MF8300.

The imageRUNNER devices and 
the i-SENSYS LBP7600 are fully 
compatible with Canon’s uniFLOW device 
management solution and have the option 
of a back-up counter to facilitate a click 
charge model for centralised billing as part 
of a balanced deployment.

They are also compatible with 
eMaintenance, which can be used by 
partners to provide proactive, remote 
servicing, delivering increased service 
efficiency and additional revenue. 

The single function Canon i-SENSYS 
LBP7680Cx printer is the first in a new 
series of i-SENSYS Advance products 
featuring many of the features found in the 
imageRUNNER ADVANCE range, including 
embedded uniFLOW v5.1.

In brief... Carbon savings
Kyocera Mita has successfully retained 
its Carbon Trust Standard certification 
after an audit by the Carbon Trust 
showed that since first achieving the 
Standard in 2008 it has achieved a 
10.2% reduction in CO2 emissions 
relative to company turnover. Initiatives 
undertaken by Kyocera Mita to drive 
carbon efficiency include an emissions 
cap on company vehicles that will be 
progressively reduced as cars become 
more fuel-efficient; a server virtualisation 
project; printer fleet rationalisation; and 
the enforcement of print policies.

Olivetti introduces ‘Best 
for Colour’ accreditation 
programme
Olivetti has launched a ‘Best For...’ 
dealer accreditation programme to 
help customers find suppliers with 
expertise in specific areas within the 
company’s rapidly expanding product 
range, which now includes document 
management systems, notebook 
computers, netbooks, tablets, 
displays, interactive whiteboards, 
electronic point of sale systems, 
printers and multifunction printers, 
all sold via a network of 120 dealers 
throughout the UK and Ireland.

The first category launched, ‘Best For 
Colour’, is designed to give consumers 
confidence that they are dealing with a 
reseller that has achieved the highest levels 
of professionalism in colour MFP sales 
and service. Early next year Olivetti will be 
launching Best for Retail, Best for IT and 
Best for Schools schemes.

In order to qualify as a ‘Best for Colour’ 
supplier, a dealer must demonstrate a 
dedication to Olivetti’s colour range; submit 
dealers and technicians to on-going training 
and development; and have a transparent 
and clearly defined service structure 
showing how the installation, training, 
maintenance and evolution of a customer’s 
equipment will be managed by the dealer. 
In return, the dealer can look forward to 
exclusive pricing and promotions.

Dennis Woods, managing director of 
Olivetti UK Ltd, said: “It’s a programme to 
encourage growth among our dealers, but 
it’s also a programme to inspire confidence 
in customers to know that they are dealing 
with professionals with excellent standards, 
which is what Olivetti has always upheld 
itself.”   www.olivetti.co.uk

Armor is adding information on the 
environmental impact of products 
to the packaging of certain inkjet 
and laser printer cartridges as part 
of a French feasibility study on 
environmental labelling. 

Armor Office Printing is one of 168 
companies selected to take part in the 
trial, which has been initiated in response 
to the 2009 Grenelle II Law, which gives 
consumers the right to have access to 
information on the environmental impact of 
a product.

Armor has been advised by SGS 
Ecodesign Centre on what data to collect 
and how to calculate the lifecycle carbon 
assessment (LCA) of a cartridge in line with 
the BP X30-323 standard. 

It is presenting the LCA in two ways: 
the impact on the climate of printing 100 
pages; and the impact on natural resources 
of printing 100 pages.

According to Armor, preliminary 
findings show that printing 100 pages 
with the Armor HP 336 is the equivalent 
of driving 330 metres by car or using 10ml 
of extracted crude oil; while printing 100 
pages with Armor’s HP 1010 toner cartridge 
is the equivalent of driving 1,780 metres by 
car and using 70ml of extracted crude oil.

Armor has measured 10 products so 
far and plans to complete LCAs for all its 
best-sellers in 2012. Because the company 
has pan-European packaging, the on-pack 
stickers will appear on UK supplies too.
www.armor-print.com

Armor to add eco-label to packaging
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Green winners
Konica Minolta’s Quality and Environmental Team is celebrating 
after winning a Green Apple Award in recognition of its OPS 
Green Audit Process, which makes it possible for businesses 
to calculate the amount of energy, paper and toner used by 
print devices as a first step towards reducing print volumes 
and the size of their fleet. The award was made by The Green 
Organisation, which rewards and promotes environmental best 
practice.   www.konicaminolta.co.uk/ops

Konica Minolta Optimised Print Solution and Quality & Environment 
Teams receive the Green Apple Award. From left: Shane White,  
Pat Roberts, Natasha Jugessur, Karen Holland and Claire Ham with 
Chris Hopkins (centre) Managing Director of Ploughcroft

Mr Régis Thébaud, Armor Office Printing’s Operations Manager, 
showing Armor’s printing cartridges to Nathalie Kosciusko-Morizet, 
France’s Minister of Ecology, Sustainable Development, Transport  
and Housing.



Print.IT Reseller 0870 903 9500

MPS

In its 2011 MPS Market Size, Share and 
Forecast Study, Photizo Group predicts 
that by 2014 nearly half of all printing 
revenue will be under MPS contract. 
As vendors make a land grab in the 
enterprise space, how can independent 
resellers take advantage of this 
opportunity? Are the OEM vendors 
calling all the shots or can a reseller 
compete for the best contracts?

In an inspiring, spiky and combative 
presentation, Delivering Customer Value 
Through MPS, John Taylor, chief executive 
of independent MPS provider M2, urged 
independents not to be cowed by the  
big vendors or put off competing for the 
best jobs.

“M2 deals with Xerox, HP, Ricoh and 
Canon and every time we sit down with 
them they say their direct operation is 
going after the core enterprise market and 
suggest our place is in the SME end where 
they don’t want to put sales people because 
even though there is a massive volume of 
opportunity it’s hard to reach. But we want 
to be in the mid to large corporate sector,” 
he said.

Taylor questioned how much demand 
there was in the SME sector and said 
that independents had the qualities that 
enterprise customers seek.

“Our experience is that small SMBs 
still struggle to accept the real value of a 
solutions sell. They are very price sensitive, 

bound to product and suspicious of a 
solutions sale.

“When we look at what corporate 
customers want from an enterprise provider 
we see flexibility; an ability to customise; 
price competitiveness; and a willingness to 
support third party installed devices. We see 
an opportunity attuned to an independent 
approach that’s more flexible and less rigid 
than the vendor model. As an independent 
we can deliver the key attributes a customer 
is looking for better than an OEM,” he said.

Taylor said that the trump cards held 
by M2 and other independents are the 
flexibility and trust that come from having 
a diverse, brand-agnostic toolset. He added 
that these qualities are likely to become 
more important as customers demand 
bespoke solutions and were important 
considerations in the tender process, 
eventually won by M2, for an MPS for 
4,000 print devices from 18 suppliers in 
700 locations outputting 200 million pages 
per annum.

“When we went from 15 suppliers 
to a short-list of six, there were two 
independents left. Then when we went to 
the final offer stage only the independents 
remained. Later, we asked why the OEMs 
had fallen away and the customer said that 
they felt the OEMs’ talk of a solution was 
merely a veneer and all they wanted to do 
was rip out the existing hardware and put 
theirs in instead.

“Seven weeks later we had another 
opportunity for more than 2,000 devices 
and the organisation didn’t invite an OEM 
into the tender process. That for us was 
an interesting indicator that when you are 
going down a managed solutions sale, 
a trusted independent advisor has an 
opportunity,” Taylor said.

M2 has proved up to the challenge, in 
this particular case achieving cost savings 
of 38% (equivalent to £2.6 million a year) 
and a 34% reduction in print-related CO2 
emissions for its client, an enterprise with 
40 operating companies, an annual turnover 
of £14 billion and profits of £1 billion.

“Some OEMs said you are not supposed 
to win a customer like this. They want the 
independent channel to be in an area that 
suits them. I believe in some ways MPS 
is coming downstream and there’s an 
opportunity for independents to challenge 
vendors upstream.”

Reflecting the fears of many in the 
industry, Taylor sees the biggest threat 
to existing MPS players coming from IT 
managed service providers and in an 
ominous sign-off said: “I come from a 
vehicle fleet outsourcing background.  
I remember when OEMs like Ford and 
GM realised they were not good at being 
a solutions provider and they exited the 
managed services part of fleet management 
and went back to being good at building 
products. Independents now own vehicle 
fleet management services and I wonder  
if this is going to happen in this space.  
I think OEMs are not fit for purpose in the 
long run.”

Success with Xerox
Another reseller who has made a success of 
MPS – and actually used it to turn around 
his business – is Pete Bedford, erstwhile 
MD of Document Express, sold to Danwood 
Group in May 2011. In a counterpoint to 
Taylor’s talk, he showed what could be 
achieved by taking advantage of a major 
vendor’s infrastructure to deliver MPS to 
customers.

