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Tablets are often portrayed as print 
killers, but are they bad for business? 
Instinctively, you feel they must be, 
even if the experience of others – 
including contributors to our mobile 
printing feature on page 30 – suggests 
otherwise. The jury may be out on the 
true impact of tablets/smartphones on 
print volumes, but as West McDonald 
so eloquently explains in his latest 
Ponderings from across the Pond, even 
if the worst projections come true, 
smart resellers should still be able to 
make money from BYOD. To find out 
how, turn to page 20.

What's unquestionably bad for business 
is a reputation for dodgy dealing. Or at least 
it should be. Yet in real life, people get away 
with sharp practice time and again. Part of 
the problem is that victims are often too 

embarrassed or clueless to come forward. 
How much better if there was a  badge 
of trust that gave printer and MPS buyers 
confidence in those they were dealing with. 

This is just what NAPPS is hoping to 
provide. It has already signed up more 
than 70 members – PrintIT Reseller itself is 
an associate member – and has attracted 
industry heavyweights as Partners to work 
together on new standards for the imaging 
and document management industry, most 
recently Balreed, DocuWare, Laserfiche and 
BNP Paribas. If NAPPS is right and self-
regulation works, the confidence it inspires 
will be good for end users and for resellers 
striving to build deeper and more rewarding 
relationships with customers.

James Goulding, Editor
07803 087228   jamesg@binfo.co.uk
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IT resellers are not doing enough to 
explain to customers how financing and 
leasing can help them make shrinking IT 
budgets go further, according to a new 
report by Quocirca. 

Sponsored by BNP Paribas Leasing Solutions, 
Using ICT Financing for Strategic Gain reveals 
that many SMEs are unaware how financing 
works and prefer to spend cash on ICT 
purchases. 

Even though 76% of respondents in firms 
with revenues of £5 million to £50 million say 
they use car financing, only 30% use financing 
for IT and telephony equipment. Just 1% use it 
for software.

Half of respondents were unaware of 
the benefits of IT finance in comparison to a 
cash purchase or bank credit lines, indicating 
that resellers should do more to help SMBs 
understand the benefits of ICT financing.

Even though more than half of respondents 
consider up-front costs to be of critical or high 
concern,  the option to finance a deal is brought 
up regularly in only 30% of ICT purchasing 
negotiations: 45% of SMBs said they had to raise 
the subject themselves.

Benoît Dilly, country manager at BNP Paribas 
Leasing Solutions, said: “Now is a great time for 
SMBs to procure ICT through financing. With 
budgets increasingly restricted, financing is the 
ideal way for them to get the technology they 
need to achieve their goals and go for growth.”

Almost two thirds of respondents (64%) 
expect technology budgets to decrease this year. 
Yet, with 81% using the internet for ad hoc 
purchases (as a primary or secondary source), 
SMBs may not be making the most effective use 
of the funds available to them.  

Dilly added: “By working with us, resellers 

have an excellent 
opportunity to shift 
SMBs’ ad hoc IT 
purchasing practices 
towards more 
mutually beneficial 
strategic business 
relationships.”

In 2012, BNP 
Paribas helped 40,000 
UK businesses invest 
in £1.1 billion of 
capital equipment.
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In the news
Resellers missing out on sales by not 
explaining financing options

Lawyers and accountants  
still wasting money on print
Small professional services firms are 
continuing to waste money on poor printing 
habits, according to a new survey by Epson, 
suggesting that there is still mileage in 
promoting the cost-saving benefits of new 
printers, solutions and managed print services.

The Coleman Parkes survey of more than 500 
European firms found that the UK is the worst 
offender in Europe when it comes to bad printing 
habits, such as printing documents and not reading 
them and failing to collect print-outs from the printer.

Based on its findings, Epson estimates that UK 
professional services businesses, half of which print 
more than 150 pages a week, could collectively save 
more than £45 million per year by changing printing 
practices. 

Key areas where improvements could be made 
include monitoring consumable costs, introducing 
energy-saving policies for printers and printing double-
sided.

The survey shows that:
n  Over half (56%) of European professional services 

firms don’t print on both sides of the page;
n  83% fail to monitor the cost of print consumables 

(including ink, toner and paper);
n  Only 19% have an energy saving policy for printers;
n  75% don’t aim to purchase products with a low 

carbon footprint or environmental impact; and
n  37% believe smartphones and tablets will have a 

significant impact on the ways content is printed in 
the future.
These findings differ from recent surveys by 

Kyocera (see page 5) and IDC, which suggest 
that energy consumption and green IT are major 
purchasing considerations in organisations with 
designated IT departments and more formal 
procurement processes.

The lack of consideration small firms give to print 
costs, printer energy consumption and the environmental 
impact of devices might make it harder to sell the 
benefits of Epson WorkForce Pro business inkjets.

MSE opens new distribution centre
Micro Solutions Enterprises (MSE) EMEA, a leader in remanufactured printer cartridges, 
has purchased a new distribution centre in The Netherlands. Located in Zeewolde,  
40 minutes from Schiphol Airport, the modern facility has 480 square metres of office 
space and 1,000 square metres of warehousing. 

Oded Yakobowitz, MSE’s Director of Operations EMEA, said: “We have been growing steadily for 
6 years and are planning for the next phase. Owning the facility gives us greater scope and greater 
flexibility for expansion. This allows us to increase inventory and drive further efficiencies at our main 
logistics platform here in The Netherlands. In this business, availability rules the channel. We are 
committed to meeting the growing demand from the market place.”

MSE is the largest remanufacturer with U.S.-based 
production facilities. It employs patented technologies, 
proprietary processes and stringent testing methodologies 
to produce alternatives to OEM print consumables.

Did you know? 
Almost two thirds (63%) of large 
enterprises have experienced printer-
related security breaches, according 
to a Quocirca white paper for Nuance, 
yet only 22% have implemented 
secure printing solutions. Printing: a 
false sense of security explains why 
organisations must make printing 
secure and includes two case studies 
– one Equitrac and one Safecom – to 
show how this can be done.
www.nuance.co.uk. 
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BENOÎT DILLY
UK head of Leasing Solutions

Benoît Dilly is Head of Equipment & Logistics Solutions Business Unit and Country Manager for 

Leasing Solutions in the United Kingdom. He started his career at UFB Locabail, a French leasing 

company, as Branch Director.  He joined Arval in 1998 to set up the Portuguese subsidiary and then 

moved to France in 2004 as Head of the International Coordination. In 2006, he was appointed 

Regional General Manager for Russia, Ukraine, Brazil and Morocco.

He has been based in the UK since April 2009, when he was appointed to his current position.  

He  manages teams located across the UK in Basingstoke, Bristol and Manchester.

The Epson WorkForce 60 was chosen as the official 
printer for Oscar Credentials at the 85th Annual 
Academy Awards due to its reliability and ability to 
print borderless colour credentials.
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EPEAT standard  
extended to  
printers 
Printer resellers have a new green standard 
to take note of following an extension 
of the Electronic Product Environmental 
Assessment Tool (EPEAT) to cover printers, 
copiers, MFPs and scanners. 

Originally introduced for PCs and displays, 
EPEAT assesses the green credentials of electronic 
products; awards qualifying devices a Gold, Silver 
or Bronze rating; and publishes a registry of 
compliant products at www.epeat.net.

At launch, the registry included equipment from 
Canon, Dell, Epson, HP, Lexmark, Ricoh and Xerox. 
Two other manufacturers – Konica Minolta and 
Samsung – have begun the process of registering 
products. 

At the time of going to press there were183 
EPEAT-certified imaging products for the US 
market, but not yet any for the UK.

Since the EPEAT registry was set up in July 
2006, more than 50 manufacturers have registered 
greener PCs, monitors, copiers, printers and 
scanners with EPEAT and more than 533 million 
EPEAT-registered products have been sold in more 
than 40 countries.

Apogee founders buy  
back shares
Apogee founders Barry Ferdinand and Jason 
Collins have bought back shares owned by 
LMS Capital (Bermuda) Limited in a deal worth 
£16m. LMS became shareholders in Apogee in 
2010 when they acquired a minority stake in the 
managed document solutions company.

As part of the transaction, new Non-Executive 
Director Nigel Wray has acquired a 10% stake in Apogee, 
leaving each of the founders with a 45% shareholding.

Wray is a well-known figure in UK business. He has 
invested in a number of privately owned and publicly 
listed companies, including Domino’s Pizza, and is the 
Chairman and major shareholder of Saracens Rugby 
Football Club. 

He commented: “I am very impressed with both 
Apogee’s track record and their modus operandi. It’s 
an exciting time to get involved long-term with Jason 
and Barry.”

Since 2009, Apogee has doubled its turnover from 
£33 million to £65 million through organic growth and 
acquisitions. It has made 17 acquisitions to date, with 
further targets in advanced stages of negotiation.

Apogee was founded 20 years ago and is Ricoh’s 
No. 1 Prestige Dealer in the UK and Canon UK’s second 
largest independent partner. Operating across the 
UK and in Europe, it specialises in MPS and also has 
Production Print and Voice & Data divisions.

Cost savings  
continue to drive MPS
Despite efforts by vendors to move discussions 
around MPS to issues such as big data, 
process efficiency and data security, European 
businesses still view cost reduction as the 
main benefit of a managed print service, 
according to a pan-European study from 
Kyocera Document Solutions (Managed 
Document Services in Europe). 

Seven out of 10 IT managers surveyed by 
Loudhouse cited lowering costs as the main benefit, 
followed by speedier operating procedures (52%) and 
better cost transparency (47%).

Almost two thirds (64%) of respondents say they 
have optimised their print and copy processes within 
the last two years: 12% say they did so to enable 
them to implement software solutions. These are 
becoming more important, with 38% of IT managers 
regarding automation of business processes as having 
the largest effect on cost reduction.

Environmental factors continue to influence IT 
investment choices: 87% said they would like to lower 
energy consumption; 70% want to shrink their carbon 
footprint; and 81% want to reduce waste.

Westcoast to distribute  
entry-level Kyocera range
Westcoast has been appointed exclusive distributor 
of Kyocera’s five-strong entry-level mono printer & 
MFP range. Steve Mitchell, Group Product Marketing 
Manager, said: “This entry level range is something 
of a departure for KYOCERA and lets us bring our 
exceptionally low printing costs to SMEs, SOHOs and 
the homework environment where reliability and 
performance is required and space is at a premium. 
We’re delighted to work with Westcoast as our 
exclusive partner for this new range. We selected 
Westcoast because the team shares our focus on 
delivering the best possible results for our users.”

3 Apogee founders Jason Collins 
and Barry Ferdinand

NewField says  
Goodbye to Newry
Following year-on-year growth of 50% 
in 2012, NewField IT is starting the 
year with a new business structure 
and without the services of co-
founder Robert Newry who left the 
company in March. To aid innovation 
and product development, NewField 
IT is restructuring its business from 
three lines of business (LOB) to two. 
The Consultancy and Consultancy 
Automation LOB will bring together 
the company’s MPS specialists and 
the developers of its Asset DB and 
CompleteView products. The Systems 
Integration and Support LOB will 
supply, integrate and support imaging, 
workflow and printing software from 
third parties such as Equitrac, SafeCom, 
RightFax, GreenPrint, EveryonePrint 
and NSi AutoStore.

Balreed to sell and  
service Xerox 
Independent print technology and 
managed print services provider 
Balreed has become a Xerox Authorised 
Service Provider and Reseller, allowing 
it to offer an even broader range of 
products and services to its customers. 
Balreed Managing Director Robin 
Stanton-Gleaves said: “We have built 
our reputation on delivering the most 
pro-active, accountable levels of care 
to our clients. At every stage, from 
installation and client training to on-
going support, toner supply, billing and 
reporting, it is Balreed staff our clients 
depend on. This is why the Authorised 
Service Provider status is so important 
to us and I am delighted we now have 
Xerox in our office and production 
portfolio.”

Digital filing
Filing specialist Docudex has been 
made a Xerox Business Innovation 
Partner (XBIP). Docudex solutions 
enable users of Xerox’s DocuShare 
content management system to 
connect with hard copy retrieval 
systems, such as the Kardex Lektriever 
vertical carousel, bringing the benefits 
of digital information storage to the 
hard copy world. 

