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Welcome to the July/August issue of 
PrintIT Reseller.

Page 28 sees the start of this year’s 
coverage of Photizo Group’s Transform 
Europe 2013 MPS conference, which for 
the second year running is being held at 
Twickenham Rugby Stadium, this time on 
September 30-October 2. 

MPS has been around for ages, but 
it remains a key growth area for print 
professionals and, increasingly, office 
products suppliers.

In the Spring issue we highlighted MPS 
products from Spicers and Integra. This 
time around, we draw your attention to 
new offerings from Synaxon (page 10) and 
VOW (page 35). 

Of course, MPS is not the only 
growth area. In the last issue, we picked 
out  business inkjet as another and 
it’s interesting that when speaking to 
wholesaler VOW this month about their 
focus on EOS they too identified this as one 
to watch for dealers wishing to maintain a 
revenue stream from supplies sales.

Finally, in this issue, we feature a  
couple of old-timers. Kyocera is celebrating 
25 years in the UK and Manchester-based 
Printerbase has clocked up ten years in the 
industry. We wish them both many happy 
returns and a prosperous future.

James Goulding, Editor
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Banner Printing is child’s play with 
the Olivetti d-Color MF PLUS Range

To contact your local supplier call us on 01908 547896 
or go to our website: www.olivettiuk.com 
or email: c.gordge@olivetti.com

Join us Register online
To receive your regular FREE printed copy  
of PrintIT Reseller Magazine simply fill in  
our online registration form at 
www.printitreseller.co.uk

You can also read the digital version of  
PrintIT Reseller online, on tablets and  

smart phones.

PrintIT Reseller is a publication 
for the IT Reseller channel. Our 
mission is to bring information 
on new products, services and 
market developments to printer 
resellers, MFP dealers and online 
sales specialists to help them 
meet their customers’ needs, 
make informed purchasing 
decisions and generate new 
sales opportunities for their 
businesses. 

Until PrintIT Reseller came along 
there hadn’t been a dedicated printed 
resource for this community.

PrintIT Reseller magazine fills 
this void for dealers, manufacturers, 
software suppliers, solutions  
providers and distributors.
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UTAX (UK) Ltd has recorded its third 
consecutive year of double digit growth, 
with a 12% rise in turnover from £8.7 
million in Financial Year 2012 to £9.75 
million in FY 2013. 

Established in 1989, UTAX (UK) sells printers 
and MFPs through a network of resellers 
throughout the UK and Ireland. Its parent company 
UTAX GmbH is a subsidiary of document solutions 
specialist TA Triumph-Adler, which was acquired by 
Kyocera Mita in 2010.

Last year was the fifth in a row in which UTAX 
UK has surpassed its profit targets. This, says 
managing director Shaun Wilkinson, has enabled 
the company to invest in business expansion and 
enhanced dealer support.

“In the last three or four years we have been 
very good at working with existing dealers and 
helping them to grow. Last year all our Top 10 
dealers grew significantly with us,” he said.

An example of the kind of support UTAX 
provides is its new white label website, which makes 
it easy for resellers to promote and sell products on-
line, especially consumables and A4 devices. 

Available as a fully fledged e-commerce site 
or as a plug-in to an existing website, it can be 
customised with the reseller’s own branding, 
pricing, special offers and T&Cs. Options include 
automatic order submission to UTAX (UK) for 
direct shipping and a Live Chat facility.

“It’s another service we offer partners,” 
Wilkinson said. “They can either spend 10-15k 
developing their own product or they can spend 
one tenth of that with us.”

The combination of proactive dealer support 

and a broad product range is attracting more 
dealers – either because they are dissatisfied with 
an existing provider or because they are weak in a 
particular area (typically A4) – which is helping to 
drive further growth.

“We put a lot of support into helping dealers 
sell products. It’s why we get approached by new 
dealers. We have a marketing department offering 
marketing and telesales to help get dealers in front 
of customers. It’s expensive to do but otherwise you 
may as well be a website,” explained Wilkinson.

In 2012 UTAX recruited an extra 12 ‘good’ 
dealers and it hopes to do the same this year. It 
also increased the number of employees by 36% 
and expanded its £1.2 million turnover direct 
services division, which fulfils servicing on behalf 
of dealers that don’t have an in-house capability. 

“We have quadrupled the number of machines 
we look after on behalf of dealers. A lot of smaller 
guys say they like this model because it gives them 
a fixed service cost and a fixed margin, but we also 
do all the servicing for our second biggest dealer,” 
said Wilkinson.
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In the news
UTAX achieves double digit growth 
for third year in a row

Toshiba TEC is supporting Sharples Group 
managing director Mark Brocklehurst and 
three other Bolton business people in their 
attempt to complete the 2013 Talisker 
Atlantic Rowing Challenge, a gruelling 

3,000-mile race across the Atlantic Ocean 
from The Canary Islands to the Caribbean.

As technology partner for the Bolton Atlantic 
Rowing Challenge, Toshiba TEC will provide 
communications equipment so that the rowers 
can update blogs and make satellite calls while 
at sea. Once they leave the safety of the harbour 
on 2nd December 2013, the crew will be on their 
own for anything from 40 to 90 days. 

The Bolton Atlantic Rowing Challenge is 
hoping to raise £250,000 for the Bolton Lads and 
Girls Club, which offers vital support to vulnerable 
children in the North-West of England. Donations 
can be made by texting “BLGC04 £(amount)” 
to 70070 or by going to www.justgiving.com/
boltonatlanticrowingchallenge. 

For additional information and alternative 
ways to donate money, including a raffle for prizes 
donated by Toshiba, please visit  
www.boltonatlanticchallenge.co.uk

...in brief...  
Cloud-based document 
sharing
Nuance Scan to Cloud software is now available 
on Canon’s imageRUNNER ADVANCE platform 
of multifunctional devices. The software allows 
organisations to automatically convert paper 
documents into editable formats and send them 
to cloud-based document and sharing services 
including Google Drive, Dropbox, MS SharePoint 
and salesforce.com.   www.canon.co.uk

Xerox donates printers
Xerox has donated a range of multifunction 
printers providing processing, scanning and 
printing within a secure environment to The 
Prince’s Trust. The devices, installed at the 
Trust’s headquarters in London, will help the 
organisation save about £7,000 per year.
www.princes-trust.org.uk,  
www.xerox.com

Official Pantone approval
Colour scientists at Pantone LLC have developed 
Kyocera-specific look-up tables so that users can 
print superior simulations of proprietary Pantone 
Matching System Colours on Kyocera TASKalfa 
MFPs. Pantone scrutinised the output and 
declared the overall results to be exceptional.
www.kyoceradocumentsolutions.co.uk

Pantum launch
Chinese printer manufacturer Pantum is 
launching two new 30 ppm mono laser printers, 
the Pantum P3100DN and the P3105DN. 
Targeted at SMBs, the printers have USB and 
network connectivity, auto duplex and the option 
of a high yield cartridge for low operating costs. 
A robust metal frame contributes to a long 
product life cycle and high monthly workload of 
50,000 sheets. The printers are available through 
office products distributor Spicers and cost from 
£137.49 ex VAT.   www.pantum.co.uk

Shaun Wilkinson, managing director,  
TA Triumph-Adler

Atlantic crossing
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Westcoast named finalist 
Westcoast has been named as a finalist in Microsoft’s 
Worldwide ‘Distributor of the Year’ award. The software 
giant has over 300 distributors worldwide.    
www.westcoast.co.uk

Apogee and Canon partner
Apogee Corporation has become one of the first 
companies in Europe to be named an accredited 
Managed Print Services partner of Canon.

Building on Canon’s Partner Programme, launched in early 
2011, the new MPS Accreditation scheme has been developed 
to help identify and develop Canon’s leading partners and 
demonstrate the high standards those partners are achieving in Managed Print Service 
delivery, technology and customer care.  

Apogee says that the accreditation is testament to its position as one of the 
UK’s leading providers of Managed Print Services and underlines its commitment to 
innovative, reliable office solutions. It means Canon’s customers can expect the very best 
service and support for all their digital workflow needs.

Accreditation is assessed through a rigorous audit process managed independently 
by Photizo. Accreditation status lasts for 12 months.
www.apogeecorp.com

Capital Document Solutions has been re-appointed 
as a supplier on the Scottish Government’s National 
Framework Agreement for Office Equipment. The 
scope of the agreement covers all office equipment 
products and services, including multifunctional devices, 
photocopiers and printers.

Scottish Procurement has awarded a national multi-supplier 
Framework Agreement for an initial 24-month period from June 
2013 when the existing framework expires. There is the option to 
extend the agreement by two further 12-month periods.

Capital is one of seven successful suppliers on the new 
framework. Konica Minolta has also successfully secured its place 
as a supplier and Canon has confirmed it too has re-established 
its position on the Scottish Procurement Framework Agreement.

Capital, which has operations in Edinburgh, Glasgow, Dundee, 
Aberdeen, Inverness and Shetland, was appointed on the 
framework when it was first introduced in June 2009. It has been 
re-appointed having successfully undergone a series of stringent 
procedures.

Tom Flockhart, Founder and Managing Director of Capital 
Document Solutions, said: “We are delighted to have been 
awarded this prestigious position for the second successive term. 
This appointment speaks volumes for the quality of our people 
and the high level of service we bring to all of our customers 
across the country.”

With 200 staff nationwide, Capital is Scotland’s largest 
independent supplier of office equipment and document solutions. 
In January this year, it acquired Inverness-based Highland Office 
Equipment, increasing the company’s turnover to in excess of 
£20m. The acquisition puts the expanded company in a strong 
position to achieve its £30m turnover objective by the end of 
2015.

In October 2012, the business won the Best Service honour at 
the Government Opportunities (GO) Awards Scotland for the high 
level and quality of its services to end users in the Scottish public 
sector.

To date, the office equipment specialist has won over 30% of 
the public sector contracts awarded. Additionally, in May 2011 
a Scottish Procurement survey of customer satisfaction placed 
Capital ahead of the other six approved suppliers in terms of 
quality of contract management and service delivery.
www.capital-solutions.co.uk

Capital Document Solutions 
success 

In partnership with British Rowing, 
Apogee is a sponsor of The Samsung 
World Rowing Cup. The firm 
supplied photocopying, printing and 
scanning equipment to the event, 
which took place at Eton Dorney, 
Windsor on June 21-23.

The Samsung World Rowing Cup hosts 
over 600 athletes from around 40 nations 
and is part of the UK Sport Gold Event 
Series, supported by funding from the 
National Lottery and from British Rowing, 
the national governing body for the sport 
of rowing.

Jason Collins and Barry Ferdinand, 
Joint CEOs of Apogee Corporation, 
said: “This sponsorship is a further 
step in Apogee’s relationship with GB 
Rowing, which includes the provision 
of scholarships to four talented young 
rowers and sees Apogee as GB Rowing’s 
online broadcast partner.”

In a separate announcement Apogee 
announced that four members of the 
GB Rowing Team’s ‘Start’ Programme 
have been awarded scholarships from 

Apogee. Rebecca Chin, Frazier Christie, 
Stella D’Arch Smith and Zak Lee-Green 
were selected from over 100 rowers. 
These talented young rowers will receive 
help with their training, travelling and 
equipment expenses as they strive to gain 
selection for the GB Rowing Team senior 
squad.

Since 2009, the ‘Start’ programme 
has been responsible for identifying and 
nurturing rowers like Helen Glover and 
Heather Stanning, Mohamed Sbihi and 
Sam Townsend, Anna Watkins and Kat 
Copeland.  All went on to win Olympic or 
World medals in 2011 and 2012. 
www.apogeecorp.com

British Rowing sponsor deal

 Rebecca Chin  Frazier Christie  Zak Lee-Green Stella D’Arch Smith
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Tailored business communications solutions 
vendor Annodata has made two new 
board appointments, moves which they 
say strengthen their commitment to the 
business communications marketplace. 