Bedford acquired the Xerox 
concessionaire in 2002 and ran it on a 
traditional, transactional basis, with Xerox 
providing the servicing. This worked well 
initially thanks to the introduction of colour 
capable products that helped Document 
Express increase its MIF to 1,900 in 2006, 
by which time it was also starting to win 
service contracts.
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Independents’ day
Photizo Group’s European MPS Conference held in Berlin 
on October 10-12 was an opportunity for resellers to find 
out how MPS can help them increase revenue and engage 
with customers.

...by 2014 
nearly 
half of all 
printing 
revenue 
will be 
under MPS 
contract. 

Photizo Group’s 
European MPS 
conferencing, 
held in Berlin, 
addressed the 
challenges and 
opportunities 
facing MPS 
resellers

continued...
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However, 2006 proved to be a high 
water mark and thereafter the MIF declined 
to 1,825 in 2007 and 1,720 in 2008. 
Profits followed the same line, falling from 
£800,000 in 2006 to £600,000 in 2007 and 
£300,000 in 2008. It was becoming harder 
to differentiate products; Konica Minolta 
was being very aggressive on pricing; 
and there was a shortage of sales people, 
which meant “we were paying a lot more 
for people who weren't really very good,” 
explained Bedford. 

The writing was on the wall even before 
the crash of September 2008 when the 
market stopped dead; bad debts rose (from 
£35,000 in 2008 to £150,000 in 2009); and 
the credit on which the copier leasing model 
depends dried up. These developments 
coincided with the discovery of a £300,000 
fraud within the company and, to cap things 
off, Xerox outsourced its service centre to 
Manila and quickly earned a reputation for 
poor service and over-priced products.

Bedford decided that the only option 
was to get into managed print services.  
“We knew we had to do it. It was a new 
journey for us but it was one that would 
save our business,” he said.

Mid-market appeal
After looking at what other suppliers were 
offering, Bedford decided to use Xerox’s 
infrastructure and toolset to deliver MPS to 
mid-sized corporates.

“In the mid-corporate space the focus 
was suddenly on how to strip down the 
cost base: businesses were looking at any 
way to save money. Their drivers – what 
they wanted to talk to us about – were our 
entry point into the MPS market. There was 
a massive opportunity in that market for 
high growth, improved margin and extra 
annuity,” Bedford said.

Document Express moved fast. Over 
a three-month period, it transformed its 
sales approach – “not fiddling with it but 
smashing it to bits and re-building it”; 
added a new business team focused on 
MPS; brought in a CRM manager; and built 
a powerful IT infrastructure and billing 
platform, which included the ability to take 
feeds from the Xerox system and produce 
bespoke reports for customers.

In all of this Document Express’s guiding 
principle was to put the customer first.“The 
secret of MPS is to truly put customers at 
the heart of your proposition. You can be 

clever and tie them into contracts that are 
difficult to get out of but that’s not MPS to 
me,” Bedford said.

“We had a simple sales strategy, RAG: 
to Retain our biggest customers and get 
them using Xerox software and onto the 
MPS offering; to Add – to work with them to 
increase our share of a customer’s business; 
and to Grow – to target and win new 
accounts and to get sales people to sell 40 
or 50 machines not 4, 5, or 6.”

In 2010, Document Express met nearly 
all its targets, being especially successful 
at winning bigger contracts: five deals 
alone added 1,100 MIF and £2 million of 
contracted future revenue.

“We increased our sales margin by 9% 
and never lost one of our large customers 
because we were adding value rather than 
adopting a ‘flog it and leg it’ approach. We 
increased the MIF in user accounts and we 
could beat the biggest and the best in the 
industry. It is possible if you put the plan 
together and execute it well,” Bedford said.

As the MPS market continues to grow, 
many more resellers will be embarking on 
the same journey and hoping for equally 
impressive results.

MPS
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As Samsung celebrates  
its first 20 years as a  
printer vendor, Samsung 
Print UK general manager  
Dion Smith considers what 
the future holds.

At Samsung Electronics, we recently 
celebrated our 20th Year in Print with 
business and consumer products. This 
monumental milestone provided the 
perfect opportunity to reflect not 
only on our own progress over the 
last 20 years, but also the changes 
within the wider technology industry.

We commissioned research of over 
1,500 UK office workers to find out what 
technologies they think their offices 
wouldn’t be able to function without over 
the next two decades. Printers, along with 
the Internet and WiFi, computers, email 
and video conferencing, were all voted as 
office essentials, topping the poll. 

Almost half (45%) of the UK office 
workers we spoke to believed they 
would still be using printers over the 

next 20 years. Samsung will be driving 
the evolution of printers, with more and 
more innovative features, and believe they 
will continue to be at the heart of every 
business.

We have seen a considerable change in 
printers over the past two decades – from 
original inkjet & laser printers, MFPs and 
untidy cables to laser printing and WiFi 
connectivity, enabling our printers to talk 
intuitively to other office devices. However, 
one thing has remained the same and that 
is the importance and value of printers in 
the office and home.

As we move to a more mobile 
workforce, it’s inevitable that we are seeing 
a rise in the demand for wireless and 
mobile printing and we believe that flexible 
working, cloud printing and wireless 
mobile printing will be some of the key 
demands of our customers in the future. 

Samsung’s latest business devices 
include Samsung’s MobilePrint feature 
and offer network connectivity and WiFi 
printing capabilities with a simple set up. 
Users can simply download the “Samsung 
MobilePrint” application software from the 
Application store to their mobile device 

The sweet 
taste of 
success: 
Samsung 
celebrates 20 
years in print

and then print materials anytime, anywhere 
from their smartphone, tablet or PC via a 
Wi-Fi connection. 

Statistics from IDC show that Samsung 
Print is far ahead of its competitors, 
selling 35% more Colour Laser Products 
than its nearest competitor and 7% more 
Mono Laser Products. We’ve packed all 
our printers with innovative technologies 
that make them network-friendly, easy to 
install, environmentally responsible and 
economical to run. You’ll find Samsung 
printers are reliable, trouble-free and 
simplify your printing experience, leaving 
users to focus entirely on the business. All 
of this is built from Samsung’s 20 years 
of knowledge, experience and credibility 
in manufacturing high quality and award 
winning laser printing technology.

20 Years in Print

To view 
presentations 
from the 
conference, 
please visit  
www.
photizogroup.
com.

...continued

Independents’ day



www.printitreseller.co.uk Print.IT Reseller

advertorial

15

EFI Advance Fiery Leadership with 
Launch of New Fiery System 10

Named Fiery System 10, the new 
platform delivers documents faster 
than ever before, along with the 
latest system calibration technology 
to guarantee colour consistency at 
all times, tighter integration with 
the printer’s finishing options, and 
greater flexibility and control.

Toby Weiss, general manager 
of the Fiery business unit and 
senior vice president of EFI, said: 
“EFI has been a pioneer in digital 
print technology for the past two 

decades, and continues to lead the 
technology advancement of digital 
front-end controllers with today’s 
platform launch. System 10 is the 
fastest, most robust ever, and is 
poised to bring amazing results to 
demanding customers worldwide. 
Fiery technology is now the most 
integrated platform in the industry, 
with connectivity to business process 
automation solutions, production 
workflow systems, and direct mobile 
printing to deliver a complete 
solution from creation to print.”

“EFI’s Fiery System 10 release 
provides a wide collection of 
powerful and user-friendly tools for 
print workflow,” said Jim Hamilton, 
group director of production 
hardware at InfoTrends. “System 10 
is a demonstration of EFI’s continued 
leadership position in front-end 
systems for production digital print.”

Fiery System 10 provides 
advanced capabilities to 

customers in four key 
areas: colour, usability, 

performance and 
integration.

Colour – Calibration 
Features and Powerful Visual 
Editor
A major enhancement to Fiery’s 
colour management system is the 
new Fiery Calibrator that makes the 
calibration process more effective, 
integrated, and easier to use. 
The new Job-based Calibration 
increases calibration accuracy and 
effectiveness because calibration 
is customised for a specific job and 
the associated media and profiles. 
Because calibration is critical and 
needs to be performed routinely, 
Fiery System 10 has incorporated 
a “Calibration Guard” to provide 
calibration status, warnings, and 
alerts to encourage calibration to 
take place and ensure colour quality. 

The Fiery Image Enhance 
Visual Editor (IEVE) is a powerful 
feature newly available on the 
Command WorkStation® print job 
management and user interface 
software that ships with Fiery 
System 10. IEVE allows editing each 

image in a job without going back 
to the native design file, saving time 
and reducing costs. IEVE simplifies 
the editing process, providing an 
interactive toolset for optimising 
image appearance and applying 
automatic per-image corrections, 
to ensure photos look their best. 
This tool also gives users a manual 
control to individually adjust 
brightness, contrast, highlights, 
shadows, colour balance, sharpness 
and to make red-eye corrections 
on any image within a job. (To 
see a video of this powerful new 
capability, visit http://w3.efi.com/
fiery/Products/CWS5/Demos)

Usability – Command 
WorkStation and Mixed 
Finishing Sets Simplify 
Complex Jobs
The latest version of Command 
WorkStation software is now even 
easier to use. Common tasks are 
more accessible and required job 
information more readily available to 
operators to increase productivity.