In Brief...

Integrated HyPAS technology on Kyocera MFPs like 
the recently launched FS-C8520/C8525 A3 models 
enable users to implement Java and web-based 
print solutions.
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In the news

Going the extra mile
Throughout 2013, staff at DMC will be undertaking a variety 
of fund-raising events for the Starlight children’s charity, from 
a 9-day trek in Peru to a 114-mile bike ride around Yorkshire. 
The Croydon-based copier sales and solutions company already 
donates 25p to the charity for every planitgreen cartridge sold 
and is committed to raising additional funds through its own 
activities. Starlight brightens the lives of terminally ill children 
by granting them a once in a lifetime wish and helps entertain a 
further 500,000 hospitalised children.
www.myplanitgreen.co.uk/blog

Diary Dates
30 April-May 2
Sign & Digital UK 2013
Birmingham
The UK’s premier sign making and digital 
printing exhibition.

14-16 May 2013
North Print & Pack 2013
Harrogate
An essential exhibition for commercial 
printers and CRDs, their suppliers and 
their customers. A great chance to see all 
the latest print, finishing and packaging 
technology, plus associated services, under 
one roof.
www.printandpack.co.uk

25-29 June 2013
FESPA 2013
ExCeL, London
The largest event focused on the wide 
format print industry, FESPA provides a 
platform to see the latest equipment and 
consumables in digital printing.
www.fespa.com

25-27 June 2013
European Sign Expo
Running alongside FESPA, this new 
three-day event organised in association 
with the European Sign Federation 
highlights innovations in architectural and 
informational signage.
www.fespa.com

A new study by Altodigital, the independent supplier of digital print and 
document solutions, underlines the potential that exists for increased sales of 
document security solutions to small and medium-sized businesses. 

Its survey of 500 decision-makers in businesses with 20-500 employees reveals the 
extent to which SMEs continue to play fast and loose with data security: 45% of businesses 
fail to lock away laptops at night; 20% fail to use firewalls; 27% leave important 
documents un-shredded; and 34% neglect to change passwords on a regular basis. 

Altodigital uncovered widespread ignorance of the security risks posed by printer/
MFPs with internal hard drives. A majority of business owners (54%) said they took no 
measures to protect data stored on such devices; and one in six fails to wipe internal hard 
drives when devices are given away, dumped or sold, meaning that potentially millions of 
sensitive documents could end up in the wrong hands and be used for fraudulent activity. 

More than half of businesses regularly scan private documents, including passports 
(56%), birth certificates (44%), utility bills (38%), bank statements or financial records 
(44%). Under EU proposals any company that holds personal information could be fined 

2% of their annual turnover if they are found to be in 
breach of data protection laws. 

One third said they had had their IT systems hacked at 
some stage in the past. 

Tony Burnett, group sales director at Altodigital, said: 
“It’s concerning to see so many businesses showing such 
a lack of awareness to document security. We have been 
shocked by how many businesses are failing to protect the 
hard drives in their printers and photocopiers. Handling 
sensitive data is a serious responsibility and one that should 
be managed right from the very top.”

Innovation Award 
PrintIT Reseller is pleased to give an Editor’s Choice 
award to Brother’s J-4510DW A3-capable printer, 
already the recipient of an iF Product Design Award 
2013 and EOPA New Product Innovation 
Award. The clever combination 
of an A3 bypass tray and 
landscape printing has 
enabled Brother to offer 
occasional A3 output from an 
A4-sized device. Brother owns 
79% of the A3 inkjet market 
and earlier this year sold its 
millionth A3 printer in Europe.

Poor document security highlights 
opportunities for resellers

Uniprint adds to Infinity with  
‘unique’ print archiving and 
reporting tools
The new version of Uniprint’s print management solution, 
Infinity 8.1, includes new reporting and archiving 
functions that could be used by resellers to provide 
customised solutions.

One of the highlights is a Statistics Module that captures all 
information about a print job, such as the user, the application 
they are printing from, how many pages are output, whether 
they are B&W or colour etc.. This will allow users to be more 
proactive in how they manage printer deployments, for example 
by identifying under- or over-used printers.

The second advance is a unique print job archiving feature 
that, when turned on, captures all print jobs as PDFs and stores 
them in a directory for later analysis. At this stage, functionality is 
fairly rudimentary: you can search PDF Tags and Indexes, but can’t 
yet apply rules to automatically flag up certain types of document. 

Arron Fu, VP of Software Development at Uniprint, told  
PrintIT Reseller that he expects this to change: “Our next release 
might have a rule stating that if there is a print job with VISA 
number characteristics, say, it would automatically be flagged and 
an alert sent to an administrator,” he said.

For the time being, Uniprint is leaving this kind of 
customisation to the channel on the basis that resellers will have 
a clearer understanding of the needs of individual customers and 
vertical markets.

Uniprint has added print archiving and statistics modules to 
the Infinity secure print and print management solution.
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Business Supplies wholesaler VOW Europe 
has been re-awarded HP authorised 1st Tier 
distribution status, a status it has held for 
more than 10 years.

VOW and HP’s partnership is one of 18 direct 
relationships the wholesaler has with leading 
technology vendors. Others are with Brother, Canon, 
Epson, Imation, Kyocera, Lexmark, Panasonic, 
Philips, Samsung, Sony and Xerox.

Adrian Butler, VOW Managing Director, believes 
VOW’s ability to maintain its status with HP comes 
from being a reputable company with more than  
30 years experience of the technology sector and 
from its strong commitment to its supplier and 

reseller partners.
“We’ve invested more than £20m into our 

logistics infrastructure resulting in state-of-the-art 
distribution facilities in the UK and Ireland, which 
allows us to achieve consistently high levels of 
customer service across our product portfolio. We’ve 
also created a dedicated account management 
team to look after our Technology and EOS 
resellers,” he said. 

VOW’s status with HP enables them to offer 1st 
tier pricing to resellers and to unlock contract price 
support and training for resellers, in addition to 
exclusive promotions and incentives.

VOW achieves HP 1st Tier Distributor Status

Transform 2013 goes beyond MPS
Imaging research and consulting firm 
Photizo Group’s global MPS Conference, 
Transform 2013, is extending its remit 
beyond managed print services to give a 
complete view of the imaging industry. 

Transform Global 2013, which takes place 
at the Scottsdale Resort and Conference Center 
in Scottsdale, Arizona on May 6-9, will feature 
three separate tracks: Hardware and Supplies; 
Services; and Office of the Future/Digital Workflow 
Transformation. 

Photizo Group has confirmed that AIIM, the 
global community of information professionals, 
will, for the first time, present a one-day workshop 
How to Sell Document Management Solutions 
From Reactive to Proactive Solution Selling (AIIM 
ECM Sales Enablement Certificate Course).  
The course will teach attendees how to identify, 
engage and close customers and will emphasise 
the importance of becoming a trusted advisor.    
www.photizogroup.com

Print Hardware 
Distributor of the Year
Dell has named Micro-P as its ‘Print 
Hardware Distributor of the Year, 2012’. 
Micro-P has been supporting Dell and its 
print business since 2009 and collected the 
award at the Dell Inspire event in London in 
November. 

“Dell has seen significant revenue growth of 
over 105% this year and will continue to play a 
major role in developing our print proposition as 
we march forward,” said Dan Lenan, Print General 
Manager at Micro-P. “A big thank you goes out to 
everyone around our business who has played a key 
role in helping us win this award which represents 
the commitment and dedication we offer all our 
print partners.”

Rob Breakspere, Dell UK Channel Manager, 
praised the dedicated support from Micro-P’s 
senior management and the quality and scope of 
marketing.
www.micro-p.com

(l-r) Carla Allen, Dell Sales Specialist;  
Nicolas Guetin, Dell Sales Director Software, 
Peripherals and Imaging Public Sector EMEA;  
Phil Miller, Micro-P Business Manager and  
Rob Breakspere, Dell UK Channel Manager.

NAPPS UPDATE 
A successful first year for 
The Document 
Solutions 
Association 
By Aaron Warham,  
Director, NAPPS

In 2012 NAPPS was launched as the only 
independent association and certification 
body for the UK’s MPS and Document 
Management channel. Our aim has 
been to build a group of companies 
that the UK consumer can trust, due to 
their shared core values of outstanding 
customer support and commitment to 
ethical business practices. 

Membership has continued to grow since 
launch and to date more than 70 channel 
companies have successfully passed the 
certification process and become full NAPPS 
Members. It is from this growing base of 
outstanding customer-focused organisations that 
the Association’s success will spring in 2013.

The NAPPS Partnership Scheme has also 
developed since we began working with 
industry giants such as Xerox, BNP Paribas, 
Adobe, DocuWare, Laserfiche and Balreed. Like 
our members, these major industry stakeholders 
are working with NAPPS due to shared 
corporate values and a commitment to the 
UK consumer. Their presence and contribution 
to the NAPPS community allows us to keep 
pushing forward and making a positive impact 
on operating standards across the channel. 

The collaborative nature of the NAPPS 
Partnership Scheme underpins the Association’s 
future success. The expertise, knowledge and 
experience offered by our Partners gives the 
NAPPS Council and Strategic Development 
Groups relevancy and purpose. So much so that 
our key projects for 2013 are being designed 
and developed directly with leading Partners. 

The first year of NAPPS has been a 
success because, regardless of their size, we 
have worked with companies who put their 
customers first. Their reputations and brands 
have been built on tailoring services to the 
specific needs of each and every one of their 
customers. For these companies, best practice 
and business ethics are second nature. As the 
Association grows through 2013 and beyond, 
we will carry on working to bring these values 
and operating standards to the channel and 
industry as a whole. 
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Printer People

Doing things differently  
Samsung Electronics has appointed Mark Ash as General Manager 
for the UK & Ireland Print division. Previously Corporate & Public 
Sector Sales Manager at Xerox UK, Mark will be responsible for 
executing Samsung print division‘s unit and revenue plan for 2013 
and strengthening its presence in the B2B market. 

Mark Ash told PrintIT Reseller that his main focus was to develop 
stronger relationships with IT resellers and distributors by providing them 
with the products, solutions, tools and support needed to drive sales.  
As part of this process, Samsung will be recruiting new staff.

“It‘s people that make things work. Product specialists, marketing, 
service technicians, pre-sales, engineers: we are investing in all those 
areas. We are also investing in vertical markets and will have a significantly 
enhanced B2B vertical sales operation in the UK,” he said.

Mark stressed that this exists solely to generate business for channel 
partners. “Unlike all of our Tier 1 peers, who have their own salesforces, 
Samsung is entirely channel-centric. Our people will drive demand for 
Samsung, but when it comes to delivering the product that will be done by 
dealers or resellers.”

As well as strengthening Samsung‘s own business generation activities, 
Mark is urging resellers to do the same with theirs.

“We are encouraging dealers to broaden their horizons. We know it‘s 
a competitive market, so why not look at alternative revenue streams. If 
you have a relationship with an IT director in a hospital, say, and you are 
supplying 200 printers, what about putting Samsung displays in there as 
well and digital signage in public areas and waiting rooms. There is no 
reason you can‘t do that.”

Mark views the breadth of Samsung‘s product portfolio, in particular its 
expertise in display technologies, tablets and smartphones, as a key selling 
point and advises resellers to exploit the Galaxy and Smart TV brands when 
selling printers. 

“We are not looking at print in isolation: we are a lot more than 
print. If you look at Samsung we are strong in TVs, smartphones, tablets, 
notebooks and displays, in digital convergence and consumerisation. Print 
is only one component,” he said.

This is not purely a marketing position, but reflects the realities of 
Samsung product development, from Android-like printer displays to 
mobile printing apps and NFC-enabled printers. According to Mark, it also 
informs the company‘s approach to managed print services.

