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Toshiba celebrates ECO MFP launch 
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Welcome to the latest issue of  
PrintIT Reseller.

Wherever you work and regardless of 
sector, effective communication is critical for 
business success.  

Good communication enables the flow 
of information into, around and out of the 
business and effectively connects people – 
whether that’s your customer base or your 
in-house team. 

We now operate in a digital age and 
technological innovations facilitating better 
collaboration have prompted massive 
changes in working practices – to some 
extent reducing the need for face-to-face 
contact.

Social media has become the defacto 
means of getting information out – fast. 
There’s no getting away from the fact that 
the ability to connect with customers and 
to communicate and share information in 

real-time offers a massive opportunity and 
it’s the savvy vendors and resellers that 
have transformed their businesses to ensure 
they make those connections before their 
competitors do. 

One great example of this is when 
Spicers CEO Alan Ball recently turned to 
Twitter to open up a debate on whether a 
single all-industry event is the way forward 
– see page 14.

Yet despite the rise in social media 
as a communication tool, a recent report 
published by design, marketing and print 
specialists Catalogues 4 Business found 
that networking has increased by 15% 
over the last 12 months. A sign that even in 
today’s digital age, companies still feel the 
need to boost their relations with customers 
in a more personal way. 

James Goulding, Editor
07803 087228   jamesg@binfo.co.uk
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How do you make the best even better?...
       ...Just add a PLUS!

To contact your local supplier call us on 01908 547896 
or email: c.gordge@olivetti.com

*Word, Excel and PowerPoint are registered trademarks of Microsoft

Now the d-Color MF PLUS range offers:
• Very low energy consumption - in Sleep Mode it uses less than 1W
• ErP is less than 0.2W
• Touch Screen with “ ick & drag” functionality
• New i-Options with Scan to Microsoft Word, Excel and PowerPoint*

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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UniPrint white paper 
UniPrint has announced the publication of 
its latest white paper, Print File Formats –  
A comparative analysis of EMF, OpenXPS 
and PDF for Enterprise Printing. The white 
paper provides a technical comparison 
and analysis of each of the three most 
commonly used print file formats within 
Universal Printer Driver (UPD) solutions 
and shows how each influences printing 
performance in enterprise computing 
environments.

The white paper is available for download at 
www.uniprint.net/eng/page/white-papers

New ISO 
standard
ISO 16759 the standard 
that describes the 
framework for 
quantifying and communicating the 
carbon footprint of print is the first 
standard of its kind: a sector-specific 
implementation of generic carbon 
footprinting methodologies such as PAS 
2050 and TS 14067. The standard is not a 
carbon calculator but a specification for 
what carbon calculators should cover for 
print media products.

Print buyers can use it to ensure that 
carbon calculations of print media products 
are produced using a common framework, 
minimising variables that might otherwise 
confuse results. ISO 16759 is essential for 
comparing the carbon impacts of print produced 
in different markets, or by different printing 
companies and methods.
www.iso.org

Free expert training 
BNP Paribas Leasing Solutions has launched 
an exclusive free financial training course for 
sales teams to help them overcome customer 
cash restrictions in order to win larger and 
more profitable deals. 

Finance Unlocked: how to sell and win with 
finance is designed to help technology suppliers 
adopt a more strategic approach to sales in today’s 
tough financial climate. It explores in-depth how 
organisations generate and use finance; explains the 
benefits of leasing over cash; and teaches delegates 
how to use leasing as a strategic sales tool.

Individual delegates can attend an open course, 
or BNP Paribas Leasing Solutions can run the training 
as an in-house option for a company’s whole sales 
team. The course can be also tailored to support each 
business’ own goals and strategy.

To enquire about bookings email  
andy.milsom@uk.bnpparibas.com

Digital assets
Xerox’s Communication and Marketing 
Services (CMS) has launched Xerox Digital 
Asset Management as a Service, which 
combines an enterprise-wide, cloud-
based platform with a managed service 
for creating, approving distributing and 
managing marketing assets. 

It offers a single repository for all brand 
assets, scalable across the enterprise and 
sharable with agencies and suppliers, giving 
organisations full control over versions, access 
rights for users and security. 

“The managed service from Xerox provides 
ongoing stewardship of the system and artwork 
amends as and when they are required,” said 
Group President, Xerox CMS Julie Hesselgrove. 
www.xerox.com
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In the news

Networking has increased 
Networking has increased within UK 
companies according to a new report. 
Channel Vision – Version 2.0, put together 
by design, marketing and print specialists 
Catalogues 4 Business (C4B), reflects 
that networking is second in terms of 
importance for delivering sales.

The marketing technique is now used by 
nearly three out of five companies, a sign that 
companies today prefer to deepen relationships 
by face-to-face contact. 

Compared to a similar report last year, 
networking has increased by 15% over the last 
12 months, a sign that in today’s digital age 
companies feel the need to boost their relations 
with their customers in a more personal way. 
www.catalogues4business.co.uk

Strategic e-commerce 
partnership 
Spicers has signed a worldwide exclusive 
agreement with e-commerce systems 
specialist Netalogue to provide the 
office supplies wholesaler with a 
groundbreaking e-commerce platform for 
its reseller partners.

The Netalogue platform has the additional 
benefit of being a global, multi-lingual, multi-
currency solution which allows Spicers and its 
partners to tackle new opportunities in the 
European market and beyond. It will also include 
a back office integration solution that enables 
dealers to have a fully integrated system.

In a separate announcement, the wholesaler 
confirmed that investment had been approved to 
support a major end-user advertising campaign 
for the 5 Star brand to kick off in the Autumn of 
2013 and run throughout 2014. Spicers aims to 
create broader brand awareness with end-users 
and support resellers who promote and lead 
with the office supplies brand. 
www.spicers.co.uk

Konica Minolta sponsorship
Konica Minolta is the company sponsor for 
the CNN Heroes project run by CNN from 
July to December 2013.

In its seventh year, CNN Heroes sheds light on 
everyday heroes with extraordinary achievements 
in fields such as the environment and human 
rights. The project 
aims to demonstrate 
how the individual 
can make a difference 
to society.

The company says that initiatives of CNN 
Heroes align with its environmental management 
vision. This sponsorship will help Konica Minolta 
enhance brand value and recognition of its 
global activities which go hand in hand with 
environmental protection. 
www.konicaminolta.com
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In the news

Concessionaire for Scotland 
Xerox has appointed Xeretec as its new concessionaire 
for the central belt region of Scotland. Already present 
in Scotland, via its subsidiary North East Reprographics, 
Xeretec will serve its extended territory from offices in 
Glasgow and Edinburgh and its helpdesk support centre 
in Aberdeen.

Xeretec Managing Director Steve Hawkins said: “As a result 
of our appointment we will be adding seven new local jobs, with 
plans to increase that to twelve in the next year.”

Xeretec will offer the full range of Xerox office products 
and supplies, including all Phaser and ColorQube printers, 
WorkCentre and ColorQube multifunction systems, as well as 
high-end production printing devices. Xeretec will also offer 
managed print services utilising Xerox’s channel managed print 
service offering, Xerox Partner Print Services.

John Sheran, Managing Director, North East Reprographics, 
will lead Xeretec’s new central belt concession.
www.xeretec.co.uk

Cura Technical expands
Matthew Clark has joined 
Cura Technical as Technical 
Support Manager. Based at 
the company’s headquarters 
in Billericay, Essex, Clark will 
be responsible for overseeing 
the daily operation of the 
call management desk in the 
contact centre and delivering 
technical training across the organisation.

Clark has over 18 years’ experience of the IT industry and joins 
direct from SCC where he was a field-based technician supporting 
a range of print, IT and audio-visual devices. He has also held 
a variety of technical and product management positions with 
companies such as Technical Support Group and FLS.
www.curatechnical.com

UTAX celebrates another 
successful year 
Celtic Manor in Newport, 
location of the famous 
European victory in the 
2010 Ryder Cup, hosted the 
8th UTAX Annual Partner 
Day in July.

With a choice of golf on 
the challenging Twenty Ten 
championship course or a 
day experiencing a range of 
competitive country pursuits, 
including Archery, Duck 
Herding and Clay Shooting, the 
surroundings and supporting 
activities gave the 50 partners 
in attendance an opportunity 
to discuss the latest products, 
industry trends and technology 
and exchange ideas.

Managing Director Shaun 
Wilkinson said: “We have recently posted a third consecutive year of double-digit 
growth. Our partners are key to our success and our continued growth and this is 
our way of thanking them for their valued and loyal support.

“It also gives me and my team an important opportunity to keep in touch with 
them and to discuss our new innovations and products and for them to meet each 
other and exchange their news and views. Our partners are a naturally competitive 
group which is why they have contributed to our success and the one thing they 
know about is service, so we knew they would appreciate the superior service and 
facilities provided by The Celtic Manor.”

The UTAX Dinner took place in the 2010 Club House where the partners were 
treated to an entertaining talk by football legend Kevin Keegan OBE who also 
presented prizes to the following winners:

• Golf Overall Winner – Justin Longmuir, Document Data Group
• Longest Drive – John Maryan, Direct-tec Group
• Nearest the Pin – David Forsyth, Document Data Group
• Overall Country Pursuits Champion – Leigh Morse, Ross Office Supplies
• Archery – Steve Spriggs, Orchard Business Systems Ltd
• Duck Herding – Jason Blair, A-Stat Office Technology Ltd
• Clay Shooting – Leigh Morse, Ross Office Supplies

www.utaxuk.co.uk

Lexmark enhances channel reach  
Lexmark has expanded its longstanding partnership with 
Westcoast to enhance its channel reach in the UK.

Westcoast has been a Lexmark partner for over a decade, 
providing Lexmark Genuine Supplies and is now adding Lexmark 
hardware including the Smart MFP and printer range to its 
portfolio.

The new arrangement means that channel partners will be 
able to offer a complete Lexmark package to customers in the 
growing BPS and MPS markets, with Westcoast acting as a one-
stop-shop. 

Danny Molhoek, Country General Manager, Lexmark United 
Kingdom & Ireland, said: “We already have an outstanding 
relationship with Westcoast and the new agreement will enable 
us to extend our channel reach, explore new market opportunities 
and drive incremental revenue. 

“Our Smart MFP devices fit perfectly with Westcoast’s 
approach to solutions and customers will benefit by having 
greater choice, support and service. We continue to aggressively 
pursue growth in the UK and we look forward to continuing our 
work with Westcoast to achieve and exceed our objectives.” 
www.westcoast.co.uk, www.lexmark.com

Kevin Keegan with UTAX Managing Director 
Shaun Wilkinson 

(l-r) Jason Bowers, David James, Simon Riley and Justin Longmuir 
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Sustainable travel day 
The first of two Sustainable Travel days 
set to be held at Commercial Group’s 
head office in Cheltenham has proved a 
huge success with staff from Commercial 
and neighbouring businesses that took 
part. 

The initiative provided the perfect 
opportunity for people to see alternative ways 
of commuting and was purposely designed to 
get the sustainable travel conversation started. 

