
Reduce print costs
while making a 
difference.
See page 16 to find out how

think it, print it
plan it green
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Who’s selling printer consumables  
to your customers?
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Maintain a lucrative revenue stream and stay at the forefront of  
customers’ minds by supplying them with branded consumables.

Find out more at www.midwich.com/consumables
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Back to School
Shop at Midwich for a range of educational printers, 

scanners, voice recorder and labelling products

Maximise value and results

Print speed of 35ppm 
4.3 inch colour LCD touch
display 
Standard 512MB memory 
Duty cycle of 80,000 pages 
per month

3760dn Colour Laser

From £325 trade 

Print educational stickers or 

labels in school office

QL700

Only £64 trade 

All-round robust design 

ideal for classrooms

Print speeds of up to 
43 ppm
Standard input capacity of
350 pages 
Duty cycle of 200,000
3 years warranty as standard
(on site service, next
business day) 

T650DNPRO  

Only £375 trade 

Easy-to-use, record lectures at the

touch of a button

High quality WMA/MP3 music
playback
FM radio tuner and recorder
Built-in stereo microphones
Up to 2122 hours recording
8GB internal memory

WS813 

Only £91 trade 

Ecological and economical printer

A4 Mono Laser Printer 
Up to 35ppm print speed 
Up to 1,200 dpi print
resolution 
First page out in 9 seconds
or less 
USB 2.0, parallel & network

FS2020DN  

Only £330 trade 

Portable, USB powered 

compact scanner

Fast – 15ppm double sided; up to 500
scans a day
20-sheet automatic document feeder
Scan-to-cloud including SharePoint,
Google Docs and Evernote
Easy ‘plug and scan’ to PC or Mac –
no setup required
Dedicated card reader for ID cards etc

P-215 

Only £179 trade 

Save £15
FREE mono
printing for
one year*

Register today - www.technology-exposed.com/pir
In a first for the show, this year will feature three vertical solution areas showcasing
the latest technologies and their applications in a simulated ‘real-world’ environment -
Command and Control, Leisure and Hospitality, Healthcare. You’ll be surprised by the
new and exciting ways to grow your business.

Technology Solutions ShowcaseTechnology Solutions Showcase

Download the Cool 4 School brochure,
visit www.midwich.com/educationPIR

Direct thermal address
Print up to 93 labels per minute
Print labels up to 62mm wide and
signs up to 1m long
300x600 pixels
Up to 62mm wide media thickness
USB interface
1 year warranty

Midwich_Print IT Reseller AD_210x297_08.08.12_Layout 1  08/08/2012  09:30  Page 1
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This October Photizo‘s Transform MPS 
conference is coming to London. At a time 
of great change in the printer industry, this 
is an opportunity for resellers to find out 
more about this growth area, its challenges 
and opportunities. 

Hardly a week goes by without the 
launch of new products offering digital 
alternatives to paper processes – see the 
latest edition of Business Info magazine 
(www.binfo.co.uk) for several recent 
examples – so much so that Photizo is 

launching a new service to identify new 
product areas that might be open to 
printer resellers (see page 22).

While it is worth exploring all 
opportunities for generating revenue, 
there is still plenty of life left in the printer 
market and, as Olivetti recognises with 
its new dealer programme (see page 10), 
many who see their future in it. 

James Goulding, Editor
07803 087228   jamesg@binfo.co.uk
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Welcome to Issue 3 of PrintIT Reseller.

In the news
Easy does it 
The Lantronix xPrintServer Home Edition 
makes it easy for people to print from an 
iPad, iPhone or other Apple iOS device to 
an existing printer without having to install  

any software or 
drivers. The iPhone-sized, 
plug and play print server allows a USB or 
networked printer to connect straight to 
a mobile device. With automatic printer 
discovery and no configuration, all you 
have to do is open it, plug it in and print. 
Another benefit of the xPrintServer is that 
it allows a USB printer to be used by all 
networked PCs or Macs in addition to the 
iOS devices.   www.Lantronix.com



small title cost savings
Panasonic KX-MB1520 Compact Printer

IntroducIng the new PanasonIc ultra comPact, 
fast, multIfunctIonal laser PrInter.

Key features:

sPace savIng comPact body 
Small footprint, perfect for fitting into tight spaces where space  
is not always available.

slanted bacK control Panel
The control panel is designed for easy use when fitted on a  
shelf or rack.

slIm bacK desIgn
Designed with a flat back so all controls, paper and consumables 
can be installed from the front.

one touch oPeratIon 
The key buttons are located on the front for ideal operational use 
when copying and other operational options.

easy PrInt utIlIty
The freely supplied Easy Print Utility software allows users to 
edit, merge and rearrange documents prior to printing. Even a 
letterhead and/or watermark can be added. Conversion to a PDF 
document is a standard feature.

QuIcK coPy functIons 
The built in Duplex feature allows a single page print on 2 sided 
scanned items, such as Business cards.

colour scan
Scan documents in full colour and convert them into PDF via  
your PC.

Pc-fax  
You can directly print and receive faxes to and from your PC.

sPeaKerPhone
Optional functions which allows users to call the fax recipient 
after sending a fax to confirm receipt.

The PerfecT comPacT Laser 
mfP, designed To meeT The 
needs of any smaLL office  

or home office.

Panasonic System Communications Company Europe
Panasonic House, Willoughby Road
Bracknell, Berkshire RG12 8FP

Available from:

www.panasonic.co.uk/document
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In the news

Cloud desktop services provider 
Cortado (formerly ThinPrint) has 
introduced a new driver that allows 
mobile workers to print to tablets and 
smartphones instead of paper, making 
it easier than ever to access and work 
on business documents any time, 
anywhere and on any device.

The free Print-to-ePaper driver allows 3.5 
million Cortado ThinPrint users in 15,000 
organisations worldwide, with just one 
click, to create a PDF that is automatically 
delivered to their tablet computer or 
smartphone. 

Because users must create a free cloud 
desktop account to use the feature, Print-to-
ePaper will also automatically save PDFs to 
a user’s cloud desktop from where they can 
be accessed via the free Cortado Workplace 
app, edited, emailed and printed. 

Henning Volkmer, CEO of Cortado 
Inc., said: “The 
addition of 

Print-to-ePaper is a simple way to reduce 
printing costs by replacing paper printouts. 
Even more useful for end-users is the ability 
to travel light: essential documents such as 
travel details, presentations or customised 
contracts are now clearly arranged and 
easily accessible at any time on their 
smartphone or tablet.”

Print-to-ePaper is based on Cortado’s 
free cloud desktop solution, Cortado 
Workplace, already used by over a quarter 
of a million iPhone, iPad, Android and 
BlackBerry users and now, following the 
launch of an HTML5 version, PC and Mac 
users. 

The free driver is provided with new 
ThinPrint Server Engine installations and is 
available to existing users as a free feature 
install. 

Users can set up a Cortado Workplace 
account instantly at http://workplace.

cortado.com. 
Alternatively, the 
Cortado Workplace app 
can be downloaded 
from any of the major 
app stores.
www.thinprint.com/
print-to-epaper.

Mobile workers have one less reason 
to print

New research from  
Lexmark highlights the  
risk that growing use of smartphones presents to the 
printer industry, as well as the potential it has to increase 
revenue by making it easier for end users to print from 
mobile devices. Although 55% of business employees say 
that they regularly use their personal devices for work-
related activities, more than three quarters (77%) say they 
never or very rarely print from their mobile device. Almost 
half (47%) said their company had no policy in place for 
using personal mobile devices, perhaps indicating that 
businesses are still not ready to integrate and support 
employees’ personal devices in the workplace.

Oki and Toshiba to share 
expertise 
Oki Data Corporation and Toshiba have 
announced an agreement to jointly develop 
MFPs and share core technologies. 

Under the agreement the two companies plan to 
work together to develop an A4-sized MFP designed 
for managed print services (MPS) that combines Oki’s 
compact LED engine with controllers provided by 
Toshiba TEC.

In addition, the reciprocal supply of core 
technologies will enable Toshiba Tec to develop 
compact, high-precision MFPs with digital LED 
printheads manufactured by OKI Data, like the new 
e-STUDIO 2050C A3 MFP (see caption opposite). 

OKI Data will draw on Toshiba Tec’s Open 
Platform technology and strength in A3 MFPs to 
provide MPS solutions based on A3 devices. 

Based on Oki Data LED printheads, Toshiba’s 
e-STUDIO2050C/2550C/2050CSE/2550CSE are the 
smallest A3 products in their class (25ppm colour and 
B&W), yet are still packed with features including colour 
scan speeds of 50ppm; a maximum online paper capacity 
of 2,900 sheets; up to five paper sources; and a variety 
of finishing options, including a saddle-stitch finisher 
and booklet maker. Impressive workflow capabilities 
include Toshiba TEC’s e-BRIDGE X controller, which 
supports access to Google Docs, Microsoft SharePoint and 
Microsoft Exchange via optional workflow connectors; 
e-Filing functionality; and Drivve Image, which streamlines 
MFP document capture processes through automated 
scan profiles. The two CSE models feature Toshiba TEC’s 
Secure Erase Drive (SED) hard drive technology that 
encrypts all data and is designed so that if the SED is 
removed and connected to another device authentication 
will fail.   www.toshibatec.co.uk/2550CSE

Smartphone 
users do it 
on-screen

With the HTML5 client, PC users 
can take advantage of Cortado 
Workplace cloud desktop 
features with any device from 
any location

Secure connection for HP 
Laserjets 
Network specialist SEH has 
launched an integrated 
adapter for attaching HP 
LaserJet Enterprise series 
printers directly to fibre 
optic networks. The FC126 
for Megabit fibre optics 
(100BaseFX) and FC1126 for Gigabit fibre optics (1000BaseFX) 
have been developed in co-operation with HP to meet the needs 
of organisations with high network security demands, such as 
government agencies, banks, police and defence organisations. 
All cabling is integrated into the printer and inaccessible from 
the outside, with the eavesdropping-proof fibre optic connection 
running right up to the printer. The interfaces are compatible 
with the HP LaserJet Enterprise Color M551, M601, M602 and 
M603.   www.seh-technology.com

Photo courtesy of Nokia
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In the news

Fujitsu and Océ printing technology are 
helping HM Revenue & Customs (HMRC) 
save millions of pounds on the output of 
letters for UK taxpayers. 

As material subcontractor to Capgemini 
in the Aspire Partnership, which provides 
HMRC with IT services, Fujitsu is responsible 
for printing more than 500 million A4 pages 
for HMRC every year. To handle the work, it 
has invested in three Océ JetStream inkjet 
colour production systems at its Warrington 
and Shipley print sites. 

The combination of Océ’s digital printing 
technology and Océ PRISMA software 
removes the need to use pre-printed 
documents that can take up to 6 weeks 
to be delivered. Instead, each document is 
personalised on a white sheet of paper cut 
directly from a paper reel fed directly into the 
Océ JetStream printer.

The integrity of each printed page 
is assured by extra OCR cameras on the 
production printing systems that read special 

pre-composed code lines.
Fujitsu Production Manager Darryl Hyde 

said: “The real desire has been to simplify the 
supply chain and the amount of pre-printed 
stationery and to cut down costs in providing 
a fully in-line solution that provides 100% 
integrity and security. Previously we had over 
100 different pre-printed stationery types – 
now we literally start with a white sheet.”

He added: “Over the three years of the 
contract we will print over 1.6 billion images 
on white paper on over 1 billion sheets of A4 
paper. The new system of printing has removed 
the need to pre-print on over 14,600 rolls of 
paper weighing over 6,200 tonnes as well as 
the need for over 250 additional lorry journeys, 
which equates to 50,000 less road miles. This 
is contributing significantly to HMRC’s 10% 
carbon emissions reduction target.”

This year marks the 20th anniversary of Kyocera’s 
ECOSYS printing technology which continues 
to provide an economical and environmentally 
responsible alternative to the razor/razor blade model 
employed by other manufacturers. Instead of charging 
very little for hardware and a lot for supplies, Kyocera 
aims to set a realistic price for its printers and a low 
cost for consumables.

What makes ECOSYS different is the use of long-life drums 
designed to last for the lifetime of the machine. Because the 
only consumable that needs replacing is toner, running costs 
are much lower than on printers that use all-in-one cartridges 
containing the toner and drum. This system also results in less 

waste – as much as 85% less during the life of a printer 
– as a Kyocera toner cartridge has four components 
compared to more than 60 in some all-in-one cartridges.

In 1992, the ECOSYS proposition was hard to sell, 
except in eco-aware Germany, as buyers were in thrall to 
low purchase prices and rarely looked at the total cost 
of ownership. This is no longer the case and today the 
economic climate and growing focus on sustainability 
has made ECOSYS more relevant than ever.

20 years of ECOSYS

ECOSYS more relevant than ever: the FS-1500 launched 
 in 1992 (above) and its modern equivalent, the FS-1320 
(above left).

Saving millions of pounds 
for UK taxpayers: Darryl 
Hyde with a third Océ 
JetStream at the Fujitsu site 
where work is done for  
HM Revenue & Customs.