“In terms of MPS, Samsung really is coming of age in the B2B 
marketplace. We are not as established as Tier 1 vendors with mature 
strategies, but we are taking a robust approach and we are doing things 
differently: 24% of businesses have some form of mobile-enabled 
processes and, working with partners like Ringdale, we are looking at 
how you integrate mobile phones and tablets with MPS. Every other MPS 
focuses on using notebooks and desktops to print from.”
To find out more about Samsung‘s new print strategy, turn to page 32.

n Brother UK has appointed Michael 
Anderson as Market Development Manager 
to help reseller partners capitalise on new 
sales opportunities across the company‘s 
portfolio of printing, scanning, labelling and 
communication solutions. Anderson will be 
responsible for the development of Brother’s 
channel and category marketing strategy 
and customer sales initiatives. He will report 
to Brother UK’s Head of Marketing, James 
Lawton-Hill. 

n ECi Software Solutions has made Adam 
Stockwell Managing Director of ECi Europe. 
He joins ECi from Staples Europe where, as 
European Director for Managed Print Services 
(MPS), he was responsible for developing 
Staples‘ strategic plan to enter the European 
MPS market. He was also a member of the 
Staples Global Strategy team for MPS. Joining 
him will be Director of Development Stephen 
Howes, who will be responsible for managing 
the development of products for Europe 
and driving innovation in ECi Europe’s next 
generation product offerings.

n Bruce Davie has been appointed 
Commercial Director of Manchester-based  
Xerox Concessionaire ZenOffice. He was 
formerly Regional Director at Spicers. 
Following a 15% rise in group turnover to 
£10.5 million, ZenOffice has also expanded 
its MPS team with the appointments of 
Wayne Phillips (right) as senior account 
manager and Ashley Parkinson (left) as 
Business Development Manager. ZenOffice 
became an authorised reseller of Xerox 
managed print services in January 2012.

n Danny Molhoek is replacing Gary 
Bourland as Lexmark‘s Country General 
Manager for the United Kingdom and 
Ireland. He was previously Director 
and General Manager for Lexmark in 
Central and Eastern Europe, Turkey, the 
Commonwealth of Independent States 
(CIS) and Israel. Since joining Lexmark 
in 1998, Danny has held several senior 
positions, including General Manager of 
the Netherlands, Belgium and Luxembourg. 
Gary Bourland is moving back to Lexmark‘s 
HQ in Lexington, Kentucky.

n Steve Hibbert, former UK Group Sales 
Director and CEO of Danwood USA, will 
be joining Apogee’s Senior Management 
Team as Strategy Director. Reporting 
directly to Apogee’s Board, Steve’s focus 
will be to grow Apogee’s business in 
Europe and help realise the company‘s 
ambition to become the UK’s largest 
independent Managed Document Services 
specialist.

Mark Ash: Exploit the Samsung brand



Have you been mis-sold ppm? In recent years thousands
of resellers across the country have been mis-sold their
printing requirements. Here at Ingram Micro it’s our policy
not to make claims we can’t deliver. With the largest
selection of vendors of any other distributor we are best
placed to help you make the most informed decisions.
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KYOCERA Document Solutions UK 
Limited, has launched an entry-level 
monochrome printer & MFP range 
which is available in the UK & Ireland 
exclusively through Westcoast. 
Designed to meet the needs of 
SOHO and SME environments, the 
user-friendly, compact and highly 
economical five-strong range 
offers great value for money and 
exceptionally low running costs.

Steve Mitchell, Group Product 
Marketing Manager said: “This entry 
level range is something of a departure 
for KYOCERA and lets us bring our 
exceptionally low printing costs to SMEs, 
SOHOs and the homework environment 
where reliability and performance is 
required and space is at a premium. 
We’re delighted to work with Westcoast 
as our exclusive partner for this new 
range. Customer service is paramount in 
KYOCERA’s approach and we selected 

Westcoast because the team shares our 
focus on delivering the best possible results 
for our users.”

Alex Tatham, Westcoast’s Sales and 
Marketing Director, said: “The fact that 
Westcoast has such a strong reseller 
portfolio makes us the perfect choice 
for KYOCERA. These products perfectly 
complement our existing printer offering 
and allow us to offer a more extensive 
range to our customers.”

Each of the devices in the range has 
a very small footprint and comes with a 
low purchase price as well as the lowest 
cost per page in its class. Each printer and 
MFP features a durable print drum that 
can produce up to 100,000 prints and the 
toner can simply be replaced, eliminating 
the need for cartridge exchange and 
reducing environmental impact.

Steve Mitchell, Group Product 
Marketing Manager added: “Developed 
to meet the needs of customers who want 

affordable laser printers which are both 
unobtrusive and intuitive to use, this new 
mono range offers quality black and white 
laser printing at up to 25ppm and reduced 
running costs at a very economical price. 
Each device offers great value for money, 
which is ideal in the current climate.”

12

Westcoast launch  
new range of KYOCERA 
entry-level mono 
printers and MFPs

ABOUT KYOCERA DOCUMENT SOLUTIONS
KYOCERA Document Solutions is one of the world‘s leading office document 
solutions companies. Its product range includes ECOSYS printers, reliable 
TASKalfa and SmartMFP multifunctional devices and is complemented by 
supplies, software and services. KYOCERA Document Solutions provides 
innovative products, built on a foundation of long-life components, allowing 
it to offer low total cost of ownership and high efficiency in any workplace.

Kyocera ECOSYS FS-1041  
& FS-1061DN Laser Printer
These new mono printers are compact, 
efficient and highly economical 
devices and are the ideal printers 
for your desktop, with a quiet mode 
button that significantly reduces noise. 

It is also fast, printing the first page 
in just 7.5 seconds after sending the job. 
Robust and reliable, with KYOCERA’s 
hardwearing components, it is a hassle-free 
device that can be depended on to fulfil its 
requirements in a challenging Soho and SME 
environment.

Up to 25ppm desktop mono printing  
ideal for the SME/SOHO sector
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ABOUT WESTCOAST LTD
Westcoast Ltd is a privately held Company which has been established for 
over 25 years. The Company distributes leading IT brands to a broad range 
of Resellers, Retailers and Office Product Dealers in the UK.

The group has turnover in excess of £1bn and employs over 800 people 
in the following locations:

• Theale, Berkshire • Milton Keynes • Nottingham • Dublin • Glasgow

Tel: 0118 912 6000 
www.westcoast.co.uk

Key features at a glance
• Up to 25 pages per minute in A4

• 250-sheet universal cassette

• 1200 dpi quality

•  Duplex, USB and network 
connectivity (FS-1061DN model only)

•  Low-noise printing, with Quiet Mode 
function

•  Highly reliable thanks to long-life 
components

•  Exceptionally low printing costs in 
its class

Visit www.blackandwhite.co.uk to view the full range in detail
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Phil Jones 
UK Country Head/Deputy Managing Director,  
Brother UK
Overall output of print has been impacted by around five per cent 
following the introduction of mobile devices and the cloud – this 
is perhaps less than people think. Print still forms a big part of 
business life: the big change is where and how people print.  

Cost control and security remain high on the agenda while the wider 
business environment remains unpredictable. We’re introducing a new 
software product which will put cost transparency and print management 
firmly in the hands of our customers without the need for a fully fledged 
managed print environment. This product comes after extensive customer 
feedback highlighted a middle ground between transactional print and 
managed print.

Larger print outs remain popular, with our flagship A3 all-in-one 
inkjet printers still showing strong year-on-year growth. We’ve introduced 
an ‘occasional A3’ device into the range for home workers and small 
businesses.

Finally, further industry rationalisation is taking place with two fewer 
inkjet printer brands in the market and the big three laser brands – of which 
Brother is one – driving the market volume and technological development.

Alan Ball 
Chief Executive Officer, Spicers 
Challenges: The biggest challenge in the EOS market will be 
available volume. The market continues to shrink with fewer 
products being used as less printing is done. The OEMs are still 
demanding volumes to achieve targets, leading to an excess of 
product in the market and therefore pricing pressure.
Opportunities: People still talk MPS and for those who are 
playing at it, the opportunity will be a challenge. However, for real 
MPS providers the market is prime for an explosion in take up. EOS 
resellers should gear up to invest in real MPS and reap the rewards.
Developments: New players like Samsung will continue to make 
inroads. HP has had its day and new entrants will continue to take 
its market share, inflicting death by a thousand cuts rather than a 
big bang. Tablets and advanced technology devices will continue 
to be invested in. The market will continue to see new technology 
developments under new brand entrants as market domination 
disintegrates. 

2013 should be a very interesting year. We asked a 
selection of industry experts what to watch for in the 
year ahead. From falling print volumes to managed print 
services, here are their thoughts.

Print still forms 
a big part of 
business life: the 
big change is 
where and how 
people print.

The market 
continues to 
shrink with fewer 
products being 
used as less 
printing is done.

“

“
”

”
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Matt Marshall
Head of Print & Imaging,  
Futuresource Consulting
Consolidation within the print and 
imaging industry is expected to 
continue unabated. Not only do 
we expect to see the large brand 
vendors go through mergers, 
takeovers and inevitably some 
will withdraw from the market; 
but we also expect to see a rush 
to acquire software and services vendors who offer vertical 
and horizontal market solutions delivering access to customer 
categories beyond the traditional user groups.

Managed Print Services continue to evolve into a Managed Workflow 
offering at the high end with suppliers looking to secure soft revenues 
in the areas of consultancy, support and training whilst also delivering 
increased customisation of the existing MPS services including 3rd party 
support and servicing capabilities.

Mobile printing morphs into ‘just printing’ as the user community 
empowered with smartphone and tablet technology becomes more savvy 
and increasingly used to anywhere anytime print capability. 

Print consumers will continue to look towards cheaper, 3rd party 
alternative consumables for their devices as the economic downturn 
continues to impact upon disposable incomes – increasing the challenge 
to printer manufacturers to secure their own aftermarket annuity stream. 
Dell has recently acknowledged that users will on occasion use non-original 
cartridges in its print devices and whilst not supporting this trend they stated 
that these cartridges will work within Dell devices and more importantly, 
that use of non-original cartridges will not invalidate the warranty as is the 
case with some other hardware providers. Is this the beginning of a trend?

Less paper will become reality. For some time now many industry 
watchers have predicted the decline and ultimate removal of hardcopy 
from the office as the paperless office drive gains traction. Although users 
are printing less, as increased education and the increased capabilities of 
devices to print duplex and ‘n’ up as basic functions have limited what was 
and to some degree remains, an uncontrolled cost within the office, we 
are still seeing strong page volume production across both the SMB and 
Enterprise environments.   

Granted page production growth within the general office has slowed 
and in some markets has declined but we must also consider the number 
of users within offices has declined dramatically over the past three 
years with unemployment in the UK currently standing at close to 7.5%. 
Whether an upturn in employment will bring about an increase in printed 
pages remains to be seen – but for now we seem to be stuck with a less 
users = less paper office scenario. 

Mark Dawson  
Director of Marketing & 
Sales, MSE EMEA
Lingering recessionary trends 
and insecurity will slow 
economic recovery. Thus overall 
office print volumes will remain 
flat or will decline slightly 
in Western Markets. Reports 
on the negative impact of 
smartphones and tablets on 

print volumes will continue, while more informed sources will 
recognise that the concept of the Paperless Office is still a 
very long way off (if not unattainable) and will continue to 
highlight the benefits of hardcopy in B2B markets. 

Manufacturers and suppliers of aftermarket printer cartridges will 
continue to gain significant share as more and more organisations seek 
to make savings, thus creating significant growth opportunities for 
resellers. For smart resellers with good sources, the impact of reduced 
print volumes will be more than compensated by share gains at the 
expense of OEM supplies.

Volumes of new build clone cartridges (predominantly originating 
from China) will reduce as OEMs continue to exercise their IP rights 
via litigation, thus enhancing further the opportunities for resellers 
with good sources of alternative supplies. Resellers that source high 
quality alternative printer cartridges will see strong growth both in 
transactional as well as managed print sales models.

Business class inkjets will fail to live up to their hype. Laser will 
retain its supremacy in the B2B market due to entrenched bias against 
ink and its unsuitability for MPS. More resellers will develop brand 
agnostic MPS programmes and will focus on flexibility in the SME 
markets to help users optimise existing printer fleets.

And finally, the market for refurbished printers will start to boom as 
independent MPS providers look to increase cost savings for users.

Business class inkjets will fail 
to live up to their hype. Laser 
will retain its supremacy...