In addition, a Mixed Finishing 
Sets feature in the SeeQuence 
Compose option is now available 
to simplify complex jobs in high-
production environments. With 
the new Fiery Mixed Finishing Sets 
(and an inline finisher attached to 
the print engine), users can specify 
multiple finishing requirements 
among the various subsets within 
a single job to produce completely 
finished jobs, minimising labour. 

Performance – Support of  
New VDP Standard
EFI has a long-standing commitment 
to supporting industry standards, 
and Fiery System 10 has a number 
of enhanced Variable Data Print 
(VDP) features. Most notably, it 
supports PDF/VT-1, a new standard 
developed by ISO (International 
Organisation for Standardisation) 
for VDP data exchange. PDF/
VT-1 brings the benefits of a PDF 
workflow to VDP, helping customers 
increase production efficiency with 
capabilities such as late stage 
exchange of critical variable content. 

By folding seamlessly into existing 
PDF-based prepress operations, PDF/
VT-1 enables a single, common PDF 
print production workflow for all 
job types.

Integration – Direct Wi-Fi 
Printing for Today’s Mobile 
Workforce; MIS and Workflow 
Connectivity
An ideal solution for corporate CRDs 
and offices with Fiery-driven MFPs, 
System 10 has built-in technology 
that enables direct mobile printing 
from Apple iOS devices to the Fiery-
driven printer. Wi-Fi enabled Apple 
iOS devices (such as iPhones and 
iPads) will automatically discover 
any System 10 Fiery-driven printer 
on the same network inside the 
corporate firewall. Employees can 
simply select a listed printer and 
touch “print” with no need to 
download an app or install printer 
drivers.

“EFI’s embedded support for 
mobile printing from iOS devices 
is another example of how mobile 
printing is moving from a ‘billable 
service’ to a standard feature for 
applications behind the firewall,” 
said Robert Palmer, director, 
Managed Document Practice at Lyra 
Research.

Besides integration with mobile 
devices, Fiery servers are a great fit 
with EFI’s market-leading portfolio 
of print MIS and workflow solutions, 
including PrintSmith™, Pace™, 
Radius and Monarch management 
systems and the EFI Digital 
StoreFront® web-to-print platform.

Fiery System 10 further expands 
its industry integration capability 
with Agfa Apogee Prepress 
Workflow, and the upcoming release 
of Kodak Prinergy Workflow, to 
enable prepress workflow users to 
submit jobs to and manage one or 
more Fiery-controlled digital print 
engines right from the same familiar 
user interface. These prepress 
workflow integrations create a 
single workflow to serve blended 
production, reducing operational 
costs and boosting production 
performance.
Fiery System 10 is available 
now. The first OEM printer 
brands that use Fiery System 
10 will be announced soon.  
For more information, visit 
www.efi.com

As it marks the 20-year 
anniversary of the first Fiery® 
digital print server, EFI today 
launched the next-generation 
Fiery platform. Fiery technology 
is long recognised in the industry 
for its blazing speed, colour 
accuracy, image quality, and 
intuitive user-interface, and with 
this launch increases operator 
productivity, produces more 
accurate and consistent colour, 
and provides stronger variable 
data capabilities for personalised 
communications.
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Nuance proudly offers all of the tools you need 
for print management, document capture  

and digital distribution
Cut costs  

with pull printing,  
resulting in less waste 

Further sharpen 
your efficiency  

with eCopy  
scanning software

Uncork your potential 
for saving money on  

print and copy

Gain access to  
the best service teams,  
upgrades and updates 

Add an edge  
to your document  

confidentiality with a 
document audit trail

Equitrac print management 
& equipment tracking
Control, manage & reduce print costs.
Track usage of all networked devices.
Secure anytime, anywhere printing.
Personalized user workflow.
Reduced environmental footprint.

To find out more about how much you can save on print, copy and document  
management costs, book a no obligation webinar with a Nuance expert via 
imaging@nuance.co.uk. We’re helping people work smarter.

Discover ways to save 
using print rules for duplex 

and monochrome

eCopy document capture  
& digital distribution
Scan, distribute and store documents. 
Automate paper intensive processes.
Set custom access levels for each user.
Increase employee productivity.
Minimize environmental impact.
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NewField IT has been very busy 
since its acquisition by Xerox. As 
well as developing new solutions 
of its own, such as PrintView and 
a new version of Asset DB, it is 
distributing GreenPrint’s expanding 
range of paper-, toner- and energy-
saving products alongside its own 
TonerMiser solutions. At the Photizo 
European MPS conference, PrintIT 
Reseller had a closer look at several 
of its green print offerings.

TonerMiser
As its name suggests, TonerMiser can 
reduce black and colour toner consumption 
by as much as 50%, compared to savings 
of as little as 10% with some resident  
draft print modes, while maintaining good 
print quality. 

TonerMiser can be administered 
centrally and applied automatically or it 
can be selected by the user on a per job 
basis, with the ability to adjust savings via 
the TonerMiser slidebar. 

James Duckenfield, co-founder of 
NewField IT, told PrintIT Reseller that 
TonerMiser was attractive to small dealers 
whose marketing pitch was based on 
lower toner costs, and that it also allowed 
MPS providers to reduce print costs in 
two areas that have traditionally been 
hard to reach: fee-earners who insist on 
keeping a personal printing capability; 
and manufacturing sites where printer 
consolidation is not always practical.

PrintView
NewField’s new business intelligence 
product, PrintView, enables MPS resellers 
and their customers to make better use 
of available management information 
by pulling in data from multiple sources, 
including the full array of tools for fleet 
auditing, management, monitoring and 
accounting. It can even scrape data from 
web pages and hosted solutions. 

By presenting the information in simple, 
graphical formats including charts, graphs 
and scatter diagrams, with the ability 
to drill down into details with a click of 
the mouse, it enables resellers to give 
customers a real insight into their printer 
estate, highlighting costs, print volume 
and environmental factors such as CO2 
emissions.

In this way, PrintView can help 
resellers give a better service to customers, 
highlighting problems and identifying new 
opportunities for efficiencies. Presenting 
data in such a complete and user-friendly 
fashion can also reinforce trust between a 
reseller and its customers.

GreenPrint
In addition to its own products, NewField 
IT is the exclusive UK distributor for 
GreenPrint Technologies’ range of print 
management products. These include 
GreenPrint preView+; the GreenPrint 
Analytics web-based measurement and 
reporting tool; and the new Greenprint 
Advisor.

According to Kent Dunn, VP of sales 
at GreenPrint, these products are not 
designed to replace device management 
tools like Print Audit, but to be 
complementary. Instead of monitoring print 
devices, GreenPrint addresses the printing 
habits of end-users, such as how much 
they are printing, to what devices and from 
what applications.

n Greenprint Analytics is a web-based 
print measurement and analysis tool that 

tracks the use of network and local printers 
via an agent on workers’ PCs. Totally 
invisible to the user, it provides detailed 
reports on printer use; pages printed by 
person, department and application; and 
opportunities for savings. It is available 
as a standalone product or in a bundle 
with GreenPrint PreView+ and GreenPrint 
Advisor.

n GreenPrint’s flagship product, GreenPrint 
PreView+, sits on the user’s desktop and 
allows them to interact with print jobs to 
remove unwanted pages and images with 
a click of the mouse. It also has the facility 
to create a PDF of the edited document for 
emailing, without modifying the original. 
By making it easy to print only what’s 
needed and removing unnecessary pages, 
this product addresses paper and toner 
waste.

n GreenPrint Advisor, the latest product 
in the range, addresses energy and 
financial waste by colour-coding printers 
(red, orange, green) according to their 
efficiency. When – and only when – a user 
sends a document to a bad (red) printer, 
a pop-up appears, giving them the option 
to transfer it to a green printer with one 
click (showing the environmental benefits 
of doing so). The user can accept or decline 
the suggestion and, if they want, make the 
‘green’ printer their default printer for the 
future.

Dunn said that moving print volume 
from low margin printers to high margin 
ones had real benefits for resellers as 
the per-click engagement model makes 
them vulnerable to margin reduction if a 
customer uses ‘red’ printers that are more 
costly to run and maintain.

He added that giving users the final say 
over which printer to use was preferable 
to enforced re-routing of print jobs. “We 
don’t redirect prints because it’s a really 
bad policy: it’s intrusive to end users and 
you can’t know what their reasons for 
choosing a particular printer are,” Dunn 
said.

To date, MPS has focused on devices. 
Solutions like TonerMiser and the 
GreenPrint range put end user printing 
habits in the spotlight, bringing savings for 
resellers and their customers.

cost savings
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NewField IT was showing a number of cost-saving print 
solutions at Photizo’s European MPS conference, including 
GreenPrint Advisor for which it is the exclusive UK distributor
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Philips, famous for its fax machines, 
is moving into the business printer 
market with the launch of two 24 
page per minute mono laser MFPs, 
the MFD 6135d and MFD 6170dw.

Based on a brand new printer engine, 
these highly productive devices combine 
the ease-of-use of Philips consumer devices 
with the versatility demanded by business 
customers, including automatic two-sided 
printing/copying, wireless connectivity, 
colour scanning and a choice of standard 
or high yield cartridges.