A sustainable travel grant award by 
Gloucestershire County Council means 
that Commercial will be able to support its 
employees further, possibly by providing car-
pooling car parking spaces, electric charging 
points, an electric pool bike and an upgrade to 

the company’s existing bike rack and shower 
facilities. 

Commercial says its philosophy is to make 
the right option regarding sustainability the 
easiest option. The company launched its hire 
a bike initiative last year and building on that 
success intends to offer even more choice to 
the team.

Supported and attended by Gloucestershire 
County Council and the Gloucestershire Bike 
Project, the day has generated significant 
interest in sustainable travel and has provided 
a great platform for Commercial’s next 
Sustainable Travel Day scheduled to be held in 
September. 
www.commercial.co.uk

DSales (UK) Ltd  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 Duchenne Muscular Dystrophy (DMD), a 
presently incurable muscle wasting disease that 
affects one in 3,500 boys.

 Team captain and former Wigan Warriors 
player Andy Johnson and his wife Alex established 
the charity to raise awareness and fund vital 
research into this rare genetic condition, after 
Jack, their five year old son, was diagnosed with 
the condition.

Tour de France winner 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 fundraisers. 
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,” he said.
www.dsales.co.uk

DSales supports Joining Jack 
Working on regulatory 
issues 
As part of the Dept. for Business, 
Innovation and Skills (BIS), the Better 
Regulation Executive (BRE) has recently 
begun working with Balreed and NAPPS 
to achieve their goal of ensuring that 
UK regulation is both fair and effective. 
Through consultation with the UK’s 
private sector, the BRE is seeking to 
ensure that the voice of business is 
heard in developing better regulation. 

In a meeting at Balreed’s Maidstone 
headquarters, the BRE team was able to gain 
an understanding of Balreed’s operations and 
its customer-centric, service-based business 
model. With this knowledge, the two parties 
were able to openly discuss the impact 
that centralised regulation has had upon 
the company’s employees, compliance and 
efficiency.

Sue Bide, BRE Team Leader, said: “The 
Better Regulation Executive at the Department 
for Business were interested to meet Balreed to 
understand more about their business including 
discussing issues they had that were potential 
barriers to their growth.

“BRE were also keen to hear about 
Balreed’s experience of regulation in the 
workplace and how the Government’s 
programme of deregulation was having an 
impact. We look forward to working with the 
company on a case study of their experiences.” 

Balreed’s Marketing Director Gary Downey 
said: “As a rapidly growing business, we 
believe the work the BRE are doing to remove 
unnecessary regulation is of tremendous value 
and enables us to focus on our clients. This was 
a great opportunity to share our experiences 
and the best practices we operate with NAPPS 
and the BRE and I look forward to continuing 
to work in partnership.”
www.balreed.com, www.napps.org.uk

Integra partnership with Beta
Dealer group Integra has announced its 
partnership with Beta Distribution for the 
supply of its Initiative range of toners.

This change of supply has enabled Integra 
to improve its prices to members giving them a 
competitive advantage in this product category. 
Distribution via Beta will also improve Integra’s 
route to market and open up the opportunity for 
members to purchase Initiative-branded toners from 

an existing supplier together with a wide range of 
OEM consumables, hardware and accessories. 
www.integra-office.co.uk, www.
betadistribution.com

Commercial Director Arthur Hindmarch
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Sharp earns two top Picks  
Sharp has earned two 
top Picks from Buyers 
Laboratory Inc. The company 
was honoured in the higher 
end colour and monochrome 
spaces for the 70 ppm 
Sharp MX-7040N and the 
90 ppm Sharp MX-M904 
respectively.

“These modular devices are 
very versatile,” said Pete Emory, 
BLI Manager of Lab Testing. 
“They can be configured for typical office use but scale up 
to serve very well in light production environments thanks to 
excellent paper handling capabilities.” 
www.sharp.co.uk

Recognition for Konica Minolta
The Konica Minolta bizhub C224e, C284e, C364e, C454e and 
C554e are the first laser-based MFPs in the industry to be 
awarded a Blue Angel Mark. 

The newly revised Blue Angel Mark criteria include: the introduction 
of a test value for fine and ultrafine particles for devices smaller than 
250 litres; tightening of requirements concerning energy calculation and 
reduced energy consumption limits; as well as a change in sleep mode 
limit. 

In addition, EPEAT, the definitive global registry for greener electronics, 
has added 14 Konica Minolta bizhub MFPs to its United States product 
registry, giving them Gold status.   www.konicaminolta.co.uk

Dealer buying group Integra has announced its line-up of guest speakers and 
business sessions for its ‘Inspiration into Action’ National Conference to be held 
on 14 November 2013 at The Chesford Grange Hotel, Kenilworth.

Guy Browning, leading motivational speaker, will be joining Integra to take an amusing 
look at the business world and how success can be achieved by identifying the core strengths 
within an organisation. Guy is renowned for his Office Politics column in The Guardian together 
with best sellers ‘Never hit a jellyfish with a spade’ and ‘Never push when it says pull’.

Integra is also delighted to announce guest speaker, Phil Sherwood, Head of Volunteering 
for the London 2012 Olympic Games. Phil will give delegates an inspirational insight into the 
challenges behind motivating a team of people to achieve the same goals and objectives; the 
hurdles he had to overcome; the pressures he faced; and how he made the ‘Games makers’ a 
key part of the games success.

Business sessions will cover hot topics, from the future of ecommerce, sales team 
management and motivation to achieving successful branding. Guy Browning will be hosting 
a session entitled ‘Thinking outside your head’ where delegates will be shown how to unblock 
their imagination and refresh the way they think about and do their jobs. A separate IT Forum 
will be held for Integra’s IT dealers with presentations from Beta and Synaxon.

www.integra-office.co.uk

National conference line-up

UTAX competition
UTAX has announced the launch 
of its 2013 Engineer of the Year 
competition. Entrants for this year’s 
award are required to complete an 
online qualification test designed 
to assess their knowledge of UTAX 
copiers, printers and networks. 

Managing Director Shaun Wilkinson 
said: “With the top five engineers qualifying 
for the final and the right to battle it out 
for the much acclaimed title of UTAX 
Engineer of the Year 2013, we are expecting 
the competition to be even more hotly 
contested than ever.”

This year, the top five finalists will 
have the opportunity to win a trip to 
the European Headquarters of UTAX in 
Germany where the final is being held at the 
beginning of October 2013. 
www.utaxuk.co.uk

In the news
bulletin

 ...in brief...  
Xerox range extended 
Xerox’s Premium Digital Carbonless 
Paper range is now guaranteed for use 
in non-Xerox xerographic devices from 
desktop to production presses, including 
Kodak NexPress and HP Indigo.

The Premium Digital Carbonless Paper 
range now includes SRA3 size sheets, 
facilitating the ongoing move from offset to 
digital forms printing.
www.xerox.com

Altodigital achieves Ricoh 
award
Altodigital has been presented with a 
coveted Gold Award for the Ricoh Customer 
Service Certification, in recognition of its 
excellent standards and delivery in this area. 
It is one of the first companies in the UK to 
be awarded with the accreditation.
www.altodigital.co.uk

Large scale range 
extension for Spicers 
Since the Spicers’ Brilliant Partner 
conference back in June, the wholesaler 
has been preparing for a considerable 
range expansion. 

Throughout the next twelve months, 
Spicers plans to launch 50,000 additional 
product lines to significantly expand the range 
of products available to its Dealer Partners 
and ensure they have the best opportunity to 
appeal to a wider audience through product 
range diversification moving forward.

The expansion will offer an increased 
choice of products in existing categories and 
see the introduction of new hardware and 
leading-edge technology items available 
through the wholesaler.
www.spicers.co.uk

2012 Winner Malcolm Bland (left) with 
Shaun Wilkinson 

Guy Browning Phil Sherwood
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In the news

Office products distributor Spicers is 
equipping its Midlands distribution 
centre with the latest automatic data 
capture and RF technology solutions and 
services from Peak-Ryzex as part of a 
major investment in the site. 

The site that has recently been expanded by 
7,500 m2 to 17,000 m2 will use new equipment, 
including Honeywell barcode scanners, 
handheld computers, barcode label printers and 
truck-mount terminals, all running wirelessly 
over a Cisco RF network. Peak-Ryzex’s technical 
support, project management, site survey audits 
and maintenance services back this latest 
technology purchase by Spicers.
www.spicers.co.uk

Easy scanning and 
digital conversion
Fenestrae, a global provider of solutions that 
help organisations improve agility and reduce 
costs by eliminating paper from key business 
processes, has launched Udocx, a cloud-based 
service that enables users to easily scan and 
convert paper documents into fully digitised, 
searchable files and store them automatically 
at the right location in Microsoft SharePoint or 
Office 365.   www.fenestrae.com

Renowned EDP Award
The European Digital Press Association (EDP), 
an alliance of Europe’s leading digital print 
magazines, has selected Konica Minolta’s bizhub 
PRESS 1250 series, which includes the bizhub 
PRESS1250/1250P, bizhub PRESS 1052 and 
bizhub PRO 1052, as winner of ‘Best production 
cut-sheet printer – high production’ 2013. The 
firm says that winning the EDP Award certifies its 
path to success in the European production print 
market.
www.konicaminolta.co.uk

Spicers invests 

New NAPPS Partner 
Siemens Financial Services has 
become the latest member of the 
NAPPS Partnership Scheme alongside 
Xerox, Adobe, DocuWare, Laserfiche 
and BNP Paribas Leasing Solutions.

Commenting on the announcement, 
European Marketing Manager Bjorne 
Olsson said: “As a funder in the Document 
Management and MFD Industry, ensuring 
that our customers receive excellent service 
and support is important to us.

“We believe NAPPS will govern best 
practice and outstanding support from 
their members which will deliver a positive 
experience for our customers.” 
www.naaps.org.uk

Xerox acquisition
Xerox has announced its acquisition 
of Customer Value Group Ltd (CVG), 
a software company that specialises 
in cloud-based accounts receivable 
and financial customer relationship 
management software. 

CVG’s primary product, Value+, is a 
Software-as-a-Service cloud application that 
simplifies the management of customer 
credit, collections and disputes, improving 
overall cash collections. It also consolidates 
the management of accounts receivable and 
customer service processes and provides a 
single operational and reporting view across 
regions, countries and industry segments. 

Xerox will offer Value+ as part of its 
finance and accounting process outsourcing 
services, processing of client sales and 
as a standalone software application for 
corporations’ internal finances.
www.xerox.com

NAPPS UPDATE 
Ethics – it’s a matter of  
co-operation 
By Aaron Warham,  
Director, NAPPS

Over the last couple of 
months the Church of 
England’s actions towards pay day lenders 
and the inevitable response of the industry 
have brought the issue of ethics onto the 
front pages. For the Church, investing 
ethically has meant an Advisory Board, a 
strict investment code and, more recently, 
helping to offer an alternative to what they 
see as unethical lenders.  

Regardless of your point of view on how the 
Church should be investing its funds, the arguments 
have raised an interesting question: can you stand 
alone as an ethical force?