Print consumers will continue to 
look towards cheaper 3rd party 
alternative consumables...

...2013 will be when 
print management 

solutions come  
to the fore.

“

“

“

”

”

”

Rob Attryde  
Marketing Communications 
Manager,  
Kyocera Document Solutions 
2013 will be the year when Managed 
Print and Managed Document 
Services really take off. 

We know that outsourcing helps 
organisations gain and maintain 
competitive advantage but it also needs 
to deliver demonstrable value. Our own 
Managed Document Services is designed to deliver the highest levels of 
focus, service and quality. 

We also think 2013 will be when print monitoring and management 
solutions come to the fore. Best of breed solutions such as SafeCom, 
Equitrac, PaperCut, AutoStore and Kyocera’s Mobile Print App are in 
demand across public, private and third sector organisations of all sizes.

15
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For more information or samples contact your local branch
or email marketing@paper.co.uk

l MultiCopy Colour Laser CIE Whiteness 168 – 
    The premium for all colour laser printers and copiers

l MultiCopy Inkjet CIE Whiteness 168 –                       
    Specially developed for inkjet printers

l MultiCopy Original CIE Whiteness 168 – A reliable 
    multipurpose paper that gives outstanding performance

l Multi Laser CIE Whiteness 150 –  A paper suited to 
    mono laser printing and high volume copying.

TOP BRANDS

www.paper.co.uk

from the

Multi top brand ad 1-13  31/01/2013  16:40  Page 1

Aaron Warham, Director, NAPPS
2013 will be the year of Document Management Solutions. 
Not because the OEMs are developing strategies for both 
their direct and indirect channels and not because the reseller 
community are focusing on services rather than products, but 
because the UK customer demands it.

For the past three years the development of Document Management 
has been driven by the manufacturers, software developers and the 
channel. The drive is now firmly from the demand side. The UK buyer is 
no longer solely concerned with the bottom line. It is, as it always has 
been, a very high priority but they now want a solution to solve all their 
document needs.

As a direct result of this, service will become a key differentiator.  
Not just in the traditional sense of repair and replace, but in terms of 
the overall service provided. Companies must put their customers and 
their needs at the centre of the organisation.

Due to this increased demand for total solutions and real service 
providers the industry will also have to become comfortable with 
Workflow, because the UK consumer understands it perfectly. They want 
their working lives made easier – it’s as simple as that.

Finally, operating standards and best practice will be the 
benchmarks of success in 2013. Successful companies in 2013 will 
have to demonstrate to their customers that they have clearly defined 
processes, which deal with their individual needs from the very first 
meeting to the end of their relationship. 

predictions

...Continued

The UK buyer is 
no longer solely 
concerned with the 
bottom line.

“
”

Customers simply 
have less money 
to spend and 
are choosing 
to delay the 
replacement 
of older office 
equipment.

“

”
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“We are 
embarking 
on something 
totally new 
here, enabling 
businesses 
to introduce 
fleets of 
Lomond 
Evojet 2 
devices...”

colour printing
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Lomond  
Evojet Office 2

For more information or samples contact your local branch
or email marketing@paper.co.uk

l 100% Guaranteed for use on any laser printer, either  
    mono or colour, high and low volume

l 100% Guaranteed for ink jet technology, both 
    continuous and intermittent, mono and colour

l 100% Guaranteed for use on low, medium and high 
    volume photocopiers, either mono or colour

l Suitable for direct digital printing using dry toners

TOP BRANDS

www.paper.co.uk

from the

Navigator top brand ad 1-13  31/01/2013  16:39  Page 1

Gary Downey 
Group Marketing Director,  
Balreed
As Managed Print Services gathered momentum in 2012, we 
found an increasing level of interest from smaller and medium- 
sized businesses. These businesses aspired to the cost benefits 
and value they perceived larger organisations were already 
enjoying, but they also needed to understand exactly what MPS 
is and what its commercial aspects are. We expect this demand to 
continue in 2013, as awareness of a generic MPS term cascades 
down through the market. 

To survive the last few years of economic onslaught many organisations 
have already made whatever reductions they can in their more conspicuous 
cost bases such as staff headcount. Print expenditure will come under 
increasing scrutiny in 2013 but we don’t believe that squeezing hardware 
prices in isolation will generate the savings organisations are looking for. 

Our approach will be to help them improve the efficiency of their 
internal processes, not just their print infrastructure, which can also reduce 
their operating costs and deliver environmental benefits. Hidden hard and 
soft costs, inefficiency and wastage within a business can all be reduced 
through tailored print management, the use of more digital documents and 
systems and the one-touch automation of common tasks. This process and 
infrastructure focus puts our clients in a much stronger position to grow.

Alan McLeish  
Senior Product Marketing Manager, OKI 
The ongoing economic climate challenges all types of business 
and that includes every printer and MFP vendor. Customers 
simply have less money to spend and are choosing to delay the 
replacement of older office equipment.

However there are still opportunities for dealers to increase sales. Whilst 
many are simply focused on low prices and low cost consumables, there are 
other factors that are equally important that will drive the ultimate decision 
to buy. Whilst an old device may still be working, a new modern printer or 
multifunctional printer will be faster, more efficient and use much less energy 
than the product it replaces – and you can do much more with it, as well as 
bringing in-house jobs that may previously have been outsourced.

Replacing an existing printer with a compact modern device that offers 
greater flexibility, time saving and energy reduction efficiencies, certainly 
makes the case for an upgrade at OKI: we call it printing smarter.

Print expenditure 
will come under 
increasing scrutiny 
in 2013 but we 
don’t believe that 
squeezing hardware 
prices in isolation 
will generate the 
savings...

“

”
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The recently launched Olivetti 
Gateway Partner Programme is an 
innovative programme designed to 
recruit enthusiastic business people 
who wish to run their own company 
and are interested in becoming first-
time Olivetti dealers. The Gateway 
Programme aims to build a new 
generation of Olivetti resellers with 
flair and vitality and, those who join 
will receive all of the help, support 
and direction they need to succeed. 

Some 15 years ago, Olivetti launched 
a similar new dealer start-up programme. 
Many of the dealerships that came on 
board then are still successfully trading 
today. A high number are recognised as 
Olivetti’s best achievers and positioned in 
Olivetti’s Elite League, running profitable 
businesses, often with more than one 
local branch or showroom, well managed 
sales and service teams and an extensive 
customer base.

These Elite dealerships are the 
successful role models on which the 
Gateway Partner Programme is based. It is 
designed to enable Olivetti to reach out to 
the next generation of entrepreneurs who 
want to control their own business destiny, 
but are concerned about how they achieve 
their goals. 

Full support
The Olivetti Gateway Programme will 

allow participants to build a new business 
knowing that they have the resources 
behind them to succeed.

The Gateway Package offers a wide 
choice of support options to suit a broad 
spectrum of applicants – people coming 
into the industry for the first time may have 
nothing but a bank loan and a business 
plan; while others may already have some 
experience in business equipment sales or 
service for example.

 Whatever their individual needs are, 
Olivetti will guide each Gateway dealer 
through the programme contract and its 
terms and conditions. This protects both 
Olivetti and the Gateway dealer and 
ensures that all aspects of the business are 
understood and can be managed.

Financial management and 
administration are crucial areas for any 
Gateway partner. As well as helping the 
Gateway dealer through the business 
planning process, Olivetti can offer 
expert advice to ensure that accounts 
and finances are in order. In this way 
Olivetti can help the Gateway dealer 
stay financially secure and start to build 
towards a healthy profit, while maintaining 
regular payments to its suppliers. 

Comprehensive product range
Olivetti’s range is one of the most 
comprehensive and diverse within the 
industry. It includes:

Digital Business Solutions – Olivetti’s 
digital office printers and MFPs combine 
performance with exceptional print quality 
and unsurpassed reliability. With excellent 
build quality and long-life consumables, 
the products have been designed to need 
very little maintenance and deliver a 
reduced total cost of ownership. 

Olivetti has a full range of colour or 
black and white solutions to suit all needs. 
All products comply with the very latest EU 
environmental directives including RoHS 
and WEEE directives. In addition, Olivetti 
has set up various projects to recycle old 
machinery and consumables at end-of-life.

Olivetti promotes growth  
  through partnership
One of the world’s leading 
players in the Information 
Technology marketplace, 
Olivetti has over 100 
years of experience in 
research and innovation 
and a strong commercial 
presence around the world. 
Committed to supporting 
its national reseller 
network, Olivetti offers 
outstanding opportunities 
to help dealerships build 
successful businesses, an 
incredibly wide range of 
office products and services 
and print solutions in many 
vertical markets.

The Gateway 
Programme 
aims to 
build a new 
generation 
of Olivetti 
resellers  
with flair  
and vitality...

cover story
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Print Management Solutions – 
A suite of software tools that will help 
users save money and improve the 
performance of their equipment. Olivetti 
Print Management Software tools are 
constantly being developed and include 
solutions that capture, analyse and report 
back on data found on the network, 
making it possible to accurately identify 
where a business can significantly reduce 
output costs.

PC technology – An increasing array 
of mobile IT products including laptops 
designed in partnership with one of world’s 
leading processor manufacturers, Intel, and 
Android-based tablets. There’s also the 
Olivetti OliBoard range of digital interactive 
whiteboards which are among the most 
durable and reliable boards currently 
available.

Retail and Banking Automation – 
With more than 30 years’ experience in 
the banking sector, Olivetti is the world’s 
foremost vendor of front-office printers and 
cheque readers. Olivetti currently holds 80% 
market share of the world’s teller printers 
installed in banks and building societies. 
Its broad selection of peripherals provides 
flexibility in the printing of passbooks, forms 
and slips; the management of deposits and 
withdrawals; and the advanced printing of 
cheque validation.

Cash and EPOS systems – Olivetti 
offers a complete range of professional 
Cash Registers, EPOS systems and retail 
receipt printers suitable for everyone from 
small retailers to mass merchandisers and 
the hospitality and leisure industries. This 
opens up all kinds of opportunities for new 
businesses who want to concentrate on 
growth areas.

WHY NOT APPLY? 
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.

Contact: Carole Gordge • Tel: 01908 547980 • Email: c.gordge@olivetti.com

Whatever the circumstances, Olivetti will appraise Gateway dealers to see what  
assistance is needed as they move through each stage of the programme.  
The comprehensive support available to Gateway dealers includes: 

Dedicated Account Management 
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 
and is there 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 
accepted and the new account open, Olivetti 
will organise sales, technical and demonstration 
training for the new dealership, covering the entire 
range of products and services.

Within the training module is an intensive 
lease-finance course to give the dealer complete 
understanding of the leasing side of the business 
which Olivetti has set up in partnership with BNP 
Paribas Lease Group.  

Technical & Service Support
Olivetti has joined forces with local Authorised 
Olivetti Service Providers around the UK to assist 
Gateway dealers who do not have their own 
service department or provider.

Olivetti’s Direct Delivery Service is also 
available for dealers who don’t have a delivery 
vehicle, adequate storage space or sufficient 
technical support in-house to install equipment.

 Marketing Support
All Gateway dealers have access to Olivetti’s 
marketing team who will provide product 
information through product workshops and sales 
guides, as well as price lists and promotions.

In addition to the product information 
available, Gateway dealers can order product 
brochures online and have marketing materials 
tailor-made for their individual requirements. 
This includes new company overview 
brochures; 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.

Recruitment Criteria
The Gateway Programme is ideal for people who 
can demonstrate:
•  A natural drive to run their own business
•   Vision for taking the business forward – in the 

short, mid and long-term
•   A good credit rating to show that they have a 

head for finance
•   A proven track-record in lease sales or in office 

equipment or IT service
•  A desire to learn and be the best
•   Self motivation coupled with the humility to ask  

for help
•   A proven ability to work with people and show 

empathy
•  Reliability, integrity and honesty
•   That they are prepared to work hard to reap  

the rewards that brings

cover story
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As if the MPS space wasn’t in enough 
of a mess with everybody scrambling 
to get their share of contracted pages 
in a down-turn economy, a little 
talked about page-killer is coming 
and it goes by the name of BYOD 
(Bring Your Own Device). 