Mike Mason has been appointed as Managing 
Director of its Unified Communications and 
Collaboration (UCC) business and Martin St 
Quinton has taken on the role of Non-Executive 

Chairman, replacing David Fielden who has served 
in this role for the last 13 years and remains as a 
Non-Executive Director.  
www.annodata.co.uk

Annodata strengthens 
board

Single source supplier 
Spicers has partnered with Westcoast to offer an extended range of products and services to 
customers from a single source. The collaboration will use Spicers’ network of regional distribution 
centres, allowing for a more extensive range of products - including Westcoast’s full portfolio of EOS 
inks and toners, as well as hardware, software and accessories – to be delivered by Spicers in the 
same delivery as its office products.  www.spicers.co.uk   www.westcoast.co.uk

Cloud print solution
ProcessFlows has signed an agreement with 
US print solution developer PrinterOn to 
supply mobile printing solutions for Android, 
Blackberry, iPhone & iPad in the UK.

Commercial Group, the independent 
business service specialists based in 
Cheltenham, is celebrating after winning the 
Guardian Sustainable Business Award for 
Innovation, under the category of Employee 
Engagement, for its Green Angels initiative.  

Now in their third year, the Guardian 
Sustainable Business Awards highlight innovation 
and impact in corporate sustainability and enable 
organisations to showcase best practice to inspire 
others to take up the mantle. The judging panel felt 
that Commercial Group had “taken sustainability to 
the heart of the business” and that the “impact of 
the initiative was clearly quantified”.

Green Angels was launched by Commercial 
in 2006. Every four months a new team of six 
employees is set up to think of creative ways 
to support the company’s CSR (corporate social 
responsibility) programme which includes ten 

Commitments. At the end of the each term, the 
Green Angels pass their wings to their successors.

Green Angels has directly reached over 97% 
of staff and achieved dramatic successes. These 
include reducing waste contaminants by over 
80%; achieving Zero Waste; introducing Angel 
Days for staff to give time to good causes; creating 
maps of the local area to promote a healthy 
lifestyle; and launching pool bikes booked out like 
meeting rooms. The programme has saved nearly 
£500,000 and helped the company to grow by 
50% since 2006.

The scheme was created by co-founding 
director of Commercial, Simone Hindmarch-Bye, 
who said: “This initiative is being championed by 
staff, for staff. I am extremely proud of the tenacity 
of the team; and the glowing endorsement for all 
that the teams have achieved over the years.”
www.commercial.co.uk

Spicers’ New Talent 
Academy
Spicers’ New Talent Academy (NTA), 
a service created by P1 Training and 
Development as a vehicle for Spicers’ 
dealers to recruit and train new sales 
talent, has seen more than 70 new recruits 
through its door in just 18 months, 
generating in excess of £4m of new 
business sales for dealer partners. 

Following the success of this initiative, which, 
according to Sales and Marketing Director Tom 
Rodda was originally targeted to recruit and train 
100 sales professionals in three years, Spicers has 
introduced an extended programme.

In partnership with P1, the New Talent 
Academy is being expanded to include 
recruitment and training across all business 
functions including marketing, finance, customer 
service, IT and commercial support.

P1 has expanded the team, appointing Dougie 
Ford and Caroline Jay to deliver support across 
HR, telemarketing and change management. It 
is also placing more emphasis on training and 
support for managers and has developed a 
variety of training programs to suit the different 
disciplines. 

Rodda adds that Spicers has developed a P1 
Credit Service giving dealers access to a £24k 
credit facility. “Dealer partners signing up to 
the programme will invest £2k per month: once 
enrolled they will have immediate access to 
the full credit facility which can be used over a 
12-month period, thus enabling them to expand 
by recruiting new talent straight away,” he said.

The programme, which is open to all Spicers’ 
supporting partners, will launch in Q3.
www.spicers.co.uk

t  Martin St Quinton 
Mike Mason y

Tom Rodda, Sales & Marketing Director

Green Angels
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Potential for profit  
Dealer group Synaxon has signed an 
agreement with The Wide Format Group 
(TWFG) that will give its members 
access to specific project pricing and 
outstanding support on Canon’s full 
range of wide format printers, enabling 
them to sell to new customers and make 
higher than normal margins.

TWFG is an approved partner for Canon 
wide format printers servicing and supporting 
the whole of the UK. All products and 
consumable supplies stocked by TWFG will 
now be listed on EGIS, Synaxon’s online 
ordering platform. In addition, Synaxon 
members can call on TWFG’s services to offer 
specialist installation of Canon wide format 
printers, maintenance and repairs (contract 
and ad-hoc) and extended warranty cover. 
TWFG has a team of fully trained Canon 
engineers covering the UK and Ireland.

Derek Jones, Managing Director of 
Synaxon, said the potential for resellers to 
profit is significant. “Wide format printing is 
becoming more popular as more businesses 
look to bring high quality printing in house. 
TWFG are real experts in Canon’s brilliant 
range and, with their support, our members 
can take advantage of the opportunity to 
drive additional sales on wide format devices, 
services and ongoing consumables sales and 
at exceptional margins.”

 Additional benefits offered by TWFG 
include access to advanced demonstration 
facilities located in London and the East 
Midlands and specialist reseller training. 
Demo and loan units can be arranged, as can 
sample prints. TWFG also provides MDF and 
sales incentives to resellers and fast access to 
a wide range of accompanying ink and media 
supplies.
www.synaxon.co.uk

Record results for 
Brother
Brother has announced record UK 
sales of £107 million in the year to  
31 March 2013.

The 6% rise in annual sales was 
achieved by securing increased distribution 
and additional market share for its 
products following significant investment in 
marketing and promotions. This investment, 
coupled with the rising cost of goods and 
unfavourable exchange rates in the first 
half of the year, reduced profits before tax 
to £2,664,000. The profit figure was in line 
with expectations.

Managing Director Phil Jones said: “In 
a very competitive and challenging market, 
we achieved solid sales growth thanks to 
great technology, people and partners.” 
www.brother.co.uk

Cassidy named Xerox MD
Darren Cassidy has been appointed as Managing Director for 
Xerox UK and Ireland, replacing Alan Charnley who for ten years 
held country manager roles in the Netherlands, Central and 
Eastern Europe, Middle East, India, Russia and Africa.

Cassidy now oversees expansion of the company’s large enterprise 
organisation and is exploring growth strategies that support the firm’s 
transformation into a services-led, technology driven company.

In his previous role as Vice President, Offer and Business Development 
for Xerox Managed Print Services, Cassidy was instrumental in the successful 
launch and global roll out of Xerox’s managed print service offering among 
its channel partners, accrediting 600 partners globally in just three years.

He said Xerox is committed to helping customers determine what the 
future of work will look like as the digital and paper worlds collide through 
developments such as big data, BYOD, cloud computing, enterprise mobility 
and the growing importance of security.  www.xerox.com

New faces at VOW
VOW has appointed Daniel Hill 
and Shona McKenna as Business 
Development Managers in the 
South East sales team headed up by 
Regional Director, Mia Trangmar.

Hill has over 15 years’ experience in the 
office products industry including an eight year 
stretch working directly for a reseller and with 
a large contract stationer. His expertise covers 
sales and marketing, including the targeting 
of local SMB businesses, and managed print 
services. 

McKenna was responsible for over 20 
internal staff working for a large corporate 
reseller and has joined the team in the South 
East to support resellers with their growth 
and development and continue to build on 
their partnership with VOW.

Trangmar said: “Our two new recruits 
will bring to the team a deep understanding 
of sales, running a business and the 
day-to-day interaction between end-users, 
manufacturers and wholesalers. They will be 
a strong asset to the team and have already 
made some great relationships within the 
existing customer base.”
www.voweurope.com

Driving higher standards
Vantage Computing has joined the growing number 
of office technology specialists working with NAPPS 
– The Document Solution Association.

NAPPS has developed an Affiliate Membership Scheme 
which allows companies with complementary products and 
services to work directly with the NAPPS community. Vantage 
Computing, the developer of Service Accent, is the newest 
recruit. 

Through the Affiliate Scheme the NAPPS community now 
has exclusive access to Service Accent, a leading service 
management and meter billing software solution used by 
more than 150 UK office equipment dealers. 

NAPPS Director Aaron Warham said: “Vantage Computing 
has been supporting the UK’s document solution industry 
for over 20 years and we are proud to be able to offer our 
members exclusive access to solutions which will save them 
time and money and increase their efficiency.”  
www.napps.org.uk

Lost calls spell danger 
New research conducted by audio branding specialist 
PH Media Group has revealed that office equipment 
suppliers are at serious risk of losing business by 
leaving customers hanging on the telephone for more 
than 30 seconds at a time.

The survey discovered office supplies companies leave 
customers on hold for an average of 33.31 seconds per call, 
marginally better than the UK average of 33.48 seconds.

Previous research has shown 50% of callers will hang up 
within 20 seconds if forced to listen to silence while on hold. 
“Good call handling is often overlooked as a key sales and 
marketing tool but the telephone still acts as an important 
touchpoint and first impressions count. These results represent 
a significant challenge for office supplies firms and could 
pose a threat to profitability,” said PH Media Group Sales and 
Marketing Director Mark Williamson.   www.phmg.com

In the news
bulletin
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Half Price 
ScanSnaps
at Northamber

Huge opportunities in the healthcare, local 
government, � nance and legal markets.

The easy-to-use ScanSnap N1800 is the � rst 
network scanner to o� er cloud linking functions 
as well as enabling users to email, save and print 

scanned documents through a network.

Order a ScanSnap S1100 or S1300i 
and get a second half price.
Order a ScanSnap S1100 or S1300i 
and get a second half price.

2nd 
unit for

£56.50

ScanSnap S1300i
Compact Desktop Scanner
ScanSnap S1300i can be powered either directly 
from the laptop USB ports or via an AC adapter, 
making it ideal for business people on the move 
- in the car, in client’s premises and so forth.
• Impressive scanning speed (12 ppm / 24 ipm)
• Supports capturing documents for e-mail, printing and 

for use with Microsoft Word and Excel
• Business Card scanning software
• USB or AC Powered £176.00

trade ex VAT
ORDER: FUSCS1300i

ORDER: FUSCS1100

£113.00
trade ex VAT

The ScanSnap S1100 document scanner pushes the limits 
of size for extreme portability while delivering smooth 
A4 size document scanning.

ScanSnap S1100 Portable Scanner

• 8 pages per minute scanning
• Space saving and lightweight
• USB2.0 (USB1.1 Compatible)

ORDER: FUSCS1300i

2nd 
unit for

£88.00

O� er limited to one of each bundle per reseller. O� er ends 5/7/13.  Terms & conditions apply. 

ScanSnap-PrintIT_169848.indd   1 11/06/2013   17:59:09
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In the news

Synaxon is launching an exclusive TCO 
print calculator that gives members a 
simple and cost effective way to enter 
the growing market for managed print 
services.

By providing instant calculations of a 
printer’s total cost of ownership over a specified 
period, SYNprint TCO Analyser enables a 
reseller to act as a trusted advisor to customers. 
As well as illustrating the relative costs of 
purchasing different brands and models of print 
devices, it enables resellers to see exactly how 
much profit they would make on the initial 
sale of a device and the subsequent sale of 
consumables and replacement components. 
Resellers can set their own margin levels and 
adjust them appropriately for different customer 
quotations.

 The service is driven by up-to-date 
information provided by market research expert 

Context. It is available to all members on a 
14-day free trial, after which it will be offered 
from only £65 per month with comprehensive 
training and support provided free of charge. 
According to Managing Director Derek Jones, 
this license fee will quickly be recouped.
www.synaxon.co.uk

Developed exclusively for Cartridge World 
by US partner, TonerHead Worldwide, the 
new CWP Quality System uses the latest 
integrated technology to enable precise 
and efficient inkjet cartridge cleaning, 
testing and refilling. 