Dell moves 
up a gear
Dell is building on 
growing demand for 
its printers with the 
launch of five new 
colour and B&W laser 
printers for home offices 
and small and medium-sized 
businesses. In Q1 2012, Dell 
bucked the trend in the printer 
industry by becoming the only Top 5 vendor (in the US) to 
increase shipments both sequentially (up 2% on Q4 2011) 
and year-on-year (up 7% compared to Q1 2011), according to 
IDC WW Hardcopy Peripheral Tracker. In the UK, Dell is ranked 
5th in total A4 laser units, and fourth in unit share of the 
colour laser market. Its new devices include two new colour 
printers (the C3760n/C3760dn and C3765dnf) and three new 
mono devices (the B1160/B1160w, B1260dn and B1265dnf).   
www.dell.co.uk

In brief

End-to-end solution
Giving organisations the opportunity to 
source all of their document-related needs 
from a single supplier, Capita has launched 
a complete suite of document-related 
services including consulting; managed print 
services (including print room); hybrid mail; 
bulk transactional print and mail; e-delivery 
(SMS, email); scanning; archive and 
retrieval; and data analytics and reporting. 
David Lockie, a divisional managing director 
at Capita, said: “We are currently working 
with Blackburn and Darwen Borough 
Council to provide a complete end-to-end 
solution, from document creation and 
storage to data analysis and distribution. 
We are looking to achieve around 17% 
reduction in total print costs for the council 
while taking a holistic approach to their 
print requirements. These requirements 
include general office, bulk printing and 
mailing in an all-in-one solution.”
www.capita.co.uk

MPS award
Kyocera Document Solutions has won a 
Managed Print Services Association (MPSA) 
Leadership Award for best practices in 
recognition of its methodology and strong 
client relationships. Graham Cox, sales 
director of Kyocera Document Solutions, 
said: “We’re delighted to have the 
MPSA validate our MDS methodology as 
industry-leading best practice globally. Our 
MDS methodology, flexible approach and 
dedicated, expert teams mean that our 
clients know they will get the best possible 
solution for their business along with 
unbeatable levels of customer service  
when they work with Kyocera.”

Océ saves the taxman millions
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Totalpost is enjoying the fruits of a 
£100,000 investment in its franking 
cartridge refilling business with a big 
increase in the number of cartridges 
recycled at its factory in Alston, Cumbria. 

According to compliance manager Bruce 
Lenton, Totalpost has already remanufactured 
more than 25,000 franker ink cartridges this year. 

“This is likely to be a record year for the 
number of cartridges that we recycle which is 
great news for Totalpost, for the environment and 
for our value-focused customers,” he said.

“Over the years we have saved hundreds of 
thousands of used cartridges from UK landfill 
sites, acquiring them from other providers and 
through the returns policy we operate on all of 
the cartridges that we distribute. Cartridges pose 
a real problem on landfill sites because they are 
made up of so many different elements, including 
plastic, hard plastic pcb circuit boards and copper 
within the print heads.”

More than 95% of the cartridges recovered 
by Totalpost are recycled. Used cartridges go 
through a cleaning and testing process to ensure 
they are fit for re-use and are then filled with 
new ink and sold for less than a new cartridge.   
www.totalpost.com

Recycling investment  
pays off for Totalpost

HP opens Scottish recycling and renewal centre  
HP has opened a vendor-neutral technology recycling and refurbishment centre in Erskine, Scotland. Owned 
and operated by IT leasing subsidiary HP Financial Services, the new centre will enable HP’s commercial 
customers to recycle old equipment at the end of a lease period or during an upgrade refresh cycle 
and, where appropriate, acquire second-hand HP products. The 8,400 square metre facility significantly 
expands HP’s global asset management and recycling capability, which includes reconditioning, testing and 
certifying assets back to original manufacturing standards before resale.   
www.hp.com/hpfinancialservices

Seeding labelling sales 
To demonstrate the versatility and diverse applications 
of its labelling technology, Brother has been sponsoring 
the national plant conservation charity, Plant Heritage, 
for the last six years. Brother labelling machines are used 
extensively by the charity and National Plant Collection 
holders to label plants and seed packs and to help with 
fund-raising. For example, at this year’s Hampton Court 
Palace Flower Show, more than 4,500 labels were punched 
out using the Brother QL and PT9600 labelling machines 
and sales of Brother-labelled seed packets at the Plant 
Heritage Seed Shop raised a record £4,800 for the charity. 
Joanna Jones, Plant Heritage Fundraising Officer, said:  
“We are so very grateful for Brother’s financial support, and 
for the many labelling machines they provide for our use at 
shows and for the Collection Holders through the Brother 
Bursary scheme. The partnership works brilliantly – here’s to 
many more successful years working together”.   
www.brother.co.uk/labelling

The asset finance (leasing and hire 
purchase of business equipment) 
market grew by 9% in the second 
quarter of 2012, as over 50,000 
businesses invested in new equipment 
using leasing, according to the Finance 
& Leasing Association.

However, business equipment finance 
was down 7% compared to the same period 
in 2011 and in June, lending was 10% lower 
than a year ago. 

IT equipment finance was up by 48% 
in the second quarter of 2012. Plant and 
machinery, and car and commercial vehicle 
finance also showed growth.  

More agreements were made through 
commercial finance brokers and equipment 
suppliers, with both channels up by 14% in 
the quarter.

Julian Rose, Head of Asset Finance at 
the Finance & Leasing Association, said: 
“Awareness of the benefits of asset finance 
is growing among small and medium-sized 
businesses, and many businesses are finding 
the finance they need through one of the 
over 500 commercial finance brokers across 
the country, who are listed in our new on-
line small business finance directory.
www.smallbusinessfinancedirectory.
co.uk

Olivetti looks for  
leaders of tomorrow
Olivetti UK is helping ambitious 
entrepreneurs to set up their own 
business equipment dealerships with 
a new programme that supports them 
through every stage of owning and 
running a business.

The Gateway Programme follows a similar 
initiative launched by Olivetti 15 years ago, 
which led to the establishment of a number of 
new businesses some of which have gone on 
to become members of Olivetti’s Elite League of 
achievers.

Olivetti says it is relaunching the programme 
now because the trend for large national 
companies acquiring successful medium-sized 
dealers has, for many end users, resulted in 
the loss of the friendly, personal service they 
previously enjoyed.

It hopes that the Olivetti Gateway 
Programme will allow people with a proven 
track-record in lease sales or office equipment/
IT service to build more customer-oriented 
businesses in full confidence that they have the 
support and product range to ensure customers 
are well cared for. 

Olivetti’s range includes colour and mono 
MFPs, faxes, scanners, laptops and Android-
based tablets, as well as cash and EPOS systems.

To find out more, call 01908 547980 or 
email d.woods@olivetti.com.

Brother goes wireless
Labeller manufacturers continue to bring new capabilities 
to the labelling sector. Following Dymo’s launch of a colour 
touchscreen model, Brother has just brought out the 
industry’s first models with wireless and USB connectivity, 
the Brother QL-710W and the networkable QL-720NW. 
The latter features PT-Editor Lite LAN software which when 
installed on a network drive allows all users with access to 
it to print without the need for a full software and driver 
installation. Brother has also brought out the iPrint&Label 
app for printing labels from Apple and Android devices. With 
print speeds of up to 93 labels per minute and a built-in 
cutter, the new machines can print onto pre-sized labels for 
visitor badges, barcodes, CDs etc. or continuous paper and 
tape rolls up to 2.4in wide. Brother 
increased its labeller sales by 
70% between 2009/10 and 
2010/11.
www.brother.co.uk/
labelling

Business equipment finance declines further in Q2
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Canon has upgraded its large format colour printer 
range with the launch of two new 36in devices with 
optional MFP capabilities, the imagePROGRAF iPF760 
and iPF765.

Both models feature a number of time-saving features 
for the production of large technical documents, including a 
horizontal stacking basket for A1 plots to ensure prints stay 
organised and flat once they have been printed. 

The imagePROGRAF iPF765 also features a 250 GB hard 
drive, 32GB of which is dedicated file-processing memory for 
streamlined workflows in a networked environment or where 
large-sized documents with complex imagery are produced.

As well as applications in CAD, AEC and GIS, the new 
printers include software utilities for users in the retail signage 
industry and general office environments. It can print technical 
documents at up to 2400 x 1200 dots-per-inch (dpi). 
www.canon.co.uk/largeformat

Cura Technical is helping Oki fulfil its managed print service 
for Defra (see page 31). The Billericay-based technical 
support company is providing a range of services including 
installation, performance monitoring, technical hotline, onsite 
support, project planning, workshop repairs and disposals.

OKI MPS Business Manager Rob Brown said: “Partnering 
with Cura Technical as our chosen service delivery partner on this 

important client enables us to extend the reach of 
our Print Optimizer solution. The company is truly 
independent with a proven track record of delivering 
hardware and software support whilst meeting agreed 
service levels for a wide range of organisations.”

Jason Williams of Cura Technical said: “We are 
committed to helping OKI provide a streamlined, 
integrated approach to optimising print services within 
Defra. There is a synergy between the two companies 
in the way that we work, from auditing customer 
requirements to the delivery of a complete solution. 
This will enable organisations to achieve significant 
cost savings with a greater return on investment whilst 

streamlining workflow and administrative processes.”
Cura Technical operates a state-of-the-art contact centre and a 

national infrastructure of strategically located engineers equipped 
with the latest mobile communications devices.
www.curatechnical.com   0845 811 2000

Cura helps Oki fulfil Defra MPS
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Asset DB on a tablet
Newfield IT has added a new module 
to its Asset DB Managed Print 
Services (MPS) toolset that allows a 
sales person to conduct audits using 
an iPad or Android tablet with a 3G 
connection. 

It can also be used by the customer for 
remote data collection, avoiding the cost 
and time of sending someone to collect 
information on a small number of devices.

In addition, WebSmart, which runs on 
all key web browsers and is compatible 
with multiple operating systems, can be 
used by the customer to view and add 
comments to future state design 
proposals created in the core 
Asset DB application.

Robert 
Newry, 
managing 
director of 
NewField IT, said: 
“Asset DB WebSmart is 
another exciting development for 

the toolset that further broadens the use 
of the application, which is already used 
by 1500 MPS professionals in 17 different 
countries.”
www.assetdb.com

Canon updates wide format range

Single sign-on for  
scan and print management
New software that integrates scan and print 
management has been launched by print management 
solutions provider OCM International.

OCM Scantraq is a one-touch, end-to-end solution that 
integrates with existing applications and equipment, including 
OCM's embedded secure print, cost recovery and client billing 
print management solutions.

OCM International CEO Peter O’Farrelly said: “Companies 
are increasingly under pressure to examine corporate 
expenditures in an effort to remain operationally profitable. 
By utilising OCM Scantraq, companies have a single point of 
contact for embedded print and scan management, which can 
offer a wealth of hidden cost savings opportunities.”

OCM Scantraq enables end users to integrate paper 
documents into information workflow by converting them into 
searchable, digital files that can be routed and stored using 
one of the many connectors supplied, including Google Docs, 
Microsoft Sharepoint, and scan-to-email.

It can also automate business processes which require data 
contained in barcodes, document zones and marks by extracting 
this data automatically and feeding it into business systems, 
databases and scripts.

The software supports OCM‘s Single Sign On and is 
compatible with hundreds of desktop scanners and MFPs 
including models from Samsung, Sharp, Kyocera, Ricoh and Xerox. 
www.ocmplc.com

In the news

Jason Williams, 
Cura Technical

International expansion
PerformIT, the German developer of sales automation software and 
services for managed document services, is aiming to further increase 
its international business with the appointment of Dennis Kramer as an 
independent sales agent for international business. 

Mr. Kramer has held several senior sales positions in the industry, working with 
Bührmann (now Staples), Adobe and Electronics for Imaging. More recently, he was 
instrumental in establishing PrintFleet in Europe.   www.performit.net
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Brother is helping resellers to 
capitalise on strong revenue growth 
in the laser fax market with the 
introduction of two new models, the 
FAX-2840 and FAX-2940. 

According to Brother, the laser fax 
market has seen a recent renaissance, with 
40% of small businesses relying on fax 
as an essential business communications 
channel (source: Intel study conducted by 
Lightspeed Research in October 2011). 

Research company Infosource calculates 
that the fax market from January to 
December 2011 was worth more than 
£6.5m.

Brother’s FAX-2840 and FAX-2940 
machines are ideal for the fast transmission 
of documents, such as invoices and 
contracts. They are easy to use, with clear 
LCD screens and print speeds of 20 pages 
per minute.

Andy Forsyth, senior general manager, 
UK sales and marketing, Brother, said: 
“The value of the laser fax market presents 
a great revenue and margin opportunity 
for resellers. The performance of our fax 

machines across the channel places Brother 
as the number one laser fax vendor and the 
most demanded brand (source: InfoSource 
Data).”
www.brother.co.uk

A clever idea 
Oki has set up a new microsite to help channel partners 
sell the company’s new range of printers. The site enables 
resellers to access key sales information with two or 
three clicks and share the information with customers by 
email. There are also links to Oki’s interactive publication 
Tomorrow’s Print and its Ask a Geek service, which gives 
channel partners the opportunity to tweet or email a query 
directly to OKI experts.
www.cleverprinters.co.uk

Preton software-as-a-service 
increases margins for MPS providers
Preton has launched a software-as-a-service version of 
PretonSaver to help managed print service providers 
reduce printing costs by optimising toner consumption. 

Based on Preton’s Pixel Optimizer technology, which 
intelligently identifies and removes wasteful pixels without 
visibly impacting print quality, the new SaaS edition of 
PretonSaver combines the cost savings benefits of Pixel 
Optimizer with service-based pricing, advanced cloud-based 
remote configuration and multiple site management capabilities.

Commenting on the new service, Robert Palmer, Director 
of Office Document Solutions at Photizo Group, said: “Photizo 
Group believes that the real value of PretonSaver SaaS is its 
ability to be included as an add-on for MPS programs. The 
additional toner savings should increase the margins for MPS 
providers, create more competitive pricing and create an 
additional differentiator.”

PretonSaver also makes it possible to offer flexible pricing 
schemes based on actual printing patterns by gathering an 
extensive array of information from all network and local printers 
for each print job, including page coverage measurements. 

Other information gathered by PretonSaver includes service 
alerts and consumables levels, which help an MPS streamline 
service calls and consumable shipments to customers. 

“We are offering the new SaaS edition of PretonSaver 
as a flexible pay-as-you-print service with no hardware 
requirements or set up fees,” explained Ori Eizenberg, CEO 
of Preton. “This creates a risk-free opportunity for MSPs 
(Managed Service Providers) to reduce their printing costs as 
well as create tremendous flexibility in their pricing capabilities.