The situation affecting the Church of England 
and Archbishop Welby’s admission that the whole 
situation has become “deeply embarrassing” 
highlight that even within ethical organisations, 
the process of remaining ethical and true to your 
humanitarian objectives becomes extremely difficult 
if you do not co-operate.

The Church’s move to promote Credit Unions as 
an ethical alternative to the traditional high interest 
pay day lenders also demonstrates that co-operation 
is key to driving an ethical message. The case for 
co-operation is further enhanced by the Central 
Finance Board of the Methodist Church which said 
that “we invest in companies around the globe, so 
we must engage with them when issues arise.” 

As an Association whose guiding principles 
are based around ethical business practices and 
outstanding customer support, we can learn a lot 
from the co-operation undertaken by these religious 
bodies.

We have always understood that for change 
to occur within our industry we would need to 
engage with the leading stakeholders. By working 
with major manufacturers including Xerox UK and 
Kyocera Document Solutions UK Ltd, we can not 
only show the industry that operating ethically is 
supported by the leading vendors, but through 
this co-operation we are also positioned to drive 
positive, ethical change through the channel.  

What is clear is that regardless of the size or 
reach of your organisation, co-operation is key to 
turning an individual pursuit into something which 
will benefit everyone.
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The UK’s first showings of…
•   LG’s exclusive ultra-short-throw projectors
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More than 250 people attended the 
two-day event at Wychwood Park in 
Cheshire. Headline sponsors included 
Level Platforms, Cisco and Microsoft; 
there were 40 supplier partners 
exhibiting; and three keynote 
professional speakers delivering 
interesting opinion on the channel 
direction.

Synaxon Managing Director Derek 
Jones said: “We were delighted with the 
speakers and with the turnout on both 
days (the second day was a technical 
workshops day). Without support from 
our sponsors and supplier partners, there 
would be no event.”

 In his keynote presentation, Jones 
talked about a number of new services 
that Synaxon has recently introduced and 
ran over the group’s plans for the year 
ahead. In recent months, it has expanded 
its services significantly, introducing new 
online resources and forming partnerships 
with third-party services providers.  

 Synaxon has already introduced 
an advanced version of its e-commerce 
platform, called CLic2IT ULTIMATE, and will 
soon launch a ‘mini’ version of the service 
that will be more accessible for smaller 
members, Jones revealed. 

 One of the other main speakers, Dave 
Sobel, Director of Partner Community for 
Level Platforms, announced an exclusive 
£1 per device offer on the company’s 
renowned Managed Workplace platform, 

which enables Synaxon members to get 
started in the managed services arena with 
almost no up-front investment. This is an 
exclusive deal for Synaxon partners. 

 Also speaking at the Conference were 
Bob Snyder, Editor-In-Chief of Channel 
Media Europe, a renowned outside-the-
box thinker in the technology industry; 
and expert retail analyst Carl West from 
research firm GFK, who gave attendees an 
insight into the current state of the market 
and growth prospects for the coming year. 

 
Selling tool
Jones ran members through the new 
SYNprint TCO Analyser, an exclusive 
TCO print calculator that enables 
resellers to calculate and compare the 
full lifetime running costs of printers and 
multifunctional devices. This is designed 
as a non-invasive selling tool that will 
also help members secure consumables 
business and enter the managed print 
services market.

 Synaxon has been investing internally 
as well, appointing two additional Business 
Development Managers and a dedicated 
communications manager. “The group is 
working more closely with all its members 
now to ensure they make full use of its 
services,” Jones said. 

 It has been busy setting up new 
agreements with third-party services too. 
“One that has received an immediate 
positive response is our agreement with 

Synaxon looks to  
   the future  

“The group 
is working 
more closely 
with all its 
members 
now to 
ensure they 
make full 
use of its 
services.”

Handepay, the specialist provider of low-
cost merchant services, which enables 
retailers and resellers to dramatically 
reduce the cost of accepting debit and 
credit card payments,” said Jones.

Synaxon has also forged a partnership 
with BT main distributor DMSL, giving 
members access to BT’s business and 
consumer portfolios, including Infinity 
broadband, Ethernet and Leased Lines, 
calls and lines packages and hosted VoIP. 

 
Online trading
Jones announced plans to introduce a 
new Amazon-style online trading area for 
members that will enable them to offer 
surplus or unwanted products and to reach 
out to the member community with their 
own products and services. The SynMarket 
service should be available by the end of 
October.

“All of these services, along with the 
core offering of Synaxon membership, which 
provides access to the portfolio of more than 
20 Synaxon distribution partner suppliers 
through the company’s EGIS online system, 
on special terms and conditions, are making 
membership of the group more valuable and 
appealing,” said Jones.

 “Being part of Synaxon is a ‘win-win’ 
for members and for supplier partners. 
All of these additional services combine 
to make a really big difference for our 
members. We are now helping them to 
buy better, sell more and reduce costs in 
so many ways – and with the excellent 
supplier partnerships we have, being a 
Synaxon member will really add value to 
your business.”

Jones also said that the group will be 
looking to sign new members over the 
next 12 months but will place emphasis 
on quality rather than quantity. “We 
benefit and our partners benefit when our 
members make good use of the services 
and agreements on offer. Our focus is on 
supporting members and making sure that 
they get the very best out of all Synaxon’s 
services,” he said.
www.synaxon.co.uk

Synaxon, the UK’s leading dealer group for IT and office products resellers, 
has declared its third annual conference a great success. The Group is 
looking to capitalise on the positive response by introducing a wave of 
new services and boosting its membership.

Derek Jones, Managing Director, Synaxon
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"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.
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payments 
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Ball maintains that it’s absolutely 
in the industry’s best interests to 
collaborate, stressing that this is 
not a Spicers initiative (if it does 
happen, the event will be organised 
by an independent third party), but 
one ‘that’s designed to unite and 
showcase what this great industry 
has to offer’.

He said the recent news that Hamelin 
is to close four production sites in Europe 
as part of a business-wide reorganisation 
project spurred him on. “Money is tight 
– businesses in every industry are cutting 
costs and reducing headcount and the 
office products sector is no exception.

“The industry is becoming more and 
more fragmented and everyone is closing 
down in bunkers. Long-term it’s not 
sustainable to carry on as we’ve always 
done. I am firmly of the view that we need 
a bigger voice and better cohesion. The 
climate and demand is right for a single 
all-industry event that would be held over 
two days.”

In 140 characters
So, having planted the idea to BOSS board 
members, Ball opened up the debate to 
a wider audience via Twitter. And what 
a debate that was, including whether it 
should be a joint wholesalers show – Ball 
believes that all parties should be involved 
to give it real impact. 

The matter of whether it would be 
too big and dilute the identity that group 
members get from their conferences 
was raised. Again, Ball pushed this back, 
arguing that each of the dealer buying 
groups would have individual break-outs 
enabling them to retain some of the 
elements of a members-only forum.

Mike James of Dundale Associates 
joined in the debate tweeting: “A single 
independent industry event could work 
and benefit all sectors as we all have the 
economy as our main competitor.”

Single exhibition
There was understandably a cooler 
reception from the buying groups. But Ball 
insists that a single exhibition could work 
for all parties, with buying groups and 
wholesalers holding specific seminars for 
their members and partners alongside the 
main exhibition hosted in a single venue.

The option to build in the annual BOSS 
Awards as part of the same event is also 
being considered.

“I recognise that many wholesalers 
and buying groups rely on conferences 
and shows to stimulate interest and also 
funding, but in these difficult times all 
could be accommodated. Manufacturers 
are finding the market tough at the 
moment and the multiple payments are 
just not there anymore.”

Such is Ball’s conviction that this is 

Better collaboration

the way forward that he’s prepared to put 
his money where his mouth is. Spicers’ 
suppliers are contractually obliged to 
pay to exhibit at the wholesaler’s annual 
show in December and Ball said that if 
the single event was confirmed for 2014 
Spicers would remove that obligation from 
its trading agreements, freeing up vendors 
to invest in the new all-industry event. He 
added that Spicers would also take a stand.

Positive responses
A call to action for dealer groups, 
manufacturers, agents, wholesalers and 
distributors to contact him via email 
with their support yielded some really 
positive responses. “A couple of the dealer 
groups including Nemo and Superstat 
are on board, as are a large number of 
manufacturers including Fellowes, Pilot, 
Bunzl, Staedtler and Newell Rubbermaid. 
The idea has also been well received by the 
dealer community with companies including 
Yes2, Commercial, Wiles Greenworld and 
Egan Reid confirming their support.”

Ball said that some vendors who 
currently don’t supply to Spicers, such as 
AF International, have also responded 
positively and that the initiative could 
potentially open up opportunities with new 
vendors globally. “I received an email from 
the VP of Sales at Saunders USA Ltd saying 
that they were looking for distribution 
partners in the UK and Ireland. The 
opportunity to meet all of the industry’s 
main players at one venue would be a 
strong pull for them.”

Clearly an event of this type takes 
organisation and support. The next step is 
to arrange a meeting to thrash out the idea 
in more detail. If there is sufficient support, 
Ball said he would work with an organiser 
to deliver it, hopefully in Spring 2014. 
www.spicers.co.uk

When Alan Ball, Spicers 
CEO and BOSS Chairman, 
first suggested that office 
products wholesalers, 
distributors and 
manufacturers should 
agree on staging a single 
all-industry conference 
and exhibition in 2014 
the response in the BOSS 
boardroom was muted.

Alan Ball, CEO, Spicers 
and Chairman, BOSS

01732 759725



An area that often causes 
employees and IT departments 
alike a headache, is printing 
from mobile devices. The rapid 
growth in mobile computing has 
created an urgent demand and 
new expectations for printing 
whilst on the move. 

But this needn’t be an issue. One 
such solution is to install a mobile print 
application such as Lexmark’s app for 
Google Cloud Printing and its Google 
Docs app to enable printing whether 
that’s inside or outside the office four 
walls.

Employees can print from Gmail 
and Google Docs, once they have a 
Google account, printing from the 
Google Cloud. Documents remain in 
the Google Cloud until the employee is 

ready to pick up the print  
out, and there is no need to install a 
device – not even a drive. And since 
the printing takes place from the cloud, 
the documents are ultimately secure. 

Another solution aimed more 
specifically at capturing data and 

feeding it into corporate 
systems, is Lexmark 
Mobile Capture, (which 
works on Google Android 
and iOS Apple devices via 

Google Docs in the cloud). 
The solution enables users 
to collect, retrieve and send 

data directly into a company’s 
workflow – so employees don’t 
have to wait hours or days to get 

critical information into the hands 
of the right people. 

These solutions are all 
helping to make a real difference to 
productivity – enabling the workforce 
to be truly mobile – and allowing 
employees to stay connected when 
they’re working outside of the office. 

Register now at www.reseller.lexmark.co.uk or contact 01628 518658

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...

How to turn the mobile 
device into a powerful 
productivity tool
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...a great 
example 
of Toshiba 
innovation 
and drive... 