The CWP Quality System is compatible with 
over 140 printhead cartridges, delivers excellent 
product quality, improves efficiency and reduces 
waste and builds on proven technology already 
in use within the Cartridge World network. 

A touchscreen linked to a central internet 
server guides the user through the inkjet 
cartridge cleaning, repairing, refilling and 
finishing processes. The system also further 
enforces Cartridge World’s exacting quality 
standards by automatically testing each and 
every unit to ensure optimum print performance. 

The system will initially be available across 
three of Cartridge World’s high street stores in 
Luton, Nuneaton and Petersfield, before being 
offered to the company’s remaining 150 UK 
branches. 
www.cartridgeworld.co.uk

TCO print calculator

Cartridge World revolutionises inkjet 
refill market  

Breadth of enterprise offerings
Xerox earned the top position in worldwide MPS for the fourth consecutive 
year, according to a new report by analyst research group Quocirca. The report 
attributes Xerox’s lead to continued expansion and investment in its MPS platform 
and the unrivalled geographical depth, breadth and consistency of its offering.

Last year, MPS reports from Gartner, IDC and Forrester Wave also positioned Xerox in the  
top spot. 
www.xerox.com

NAPPS UPDATE 
The next generation – 
Apprenticeships? 
By Aaron Warham,  
Director, NAPPS

Over the past couple 
of months I have been 
speaking with the NAPPS 
community about training, 
as it seems that the rapid development of 
the document solution industry, in terms of 
technology, processes, people and scope, 
is putting ever greater pressure on sales 
people. For the established sales person 
these developments are just another point on 
their continuous learning curve – but what 
about the next generation?  

The level of complexity and breadth of 
knowledge required to become a successful 
document solution sales person has never been 
greater, but with no industry recognised schemes to 
introduce and attract new sales recruits, could we be 
losing the best candidates?

For new engineers and service personnel, training 
schemes and apprenticeships are well established.  
With such a consistent process the result is that 
the industry is capable of attracting and producing 
a production line of highly skilled engineers. The 
question is whether the same level is being applied 
to attracting new sales people?  It is from this that 
an idea has arisen.

Is an apprenticeship scheme workable in 
document solution sales?

All OEMs and their channel partners invest 
heavily in the training and development of their 
sales people once employed, but is the industry 
missing the chance to attract new entrants (sales 
people) to the industry? 

An apprenticeship carries a whole host of 
negative connotations for both employer and 
employee. Traditional concerns about how much 
someone is paid and whether they stay at the end of 
the apprenticeship have scuppered many a scheme.

However, if it is simply viewed as a training 
opportunity which demonstrates to the brightest 
and best new candidates that a meaningful career 
can be made in document solutions surely it makes 
sense? 

From my discussions it is clear that a new sales 
person fully up to speed on the latest industry 
developments, primed on the technologies and 
processes required by the consumer and motivated 
to drive a career forward can only be of benefit to 
the channel.

Cartridge World Chairman, John Richardson 
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18th – 19th September 2013
Ascot Racecourse, 10am – 4pm 

Register NOW for free at 
www.technology-exposed.com

rw salt

organised by:

•   A convergence of technologies and solutions under one roof
•   Inspiring your staff to what’s new
•   Bring your end user customers to see the technology in action
•   Over 70 different technology brands in one place to compare and consult
•   Live audio tours, sharing significant ‘need to know’ opportunities on-the-go
•   Industry speakers sharing future developments
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Just six months into his new role, 
Riso UK Managing Director Tatsuo 
Murakami has put a clear plan in 
place and created a new senior 
management structure designed to 
support the firm’s growth strategy.  

Riso intends to increase unit sales by 
34% this fiscal year and, with a third of 
its UK and Ireland revenue resting within 
the channel, the firm was clear in its 
commitment to support its partners to help 
deliver this growth.

David Meldrum UK National Dealer 
and Export Manager outlined a channel 
strategy that includes higher levels of 
in-field support (pre-and post-sale) 
across technical, product training, 
solutions selling, marketing and mobile 
demonstrations.

The firm has 32 dealer partners with 
46 offices nationwide and Murakami 
explained that there are no immediate 
plans to expand that. “If there is a gap 
geographically, then we will look to fill 
that,” he said.

He added: “The past year has seen a 
decline in volume within the channel and 
our strategy is very much to change this. 
As a company we want to grow quickly 
and gain new customers worldwide. Within 
the UK and Ireland we have a network of 
really good dealers and the opportunity 
for growth is there. We’ve increased our 
headcount in all divisions and we’re 
committed to working in partnership to 
drive new business for us all.”

Significant opportunity
The new ComColor X1 Series 
includes three models: the A3 
7150 and 9150 with print speeds of 
120 and 150 ppm respectively and the 
A4 3110, a 90 ppm model that will be 
available in the autumn.

Riso says the new range, powered by a 
newly developed ink that delivers greater 
colour density and reduced show-through 
and fade-back on certain stocks, presents 

Powering new opportunities

a significant opportunity for its channel 
partners who are looking to increase 
profits while providing significant savings 
to their customers.

Meldrum said: “With this product we 
believe you can differentiate your business 
from other dealers and MFP direct sales.”

The ComColor X1 Series promises 
greater productivity. Stand-out features 
include a faster scanner (50 A4ppm); 
reduced first copy out and dwell time 
between jobs; an industry leading 1.5p 
per full colour copy; an ultra-low total cost 
of ownership; and eco-features, including 
a power saving sleep mode of 5W or less 
and a power on/off schedule. 

New functions include the ability 
to print from USB; barcode area 
definition software; enhanced print 
drivers; improved paper handling 
capacity including card and 
envelope printing; quieter operation; 
and later this year, the ability to 
embed Papercut software into the 

control panel.

Accessorise
Riso has also expanded 

its range of accessories 
and during the launch 

event unveiled a scanner 
that’s 20% faster than its predecessor 
and a multifunctional finisher with a 
delivery speed of 120 ppm. Also new are 
a face down offset stapler, 4,000 sheet 
capacity feeder and high capacity stacker, 
all of which deliver at the host printer 
speed; and a new IPDS controller enabling 
organisations to print in native IPDS thus 
negating the requirement to convert data. 

Powerful new production 
configurations that also include a perfect 
binder, capable of producing 60 books per 
hour, and a wrapping envelope finisher are 
designed to support expansion into new 
markets. 

Murakami said that 90% of Riso 
machines are currently sold into education. 
“With the ComColor X1 Series, Riso 
is targeting new segments including 
pharmaceutical, training companies, 
manufacturing, logistics and financial 
institutions.” 
www.riso.co.uk

Despite being one of the print industry’s worst kept secrets, when Riso UK 
officially unveiled its new ComColor X1 series to channel partners during a 
two-day event at the end of June, there was still an element of surprise.
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advertorial

"Powering New Opportunities"
For more information contact Riso UK Ltd

0208 236 5800 www.riso.co.uk info@riso.co.uk

World’s Fastest
TThhee CCoommCCoolloorr eevvoolluuttiioonn ccoonnttiinnuueess wwiitthh tthhee nneeww CCoommCCoolloorr XX11 SSeerriieess,, ppuusshhiinngg tthhee

bboouunnddaarriieess ooff ooffffiiccee pprriinntteerr ccaappaabbiilliittiieess.. TThhee wwoorrllddʼ̓ss ffaasstteesstt pprriinntteerr,,**tthhee XX11 SSeerriieess

hheeiigghhtteennss eeffffiicciieennccyy wwhhiillee lloowweerriinngg ccoossttss..

IItt ccoommeess wwiitthh aann eexxppaannddeedd rraannggee ooff nneeww aacccceessssoorriieess mmaakkiinngg iitt mmoorree ppoowweerrffuull aanndd ccaappaabbllee tthhaann eevveerr.

* Among multifunction, inkjet office printers as of March 2013. Based on RISO testing standards.



mobile

Last month Samsung Print Division 
staged a reseller event at Silverstone 
race track to demonstrate the 
breadth of its product range.   

The highlight was the company's first 
NFC-enabled printers launched this month 
and marketed with the clever 'Print on Tap' 
slogan, but there was much else to see 
including Samsung's new generation A3 
MFPs and economical SMB devices.

NFC printing 
NFC (Near Field Communication), which 
initiates a wireless connection between 
two devices in close proximity to each 
other, has been used with print products 
before, such as Cortado's Personal Printing 
Essentials pull printing solution, which uses 
it for print release. However, Samsung's 
Xpress C410W and Xpress C460 series are 
claimed to be the world's first laser printers 
to be NFC-enabled from the box. 

What this makes possible is supremely 
simple printing (and scanning or faxing) 
from most makes of NFC-enabled 
smartphone and tablet running Android 
4.0 or higher. Apple iPhones still don't 
have NFC.

Users who 
have Samsung's 
MobilePrint App on 
their device can print 
simply by selecting 
the document to be 
printed and tapping 
lightly on the printer. 
Alternatively, they can 
tap the printer to open the mobile printing 
app on their device and then choose a 
document and select print. If they haven't 
already installed the app, tapping will 
automatically take them to Google Play 
where it can be downloaded.

To start with, Samsung is offering this 
capability on consumer and SOHO devices 
(4ppm colour/18ppm mono) in the hope 
that its simplicity and ease of use will 
encourage people to print photos and 
documents that would otherwise remain in 
digital form. 

Jamie Mackenzie, head of product 
marketing at Samsung Electronics, told 
PrintIT Reseller that once it was more 
established, NFC printing could be 
incorporated into business devices too.

“People need to know what technology 
can do before they adopt it,” he said. 

“NFC is a new concept. Let's see what 
the adoption is and go from there. But 
we do know businesses are adopting 
more mobiles and tablets so as a leader 
we have to assist convergence in wider 
environments.”

In the meantime, users of Samsung's 
wireless B2B devices are able to print from 
any Android, iOS and Windows smartphone 
over WiFi or WiFi Direct. 

Samsung B2B
Samsung's main priorities in the business 
market are to allay misconceptions resellers 
might have about the strength and breadth 
of its printer/MFP range; and to encourage 
the channel to cross-sell other Samsung 
products, if necessary in partnership with 
resellers that have appropriate expertise.

Mackenzie said: “A lot of resellers who 
haven't engaged with us before have the 
perception that we  have a smaller and 
a lower end range than is the case. There 
are a lot of misconceptions around what 
Samsung can offer.”

The Silverstone event gave Samsung 
the opportunity to show off the breadth of 
its range. This extends from tiny desktop 
printers to high-end mono and colour A3 
devices and includes numerous embedded, 
web and server-based print solutions.

As well as expanding its enterprise 
solutions, Samsung recently strengthened 
its core SME offering with the launch of the 
Xpress M2875/2675 and M2825 series. 
Designed to provide low running costs, 
the 28ppm mono devices have separate 
toner and drum units instead of all-in-one 
cartridges. Until now, Samsung only offered  
economical two-piece toner systems on 
Segment 3 and 4 devices.

Touch and go

Technology convergence
Another aspect of Samsung printers 
that Mackenzie is eager to highlight is 
the extent to which they incorporate 
technology from other Samsung divisions, 
from NFC connectivity on its consumer 
models to plasma ionisers (also used in 
Samsung air conditioning systems) in its 
latest A3 MFPs.

Mackenzie argues that the convergence 
of technologies from different Samsung 
divisions enables resellers to extend 
conversations with customers beyond 
print, potentially leading to new sales 
opportunities.