Preton is offering a trial version of the SaaS edition of 
PretonSaver to qualified Managed Service Providers.
www.preton.com

New Kyocera parts 
distributor
Kyocera Document Solutions has 
appointed Chiltern IT as a Kyocera parts 
distributor offering printer and MFP parts 
either on next or same day service across 
the UK. Charlotte Elmer, IT Channel Sales 
Manager, KYOCERA Document Solutions 
said: “We wanted to broaden our 
portfolio of distributors, providing better 
operational support and more availability 
and choice in where to buy spares.”

Balreed staff rise to  
the challenge
Balreed employees have raised £22,600 for 
charity by completing the gruelling 3 Peak 
Challenge in 72 hours. Staff from across 
Balreed’s operations and offices came 
together to conquer Snowdon in Wales, 
followed by Scafell Pike in England and 
finally Ben Nevis in Scotland. Money raised 
will be donated to The Lord’s Taverners 
children’s charity and used to purchase a 
specially adapted minibus for the disabled 
and disadvantaged children of Phoenix  
Pre School in Bromley.
www.justgiving.com/balreed3peaks
www.lordstaverners.org/index.cfm

Andy Forsyth

Fax isn’t dead, says Brother
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These new recruits will be assisted 
through the maze of owning their 
own business equipment dealership 
and, as they continue to grow and 
enjoy success, will be supported, by 
Olivetti, who have more than 100 
years’ experience in the industry and 
a world-renowned brand heritage.

The programme is designed to 
encourage business people, with a good 
head for business and a will to succeed, 
who have always desired to work on their 
own initiative, and run their own company, 
but have not had the help, support or 
direction in place to be able to do so.

Background to the Gateway 
Programme
Some 15 years ago, Olivetti launched a 
new dealer start-up programme similar 
to Gateway. Some of the dealerships that 
came on board, then, are still Olivetti 
dealers and are among Olivetti’s Elite 
League, recognised as Olivetti’s best 
achievers, with profitable businesses, 
often with more than one local branch or 
showroom, well managed sales and service 
teams and an extensive customer base.

Today these dealerships remain an 
integral part of the Olivetti ‘family’, with 
partnerships built for the long-term. These 
top dealerships are the successful role 
models on which the Gateway Partner 
Programme has been designed, and 
Olivetti realises that the time is right to 
reach out to the next generation of dealers 
who want to control their own business 
destiny, but are concerned about how they 

achieve their goals.
With the rise of large, 

multi-layered national 
companies, acquiring 
successful medium sized 

dealers across the UK, 
Olivetti and its dealers have 

discovered that end users, now 
faced with a new supplier not of 

their choosing, can often feel that  
they have been abandoned and are 
concerned that they have lost the friendly, 
personal service they previously enjoyed. In 
fact the result can be a growing suspicion 
of the new organisation and a frustration 
at becoming ‘just another number’.

To combat this the Olivetti Gateway 
Programme will allow those, who may 
have experienced this aggressive and rigid 
business activity, at first hand, to start 
afresh and build a new business based 
on the local business ethos of “people 
buy from people” with the comforting 
knowledge that they have the resources, 
behind them, to ensure their  
customers are well cared for.

Be your own boss with the     
  Olivetti Gateway Partner  
    Programme

The Gateway 
Programme 

aims to 
build a new 
generation 

with flair  
and vitality

In short, the Gateway Programme 
aims to build a new generation with flair 
and vitality but with improved business 
transparency between manufacturer, 
dealer and the customer.

The Gateway Recruitment Criteria
The Gateway Programme is ideal for 
people who can demonstrate:
n  A natural drive to run their own 

business
n  Vision for taking the business forward – 

in the short, mid and long-term
n  A good credit rating to show that they 

have a head for finance
n  A proven track-record in lease sales or 

in office equipment or IT service
n�  A desire to learn and be the best
n  Self motivation coupled with the 

humility to ask for help
n�  A proven ability to work with people 

and show empathy
n  Reliability, integrity and honesty
n  That they are prepared to work hard to 

reap the rewards that brings.

Olivetti UK is launching a brand new initiative to recruit 
enthusiastic business people to become first-time dealers 
within their UK Dealer Network. 
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Olivetti‘s 
range is one 
of the most 
comprehensive 
and diverse 
within the 
industry, which 
gives Gateway 
dealers a huge 
advantage.

What does the 
Programme consist of?

Flexible Options
The Gateway Package offers a choice of 
support options, which means we have 
a flexible approach to building business. 
In some instances people coming into 
the industry, for the first time, will have 
nothing, apart from a Bank loan and a 
business plan. Others may already have 
some business equipment sales or service 
experience or may already have a business 
partner to handle either the sales or 
service side of the business. 

Olivetti will be able to guide a Gateway 
dealer through the programme contract 
and its terms and conditions, which 
protects both Olivetti and the Gateway 
dealer, to make sure that all aspects of 
the business are understood and can be 
managed.

As well as helping the Gateway dealer 
through the business planning process 
Olivetti has plenty of ideas for helping 
businesses keep their accounts and 
finances in order, so that the Gateway 
dealer stays financially secure and can 
start to build towards a healthy profit, 
while maintaining regular payments to 
its suppliers. Financial management and 
administration are areas that are crucial 
for any Gateway partner. Without these 
aspects firmly in place, problems can occur 
very quickly.

Access to a very wide range of 
products
Olivetti’s range is one of the most 
comprehensive and diverse within the 
industry, which gives Gateway dealers a 
huge advantage. The range includes the 
core business solutions such as full colour 
and mono multifunctional printers, copiers, 
fax and scanner devices and desktop 
printers.

As well as these there is an increasing 
array of excellent mobile IT products 
including laptops and Android-based 
tablets. For anyone with banking 
experience they will probably know that 
Olivetti is the world leader in the supply 
of printers to the banking and finance 
industry.

The range of cash and EPOS systems, 
to the retail and hospitality arenas, opens 
up all kinds of opportunities to new 
businesses who want to concentrate on 
growth areas.

Dedicated Account Management
Olivetti’s UK operation is one of the most 
successful in Europe because the Account 
Management team is able to work closely 

with their local dealers, bringing them up 
to speed with the latest developments, 
helping them to promote the benefits of 
the Olivetti range and understanding how 
each dealer operates, in order to motivate 
them to succeed.

A dedicated Account Manager will 
be assigned to each Gateway Dealer, 
depending upon where they are located 
and how much assistance they need. That 
Account Manager will be the main contact 
point, throughout a Gateway dealer’s 
development, to ease the transition from 
one stage to another and to help them set 
and achieve sales and business targets.

Training & Development
Once the criteria are in place, the business 
plan is accepted and the new account is 
open, Olivetti will organise sales, technical 
and demonstration training, for the new 
dealership, covering the wide range of 
products and services.

Within the training module is an 
intensive lease-finance course, which 
Olivetti has set up in partnership with 
BNP Paribas Lease Group. This is a vital 
part of ensuring complete understanding 
of the leasing side of the business. This is 
one area where complete transparency 
is vital in the Gateway Programme, as, 
far too often in recent years, the correct 
procedures for leasing products has 
become increasingly disregarded.

Whatever the circumstances, Olivetti 
will appraise the candidates to see what 
assistance they will need as they move to 
through the stages.

Assistance for Technical Set-up, 
Technical Expertise and Product Delivery

Olivetti wants the new Gateway 
dealer to be up and running, as quickly as 
possible, so, to make life simple Olivetti has 
joined forces with local Authorised Olivetti 
Service providers around the UK, to assist, 
should the Gateway dealer not have their 
own service department or provider.

Olivetti’s Direct Delivery Service is 
available for dealers who do not have a 
delivery vehicle, storage space or enough 
technical support, in-house, to install 
equipment to their customers. This is a 
perfect benefit for Gateway dealers as they 
expand their business and have to install 
more and more machines.

Product & Communications 
Marketing Support
Olivetti has built up an enviable reputation 
for the marketing support it provides for 
its dealer network. As a first time Gateway 
dealer Olivetti’s Marketing team can help 
with any amount of product information 
through the provision of product 

workshops and sales guides, price lists and 
promotions.

In addition to the product information 
available, it is also possible to order 
product brochures on-line and have 
marketing materials tailor made for 
individual requirements, including a new 
company overview brochure, assistance 
with letters, the creation of presentations, 
canvass mailers and flyers, showroom 
materials and even assistance with getting 
their company promoted in the local press.

Olivetti can help new businesses form 
a network of local contacts, whether this is 
through the Local Chambers of Commerce, 
Breakfast Meetings, Linked-in Network 
Sites or the Federation for Small Business. 
Olivetti would recommend that Gateway 
dealers attend small local business to 
business events and exhibitions, to promote 
their company, attract new prospects and 
win business face-to-face.

How do you apply for the Gateway 
Programme?
If you’ve ever thought of owning your own 
business and feel you have what it takes 
to become a Gateway Dealer, please apply 
to become part of the Olivetti Gateway 
Partner Programme by contacting us by 
phone or email now:

Contact: Dennis Woods
Tel: 01908 547980
Email: d.woods@olivetti.com
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toner cartridges

PIR: Who and what is MSE?

MD: MSE is dedicated to remanufacturing 
and distribution of toner cartridges for 
laser printers. The business was founded in 
1994 in Los Angeles, California, USA. We 
came to Europe in 2007 and established a 
Logistics Platform near Amsterdam in The 
Netherlands. We have satellite distribution 
hubs in the UK, Spain and UAE (Dubai). All 
of our manufacturing remains in the USA. 
Our Manufacturing & Technology Centre 
employs circa 900 people and we have 
280,000 square feet of manufacturing and 
warehouse space there. We are a $120M 
family owned business.

PIR: What makes MSE different 
to the multitude of other toner 
cartridge remanufacturers?

MD: MSE has established a new category 
which we call Intelligent Re-engineering. 
This is the creation of a new benchmark 
for quality, an evolution beyond traditional 
remanufacturing that stands side-by-side 
with the OEM. Intelligent Re-engineering 
encompasses a total Cradle-to-Grave 
approach to aftermarket toner cartridge 

production based on exhaustive Research 
& Development and OEM benchmarking. 
Automation and Innovation is built into 
the MSE process, which includes 18 
patented technologies and 20 additional 
patent pending technologies, resulting 
in a documented product success rate of 
99.2%.

PIR: Much has been written about 
reduced print volumes due to 
tablets, the cloud, MPS and other 
factors. How are your volumes 
currently?

MD: We are growing nicely. We will 
achieve something like 25% on the top 
line, globally in 2012. A big factor in this 
growth is our colour toner offering. Lyra, 
InfoTrends, IDC and others tell us that the 
OEM still controls 92% of the cartridge 
market (by units) for their installed base 
of colour laser devices. Given the drive 

for cost reduction that exists pretty much 
everywhere and the fact that there is a raft 
of alternatives available at significantly 
lower prices than the OEM, we are 
convinced the slow take-up generally is 
due to performance concerns. We are 
bucking this trend specifically due to our 
technology in colour. As a result we are 
penetrating this enormous blue ocean and 
providing our resellers with very attractive 
margin enhancement.

PIR: So what about MPS? 
You mentioned this as a factor 
which can reduce print volumes.

MD: MPS is a very interesting and exciting 
opportunity. For sure, significant cartridge 
volumes that were once purchased in 
a transactional model are moving to a 
managed print solution. According to 
Photizo Group, the European MPS Market 
grew 29% in 2010 and will continue to 
grow such that by 2013 it will overtake 
North America as the biggest global 
MPS market. More interestingly, what 
Photizo calls SMB (business with 250-
999 employees) will become the biggest 
segment at 55% of the total.

I would argue that the quality of a 
toner cartridge is always important. I would 
say it becomes even more important in an 
MPS model where ownership of any kind 
of issue moves upstream from the user to 
the MPS provider. The big differentiator 
offered by MSE is quality through 
technology. As a result, our take up by MPS 
providers shows no signs of peaking yet. 
The emergence of a multi-vendor brand 
agnostic approach from independents has 
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Going for growth
PrintIT Reseller spoke with 
Mark Dawson, Director 
of Sales & Marketing for 
EMEA at MSE, about what’s 
behind the toner cartridge 
remanufacturer’s growing 
success in Europe.

We are 
growing 
nicely.  
We will 
achieve 
something 
like 25% on 
the top line, 
globally in 
2012. 

Mark Dawson, 
Director of Sales 
& Marketing, 
EMEA, MSE
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copier contracts

We have 
a highly 
capable 
Business 
Development 
Manager 
located in 
the UK...

been very good for MSE. These players 
need a lower cost cartridge in order to 
compete against the vendors going direct 
and to deliver sensible margins for them to 
sustain and reinvest. 

Of course, the risks are huge because 
if the wrong cartridge vendor is selected, 
activity-based costs can sky-rocket pushing 
a deal that looks profitable on paper into 
the red when the real costs kick in. In this 
situation, MSE is able to demonstrate true 
OEM equivalence but with a significant 
price advantage. It is this competitive 
advantage that is driving MSE's growth in 
the MPS space.

PIR: How does MSE address the 
UK market?

MD: For those players that wish to stock 
and take care of their own logistics, we are 
able to supply pallet quantities from our 
central distribution hub in The Netherlands. 
We have a highly capable Business 
Development Manager located in the UK 
and we have UK nationals in our back 
office in The Netherlands. 

For players that require drop shipping, 
we have inventory on the ground in Corby, 
Northants with a third party logistics 
provider and can drop ship to individual 
users. Our web ordering capability is now 
on-line and we will happily engage with 
our customers to achieve connection 
between their ERP systems and ours so 
that toner alerts from monitoring software 
feed right through to purchase orders in 
our ERP system.

More information about MSE can be found at 
www.mse.com 

Mark Dawson can be reached at 
markd1@mse.com 

Julie McGrattan can be reached at 
juliem@mse.com and on mobile number 
07825 068500 

Established in January, the National 
Association of Photocopier and 
Printer Suppliers (NAPPS) aims to 
prevent mis-representation and 
sub-standard service by holding 
its members to a code of practice 
covering ethical business practices 
and customer service.