For the last four years, Toshiba 
dealers have benefited from a clear 
environmental message that has 
helped them to differentiate Toshiba 
MFPs in a crowded and competitive 
market.

Toshiba’s award-winning Carbon Zero 
scheme, which offsets carbon emissions 
from the manufacture, transport and use 
of Toshiba MFPs in a variety of carbon 
reduction initiatives, notably the African 
stoves project, has caught the imagination 
of businesses under growing pressure to 
shrink their own carbon footprints.

It has given dealers a clear business 
proposition and enabled them to extend 
their conversations with customers to cover 
the wider issue of sustainable printing.

For Toshiba, the scheme is a visible 
expression of its broader environmental 
aims, also reflected in the reduced energy 
consumption of the latest generation of 
e-STUDIO MFPs.

Toshiba TEC UK has just taken this 
a stage further and made its entire UK 
operation carbon neutral, including 
emissions associated with gas and electricity, 
water and waste, business travel and 
accommodation. PAS2060-accredited, it 
is now committed to making a further 2% 
reduction in carbon emissions this year.

Above all, Toshiba’s Carbon Zero 
scheme has had an impact on the planet. 
From June 2009 to December 2012, 
Toshiba offset more than 200,000 tonnes 
of CO2 generated in the manufacture, 
distribution and operation of MFPs 
supplied to the European market. This 
is equivalent to 44 flights on the Space 
Shuttle or the annual carbon footprint of 
39,607 cars.

A world first
The Toshiba Eco MFP, the world’s 
first erasable toner MFP, is the latest 
manifestation of the company's commitment 
to reduce the environmental impact of 
printing – and a great example of Toshiba 
innovation and drive: other companies have 
experimented with re-usable paper, but it is 
the first to bring a product to market that 
works with standard copier paper.

Like Toshiba’s Carbon Zero scheme, 
the e-STUDIO306LP and e-STUDIO RD30 
is a real door-opener. The ability to print a 

Business sense that    
    won’t cost the earth
Toshiba is expanding its environmental portfolio with the world’s first erasable 
toner MFP and new power management software – backed up by sponsorship of a 
new environmental project in the mangrove forests of Kenya.

page, erase it and then re-use the paper 
is genuinely new and customers are 
fascinated to see it in action. Feedback 
from trials has been overwhelmingly 
positive and the first end user sales have 
already been made.

The combination of erasable toner and 
a scanner that creates an electronic record 
of erased pages makes this an interesting 
proposition for businesses that want to 
reduce the amount of paper circulating 
around an organisation without sacrificing 
the convenience of paper as a medium 
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EMFO 
delivers big 
cost savings 
especially 
during office 
hours

for creating, reviewing, sharing and 
communicating information.

By using each sheet of paper five times, 
the e-STUDIO306LP enables businesses 
to cut paper purchases significantly and 
reduce total CO2 emissions from printing 
by up to 60%.

Saving wood and water
To highlight the savings in wood and water 
that come from re-using paper, Toshiba is 
supporting the launch of the Eco MFP with 
sponsorship of a mangrove reforestation 
programme in Kenya.

Residents of Mbuta Mazingira across 
the river from Mombasa have traditionally 
made a living farming poor land along the 
river banks, supplemented by some fishing 
and charcoal burning. As the nearby town 
of al Likoni expanded and demand for 
charcoal grew, they cut more and more 
Mangrove trees from the fringes of the 
river estuary to devastating effect.

Unlike many other trees, a Mangrove 
does not re-grow when it is cut down, so 
the more trees that were cut for charcoal, 
the smaller the Mangrove forest became. 
This had a knock-on effect on the fish 
and crab populations that thrive in the 
silt that builds up around the roots of 
the mangroves, putting further financial 
pressure on villagers and forcing them to 
produce yet more charcoal.

This downward spiral was only halted 
by the intervention of the Kenyan Forestry 
Service (KFS) which was able to educate the 
community on the link between the forest 
resource and their declining fish stocks.

In 2010, the villagers formed the Mbuta 
Mazingira Conservators Youth Group 
with the aim of conserving the mangrove 
ecosystem and eradicating extreme poverty 
within the community. The 35 members 
of the group, aided by voluntary guidance 
from off-duty members of the KFS, have 
begun to replant large areas of the estuary 
around their village. They have already 

An MFP like no other
The e-STUDIO306LP/ RD30 multifunction product (MFP) sets a 
new industry benchmark in sustainable printing.

Users can print and copy as they would on a typical MFP. However, 
when used paper is fed into the eraser unit, it heats the blue erasable 
toner and de-colourises the print, creating a blank sheet that can be 
used again. Each piece of paper can be re-used an average of 5 times, 
reducing paper costs and waste by 80%.

Printed documents can be annotated using a Pilot FriXion gel pen, 
which, like the Eco MFP’s toner, can be wiped clean by the e-STUDIO 
RD30 eraser unit. This compact device automatically detects if a sheet 
is reusable and separates pages into separate drawers for re-use or 
recycling.

To prevent a print being ‘wiped’ by mistake, the e-STUDIO RD30 
scans erased documents and creates an electronic image that can be 
stored in an electronic document management system (DMS).

temperature is reduced and energy 
consumption is lowered. Print jobs will 
require a short warm-up period;

•  Sleep Mode: Fuser temperature and 
energy consumption are greatly reduced. 
Print jobs will require a longer warm-up 
period; and

•  Switched off Mode: the MFP is 
switched off and energy consumption is 
practically non-existent. The MFP will need 
to be switched on to receive a print job.

Further energy and carbon savings 
come from EMFO Efficient Power™ 
technology, which adjusts PC processing 
power in line with application demand. 
Most PC processors run at full power 
levels all the time even though most office 
applications require only a small fraction 
of CPU processing power. Adjusting power 
consumption in this way can deliver big 
cost savings, especially during office hours 
when energy is at its most expensive.

Suitable for businesses of all sizes, 
from SMEs to enterprises, EMFO is easy 
to install and compatible with all network 
architectures, including decentralised 
networks and remote groups.

An intuitive user interface gives access 
to energy management information 
and makes it easy to change variables 
such as energy costs and workstation 
power schedules. It also provides alerts 
and historical reports for review and 
benchmarking purposes.

Through initiatives like the Carbon 
Zero scheme, Toshiba and its dealers 
already have a reputation for supplying 
products that can help customers reduce 
their carbon footprint. The latest additions 
to Toshiba’s portfolio build on this track 
record and give dealers the opportunity 

to develop profitable new lines 
of business, while reducing their 

customers’ energy and paper bills.

planted 2,800 saplings grown 
from seed and with Toshiba’s 
help will be able to do much 
more.

Power management
This month sees another major addition 
to Toshiba’s portfolio of environmental 
products, giving dealers additional sales 
opportunities and the chance to build 
deeper relationships with customers beyond 
the supply of MFPs alone.

The Toshiba Energy Manager For Office 
(EMFO) power management solution 
makes it easy for businesses to monitor, 
measure and reduce the energy use of 
business equipment throughout their 
organisation, including printers, MFPs, 
laptops and PCs.

EMFO Smart Sleep™ technology lets 
users define sleep profiles for all devices, 
ensuring that PCs are not left on when 
not in use or overnight. With reliable 
and secure wake technology, 
network PCs and 
laptops don’t have to be 
kept on for night-time 
security updates but 
will emerge from sleep 
mode for updates and then go 
back to sleep before waking 
up in the morning prior 
to users coming in.

In the case of 
MFPs, an administrator 
could apply different 
settings depending 
on the time of day or 
to suit known usage 
patterns. These include:
•  Ready Mode: 

the MFP is fully 
operational and 
the fuser is kept 
at a constant 
temperature;

•  Energy-saving Mode: Fuser 
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inkjet printers

Traditionally, Brother has addressed 
the small and medium-sized office 
market, but its new workgroup printer 
is likely to be of most interest to 
larger businesses and commercial print 
providers, such as copy shops, that 
have a requirement to print thousands 
and thousands of pages in quick 
bursts.

Brother product and solutions manager 
Andy Johnson said: “The HL-S7000DN has 
taken us into the corporate and print-for-pay 
markets which Brother is not well known 
for addressing. We are very much known 
for supplying small and medium-sized 
businesses. Entering these new markets will 

open up new opportunities 
for us and our resellers.”

He told PrintIT Reseller 
that the HL-S7000DN was 
likely to be deployed in 
back offices, mail rooms 
and dedicated print facilities 
rather than the general office. 

This is partly because the two motors 
required to achieve 100ppm print speeds, 
combined with the fast movement of paper, 
can be noisy (a quiet mode reduces print 
speed to 70ppm); and partly because the 
material the printer is likely to be used for, 
such as invoices and letters, will usually need 
further processing.

Brother breaks   
  new ground

One of the strengths of the HL-S7000DN 
is that its use of inkjet technology makes 
it easier to integrate into mail production 
processes than laser devices which tend 
to get hot when printing large volumes. 
According to Johnson, the ensuing paper 
curl can cause jams in folder-inserters and 
franking machines.

“With cold press inkjet technology you 
don't have any of these issues,” he said.

Johnson expects the printer to appeal to 
existing Brother resellers that want to move 
into solutions sales (the printer has an open 
interface for developing custom solutions), 
as well as copier dealers that would not 
normally resell Brother products.

“A couple of traditional copier resellers 
who have taken this machine on board said 
they did so because there was nothing else 
like it on the market. A copier with the same 
print speed would cost £10,000 to £20,000, 
whereas our printer has a suggested retail 
price (SRP) of £2,999 – though customers 
would normally buy the printer on a 
managed print basis. Based on the SRP, you 
are looking at a cost per page of 0.5p – with 
an MPS, that could go down to 0.4p,” he 
said.

To find out more about the Brother 
HL-S7000DN and see a video of the printer 
in action, please visit www.brother.co.uk/
g3.cfm/s_page/888440.

Brother has entered new territory with the 
launch of its 100 pages per minute inkjet printer, 
the HL-S7000DN, and is now looking for a new 
breed of reseller to help market the product. 

Brother HL-S7000DN

Reseller
Programme

Broaden your business options and see 
how you can upscale your opportunity by 
becoming an official Ricoh business partner.

We’re recruiting new resellers... 

•  Increase your profits

•  Benefit from extensive marketing support

• Grow your product line-up

Sign up today and see the difference

Expand your options, increase your revenue. Call us today and embrace 
the Ricoh Partner Programme. 

Register your interest, please 

visit the website: 

www.ricoh-recruit.co.uk

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
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The Sharp MX-C250F and MX-C300W 
are productive A4 colour desktop 
devices with respective print speeds 
of 25 and 30 pages per minute for 
both mono and colour output. 

They offer network colour printing, 
copying, scanning and fax as standard 
and come with useful productivity features 
including print from/scan to USB removable 
storage and the option of a second 
500-sheet paper cassette.

The MX-C300W also features a 
built-in wireless capability and supports 
both ad hoc and network-based wireless 
connectivity.