Philips is supporting the devices with a 
new distribution strategy and purchasing 
options. Unlike its fax machines, which are 
sold through the retail channel, Philips is 
taking its product to market via leading 
distributors VOW, Beta and Spicers and 
their network of business equipment 
dealers and IT resellers. 

The new machines will enable resellers 
to capitalise on rising demand for A4 
mono MFPs as businesses and consumers 
continue to make the transition from 
single function to multifunction devices. 
According to IDC’s Western Europe 
Quarterly Hardcopy Peripherals Tracker, 
total printer shipments in Western Europe 
contracted by 8.7% in the third quarter of 
2011, but MFP shipments grew by 3.4%. 
Being mono devices, they also meet the 
demand for affordable output at a time 
when small businesses are trying to save 
money and reduce costs.

Philips is supporting the new products 
with a variety of purchasing options 
and special promotions to give resellers 
maximum value for money. For flexibility, 
the MFPs and consumables can be bought 
on a standalone basis or in a copier-like 
bundle with three years' worth of supplies.

Mark Ivens said: “This is a very exciting 
launch for Philips. These new machines are 
our first business-class laser MFPs and we 
are putting a lot of resources behind them 
to make sure they are a big success for us 
and our dealers. We are confident that the 
combination of the Philips brand name,  
great support and genuinely impressive 

technology will give dealers something 
new and exciting to put before their 
customers.”

STYLISH & COMPACT
The MFD 6135d and MFD 6170dw are 
aimed at small businesses, small work 
teams and home workers with advanced 
document processing needs. The stylish, 
compact devices give business users 
everything they need for day-to-day 
information creation, distribution and 
management, including a mono printer/
copier, colour scanner and fax, with true 
multi-tasking so that one person can use 
the scanner while another is printing.

Both models can be used as standalone 
or networked devices and offer the 
following core functions:

Print. The network-ready MFDs are 
based on a 24ppm A4 mono laser engine, 
with automatic two-sided printing and a 
top resolution of 1200 dpi. When printing 
on both sides of the page, the MFD 
6135d/6170dw still prints at an impressive 
16ppm. All-in-one cartridges are available 
in capacities of 1,000 or 3,000 pages, 
enabling resellers to meet the needs of 
businesses whether they buy on ticket price 
or cost per page. 

Copy. Both devices include a versatile 
24ppm copy function producing output 
of the highest quality thanks to Philips’ 
impressive Crystal Copy technology. This 
clever feature enhances copies of poor 
originals, for example by lightening grey 
areas of grubby originals or darkening text 
to improve the legibility of faint documents. 

Scan. The high quality network colour 
scanner has a top resolution of up to 
4800dpi, enabling originals to be captured 
in all their glory for electronic archiving, 
distribution, editing or re-purposing. Scans 
can be routed to a USB key, network folder, 
PC or email.

Fax. A Super G3 plain paper fax is 
still a useful feature to have for security 
or as back-up in case the email system 
fails. Leveraging Philips’ expertise in fax 
technology, the MFD 6135d/6170dw 

cover story
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Philips means business
The introduction of Philips’ first business-class MFDs give 
resellers a new opportunity to compete in the key growth 
area of A4 MFPs
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USB Connectivity. A USB port 
conveniently located on the front of 
the device provides direct USB printing/
scanning capabilities to walk-up users. The 
direct printing feature supports a number 
of formats, including tiff, txt and pdf (scan) 
formats.

ADDITIONAL FEATURES
As well as these shared functions, each 
model has features of its own. 

The MFD 6135d comes with an 
integrated handset that can be used to 
make telephone calls. Automatic switching 
between Tel/Fax modes is particularly 
useful for home workers and micro 
businesses as it allows a single line to be 
used for telephone calls and faxing.

The MFD 6170dw offers the 
possibility of additional revenue through 
the sale of a DECT handset, which provides 
the same functionality as the MFD 6135d’s 
fixed handset but with the freedom to 
roam about the office.

Other useful features include a 
250-sheet automatic document feeder –  
a real time-saver when copying/scanning 
multi-page documents or mixed batches; 
and built-in wireless networking that 
allows multiple users with the appropriate 
driver to print/scan to the MFD wirelessly. 
With Wi-Fi Protected Setup (WPS), the MFD 
will automatically configure itself with the 
wireless router.

CORE BENEFITS 
Philips' highly impressive MFDs give your 
business and home-based customers 
everything they could possibly want 
from an affordable, productive MFD. In 
particular, they meet the growing demand 
for versatility, sustainability and low 
running costs.

Versatility. With four functions in one 
device, the MFD 6135d /6170dw is nothing 
if not versatile. Built-in wireless networking 
and optional telephone handsets add 
even more functionality, while a choice 
of consumables and copier-like payment 
options offer more choice to buyers.

Sustainability. Both machines feature 
paper, power and toner-saving features 
as standard. These include automatic 
two-sided (duplex) printing; Toner Save 
mode; and a power-saving standby mode. 
Eco features can be accessed through 
the driver and if necessary set as the 
default. For walk-up users, an Eco key on 
the control panel activates the toner save 
function, enables two-sided copying and 
puts the machine in power-saving stand-by.

Running costs. With a cost per page 
of less than 2p, Philips new devices have 
some of the lowest running costs on the 
market. However, the option of a low-yield, 
1,000-page cartridge means that the 
machines are equally suited to customers 
who are more concerned about cash flow 
than print costs.

To find out more about these products 
and our trade promotions, please call 
01932 572900.
www.sagemcom.com

includes a secure fax option that stores 
faxes in the MFP's memory until a PIN 
code is entered on the control panel. This 
maintains fax confidentiality and prevents 
faxes from being removed from the output 
tray by accident. An alternative option is to 
route incoming faxes to an attached USB 
drive (see below). Faxes are automatically 
printed with the time they were received, 
even if they are not output until later. 
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Accelerating Your Success™

Selected by Microsoft
to  drive your 
 business  forward  

As a Value Added Distributor for Microsoft System Center, Avnet can provide you with unrivalled hands-on resource

and support, including dedicated Microsoft specialists, systems management MCPs, business development planning

and expert product and technical training with free guided installs. With Microsoft Value Added Distributor status,

Avnet offers hands-on product and technical demonstrations, as well as focused and dedicated resources such as

our reachformicrosoft website. Here you‘ll  nd detailed information, support and resources on the following:

Avnet Technology Solutions recommends genuine Microsoft® software

Ask the experts – Business Development Team dedicated to growing your business  

Licence selector – interactive tool to help you  nd the right licence for your customer 

Attend our regular events and increase your knowledge to become a Microsoft expert to your customers 

Enhance your product knowledge and add a cross-sell dimension to your sales 

Join our Star Partner programme for additional marketing resources and support. 

Avnet Technology Solutions is a Value Added Distributor

Visit  www.reachformicrosoft.com  or call your Account Manager today
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Love them or loathe them, carbon 
offsets are a popular way for 
businesses to demonstrate their 
environmental credentials. 

The latest Kyocera Mita environmental 
survey by Loudhouse Research shows 
that carbon offsetting is a key element of 
corporate environmental strategies, with 
60% of procurement managers and 56% 
of IT managers claiming that their business 
has applied carbon offsets to some 
activities at a team or departmental level. 

For print resellers, carbon offsets are 
clearly a potential revenue generator and 
where appropriate a source of commercial 
advantage. 

To capitalise on end user demand 
for corporate offsets a number of printer 
manufacturers have now added carbon 
offsets to their portfolio, either built into 
the acquisition costs of an MFD or as a 
bolt-on solution to be calculated on an 
individual basis.

One of the most high profile initiatives 
is the Carbon Zero scheme for Toshiba 
printers and MFPs, which is now being 
extended to other Toshiba products such 
as point of sale equipment. Under this 
programme, Toshiba has offset all carbon 
emissions associated with the manufacture, 
distribution and lifetime use of its printers 
and MFPs, enabling resellers to market its 
products as Carbon Zero.

Resellers are freed from the burden 
and expense of carbon footprinting and 

because the cost is spread over the lifetime 
of the device its impact on the cost per 
page is negligible. Meanwhile, customers 
can enjoy all the PR benefits of carbon zero 
printing, without having to do anything to 
make their practices more sustainable.

Toshiba marketing manager Jeremy 
Spencer believes the scheme has helped 
Toshiba and its resellers stand out from the 
competition. 

“We have definitely picked up 
incremental business on the back of 
it. In what is a fairly busy, competitive 
landscape, it’s a key differentiator. It's a 
big draw for customers who are driven by 
being green and for those who are looking 
to add to their green credentials,” he said.

Carbon positive
Production printing specialist Océ has 
had carbon neutral printers in its range 
since October 2007 when it introduced 
the CarbonPositivePlus+ scheme for the 
VarioPrint 6000 series in partnership with 
Shining Earth, the sustainability division of 
Delta-Simons Environmental Consultants. 
This goes further than most initiatives by 
offsetting operational carbon emissions by 
200%.