“Resellers can leverage our cross-
selling capability with other categories. We 
find ourselves engaging with big brands 
talking about air conditioning, displays and 
LED lighting and we can now talk about 
the print element and how we converge 
with other products. In the coming months 
this will be a big focus,” he said.

Samsung is already using NFC 
technology to deliver printing on tap. 
Who would bet against it, at some point, 
integrating gesture control from Samsung 
Smart TVs to enable printing with a wave.

Samsung is asking resellers to take a fresh look at  
its printer and MFP range
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“People 
need to 
know what 
technology 
can do 
before they 
adopt it”



Are you mobile ready? 
Selling mobile connectivity  
solutions can increase your  
profit margins

A stagnant economy, combined with 
continuous technological innovation, 
makes this a particularly challenging 
time for the channel. The traditional 
foundation of hardware still remains. 
Increasingly however, customers want 
more than a simple ‘hardware, supplies 
and maintenance’ operation. It must 
also incorporate their Bring Your Own 
Device (BYOD) strategy. Alongside 
the printers, scanners and MFPs, 
enterprises now require end-to-end 
solutions to manage the content that 
flows through their organisations with 
seamless interoperability and smart 
mobile technology.

The days of making profit on hardware 

alone are drawing to a close. Devices will 

continue to be sold, but the growth (and the 

margins!) will be found helping customers 

to efficiently and effectively work smarter, 

facilitated by new technologies to capture, 

manage and access information from both 

smart multifunction and mobile devices. 

With the transition to mobile continuously 

gathering pace, BYOD is becoming common 

practice in the workplace. Now that 4 out of 

5 companies allow employees to use their 

personal mobile devices on the job, Lexmark 

Mobile Print and Lexmark Mobile Capture 

make it easy to take advantage of this 

computing power. These apps allow users to 

jump-start workflows instantly by capturing, 

retrieving and sending and printing critical 

data from wherever you go. 

In the current business environment 

where time is an increasingly valuable 

commodity, timesaving innovations that tie 

into a BYOD strategy make a real difference 

to productivity. 

Innovations such as this promote flexibility 

and productivity within the workforce, 

and indicate where the future lies. As the 

“now” imperative, the urgent demand and 

expectation for mobile devices must be 

reflected in the focus for the channel. The 

channel has a major role now in helping the 

customer embrace this mobile future and 

understand how they can gain the benefits of 

mobile productivity.

Lexmark discusses why 
resellers need to change 
their sales techniques in the 
transition from hardware 
to solutions, focusing on 
supporting customers towards 
the future of mobile 

By Martin Fairman, UK Channel 
Sales Director, Lexmark

Lexmark Channel 
Value Programme –
It’s More than a Partner 
Programme. 

A Rewarding Experience.

Lexmark is much MORE than just a 
print vendor! In fact over the past three 
years we have been transforming our 
global organisation into an IT provider 
of industry specific solutions which 
will enable your customers to save 
time and money. This makes selling 
Lexmark MORE margin rich, develops 
MORE revenue streams, helping you 
to differentiate your company making 
customers MORE dependent on your 
business.

So, whether you are, or need support, 
in selling output devices (printers and 
MFP’s), content management software, 
workflow solutions or Basic Print 
Services (click/MPS), Lexmark is here 
to support you every step of the way.

Join Lexmark’s Channel 
Value Programme today 
and starting enjoying 
the following benefits:

• Dedicated sales support

• Exclusive offers and promotions

•  Customisable sales and 
marketing tools

•  Access to Lexmark’s Channel 
Advantage Academy

•  Access to Lexmark’s Virtual 
Solutions Centre

•  Ready-to-Go Marketing tools and 
materials

   and more...

Register now at www.reseller.lexmark.co.uk or contact 01628 518658
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Evolving and innovative printer line up 
Ricoh has a diverse and expanding printer line-up: A4 or A3, mono or colour, single function or multifunction, wired or 
wireless, all bases are covered. Thanks to our unique Geljet technology, we even offer an energy-efficient alternative to 
ink-jet. With a choice of model throughout the range, it doesn’t matter whether your customers want low running costs or 
a low purchase price: Ricoh caters to every need. 

Tailored  Partner Programme Scheme
Ricoh has something to offer everyone, from the smallest local reseller to a 
national operation with its own solutions experts and support staff. With 
three levels of Ricoh channel partner to choose from - Standard, Preferred 
and Solutions – partners are guaranteed exactly the level of support needed 
for their business to grow and prosper. The only qualification we ask for in 
return is a desire to succeed.

From a brand with superior environmental credentials
Ricoh has won numerous plaudits for its sustainable and ethical business practices. It has been named as one of the Global 
100 Most Sustainable Corporations for nine years in a row and for the last 10 years has been listed on the FTSE4Good 
Index Series in recognition of its global CSR activities. For the last five years,  the Ethisphere Institute has named Ricoh as 
one of the World’s Most Ethical Companies. 

Ricoh, setting the benchmark 
in business print... 

Cross Product Sales Opportunities
Ricoh resellers have access to much more than printers and MFPs. 
Ricoh recently introduced a range of projectors, including the 
industry’s smallest ultra-short throw model, and will shortly be 
launching new video-conferencing units. As we enter new  
markets, our resellers can look forward to additional  
opportunities, from printers and scanners to projectors and  
video-conferencing units. 

Ricoh is the UK market leader in business print. 

From the desktop to the printroom, businesses 

depend on Ricoh devices for reliable, cost-effective, 

high quality printed output. One in four copiers 

sold in the UK is a Ricoh device; we are recognised 

as a leader in Managed Document Services; and 

have rapidly established ourselves as a major 

player in production print. 

And we don’t intend to stop there. With your help, 

Ricoh aims to become the leader in desktop printing, 

too. We’ve already made an impressive start, increasing 

unit sales of desktop printers and MFPs by 68% in 

2011-12. This year, we are hoping to grow sales by a 

further 60% and to that end plan to double the number 

of Ricoh channel partners from 600 to 1,200. 

This ambitious recruitment programme is a win:win 

for Ricoh and the reseller community. It will enable us 

to reach more small and medium-sized businesses and 

gives you a not-to-be-missed opportunity to partner 

with a renowned business brand. 

With three types of partnership to choose from – 

Approved, Preferred and Solutions – there is a level of 

engagement to suit everyone. All Ricoh resellers can 

look forward to generous margins and access to a 

comprehensive product line-up, with a choice of printing 

technologies (laser and Geljet) and pricing models to 

meet any customer requirement. 

Preferred Partners benefit from preferential pricing 

and extensive marketing collateral and support; while 

Solutions Partners have access to an expanded range of 

solutions, including Ricoh copiers and the Ricoh Click 

MPS proposition supported by 1,000 Ricoh technicians 

throughout the UK.

The strength of our printer range is just one reason to 

become a Ricoh partner. In the last 12 months, we have 

entered a number of new product areas, giving resellers 

even more opportunity to increase sales and win new 

customers. We already offer a diverse product range, 

from printers and scanners to projectors and video-

conferencing units, and over the next two years plan to 

enter other new categories. 

These are exciting times for Ricoh and our channel 

partners. Working together we can all look forward to 

many more years of sustainable business growth.

P R E F E R R E D  
P A R T N E R

A P P R O V E D  
P A R T N E R

S O L U T I O N S  
P A R T N E R

Help your business grow, join today by contacting us at; 

www.ricoh-partner.co.uk
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Evolving and innovative printer line up 
Ricoh has a diverse and expanding printer line-up: A4 or A3, mono or colour, single function or multifunction, wired or 
wireless, all bases are covered. Thanks to our unique Geljet technology, we even offer an energy-efficient alternative to 
ink-jet. With a choice of model throughout the range, it doesn’t matter whether your customers want low running costs or 
a low purchase price: Ricoh caters to every need. 

Tailored  Partner Programme Scheme
Ricoh has something to offer everyone, from the smallest local reseller to a 
national operation with its own solutions experts and support staff. With 
three levels of Ricoh channel partner to choose from - Standard, Preferred 
and Solutions – partners are guaranteed exactly the level of support needed 
for their business to grow and prosper. The only qualification we ask for in 
return is a desire to succeed.

From a brand with superior environmental credentials
Ricoh has won numerous plaudits for its sustainable and ethical business practices. It has been named as one of the Global 
100 Most Sustainable Corporations for nine years in a row and for the last 10 years has been listed on the FTSE4Good 
Index Series in recognition of its global CSR activities. For the last five years,  the Ethisphere Institute has named Ricoh as 
one of the World’s Most Ethical Companies. 

Ricoh, setting the benchmark 
in business print... 

Cross Product Sales Opportunities
Ricoh resellers have access to much more than printers and MFPs. 
Ricoh recently introduced a range of projectors, including the 
industry’s smallest ultra-short throw model, and will shortly be 
launching new video-conferencing units. As we enter new  
markets, our resellers can look forward to additional  
opportunities, from printers and scanners to projectors and  
video-conferencing units. 

Ricoh is the UK market leader in business print. 

From the desktop to the printroom, businesses 

depend on Ricoh devices for reliable, cost-effective, 

high quality printed output. One in four copiers 

sold in the UK is a Ricoh device; we are recognised 

as a leader in Managed Document Services; and 

have rapidly established ourselves as a major 

player in production print. 

And we don’t intend to stop there. With your help, 

Ricoh aims to become the leader in desktop printing, 

too. We’ve already made an impressive start, increasing 

unit sales of desktop printers and MFPs by 68% in 

2011-12. This year, we are hoping to grow sales by a 

further 60% and to that end plan to double the number 

of Ricoh channel partners from 600 to 1,200. 

This ambitious recruitment programme is a win:win 

for Ricoh and the reseller community. It will enable us 

to reach more small and medium-sized businesses and 

gives you a not-to-be-missed opportunity to partner 

with a renowned business brand. 

With three types of partnership to choose from – 

Approved, Preferred and Solutions – there is a level of 

engagement to suit everyone. All Ricoh resellers can 

look forward to generous margins and access to a 

comprehensive product line-up, with a choice of printing 

technologies (laser and Geljet) and pricing models to 

meet any customer requirement. 

Preferred Partners benefit from preferential pricing 

and extensive marketing collateral and support; while 

Solutions Partners have access to an expanded range of 

solutions, including Ricoh copiers and the Ricoh Click 

MPS proposition supported by 1,000 Ricoh technicians 

throughout the UK.

The strength of our printer range is just one reason to 

become a Ricoh partner. In the last 12 months, we have 

entered a number of new product areas, giving resellers 

even more opportunity to increase sales and win new 

customers. We already offer a diverse product range, 

from printers and scanners to projectors and video-

conferencing units, and over the next two years plan to 

enter other new categories. 

These are exciting times for Ricoh and our channel 

partners. Working together we can all look forward to 

many more years of sustainable business growth.

P R E F E R R E D  
P A R T N E R

A P P R O V E D  
P A R T N E R

S O L U T I O N S  
P A R T N E R

Help your business grow, join today by contacting us at; 

www.ricoh-partner.co.uk
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PRINT SMART WITH OKI
With OKI, you will improve not only your  
print-related processes but you will benefit from 
real cost savings, measureable efficiency gains 
and the freedom to focus on what really matters  
to you: your business.

AFFORDABLE SMART GREENEFFICIENT

Having the ability to achieve 
more with your printer 
means nothing if the device 
it too big for your office.  
OKI’s tried and tested LED 
technology means our 
devices are compact with 
modern styling that easily fit 
into the smallest of offices.

Making printers affordable 
and helping customers print 
smarter is the overriding 
driving force behind a range 
of new and updated products 
from OKI. No matter what your 
business, we have the perfect 
print solution for you.

Print Optimizer from OKI 
puts the right devices in the 
right places and allows you 
to gain control and benefit 
the environment at the 
same time. 