Affordable convenience
Sharp has introduced the Sharp MX-C250F 
and MX-C300W to provide an affordable, 
compact 4-in-1 device for customers who 
want the convenience of a small desktop 
solution and who don't require the 
expandability and workflow capabilities of 
Sharp OSA-enabled, touch-screen MFPs like 
the floor-standing MX-C312.

Tom Primett, Group Product Manager 
Copier/Printer Products, says: “We sell 
a lot of MX-C312s, but our dealers tell 
us that they are missing out on some 
deals because the MFPs are too highly 
featured, too highly priced and only come 
in a floor-standing configuration. We have 
introduced the MX-C250F and MX-C300W 
so that our dealers can satisfy the needs of 
customers who have simpler requirements 
with a lightweight, compact desktop 
device that costs about a third less than 
the MX-C312.”

He adds that the new additions give 
resellers a compelling offering in an 
important part of the market.

“The market for A4 machines is four 
or five times the size of the A3 market and 
A4 devices are still selling well. These are 
perfect for workgroups of up to four people 
but can also be used in larger offices for 
printing confidential material. Although 
designed as network MFPs, they could even 
be used as personal devices, for example 
in a director’s suite. They are one of the 

smallest and lightest offerings on the market 
and can be operated from a seated position 
even when a second paper tray is added.”

Designed for business
To keep costs down, the MX-C250F and 
MX-C300W don't have an integrated hard 
disk, touchscreen display or OSA support, 
but they are still designed for business 
use and have business-class quality, 
productivity and reliability.

These include automatic duplex; 600 
x 600dpi print quality; PCL6 and PS3 
emulations as standard; a 5-line LCD 
display with programmable buttons; 
35/50-sheet ADF; ID Card copy; push and 
pull scanning; paper-saving electronic fax 
routing; PIN-based user authentication; and 
the ability to apply print quotas and restrict 
access to or disable certain features.

Simpler hardware requirements 
contribute to a space-saving, compact 
design and impressive energy efficiency. 
Running costs can be cut further by using 
the Toner Save mode.

Easy management
Primett adds that resellers themselves will 
welcome the ease with which devices can 
be managed:

“A lot of MFPs in this segment are 
souped up consumer devices, but ours are 
specifically designed for office use and have 
all the reliability you would expect from 
a business machine. They are designed to 
be maintained by service engineers and 
have the same maintenance cycle as an A3 
machine with easily replaceable cartridges 
to reduce the time an engineer needs to 
spend on-site. They also support our E-RIC 
system so that resellers can take meter 
readings remotely.”

With the launch of the MX-C250F and 
MX-C300W, Sharp has filled a gap in its 
range and given resellers an affordable, 
productive colour A4 MFP that will enable 
them to compete for business in new areas 
and expand the solutions they can supply 
to existing customers.
www.sharp.co.uk

Simply perfect

We have introduced the MX-C250F & MX-C300W 
so that our dealers can satisfy the needs of 
customers who have simpler requirements ...

Sharp’s new A4 colour MFPs meet customer demand for an 
affordable desktop solution for small workgroups.
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the Ricoh Partner Programme. 

Register your interest, please 

visit the website: 

www.ricoh-recruit.co.uk
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“Northamber transact a significant 
part of our UK business and have the 
skills and expertise in-house to drive 
new growth for us in the future. The 
team is extremely knowledgeable 
around our product range, our 
business and processes, the overall 
market and the competition," 
Michigan said. 

As margins are further eroded within 
the B2B print channel, the document 
scanner market continues to maintain a 
good front end margin for the reseller 
channel. According to Michigan, 8-10% 
is achievable – great compared to normal 
print products.

Michigan said Northamber’s strong 
expertise in document scanners can help 
Fujitsu’s channel to grow. The company 
held 60% of the UK market in FY12 and 
anticipates around 8-10% unit growth year 
on year. “We continue to work alongside 
Northamber in identifying any gaps in 
the market, creating opportunities in new 
verticals and looking to grow the overall 
UK market,” he said.

Great market potential
Fujitsu assumes that today only 10% 
of all companies have implemented 
comprehensive document management 
solutions across departments. This 
represents a great market potential and 
especially within the healthcare, local 
government, finance and legal markets.

Michigan said that whilst a basic MPS 
solution increases customer retention, the 
margins can be low and the conversation 
tends to be tight around the print 
infrastructure. Dealers looking to build 
long term relationships and add value to 
their customers’ businesses are introducing 
scanners into the mix. 

“A conversation around document 
imaging is more in-depth and will provide a 
greater insight into the end user’s business. 
Scanners are the interface between the 
physical and the virtual worlds. You can 
glean much more information about 
topics like software, data, cloud and their 
networking capability and for dealers, this 
level of information is key,” he said.

Scanners have great   
  margin potential 
Northamber, the longest established trade-only distributor 
of IT equipment in the UK, has been a Fujitsu PFU Imaging 
Solutions partner for around eight years. Lee Michigan, 
Fujitsu Country Manager UK & I, said that he sees the 
company as a key business partner. 

...the 
document 
scanner 
market 
continues 
to maintain 
a good 
front end 
margin for 
the reseller 
channel...

Online resources
Fujitsu’s Imaging Channel Program enables 
reseller partners to access the latest 
marketing materials and tools around 
Fujitsu scanners. The company engages 
in demand generation activities and 
opportunities are distributed to appropriate 
reseller partners within the Imaging 
Channel Program. 

Additionally, there’s a suite of online 
tools and resources including an online 
scanner configurator and free ROI 
calculator for measuring the amortisation 
period for companies considering buying a 
document scanner or already using one. 

This tool, based on research conducted 
by market analysts at the AIIM (Association 
for Information and Image Management) 
and published in the White Paper Scan 
More, Print Less – save your small business 
a small fortune, helps small companies in 
particular to estimate not only the budget 
impact of deploying a scanner but also its 
effect on the environment. 

The calculator illustrates three kinds of 
ROI: materials cost only; materials cost plus 
costs for filing and searching for missing 
documents; or a green ROI based on paper 
savings. 

Fujitsu has also just launched a social 
media portal that provides resellers 
with access to both Fujitsu and industry 
content.Dealers can set their preferences 
online and automatically post updates to 
Facebook, LinkedIn and Twitter.
www.northamber.com,  
www.imaging-channel-program.com

Cable? What Cable?
Fujitsu’s ScanSnap iX500 now comes with enhanced Wi-Fi functionality, offering not only Wi-Fi 
connectivity between scanner and mobile Android and Apple iOS based devices, but also enabling 
the scanner to connect to a PC or Mac via Wi-Fi – at the touch of a button.

Versatile Imaging Technology
By using Versatile Imaging Technology, Fujitsu’s 
newest scanner – the SV600 – lets people scan 
books or A3 documents up to 3cm thick, without 
having to cut out pages or excessively flatten the 
original in any way. 

The contactless scanner features book correction, which 
compensates for the contours of the book and detects 
page turns. An auto-dividing feature enables users to scan 
multiple items simultaneously, including up to 10 business 
cards.
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ADD VALUE, ADD PROFIT 
with Geniune OKI Toner Cartridges 
from Northamber

Cyan 6k toner OKICON337
Magenta 6k toner OKICON338
Yellow 6k toner OKICON339
Black 8k toner OKICON340

Cyan 11.5k toner OKICON341
Magenta 11.5k toner OKICON342
Yellow 11.5k toner OKICON343
Black 15k toner OKICON344

• Up to 40ppm print speed in colour and mono

• Scan to � ling box, scan to shared folder, 
scan to email, scan to USB memory

• Flexible paper supply options for a maximum paper 
capacity of up to 3,160 sheets

Combining print, copy, scan, fax and 
stapling, the OKI MC700 A4 Colour MFP 
series o� ers you all the tools you need.

EXCLUSIVELY AT NORTHAMBER
All our printers include a free cable!
Call our printer team today.

...prices from £1,116
trade ex VAT

The new MC700 
range has landed 
at Northamber at Northamber 

3 Year
Warranty

with all our OKI
MC700 series

OKImc7series-PrintITresellerAd.indd   3 14/08/2013   12:21:12
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A couple of weeks ago I attended 
an end-user meeting with an MPS 
provider that I do some consulting for. 
I was invited because their customer, 
a large Oil and Gas producer, made 
it clear that a new person was going 
to attend the meeting. That person: a 
‘Mobility Specialist’. My MPS Partner 
called me in because the customer 
requested a meeting to discuss MPS 
AND Mobility. The first question: 
“Why on earth is a Mobility Specialist 
attending an MPS meeting?!” 
The second: “What is a Mobility 
Specialist?!” 

First, let’s answer the second question 
(hint: it has nothing to do with the art of 
moving around). Don’t bother searching 
Wikipedia, you won’t find it. In the world 
of technology, a Mobility Specialist is 
somebody who specialises in helping 
companies to build a BYOD (Bring Your Own 
Device) and Mobility practice. 

This new Mobility role has been brought 
about by the flood of ‘Gen Y’ now entering 
the workforce. As more and more tablets 
and smartphones are brought into offices, a 
plethora of questions and concerns around 
support, security and costs has arisen. 
There is no field manual for companies 
or IT Directors to go to where Mobility 
is concerned and they fully expect their 
partners to help them out. The modern 
business environment is being inundated 
with ‘tablification’ and customers are 
looking for help anywhere they can get 
it (which gives us the answer to question 
number one!).

You might be wondering what on 
earth we talked about at this meeting. In a 
nutshell, we had a round-table discussion 
about the effects of Mobility, specifically 
related to mobile printing on Tablets and 
Smartphones. Some of the things we 
discussed: How do we make it easier for 
users to print from their mobile devices? 
How do we control and track what they 
are printing? How can Mobility offer an 
alternative to printing in the first place? 
And can the MPS provider take over 
responsibility for managing all of this?

The meeting with my client and their Oil 
and Gas customer ended well. The Mobility 

Specialist stated: “You are the first MPS 
provider to understand the relationship 
between our Mobility concerns and print.” 
That led them to agreeing to a single-source 
MPS and Mobility Assessment from my 
partner (Translation: No competitors!).

We left the meeting rather proud of 
ourselves. But that didn’t last long. We 
soon had to do the hard work of rolling up 
our sleeves and investing a bunch of hours 
investigating commercial solutions that we 
could provide for the customer. The good 
news: there is no shortage of options for 
enabling, tracking, and controlling mobile 
print. The bad news: same as the good 
news.

To date there is no single-source 
solution that provides a cohesive mobile 
printing strategy. Some software providers 
handle iOS seamlessly whilst having limited 
or no support for Android. Other solutions 
have the same problem only in reverse. 
Some solutions make the customer send 

the document out over the Internet only 
to come back into the office again at the 
printer. Some solutions offer user-level 
tracking. Others do not. Some offer secure-
release capabilities out of the box but not 
for every O/S. In short, a minefield is putting 
it mildly. 

Introducing a whole new line of 
software services might be scary on the 
surface but I had a chance to speak with 
Managed Service Providers at Comptia’s 
ChannelCon 2013 and many of them said 
things like “If the MPS guys figure out how 
easy it is to do what we do we could be 
in trouble.” And they have zero interest in 
MPS: too many moving parts and physical 
things that need fixing. The opportunity to 
add Managed Services to your MPS practice 
is ripe and easier than you might think.