There was a time when IT departments 
mandated that employees use only company-
provided equipment. The reasoning was 
simple enough: computers and cell phones 
were expensive and hard to manage so 
corporate standards were critical if cost and 
complexity were to be kept under control.

Of course, in the olden-days (a mere five 
years ago by the calendar but a lifetime in 
terms of technology creep) most employees 
didn’t own an average of three computing 
devices as they do today. The last two 
years have seen dramatic shifts in personal 
computing options: Apple’s iOS and Google’s 
Android products have made Tablets easy 
enough for a 4-year old to use and affordable 
even for those on meagre budgets. 

Introducing BYOD
Companies all over the world are now 
allowing employees to bring in their own 
tablets and smartphones for use in the office. 
Why? That’s an easy one to answer:
1. Savings: Corporations can get rid of 
capital expenses related to kitting out their 
staff and the maintenance/replacement costs 
that go with it.
2. Access: Have you ever met a teenager 
who didn’t have a smartphone on their 
person 24x7? BYOD gives corporations a 
sneaky way of increasing their contact with 
employees.
3. Adapting to the New Reality: There 
was a time when most people didn’t have a 
smartphone or a tablet. Although companies 
cannot yet insist that employees provide their 
own smartphone or tablet, the day is fast 
approaching when they will. 

I’ve spoken to a lot of MPS dealers who 
think that when the economy gets back on 
track BYOD will be DOA and the golden tap 
of unlimited printing will once again pour 
forth and make us all rich. Think again: the 
adoption of BYOD has largely been driven 
by a downturn economy and that’s created 
a new appetite to do more with less that is 

likely to stick around for good.
I recently had a chance to discuss BYOD 

with Edward Crowley, Global Strategy 
Consultant at Photizo Group, LLC and one 
of the ‘thought leaders’ in the coming age 
of digital workflow. He said: “Over 60% of 
the Fortune 500 have an iPad deployment 
or pilot underway. All you have to do is look 
around most meetings and increasingly 
a majority of the attendees have an iPad 
or other tablet device instead of a PC or 
even a pad of paper. It’s hard to find an 
organisation where this isn’t happening.”

For Crowley, BYOD is likely to be the 
biggest disruptor to the MPS page base that 
providers of Managed Print Services will 
need to milk for every opportunity. “Perhaps 
the bigger opportunity is to find ways to use 
tablets to actually improve the customer’s 
workflow. This is more of a professional 
services engagement, and it takes a significant 
amount of BI (Business Intelligence) skill and 
understanding of the customer’s environment, 
but it’s a great growth opportunity,” he said.

Workflow solutions come in all shapes 
and sizes. Some of them like the nebulous 
‘Document Management Solution’ always 
seem just out of reach for everybody bar 
enterprise-sized accounts. But there are 
much easier workflow solutions already 
in the market. A simple and inexpensive 
one is to use an iPad for remote desktop 
access. I’m doing it right now. I am working 
with Microsoft Word. The application and 
document are both housed on my computer 
back at the office, but I’m in a Starbucks 

more than 100 kilometres away.
I use Splashtop to accomplish this:  

I have Splashtop 2 on my iPad and Splashtop 
Stream on my main desktop running 
Windows 8. I simply log in on my iPad 
and get instant access to my Windows 8 
Desktop: every document, every application, 
EVERYTHING. For larger organisations with 
their own private networks, there is an 
enterprise version that uses a central server 
within the customer environment. 

What does this have to do with MPS? 
Quite simply, it reduces the need to print.  
If employees can use their iPad as if it were 
their desktop computer, but one that they 
can take anywhere and everywhere, they 
can sit in a boardroom and use the iPad 
for viewing/reading documents instead of 
printing them. This simple App alone could 
reduce printing by 30% overnight.

30% down
Let’s look at the maths (US dollars, sorry!). 
Say we have a customer printing 4 million 
pages per annum and we charge them 
$0.0125 per mono page. Our total annual 
revenue on this account is a tidy $50,000. We 
like this $50,000 per year in revenue, a lot. 

Enter the page-killing iPad running 
Splashtop or some other remote desktop 
app and 30% of our pages ($15,000 of our 
revenue!) vanishes because people start 
using tablets in the boardroom instead of 
paper. Who on earth would want that to 
happen? Your customer of course! And as 
we know, the customer is always right.

This is bad news for anyone with a 
significant page base under MPS contracts. 
But don’t lose heart: we’ve all seen this 
movie before and have gone on to prosper. 
Anybody remember getting rich off fax 
machines? Anybody make their mark in the 
world selling analogue copiers? Then the 
‘network’ and ‘email’ came along and the 
need to be ‘connected’ drove incredible 
change. So we adopted MPS and kept ahead 
of the curve. Now BYOD is messing up the 
MPS model. We have survived disruptive 
transitions in the past and we’ll do it again 
provided we keep our wits about us. 

So, if we’re going to lose $15,000 in 
page revenue from BYOD, how do we get it 
back? We provide the MPS BYOD solution 
and generate income in one of two ways:

Companies 
all over the 
world are 
now allowing 
employees 
to bring in 
their own 
tablets and 
smartphones...

The Coming Storm that is BYOD:  
  MPS Ponderings From Across The Pond

By West McDonald, FocusMPS

continued...
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opinion

...continued

1. We get paid on % Savings through 
Professional Services: Your organisation 
implements an iOS and/or Android remote 
desktop solution and you take 30% of 
savings realised through reduced printing. 
These come from:

Paper reduction: paper costs roughly 
$0.009 per sheet. A customer printing 4M 
pages/annum should see a 30% reduction 
in volume, or 1.2 M pages/annum. In this 
example, a 30% reduction in physical paper 
saves the customer $10,800 per year. For 
implementing the solution you take 30% of 
the savings, or $3,240; and

CPP reduction: Using the same 
example, a 30% reduction in CPP covering 
toner, service and parts ($0.0125/page) 
would be $15,000/year. You take 30% of the 
savings or $4,500.

Total savings for the customer are 
$25,800 less your 30%, which gives you 
$7,740 per year in revenue.

I know what you’re thinking: “I lost $15K 
in click revenue thanks to BYOD. If I help the 
customer do that and they give me 30% a 
year of their savings I make $7,740, so I’m 
still down $7,260 a year in revenue!”

I would agree with your summation. 
Yet I have a smile on my face because I 
know you’re actually better off. Why do 
I say that? Because we don’t survive on 
revenue alone: we live on gross margin and 
profit. If you are currently making 30 points 
margin on $15,000 of MPS revenue, that is 
roughly $4,500 you get to keep. But if you 
introduce BYOD paper reduction solutions 
you stand to make 50 or 60 points GM 
on paper reduction savings (there are very 
low material costs here) through BYOD 
assistance. We get $7,740/year in revenue 
for this service. Based on 60 points GM, that 
gives you $4,644 to keep!

Did you see what I did there? Even 
though your CPP revenue is down by nearly 
50%, your profit goes up! Of course, you 
could wait for your customer to figure out 
how to do this on their own and get nothing. 
I think the choice is pretty clear. 
2. Use an Alternate BYOD Savings 
billing model: You don’t have to use a % 
savings kick-back model. You can achieve 
similar gross margin gains by pricing a BYOD 
solution into your CPP rates or through per 
seat pricing. MSP/MPS hybrids are already 

We recently commissioned Quocirca, a 
leading technology research house, to 
determine the ICT purchasing intentions 
of UK mid-market companies with 
annual revenues of between £5 million 
and £100 million. Those interviewed 
were typically C-level executives.

The results were thought-provoking and  
I think they’re worth sharing. 

For example, only one in seven 
businesses are expecting to see ICT budgets 
grow during 2013. One quarter expect 
budgets to shrink by more than 5%. Only 
half of the companies interviewed used 
finance to invest in office equipment 
technology. And whilst many businesses use 
VARs for their ICT purchases, many simply 
resort to ad hoc purchasing, typically via the 
internet.

Now let us we consider the latest data 
on bank lending which reveals:

1. SMBs are struggling to secure finance to 
fund business expansion. Data shows annual 
net bank lending turned negative in May 2009 
and has not been positive since; and

2. Net bank lending in 2012 reduced by 
over 4% in the year to November, acceler-
ating at a rate faster than in previous months.

This data paints a rather bleak picture 

for our sector. With reduced budgets and 
limited access to finance, technology 
buyers may just decide to ‘sweat’ their 
existing equipment for longer. The impact 
is fewer sales, lower growth prospects and 
a tough competitive climate where every 
opportunity is fought for tooth and nail and 
price is the ultimate victor.

The ICT supply chain – in which I 
include manufacturers, resellers and finance 
companies – has an important role to 
play in helping the mid-market continue 
to invest in essential business technology. 
For a start, we must get more involved 
at the decision-making level and prove 
convincingly that it’s not a question of 
opportunity cost. Day-to-day technology 
items like MFDs, printers and associated 
systems should not be competing for scarce 
funds that should rightly be allocated to 
core business development.

Collectively we must ensure that 
embedded within our sales strategies is 
an attempt to understand our customers' 
budget approval processes. With such 
intense focus on cost control, we mustn’t 
allow sales opportunities to slip away on the 
basis of ‘no budget’. This is more likely to 
happen when our commercial teams aren’t 

doing this across the pond in the US.
You might still be thinking that BYOD 

will go away. And maybe everything will 
get back to normal. But I doubt it. The 
smartphone is fast becoming a TRUE 
handheld computing device and customers 
are demanding micro-computers that they 
can use in similar ways to their laptops and 
desktop computers. Inexpensive tablets and 
smarter smartphones are making BYOD 
more pervasive than anybody could have 
imagined. Our MPS practices will prosper 
or die depending on how we choose to 
respond to the changes occurring in the 
modern office, including BYOD.  

West McDonald has been directly involved 
in the Managed Print Services (MPS) space 
for nearly a decade and is one of the 
foremost experts in the field. He has trained 
thousands of sales representatives in the art 
and science of selling MPSand has helped 
hundreds of organisations to focus and win 
in MPS.
www.focusmps.com

Inexpensive 
tablets and 
smarter 
smartphones 
are making 
BYOD more 
pervasive than 
anybody could 
have imagined.

Financing The Real Economy
In his first column for PrintIT Reseller, Chris Cowell explains how the ICT supply 
chain can help mid-market companies invest in essential business technology.

introducing a complete, all-inclusive solution 
that encompasses the product, service and 
finance package at point of sale.

Encouraging customers to adopt 
new technologies to reduce costs and 
improve employee productivity can be a 
challenge, especially during a downturn. 
Managed print services or advanced print 
management solutions are examples. For 
resellers, these often require a substantial 
investment in retraining sales teams, 
updating marketing messages and changing 
systems. But the payback can be substantial, 
given the higher margin opportunity. 

Finance companies on their part must 
ensure they are fully aware of the changes 
currently sweeping the print market. At its 
most basic level, this requires developing 
appropriate policies and products that 
can finance the total package i.e. not just 
hardware, but also software and upfront 
‘soft costs’ like professional services. 

By offering such flexibility, I believe 
finance companies can help manufacturers 
broaden the appeal of their product 
proposition to cater for businesses of all 
sizes, not just at the enterprise level. For 
resellers, it means they have a platform 
to develop sustainable business models 
that, in turn, can serve to help businesses 
upgrade their infrastructure and drive 
growth for the UK economy.

Chris Cowell is sales 
director for the Office 
Equipment division at 
BNP Paribas Leasing 
Solutions. He can be 
contacted at  
chris.cowell@
uk.bnpparibas.com.
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Recognising both the challenges 
that its dealers face in delivering 
an MPS solution and the value that 
lies in the ability to offer customers 
a one-stop service that bundles 
traditional transactional products, 
such as toners, with service, spare 
parts and consultancy services in a 
single contract, Spicers has launched 
Sprintwise MPS. The wholesaler has 
appointed MPS provider Balreed as 
its partner and under the terms of 
the agreement Balreed will deliver 
MPS services to end users on behalf 
of Spicers resellers.

“A large number of dealers have 
built successful businesses selling office 
products, printers and consumables. 
However, the growth of MPS combined 
with eroding margins in EOS could put 
many of these businesses at risk,” said 
Spicers CEO Alan Ball. 