Gareth Pickles, Managing Director of 
Delta-Simons Environmental Consultants, 
which carries out carbon footprinting for 
Océ under its Shining Earth brand, said: 
“We worked out the operational carbon 
footprint of a machine by analysing its 
energy performance, typical shift patterns, 

likely applications, choice of media etc. 
and multiplied it by the number of years a 
machine will be in the field. This gave us 
an operational carbon footprint that we 
offset 200%. Even with a 5-10% margin 
for error, there is no question that these 
machines are operationally beyond carbon 
neutral,” he said.

One hundred and fifty per cent of each 
machine’s operational carbon footprint is 
offset with verified carbon standard offsets 
from the CarbonNeutral Company, with 
the remaining 50% invested in ‘Woodland 
Carbon’- UK afforestation with The 
Woodland Trust. 

“People talk negatively about planting 
trees as carbon offsets and question 
what happens if the trees die,” explained 
Pickles. “But these offsets are now 
available through a Government approved 
certification scheme – The Woodland 
Carbon Code, in which the Woodland Trust 
played an instrumental development role. 
The code takes into account how much 
CO2 you get from a new forest based on 
a different mix of species, consideration 
of leaf litter; what kind of land/soil it’s 
planted on; how you can guarantee it will 
be there in 20+ years’ time; and whether 
it's additional, as well as measures to 
account for tree loss. We have worked with 
Woodland Trust because we know they are 
taking a lead in this area.”

Pickles says that although its benefits 
are intangible and hard to quantify, he has 
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carbon neutral printing

Below Zero
As six out of 10 procurement managers state that they 
employ carbon offsets in in some shape or form,  
PrintIT Reseller looks at how printer manufacturers are 
using them to give their products extra appeal

Ricoh offset 
unavoidable 
printer-related 
emissions at 
the 2011 Ricoh 
Women’s British 
Open golf 
championship

Since introducing Océ’s Carbon Positive 
Plus+ scheme, Shining Earth has offset 
8693 tonnes of CO2, partly through the 
planting of nearly 10,000 trees in the 
Woodland Trust’s Goltho Wood, Lincolnshire

continued...
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carbon neutral printing

2011 Ricoh Women’s British Open held 
at Carnoustie Golf Links and last month’s 
Barclays ATP World Tour Finals in London.

Positive thinking
An interesting footnote to the question of 
carbon offsetting is Sharp’s Eco Positive 
strategy, with which Sharp seeks to make 
capital out of the fact that it has been 
manufacturing solar panels for 50 years. 

As Sharp points out: “In 2009, Sharp 
energy-creating and energy-saving 
products contributed to emissions 
reductions of 2.41 million tonnes of CO2 – 
1.6 times the CO2 emissions from Sharp’s 
business activities.”

This is purely an in-house calculation 
and has little validity if carbon reductions 
from solar panels are counted in 
customers’ own carbon calculations, but 
for Sharp resellers it is an interesting 
statistic to bring up if quizzed about the 
eco credentials of Sharp and its MFPs and 
one that may appeal to customers who 
have problems with the concept of carbon 
offsets.

Kyocera Mita’s survey suggests that 
such people are in a minority and that 
businesses remain open to their appeal, 
potentially giving resellers with qualifying 
products a competitive edge.

used in printing, but not the whole printing 
process because it’s so complex: there’s 
CO2 in paper, shipping consumables, 
collecting consumables. Instead, we 
attempt to encourage users to do more 
responsible printing – do they have the 
right product, are they using duplex, are 
they thinking before they print.”

Document processes 
A more complex offering because it is 
based on the carbon footprint of individual 
customers’ print and document processes 
is Ricoh’s Sustainability Optimisation 
Programme.

Introduced two years ago as part of 
Ricoh’s Managed Document Services, the 
Sustainability Optimisation Programme 
helps organisations measure, reduce and 
offset print-related carbon emissions by 
purchasing carbon credits from clean 
energy projects in which Ricoh has 
invested. 

As well as implementing the 
programme at customer sites, Ricoh has 
been using it to provide carbon neutral 
printing at sponsored events like July’s 

Toshiba’s new eight-strong PRO MFP series 
combines high quality colour output, speeds 
of up to 75ppm, EFI controllers, genuine 
Adobe PostScript 3 and Carbon Zero printing

Océ started carbon offsetting its VarioPrint 
6000 series in October 2007

...continued

no doubt that the CarbonPositivePlus+ 
scheme has given Océ an edge. 

“Carbon offsetting is a ’nice-to-
have’. Unlike an ISO 14001 EMS, which 
has become the norm for business, it is 
over and above what consumers require 
an organisation to do. Over the last 12 
months such activities have generated 
more interest and I have no doubt it is an 
influential factor in the decision-making 
process.”

Carbon zero manufacturing
A less comprehensive offering is available 
from Oki, which offsets carbon emissions 
at the company’s printer manufacturing 
facilities at the Fukushima Plant, OKI Data 
Manufacturing (Thailand) and OKI Electric 
Industry (Shenzhen) in China. Printers and 
consumables made at these facilities carry 
a ‘Manufactured at a Carbon Zero Facility’ 
sticker. 

In the first half of 2011, Oki Data offset 
all 5,477 tons of CO2 emitted by these 
factories by buying offsets in wind power 
in India, a rice husk-fired power plant in 
Thailand and a biomass project in Brazil.

According to senior product marketing 
manager Alan McLeish, Oki currently has 
no plans to extend the scheme to cover 
emissions during printer use.

“The manufacturing plants have 
budgets to reduce CO2 emissions 
according to Kyoto and over the next 
five years they will go down. What we 
don’t reduce, we offset, so in a sense 
our products are CO2 neutral from a 
manufacturing point of view. We think that 
is something customers in local and central 
Government appreciate. But we don’t offer 
whole carbon neutral printing.”

He added: “We have had discussions 
with CO2 balance to offset the energy 

Oki printers are manufactured 
at Carbon Zero facilities



Asset DB is the only print consultancy based toolset that takes you right through 
from data collection to ongoing print management. Already used across the world 
by leading managed print service providers, Asset DB is a unique and innovative 
toolset that’s visually impressive both for you and your customers. 

The unique design and graphical interface of Asset DB gives you an interactive and more 
professional solution to producing a proposal for your customers.

The combination of individual modules that make up the Asset DB Suite can be used to create 
the ideal proposal, 65% faster than a manual approach.

 • Unique visualisation of your clients’ environment

 • Significant savings in time with automated design process

 • 75% improvement in time to implementation
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design and ongoing print management, Asset DB is recognised as 

the most sophisticated and professional consultancy toolset in the 
marketplace today.

Call us on 0207 871 6700 or visit www.assetdb.com 
for more information.

Asset DB, award winning  
solution for MPS Providers
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The new KYOCERA TASKalfa series really showcase your customers’ creativity.
Innovative toner technology, IC-colour profi les and optional EFI Fiery controller ensure 

vibrant and accurate colour reproduction. Extensive media handling capabilities supported 

by versatile fi nishing options allow in-house production of complex documents. And Smart 

RIP technology combined with high speed operation deliver maximum productivity.

TASKalfa combines KYOCERA’s renowned reliability with seamless network integration 

and platform compatibility, to provide imaging solutions others can only dream of. 

And, because it‘s KYOCERA, you can depend on maximum user economy combined 

with minimum environmental impact.

Go ahead, call us on 08457 103 104, and help your customers follow their dreams...

KYOCERA. COUNT ON US.

IF THEY CAN DREAM IT,
WE CAN PRINT IT.

KYOCERA MITA UK Ltd – Phone: 08457 103 104 – www.kyoceramita.co.uk
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cloud

The challenge printer resellers have 
always faced is how to develop 
longer lasting relationships with 
customers. One possibility is to use 
one of the new breed of cloud-
based printer management portals 
to provide customers with the sort 
of management information and 
remote support typically provided as 
part of a fully fledged managed print 
service.

A growing number of these are now 
being made available both to resellers 
and end users, including the channel-only 
Kanban supplies portal (see overleaf) and 
Cortado’s Printer Dashboard. 

Available as a Premium service or a free 
consumer download, Printer Dashboard 
is a web-based printer monitoring tool 
that provides the information a small or 
medium-sized business needs to control 
and manage its printer fleet, including 
toner levels, paper jams and printer 
availability for all makes and model of 
printer in a Windows environment. 

On top of that, it includes the ability 
for customers to order new supplies at 
the click of a mouse – a major attraction 
for resellers – and integrated accounting 
that records the toner/ink and paper 

consumption of each printer and related 
costs. To gain as accurate a picture of costs 
as possible, users can input the prices they 
paid for their consumables.

The Premium version also includes 
tracking reports showing who's printed 
what, where and at what cost; and alerts 
to notify an administrator if there is a 
problem – with the free version a user has 
to have logged-on to discover if a printer 
has gone offline or run out of paper.

Hosted service
Based on Microsoft Azure and hosted in 
Microsoft datacentres, Printer Dashboard 
has all the advantages of other cloud 
services: it is very easy to install (an agent 
discovers network and local printers 
and sends usage data back to the cloud 
database); it has no impact on a business’s 
existing infrastructure; and it can be 
accessed remotely from any web-enabled 
device.