Beyond the printed page
As the expression goes, “Where there's 
mystery there’s margin”. And nowhere is 
this more true than in helping customers 
navigate the ocean of Mobility and printing 
options. We should really step back a little 
further and look at the opportunity that 
Mobility offers beyond the printed page.

Customers are debating BYOD and a 
standardised approach with a single tablet 
O/S to support. They are going to buy their 
tablets from somebody, why not you as the 
MPS provider? And if they get their tablets 
from you, what other software solutions 
related to workflow can you provide? And if 
you are helping them with workflow, what 
kinds of paid consulting opportunities exist?

Let’s face facts: traditional MPS is only 
part of the customer's pain when it comes 
to managing how and what they print or 
share on glass. The MPS dealers that begin 
to develop expertise beyond the printed 
page will reap the rewards. Welcome to the 

... a plethora 
of questions 
and concerns 
around 
support, 
security and 
costs has 
arisen.

The Mobility Specialist and MPS  
  (And Why MPS Providers Should Care)

By West McDonald, FocusMPS

Fact:    Tablet sales in 2012 were over 126 Million units, up 85% from 2011  
(source: Iowendmac.com/inews/12ios/0521.html)

Fact:  Apple sold 21 million units in Q2 of 2012 (source: Canalys estimates, Canalys 2012)

Fact:   65% of CEO/Presidents/Owners are using tablets in the office today  
(source: http://bitpipe.computerweekly.com/detail/RES/1340794282_727.html)

Fact:   Tablet Sales in Australia for the first six months of 2013 surpassed total sales for the 
entire year of 2012 (source: http://www.heraldsun.com.au/news/breaking-news/tablet-growth-
exponential-this-year/story-fni0xqi4-1226710565417)
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world of Services, it's the direction most of 
the OEMs are headed, albeit slowly.

As I touched on in my article The Coming 
Storm That is BYOD in the Spring 2013 issue 
of PrintIT Reseller, I’m not a big believer that 
‘Mobile print is going to save MPS’. In fact, 
I firmly believe that helping customers with 
workflow and tablet solutions will actually 
have a negative impact on printing volumes. 

I don’t think printing is going away – 
like yours, my business depends on that 
view – but I think we can agree that there 
will be a notable decline in pages and a 
corresponding reduction in the quantity of  
devices that print them. Gartner certainly 
isn't optimistic about printer sales: “They 
(HP) are in trouble over the long term,” said 
Federico De Silva, a principal analyst at the 
market research firm. “It’s a big business, 
to be sure, but it’s not growing. It’s in a 
slow decline and we don’t see it coming 
back.”(source: http://seattletimes.com/
html/businesstechnology/2019912440_
hpprinterdeclinexml.html)

Don‘t run away screaming just yet. Lost 
pages under a CPP program means lost 
revenue, I get that. But instead of avoiding 
the reality that customers are demanding 
help with their workflow, why not just 
change the way you bill them? Why not 
charge per seat? When you charge per 
seat, the less your customer prints the 
better it is for your margin. And the more 
software you use to manage their workflow, 
the less manpower it takes to manage 
an MPS engagement. This leads to higher 
contribution margins, and that leads to 
healthier profits even if revenues go down.

I‘ll be leading the pre-conference 
workshop at TransForm Europe 2013 
on October 14 and we'll be diving deep 
into everything I‘ve touched on in this 
article and a whole lot more. This working 
session will cover how to incorporate 
simple workflow solutions into your MPS 
practice; how to harness the intelligence of 
the modern MFD; the effects of BYOD on 
MPS; and options for becoming a simple 
Managed Services provider. If what you‘ve 
read has struck a nerve and I am echoing 
what you‘ve seen in the market then I invite 
you to join me at the workshop in October. 
If you think that the need to understand 
Mobility and per seat billing is ‘out there’,  
I invite you to attend the workshop as well. 
I don't mind hecklers.

“By 2016, forty-one percent of printing revenue is forecast 
to be under managed print service (MPS) contract, making 
the shift to services more critical than ever.” Photizo Group

MPS or bust
Transform Europe 2013 is Europe's premier event for anyone involved with 
or interested in Managed Print Services. Manufacturers, software vendors, 
channel partners, consultants, IT decision-makers – all will be able to take 
something away from Photizo Group's marquee event.

A valuable source of information for resellers at every stage of the MPS adoption 
curve, Transform Europe 2013 combines a multi-track conference programme, 
workshops, round-table discussions and an exhibition where you can discuss your needs 
with leading providers of MPS solutions. 

Exhibitors this year include FocusMPS, Ringdale, Euroform, BNP Paribas, Printfleet, 
Perform IT, In-Map, Xerox and many others. Kingswood Media will have a stand so 
please drop by and introduce yourself to the PrintIT Reseller team.

Conference
The heart of Transform Europe 2013 is the conference programme, which each day starts 
with an inspirational keynote speech. On Day One, it is being given by Jim Lawless, 
author of Taming Tigers and an expert in personal development, leadership and change; 
and on Day Two by Photizo Group founder and CEO Edward Crowley.

The two-day conference programme is split into three tracks:
•    The Market – analysis of MPS market growth and sales opportunities for the 

channel, including an assessment of 3D printing;
•    Building an MPS Program – how to build an MPS capability and become a 

services-oriented company; and
•    Beyond Basic MPS – taking MPS to the next level with business process 

optimisation and managed IT services.

Delegates can gain further insights by attending one of Transform Europe’s informative 
panel discussions.

To register or to find out more, please visit europe2013.photizogroup.com

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

Learn More: 
October 14th:  
TransForm Europe Pre-Conference 
Hands On Workshop: 

http://europe2013.photizogroup.
com/2013/01/08/hello-world-2/

Diary Date

October 14-16

Hilton London Metropole, Edgware Road, London
Online registration: europe2013.photizogroup.com
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Who would you choose 
as your business solutions 
supplier to help make your 
business more successful?

Are you getting the level of support you want from 
your current supplier of business equipment?

If you are then that’s great and we wish you well. 

However, if you are looking for a partner that can make a 

positive difference to your business, there are plenty to choose 

from, but there is only one that can offer you such a diverse 
and extensive range of products, a heritage spanning in 
excess of 100 years, backed by one of the largest names in 

world-wide telecommunications, while maintaining its own 
individuality to make local decisions.  

Simply put, if your current supplier is giving you the 
‘pip’, then take a look at Olivetti for a fresh approach to 
growing your business. Contact us to  nd out more.

01908 547980
c.gordge@olivetti.com

Olivetti’s Dealers bene t from:

A wide portfolio of products selected, 
exclusively for Olivetti, from the world’s 
leading manufacturers, giving you and your 
customers more choice. See the enclosed 
Product Range Brochure.

The Olivetti Key Partner Programme 
designed to provide a well organised structure 
for authorised Olivetti dealers to qualify for 
annual rebates.

Olivetti’s 100+ Year history which is a true 
testament to its  nancial stability, dedication 
to providing B2B solutions, resilience and 
heritage in 1908.

Access to a Direct Delivery Service 
which delivers machines directly to dealers’ 
customers, with “Green Button” testing, 
should that be required.

Bespoke Marketing Support
Dealers have access to marketing workshops, 
training and sales guides, free on-line 
brochure ordering, mailing materials, 
showroom branding and signage and much 
more.

Established Sales & Marketing 
Programmes such as the ‘Best for Colour’ 
Scheme, which opens doors to exclusive 
opportunities for those who aspire to be the 
best.500 Avebury Boulevard, Milton Keynes, MK9 2BE

01908 547980,  www.olivettiuk.com
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The e-STUDIO306LP is part of Toshiba’s 
ongoing commitment to introducing 
solutions that help businesses achieve 
their operational and corporate social 
responsibility objectives.

Whilst the concept of erasable printing 
technology itself isn’t new – previous 
systems have relied on specially made 
plastic-coated paper that erases toner 
via a printer’s thermal heads – these 
systems have remained on the periphery 
due to the prohibitive cost of the paper. 
The e-STUDIO306LP/ RD30 represents a 
massive leap forward in this respect, as it 
uses standard copier paper. 

“When previously printed copier paper 
is fed into the eraser unit it heats the ink, 
which wipes the print and provides a blank 
sheet to use again,” said Toshiba TEC’s 
Marketing Director Jeremy Spencer. “This 
drastically cuts overall paper usage which 
obviously saves costs. Just as importantly, 
however, if the same piece of paper is used 
five times, the total CO2 emissions can 
be reduced by 60 per cent compared to 
printing once per sheet.” 

The separate e-STUDIO RD30 eraser 
unit can be used alongside a fleet of 
e-STUDIO306LP devices, making it a viable 
solution for workgroups – with multiple 
print devices being supported with just one 
erasing unit.

The RD30 is able to detect if the sheet 
is reusable and automatically places spent 
sheets in a separate bin. Plus documents 
can be annotated with the support of the 
Pilot FriXion pen series. The unique gel 

ink responds to the heat generated by 
the e-STUDIO RD30 removing notes and 
comments as part of the erasing process.

In order to prevent a document being 
‘wiped’ by mistake and to enable a user to 
access data at a later date, the e-STUDIO 
RD30 converts the contents of a document 
into an electronic file, which is stored in 
a document management system and 
can therefore never be lost. Individuals 

Now you see it,  
   now you don’t

Virgin Media 
recently 
completed 
a successful 
trial of the 
pioneering 
Toshiba TEC 
e-STUDIO 
306LP.

can then access it from any location and 
amend it as part of a workflow. 

According to Toshiba, high volume 
paper environments with ‘temporary’ 
document usage such as educational 
establishments, publishing, local 
governments and general offices will 
experience the biggest benefits from its 
features, as the majority of their printed 
pages consist of internal documents, emails 
and memos. 

Successful trial 
Virgin Media recently completed a 
successful trial of the pioneering Toshiba 
TEC e-STUDIO306LP. 

With sustainability at the very heart 
of its activities, Virgin Media, a long-term 
customer of Toshiba TEC UK Imaging 
Systems, prides itself on growing its 
business in a way that’s good for people 
and the environment. Managing waste is 
a key element of this objective and with 
an estimated seven million colour prints 
a year, it is always keen to make its print-
based functions as efficient as possible. 

IT Regional Support Manager Dave 

Toshiba TEC UK Imaging Systems 
has announced the launch of its 
highly anticipated eSTUDIO306LP/ 
RD30 multifunction product, 
which they say sets a new industry 
benchmark in sustainable printing 
by incorporating the company’s 
unique erasable toner technology.

Develop builds mid-range
DSales (UK) Ltd, the UK distributor for the Develop range of multi-
functional document imaging systems, has launched a new generation of 
Develop mid-range colour systems. The new ineo+ 224e/284e/364e offer 
22, 28 and 36 colour or mono A4 prints per minute 
respectively.