“Selling managed print services can 
pose a number of challenges for an office 
products dealer – many of whom have never 
done a solution sale before. We’ve spent 
time looking at this market and exploring 
a number of options and we’ve learnt that 
it’s not enough to simply bolt on a piece 
of audit software to a hardware sale. That 
approach provides the market with a limited 
offer. Dealers need to invest in someone 
who can work with the software and 
manage the reporting and the reality is that 
many don’t have the resource to do it.” 

Spicers  
  MPS solution

The evolution of managed print has transformed how dealers, VARs 
and manufacturers deliver print services and solutions. As managed 
print services (MPS) has grown, so too has the number of providers, 
posing a major threat to office products dealers’ printer and EOS 
sales. Instead of standing still, Spicers is inviting dealers to protect 
their existing business and generate new sources of revenue with 
an MPS offering of their own.
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Spicers are 
working 
closely in 
partnership 
with 
dealers...

managed print services

Spicers Synergy dealers were invited 
to an open house at Balreed’s HQ 
so they could see exactly what it is 
they are buying into – 17 dealers 
immediately signed up. First to the 
post was Stratford-on-Avon-based 
On Line Office Products Ltd which has 
already secured a three-year deal.

The MPS contract, which will be delivered 
by Balreed, has earned On Line Office 
Products a five figure sum that, according to 
Managing Director Mike Martin, would be 
incredibly difficult to achieve on EOS sales 
from a single customer doing the equivalent 
number of copies over three years. 

Martin explained that it’s extremely 
difficult to make margin on EOS, citing the 
example of HP products where the street 
price is being driven down by vendors buying 
direct from HP. “End-users assume that 
you’re making lots of money on consumables 

On Line Office Products secures first contract
but that’s not the case. Independents 
are being boxed into a corner; we can’t 
compete and this is forcing us to look 
at other ways to make money. There are 
compatibles of course, but some customers 
don’t like to use third-party supplies. And 
then there’s managed print services.

“We’re witnessing a downturn in 
accounts where customers have brought 
in an MPS solution and we can’t compete. 
MPS is a specialised concept; selling and 
managing it requires in-depth expertise.  
We can’t afford to lose business to someone 
else who might sell MPS to one of our 
customers. We have to be able to offer it – 
or someone else will. 

“With Balreed, we’ve got a non-
competing partner with the experience, 
resources and dedication to service that we 
need. Customers have to believe that we 
know what we’re talking about and this 

partnership gives us that credibility. 
“It’s an exciting opportunity and I’m 

delighted that Spicers have had the foresight 
to provide it. Spicers are working closely 
in partnership with dealers and solutions 
such as this are beneficial to both the 
independent and the wholesaler.

“Sprintwise is a win-win – Balreed 
can expand its market share and reach, 
while dealerships such as On Line have the 
opportunity to gain and retain customers as 
well as make good margins.” 

Martin’s view is that office products 
dealers have to view their business 
differently and predicts that the change that 
is occurring in the marketplace will only 
increase. “I’d urge my contemporaries to get 
behind this. The deal that Spicers is offering 
is generous to the dealer and it’s well 
thought through,” he said.  
www.onlineofficeproducts.net

Continued...
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Balreed manages the account and the 
dealer receives an introductory fee and 
margin share.

Balreed expects its ImageFLEX MPS to 
be very popular with Spicers resellers and 
their customers. “With ImageFLEX clients 
benefit from the UK’s most pro-active MPS 
support combined with a uniquely flexible 
agreement that allows them to produce 
the images they need, on the devices they 
choose,” explained Downey.

“The needs of an organisation can 
change dramatically throughout the 
duration of a contract and ImageFLEX 
allows customers to change their printing 
behaviour in response,” said Downey. 
“Instead of being billed per copy, they are 
billed per unit (where a mono page in 1 unit 
and a colour one 7 units), meaning that an 
organisation printing predominantly in mono 
can reap the reward.”

Dealers know that they have to do more 
to add value and MPS is still a novel idea. 
“The biggest hurdle is that a managed print 
service is a very different sale altogether. 
Unlike the quick pace of the office products 
business, a typical MPS sale can take months 
to complete,” said Ball. “With Sprintwise 
we’ve come up with a no-cost solution 
that’s available to all supporting dealers 
so that they can offer the service with 
confidence.” 

...Continued   [Spicers MPS Solution]

How does it work?
“Our standard customer offering is MPS,” 
explained Downey. “Whether the fleet 
contains one, 100 or 1,000 devices, we 
provide a scalable, fully managed service 
experience. Every client receives the same 
pro-active care and management of their 
print technology.” 

Balreed MPS specialists will, in 
collaboration with a Spicers reseller, visit a 
customer to conduct a thorough review of 
the print infrastructure. Once the assessment 
is complete, the team will design a best in 
class solution which is then fully managed 
throughout the contract term.

“Delivering 
MPS requires 
a very 
different 
mindset and 
investment 
from the 
dealer...”

Integra, the UK’s largest dealer buying 
group, is also supporting members 
who are looking to deliver managed 
print services. 

Integra offers first stage solution
At its Celebrate National Conference in 

November, Jan De Kesel, Managing Director 
of FM Audit Europe and InMap Ltd, 
outlined a roadmap for dealers to establish 
an effective MPS programme

Integra members have access to a 
comprehensive programme that includes 
FM Audit and InMap software tools to help 
them move away from a transactional-
based sales approach to a solutions-based 
model.

“Delivering MPS requires a very 
different mindset and investment from the 
dealer,” said Integra’s Commercial Director, 
Bob Davies. “Many members are already 
providing print and copy devices on a click 
model and for them the move towards a 
managed print service isn’t such a great 
leap; but others are at the stage where 
they want to simply test the water.  

“By offering print management 
software and supporting them in their 
expansion plans, we’re paving the way for 
them to get started and providing them 
with a cost effective way to deliver a slicker 
service,” he said. 

Managed business service 
Alan Miller, Managing Director of 
Kilmarnock-based Active Office, is 
wholly committed to embracing MPS. 
The firm has invested heavily in its IT 
infrastructure and software tools which, 
once fully installed and up and running, 
will deliver a sophisticated way for 
Active Office to pro-actively manage its 
customer base and deliver what Miller 
describes as a managed business service.

“Our business is quite diverse: we’ve 
supplied metered printers and copiers for 
over 20 years and we also supply digital 
print, IT support, web design and digital 
consultancy services, furniture, stationery 
and EOS,” he said. “We’re getting 
smarter in how we go to market and are 
working to unify our distinct business 
divisions to capture a greater share of 
customer spend by offering a one-stop-
shop that will cover all of their office 
requirements including managed print.” 
www.integra-office.co.uk 
www.activeoffice.co.uk

Dealers need 
to invest in 
someone 
who can 
work with 
the software 
and 
manage the 
reporting...

Service-driven solution
MPS is a technology and service-driven 
solution that should be delivered by a 
specialist provider with the expertise to 
provide a full end-to-end service. “It quickly 
became clear to us that in order to support 
our dealers, we needed a robust technology 
partner with the infrastructure and 
experience to deliver,” said Ball. 

“Balreed was the obvious choice, they 
offered the most comprehensive solution, 
including remote monitoring, servicing of the 
equipment, fleet management, consolidated 
billing and comprehensive management 
reporting that we needed to formalise and 
get our Sprintwise MPS offering up and 
running,” said Ball.

“We are delighted that Spicers chose 
Balreed as its partner of choice;” said 
Gary Downey, Balreed Marketing Director. 
“The management team were particularly 
impressed with the knowledge and expertise 
of our staff and the level of professional care 
we provide to our clients. This gave them 
the confidence to appoint us as a partner 
and we are looking forward to working 
pro-actively with their dealers, helping them 
to defend and secure existing customers as 
well as win new business.”
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conference.photizogroup.com, or contact 
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Powerful, compact and packs a punch

IT Resellers and MFP Dealers around 
the UK will shortly be introduced to a 
brand new range of fast, compact and 
economical fully loaded Toshiba colour 
LED A4 MFPs.

April will see the launch of the new 
e-STUDIO407CS series. This range has been 
specifically designed to meet the challenging 
needs of small to medium sized businesses 
(SMBs) and corporate workgroups.

Although an A4-only device, the 
e-STUDIO407CS series can comfortably 
handle the vast majority of UK documents 
that are printed, allowing resellers the 
opportunity to offer any end user a cost 
effective, viable, professional printing, copying 
and scanning solution that until now has only 
been an option for larger sized business with 
bigger budgets.

This new range also allows resellers 
the option to offer corporate and bigger 
customers a fully loaded A4 MFP product 

either as a standalone device or as part of  
a mixed A3 and A4 integrated solution.  
This in turn can allow resellers the opportunity 
to earn higher click margins by offering a 
choice of smaller lower cost A4 machines as 
opposed to only installing A3 based devices.

As standard, this new range has all of the 
enhanced features you would normally only 
find on a bigger A3 device, including web-
enabled features, internal finishing options, 
secure hard drive, high gram paper stock 
handling, a fully capable interactive display 
keyboard, plus unique features that only an 
A4 device can provide such as compact 
design, high efficiency and lower running 
costs.

The new e-STUDIO407CS series of A4 
MFPs will soon be available to the reseller 
channel. To find out more about integrating 
this new range and/or Toshiba’s full range 
of print and document products into your 
portfolio please contact us now.

•  Fast Colour print speeds: 28/34/40 ppm (A4)
•  Fast B&W print speeds: 28/36/40 ppm (A4) 
•  40spm scanning speed
• Maximum paper capacity of 2630 sheets
•  Full print/scan/copy/fax functions
•  Compact body size with optional internal 

finisher 
•  Tiltable Control Panel with 9” colour LCD 

touchscreen for easy management and 
navigation

•  Simple maintenance to allow for maximum 
uptime

•  Super efficient LED technology resulting in 
low power usage  

•  Compliant with environmental standards such 
as ENERGY STAR

•  High quality image production 
at 600 x 600 dpi

•  Versatile paper size capability enabling 
A4, A5, plus standard size A6 to Folio 

•  Flexible printing of banners (up to 1300mm 
length), postcards,envelopes and bespoke 
custom sizes

•  Memory: 2GB RAM
•  Standard network integration and print from/

scan to USB as standard 
• Web enabled for embedded solutions
•  Standard e-Filing function (Copy to Box), 

Storing image from Print / Scan / Received 
fax (Optional)

Key features and benefits of the new  
e-STUDIO287CS/347CS/407CS A4 MFPs.

Toshiba gives resellers a preview of the new range of
e-STUDIO colour multifunction A4 systems... coming soon!



Powerful, compact and packs a punch

The Corporate 
Workgroup Device
Many corporates require both A3 and A4 

devices in an MPS/MDS solution. The 

e-STUDIO407CS series gives corporates 

a flexible choice. As a workgroup device 

within a larger MDS proposition users 

can utilise the more compact A4 system 

within their immediate working area for the 

scanning, printing and copying of A4 and 

use A3 devices when there is a requirement 

for larger paper sizes or longer print runs.

The e-BRIDGE platform provides 

seamless operability between A4 and A3 

e-STUDIO devices. Easy maintenance 

reduces service costs and provides an 

enviable product uptime rate. Administrators 

can manage both A3 and A4 e-STUDIOs 

simultaneously via Toshiba’s fleet 

management system. The user interface on 

the control panel and printer driver is the 

same as on A3 e-STUDIO devices giving 

users a consistent look and feel and easy 

operation across an entire printer fleet.

Fully Loaded  
SMB All-Rounder
Ideally suited for the SMB sector, the 

e-STUDIO407CS series is a powerful and 

high performance A4 colour MFP that can 

handle constant use in any demanding office 

environment.

The latest e-BRIDGE controller provides full 

e-BRIDGE functionality similar to higher level 

A3 e-STUDIO devices. SMBs can enjoy all the 

benefits that corporates take for granted. 

Due to the lower demand for A3 printing/

scanning, the new range offers small to medium 

sized businesses almost all the functionality at 

a reduced cost and with enhanced LED eco 

benefits.

The e-STUDIO407CS series offers flexible 

use of space, with a choice of either narrow floor 

standing or desktop configurations and optional 

Wireless connectivity for greater flexibility of 

positioning within the workplace.