Our devices are manufactured 
to the highest standards of 
quality and technology. We are 
so convinced of the quality and 
reliability of our products that 
we offer an extension of the 
standard warranty to 
3 years on all our products.

INTRODUCING
THE NEW 
MC700 SERIES 
CHANGE THE WAY YOU WORK

Duplex LED copying  

and scanning 

Fast and accurate duplex 

copying and scanning, 

through 100-sheet RADF. For 

double-sided documents

High yield cartridges
Reduce user intervention, 

cost and impact upon the 

environment

Advanced features that help improve 
the efficiency of your business

Enterprise-wide security

Secure PIN or IC card 

release solutions for 

protected printing of 

 Convenience stapler 

Built-in convenience stapler 

as standard, for easy post 

Large colour touch screen 

Height adjustable touch 

screen interface provides 

customisable access to 

a range of standard and 

bespoke functions facilitated 

by an open platform

Wireless connectivity

Optional wireless 

functionality so that 

your MFP can be placed 

Internal  

Automatic stapler combined 

with offset paper stacking 

and duplex printing for 

advanced document 

Flexible paper capacity 

Three optional paper trays 

or Large Capacity Feeder 

(LCF) available (up to 

3,160 sheets), to suit your 

business needs

Automatic LED  

duplex printing

Automatic duplex as 

standard, for cost effective 

printing of double-sided 

documents

*MB770dfn and MC780dfn onlyPrint Smart. Print OKI
     OKI UK    @OKIUK     /OKIUK
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PRINT SMART WITH OKI
With OKI, you will improve not only your  
print-related processes but you will benefit from 
real cost savings, measureable efficiency gains 
and the freedom to focus on what really matters  
to you: your business.

AFFORDABLE SMART GREENEFFICIENT

Having the ability to achieve 
more with your printer 
means nothing if the device 
it too big for your office.  
OKI’s tried and tested LED 
technology means our 
devices are compact with 
modern styling that easily fit 
into the smallest of offices.

Making printers affordable 
and helping customers print 
smarter is the overriding 
driving force behind a range 
of new and updated products 
from OKI. No matter what your 
business, we have the perfect 
print solution for you.

Print Optimizer from OKI 
puts the right devices in the 
right places and allows you 
to gain control and benefit 
the environment at the 
same time. 

Our devices are manufactured 
to the highest standards of 
quality and technology. We are 
so convinced of the quality and 
reliability of our products that 
we offer an extension of the 
standard warranty to 
3 years on all our products.

INTRODUCING
THE NEW 
MC700 SERIES 
CHANGE THE WAY YOU WORK

Duplex LED copying  

and scanning 

Fast and accurate duplex 

copying and scanning, 

through 100-sheet RADF. For 

double-sided documents

High yield cartridges
Reduce user intervention, 

cost and impact upon the 

environment

Advanced features that help improve 
the efficiency of your business

Enterprise-wide security

Secure PIN or IC card 

release solutions for 

protected printing of 

 Convenience stapler 

Built-in convenience stapler 

as standard, for easy post 

Large colour touch screen 

Height adjustable touch 

screen interface provides 

customisable access to 

a range of standard and 

bespoke functions facilitated 

by an open platform

Wireless connectivity

Optional wireless 

functionality so that 

your MFP can be placed 

Internal  

Automatic stapler combined 

with offset paper stacking 

and duplex printing for 

advanced document 

Flexible paper capacity 

Three optional paper trays 

or Large Capacity Feeder 

(LCF) available (up to 

3,160 sheets), to suit your 

business needs

Automatic LED  

duplex printing

Automatic duplex as 

standard, for cost effective 

printing of double-sided 

documents

*MB770dfn and MC780dfn onlyPrint Smart. Print OKI
     OKI UK    @OKIUK     /OKIUK
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Marketing Director Nigel Allen 
says that when the business was 
incorporated 25 years ago Reading 
was selected because it offered 
easy access to transport links and 
was twinned with Dusseldorf, where 
Kyocera’s European operations 
began, but that to move now would 
be unthinkable. “Over the years 
and despite significant expansion, 
we have retained our head office in 
Reading and will be relocating the 
team to a new self-contained building 
called Eldon Court later this year. 
Reading has offered us an amazing 
pool of talent and we’re committed 
to staying here,” he explains.

The company’s growth is supported by 
a corporate philosophy that incorporates a 
commitment to excellence, the environment 
and individual fulfilment. This, combined 
with a highly trained and motivated UK 
workforce and unique technology, has 
enabled Kyocera to deliver tangible benefits 
to customers across the UK.

 “We’ve been fortunate during the 
recession. Our products offer real Total 
Cost of Ownership (TCO) savings which 
means that we can help businesses cut 
costs and save money. As a result we are 
in a position to invest in our infrastructure 
– with a new central Reading headquarters 
and a new Technology Suite in Manchester. 

“I’m very positive about the future.  
Our team is focused on achieving our 
£100m target in 2016 and we are all 
focused on working together to achieve 
that goal,” says Allen.

UK unique market
“The UK is a unique market for Kyocera and 
we take a distinctive approach to doing 
business here,” says Managing Director  
Jun Okumura. 

Kyocera is recognised globally as a 
leader in managed document services. Its 
methodology was awarded The Managed 
Print Services Association’s (MPSA) 
Leadership Award for Best Practices 2012 
and its printer and multifunctional devices 
regularly receive independent accolades.

 “Our strong growth and great success 
is due to our network of channel partners. 
We do not sell direct in the UK and working 
with our partners means end users are 
assured of best of breed technology and 
excellent customer support at all times,” 
says Okumura.

“The UK is very different from other 
European markets. We are the second 
largest market for Kyocera Document 
Solutions in Europe and account for 15% 
of total European sales. As we build on 
our achievements over the last twenty five 
years, we will remain dedicated to growing 
our business through our commitment to 
our customers.” 
www.kyoceradocumentsolutions.co.uk

Kyocera Document Solutions UK Ltd is celebrating its 25th anniversary 
in the UK. The company, headquartered in Reading and with a support 
centre in Milton Keynes, Technology Suite in London and a newly opened 
Technology Suite in Manchester, has grown organically by 77% over the 
last three years. It now employs 160 staff in the UK.

Nigel Allen, 
Marketing 
Director

Jun Okumura, 
Managing 
Director

Kevin Doyle celebrates (pix Jason Dawson)

TIMELINE

1988  Kyocera founded in the UK 

1992  ECOSYS FS-1500 ships in the UK

1993   ECOSYS FS-1500 printer becomes 
first office automation equipment 
to receive Eco Mark Certification

1995   FS-6500, the first A3 mono 
ECOSYS printer launches

1997   FS-1700 & FS-3700 first 
printers to receive Blue Angel 
accreditation

2000  Starts Green Card network

2001   Launch of first A3 colour ECOSYS 
printer, FS-8000C 

2003   First A4 ECOSYS colour printer, 
the FS-C5016N 

2004   Introduction of its first A4 MFP, 
the FS-1018MFP

2005   Kyocera becomes Reading FC 
shirt sponsor 

2007   Service Centre in Milton Keynes 
opens

2009  Launch of the TASKalfa range

2010  Technology Suite opens in central 
London

2011  Green Partner Programme 
launched and 10,000,000th 
ECOSYS printer shipped

2012  Awarded MPSA Award ‘Thought 
Leadership in Managed Print 
Services’ 

2013  FS-1200MFP awarded Green IT 
Award ‘Hardware Product of the 
Year’ and Technology Suite opens 
in Manchester
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The initial motivation behind the 
company was the lack of expert 
advice available in the industry. 
Printerbase’s mission is to enable 
businesses of all sizes to find the 
best device for their needs, take 
control of what they print and 
uncover any hidden costs. In short, to 
help firms create a much more cost 
efficient print environment.

 “It was very difficult to find a printer 
supplier who genuinely specialised in 
printers: latest models were being sold by 
sales people, but individuals’ needs were 
not taken into consideration,” says Knight.

Year on year growth
From its first sale – a £300 16ppm Brother 
mono laser printer – the Manchester-based 
printer specialist has enjoyed year-on-year 

growth. Now recognised as one of the 
largest suppliers of printers, multifunction 
printers, toners and inks across the UK, 
it has a firm ethos of value and excellent 
customer service at its heart. 

After just six months, the business had 
outgrown the spare bedroom. “I moved to 
offices just down the road and recruited 
our first employee, Nick Simpson, three 
months later,” says Knight. Simpson, who 
joined in a sales support role remains with 

Printerbase celebrates  
   ten-year anniversary
After eight years on the road installing and fixing printers, PCs and 
IT networks, Peter Knight decided it was time to go it alone. In June 
2003, from a makeshift office in his back bedroom, he built a website 
from scratch and established a relationship with Micro-P. From such 
humble beginnings Printerbase Ltd was born. Today it has an annual 
turnover of c£9m and employs 25 staff.

After just 
six months, 
the business 
had 
outgrown 
the spare 
bedroom...

the business. Four years in Knight moved 
again. “We bought a building in Ashton-
under-Lyne which at the time was far too 
big – but it was always the intention that 
we’d grow into it and we have.

“Thinking back to how we started and 
what we have become today gives me a 
great sense of pride. We’ve had our ups 
and downs along the way, but we have still 
managed to grow every year for the past 
ten years which is a great achievement.

 “I am very proud of what we have 
achieved over the last ten years with 
Printerbase and none of it would have 
been possible without the great team we 
have here – currently 25-strong with an 
average length of service of between seven 
to eight years – as well as the support of 
our customers and suppliers,” says Knight.

Printer specialists
As printer specialists, Printerbase gives 
customers an unrivalled level of advice and 
knowledge, whether that is face-to-face, 
over the phone, through live chat or via 
email. “The aim is always to ensure the 
customer gets the printer that is perfectly 
suited to their needs,” Knight says.

Printerbase has a direct relationship 
and works closely with a broad selection of 
OEMs – the firm is listed as an authorised 
online reseller and printer specialist by 
Xerox, Brother, Lexmark, Samsung, Konica 
Minolta, OKI and Kyocera – but has elected 
to source through the distribution channel.

“We work with all the main players 

Peter Knight, 
Printerbase
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MPS is more than just Device Management
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Toner Alerts

Meter Readings

Billing System 
Integration

Applications Printed

Colour / Mono Usage

Duplex Usage

Rules for Print

Job Accounting

Follow Me / Secure 

For one inclusive low cost, flexible monthly subscription

For more information call 01484 726206, email sales@printauditeurope.com or visit www.printauditeurope.com
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Knight 
says that 
his focus is 
very much 
on looking 
forward to 
the future...

including Midwich, Advent Data and Micro-P. 
We don’t have a warehousing facility and 
this model works well for us.”

Knight says that his focus is very much 
on the future and continued growth. MPS is 
one area he believes has huge potential and 
to that end Printerbase has partnered with 
Ricoh, OKI and Xerox and embraced their 
respective MPS offerings.

“If you look at the printer market today, 
it’s not as fast growing as it has been 
previously and we see MPS as important – 
it’s where the market is heading.

“The adoption of MPS is increasing at 

a rapid rate; people are much more savvy 
about print costs and looking for solutions 
to do things in a better way.”  

Future growth
Printerbase is already witnessing an 
increase in MPS revenues. “We’re 
recording 20% year-on-year growth and 
we’re aiming to kickstart it and get that 
figure up to 50%,” says Knight.

Knight recently recruited a Business 
Development Manager with extensive 
experience in the print business, 

particularly within the high-end MFP 
segment. “Our newest team member will 
be charged with setting a strategy for 
growth over the next five years and looking 
at new areas such as wide format which 
we believe has got great potential.”

As part of its anniversary celebrations, 
Printerbase has shared gifts and prizes 
with valued customers, businesses and 
manufacturers. “I am excited to see where 
the next ten years is going to take the 
Printerbase family,” concludes Knight.
www.printerbase.co.uk

printers



INSPIRE!INSPIRE!
Impress your 
customers by 
utilising the Ricoh 
demonstration suite.