DSales Managing Director Jonathan 
Whitworth said: “These three new 
systems take what is best in the existing 
range and add intuitive touch-screen control 
and a host of eco-friendly features. Today our 
customers demand low-energy systems and 
maximum data security. With the ineo+ 
224e/284e/364e we meet their needs.”
www.dsales.eu Continued...
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Canon scoops seven awards
Canon has picked up seven accolades from testing and research 
organisation Buyers Laboratory Inc. (BLI) in its Summer 2013 
awards. Imaging products from across Canon’s business portfolio 
have been recognised following BLI’s rigorous in-depth laboratory 
tests, with Canon receiving a total of six ‘Pick’ awards and one 
‘Outstanding Achievement’ award.
www.buyerslab.com, www.canon.co.uk

Support for AirPrint
Kyocera Document Solutions’ ECOSYS FS-4300DN printer 
series (ECOSYS FS-4300DN, FS-4200DN, FS-4100DN and 
FS-2100DN) now support Apple AirPrint wireless printing 
for iPad, iPhone and iPod touch. 

Group Product Marketing 
Manager Steve Mitchell said: 
“Kyocera focuses on solutions to 
improve the printing experience 
for its partners and users such 
as its own HyPAS customisation 
software. According to IDC we 
have the largest coverage of its 
hardware segments and AirPrint 
reinforces our commitment to 
providing similar breadth and 
depth in the software solutions 
we offer.”

The company intends to  
expand its range of printers and multifunctional products that 
support AirPrint, aiming to meet the demand of wider business 
printing solutions.

OKI Europe Ltd has also strengthened its mobile printing 
portfolio with the addition of AirPrint support to its range of A4 
colour and mono multifunctional printers (MC300/MC500 Series 
and MB400 Series).

“With the increasing number of mobile workers, it is essential 
that OKI provides a comprehensive mobile printing offering to its 
customers to help them drive efficiency gains even when their staff 
are in the field,” said Managing Director Harry Takahashi.

 “Adding support for AirPrint to some of our key devices and 
allowing users to print from an iPhone, iPad and iPod touch is 
necessary to meet this growing market need.” 

Moving forward, OKI will expand its range of AirPrint 
compatible MFPs and printers and continue to strengthen its 
mobile printing offering as part of its strategy to provide optimised 
solutions to its SMB customers.
www.kyoceradocumentsolutions.co.uk, www.oki.co.uk

Intuitive usability
Konica Minolta says it has enhanced the overall workflow 
performance of its bizhub C654e and C754e by simplifying 
usability. The user panel now includes new features such as 
‘pinch in pinch out’, which enables the user to easily zoom 
into documents for content checking or to read information 
on internal and external websites. Plus, a new drag and drop 
feature simplifies the moving of MFP-stored documents to 
the required function, e.g. printing, copying, sending or even 
changing the overall page order. 

The latest i-Options make manual steps unnecessary. Users can 
scan searchable documents such as docx, pptx, xlsx and pdf; print 
email attachments; or receive incoming faxes already text scanned as 
searchable PDF files. This allows for further conversion without using a 
PC after the scan is completed. The new devices can also now be bound 
into Cortado ThinPrint environments.   www.konicaminolta.co.uk

A3 colour systems
Toshiba has added five new A3 colour 
systems with speeds of 25-50 pages 
per minute to its product range.  

The company says that exceptional clarity 
and sharpness ensure impressive document 
output, but the e-STUDIO5055CSE series 
has more to offer. A large range of optional 
hardware and software applications allow 
device and system configuration which 
perfectly fits end-user requirements and 
easily integrates into individual document 
workflows. 

Intelligent Toshiba technology based on 
the e-BRIDGE controller ensures a flexible 
expansion to fit evolving needs. Additionally, 
the Toshiba Secure HDD, which is supplied 
as standard, delivers the highest levels of 
document security.
www.toshibatec.co.uk

Kyocera’s next 
generation
Kyocera has launched the next 
generation of A3 colour MFDs 
which feature enhanced ease of 
use and efficiency of output. The 
four new A3 products, TASKalfa 
3051ci, TASKalfa 3551ci, TASKalfa 
4551ci and TASKalfa 5551ci, have 
superior colour quality designed 
to ensure every document stands 
out and offer advanced features 
and functions to enable a fully 
customisable workflow. 

A significant number of advances 
to the design of the devices have been 
made; set up has been reduced to just 
five minutes; and even firmware updates 
are hassle free. “Our partners can rest 
assured that not only have we worked to 
ensure consistency of high quality colour 
output, we have also worked hard to 
ensure the devices are straightforward 
to support,” said Product Marketing 
Manager Anup Rai. 
www.kyoceradocumentsolutions.
co.uk

...continued

Holdsworth said: “We’d heard about systems 
from other manufacturers that claimed to do 
a similar thing, albeit with limited success, so 
wanted to see what Toshiba TEC had come 
up with. We were particularly interested 
in finding out how this new multifunction 
product could help us save money and 
reduce print-related waste.” 

Toshiba TEC installed a prototype 
e-STUDIO306LP at Virgin Media in February/
March 2013, positioned where it could 
be accessed and used by a wide variety of 
people from different departments. After 
this trial period finished, various personnel 
were invited to provide feedback about 
their experiences with the MFP and offer 
their views about how it could be used 
longer-term.

The response to the device was 
unanimously positive, with widespread 
recognition of its waste reduction potential. 

“In summary, we loved the technology 
and can really see its worth in organisations 
like ours that use an inordinate amount of 
paper. Whilst we haven’t adopted it yet, it is 
definitely something we would consider for 
the future,” said Holdsworth.

 “The feedback we have received from 
Virgin Media confirms our belief that the 
e-STUDIO306LP will open the door to a 
new way of working by encouraging users 
to save money and reduce the massive 
amount of waste paper that is created in 
offices every day,” said Spencer.
www.toshibatec.co.uk 
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Stuart Sykes, Managing Director, 
Sharp Business Systems, said that 
Sharp’s strategy Europe-wide is to 
grow its business. Despite planning 
to stimulate direct sales growth, 
predominantly through acquisition, 
the company remains committed to 
the channel. Currently around 65% 
of total sales are through dealers 
and Sykes said that Sharp’s goal is to 
increase market share across both its 
direct and dealer divisions. 

Sharp has changed its European 
structure from a decentralised, country-
based model to a centralised pan-European 
organisation, creating a shared services 
platform across Europe to effectively and 
efficiently support its product domains.

The pan-European operating model is 
designed to achieve sustainable, profitable 
growth through a simpler structure, greater 
market focus and faster decision-making.

Converting MIF
“Sharp is excited to build upon its 
leadership position in the document 
management solutions market with this 
recent acquisition,” said Sykes.

“The fastest way to grow our direct 
business is through acquisition and we will 
be developing further relationships over the 
next few years. We’re looking to increase 
our market share and it makes sense to 
talk to dealerships with an installed MIF of 
competitive vendors’ products. Converting 
those to Sharp devices will enable us to 
meet this objective.”

The transaction is based on an 
undisclosed fee. Under the terms of the 
agreement, which has been agreed by 
the board of directors of both companies, 
Copifax will continue to trade under its 
original name, as part of Sharp’s document 
management solution portfolio. 

Established in 1979, the Copifax 
business specialises in providing business 
equipment and document management 
solutions to customers primarily within the 
North of England. It has an installed MIF of 
around 1,500.

“Copifax has a strong heritage and 
customer base, one which we feel can 
only strengthen our proposition and 
service to our customers. We will retain the 
Copifax premises and name, as well as its 
engineers and sales personnel to ensure 
customer continuity,” said Sykes.

Commenting on the acquisition, 
Keith Collinge, Managing Director of 
Copifax who is exiting the business, said: 
“I’m delighted to be part of this latest 
development in the companies’ 30-year 
history. The business is going from strength 
to strength in the UK and this can only 
continue as it becomes part of Sharp’s 
activity in this market.”

Copifax Service Director Mike Duckworth 
and Sales Director Kevin Moore will remain 
with the business.

The Copifax acquisition is Sharp’s 
second in the UK and follows its purchase 
of IOT Plc in 2011. Acquiring IOT provided 
Sharp with the ability to rapidly increase 
its presence nationwide and Sykes said it 

Sharp acquisition supports    
    growth plans
Sharp Business Systems recently announced the 
acquisition of Burnley-based Copifax, a move that forms 
part of its ongoing strategy to acquire targeted document 
management businesses across Europe in a bid to increase 
market share, turnover and serviced volume in the 
document management and services business.

...a new 
suite of 
hardware 
and 
software 
products 
and services 
including 
ground-
breaking 
cloud-based 
services ...

has been good for IOT too. “It’s the best 
of both worlds; combining the dealer 
mentality and customer focus with the 
manufacturer’s strength has enabled us to 
bring even more to customers,” said Sykes.

Following the acquisition, the firm 
continued to trade as IOT and was run 
independently until it rebranded as Sharp 
Business Systems in April this year.

Cloud-based services 
In the autumn Sharp will unveil a new suite 
of hardware and software products and 
services including groundbreaking cloud-
based services that they say will change 
the way people do business. New hardware 
launches include A4 MFPs and a high-end 
colour production machine with a range of 
productivity and ease of use features.

The first licensed cloud application 
from Sharp is a document management 
system which allows content management 
and collaboration between work teams, 
supported by shared project folders and 
virtual meeting room functions, with 
integration of MFPs with other everyday 
office platforms such as digital white boards, 
laptops, smart phones and tablet PC. 

The Sharpdesk Mobile App, which is 
available free of charge from Apple’s App 
Store, wirelessly connects Smartphones and 
Tablet PCs with the printing and scanning 
capabilities of Sharp’s MFPs and reinforces 
the manufacturer’s campaign to create 
a wide portfolio of tools with one aim in 
mind – to make life easier for people who 
have to work on the move. 
www.sharp.co.uk

Sharp HQ, 
Stockley Park

Stuart Sykes, Managing Director,  
Sharp Business Systems
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golfing success
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Flagship office  
  equipment golf event  
        a huge success

The event took place at the 
Welcombe Championship Golf Club 
in Stratford-Upon-Avon. Widely 
acknowledged in the industry as 
the networking event of the year, 
the tournament was attended by 
senior business leaders from key 
manufacturers and independent 
dealers such as Ricoh (UK), Konica 
Minolta Business Solutions, Balreed 
Digitec UK, Sharp Business Systems, 
Kyocera Document Solutions, Canon 
(UK) and The Danwood Group.

Participants were organised into eight 
teams and, for a change, were graced 
with good weather. The day featured an 
appearance from Alison Nicholas MBE – 
former US Open Champion and captain 
of the European golf team. Alison was on 
hand to offer coaching tips to participants 
throughout the day.

BNP Paribas Leasing Solutions recently hosted some of the biggest names in the 
UK print sector at its annual golf event – the Masters Team Challenge. 