NAPPS director Aaron Warham told 
PrintIT Reseller: “The reputation of the 
channel has been blighted by a small 
number of companies doing dubious 
things. Some of the contractual practices 
that supposedly went away in the ‘80s 
have been around for a few years. 
Awareness of that seems to be growing 
so we are building a community of 
document companies that consumers can 
have confidence in.”

In order to become a member, a 
converged reseller, VAR or MFD (Multi 
Functional Device) dealer must go 
through an accreditation process backed 
by the UK Accreditation Service (UKAS) 
and sign the NAPPS Code of Practice.

“It’s not just a case of paying a 
membership fee,” Warham explained. “The 
accreditation process is very in-depth. We 
have 120 points of evidence to show how 
members deal with customers. We look at 
service KPIs (average call out times, first 
time fixes etc.); and we look at process-
driven things like training, the install 
process and quality management systems.”

Warham said that NAPPS currently 
has 50 channel members from all over 
the country who are benefiting from what 
NAPPS is trying to achieve. “At this stage 
our members are using their accreditation 
as a main differentiator in the market. 
Eveyone is moving towards services and 
competing around MPS and document 
management services, so competition is 
just as strong as when they were shifting 
boxes. Our members are using NAPPS 
as a differentiator: they are pushing it to 
people when they are prospecting or are 
at the proposal stage.“

NAPPS is also engaging with 
manufacturers through a partnership 
programme. “Long-term we would 

A mark of trust
PrintIT Reseller hears how a new Association that aims 
to raise standards in the print industry is giving its 
members a competitive advantage.

like NAPPS to cover the whole 
industry so we need to work with all 
major organisations. At the moment 
we work with Xerox and Adobe as 
partners and are speaking to Canon, 
Ricoh, Konica Minolta and other Tier 
1 and 2 manufacturers. We have also 
spoken to a number of Tier 1 lenders, 
the BAPC (the British Association for 
Print and Communications) and the 
National Association of School Business 
Management.”

As well as giving buyers confidence 
in the values of its members, Warham 
said that NAPPS would provide a forum 
for complaints. “If a customer has a 
problem with a member or non-member 
they can report it to us or ask for 
advice,” he said.

NAPPS, as it is currently constituted, 
cannot force members to redress a 
wrong, but it does have the ultimate 
sanction of expulsion, which Warham 
believes will be enough to maintain 
standards.

“We have a disciplinary process to 
deal with complaints. It may not be to 
the level where we can offer redress 
or financial reimbursement, but we do 
have the power to expel people from 
the Association. We are taking a moral 
position in the industry and we have to 
maintain that. The big comfort for end 
users is that if people are expelled, word 
will start to spread,” he said.
www.napps.org

Aaron Warham, Director, NAPPS
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Technology Exposed 2012 is the UK’s 
premier showcase for custom installers 
and resellers. Now in its third year, it 
is a fantastic opportunity to see the 
latest innovations from the biggest 
brands across the print, imaging, 
barcode, scanning, audio visual, audio, 
consumer electronics and security 
markets. 

Because there is no trade pricing on 
show, you can bring your customers along 
so that they, too, can see the future of 
different technologies.

Print resellers can look forward to 
some exciting product launches, notably 
Samsung’s new range of A4 and A3 colour 
MFPs, and a number of new solutions, as 
Midwich Business Manager Jonathon Francis 
explains:

“For this year’s show, the Midwich print 
division has worked harder than ever with 
manufacturers to bring solutions to the 
forefront of the show. Not only will we be 
showcasing the latest print hardware, but 
we will be demonstrating new software 
solutions including PaperCut’s cost-cutting 
print accounting and management software 
and Scanshare’s latest solution to convert 
paper documents into searchable, digital 
files.

“There will also be lots of innovative 

mobile print solutions at the show that will 
allow you to see mobile print and mobile 
scanning via some new and exciting apps.”

The focus on solutions reflects one of the 
major themes of Technology Exposed 2012, 
which this year features three specially 
designed solutions areas where visitors can 
see different technologies working together 
in ‘real-life’ scenarios. 

These include zones for:
Healthcare, which brings together 

prescription and label printing; barcode and 
scanning technology; video conferencing for 
diagnostics; digital signage and displays; as 
well as access control and security;

Leisure, which includes a pub scene 
with EPOS till solutions from Casio, audio 
products and projection solutions; an 
outdoor leisure area with waterproof screen; 
and a cinema foyer integrating large format 
displays fed by media players. A range of 
security equipment will also be incorporated 
including ZyXEL switching and a range of 
Bosch cameras.

Command and Control. The size and 
scale of this display is not to be missed! A 
fully working command and control room 
featuring a broad selection of integrated 
technologies: furniture from Intech; a 180 
degree curved projection screen from 
AV Stumfl; the Panasonic edge blended 

and warped projection solution; Bosch’s 
Praesideo digital public address and 
emergency sound system; Dexon’s video wall 
processor plus a range of security products 
from Samsung, Bosch, Flir, Dedicated Micros 
and Panasonic. 

UK first showings
In addition, there will be a range of new 
hardware products including Samsung’s 
new MFPs and hybrid displays; Panasonic’s 
interactive solutions and first ever lampless 
projector; Atlona’s Linkcast wireless HD 
distribution solution; Evoko’s touch-screen 
room booking system; the new Dexon 4000 
series video wall controller; the Avaya Flare 
Experience communication application; and 
B-Tech’s new ‘pop-out’ videowall mounting 
solution.

Meet the experts
Organised by the Midwich group of trade-
only technology distributors, Technology 
Exposed 2012 will also provide resellers 
with an opportunity to meet the group’s 
specialist divisions including security 
specialists Midwich Security; barcode, 
scanning and EPOS experts Synergix; 
pro audio specialists RW Salt; technical 
AV solutions specialists True Colours; 
specialists in residential custom installations, 
MidwichHome; leisure and hospitality 
experts Owl Visual; and integrated AV 
solution providers for residential, commercial 
and marine applications, Invision UK. There 
will also be a chance to meet Square One, 
the AV and IT distributor offering local 
insight and knowledge to the Irish market.

“From the outset, interest in Technology 
Exposed was unprecedented,” explains 
Stephen Fenby, managing director of the 
Midwich group. “The diverse range of 
vendors and the interest of the visitors who 
attend prove that our industry needs this 
event. In addition to a substantial sales 
team, we will have directors, business 
management, credit, marketing and IT 
teams on site to answer customer questions. 
Customers can also discover how we can 
help their businesses grow with our services 
such as credit facilities, data feeds, customer 
credit intelligence and marketing support.

“This year we would particularly 
encourage our customers to bring along 
their end-users in order to see products 
and solutions first hand. For resellers and 
their customers, no other show in the UK 
brings together so many manufacturers and 
technologies under one roof.”

Technology Exposed 2012 is a free 
event but attendees must register  
for the show in advance by visiting 
www.technology-exposed.com 

Diary Date

Discover how integrated technology solutions provide 
business-building potential at Technology Exposed 2012

19/20 September
Ascot Racecourse

...you can 
bring your 
customers 
along so 
that they, 
too, can see 
the future...

The diverse 
range of 
vendors 
and the 
interest of 
the visitors 
who attend 
prove that 
our industry 
needs this 
event.
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  GET MAXIMUM  
PERFORMANCE,

  FROM MINIMUM 
FOOTPRINT.

  INCREASE YOUR  
EFFICIENCY.

Our new A3 e-STUDIO MFPs enable 

you to expand your print capabilities and 

enhance your document workflow. Expect 

the performance and quality only a Toshiba 

colour system can offer. From clever 

finishing options to total document security 

– they leave nothing to be desired. 

 

So if you are looking for true performance, 

with larger brains and a smaller body, then 

our new MFPs are the perfect match for 

your business needs.  

The new e-STUDIO2550CSE series 

Expect more than meets the eye.

www.toshibatec.co.uk/2550CSE

SMALL BUT MIGHTY
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environmental printers

As businesses seek to cut costs 
and reduce their carbon footprint, 
print costs have been put under 
the microscope like never before. 
Reducing print volumes has caught 
on as a quick and easy way for 
businesses to save money, lower 
paper consumption and advertise 
their own eco-credentials.

Clearly, this trend represents a major 
challenge for the channel, with the big 
downside of lower hardware, consumables 
and paper sales. On a more positive note, 
it also gives resellers an opportunity to 
differentiate themselves from other suppliers 
and approach customers with a proposition 
tailored to the requirement for cost-
effectiveness, sustainability and eco-efficiency.

This is just what planitgreen® delivers, 
with the added bonus of a compelling 
CSR message through DMC‘s relationship 
with the Starlight charity for seriously and 
terminally ill children.

planitgreen® has two distinct but 
complementary elements: hardware sales 
and consumables.

1. Hardware 
planitgreen® offers a comprehensive 
collection of printers and MFPs specially 
selected by DMC for their cost-saving and 
environmental qualities. In order to be 
included, a device must have automatic 
two-sided printing, built-in network 
connectivity and a very low Energy Star 
TEC (Typical Energy Consumption) rating. 

To help resellers promote the energy-
saving qualities of these devices, the 
planitgreen® website publishes the 
amount of energy each model consumes 
(based on typical usage defined by Energy 
Star) and what this costs in pounds and 
pence per week and year.

The planitgreen® range currently 
features 14 printers and MFPs from three 
vendors – Canon, Kyocera and Ricoh – all 
of whom have won plaudits for their 
commitment to sustainable business 
practices. With a choice of A4 and A3 
models and colour or mono output, the 
range fully meets the printing needs 
of small businesses and medium-sized 
workgroups.

2. Consumables
planitgreen® also provides affordable 
printer supplies that your customers 
can use to save money and reduce the 
environmental impact of their installed 
base of non- planitgreen®printers and 
MFPs. 

Costing about 30% less than OEM 
supplies, the range includes premium 
remanufactured toner cartridges for 
leading laser printer brands such as HP, , 
Brother, Samsung, Lexmark, Epson, Xerox 
and Panasonic; and compatible supplies for 
Xerox solid ink printers and MFPs with, in 
most cases, 20% more yield than the OEM 
products. 

planitgreen®toner cartridges are 
manufactured in the EU in ISO 14001 and 
EMAS II factories; come with a 2-year no 
risk guarantee; and are Blue Angel and 
Nordic Swan accredited. 

During the remanufacturing process, 
only virgin cartridges are used and all 
working parts are replaced with new 
ones, including imaging drums, rollers, 
blades and microchips to restore full 
toner compatibility. Even so, making a 
planitgreen® cartridge generates up to 
2.5kg fewer CO2 emissions than an OEM 
original that uses as much as 16 times 
more material by weight.

Out of the Green  
         and into the Black

Introducing planitgreen®

How do you satisfy customers‘ need to reduce 
print costs yet still make a healthy profit?

planitgreen® from DMC Business Machines

Launched in January, planitgreen® is a complete range of 
printers and consumables specially selected by DMC for their 
environmental qualities and ability to save your customers money.

...resellers will 
be wondering 

how they 
can meet the 

needs of their 
customers 

and generate 
satisfactory 

profits.

About DMC
DMC Business Machines Plc is one of the 
UK’s leading distributors of office equipment 
and EOS consumables. Established in 1991, 
we have over 20 years' experience in selling 
to the trade for resale. 

We have key working relationships 
with leading global brands and are official 
distributors for Canon, Kyocera, Panasonic, 
Ricoh, Sharp and Toshiba. 

In addition, we offer an extended portfolio of 

office products including scanners, binders and 
laminators, calculators, dictation products and 
shredders from leading vendors, such as Casio, 
Fellowes, Franklin, GBC, Rexel and Riso. 

Trade customers benefit from our buying power, 
consumables inventory in warehouses in London 
and Leeds and strong, established links with 
European Partners, which enable us to provide 
resellers with a fast, reliable and cost-effective 
service.

q

a
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environmental printers

A Green Partner
Reflecting the ethos of the 
planitgreen® range, at DMC 
we are committed to reducing 
the environmental impact 
of our business operations 
and in January 2012 received 
recognition for our efforts with 
the attainment of Kyocera Green 
Partner status.

The Green Partner Programme 
is an important element of Kyocera 
Mita’s commitment to greening 
its entire supply chain. To achieve 
accreditation, channel partners must 
demonstrate that they have policies 
in place covering sustainable office 
working, sourcing and recycling. They 
also need to show that they inform 
customers about WEEE recycling 
and Kyocera’s toner returns service, 
as well as wider issues around the 
responsible use of office equipment.

There are two levels of 
accreditation, Green Partner and 
Green Partner Plus. The scheme is 
intended to give customers confidence 
that when they choose a sustainable 
printing or copying solution based 
on Kyocera’s long-life, cartridge-
free technology, they can acquire 
it through a channel partner that 
operates to recognised environmental 
standards.

DMC's goal in 2012 is to 
work towards Green Partner Plus 
Accreditation and to continue to 
contribute to a greener and more 
sustainable planet.

High quality and reliable
planitgreen® supplies have a number 
of other benefits in addition to their 
affordability and sustainability. These 
include:
n  Outstanding reliability and print quality. 

Strict manufacturing processes result in 
a failure rate of considerably less than 
1.5%, helping to build brand loyalty and 
lessen the workload for resellers;

n  MPS Ready; many lines of the 
planitgreen® range have been tested with 
the leading MPS software packages and 
feature a MPS Tested logo on the box,

n  Proud and official supporters of The 
Starlight Children’s Foundation, which 
aims to brighten the lives of seriously 
and terminally ill children by granting 
them once-in-a-lifetime wishes and 
providing entertainment in hospitals and 
hospices throughout the UK. For every 
toner cartridge sold, DMC donates 25p 
to Starlight. In this way, it has already 
raised more than £2,000 for the charity;

n  Free recycling. As part of our broader 
environmental responsibilities, DMC 
runs a free toner collection and recycling 
programme both for the planitgreen® 
range and original toners. In addition to 
planitgreen® branded recycling boxes 
in reseller premises and showrooms, 
DMC can supply collection boxes 
to businesses that have 10 or more 
printers; and

n  Eye-catching trade promotions. Until 
February 2013, DMC is giving resellers 
rewards worth a minimum of £1 back 
for every toner ordered.