Impress your Impress your 

See it in action? 

NEED ADVICE? 

From networking help to
recommending products
– ask Cloe

FEATURING...

Terms & Conditions: *Whilst stocks last, excludes all other promotions. Prices are trade and exclude carriage and VAT. Prices are correct at time of publication, please confi rm at time of ordering. E&OE. All transactions are in accordance with our full terms and 
conditions, a copy of which is available upon request. All trademarks are the property of their respective manufacturers. Your calls may be recorded for training or demonstration purposes. Copyright © Midwich Limited 2013. Midwich Limited, Vinces Road, 
Diss, Norfolk IP22 4YT. Job Number: Q213- 3205

For more information, 
please call our Ricoh specialist 

Cloe Barker or visit www.midwich.com

01379 649312

Greener, creativity in Education
• Print pupils’ colour A4 images at low running costs with this 
 great value printer
• Featuring innovative fast-drying GelJet technology which, through  
 its unique pigment-based viscous gel, delivers sharper, quicker-drying  
 images, allowing fast overall print performance
• Consumes 90% less power than a colour laser printer
• Small footprint, full front access and standard network connectivity

Discover how… www.midwich.com/q213printITricoh  

SG 3110dn
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According to credit reference firm 
Graydon, insolvencies in Britain’s 
channel fell to 55 in the last quarter of 
2012 – a drop of over 35% compared 
to the previous year. While it’s good 
to see improvement, that’s still a 
significant number of failures and 
many in the sector are doubtless still 
hanging on by a thread.  

Resellers have always been resilient 
and I know I’m preaching to the converted 
when I say that the priorities have to be 
remaining competitive, future-proofing and 
adding the most value to customers. One 
key way of ensuring you deliver on these 
priorities is through a robust supplier-reseller 
relationship. 

Vendors’ expanded role 
In the past, suppliers could almost drop 
product off with their channel and leave 
it to them to go and sell. However, in an 
increasingly competitive market, with huge 
choice for VARs, vendors need to work 
harder to make sure their products are front 

of mind for the reseller community. 
As part of this, vendors must deliver 

support to the channel partner throughout the 
sales process – for example through training. 

Before a salesperson arrives on the shop 
floor, they should have been trained on the 
product they are looking to sell. A vendor 
could play a key role in this process, getting 
under the skin of the reseller’s business and 
its customer base and helping match product 
or service capability with end-user needs. 

For example, with business inkjet now 
being a highly viable alternative to laser, 
resellers can evolve a more consultative sales 
approach to focus on total cost of ownership 
and help their customers achieve big savings. 
It’s this insight that can enable partners to 
win customers and differentiate themselves 
from other resellers.

Vendors should support co-marketing and 
joint sales efforts. Our market is competitive 
and all vendors and resellers are battling to 
be heard. Vendors need to help resellers get 
the message out there because, if they’re not, 
they can be sure their competition will be. 

Epson offers resellers a range of incentive 
programs, customisable collateral and 
support at exhibitions. The best channel-
focussed vendors will also provide sales 
support to resellers; in effect a reseller can 
think of a vendor end-user salesforce as an 
extension of its own.

And there’s an intrinsic need to provide 
good incentives. This could include financial 
incentives, rebates, promotions or product 
giveaways. If a supplier offers a salesperson 
£100 to sell X product, they will tend to 
make sure they have good product/solution 
knowledge and look for the opportunity to 
sell it over competing product. 

These incentives shouldn’t be offered at 
random but should form part of a coherent 
strategy mapped out by both the supplier 
and the reseller.

A vendor 
should be 
brought  
into a 
big sales 
opportunity 
at the 
earliest 
stage...

Vendors and resellers 
need to work together 
to drive revenue growth 
in a challenging market. 
Here, Steve Torbe, Head 
of Reseller Sales at Epson 
explores the key elements 
of this partnership.

Share information 
Suppliers and resellers shouldn’t work in 
silos. Rather, they should share information 
on forward planning and sales opportunities 
where appropriate. 

Resellers wanting to make the most of a 
vendor partnership should involve the vendor 
in planning growth strategies. 

Where appropriate a partner should share 
its business plan with the vendor, because 
it is difficult for a supplier to offer tailored 
support if they don’t know what the partner’s 
goals are. For example, if the reseller is 
looking to expand its print offering, the 
vendor can help tailor the reseller education 
and customer marketing material offered to 
help the partner achieve this objective. 

Why not bring the vendor in to secure 
big sales opportunities? A vendor should be 
brought into a big sales opportunity at the 
earliest stage to help add weight to the deal. 
If, during a negotiation, the reseller has the 
supplier on hand to offer the customer a joint 
value proposition with support setting up and 
maintaining the technology, they’re going 
to have a more convincing case than if the 
partner goes it alone. 

Also explore customer requirements to 
expose upsell opportunities. The best results 
are often hard earned. A customer may 
contact a reseller and buy 30 printers for 
example.  That may seem an ideal scenario 
but wouldn’t it be better if the salesperson 
had a conversation with the customer and 
found out that they had cost issues around 
sourcing printing supplies such as paper and 
ink cartridges? 

You could then upsell other services, 
potentially cutting the customer’s printing 
costs. That would not only net you, as a 
reseller, more than just the value of selling 
30 printers: it would also mean that the 
customer would see you as a trusted advisor 
for purchases moving forward making them 
more inclined to consider you in future.

Both parties want to secure more 
business and in order to do this, the vendor 
and reseller need to work together to drive 
revenues in a challenging market. These 
collaborations are often pain-free once 
initiated and drive immediate and lasting 
return, both in the relationship and in 
revenue growth.
www.epson.co.uk
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Print’s not dead

Contrary to popular opinion, print 
isn’t dying. A recent study by 
technology research house Quocirca 
showed that amongst 150 European 
SMBs, 56 per cent view printing 
as critical or very important in 
supporting business activities. Many 
of the organisations questioned 
in the survey reported a growth in 
colour print volumes which translates 
into a higher spend on consumables. 
Whilst print isn’t about to make a 
disappearing act from the working 
environment it is clear that managers 
are looking to reduce print related 
costs and gain control of usage.

Isn’t this what MPS set out to achieve 
some years back? Yet MPS today remains 
the preserve of mid-market enterprises. And 
whilst some mature print resellers have 
successfully transitioned their business 
models and embraced MPS, many have yet 
to tread these waters.

For MPS to deliver on its full potential, I 
am of the firm opinion it must find popular 
acceptance in the SMB market. Of the 
five million businesses in the UK, some 
99 per cent employ less than 250 people. 
It’s a huge market and one that must be 
carefully segmented and targeted with a 
relevant MPS proposition. MPS can deliver 
rich dividends to suppliers in the form of 
lucrative recurring service revenues. It’s also 
a powerful differentiator in a crowded and 
highly commoditised space. 

So how can resellers increase their MPS 
revenues? In my opinion, the first step 
is to help businesses simplify their entire 
print infrastructure and extract maximum 
value from their investment. A solution that 
enables businesses to procure, maintain 
and upgrade their print hardware with one 
provider helps to eradicate bureaucracy, 
waste and downtime. Over time, as the 
relationship develops, the customer can be 
furnished with timely device usage data 
that show departmental print activity. Such 
information can be used to determine 
future deployment plans, manage budgetary 
control and operate effective cross-charging 
policies. In a relatively short transition 
period, the customer can benefit from an 
optimised and modern print infrastructure – 
one that’s wholly serviced and maintained 
by a trusted partner.

Of the five 
million 
businesses 
in the UK, 
some 99% 
employ less 
than 250 
people

By Chris Cowell, Sales 
Director for the Office 
Equipment division at  
BNP Paribas Leasing 
Solutions

Chris Cowell, Sales Director. Office 
Equipment, BNP Paribas Leasing Solutions

Chris can be contacted at  
chris.cowell@uk.bnpparibas.com

We manage print
At BNP Paribas Leasing Solutions, we have 
recently launched ‘We Manage Print’. Billed 
as the complete print finance solution, this 
product effectively enables a print supplier 
to offer the above benefits to organisations. 
Aside from offering an all-inclusive cost-
per-print on new devices, it also features an 
innovative ability to collate service provision 
for all customer-owned print equipment 
under one contract. 

It’s a great way to grow service revenues, 
increase customer footprint and develop a 
deeper understanding of the print appetite 
across the organisation. Another selling 
point is that whilst BNP Paribas Leasing 
Solutions retains control of collecting 
contracted billings, excess service fees are 
collected by the reseller. This arrangement 
benefits both parties as it keeps the supplier 
in regular contact with the customer for 
enhanced service delivery and supports a 
proactive asset management strategy.  

In a cost sensitive climate where 
businesses must squeeze every ounce of 
value from every investment penny available, 
‘We Manage Print’ offers transparency and 
is an effective way for companies of all 
sizes to exert tight control over their print 
expenditure.

It’s also a credible solution for print 
resellers looking to transition to an MPS 
business model. A proposition that rests on 
being able to deliver print hardware and 
service provision for the customer’s entire 
print fleet is a sure way to increase customer 
lifetime value and grow profitable service 
revenue.



DSales (UK) Ltd, the UK distributor for 
the Develop range of multifunctional 
document imaging systems, is 
sponsoring a team of former and 
current rugby players brought 
together by UK based charity Joining 
Jack to enter the L’Etape du Tour, 
one of amateur cycling’s toughest 
challenges. The seven strong Joining 
Jack Cycle Team is participating in 
the event to raise awareness about a 
condition known as DuchenneMuscular 
Dystrophy (DMD), a presently incurable 
muscle wasting disease that affects 
one in 3,500 boys.

It is a cause close to the heart of every 
member of the Joining Jack team, as Jack 
the five year old son of team captain, Andy 
Johnson, was diagnosed with the condition 
in 2011. Former Wigan Warriors player Andy 
and his wife Alex established Joining Jack in 
May 2012 to raise awareness and fund vital 
research into this rare genetic condition.

L’Etape du Tour, established in 1993 to 
allow amateur cyclists to test their legs on 
the route of one of the mountain stages in 
the Tour de France. The Joining Jack Cycle 

WE MANAGE PRINT
The complete print financing solution

WE MANAGE PRINT from BNP Paribas Leasing Solutions is a unique product 
that enables print resellers to offer a comprehensive and all-inclusive print 
proposition.

It’s the easiest way for you to manage your customer’s print infrastructure - 
including devices not supplied by you - under one simple contract.

If you’d like to discover how BNP Paribas Leasing Solutions can help you achieve your goals, 
please contact Chris Cowell:

M: 07966 114245 
E:  chris.cowell@uk.bnpparibas.com
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Sir Bradley Wiggins supports (UK) Joining Jack Cycle Team

Team will wear a specially designed jersey 
and shorts with the DSales, Develop and 
other sponsor logos.

Current Tour de France champion Sir 
Bradley Wiggins has supported the Joining 
Jack charity since it was established last year. 
He is now lending his support to the riders 
and knows exactly what lies ahead for the 
team. “I am really proud to support Joining 
Jack and have been to a couple of their other 
fund raisers. L’Etape du Tour is such a big 
part of amateur cycling it felt like a natural 
way for me to really get behind a fundraising 
initiative. I think it will be a tough challenge 
but we’ll be lending lots of support over the 

next few months and it’s a great way to raise 
money and awareness for this incredibly 
important cause”

For DSales (UK) Jonathan Whitworth, 
Managing Director stated, “Having become 
aware of ‘Joining Jack’ at a golf fund raiser, 
I could not imagine a more worthy cause 
for our company to support. Jack’s plight 
and that of other children with this crippling 
condition, could not fail to move the hardest 
of hearts. As a family man myself with young 
children, I can fully sympathise with Jack’s 
parents and their efforts to find a cure. I wish 
Andy and the team taking part in the L’Etape 
all the best.”