Another advantage of a cloud-based 
tool is scale. This brings enormous 
possibilities, such as the ability for Cortado 
to analyse usage data from free users 
(while maintaining their anonymity and 
privacy) – it currently monitors more than 
80,000 print devices. In time, this could be 

used to provide benchmark figures for print 
costs, so that users could see whether their  
costs were above or below average.  
It could also be used to compare the 
running costs and reliability of OEM 
supplies versus compatibles and re-
manufactured cartridges.

Cortado COO/CIO Charlotte Kunzell 
told PrintIT Reseller’s sister publication 
PrintIT that in time, such features could 
be made available to Premium customers. 
“We want to give Premium users the 
opportunity to compare their costs against 
everyone else’s. We have a lot of data 
from free users which we can use for 
benchmarking purposes to show premium 
users where they are cost-wise,” she said.

Clearly this is a useful tool for end 
users, but it is equally so for a reseller who 
can set up Printer Dashboard accounts for 
customers and then manage them himself 
as a managed print service with his own 
fixed cost per page pricing. Alternatively, 
he could provide it as a free service as a 
way of ensuring that future supplies orders 
are automatically routed to him. 

Ms Kunzell points out that because 
Printer Dashboard works with any print 
device, resellers are not restricted to 
a single vendor solution or to devices 
that may be beyond the means of their 
customers.

“Big manufacturers want to sell 
big expensive MPS machines into their 
accounts, but sometimes a mono laser 
printer would do the job just as well. We 
want to give the channel the opportunity 
to play in the MPS area and not just 
with one manufacturer. The reseller can 
decide what printer product is best for 
the customer and he can bill on a Pay 
Per Page system because we provide all 
the necessary data, or he can choose to 
manage the print environment for a flat 
rate fee,” she said.

Ms Kunzell added that Printer 
Dashboard had already been well received 
by resellers. “The feedback we have 
had is that they welcome the chance to 
participate in managed services and think 
benchmarking could be a differentiator 
with other solutions. They also like the fact 
that it is easy to install: they don't need a 
database server and another server at the 
customer company.”

For resellers and small and medium-
sized businesses with 5, 10 or 20 devices, 
solutions such as Printer Dashboard 
provide many of the benefits of a vendor 
MPS, but with greater choice and flexibility 
and without the need to invest in new 
hardware. In these times, that makes them 
a very appealing proposition.
www.thinprint.com

25

The view  
  from above
Cortado’s cloud-based Printer Dashboard enables resellers 
to provide managed services to small and medium-sized 
businesses on a cost per page basis or for a  
fixed management fee. James Goulding reports

Charlotte Kunzell, Cortado COO/CIO

...resellers 
are not 

restricted 
to a single 

vendor 
solution...
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Phil Matthews of Kanban believes 
so. Based on almost twenty years’ 
experience in the printer business, 
he has developed new software 
for the reseller channel that allows 
their customers to monitor mixed 
fleets and, based on current usage 
patterns, forecast what consumables 
will need replacing in a given period.

The web-based supplies portal doesn’t 
just provide information on the status of 
consumables: it also measures device/
fleet utilisation; energy consumption of 
individual devices; the cost per page; the 
reliability of devices; and depreciation. 

Established technology 
The software is based on established 
technology that has been around for more 
than a decade and is used by major MPS 
providers. However, this is the first time 
that it has been used to build a hosted 
solution for small and medium-sized 
businesses, with a focus on reducing 
the time and cost of selling and buying 
supplies.

Matthews says that Kanban is ideal 
for businesses that want to reduce print 
costs and inefficiencies but either don’t 
want to be tied to a contract or, because 
of their fleet size, don’t warrant a fully 
fledged MPS solution (though it can also 
be used by larger fleets to collect baseline 
data needed to make the transition to a 
full MPS.)

“When I was at my previous company 
we spent $100,000 on research 
corroborating Gartner’s view that MPS will 
cover 30% of the market. This leaves 70% 
buying hardware, consumables and service 
outside MPS,” he said. “Furthermore, 
many copier vendor MPS implementations 

only cover MFDs, leaving the customer to 
manage its printers.”

Kanban provides such organisations 
with forecasts on their future consumables 
requirements, enabling them to purchase, 
say, a month’s supply in advance so that 
when a cartridge runs out there is a 
replacement in stock. In this way, it frees 
them from the expense and inefficiencies 
of reactionary, ad hoc consumables 
purchases and gives them the potential 
to negotiate favourable pricing from a 
supplier. 

Better relationships
Currently, Kanban only supplies the portal 
to the trade as a hosted service, so the 
only way an end user can get hold of it is 
if a reseller provides it to them as part of 
their service. This begs the question, why 
would they want to do that if it gives the 
customer the power to negotiate better 
prices?

The answer in a nutshell is loyalty: 
by giving this tool to customers and 
empowering them to run their fleet and 
purchase their supplies more efficiently, a 
reseller makes it more likely that they will 
win repeat orders for consumables (the 
portal supports automatic consumables 
re-ordering for contract customers). Having 
information on the energy consumption, 
performance and running costs of devices 
will also enable a reseller to provide 
consultancy and develop deeper, longer-
lasting relationships with customers. 

Forecasting for profit
A key attribute of Kanban is its forecasting 
function, which allows a supplier to 
aggregate all the replacement supplies 
a customer will need in a given period 

in one delivery. Other solutions used by 
MPS providers respond to alerts from 
individual devices. Each order is fulfilled 
and despatched within the contractual 
time-frame. 

“A lot of customers come to us because 
they are dissatisfied with alert-driven tools. 
If you only respond to alerts you have 
chaos and the cost to the reseller supplying 
the service is higher than it needs to be. 
Forecasts allow you to aggregate orders 
and ship at lower rates, which saves time 
and money,” Matthews explained.

It also gives supplies companies vital 
market intelligence that according to 
Matthews’ estimates can improve the 
performance of a telesales department by 
as much as 1000%. If you can see how 
many cartridges a business is likely to need 
in the next four weeks, it makes selling to 
that business much easier as every call is a 
qualified call. 

Kanban will also forecast and 
supply multiple cartridges if the system 
determines that heavily used machines 
will need additional replenishments in the 
period. As Matthews says: “You can’t do 
that with alerts.”

Of course, Kanban will only be of value 
if a customer is happy to have its printer 
fleet monitored in this way, but Matthews 
believes that the benefits to end users are 
so great that most are. He argues that 
supplies companies could even use the 
cloud-based portal as a selling point to 
attract new customers.

“I believe that over the coming 
months customers are going to have far 
more choice in all areas of office print 
procurement and management. The cloud 
isn’t about off-site hardware or alternative 
software licensing models; it’s about 
delivering the same specialised platforms 
and process efficiency that has transformed 
procurement, processes and service 
delivery in other industries. These advances 
and customers’ economic constraints are 
already driving change across all areas 
of the imaging industry with progressive 
channel partners at all levels getting ready 
to up their game.” 
www.kanbanmps.com
info@kanbanmps.com

supplies portal

Do your customers    
  need an MPS after all?
Is MPS always the best 
route to go down or is there 
another way businesses can 
improve day-to-day device 
management? Could taking 
charge of consumables 
purchasing on its own be 
enough to bring big savings?

...it makes 
selling 
to that 
business 
much 
easier 
as every 
call is a 
qualified 
call. 
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Olivetti launches range  
of outstanding mid to high 
volume mono A3 MFPs 
Olivetti has just 
launched three new 
mono MFPs.
 
The three models are the 
d-Copia 3500MF, the  
d-Copia 4500MF and the 
d-Copia 5500MF. These print 
at speeds of 35ppm, 45ppm 
and 55pmm, respectively, in A4 
format, but are capable  
of printing up to A3 size,  
and banner prints of up to  
1.2m in length.

These three models replace  
2 previous machines, the d-Copia 
4200MF and the d-Copia 5200MF, 
but also add a 35ppm model to the 
range.

These new machines provide 
some extraordinary productivity 
features, not least the paper 
handling capacity of up to 7,150 
sheets, with its variety of optional 
paper cassettes and the handling of 
up to 220g/m2 and up to 300g/m2 
from the multi-purpose tray. There 
is a choice of finisher units offering 
stapling, three types of paper 
cassette, hole-punching, saddle-
folding and tri-folding. What is more 
a seven-tray mail-stacker can be 
added to facilitate the collation and 
separation of departmental jobs in 
high volume environments.

Users of these models can 
choose between two different 
document feeders, available 
for mono and colour scanning 
applications. The Dual-Scan ADF, for 
instance, operates at a scan speed 
of 160opm, in duplex mode, which 
greatly reduces the time it takes to 
complete scanning tasks.

These models are delivered with 
an impressive standard hard disk 
capacity of 160GB, which is not 
found, normally, in products within 
this mid volume segment. The 1GB 
RAM can be expanded to 2GB, 
which means that these machines 
are among the most powerful in 
their class, delivering fast network 
speeds and optimising fast print and 
transmission times.