As more businesses seek to drive down 
the cost of office printing, many resellers 
will be wondering how they can meet the 
needs of their customers and generate 
satisfactory profits. With its combination 
of high quality, reliable performance and 
great prices, planitgreen® from DMC is a 
great starting point. 

For further details or to open  
a trade account please email  
info@planitgreentoner.co.uk or call  
020 8253 4698.
www.planitgreentoner.co.uk

   The planitgreen®advantage 

Our Brand 
• Competitive price. 
• Superior quality. 
• Attractive branding. 
• Next day delivery. 
• Environmental benefits. 
• Reward scheme. 
• International standards. 
• Awards for product quality. 
• Full and comprehensive warranty. 
• Charity association. 
• Higher yields on some of the toner range. 
• Cross machine capability. 
• Recycling programme. 

Our Suppliers 
•  Sourced from only quality manufacturers 

within the EU. 
• Private label and marketing support. 
•  Certified and accredited to ISO 9001/14001, 

DIN, EMASII, Blue Angel and Nordic Swan. 
•  Quality Assurance, 100% post tested, 

Samples retained. 
• Full comprehensive 2 year warranty. 
• Immediate replacements repair and credits. 
• UK-based support. 
• Recycling and collection programme.
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distractions

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.

© 1995 - 2011 Nuance Communications, Inc. All rights reserved. Nuance, the Nuance logo, eCopy and Equitrac are trademarks or registered trademarks of  
Nuance Communications, Inc. and/or its affiliates in the United States and/or other countries.
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Cooking is a science as well as an art. 
It requires precision in mixing your 
ingredients and a unique flair for 
creativity in order to stand out in a 
sea of competitors.  

With customers holding onto equipment 
longer and page volumes flat, the print and 
imaging industry is faced with a very real 
decline in traditional, product-led business 
models that appears to be going beyond 
cyclical economic conditions. With the 
heat in the kitchen rising to uncomfortable 
levels, what is the reseller to do?

Managed Print Services (MPS) has 
become the go-to strategy that successful 
providers are using to gain sustainable 
advantage in tough economic times. But 
what are the ingredients that are key to 
their success?

In late 2011, I began assembling a 
group of leading MPS providers from 
around the world to help quantify 
anecdotal evidence that we at Photizo were 
hearing in our discussions with the channel. 
We call this group the Hybrid Provider 
Index, a leaders’ index for MPS that 
consists of leading Hybrid Providers (more 
than 25% MPS revenue) and Services 
Providers (more than 80% MPS revenue) 
ranging in size from $3 million up to $425 
million in annual revenue.

Just as a thermometer signals whether 
the temperature is too hot or too cold, this 
index provides a market-leading indicator 
for managed print services from the 
reseller’s perspective.

This year, we expanded the number of 
providers in the index and launched the 
MPS Provider Scorecard, which includes 
more than 450 metrics that providers can 
use to gauge the readiness and health of 
their MPS practice compared to the best 
in the industry. One of the key differences 
in our scorecard is that we surface low 
and high values in the range, so that you 
can use it in much the same way as you 
would a recipe: you can follow the recipe 
exactly or you can add, remove or adjust 
ingredients as you see fit. 

Whichever approach you favour, 
our analysis shows that there are 
five staple ingredients every MPS 
practice must have in order to 
achieve success:

1) Be prepared to get dirty.
I don’t know about you, but I’ve found that 
cooking can be a pretty messy ordeal, but 
one that's worth it in the end. The leaders 
we spoke to understand this concept and 
aren’t afraid to roll up their sleeves: they 
believe in being highly focused on the 
task at hand. We consistently find that 
leading Hybrid and Services Providers either 
lead with or include MPS as part of their 
customer-facing story every time: 85% of 
them have dedicated MPS executives, and 
those that don’t ensure that all of their 
executives have MPS-related responsibilities. 

2) Understand the sales cycle.
If you were to cook your dish too quickly 
or leave it on too long, you’d surely not be 
satisfied with the results (and may even be 
unwell if you ate it). Leaders understand 
their sales cycles very well: the ones we 
have spoken too tell us that when they 
rush the process, it almost always turns 
out badly. We found the typical sales cycle 
for small and medium-size (SMB) accounts 

averages 78 days, while larger accounts 
take on average 192 days to close.
Many pundits emphasise the value of 
an MPS assessment, but we wanted to 
quantify it, so this year we introduced a 
‘revenue per assessment‘ measure. We 
took the reported MPS revenue and divided 
it across the number of assessments 
performed, much as you would in revenue 
per employee calculations. We found 
that assessments were indeed valuable, 
generating $43,500 per assessment.

3) Build a culture of engagement.
In order to be pre-eminent in their 
marketplace, Hybrid and Services Providers 
have realised they must empower 
employees to serve their customers. To 
keep this kitchen running smoothly, it takes 
a high level of engagement. Our index 
shows that leaders average one manager 
for every six employees and generate 
revenue of $227,000 per employee.

4) Automate processes to scale the 
business.
If you’ve ever put together a dinner party 
for dozens of guests, you know how 
much effort can be saved by using the 
right tools for the job. Just as industrial 
kitchens prepare large-scale meals, leading 
providers have learned to tune up their 
processes in order to maximise profit. On 
average, they service about 5,000 devices 
in their MPS fleet (with a maximum of 
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Cooking Up MPS Success
Ken Stewart, Director of Channel Analysis at the Photizo 
Group, outlines the five key ingredients of MPS success 

continued...

Infographic 
showing a 
summary of the 
top MPS provider 
metrics captured 
in Photizo Group’s 
Hybrid Provider 
Index.
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about 25,000 devices). The pay-off is that 
they can manage 1.75 million pages per 
service technician per month and expect 
to realise an average of 95,000 monthly 
pages per MPS customer. This equates to 
roughly 2,044 pages per month per MPS 
device managed.

5) Target profitability.
After all that effort in the kitchen, the 
pay-off is when you sit down to eat the 
meal you’ve worked so hard to prepare. 
Things are no different for leading providers 
for whom profit is a key motivator. These 
providers still leverage hardware as a 
fundamental part of their strategies, but the 
profit was typically derived from other parts 
of the overall packaging.

Transform 2012
To learn more about being 
successful in managed print 
services, attend Photizo Group’s 
Transform 2012 event to be held 
at the Twickenham Rugby Stadium, 
9-10 October. The channel event 
of the imaging industry, Transform 
covers topics ranging from the 
early stages of managed print 
services adoption to advanced 
Hybrid Provider issues.

Ken Stewart will be hosting a 
pre-conference workshop for MPS 
providers on October 8. Topics to be 
covered include Measure of Success: 
A Candid Look Inside Champion 
MPS Providers and The Perfect MPS 
Assessment: Building Your MPS 
Assessment Practice to be Structured 
and Repeatable.

Get more information at  
www.photizogroup.com/
europe2012

Ken Stewart is Director of 
Channel Analysis at Photizo 
Group and founder of the industry 
blog ChangeForge.com. Stewart acts 
as a leading advocate of MPS channel 
research and consulting. A decorated 
former Marine, he has successfully 
navigated the technology and business 
landscape for over a decade, advising 
businesses on using technology 
processes and manpower to overcome 
challenges.

continued...

“To say that the hard copy industry is in a 
state of transformation may be too mild  
– it is in upheaval,” says Charles LeCompte, 
Photizo analyst and director of Photizo’s 
new Digital Workflow Transformation 
Advisory Service (DWTAS).

The state of upheaval began with the great 
recession, which started at the end of 2008. At that 
point, the decades of steady growth in the industry 
were brought to a halt, and hard copy revenue at 
most companies fell between 25 and 35% during 
the recession. “It has been the industry’s recovery, 
or non-recovery, that has been the rude surprise,” 
says LeCompte. “In the past three years, even at 
the most prosperous hard copy company, revenue 
remains far below the pre-recession peak.”

A range of factors has played a role in the 
industry’s woes, from the series of natural 
disasters in 2011 to the strong yen and the spread 
of managed print services, which have driven 
organisational imaging costs down by 25-30%. But 
beyond these factors lurks a bigger fear: that the 
post-recession plateau in printing is the beginning 
of an inexorable decline, driven by a permanent 
shift in how people use high technology. In 
particular, the advent of Apple’s iPad in 2010 sent 
a shiver of fear down the industry’s spine. Tablets 
have proven immensely popular and seem well 
positioned to displace print.

For decades, there have been predictions of a 
‘paperless office’. This has never come true, but 
the iPad makes the paperless office a much likelier 
prospect. In retrospect, it is clear that the barrier 
that kept the paperless office from becoming a 
reality was the lumbering PC, which was so slow, 
heavy, and clunky to use that printing really was 
a superior document-viewing option, even though 
that choice cost customers $160 billion per year.

Anecdotal evidence supports the 
printer industry’s fears. 
One insurance 

Hard Copy Industry Faces 
Upheaval as New User 
Technologies Disrupt 
Traditional Business

Photizo Group Launches New 
Service Charting Future Growth 
and New Opportunities for the 
Industry

Photo courtesy of Apple

company gave all of its executives iPads, and the 
result was a 25-30% drop in the page volumes 
printed by  executives. We have heard many other 
similar stories. Even with 80 million or so iPads out 
there, it is not likely that the Apple device has had 
much impact on total print volumes yet, especially 
print volumes in office environments, where the 
iPad and other tablet devices are just now gaining 
traction.

It is now clear to most people in the hard copy 
industry that a mighty storm is building, and it 
is high time to start figuring out how to survive 
it. Many printer companies are already moving 
to protect themselves by diversifying into other 
industries. Pure common sense suggests that 
it will not be easy for the hard copy industry to 
replace $160 billion in highly profitable revenue. 
Historically, companies in a dying or disrupted 
market seldom successfully leap into new markets.

“Here at Photizo, we plan to watch and 
measure the industry’s transformation – or non-
transformation, as the case may be – very closely,” 
says LeCompte. Photizo has just launched a new 
service, the Digital Workflow Transformation 
Advisory Service, which has a two-fold mission: to 
keep a close eye on existing hard copy firms and 
track their evolution while scanning the horizon for 
new firms, technologies and markets that offer the 
industry a path for growth.

Photizo’s new service examines the 
transformation of workflow and provides 
clients with analysis of the shifting imaging and 
information market. A comprehensive guide 
to future opportunities, the Digital Workflow 
Transformation Advisory Service provides a critical 
window into the drivers and impediments to 
change, how competitors are reacting to or even 
driving this change, and what it means to the 
imaging market.
www.photizogroup.com/DWTAS



Ask your sales rep for a copy of 
our new  MPS EngineeredTM 

marketing piece

QC
5 STEP

PROTOCOL
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TECHNOLOGY

QUALITY
COMMITMENT

ISO 9001

 MPS ENGINEERED Quality Control

Real World Test Protocols

Patented Sealing • Welding Technology

Custom Raw Material Formulas

STOP

GO
Real World Tests

More Profitable MPS Programs Depend on Reliability and Quality! 
Reduces Inventory
Reduces Freight Costs
More Environmentally Friendly

✔
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✔

NOT ALL EXTENDED YIELD
CARTRIDGES ARE CREATED EQUAL...

At MSE, every aspect of our Extended Yield Cartridges, from quality and 

reliability to aesthetics and environmental impact, are thoroughly analyzed on 

an ongoing basis. We look for areas of improvement over the industry 

standard and create ground-breaking technologies to keep pace with OEM 

design. The result is a better built, higher quality, more competitive MPS 

EngineeredTM product. 

QUALITY

Experience the MPS EngineeredTM Difference!

Why choose MSE MPS EngineeredTM?

Featuring Our Latest Release:
64X Extended Yield (P4015/P4515 Printers)
40,000 Page Cartridge!

Introducing

Extended  Yield 
Cartridges

MSE EMEA

e-mail: info@mse-europe.com 

© Copyright 2011 Micro Solutions Enterprises. All rights reserved. All trademarks referenced are registered trademarks of their respective owners. All model designations are for compatibility purposes only.

 Landbouwweg 27 • 3899 BB Zeewolde, The Netherlands • Tel: +31.36.522.2601 • Fax: +31.36.522.6875

Recycler Aug 11 ad.pdf   1   7/8/11   4:06 PM



An exciting new way for you 
to generate extra revenue!
• Little or no investment to set up
• Supply a range of free POS
• You can earn up to £19.83 per phone sold**
• Full product support 
• Customers can save up to 70% off buying a new phone*
• Every mobile phone has a 30 day guarantee
• Free UK delivery on every order

Interested, contact us today on 0800 660 077 
or email us sales@jettec.co.uk

www.purplegossip.com
*  Based on the RRP of a brand new HTC Touch HD2
** £19.83 (ex VAT) based on receiving 10% commission when selling a Blackberry9900 through the Purple Gossip Refurbished Mobile Phone Referral scheme.

Get direct access to thousands of potential customers

Packages start 
from as little as

£199

www.svbusinessclub.com

2012 Blancpain, British GT and BTCC Clio Cup title challengers
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Two years after entering the A3 
workgroup MFP market, Samsung 
has introduced its second generation 
devices plus a new range of A4 
colour MFPs. 

Samsung expects the new A3 and A4 
models – 11 series in all – to strengthen 
its position in the business sector and 
the all-important managed print services 
market, whilst also helping it to achieve 
Number One position in the A4 laser market. 
Samsung is currently Number 2 in Europe 
overall and Number 1 in Germany and Italy.

In Europe, but not yet in the UK, 
Samsung has also introduced an inkjet 
printer through a collaboration with Kodak. 
Samsung senior vice president of IT Solutions 
Joosang Eun said Samsung would continue 
to monitor this market.

“We have recently launched an inkjet 
printer which has been co-launched 
together with Kodak. Last May we 
introduced the product in Germany and 
soon we are launching in Italy and France. 
Inkjet is not our primary area of focus, but 
we are observing what kind of a reaction in 
that market our collaboration with Kodak 
has,” he said.