The Joining 
Jack cycle team 
with Sir Bradley 

Wiggins and 
Jonathan 

Whitworth, 
Managing 

Director 
of DSales
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On September 30-October 2, Transform 
Europe returns to Twickenham Rugby 
Stadium for the second year running. 
The leading educational event for 
the European printer channel, it gives   
visitors an unrivalled opportunity to 
find out about managed print services 
and trends in office printing; discuss 
strategies for achieving business 
success; and network with colleagues 
from across Europe, the Middle East 
and Africa. To kick off our coverage 
of Transform Europe 2013, we ask 
Photizo Group’s Director of MPS 
Advisory Services Ken Stewart about 
some of the key trends in MPS. 

The Print Market in 2013
Q. How would you characterise the 
office printing business in 2013?
A. It is pretty clear that today’s customers are 
cautious, uncertain of tomorrow’s outlook. 
Despite this looming cloud (and perhaps 
because of it), MPS continues to gain ground. 
In fact, providers we speak with are telling 
us that MPS customers’ volume is flat to 
increasing.

Q. Is the MPS market still growing 
in the UK and Europe? If so, by how 
much?
A. Yes. Both the UK and EMEA have been 
growing at respectable double-digit growth 
rates for the past several years, and we 
project continued strong growth. 

Q. What are the main drivers for MPS 
adoption?
A. There are several drivers, on both sides 
of the table. To net it all out, providers have 
classically driven MPS into the market as 
a value-driven differentiator. Meanwhile, 
economic conditions continue to push 
customers to strongly consider all cost 
savings measures.

Q. Which areas of the market are 
growing fastest?
A. When considering the overall market, the 
mid-market appears to be where a lot of the 
action is. 

Channel 
providers could 
certainly benefit 
from taking 
a more direct 
role in their 
markets...

Ahead of Transform Europe 2013, PrintIT Reseller 
questions Ken Stewart, Photizo Group’s Director of MPS 
Advisory Services, about trends in managed print services.

Channel or Direct?
Q. Are vendors and their indirect 
channels benefiting equally from this 
growth or are vendors taking the 
largest deals for themselves?
A. It’s an interesting picture to be sure. While 
OEMs control roughly two-thirds of the 
reported revenue in the MPS market, MPS 
customers report that channel providers are 
actively engaged in accounts approximately 
two-thirds of the time as well. So the channel 
is actively engaged where it is needed 
most – to help facilitate the fulfilment of 
contracts, whether as agents or partners of 
the OEMs. Channel providers could certainly 
benefit from taking a more direct role in their 
markets, but continue to enjoy the OEM’s 
halo effect in the meantime.

Q. Are there areas of the market that 
vendors are unable and/or unwilling 
to reach? If so, what are they doing 
about it?
A. We are seeing more competitors from 
previously adjacent markets today than 
ever before. Customers want partners that 
can take care of all of their needs under a 
single umbrella. Today, they are settling for 
providers offering print solutions, but are 
creating demand for a single provider. Some 
companies are moving in this direction, while 
some remain rooted to their heritage.

Q. Is a vendor channel offering the 
quickest and easiest way for a reseller/
dealer to develop an MPS capability?
A. In Europe, probably so. We haven’t seen 
the emergence of robust, independent MPS 
programs as we’ve seen in the US – so far.

Q. What, if any, are its limitations (for 
resellers)?
A. There is a wide range of program 
capabilities as OEM programs (in Europe) 
mature. We are seeing wide variances in 
the offerings between countries. We always 

recommend that channel providers look to 
third-party sources, such as Photizo Group or 
the MPSA, to help them better understand 
what to look for in a prospective program.

Q. Are independent managed print 
service providers holding their own 
against vendors’ offerings?
A. Strong independent providers, such as 
those we feature in our MPS Leaders Index 
for channel providers, are not only holding 
their own – they are setting the pace.

Q. Is there any evidence that end 
users prefer one type of supplier (i.e. 
independent or vendor)?
A. Customers prefer a partner that can 
meet their needs. So, multi-national firms 
want a provider that can cover this scope. 
Meanwhile, smaller companies may prefer 
a partner that is part of the community. 
However, we can say that certain brands 
are more preferred than others, and 
that customers would prefer to have a 
single provider to offer both IT and print 
management services.

Alternative providers
Q. Are alternative MPS providers, such 
as stationery suppliers and IT services 
companies, having an impact in the 
market? 
A. We are seeing an increased level of 
interest by IT services companies, yes. These 
firms’ impact to the market hasn’t hit critical 
mass yet, but it is being noticed.

Q. Do they have particular strengths/
weaknesses compared to office print 
specialists?
A. IT services providers enjoy a unique 
position with their customers. It’s clear that 
customers would prefer a single partner to 
provide all managed services, and given that 
IT is heavily involved in the decision-making 
process it stands to reason that IT decision-
makers would prefer to do business with IT 
services companies more often than not.

Q. Are they developing their own 
offerings or are they just another 
route to market for established MPS 
providers?
A. There are some who have built their own 
programs, but we are seeing more uptake in 
IT VARs and MSPs who subscribe to either an 
OEM or infrastructure providers’ program.

Points of differentiation
Q. Are MPS offerings becoming 
homogenised or are there real points 
of differentiation between services 
offered by different providers?
A. There are certainly providers that maintain 
a high degree of value with customers. 
However, in the broader market we have seen 
price continue to increase in importance as 

Ken Stewart, 
Director of 
MPS Advisory 
Services, 
Photizo Group

Twickenham 
Rugby Stadium
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Centralised 
management 
strategies 
continue to 
be difficult 
when applied 
to the 
world of the 
decentralised 
office.

a criteria for partner selection. Data is pretty 
clear that price erosion is occurring and that 
customers may be having a harder time 
making a choice. Thus, they default to price 
as a key point of difference.

Q. What are the main factors 
businesses consider when choosing an 
MPS provider? Does it all come down 
to cost?
A. We continue to see that reliability, price 
and flexibility are the top three partner 
selection criteria. Customers are placing more 
weight on price today than in years past, but 
reliability continues to be the top factor in 
most segments.

Q. If cost is important, do 
manufacturers have a built-in 
advantage over the channel?
A. OEMs do have the ability to be the most 
price-aggressive on a per unit basis. This is 
why savvy channel providers have always 
competed on different value pillars. Our 
research continues to support the fact that 
price is not the only motivating factor in the 
buying decision.

Multi-vendor or  
homogeneous fleet?
Q. Are MPS customers happy to 
standardise on equipment from a 
single vendor or do they favour a 
multi-vendor approach?
A. The entire notion of multi-vendor support 
really sprung from the customers’ desire to 
protect existing investments or functionality. 
Our research indicates this is especially so in 
enterprise customers, while small customers 
don’t seem particularly attached to their 
devices (aside from brand preference).

Q. Does this extend to production 
print as well? Or do businesses prefer 
to keep the print room separate from 
office printing? 
A. Absolutely not! Overwhelmingly, CRD 
customers have unified their contracts.

Q. Does standardising on equipment 
from one supplier make it more 
difficult to change supplier at the end 
of a contract?
A. Not really, but multiple lines of business 
do make you more sticky with your 
customers.

Print optimisation or business 
process improvement?

Q. How successful have MPS providers 
been at expanding existing MPS 
agreements to incorporate elements of 
business process improvement?
A. This is an area that we are watching more 
closely than ever. Sadly, we haven’t seen 
channel providers be as good at expanding 

into business process and workflow offerings 
as we had hoped might be the case. In 
some cases, strong MPS providers are quite 
happy with the money being made in MPS, 
while others don’t feel comfortable that the 
business model is as repeatable.

Q. Is this something that tends to occur 
in 2nd or 3rd generation contracts 
or is it becoming a feature of first 
generation contracts as well?
A. We are certainly seeing customers really 
asking for this, at least in the larger accounts. 
That is, customers are becoming more 
outcome-focused, so attacking an entire 
business process is more attractive (and 
perceived as higher-value). However, we see 
a gap in what providers are offering and 
what customers say they want – still. 

Q. Are SME customers interested in this 
aspect of MPS or do most just want 
device consolidation and optimisation?
A. Most MPS customers are still very 
interested in cost reduction and control. This 
could be because of a true desire to reduce 
costs or because there is a lack of awareness 
anything else is possible.

Q. Scanning solutions are available 
from many different suppliers, from 
mailing companies to VARs. Do MPS 
providers have an advantage due to 
the position of MFPs at the centre of 
document workflows? Or is this of no 
consequence?

A. Those providers who are 
beholden to a centralised 

strategy are at a 
disadvantage from 
realising how to 
positively impact a 
holistic solution. This is 
to say that sometimes 
a strategy involving 
an MFP is the right 
choice. Sometimes it 
is not.

MPS & page volumes
Q. Is MPS accelerating the decline in 
print volumes?
A. MPS isn’t impacting the number of pages 
being printed; so much as it is impacting how 
much customers are paying for the pages 
they are printing.

Q. Are solutions and services 
compensating for lower hardware 
and consumable costs or is the print 
industry eating itself?
A. After living on all sides of this equation 
for the past 10 years (customer, dealer and 
OEM), I prefer to think of it as right-sizing 
itself. This is the new reality we have to live 
with.

Q. What are some of the tactics 
suppliers are adopting to make up for 
falling hardware/supplies revenue?
A. We are seeing OEMs take many different 
approaches. Generally, these involve 
expansion into adjacent markets or entering 
new markets. Some are focused on business 
as usual, clamping down on costs to leverage 
existing investments.

MPS & print technologies
Q. Has the rise of MPS influenced the 
design of modern print devices in any 
way?
A. We believe that the broader trends of 
transparency and standardisation have had 
more to do with influencing modern print 
devices than MPS.

Q. Has it encouraged the use of 
remanufactured and compatible 
supplies by MPS providers?
A. Yes. This has primarily been driven by 
independent providers who are very profit-
minded.

Q. Are business inkjets an attractive 
option for MPS providers? If so, why?
A. We are bullish on the new page wide 
array technologies from Memjet and HP. 
While overcoming laser-bias will be very 
difficult, the quality, speed and costs quickly 
match mainstream laser technology.

Q. What challenges does BYOD present 
to MPS providers and their customers? 
And how are they being addressed?
A. Centralised management strategies 
continue to be difficult when applied to the 
world of the decentralised office. Skype, 
Webex and readily available broadband 
access make teleworking more than possible 
– it’s become preferable in many situations. 
However, the cost-benefit barrier remains 
difficult to bridge for SMEs.

MPS & security
Q. Is data security a big driver for MPS 
adoption?
A. It is becoming a bigger part of the 
picture. While security is at the forefront in 
traditional IT sales, security isn’t an overriding 
decision point. Most remain very fixated with 
operational costs.

Q. Do MPS and associated security 
solutions mainly protect against 
inadvertent or accidental mis-use of 
data or can they also thwart thieves? 
A. Well, we’ve heard quite a few stories of 
toner thieves losing their franchise.

To find out more about  
Transform 2013 Europe or to register 
to attend, please visit  
http://europe2013.photizogroup.com
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The value of office    
    equipment

The survey identified a gap in 
communication and understanding 
between those making office 
IT purchasing decisions and the 
needs of end-users, a division 
that threatens to limit the value 
organisations are able to glean from 
long-term IT investments.

The research was designed to 
understand in detail how working practices 
across Europe are evolving, in order to 
help decision-makers make more informed 
choices about which office technology 
best meets their end-users’ needs and 
expectations. It focussed on four key areas:

•  How employees in all kinds of 
workplaces use office technology for 
handling documents and information 
flows;

•  Determining what place such technology 
has on today’s working practices;

•  Understanding current trends that impact 
how workplaces handle documents and 
information today and in the future; and

•  Finding out what end-users and 
decision-makers need in order to work 
more productively and effectively.