For more information call  
Toshiba on 01932 580183 or  
visit www.toshibatec.co.uk
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Mobile printing: Easy does it

The importance of integration
Canon Partner Channel director 
Matthew Searle advises resellers to 
take mobile printing seriously not least 
because evidence suggests that in the 
future more tablet/smartphone users 
will elect to print from their devices.

“An IDC study published in February 
showed that the percentage of users who 
printed from their mobile devices increased 
dramatically in 2012, and the percentage of 
those who either don’t or don’t want to print 
will decline from almost 50% in 2012 to just 
25% in 2015,” he said. 

He points out that these findings 
support the interim results of Canon’s own 
pan-European survey of end users and 
decision-makers, which show the importance 
of integrating tablets and smartphones into 
the workplace so that every employee can 
print when they need to. 

“The value placed on printed documents 
nowadays is greater than ever. Our study 
found that 83% of users still print every 
single day while one in three respondents 
would not be able to work without printers, 
scanners or copiers. A whopping 95% of 
workers would actually be greatly affected in 
their work practices if they were taken away. 

“As tablets infiltrate the workplace and 
users move to creating and editing documents 
on tablets rather than laptop or desktop 
computers, demand for mobile printing 
will increase. Dealers need to be prepared 
to adapt to this change and be confident 
enough to have these conversations with 
customers. The challenge will be educating 
customers on the benefits of mobile printing 
solutions, such as improved productivity, ease 
of use or enhanced security.”

Embracing mobile printing is not just 
a question of capturing pages. According 
to Searle, it enables resellers to provide 
additional solutions and services that go 
beyond hardware sales, such as network 
management, enhanced device management 
(both mobile and print) and data security. 

As sales of tablets outstrip computers, the debate about their 
impact on page volumes rages on. Will they reduce the need 
for printing by making it easier for people to carry and access 
documents in digital form? Or will mobile printing apps that 
simplify printing from mobile devices cause mobile workers to fall 
back in love with printing? PrintIT Reseller asks the experts.

“Protecting information is a different 
challenge to the days when a firewall and 
secure laptop was enough. Mobile devices 
have changed the office security landscape 
with data more readily accessible and 
shareable by staff outside the confines 
of the firewall. This places dealers in a 
prime position to help their customers by 
leveraging their expertise in managing and 
securing traditional output and applying the 
same approach to managing a wider range 
of print and image capture devices outside 
the firewall.”

No print reduction
Charles Stones, Professional Services 
Consultant at Altodigital, is another 
who thinks the link between tablets 
and falling print volumes has been 
overstated. 

“Contrary to popular opinion, we’re 
seeing that the increasing use of tablet and 
smartphone technology is in some cases 
actually increasing print volumes across a 
company, as employees benefit from total 
flexibility and are able to print remotely from 
any device, rather than being tethered to a 
desk-based computer. While it might not be 
the case across the board, we’re certainly 
not seeing any reduction in print volumes, 
nor do we expect to.” 

He adds that there is a big opportunity 
for resellers to explain to customers the 
importance of implementing secure mobile 
print solutions instead of leaving it up to 
employees to develop their own work-
arounds.

“The second big opportunity – and what 
is set to become an increasingly major issue 
in mobile print – is security. For businesses 
handling sensitive data, it’s essential that 
the opportunity for staff to use unproven 
and untested mobile print software is 
minimised and that any mobile print solution 
is driven by the company, not the employee. 
Widely used, and often operating under the 
organisational radar, unsecured mobile print 
apps can create significant security breaches, 
as confidential information is sent across 
company networks from device to printer.

“Adding to this problem is the fact that 
many IT Departments still haven’t got a 
handle on the more fundamental BYOD 
issues, such as integrating mobile devices 
with their network. That makes issues around 
mobile print and BYOD very far down their 
list of priorities.”

Rules and tracking
Nuance Director of MFP Product 
Management Bill DeStefanis says it 
is important to treat mobile devices 
like any other ‘validated’ access point 
to the print environment to ensure 
that the integrity of an organisation’s 
print management initiatives are 
maintained and that mobile print jobs 
are tracked and subject to the same 
rules as traditional print jobs.

“Nuance does not see mobile printing 
as a big driver of additional print volumes. 
The restrictions of many devices (decreased 
screen size, lack of print drivers etc.) limit 
the practicality of these devices for creating 
and reviewing business documents, such as 
contracts, thereby minimising the demand for 
many mobile print needs in the enterprise. 
We may see a small up-tick in printing as 
travelers take advantage of ‘convenient’ 
print offerings for one-off print jobs in hotels, 
airport lounges etc., but the overall increase 
in printing will be negligible. 

“Rather, Nuance views mobile print as 
an additional method for workers to access 
an organisation’s print stream. In this way, 
mobile print is mostly about convenience. 
Office workers today are accustomed to using 
more than one device (smartphone, tablet, 
laptop) in the workplace and increasingly 
expect those devices to provide an additional 
means to access the print environment on 
the fly. As support for mobile printing gains 
greater traction in an organisation, some 
print jobs traditionally sent to the printer 
through a desktop computer will instead be 
sent from a device. Again, we do not expect 
this to increase the overall print volume 
at an organisation, especially not in those 
that have a print management process that 
supports mobile devices.”

Nuance: 
mobile printing 
is all about 
convenience.

Matthew Searle, 
Partner Channel 
Director, Canon
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What the Customer Thinks

1. Are Tablets Bad for Print?
On the all-important question of whether the use of tablets reduces the need for printing, 
the vast majority (64%) said that it did.

2. How Easy is it to Print?
One reason why respondents expect tablets to reduce print volumes is that, despite 
some interest in doing so, few MPS customers have fully integrated mobile printing into 
their enterprise printing infrastructure: less than a third have already implemented or 
are in the process of investigating such solutions. 

3. Who calls the shots?
BYOD is often cited as a catalyst for mobile printing, but in the large enterprises surveyed 
by Quocirca, mobile printing is largely being driven by users of business-owned tablets and 
smartphones. Organisations are less inclined to support employee-owned devices, although a 
significant 63% wish to provide mobile print capabilities for visitors to their premises. 

Q:  What are your views on the following statement: 
‘The use of tablets in the office is reducing  
the need for printing’?

Strongly Agree

Agree

Neither Agree  
nor Disagree 

Yes, we have already deployed some 
mobile device printing solutions

Increased need to provide smartphone printing 
support for business-owned smartphones

Increased prevalence of business-owned  
iPads and other tablets

Increased need to provide printing support  
for guests/external users

Increased need to provide smartphone printing 
support for employee-owned smartphones

Increased prevalence of employee-owned iPads

Yes, we would like this 
capability but we are not 
investigating solutions

Yes, we would like this capability 
and we are investigating solutions

No, there is no 
requirement for printing 
from mobile devices in 
our organisation

Disagree 

Strongly Disagree 

Q:  What is your level of interest in including mobile print capabilities within your MPS contract 
i.e. printing from smartphones or tablets? 

Q:  What are the main drivers for considering a mobile printing capability? 
(responses from the 62% who said they would like a mobile printing capability)

Last year Quocirca surveyed 100 organisations with 1,000+ employees about 
their attitude to mobile printing, as part of the Quocirca Enterprise MPS Study, 
2012. The international sample was split evenly across the UK, USA, France and 
Germany, with 25 organisations from each country. All were MPS users.

Data security fears
For Chris Mills, product manager at 
Toshiba TEC UK Imaging Systems, 
security and management fears will 
limit mobile print take-up in the short-
term, but he does not expect this to 
last as end users become more aware 
of the secure mobile print solutions 
that already exist. 

“The continued use of driver-enabled 
laptops, which are currently more 
convenient for the creation, manipulation 
and management of documents, will prevent 
widespread adoption of mobile printing, as 
will concerns over data security from the 
private cloud. 

“Even so, we are finding demand for 
mobile print increasing. Due to BYOD 
amongst students, we have seen an increase 
in demand for mobile printing within higher 
education, including a recent installation 
for 30,000 students at a Surrey-based 
University. The Drivve l Print driverless 
solution allows users to print securely within 
the network to any MFP, from any location, 
via the Internet or Wi-Fi.

“IT managers want a solution that is 
product agnostic: they don’t necessarily want 
to support a plethora of operating systems 
that are constantly changing. One simple 
solution is to use a product that uses email. 
A user with any type of device can send an 
email to a centralised print server account 
which can detach documents and give the 
user the option of printing the email and or 
attachments on any device on the network.”

The influence of the cloud
Eddie Ginja, business development 
manager of Kyocera Document 
Solutions, highlights another aspect 
of the modern office that works in 
tandem with mobile printing, namely 
cloud storage accessible from any 
internet-enabled mobile device. This 
offers its own revenue generating 
opportunities and in freeing users 
from their desks creates demand for 
mobile printing/scanning.  

“For our Channel Partners, mobile 
printing is all about attracting customers who 
can secure release using mobile devices – so 
your phone screen ultimately becomes your 
printer screen. As a mobile phone user it is 
in your control, it’s intuitive, secure and the 
interface always looks the same, so there are 
no concerns about working out how to print.

“Print Management and Security are 
key drivers, but don’t forget that Cloud can 
really benefit those organisations that need 
to refresh their file and print infrastructure. 
Instead of a Capex investment of several 
£100,000s they can just pay for what they 
use, which leads to better budgeting – 
always an IT Manager’s concern. As well as 
the obvious green attributes, Cloud printing 
offers customers flexibility, stability, agility 
and ways to address skills shortages and this 
is an opportunity for the Channel.”
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Upwardly mobile

Earlier this month, Samsung outlined 
its future growth strategy at 
Germany’s CeBIT exhibition and gave a 
more detailed explanation of its plans 
for the newly independent business 
unit Printing Solutions Business.

Faced with ambitious growth targets – 
$400 billion revenue by 2020, up from $185 
billion in 2012 – and a price-driven, price 
sensitive consumer market with low barriers 
to entry, Samsung has made it a priority to 
strengthen B2B sales across all its divisions. 
In Western Europe, B2B currently accounts for 
about 30% of turnover.

Unlike other Samsung business units, the 
printer business already generates 96.5% of 
its revenue from B2B, but it is still under-
represented in key areas of the market. 
Following the launch last year of its second 
generation A3 devices, Samsung wants to 
step up a gear and repeat the success it’s 
enjoyed with its A4 devices in the more 
sophisticated business and enterprise space.

It aims to do this by investing in four key 
building blocks: 
• Product – with a focus on good design; 
leading edge technologies, such as the 
all-in-one board in its latest devices; and 
an expanded range of A3 devices (Samsung 
plans to launch 50ppm + A3 devices next 
year);

Although they have only just formally 
announced their alliance, Samsung and 
IT services provider Getronics have 
been working together for more than 
two years – closely for six months – and 
have already won six international MPS 
contracts including a 25-30 million euro 
deal with German supermarket chain 
Kaufland.

Mark Cook, Getronics CEO, said that with 

six global service desks and field engineers and 
service personnel deployed in 70 countries, 
Getronics is able to deliver managed print 
and other ICT services to Samsung customers 
internationally. “We are able to deploy services 
and machines as an MPS on behalf of Samsung. 
We procure devices, set them up and service and 
maintain them over time,” he said.

Getronics sales teams and Samsung deal 
generation teams will initially focus on the 
European market, but they plan to expand into 
other regions in the future. They are targeting 
sub-FTSE 100 and FTSE 250 companies with 
operations in multiple countries and are focusing 
on Getronics’ existing customer base and new 
prospects identified by Samsung.

Cook said: “We will look at our existing 
customer base of hundreds and hundreds of 
companies globally and go in there to embed 
MPS in a current solution or a bid for new 
business where we would not have had a robust 

offer before. For example, where there is a public 
sector IT outsourcing deal we are now able to 
offer Samsung’s solution.”

Like Samsung, Getronics is adapting its 
offering in response to the growth of mobility 
and cloud computing. Its core services revolve 
around service desk, but it now offers a much 
wider portfolio of ICT services that Samsung 
can leverage to enhance its own offering to 
enterprise customers.