For the moment, Samsung’s main focus 
will be on its A4 and A3 laser printers.

A3 MFPs
The new A3 models – the  
CLX-9201/9251/9301 colour copiers  
(20, 25 and 30 ppm) and the  
SCX-8123/8128/8230/8240 mono devices 
– include a number of features that draw 
on Samsung’s leadership in semiconductors 
and display technologies, notably a new all-

Seven eleven

in-one board and a smartphone-like, 
fingerswipe touchscreen interface with 
40 short-cuts to access key operations 
and a useful keyword search. The 
ability to change the order of scan previews 
won’t be available before the next firmware 
upgrade.

Commenting on the new board design, 
Joosang Eun said: “Printing devices require 
many chips and many boards. We used to 
have seven chips and nine boards. But we 
have now reduced that to one chip and 
one board. This lets us reduce the number 
of components, reduce the failure rate and 
reduce power consumption.” 

When in sleep mode, Samsung A3 
devices consume only 0.189kWh – a 
60% reduction in power compared to 
conventional A3 copiers. They also consume 
less power in operation thanks to energy-
saving features like white LED scanners that 
also generate less heat and noise. 

Another first for the copier world, 
says Samsung, is the use of a 1GHz Dual 
Core CPU that enables its new MFPs to 
operate 1.5 times faster than conventional 
1GHz CPU devices. They are able to 
operate at such high speeds because Dual 
Core processors work on the same task 
simultaneously, whereas Dual processors can 
only work on separate tasks simultaneously.

Embedded Rendering Engine for Clean 
Pages (ReCP) image enhancing technology 
makes use of the high processing speeds to 
deliver enhanced colour print quality with 
sharp edges, thin lines and true 1200 x 
1200 dpi resolution.

To meet the needs of corporate 
customers and MPS engagements, Samsung 

has tightly integrated its hardware and 
software platform, providing embedded 
versions of its own solutions including 
SyncThru (device management), SmartThru 
(document capture and routing software) 
and SecuThru Lite (authentication and 
secure release printing). 

It is also continuing to expand support 
for third party applications via its Open 
Extensibility Platform (OXP), including  
eCopy, Ringdale, Safecom, Kofax and an 
embedded version of Genius Bytes’ My 
MFP, which makes it possible to customise 
workflows and MFP functionality for each 
individual user.

Colour A4 devices
Samsung’s seven new series of A4 colour 
printers and MFPs, with print speeds ranging 
from 18 to 48ppm, boast some of the same 
features as the A3 machines including a 
smartphone-like touchscreen display  
(4.3 inches compared to 7 inches on the A3 
devices); ReCP image enhancing technology; 
and Dual Core CPUs and an all-in-one board 
on the super-fast CLX-8600 series of A4 
colour copiers, the world’s fastest A4 colour 
printer.

The other A4 devices – the CLP-360, 
CLX-3300, CLP-415, CLX-4195, CLP-680 
and CLX-6260 – have Dual CPUs.

Its new A3 and A4 devices strengthen 
Samsung’s position in the B2B market and 
come with a number of features designed 
to appeal to cost-conscious SMEs including 
Samsung’s award-winning Eco Driver and 
the Easy Mobile Print app for printing from 
Android, Windows and iOS smartphones.

For more information on the  
new products, please visit  
www.samsung.com.

Samsung is introducing 11 new A4 and A3 printer 
series, including seven new colour A4 models, as it 
strengthens its B2B portfolio in a push to become the 
Number One laser printer supplier.
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This lets us 
reduce the 
number of 
componets, 
reduce the 
failure rate 
and reduce 
power 
consumption.

MFPS
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Micro-P launches  
  new print division

As one of the UK’s leading ICT distributors, Micro-P believe 
in offering resellers the right product, at the right time, 
at the right price and providing information to help make 
informed buying decisions suitable for all markets.

Established for over 30 years, Micro-P’s 
print pedigree dates back to the sale 
of the first daisywheel printer in the 
‘80s and the launch of Epson in the UK 
channel in the ‘90s. Today, it is a major 
distributor for leading print brands 
including Brother, Xerox, Lexmark, 
Samsung, Oki, Dell, Epson, Tally 
Dascom, Konica Minolta and Plustek.

Following the arrival of Dan Lenan 
General Manager (Print), Micro-P has 
invested significantly in its print division 
to provide its valued customer base with 
an unrivalled level of service and support, 
including new sales specialists and product 
experts (see below).

These additions, along with a major brand 

vendor portfolio and extensive SKUs coverage, 
positions Micro-P at the front of the printer 
and consumables distribution market. 

Dan Lenan says: “We’re committed to 
continuing to bring fantastic offers, service 
and sizeable margin opportunities to the 
channel, from entry level inkjet, right the 
way through to high-end A3 multifunction 
devices and everything in between.

“I’d like to introduce you to all the 
members of the Micro-P print division and 
invite you to contact us to discuss your 
printing and consumable needs.”

For pricing, availability and further 
information contact the Micro-P Print 
Division on 01256 707070 or visit  
www.micro-p.com

I’d like to introduce you all to the members 

of the print division here at Micro P. In 

recent months we have made significant 

investments into this business unit with 

regards to resource and support that we 

are able to provide to our valued customer 

base. These additions, along with the vendor 

portfolio and coverage of SKU’s across 

these vendors, positions Micro-P at the front 

of the printer and consumables distribution 

market. We’re committed to continuing to 

bring fantastic offers, service and sizable 

margin opportunities to the channel.

Best wishes

DAN LENAN
General Manager - Print

Ben Robinson
Marketing Manager-Print 
benro@micro-p.com
01256 774134

Phil Miller
Business Manager 
philipm@micro-p.com
01256 774076

Nathan Price
Sales Specialist Xerox
nathanp@micro-p.com
01256 774086

Carla Allen
Sales Specialist Dell
carlaa@micro-p.com 
01256 706952

Ross Chapman
Sales Specialist OKI 
rossc@micro-p.com
01256 774047

Charlotte Gillooley
Sales Specialist Lexmark 
charlottey@micro-p.com
01256 744048

Lara Jarvis
Product Manager Xerox 
laraj@micro-p.com
01256 774072

Deon Denny
Product Manager Samsung
deond@micro-p.com
01256 774087

Dan Wogan
Product Manager Epson
danw@micro-p.com
01256 707070

Maxine Pedley
Product Specialist Consumables 
maxinep@micro-p.com
01282 858759

The printer with the 
smiley face
HP’s results for Q2 2012 
highlight the decline of 
home printing, with the 
Imaging and Printing 
Group revealing a 
23% fall in consumer 
hardware units, 
year-on-year. Clearly, 
HP’s hope that the launch of web-connected home 
printers would lead to a new era of on-demand (or 
automatic) printing of customised material, from 
newspapers and magazines to recipe cards and 
colouring pages, was seriously misplaced.

Yet, here we have another company with high hopes 
for an internet-connected home printer. Developed by the 
London product and design studio Berg, the Little Printer 
scours the web on the owner’s behalf and assembles items of 
interest into miniature newspapers just 2.25in wide – i.e. no 
larger than a till receipt.

Due to ship at the end of October, the Little Printer works 
in conjunction with a publishing platform that developers, 
publishers and website owners can use to produce bespoke 
publications for individual users. 

Berg has already signed up a number of content partners, 
including The Guardian for news headlines; Google for daily 
to-do lists; foursquare for location-based services including 
restaurant recommendations for your area and the location 
of friends; and Arup, which is producing a series of mini-
publications on building projects such as the Sydney Opera 
House and London Zoo Penguin Pool. 

The Times and BBC Worldwide are also said to be 
developing material for the Little Printer that in addition can 
be used to send messages to friends and print daily weather 
reports, horoscopes, puzzles and weekly birthday reminders 
from Facebook.

In many ways, this is no different to what HP was trying 
to do – and maybe still is – but what Berg has in its favour 
is the novelty value of the tiny thermal printer with the 
smiling face and the fact that it is designed as a smartphone 
accessory which is a major new market for hardware 
manufacturers. 

Little Printer owners manage their subscriptions and 
set up printing times via their iOS, Android or Windows 
smartphone and the Berg Cloud Remote mobile website.

The web-connected home printer can be pre-ordered from 
bergcloud.com. The price of £199 includes the printer; BERG 
Cloud Bridge, which plugs into the user’s home broadband 
router and provides a wireless connection to the Web; and 
spare paper.   www.bergcloud.com

Lara Jarvis 
Product Manager Xerox 
laraj@micro-p.com 
01256 774072

Nathan Price 
Sales Specialist Xerox 
nathanp@micro-p.com 
01256 774086

Deon Denny 
Product Manager Samsung 
deond@micro-p.com 
01256 774087

Carla Allen 
Sales Specialist Dell 
carlaa@micro-p.com 
01256 706952

Dan Wogan 
Product Manager Epson 
danw@micro-p.com 
01256 707070

Phil Miller 
Business Manager  
philipm@micro-p.com 
01256 774076

Ross Chapman 
Sales Specialist Oki 
rossc@micro-p.com 
01256 774047

Maxine Pedley 
Product Specialist Consumables 
danw@micro-p.com 
01256 858759

Ben Robinson 
Marketing Manager – Print 
benro@micro-p.com 
01256 774134

Dan Lenan 
General Manager  
– Print 
01256 707070

Charlotte Gillooley 
Sales Specialist Lexmark 
charlottey@micro-p.com 
01256 744048
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Can you afford to miss the 
essential industry event?

*OFFICE MANAGEMENT *EXECUTIVE SUPPORT *FACILITIES MANAGEMENT

*EVENT MANAGEMENT *PERSONNEL & TRAINING *ESSENTIAL SKILLS *LIFESTYLE

office* is the must-attend exhibition and conference for the UK’s PAs, EAs and Office
Managers. Now in its third year, the 2012 show promises to be bigger and better than
ever. With its mix of innovative products and services, networking and inspiring seminars,
attending office* is the most important investment you can make in your career this year.

office*exhibition
See over 200 exhibitors – from office equipment to training
providers, IT solutions to corporate hospitality

office*conference
50 keynotes, seminars and demonstrations in 6 theatres
presented by the best speakers and trainers in the country

office*keynotes
Deborah Meaden of Dragons’ Den will headline the inspiring Keynote programme

office*features
Visit feature areas including the new HBAA Village and Business Travel Village
and the returning AIM Accredited Destination & Venue Village

12-13 September 2012 Olympia | London

Supporters
Media Supporters

Association Supporters

Training Partners

Official Charity Partner

Organised by

FREE*

registration
now open!
*Quote: OFF366
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London, England  |  9-10 October

MEDIA SPONSOR

Visit www.photizogroup.com/europe2012/
to REGISTER NOW!
Enter code Businfo25 to receive a 25% discount.

The premier channel event for the imaging industry

The imaging industry is undergoing 
complete transformation
— moving from a product-driven business to a services-led business. Learn 
how to survive and thrive in this new landscape. Sessions will focus on managed 
print services, new market opportunities and the future of the imaging industry.

Transform Europe brings the best education 
available in the industry together with amazing 
networking opportunities.

A Night at Hampton Court
Attendees will enjoy a royal evening in the King’s Guard 
Chamber among colleagues, partners and potential clients.

OTHER SESSIONS INCLUDE:

Sir Clive Woodward OBE
will deliver this year’s keynote,
“Creating Champions”

• Europe Is Transforming ... to What?     Edward Crowley, CEO of Photizo Group

• MPS and Beyond: Defi ning Success in Services Business     Robert Palmer, Director, Photizo Group

• Rule Breakers: Getting Customers Onboard with Print Rules     Ori Eizenberg, CEO of Preton

• Achieving Effi  cient MPS Adoption and Customer Transformation     Keith Houghton, co-founder of transcend 360

• The Importance of Mobility in the Future of Print     Jared Hansen, CEO of Breezy Mobility

• Fight or Flight: Staying Relevant for Tomorrow’s Customer     Ann Priede, Vice President, Photizo Group

• Assessments for the SMB Market     Dennis Kramer, International Sales, PerformIT

Sponsored by

Sponsored by &
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Print Smart

Takao Hiramoto, 
president of Oki 
Data Corporation

continued...

A revitalised Oki is putting last year’s 
difficulties behind it with a refreshed 
printer range and ambitious growth plans 

“LED has 
many 
advantages 
over laser 
print 
technology”

London, England  |  9-10 October

MEDIA SPONSOR

Visit www.photizogroup.com/europe2012/
to REGISTER NOW!
Enter code Businfo25 to receive a 25% discount.

The premier channel event for the imaging industry

The imaging industry is undergoing 
complete transformation
— moving from a product-driven business to a services-led business. Learn 
how to survive and thrive in this new landscape. Sessions will focus on managed 
print services, new market opportunities and the future of the imaging industry.

Transform Europe brings the best education 
available in the industry together with amazing 
networking opportunities.

A Night at Hampton Court
Attendees will enjoy a royal evening in the King’s Guard 
Chamber among colleagues, partners and potential clients.

OTHER SESSIONS INCLUDE:

Sir Clive Woodward OBE
will deliver this year’s keynote,
“Creating Champions”

• Europe Is Transforming ... to What?     Edward Crowley, CEO of Photizo Group

• MPS and Beyond: Defi ning Success in Services Business     Robert Palmer, Director, Photizo Group

• Rule Breakers: Getting Customers Onboard with Print Rules     Ori Eizenberg, CEO of Preton

• Achieving Effi  cient MPS Adoption and Customer Transformation     Keith Houghton, co-founder of transcend 360

• The Importance of Mobility in the Future of Print     Jared Hansen, CEO of Breezy Mobility

• Fight or Flight: Staying Relevant for Tomorrow’s Customer     Ann Priede, Vice President, Photizo Group

• Assessments for the SMB Market     Dennis Kramer, International Sales, PerformIT

Sponsored by
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As printer vendors struggle with 
falling sales of office devices, 
one area that continues to offer 
welcome opportunities for growth is 
production print, a very diverse sector 
encompassing everything from ‘light, 
light’ production machines to multi-
tonne monsters suitable for industrial 
printing applications.