The end-users polled discussed their 
document handling needs and pain points 
at length. Some told the researchers 
categorically what kinds of technology 
should be implemented in their workplace 
and why it is necessary. Others simply 
did not know what was available, but 
during the discussion began to consider 
the positive implications of new ways of 
document handling and how they might 
make their job easier.

A pan-European study into office technology trends, commissioned 
by Canon Europe, highlights the relationship between technology 
buyers and end-users in offices across Europe. 

Documents are key
Many organisations are being too slow to 
address changes to end-users’ working 
practices. The rapid rise in the volume and 
variety of electronic documents requiring 
processing, the continuing need to handle 
paper documents and the evolution 
of remote working practices mean the 
technology offered to end-users is often 
outdated and no longer efficient.

One of the strongest, clearest 
messages emerging from the survey is 
that documents are absolutely key to 
the success of an organisation and that 
end-users are relying more and more on 
technology to help produce and manage 
their documents. 

According to the survey, 30% of all 
end-users surveyed would not be able 
to do their job at all without access to a 
printer or multifunction device.

Scanning is becoming the principal 
driver of document workflow, as the 
volume of electronic documents that 
end-users process rises sharply. Solutions 
for improving the processing of scanned 
documents that save time and increase 
productivity are very attractive to end-
users.

Despite the effort being made to  
reduce paper use in organisations, the 
survey found that printed as well as 
electronic documents are still central to our 
working lives.  

However, the way employees want 
to create and manage them is changing 
due to increased flexibility of working 
arrangements, with mobile connectivity 
and consumerisation of IT being the key 
drivers. 

According to the research, 
organisations across Europe struggle to 
provide technology that enables seamless 
work on the move. A minority equip 
employees with smartphones or tablet PCs, 
even though those already using them 
believe they are critical in enabling them to 
do their job.

...end-users 
are relying 
more and 
more on 
technology 
to help 
produce 
and manage 
their 
documents
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Matt Wrighton,  
European & UK Marketing Manager, 
Canon Europe

Advice and support
The majority of respondents indicated 
they need advice and support from IT 
departments to be able to fully optimise 
productivity when working in or away from 
the office. 

There is clear appetite for end-user 
training on the features and functionality 
of their printers and MFPs. Most end-users 
don’t know how the functionality of their 
devices can help them to be more effective, 
because they typically receive little in the 
way of education. Only a quarter feel they 
understand the full capabilities of their 
office equipment meaning that the benefits 
are not effectively communicated.

The research also reveals that instead 
of being involved, employees feel excluded 
when it comes to choosing the technology 
purchased on behalf of the company. 
Decision-makers feel they do go to the 
trouble of including end-users in the 
selection process, but end-users don’t 
always feel their views are listened to or 
believe that decision-makers are simply 
paying lip-service.

 “Technology is constantly evolving to 
meet users’ needs,” says Matt Wrighton, 
European & UK Marketing Manager, 
Canon Europe. “In today’s offices, this 
is happening faster than ever with new 
working practices fuelling the change. 

“For organisations to maintain a 
productive workforce, it’s important 
they feel their needs are catered for.  
Making decision-makers aware of user 
requirements is key to identifying the right 
IT equipment; the next step is to educate 
end-users to ensure it is used to its fullest 
capabilities.”

Maintaining security
Maintaining security when handling 
documents is another issue that highlights 
the divide between what end-users expect 
and what IT departments provide.  

Very few decision-makers cite security 
as a key factor in their choice of office 
technology, but both decision-makers and 
end-users said that security is paramount. 
Security concerns prevent serious 

Based on its analysis of end-users’ needs and wants and how 
these can sometimes contrast with those of decision-makers, 
Canon makes the following recommendations for decision-
makers, when considering new or upgraded document handling 
solutions.

Electronic documents may be booming,  
but don’t forget about print
Printers and MFDs are frequently a frontline sales and marketing 
tool. Many organisations said that devices that produce high 
quality, effective communications can justify the extra investment 
and reduce reliance on third party print providers.

Review your document security protocols
The survey shows that many organisations are much less  
secure than they think. The advent of remote document access 
and emergence of Bring Your Own Device will bring security to 
the fore.

Match your solution to your future needs
Document workflows are changing rapidly. The rise in scanning 
and processing of e-documents means that document 
management software will become at least as important as 
hardware, since end-users will spend increasing amounts of time 
producing and processing both paper and electronic documents.

In simple terms, office technology is there to help end-users 
work more effectively. Organisations that listen to their end-
users’ needs and wants and work to improve their productivity 
through the use of new technology will benefit not just from cost 
savings through improved efficiency, but also from end-users 
feeling more valued, empowered and happy in their work.

Although efforts 
are being made 
to reduce paper 
use, paper 
documents 
still have an 
important role 
to play: very few 
organisations 
actually see 
value in a 
‘paperless’ 
office.

consideration of remote working and the 
use of personal devices in the workplace.

While not top of mind, security is a key 
issue and many organisations admit to 
security gaps and lapses, such as printing 
sensitive documents on shared devices. 

Most end-users assume that their 
workflows are secure, but few review them 
regularly from a security point of view.

“It’s clear to see how the division within 
organisations between the two key parties 
– decision-makers and employees – will, if 
it has not already done so, prove harmful 
to productivity in the workplace,” says 
Wrighton. “To close this gap and to ensure 
the value from IT investments is realised, 
end-users need to have greater influence 
on the buying process. Engaging with 
customers to better understand their wants 
and needs early on in the process means 
buyers can tap into previously unused 
potential and remain one step ahead.

“With this process working effectively, 
the productivity of an organisation has the 
potential to be greatly improved, leading to 
better return on investment in IT solutions 
and better profits for the business overall,” 
he says. 
www.canon-europe.com/
officeinsights

Results in brief

Very few decision-makers cite security 
as a key factor in their choice of office 
technology...
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Make your move.
Transform Europe is a unique conference that allows our diverse imaging industry to 
network and receive the most cutting-edge education available for those who are interested 
in taking their business to the next level. The education provided at the event is focused 
primarily on teaching product-led businesses how to transform themselves into services-led 
organizations.

The Market   |   Building the MPS Program   |   Beyond Basic MPS
Presentations will focus on the topics that are at the forefront of the imaging industry’s 
fl uctuating landscape. With an increase in growth each year, this year’s conference is 
staged to reach new heights. Transform 2013 will draw attendees from throughout the 
world for two days of independent education and networking followed by an intense day of 
advanced provider workshops.

London, United Kingdom
30 September - 2 October

Twickenham Rugby House

KEYNOTE ADDRESS BY JIM LAWLESS
Jim Lawless is one of the world’s leading inspirational speakers. More than half a 
million people from fi ve continents have been inspired by Jim’s presentations, and 
countless thousands more have been infl uenced by Jim’s book Taming Tigers and his 
workshops.
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Harney has been with the Vasanta 
Group for the past two decades and 
says his experience, which includes 
business analysis and selling EOS and 
supplies direct to SMBs, has given 
him a much broader view of the 
challenges faced by both VOW and 
resellers.

In a market that is commoditised 
and where margins are being squeezed, 
not least because of the internet, the 
wholesaler maintains that EOS is a well 
established product line that constitutes 
almost 50% of its sales. “It’s an 
established category but one where we are 
still seeing growth,” said Harney.

VOW’s sales strategy is to continue to 
grow in this area. “I believe there is margin 
to be made. I don’t think it’s as good as it 
used to be, but we understand that dealers 
don’t want the customer buying the 
printer from them and then surfing online 
for the consumables. We’re working on 
helping them to build customer loyalty by 
delivering a value-added service,” he said.

The VOW Wrapide service, which 
provides a next-day delivery service to 
end-users under plain label nationwide, is, 
says Harney, a good example ofwhat VOW 
is doing in this area. “Customers can place 
an order for FS, EOS, hardware and other 
office products with their office supplies 
partner and VOW will deliver next-day. This 
all-in-one-box service is adding real value 

to our dealers,” he said.
The recent wave of new appointments 

reinforces VOW’s strategy to focus on 
and further develop its EOS strategy; 
to proactively build relationships with 
resellers; and to support their growth 
by ensuring elements including product 
training, marketing collateral, stockholding, 
purchasing, delivery etc. are all in place. 

VOW intends to help customers win, 
retain and grow business and will actively 
work with its resellers to leverage the 
opportunity that Harney maintains is there. 
“We need to join up all the elements,” he 
said. 

VOW has a PACT support team in place 
to support resellers’ growth and help with 
costing out contracts and tenders. “We 
don’t want our dealers to lose the business 
so we can often help them out to ensure 
they win it. And dealers are supported by 
dedicated account managers in the field 
who understand their business,” explained 
Harney.

One area with a potential for growth 
is business inkjet. With an installed laser 
printer base typically five years old, Harney 
believes that the business case for selling 
inkjet as an alternative is compelling and 
is looking at promotions to help push 
benefits that include lower cost of entry 
and running costs, combined with high 
speed and quality of output. 

MPS
One of the biggest threats to dealers’ 
supplies revenue comes from the ever 
growing number of providers offering MPS, 
so in November 2011 VOW launched a 
Managed Print Services offering. 

MPS Technical Sales Manager Ray 
Erdinc said that VOW has taken its time 
in providing a fully balanced solution that 
suits both office product resellers wanting 
to embrace a full MPS solution and those 
simply looking to protect their EOS spend.

“Our offering operates on three 
levels, from PrintreviewLive audit and 
data collection software for just-in-time 
supplies, to a fully bespoke MPS service 
with some unique features,” he said.

VOW has a dedicated hands-on team 
on the front line to support all resellers 
who sign up to its MPS program. “This not 
only benefits the resellers, but also VOW, 
as we get direct feedback and are able to 
act upon that feedback to further develop 
our offering and support our resellers,” 
explained Erdinc. 

 “For example, we have developed a 
suite of end-user marketing material that 
they can brand with their details and use 
as a sales tool. We have also created a 
reseller sales pack and presentation for 
each registered reseller. Our aim is to 
provide them with the necessary tools to 
identify leads and get their foot in the door 
with the right sales message. As with all of 
our services, we will continue to listen to 
our resellers and respond to their feedback 
to ensure we are offering the best service 
and support.”

He added: “We see this as a unique 
solution for our resellers and one that we 
are committed to further developing and 
supporting.”
www.vow-europe.com

In the past few months, wholesaler VOW has made a number of  
new appointments designed to help increase its focus on EOS:  
Paul Harney has been appointed as EOS Sales and Commercial 
Manager; Justin Beecher as EOS Business Development Manager; 
and Scott Castle as EOS Marketing Manager.

35

eos

Focus on EOS

Paul Harney, 
EOS Sales and 

Commercial 
Manager, VOW

VOW intends 
to help 
customers 
win, retain 
and grow 
business and 
will actively 
work 
with its 
resellers...
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See how you can increase your business 
by becoming an official Ricoh Partner.

Tailor made schemes 
to help fit the shape 
of your business 

•  Increase your profits

•  Benefit from extensive marketing support

• Grow your product line-up

At Ricoh we understand we need to offer support based 
on the shape and charectaristics of your company. 
That’s why we developed our 3 tier partner programme. 
Expand your options, increase your revenue. Call us 
today and embrace the Ricoh Partner Programme. 

Find out more about the benefits of selling Ricoh  
by visiting the website.

P R E F E R R E D  
P A R T N E R

A P P R O V E D  
P A R T N E R

S O L U T I O N S  
P A R T N E R

Helping your business to grow. 

www.ricoh-partner.co.uk
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