“Globally, there are some key priorities for us 
as a result of what we call portfolio shift,” Cook 
explained. “Our core is field engineers, break-fix 
and service desk, but the new world is about 
cloud, unified communications, infrastructure as a 
service (IaaS), consulting and MPS. Our plan over 
the next 3-5 years is really to focus on these core 
portfolios. That’s why Samsung talk about the 
perfect partnership: they could have chosen a larger 
company but we are embarking on the same path.”
www.getronics.co.uk

Samsung wants 
to step up a 
gear and repeat 
the success it's 
enjoyed with its 
A4 devices...

Samsung is putting mobility at the heart of its printer growth 
strategy. James Goulding reports

• Service – investment in service and 
support, including dedicated hotlines for 
print; more field engineers and training; 
improved parts availability; and efficient 
delivery;
• Solutions – with a particular emphasis 
on the cloud, mobility and security; an 
expanded range of embedded solutions; and 
a stronger managed print services offering; 
and
• Channel Partners – Samsung remains 
100% committed to the channel and aims 
to build deeper relationships with channel 
partners.

Global agreement
The early fruits of this approach could 
be seen on Samsung’s busy exhibition 
stand where Ringdale  was showing an 
embedded version of FollowMe; Stethos was 
promoting its forms management solution 
(sold in the UK by Fontware); and PrintFleet 
was demonstrating its fleet management 
software.

The latter is particularly significant for 
Samsung’s channel as PrintFleet has just 
signed a global agreement to manage, host 
and administer a cloud-based print fleet 
monitoring solution for Samsung resellers. 
This will make it easier for Samsung resellers 
to offer managed print services (MPS) to 
customers and enable them to benefit from 
lower prices achieved through Samsung’s 
global purchasing power.

Another example of Samsung’s strategy 
to grow through partnerships with solutions 
providers and channel partners is its alliance 
with international IT solutions provider 
Getronics, which for the first time will enable 
it to put together global MPS agreements for 
multi-national organisations and wider ICT 
solutions (see box for more details). 

The X factor
The other aspect of Samsung’s approach 
– its X factor – is mobility. Unsurprisingly, 
this is an area where the smartphone 
leader believes it has an advantage over 
competitors.

Dr Kiho Kim, president of the newly 

A perfect fit
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MFPs: 
from peripheral to integral

Xerox’s cloud-ready 
ConnectKey controller 
offers built-in security 
and cost controls; tighter 
integration with cloud 
services and mobile 
devices; the ability to 
run apps natively on an 
MFP rather than solely 
on servers; a consistent 
interface across all devices; 
and improved ease of use.

“It’s cloud-ready, which we didn’t have before and 
you can run apps locally on a device, which we didn’t 
have before,” said Rick Dastin, President of Xerox Office 
& Solutions Business Group.

For resellers, the platform offers new opportunities 
to develop customised applications; simpler deployment 
of solutions; improved device management; the ability 
to make changes across an entire fleet at the touch of a 
button; and remote control for training and/or support 
purposes.

“This is fantastic for MPS contracts,” explained 
Bertrand Cerisier, VP of technology, services and 
printing, Xerox Europe. “If you are selling MPS to a 
customer, you can say ‘I can connect to the device 
remotely which reduces the time needed to resolve a 
problem and I can train new users as well’. If you are a 
reseller, you also reduce your cost of servicing a device 
because there is a lot you can do remotely.”

A new approach
With ConnectKey, Xerox is attempting to shift the 
customer conversation away from a narrow focus 
on hardware to a discussion around workflow and 
document processes.

Dastin said: “We are selling the platform story 
with ConnectKey. We will sell the ConnectKey value 
proposition and then fit the hardware into that 
depending on your needs.” 

One of its key benefits is that is 
provides improved document access 
and collaboration, alongside traditional 
functions, such as print, copy, scan 
and fax.

“We are going to change 
multifunctional printers to 
multifunctional document 
systems, from peripheral to 
integral,” Dastin said. “They 
should be integrated with 
workflows and have digital-
to-digital transactions as a fifth 

Xerox is strengthening its leading position in managed print 
services (MPS) with a new MFP platform optimised for MPS, 
mobility and the cloud.

independent Samsung Printing Solutions 
Business, said he would bring all his 
experience of smart technology to bear on 
the development of printers. “One of the 
reasons I am in charge of the new print 
solutions unit is that I was in charge of the 
development of smartphones and Smart TVs. 
I am going to adapt those state-of-the-art 
technologies to give better and cheaper print 
solutions for end users,” he explained.

Dr Kim’s assertion that “users find 
printers difficult and confusing pieces 
of equipment to use” is debatable, but 
his ambition to apply technologies from 
smartphones and Smart TVs in printers is  
exciting. The influence of smart technology 
is already being felt through printer vendors’ 
use of smartphone-like fingerswipe displays 
and printing apps (see Xerox story opposite), 
but Samsung clearly feels that there is more 
scope to enhance printer usability.

Printing apps
One example shown at CeBIT is a new 
mobile printing app for Samsung’s award-
winning colour printers, the CLP-415 
printer and CLP-4195 series MFP. An NFC 
tag provides a direct connection between 
the printer and an NFC-enabled phone for 
trouble-free printing. A printer app opens 
automatically when you hold the phone to 
the tag; then all you have to do is choose 
your document and press print. 

There are other ways to print from a 
smartphone to a Samsung device, ranging 
from Google Cloud to email-based solutions 
from partners such as Equitrac, Safecom and 
Ringdale, but none as simple as this. 

NFC is already available as an 
alternative to biometrics, cards and PINs 
for authentication and once standards are 
resolved and more NFC-enabled devices 
come to market, businesses could start to 
use NFC-enabled phones for everything from 
access control and door entry systems to 
cafeteria vending machines and print release.

Other applications of mobile technology 
are likely to emerge from Samsung’s alliance 
with Getronics, which has a large mobile app 
team in Spain. Getronics already develops 
consumer-friendly smartphone apps for a 
number of companies including a solution for 
motoring organisations that lets customers 
track the location of a requested recovery 
vehicle on Google Maps and another for an 
airport authority that provides on-screen 
maps and directions to terminal services, 
such as the nearest Starbucks.

It remains to be seen what sort of apps 
Samsung has in mind for printer users, but 
possibilities range from locating public 
printers and releasing print jobs securely to 
certifying copies of authorised documents.

function of the MFP.” 
This change will be driven through an open 

Application Programming Interface (API) for integrating 
third party solutions and the emergence of an eco-
system of simple software apps created using App 
Studio templates for info and scan-to apps. Xerox 
expects App Studio to be a channel platform when it 
launches in Q3, but hopes that in time it will evolve 
into a marketplace where customers can buy apps 
developed by Xerox, resellers and third parties.

Xerox says App Studio will make it easier for 
resellers to tailor an MPS to meet customers’ specific 
requirements. For example, a reseller could use online 
tools to design an app for scanning receipts into an 
expenses reporting workflow.  

This approach is supported by a customisable user 
touchscreen with large easy-to-use buttons and direct 
connections to SharePoint and cloud solutions such as 
Google Drive, Evernote, SharePoint Online, DropBox, 
PaperPort Anywhere and Salesforce.com.

Mobile printing
Also new are two mobile printing apps (one server- 
and one cloud-based) that can be used with iOS and 
Android devices and any type of printer or MFP; and 
built-in security. As standard, Cisco TrustSec protects 
data paths to and from the devices, while embedded 
McAfee software detects malware based on the 
whitelisting of allowed file types. Upgrades provide 
more in-depth security.

Xerox intends to launch 16 laser and solid ink 
products based on the ConnectKey platform in the 
first two quarters of the year. These include the Xerox 
WorkCentre 5800/7800/7220/7225 and the Xerox 
ColorQube 8700/8900/9300 Series.
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Initially set-up as a Selex reseller, 
the advent of digital technology saw 
Elmdale also adopt the Kyocera range. 
But it was the colour revolution that led 
them to approach Olivetti to become an 
authorised dealership in 2003.

According to Sales Director Stuart 
Fielding, the opportunity for growth in colour 
was massive and Olivetti’s colour portfolio, 
which they saw as being among the best on 
the market, exactly met their needs. 

Over the past eight years, Elmdale has 
tripled its spend with Olivetti, achieved Elite 
dealer status and is positioned among its 
top three dealers. “Pre-colour, our turnover 
was healthy at around £750K, but since we 
started to offer Olivetti colour technology, 
sales have rocketed and our turnover has 
increased almost three-fold,” said Fielding.

Drivers for growth
One of the biggest drivers for growth has 
been Elmdale’s stringent focus on customer 
service, as Fielding explained: “We’re focussed 
on delivering value to our customers and not 
just in monetary terms. It’s not enough to 
simply install the machine and walk away.”

Perhaps unusually for a dealer of this 
size, the business growth has not come in 
the main from the delivery of managed print 
services. “We have flirted with MPS but it’s 
not a huge part of our business. Our focus 
is on streamlining customers’ fleets and 
installing high-end, high volume MFPs that 
enable them to shift towards a more efficient 
centralised print infrastructure. We also 
provide them with complementary software 
solutions such as ‘find-me’ printing and 
PaperCut print management tools that save 

23 years of   
   sustained growth

them both time and money,” said Fielding.
Over the years Elmdale has embraced 

change and diversified into new and 
synergistic areas where it sees an 
opportunity for growth. Around 18 months 
ago it entered a new and emerging 
marketplace – VoIP telephony – a move that 
came about as a direct result of the directors 
having identified this as a great solution 
to offer to existing customers and one that 
would enable them to win new business. 

Customer service
Customer service is front and centre of 
Elmdale’s business strategy. The firm has 
a number of customers with multi-sites 
and, according to Fielding, another great 
advantage of being part of Olivetti’s dealer 
network is that by partnering with other 
dealerships they can service customer fleets 
nationwide.

In addition, it has its own team of service 
engineers headed up by Service Director Jon 
Palin, whose focus is firmly on the customer 
experience. “Customer retention levels and 
first-time fix rates remain consistently high,” 
said Fielding. “And that’s something we’re 
particularly proud of.”
www.elmdalemaintenance.co.uk

Established in 1990, Elmdale 
Maintenance is Olivetti’s 
Elite dealer for Berkshire, 
Hampshire and Oxfordshire. 
The firm provides high 
performance business print 
and IT solutions, telecoms 
and document management 
systems and prides itself on 
customer service. Having 
enjoyed sustained year-
on-year growth, Elmdale 
has just recorded its most 
profitable year to date. 
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(l-r) Stuart Fielding, 
Sales Director  
and Jon Palin,  
Service Director

Customer satisfaction  
– the driving force 
The Motor Insurance Repair 
Research Centre, better known as 
Thatcham, first became involved 
with Elmdale when it was looking 
to streamline its printing and 
copying systems. The IT department 
is responsible for the management 
of all systems costs so it was 
vital to bring everything into 
line. According to David Maskell, 
Thatcham’s IT Manager, prior to the 
systems they have in place now, 
things were very different.

“At the time, we had two suppliers 
and somewhere in the region of 20 to 30 
different types of device. Almost everyone 
had a printer on their desk so the system 
was becoming impossible to manage.” 

Thatcham had a well prepared wish-
list: cost effective and reliable multi-
functionality. They wanted to simplify 
their printing and copying systems, 
introduce scan-to-email and replace their 
mono machines with colour solutions.

Elmdale’s proposal was to install 
eight Olivetti d-Color MF models 
which allow greater flexibility through 
a centralised print queue system that 
enables staff to print from their desktop 
PC and collect the prints from any 
machine on the network. Access via a 
PIN code maintains confidentially. 

Where the machines have made a 
huge impact is in The Training Academy, 
which had traditionally outsourced 
manuals and course documents at great 
expense. Bringing the task in-house 
saved costs, time and effort. 

Maskell highlighted some key points 
as to why their partnership with Elmdale 
has been so successful. “Communication 
is good between us. We regularly discuss 
ideas for improving and managing 
our systems, which gives us complete 
confidence. Admittedly, the machines 
tend to run themselves and we can 
manage changing our own consumables, 
but their support is very good and their 
technicians are very knowledgeable. The 
equipment they have supplied fits our 
requirements very well and has given us 
greater functionality, cost effectiveness 
and reliability.”
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