Konica Minolta, well known for its bizhub 
office MFPs, is an increasingly important 
player in the production print sector where it 
has recently strengthened its offering at both 
ends of the spectrum. 

As well as making a big splash at drupa 
with its KM1 B2 inkjet press, the result 
of a joint venture with Komori, it recently 
introduced new entry-level colour and mono 
production devices suited to busy offices and 
central reprographics departments (CRDs) – 
the bizhub Pro C754/654 colour MFPs (up to 
60ppm colour and 75ppm black and white) 
and the Konica Minolta bizhub PRO 951 
production printer.

Mark Hinder, Konica Minolta’s Production 
Print Market Development Manager, told 
PrintIT Reseller that he expects the new 
additions to help Konica Minolta maintain its 
growth trajectory – sales grew 11% in 2011. 
“The growth we’ve seen is massive. We 
are a young company but we are growing 
aggressively, primarily because we have a 
great product line that we’re developing all 
the time,” he said.

Demand for Konica Minolta’s production 
devices isn’t confined to commercial 
printers requiring digital technology for 

A winning production
Konica Minolta launches ‘light, light’ production devices to 
meet changing needs of office buyers. 

print-on-demand, short-run printing and 
personalisation. Corporate CRDs are 
another key market as organisations choose 
to bring more jobs in-house and, in some 
cases, to market their own print services to 
external businesses.

“There is a shift occurring,” explained 
Hinder. “Corporates are tending to control 
the marketing budget better than before, so 
rather than outsource work they want to do 
it internally.”

He added that demand for ‘light, light’ 
production devices that have the durability 
and build strength of full production devices 
but simpler built-in Fiery controllers and 
restricted finishing options was also being 
boosted by managed print services that 
involve a degree of fleet consolidation.

“Sales of the Pro C754 are doing 
well because of fleet consolidation in 
offices. As customers reduce the number 
of printers deployed, they end up needing 
more centralised hubs linked to Follow Me 
printing. That’s why we’ve developed our 
‘light light’ devices,” he said.

“Where you have fleet consolidation you 
still have the same volume of print, so you 
need longer-lasting components than those 
found on office machines, with finishing and 
a controller that will meet the needs of office 
applications, but not necessarily the full suite 
of Fiery services. Nor do these devices have 
the full range of finishing you would find on 
a mid to heavy production machine.” 

Konica Minolta’s new entry-level 
black and white production printer, the 
Konica Minolta bizhub PRO 951, also has 
applications in CRDs. With a print speed of 
95ppm, average monthly print volumes of 
80,000-300,000 pages and peak monthly 
volumes of up to 1.5 million impressions, it 
meets the needs of CRDs with high mono 
print volumes. 

Highlights include a print resolution of 
1200 x 1200dpi; a wide range of lines per 
inch (lpi) options, from 40 to 300 lpi; and the 
ability to handle media from 40-300 gsm as 
standard (350 gsm optional); a tone curve 
utility that changes Raster Image Processing 
(RIP) adjustments such as screening and tone 
curves; and finishing options like stapling for 
up to 100 sheets, booklet making, z-folding 

with post insertion, GBC punching 
and automatic ring binding.

Resellers can find out more 
about the opportunities in 
production print at  
www.digital1234ww.biz.

DSales (UK) Ltd, the UK distributor 
for the Develop range of 
multifunctional copier-printers, 
has launched three new Develop 
mid-range colour multi-functionals 
featuring a smartphone-like 9in 
colour touchscreen display. 

Offering copy, fax, network print and 
network scan functionality, the ineo+ 224, 
ineo+ 284 and ineo+ 364 have respective 
print speeds of 22, 28 and 36 A4 pages 
per minute for both colour and black and 
white output. 

They output at resolutions of up to 
1,200dpi onto a wide variety of media up 
to 300gsm including paper sizes from A6 
to SRA3 and banners up to 1.2 metres in 
length. Finishing options include booklet 
making (up to 80 pages), stapling, hole 
punching and various kinds of letter 
folding. 

All three systems are available with a 
choice of energy saving LED scanners: the 
Reversing Automatic Document Feeder 
can scan 80 images per minute, while 
the optional Dualscan ADF can scan both 
sides of a document simultaneously at 160 
images per minute. 

The ineo+ 224/284/364 are certified to 
the computer security standard ISO 15408 
EAL 3 and come with IPsec, S/MIME e-mail 
encryption, IP filtering, hard-disk encryption 
and, when required, data erasure. Access 
control options include PIN codes, finger-
vein scanning or contactless smart cards.
www.dsales.co.uk

The bizhub PRO 
C75: stand-out 
features include 
a new 9-inch 
multi-touch 
colour screen 
and intuitive, 
smartphone-
like ‘touch-

and-swipe’ 
interface; 
and single 
pass duplex 
scanning 
for faster 
throughput.

DSales launches new 
office colour systems

Konica Minolta bizhub PRO 951
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As the Government department 
responsible for the environment,  
Defra (The Department for 
Environment Food and Rural Affairs) 
has an interest in reducing the 
environmental impact of its operations 
and finding ways to save money. 

On the advice of IBM, its IT managed 
services provider, Defra recently replaced 
the ad hoc procurement of printers and 
consumables with a managed print service 
(MPS) delivered by Oki. In doing so, it has 
cut costs and reduced CO2 emissions from 
office printing by 47%.

Covering 120 of more than 170 Defra 
sites across the UK, the solution devised 

Reduced greenhouse gas 
emissions are a major selling 
point for MPS, as new 
implementations by HP and Oki 
demonstrate

by Oki is a classic MPS implementation 
featuring printer rationalisation; automatic 
just-in-time consumables delivery; remote 
monitoring; agreed service level agreements 
(SLAs); telephone and engineer support; and 
an all-inclusive fixed cost per page.

Site visits
Before devising a solution, Oki analysed 
printer deployments and business processes 
at Defra sites throughout the UK, from 
large central London offices to small remote 
buildings in the Shetlands and Orkneys.

“We audited 170 sites nationwide, 
noting the devices and site requirements,” 
explained Rob Brown, business manager for 
Oki Managed Print Services. “Just because 
an environment has A3 colour MFPs doesn’t 
mean they use A3 or the advanced features 
such machines offer: they might just need an 
A4 mono device.”

Based on its observations, Oki suggested 
a reduction in the number of print devices 
from 1,384 to 548, standardisation on a 
balanced selection of Oki models and the 
introduction of paper-saving measures.

“Reducing the fleet on such a scale 
brings big savings in power consumption, 
and the machines have deep sleep mode 
that delivers further cost reductions and CO2 
savings, which in total amount to nearly 
50%,” Brown said.

He added that Oki is also encouraging 
more responsible and efficient printing 
practices. “Defra itself had some simple 
requirements like using default duplex 
and mono output, but we also integrated 
secure release functions, which improves 
document security because a document isn’t 
released until the user enters a PIN number, 
and made the move to MFPs and scan-
to-email and scan-to-network to improve 
document processes. In the future, we aim to 
consolidate and remove fax machines.”

As part of its service, Oki provides 
quarterly reviews and continuous 
assessments of how processes can be 
improved, based in part on Oki’s on-going 
monitoring of print activity. Although Defra 
sites are far-flung, they are connected to 
the main central network, which allows 
data collection agents to monitor printers 
remotely, check consumables levels and 
pick up on any problems as they happen 
or, in some cases, pre-empt them. Data on 
printer usage also makes it possible for Oki 
to fine-tune printer deployments in line with 
changing printing habits.

HP and Logica
Business and technology services company 
Logica is another organisation eager to 
reduce its carbon footprint.

“We first measured our carbon footprint 
in 2006 and started a universal campaign 
called Stamp Down our Carbon Footprint,” 
explained Logica’s UK head of health, safety 
and environment Arlette Anderson. “Having 
set a base line, we are now two years into 
a long-term goal to reduce our carbon 
emissions by 50% by 2020.”

As part of this programme, Logica has 
enlisted HP to help reduce the environmental 
impact of printing by almost 6,000 users at 
23 UK locations.

An independent white paper, Alternative 
Thinking About Printing, produced jointly by 
HP and Newfield IT calculated that 5,000 
print users generate 560 tonnes of CO2 a 
year and use over 200 Megawatt-hours of 
electricity.

To reduce power usage, cut costs 
and streamline its print, Logica signed a 
Managed Print Services (MPS) contract with 
HP. As part of the MPS, HP shrank Logica’s 
printer fleet by replacing many personal 
printers with MFPs that print, copy, scan 
and fax.

The current landscape includes 83 
mono and colour HP MFPs and HP LaserJet 
printers. Fleet rationalisation combined 
with the greater overall efficiency of new 
HP print technology and the use of remote 
management to set economical ‘sleep’ 
and ‘wakeup’ times has enabled Logica to 
achieve a 32% reduction in energy usage for 
document printing.

The main culprit
HP and Newfield IT’s White Paper revealed 
that the electricity needed to power a fleet 
of printers for 5,000 people accounted for 
14.5% of CO2 emissions, with toner and 
ink usage responsible for 6.5%. By far the 
biggest source of CO2 emissions was paper.

“Our total annual footprint was some 
30,000 tonnes of CO2. Paper contributed 
between 300 and 400 tonnes of that total, 
or over 1%,” Anderson said. “To reduce 
paper usage we introduced various print 
reduction initiatives like poster campaigns, a 
‘No Print Day’ and a ‘Think Green – Keep it 
on the Screen’ initiative for email. We have 
made duplex printing the default and have 
implemented a Follow Me solution.”

As a result of these measures, Logica has 
reduced the number of prints output from 
16 million in 2006 to 9.7 million in 2011 
and cut carbon emissions relating to paper 
use from 407 tonnes in 2006 to 254 tonnes 
in 2011.

Logica is well on track to achieving its 
overall target of a 50% emissions reduction 
by 2020, based on annual reductions of 
6%. It achieved the 6% figure in 2009, but 
increased savings to 10% in 2010 and 23% 
in 2011.

managed print services

Up and  
   away

Oki suggested 
a reduction in 
the number of 

print devices 
from 1,384 to 

548...
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application management

Masters of the universal
Established in 1923, Belgium-based 
Sonoco-Alcore S.a.r.l. is a wholly 
owned subsidiary of Sonoco USA, a 
multi-billion dollar global provider 
of consumer packaging, industrial 
products, protective packaging and 
packaging supply chain services. The 
company operates six paper mills, 32 
converting plants, a recycling division, 
and is the largest producer of tubes, 
cores and core boards in Europe. 

Sonoco-Alcore’s main European data 
centre is located at its headquarters in 
Brussels, Belgium. The company deploys 
the Microsoft Navision ERP platform with 
Citrix to centralize the management and 
distribution of applications to thousands of 
users in offices and production plants across 
Europe. 

The Challenge 
A decade of growth and acquisitions across 
Europe created a highly complex and hard-
to-manage IT environment that included 
multiple isolated data farms and disparate 
systems. In order to standardise the systems, 
Sonoco-Alcore deploys Microsoft’s Navision 
ERP platform with Citrix to centralise the 
management and distribution of applications 
to its workforce. 

Although the company was successful 
with its system consolidation, it quickly 
found that there were critical printing issues. 
While Citrix provided an integrated universal 
printing driver for enterprise environments, 
its compatibility with Sonoco-Alcore’s 
underlying ERP platform was limited. Its 
auto creation of printer drivers for hundreds 
of different printer makes and models 
across the company’s network caused 
incompatibility issues and impacted the 
network’s bandwidth consumption. Print 
spoolers crashed constantly and resulted in 
a time consuming and frustrating process 
of system reboots which increased help 
desk calls. Printer availability became 
unpredictable and erratic and the network 
suffered performance degradation.

“We needed to consolidate the 
disparate systems we had inherited from 
our acquisitions,” explained Marc De 
Schryer, Manager of Computer Services 
and Infrastructure at Sonoco-Alcore. 
“This necessitated a specialised printing 
solution capable of universally supporting 
our complex IT environment and providing 
seamless printing to our workforce in highly 
dispersed locations.”

The Solution 
After evaluating multiple printing solutions, 
Sonoco-Alcore chose UniPrint because of 
its simplicity and reliability in solving printer 
driver issues within the company’s Citrix 
environment. The company deployed UniPrint 
Gateway Edition, which negates the need to 
install multiple manufacturer printer drivers 
on the application server. UniPrint’s universal 
printer driver simplifies printer management 
and eliminates incompatibility issues and 
other challenges, enabling the IT department 
to spend more time on other mission-critical 
issues. The UniPrint solution integrated easily 
with the company’s existing infrastructure 
and the initial implementation took less than 
30 minutes. 

UniPrint also enables Sonoco-Alcore’s 
remote and onsite employees across the 
continent using PCs, thin-client or mobile 
devices to print quickly and seamlessly to 
any printer. The German offices, for example, 
used different kinds of printer drivers which 
caused print spooler crashes and generated 
frequent help desk calls. Once these printer 
drivers were replaced by UniPrint, the 
number of printer-related help desk calls 
decreased by 90%.

“From the start, UniPrint was exactly 
the solution we had been searching for.  
The set-up was uncomplicated and fast, 
and the product is an extension of our 
existing system, making its integration 
effortless. UniPrint Gateway is exactly 
how we had envisioned our printing 
system,” noted De Schryer.

Specifically designed for Citrix/Terminal 
Server environments, the UniPrint solution 
created a reliable, trouble-free printing 
environment for Sonoco-Alcore almost 
immediately. By introducing UniPrint’s 
patented universal printer driver, printer 
administration issues were dramatically 
reduced. Now Sonoco-Alcore’s diverse 
worker base was able to be more productive 
without having to waste time on printing 
problems. Furthermore, the UniPrint scalable 
solution will accommodate Sonoco-Alcore’s 
growth strategy as it continues to expand 
across Europe.