With the addition of a newly 
designed 8.5” Touch Panel for 
the operator, these new models 
have been designed to be more 
user-friendly than previous models. 
The screen is larger and offers users 
simple and immediate guidance 
around the machine, with a simple 
finger touch and easy to follow 
menus. Documents stored on the 
HDD can be displayed on the screen, 
in preview mode, so a user can see 
how the finished document will 
appear and how it is stored.

With data being stored on the 
hard drive, a vital feature of these 
models is their ability to provide 
exceptional data and communication 
security; an important issue 

concerning most corporate and 
public sector organisations. In their 
basic configurations, the d-Copia 
3500MF, the  
d-Copia 4500MF and the d-Copia 
5500MF feature standard IPsec and 
IPv6 protocols, which secure Internet 
Protocol (IP) communications by 
authenticating and encrypting the 
data passing through the machines, 
without having to add any options. 
However, there is an optional Data 
Security Kit which offers both data 
encryption and data overwrite 
facilities to further protect the hard 
drive.

It is also possible for a system 
administrator to cancel the content 
of the hard drive to prevent access 
to sensitive data by non-authorised 
users.

With all of these features and 
options and very long life drums, 
offering a capacity of up to 600,000 
prints, these three models offer 
significant increases in reliability, 
productivity and data management 
to today’s medium to large size 
organisations, while offering savings 
on print that are highly sought after 
in the current economic climate.
Tel: 01908 547980    
www.olivetti.co.uk
c.gordge@olivetti.com
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...52% of 
those who 
use smart-
phones for 
work want 
to print 
from their 
device...

30

Greater use of mobile devices is one 
of the defining features of business 
life in the twenty-first century and 
an attractive new sales opportunity 
for print resellers, not least because 
it reminds people how much they 
depend on being able to print when 
and where they want.

When the iPad was launched, almost 
nine out of 10 users complained about 
being unable to print; and an IDC survey of 
mobile workers published in May, revealed 
that 52% of those who use smartphones 
for work want to print from their device 
but are unable to do so. 

Little wonder that 56% of US CIOs are 
considering implementing a mobile print 
solution, according to the InfoTrends report 
Mobile Knowledge Workers: Emerging 
Opportunities (February 2011). 

In order to meet this demand, there 
has been a big increase in mobile printing 
solutions for both individual and corporate 
use (see panels on pages 31 and 32). But 

what are the options and how easy are 
they to implement? To find out PrintIT 
Reseller had a closer look at the driverless 
printing options in HP printers and the 
new version of Canon’s uniFLOW device 
management software.

Printing by email
HP was one of the first to spot the need for 
driverless printing from mobile devices. Just 
under two years ago, it launched its HP 
ePrint service, which it has embedded in all 
standalone and network printers costing 
£60 or more. Since then it has continued to 
enhance its printers with a wider choice of 
printing methods. So what are the options?

ePrint
This ground-breaking service lets you 
use an HP printer’s unique email address 
(supplied with the printer) and embedded 
web connectivity to output a document 
regardless of whether the printer is beside 
you or on the other side of the world. 

All you have to do is email a print 
job to the printer’s email address via the 
HP cloud where it is converted into a 

printable format and output on the 
designated printer. The process 
takes 20-30 seconds and is 
device and platform agnostic: all 
you need is the ability to email 
and the address of the printer 
you want to print to.

This technology is now 
embedded in more than 12 
million HP printers and MFPs 
and has recently been enhanced 

with a number of improvements, 
including the ability to change the 
supplied printer email address 
to something less cumbersome 
and more memorable, such as 

yourname@hpeprint.com.
The HP ePrint centre website 

allows printer owners to make other 
changes including setting up a white 
list of email addresses from which 
they will accept emails/prints; and 

setting default print settings for ePrint jobs, 
such as mono-only printing. Because these 
new options are in the cloud, they can be 
enjoyed by all 12 million printer users.

ePrint still has its limitations: you 
can’t specify duplex, for example, so it’s 
more about convenience printing than 
professional printing. However, HP is 
continuing to invest in the service and it is 
not beyond the realms of possibility that 
in the future you could add a prefix to 
an email to indicate to the printer that it 
should print in duplex.

AirPrint
Apple has sold more than 150 million 
iPhones, 40 million iPads and 70 million 
iPod Touches all running iOS 4.2. Last 
November, it introduced AirPrint, co-
developed with HP, to enable users of 
these devices to print wirelessly to AirPrint-
compatible printers, of which HP currently 
has around 30 models (all HP ePrint 
printers are also AirPrint compatible).  
In order to print, the user has to be 
connected to the local network via a 
wireless access point. But that is all: no 
driver or other software installation is 
required and AirPrint will automatically 
present a list of available printers.

Wi-Fi Direct
A handful of HP consumer devices include 
an additional wireless printing option, 
Wi-Fi Direct. This brand new technology 
creates a direct, peer-to-peer connection 
between a Wi-Fi-enabled mobile device 
and a printer, enabling users to print 
without a network or internet connection. 
The HP Laserjet Pro 100 color MFP 
M175nw and HP LaserJet Pro CP1025nw 
colour lasers are primarily designed for 
small teams or personal use, but Wi-Fi 
Direct means they are also suitable for 
guest printing in corporate reception areas.

HP ePrint Service
In addition to wireless printing 
technologies, HP has introduced a new 
ePrint Service app that enables business 
people who require more professional 
output to locate and submit jobs to print 
service providers. The app lists providers in 

mobile printing

Printing without 
boundaries
The need to print from mobile devices in the office and 
at other locations is driving demand for driverless print 
solutions, bringing new sales opportunities to resellers 
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a specified area with useful details such as 
how far they are from the user’s location. 

One such is Swiftbox, which provides 
Pay As You Go internet access via 750 
kiosks in airports, passenger ferries and 
shopping centres in Ireland, France, the UK 
and Belgium: 350 of these also provide 
printing services via HP LaserJets and 
the PrinterOn secure print application, 
which lets users send print jobs to the 
email address displayed on the side of a 
printer and output them by entering the 
supplied PIN release code. With the HP 
ePrint Service app, mobile workers can 
now submit print jobs to Swiftbox sites 
remotely.

Mobile printing in the enterprise
Reflecting the increased importance of 
mobile printing in enterprises, the new 
version of Canon’s uniFLOW device 
management solution (version 5.1) 
provides a choice of fully integrated 
driverless printing applications for 
corporate workers (HP has the HP ePrint 
Enterprise private cloud server).

uniFLOW allows company employees 
to email print jobs from their mobile device 
into the uniflow secure print queue and, 
because the mobile printing features are 
fully integrated with uniflow, print jobs are 
controlled, monitored, accounted for and 
released just as if they had been sent from 
a network PC. 

As well as printing email messages 
and/or attachments (more than 300 file 
formats are supported), uniFLOW 5.1 
can access and print documents stored in 
cloud repositories, such as Google Docs 
and Sharepoint Online. Because it keeps 
multiple identifiers for users, e.g. personal 
email and work email log-ins and cloud 
username and password, it can follow a 
link, log in to a user’s account, pull down 
the document they need and add it to the 
print queue.

Guest printing
uniFLOW 5.1 also supports both ad hoc 
and regular mobile printing by guests 
through its ability to support one-off 
release codes and PIN identification. In the 
interests of security and ease of use, this is 
done without a connection to the company 
network, yet with all the job tracking 
and controls that uniFLOW provides. For 

example, an administrator could limit the 
number of pages each guest can print or 
restrict functionality so that a guest user 
could not scan-to-email.

In an ad hoc printing scenario, a hotel 
guest could email a print job to uniFLOW, 
which would send back a one-time release 
code, instructions on how to output the 
email message/attachments and the price. 
Because mobile printing is fully integrated 
into uniFLOW, the cost could automatically 
be added to the guest’s bill.

To meet the needs of users with more 
regular printing needs, such as an agency 
worker who might be on-site for weeks, an 
administrator could set up an account and 
assign them a permanent PIN code, which 
would release any print job when input on 
a print device. 

This approach, says Canon, is of 
great interest to local authorities that in 
an attempt to make better use of their 
resources are looking to share hot desks 
and printers with emergency services and 
other public sector workers.

Alternatively, users can submit jobs via 
a web browser or, for laptop users, via NT-
ware’s internet printer driver. 

So far, so normal. But Canon has also 
introduced a uniFLOW app for iPads and 
iPhones that significantly extends the 
capabilities of the system by allowing 
users to access a web-based print queue 
via the iPad and release a job on-screen, 
rather than by inputting a release code 
on the printer itself. What this means is 

mobile printing

In addition to the wireless 
printing options outlined here, 
HP has a range of apps, drivers 
and solutions for business 
customers and BlackBerry and 
laptop users

that jobs can be output even on single-
function printers that don’t have keypads 
or touchscreen displays for data entry.

In order to do this you must either 
know the address of the printer you want 
to use or take advantage of the iPad 
camera to scan a QR code attached to it. 

Another useful feature of the uniFLOW 
iPad app is the ability to open a print job 
in the print queue and select finishing 
options, which cannot be done if you 
simply access the uniFLOW print queue via 
a web browser.

After a slow start, print vendors and 
software providers now offer a range of 
mobile printing solutions that are easy 
to use and implement. Many users of 
mobile devices are still unaware of what 
solutions are available and how they can 
be implemented, which is where resellers 
have a useful and potentially profitable 
role to play.