De Schryer concluded: “The UniPrint 
solution fits in perfectly with our existing 
systems and did not disrupt the user 
environment. Printing is mission critical 
whether the user is based in one of our 
offices, a sales person working from home, 
a frequent traveller or a thin-client user. 
UniPrint supports all of them and provides 
a seamless user environment. That’s how 
it should be, a quick solution that helps 
you, and that’s exactly what Sonoco-Alcore 
received from UniPrint.”

Benefits of UniPrint Gateway Terminal 
Server Edition 
Sonoco-Alcore has deployed the UniPrint 
Gateway Edition to simplify printer 
management and reduce support costs, 
provide users with anywhere, anytime, any 
device printing, and enable accurate and 
stable printing from centralised applications.

Key benefits include:
n  Supports thin and fat, local and remote 

clients connecting to Citrix/Terminal 
Server 

n  Solves all printer driver incompatibility 
issues with one universal printer driver 

n  Simplifies printer management issues, 
enabling reduced support costs 

n  Enables fast, and reliable printing for all 
clients from any application to any printer 

n  Enhanced user experience, including 
access to multi-function printer features 
and PDF email and archive functionality 

Visit www.uniprint.net for a FREE 30-day 
product trial. For further information, e-mail 
sales@uniprint.net

How Uniprint helped Sonoco-Alcore 
overcome printer driver issues within its 
Citrix environment

Sonoco-Alcore 
deploys 
Microsoft‘s 
Navision ERP 
platform 
with Citrix to 
centralise the 
management 
and 
distribution of 
applications...
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Olipad 3 is the 
new multimedia 
tablet from Olivetti, 
providing hi-tech hardware 
solutions and versatile software applications. 

Ultra-slim and lightweight, this compact portable device with its 
10.1” high-definition touch screen display maximises manageability 
and practicality, and its features integrate perfectly with rapid 
accessibility to web content, guaranteed by 3G Wi-Fi and Bluetooth 
modules.

Olipad 3 is based on Google’s Android 4.0 operating system which 
and also supports Adobe Flash Player for limit-free access to all web 
content. What is more, it comes with a high-definition panoramic 
screen, ideal for the full enjoyment of image and video quality.

Olipad 3 is an interactive multimedia platform, supporting video, 
images and music. The 8 megapixel camera allows the user to take 
high-quality photos, record videos and share them in real time on the 
internet or within social networks.   www.olivetti.co.uk

Olivetti launches 
its latest  

Tablet PC, the  
OliPad 3

Huws Gray, the largest independent 
builders materials company in Wales and 
the northwest of England, has installed 39 
KODAK i2400 Scanners and 39 licenses of 
KODAK Capture Pro Software along with 
Border Merchant Systems’ (BMS) proof 
of delivery scanning module. The proof 
of delivery scanning solution enhances 
efficiency and provides Huws Gray workers 
with instant access to documentation 
associated with all deliveries made by its 
team of 70 drivers should a customer have 
a query.

The new system will digitize approximately 
15,000 delivery notices generated each month. 
KODAK Scanners and Software were supplied by 
Kodak’s reseller, BMI Solutions.

Huws Gray sells plumbing, heating and 
building materials and has its head office in 
Llangefni on Anglesey. Since it was founded in 
1990, Huws Gray has doubled in size every five 
years through organic growth and acquisition and 
now employs more than 400 staff. The company 
has expanded its branch network and opened five 

new sites in 2012. Huws Gray now operates a 
total of 39 trading locations, and each site uses a 
KODAK i2400 Scanner and KODAK Capture Pro 
Software.

“With the old paper process, if a customer 
phoned our accounts staff at head office with a 
delivery question, the specific branch would then 
have to be contacted, the paper proof of delivery 
found and faxed over,” said Michael Owen, Huws 
Gray’s IT manager. “That was a process which 
could take a day or two, as our branches are busy 
selling goods. Now everything is instantaneous as 
proof of delivery is available electronically.”

BMS recommended that Huws Gray use 
KODAK i2400 Scanners, as they are robust 
and reliable with the same workgroup solution 
implemented throughout the company to make 
support easier even though scanning volumes 
differ per branch. Furthermore, KODAK Capture 
Pro Software is simple to install and deploy 
across multiple sites. BMS also liked that both the 
scanner hardware and imaging software came 
from the same manufacturer, as integration is 
seamless.

Able to process up to 2,000 pages per day 
at 30 pages per minute, the compact i2400 
Scanners come with Kodak’s Perfect Page 
imaging technology and use next-generation 
dual indirect LED illumination, which eliminates 
traditional lamp warm-up time so staff can scan in 
black and white and color safe in the knowledge 
that the very best, crystal clear images will result 
straight away.

For more information, visit  
kodak.com/go/docimaging

Toshiba TEC and Duplo join forces to provide 
solutions for entire document lifecycle 
Toshiba TEC UK Imaging Systems has become an approved Digital 
Dealer for Duplo, one of the world’s leading providers of print 
finishing solutions. The agreement means that Toshiba TEC is now 
able to offer a comprehensive range of products that encompasses 
the entire lifecycle of a document.

Duplo is committed to using paper as a great communication device 
and this drives its development of offline tools for finishing print in the most 
effective, profitable and quality focused way. The company’s portfolio includes collators, saddle 
stitchers, binders, folders, digital duplicators and UV coaters. As well as supplying its own products, 
it is also the UK’s sole distributor for IDEAL guillotines and shredders, as well as Multigraf folding 
equipment.

By partnering with Duplo, Toshiba TEC is able to offer an entire range of document creation 
materials. This will make it easier for customers and dealers to source all the products they need via 
one preferred supplier, along with the additional benefits of preferential pricing and technical support. 
It will also enable organisations that operate under a Toshiba TEC managed services agreement to 
acquire finishing products as part of their existing contract.

When it comes to security, the end to end protection of confidential and vital information has 
never been more crucial and Toshiba TEC is the first supplier to implement self-encrypting hard disk 
drives (HDDs) in its multifunctional products (MFPs). When combined with the Duplo IDEAL 2604 
shredder the security of sensitive data contained in hard copy or electronic formats is ensured.

Highlighting the benefits that this new agreement will bring its customers, 
Jeremy Spencer, Toshiba TEC UK Imaging Systems’ marketing director, 
concluded, ‘Choosing the correct finishing solution relies on many factors  
– the type of paper and printing being used, the types of product needed, and 
the volume of work. We are delighted to now be able to provide a wide variety 
of Duplo finishing products – which means we can provide customers with a 
solution that really suits their requirements.’

For further information please call 01932 580100 or visit  
www.toshiba.co.uk/imaging

DCI/Jet Tec are pleased to launch 4 new additions 
to their extensive laser toner range which are now 
available to order from stock.

Brand Ref OEM Ref Jet Tec QRN
HP CE310A  101H031001 H310

HP CE311A  101H031102 H311

HP CE312A 101H031204 H312

HP CE313A 101H031303 H313

Jet Tec remanufacture laser toners for the most popular printer 
models including, Brother, Canon, Dell, Epson, Hewlett Packard, 
Kyocera, Lexmark, Oki, Samsung and Xerox. Their lasers toners 
are remanufactured using only the highest quality toner powder 
to ensure a perfect print every time. The new range of HP laser 
toners are expected to become a top selling product within 
their extensive range.

The Jet Tec remanufactured laser toners offer an 
environmentally friendly, cost effective alternative to OEM 
products without compromising on the quality. Jet Tec also 
offer full and comprehensive technical support on all their 
products with a free UK based customer helpline and support 
website. Every toner is print tested before leaving the factory 
and covered by a 100% 3 year quality guarantee.  

Please contact your account co-ordinator on  
0800 66 00 77 or email sales@jettec.co.uk for prices 
and to place your orders.

Huws Gray Achieves Higher Levels of Efficiency with 
New Proof of Delivery Solution, 39 KODAK Scanners 
and 39 Software Licenses 

DCI / Jet Tec launch the new 
remanufactured HP CE310A range
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As Windows XP support draws to a 
close, companies are faced with the 
arduous task of having to migrate 
their desktops to Windows 7, which 
is not as simple as it sounds. Normal 
functions such as printing become 
an infrastructure nightmare if not 
implemented correctly. 

With a migration of this kind, it’s often 
an ideal opportunity to update software to a 
64-Bit version for faster working processes. 
In order to enable an easier migration and 
remove challenges associated with this 
task, Microsoft has developed an XP mode 
that allows non-compatible Windows 7 
applications to continue to be used or run 
on a 32-Bit. When a user starts a 32-Bit 
application, this runs on the virtual PC, 
without the user noticing a break in the 
operating system. This seamless integration 
is ideal for all organisations migrating to the 
latest system who wish to continue using 
tested 32-Bit or XP solutions.

However, while the migration process 
is fairly simple, printing from Windows 
7 can become a significant challenge. 
Printing, whether with a virtual PC or a 
Windows desktop, is only possible when 
the right driver is available. Even though 
there are approximately 20,000 drivers with 
Windows 7 and more than 10,000 with a 
Windows Update, many printers, especially 
older models, do not have printer drivers 
available. Operators should take heed 
prior to migrating and visit the Windows 
Compatibility Center to see if there are new 
versions available for exiting printers.

What to do when there are no new 
drivers and no signs for development 
in the future?
One solution is to replace the hardware. This 
is not ideal, especially at the corporate level, 
as costs can rise well into a five or six figure 
sum. Additionally, all new drivers will need 
to be installed on PCs and servers within 
individual workplaces.

An innovative solution to solve the 
challenge of replacing printers and 
undergoing a marathon installation process 
is to introduce virtual printer drivers. 
Cortado with its print software product 
family ThinPrint has enabled this with its 
V-Layer technology. The solution, called 
V-Layer Basic, is specifically designed for 

The Printing Guide:
   Migrating to Windows 7

organisations using central print servers who 
wish to continue to support all printers – 
with or without Windows 7 drivers. 

All original drivers belonging to the 
printers are installed simultaneously on the 
central print server. With this solution, the 
original drivers are transformed into V-Layer 
printers and the installation of original 
printer drivers on individual PCs is no longer 
necessary! V-Layer Basic also simplifies this 
process in the migration to Windows 7, as 
only the virtual ThinPrint driver requires 
installation and is available for XP and 
Windows 7 (32- and 64bit). And since older 
printers can still be used, the administrators’ 
workload becomes centralised and 
simplified, enabling end-users to enjoy a 
better overall migration experience. 

In addition, Microsoft has also come 
up with some smart features that could 
help simplify the many arduous tasks 
administrators face during the migration 
process. 

From convoluted to simplified – new 
features to assist administrators
n Driver isolation: Until now the 
complete spooler crashes if a driver is 
causing issues. Problematic drivers can now 
be isolated, resulting in a spooler crash-free 
environment. http://blogs.technet.com/b/
askperf/archive/2009/10/08/windows-
7-windows-server-2008-r2-print-driver-
isolation.aspx;
n Standard print profiles can be 
created in Windows 7: This gives a laptop 
user the ability to access different printers 
when he/she is at home or in the office. 
Printer allocation is recognized through Wi-Fi 
profiles. This feature (location-aware printing) 
works for virtual PCs as well as Windows 7. 
http://windows.microsoft.com/en-US/
windows7/Automatically-switch-default-
printers-between-home-work-or-school;
n The Printer Migrator command line 
tool is replaced by Printbrm.exe (Print 
Backup Recovery Migration): Printbrm also 
supports new drivers and 64-Bit systems;
n Users have the right to install signed 
printer drivers which come with Windows 7 
or via Windows update; and
n Windows 2008 R2: The server 
operating system, which complements 
Windows 7, offers more printer mapping 
possibilities via group policies (GPOs).

Key points to consider when  
migrating to Windows 7:
Operators preparing to migrate to Windows 
7 should visit the Microsoft Application 
Compatibility Toolkit (ACT), Version 5.6 as it 
allows you to properly prepare for migration. 
The ACT is available at http://go.microsoft.
com/fwlink/?LinkId=131349 and deals with: 
n  Checking the compatibility of 

applications, devices and computers with 
a new version of a Windows operating 
system, including risk assessment;

n  Checking the compatibility of Windows 
Updates, including risk assessment;

n  Accessing the ACT Community and 
exchanging risk assessment information 
with other ACT users; and

n  Testing compatibility of web applications 
and websites with newer versions and 
security updates of Internet Explorer with 
the Internet Explorer Compatibility Test 
Tool.

If you are a single user, then migrating 
from individual PCs to Windows 7 is 
straightforward with Windows Easy Transfer. 

Larger organisations with many 
identically configured PCs should use the 
User State Migration Tool 4.0 (USMT) 
offered by Microsoft to automate 
transmission of files. Compared to Windows 
Easy Transfer, USMT supports hard-link 
migration. This service program allows user 
accounts, files and settings to be saved 
on the hard drive of the PC, which will be 
updated. http://technet.microsoft.com/en-
us/library/dd560801%28WS.10%29.aspx 

And for those who need to check if their 
PC is Windows 7 compatible, the Windows 7 
Upgrade Advisor provides this service for free.

Charlotte Künzell, CIO, Cortado AG explains how to migrate 
to Windows 7 and carry on printing

Companies 
are faced 
with having 
to migrate 
their desktops 
to Windows 7, 
which is not 
as simple as it 
sounds.
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Charlotte Kunzell,  
Cortado COO/CIO
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01732 759725

Please contact me, Carla Allen to place your order today!

Carla Allen 

Dell Sales Specialist

Tel: 01256 706952

Email: carlaa@micro-p.com www.micro-p.com

*Terms & conditions apply. Prices are trade and exclude carriage and VAT. Prices are correct at time of publication. E&OE. 

Introducing

The Brand New C3760DN
Colour Laser Printer
with ColorbyDell

Ultimate colour saturation 
and image sharpness

ColorbyDell is Dell’s total print quality 
solution and guarantees excellent 
outstanding overall print quality.

Perfect for medium sized workgroups, 
the brand new C3760dn offers fast, cost 
effective and reliable printing. 

Take advantage today.
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