Hosted secure print
Lexmark has enhanced its secure Print 
Release solution with a mobile printing 
app that gives Apple iOS and Android smartphone and 
tablet users the ability to submit print jobs directly to the 
print queue and release them at any Print Release-enabled 
output device.

Print Release can also be configured so that employees 
can print from any email-enabled mobile device, including 
a BlackBerry, simply by attaching the document to an 
email and sending it to their corporate Print Release email 
account.

The addition of Lexmark’s activity tracking solution, 
Document Accounting, gives enterprises the ability to track 
and manage print jobs submitted from mobile devices as 
well as those from network PCs. Usage reports can be 
created by user, group and device.

Lexmark Print Release is available as a traditional, 
on-premise deployment or as a hosted service managed 
remotely by Lexmark in a secure datacentre.

The Software as a Service (SaaS) model, paid for with 
a per-user subscription, allows IT administrators to scale 
their Lexmark Print Release solution quickly without the 
need to invest in new IT infrastructure.

continued...

Photo courtesy of Apple
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mobile printing

PrintMe too
EFI has launched an enterprise mobile printing solution for printing 
Microsoft Office files, PDFs, images files, web pages and other common 
documents from any make of tablet or smartphone. 

EFI claims that PrintMe Mobile can be set up to deliver mobile 
printing on any printer connected to an enterprise’s network in as little as 20 minutes. 

Users, too, benefit from its ease of use: they do not have to leave the application they are 
working in; receive print-outs with the correct lay-outs and fonts; and have a choice of printing 
options – over WiFi (Direct to Print); by email to a printer's email address; or by secure release to 
print.   www.efi.com

* EFI’s Direct to Print feature for Apple iPad and iPhones was first introduced 
on Fiery Driven printers and MFPs from Canon, Konica Minolta, Kyocera, Ricoh 
and Xerox. Now supporting mobile printing from Apple iOS 5 devices, it allows 
documents and guests to print documents and web pages directly from iPads and 
iPhones without having to install an app or printer driver. EFI said that most new 
Fiery-driven printers incorporate this feature as standard and that many existing 
devices could acquire it as a free upgrade.

Back where it belongs
Xerox PrintBack is a free desktop agent and 
app that allows users of iOS and Android-
based smartphones and tablets to print to 
the printer they normally use wherever they 
are. It supports common office file types 
(e.g. Word, PowerPoint, Excel, PDFs etc.); 
uses the print driver settings installed on 
your computer, such as n-up and duplex; 
and takes advantage of the connection it 
establishes between a mobile device and 
computer to save documents or photos 
in the PC’s Downloads folder or Dropbox 
account. In order for PrintBack to work, 
the user requires an online service that 
transports the document from your mobile 
to your PC. Xerox recommends Dropbox, but 
you could also use a dedicated web-based 
email account.

Brother has all bases covered
The growing range of mobile print options is well represented on Brother’s new inkjet all-in-

ones for home workers and small businesses. These include Airprint for driverless printing 
from Apple iPads, iPhones and iPod Touches; support for Google Cloud Print, which 

allows users to print from any Google Cloud Print-enabled web, desktop or mobile 
app; and Brother’s own Web Connect solution for PC-free scanning to and printing 
from web services such as Flickr, Facebook, Google Docs, Dropbox and Picasa. 

In addition, Brother’s new models feature its established iPrint&Scan app and the 
popular Cortado device agnostic mobile printing solution. Brother is urging resellers 
to make the most of the devices’ cloud printing capabilities to drive sales to mobile 
workers and to encourage existing customers to download new firmware with the 

latest printing solutions.

Printing without 
boundaries
...continued

Not waving, but printing
Cortado, which already offers authentication by 
smartphone and QR code on its Personal Printing 
Essential secure pull printing solution, has 
now added authentication by NFC (Near Field 
Communications).

Handsets with embedded NFC chips that 
are able to communicate wirelessly with other 
NFC-enabled devices are becoming more 
common. Research company Informa Telecoms 
& Media is predicting a big rise in the number of 
NFC-enabled handsets from almost 44 million 
or 3.5% of new handsets in 2011 to more than 
630 million or 40% of new handsets in 2015.

The addition of NFC authentication for 
Android and Blackberry devices to version 2.0 
of Cortado Personal Printing Essentials gives 
users another, touch-free means of identifying 
themselves at a device in order to release a 
secure print job.

Personal Printing Essential doesn’t require 

the 
customer 
to invest 
in new printer 
hardware and can be used 
with virtually any printer in conjunction with 
a choice of authentication methods, including 
swipe cards or BlackBerry/Android smartphones 
with QR codes and, now, NFC. 

Another new feature in version 2.0 is a user 
console that allows the user to view outstanding 
print jobs at any time and delete ones that are 
no longer needed. 

Personal Printing Essentials costs EUR2,500 
for the server software plus EUR 30 per user. 
Users can download a free demo version at 
www.thinprint.com/demo
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Visualize green initiatives

www.safecom.co.uk

Save-O-Meter

Savings:

Total: 45,000B/W: 25,000

Trees: 3

Color: 20,000

C02: 1,305 kg H2O: 450 m3

Month WeekYearTotal

30%
Saved

We help you change printing habits, control costs
and protect the environment

Safecom is one of the world’s leading 
developers of software for the printing solution 
industry and its customers. Our solutions are 
known for their unparalleled ability to offer 
companies and organizations a better way to 
manage and optimize their printing services. 

Products help simplify company printer 
infrastructures and streamline printing 
workflows. Direct results include reduced 
printing costs, increased document security, 
improved environmental credentials and a 
continuously productive print environment.  
 
Exciting opportunities exist for Print & 
IT Resellers who want to add real value 
to the customers business experience and their 
own portfolio of products.
 
Call 0845 838 7023 today 
or visit safecom.co.uk to 
join the Safecom Partner 
Program.
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Well I didn’t know that...
Why do golf courses have 18 holes?
There is a delightful story about this that says 
that one of the members of St Andrews golf 
club in 1858 pointed out that it takes exactly 
18 holes to polish off a fifth of a bottle of 
scotch, providing he allowed himself one shot 
a hole. Therefore a game of golf was finished 
when the scotch ran out. Sadly this is just a 
story, St Andrews originally had 22 holes – 11 
fairways played both ways. In 1764 two of 
the fairways were considered too short and 
attached to the others to make 9 and 18 
holes. When the original rulebook was drawn 
up by the Royal and Ancient Golf Club of  
St Andrews 18 holes became the norm.

When was the first e-mail sent?
A man called Ray Tomlinson sent the first 
e-mail in 1972. He was also the man who 
thought of using the @ symbol to separate 
the name of the user from the name of the 
computer.

Why do we drive on the left in 
England when the rest of the world 
drives on the right?
This is a bit of a trick question as over 
50 countries drive on the left including 
Commonwealth countries such as Australia, 
New Zealand, Pakistan & Jamaica, also Japan 
and Indonesia. The custom is thought to 
have originated in England during the middle 
ages when life was more dangerous. As most 
people were right-handed they rode on the 
left of the road to leave their sword arms free 
in case of any trouble. Napoleon ordered the 
French to travel on the right as this was the 
traditional side for the French peasantry during 
the monarchy: this law was extended to all 
territories conquered by him.

These facts come from “Fascinating Facts and 
Curious Questions” a book published by Tobar 
and available on Amazon.
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Last Words

Simply tell us what these are!!
The winner will be announced in the next issue of  

PrintIT Reseller. Email your entries marked What Is It!! to: 

email: comp@printitreseller.co.uk

or fax to 01737 240728

or visit www.printitreseller.co.uk and enter online.

Entries to be received by 31.01.2012.

A >

B >

C >

FREE PRIZE DRAW 
...a crate of beer or 
case of wine

Sometimes we stare so long at a 
door that is closing that we see too 
late the one that is open. 
Alexander Graham Bell  
(Inventor of the Telephone)

Genius is one percent inspiration and 
ninety-nine percent perspiration. 
Thomas A. Edison (Inventor of the Light Bulb, 
motion picture plus over 1,000 other things) 

The internet will catastrophically 
collapse in 1996. 
Robert Metcalfe (Developed the Ethernet)

Footnote: He promised to eat his words if it did 
not – he took a printed copy of his column that 
predicted the collapse, put it in a blender with 
some liquid and then consumed the pulpy mass!

“ ”Quotes from 
technology inventors

...and I didn’t mean that!
Ted Walsh, Horse Racing Commentator – ‘This is really a lovely horse. I once rode her mother.’
Harry Carpenter [Oxford-Cambridge boat race] – ‘Ah, isn’t that nice? The wife of the Cambridge 
President is kissing the Cox of the Oxford crew.’
Steve Ryder covering the US Masters: ‘Ballesteros felt much better today after a 69 yesterday.’

WIN

Trivia
In 1886 Coca-Cola sold just 9 glasses a day 
in its first year of business...It now employs 
92,800 employees worldwide and there are 
now 1.6 billion servings every day. 
www.coca-cola.co.uk
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