To foster a spirit of competition and 
healthy rivalry, there were trophies 
for the following categories:
• Winning Team (Winners: Ricoh (UK))
•  Runner up Team (Winners: Team 

2 – Stuart Craig, Kyocera Document 
Solutions; Paul Moses, Ricoh (UK);  
Shaun Wilkinson, Utax (UK) Ltd and 
Mark Knowles, Canon (UK) Ltd)

•  Nearest the Pin (Winner: Steve Algeo, 
Balreed Digitec UK)

•   Longest Drive (Winner: Bill Todd, 
Karlson UK Ltd)

•   Highest Placed Individual (Winners: 
Paul Derry, Automated Systems Group 
Ltd and Jeremy Brown, The Danwood 
Group)

•   Pink Ball (Winners: Dave McCullock, 
Insight Systems plc; Andrew Crucefix, 
Direct-Tec Solutions Ltd; Colin Hayes, 
Konica Minolta Business Solutions; and 
Wes Mulligan, The Danwood Group Ltd)

BNP Paribas Leasing Solutions’ Office 
Equipment Sales Director Chris Cowell, 
said: “Now into its eighth year, this event 
provides the perfect environment for 
manufacturers and vendors alike to meet in 
a competitive yet convivial atmosphere. 

“It helps us to engage and interact with 
industry leaders and discuss how we can 
support our partners with their business 
strategies.

“It’s as a result of our sponsorship 
of such networking events that BNP 
Paribas Leasing Solutions has developed 
an enviable range of innovative finance 
solutions for the print market. Our most 
recent introduction, ‘We Manage Print’, 
was developed with direct input from some 
of the industry’s leading minds. We’re very 
proud of our close ties with key suppliers.”

The feedback from attendees suggests 
the event was a huge success – Marcus 
I’Anson, CEO of Sharp UK, said: “The 
weather was kind to us, the hospitality 
from BNP Paribas Leasing Solution was 
fantastic – the only thing that was terrible 
was my golf! The team put in a lot of work 
beforehand and on the day to ensure 
everyone was well looked after.”

Colin Hayes, Indirect Channel Manager 
at Konica Minolta, said: “Everything about 
the day was superb, despite losing our 
coveted crown as ‘champions’ and my 
much heralded ‘Nearest the Pin’ award, 
only to become winner of the ‘Pink Ball’! 

“But this did not detract in any way 
from having a great time. Hopefully we 
can do it all over again next year and try to 
win back our crown. Another outstanding 
golf day.”

The day was capped off at the 
clubhouse with a three course dinner, 
awards ceremony and an inspiring after 
dinner speech from Alison Nicholas.
www.bnpparibas.co.uk

No threat:  
The Triumph-Adler 
team assemble 
their new 
economy range. 

...an 
enviable 
range of 
innovative 
finance 
solutions 
for the print 
market.
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A Vision for growth

On the hardware side, Vision has 
partnered with Canon, Samsung 
and Ricoh. It also offers a complete 
suite of open architecture market-
leading software solutions including 
eCopy, Equitrac and Pcounter, as 
well as Canon’s own uniFLOW print 
management and scan solution.

The firm has three core operations 
centres: its Hertfordshire head office and 
conference facility; a logistics centre with 
warehousing; and a London sales office. It 
also has a nationwide team of field-based 
engineers and network technicians whose 
processes are fully accredited to the ISO 
9001:2008 quality management standard.

Operations Director Mark Smyth has 
over 30 years’ experience in the office 
printing and technology market in both 
reseller and manufacturer environments 
and has ambitious plans for Vision’s 
growth. In an economy that remains tough, 
Smyth is positive about future expansion 
and believes Vision is in a strong position to 
take full advantage of the opportunities the 
market presents.

Production Print
According to Smyth, the firm intends to 
take a greater chunk of the production print 
market and is targeting a 30% increase in 
the next 12 months. The recent appointment 
of Mike Hiscox to the Vision team is a 
key part of Vision’s strategy to expand its 
production printing division.

Hiscox joins Vision with over 25 years’ 
experience in production printing where he 
has enjoyed tremendous success with high 
volume digital production, CRDs, Graphic 
Arts and various data solutions with 
industry leaders including Canon, Ricoh 

Hertfordshire-based dealer Vision has been managing print for 
clients since 1985. With its core business focus on providing 
managed print and document solutions to organisations of all sizes  
– from large corporations to SMEs, in both the private and public 
sectors – the firm’s customer mantra is to simplify operations, 
improve their working environment and boost productivity.

and Konica Minolta.
Smyth sees Vision’s partnership with 

Canon as a major plus. Earlier this year, 
Canon completed the integration of Océ 
into its business in the UK and Ireland. The 
Océ brand is renowned worldwide for its 
production printing, wide format printing 
and business services capabilities and is the 
market leader in continuous feed and high 
volume and wide format printers. Smyth 
says that this technological know-how 
within the production print space makes 
Canon the best partner for Vision to meet 
its growth objectives.

Customer service
In June 2013, Vision hosted an exclusive 
event aimed at promoting specific solutions 
to customers. Around 30 businesses – a mix 
of new and existing clients – attended the 
themed Solutions Day which was held at The 
View in London.

Vision ran a series of short workshops 
and presentations showing how 
organisations could improve productivity, 
efficiency and drive down costs. Vision’s team 
of specialists along with key business partner 
Canon facilitated the event, providing 
expertise in various technology areas. 

The event theme, ‘Overcoming your Daily 

Document Challenges’, highlighted Vision’s 
managed document solutions offering. This 
gives organisations the tools to:
•  Maximise investment in Microsoft 

applications;
•  Gain full control of PDFs even through 

speech;  
•  Achieve greater efficiency by compressing 

and converting documents for better 
collaboration;

•  Produce professional results easily with 
in-house document publishing;

•  Work more dynamically with electronic 
filing and retrieval in just one click; and

•  Automate the accounts payable invoices 
processing workflow to improve visibility 
and control.

Attendees also had the opportunity of 
winning solutions, professional services and 
Samsung Galaxy Tabs. 

Smyth said that the feedback received 
was very encouraging. “Everyone who 
attended really enjoyed the event, learnt 
something new and several clients have 
expressed interest in learning more about 
document solutions that will improve 
productivity, reduce costs and enhance their 
eco-credentials.”

Group Sales Director Philip Bond 
said: “We have certainly seen increased 
momentum with clients showing a renewed 
appetite to invest time and money in ways 
to become more efficient and maximise their 
competitive advantage.”

New events
Following this success, Vision is planning 
a series of further events to showcase its 
range of digital technologies that provide 
improved efficiency, productivity and added 
value. The next couple planned include a 
Production Print event which will be held 
at Canon’s Production Centre. “This one is 
aimed at the commercial print market and 
we will be showcasing the full complement 
of Canon digital presses and print solutions 
to professional printers.”

A second event taking place later this 
year at The View is designed to address the 
needs of the corporate and CRD sector.
www.visionplc.co.uk

dealer profile
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One of the largest independently 
owned business services groups in 
the UK, in its 22 years of trading 
Cheltenham-based Commercial 
Group has developed an enviable 
reputation for challenging its market 
place and spearheading innovation 
and excellence to ensure its 
customers, staff and suppliers remain 
at the forefront of its development 
and growth.

The business is split into four divisions 
– Office Supplies, IT Services, Interiors and 
Print – and has enjoyed consistent year 
on year growth. Turnover in year one was 
£400,000 and the Group is on track to hit 
£40 million by 2015. According to Adams, 
so far this year revenue is up by 27.7%. 

Commercial sold business machines 
right from the start and Adams admits 
that he was not very good at selling 
photocopiers the traditional way; “We 
wanted to be viewed by customers as a 
strategic business partner and we couldn’t 
do that selling a copier.” 

Transform the business
“My early frustration with the photocopier 
market was the fact that we were giving 
away services for free and it was very 
difficult to really differentiate without 
fundamentally changing the proposition. 
As devices started to be connected to the 
network, we committed to transforming 
our business into becoming a credible 
IT company, expanding the portfolio of 
professional services to provide advice which 
the marketplace is prepared to pay for.” 

This challenging but rewarding process 
has paid off. “In our IT Services division, 
consultancy revenues are now at £1.1m, 
which shows how we have moved from 
being a commodity supplier to being a 
business valued for its expertise,” explains 
Adams.

Adams maintains that whilst MPS 
offers new opportunities for customers to 
increase staff productivity and reduce costs, 
it doesn’t go far enough. “When competing 
for a piece of business, you have to have a 
differentiator and delivering the same print 
management solution as other suppliers 
isn’t going to help you win.”

Commercial’s managed service links 
its Office Supplies, Print and IT Services 
divisions by an invisible thread. By pooling 
its collective expertise the company has 
developed a service capable of delivering 
even greater cost savings and control to its 
customers.

Fastest growing
“This is the fastest growing part of our 
IT business as we provide a genuine 
alternative to traditional providers, using 
our virtualised desktop and network skills 
to integrate print management fully into 
clients’ IT infrastructures,” says Adams. 

Commercial’s MPS portfolio consists of 
a distinctive set of options for clients, from 
in-depth analysis of print costs, through 
to ongoing support from its multi-vendor 
Network Operations Centre. In addition, 
the company offers solutions for the entire 
print cycle, from marketing consultancy, 
creative services and brand management 
consultancy, to the ability to deliver printed 
collateral that can be easily uploaded via a 
web-to-print portal, proofed and printed, 
before being delivered direct to the 
customer though Commercial’s nationwide 
logistics operation.

Adams claims there are lots of people 
doing device consolidation but not many 
that offer this type of managed service.  
“We are not competing with the same 
story; our offering is different and enables 
us to have a different conversation with 
customers. If there is no real qualitative 
difference, the person with the lowest cost 
will win and that is unlikely to be us.

“In the mid-market, we believe our 
managed service is unique: it combines IT, 
print, marketing and supply chain expertise 
to create a single solution that’s delivered 
in-house.

“It’s a Commercial managed service not 
MPS. And it’s this that has provided us with 
an opportunity to position ourselves as a 
strategic partner to clients,” he concludes.
www.commercial.co.uk

Commercial Group Director Alastair Adams says Commercial’s managed 
service is a very different proposition for the mid-market and one that he 
believes will help the Group cement its position as a strategic partner for 
clients. 
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managed service

It’s MPS but  
    not as you know it

Alastair Adams, Director,  
Commercial Group

“We wanted 
to be 
viewed by 
customers 
as a 
strategic 
business 
partner and 
we couldn't 
do that 
selling a 
copier.” Visit europe2013.photizogroup.com

to REGISTER NOW!
Enter code Businfo15 to receive 
a 15 percent discount

EUROPE

2
0
1
3

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
14 - 16 October

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 
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with the purchase of 
HP Officejet Pro X and 
200 series products until 
31st October 2013.

Offer limited to 5 units per customer.

Get up to £100/€120 
cashback...

For more information please email 
print&supplies@computer2000.co.uk

For full details of terms and conditions visit 
www.hp.com/uk/savemoney 
or www.hp.com/ie/savemoney

For claiming details visit 
www.hp.com/uk/savemoney/claiming 
or www.hp.com/ie/savemoney/claiming

Tel: 01256 864 200 
or Buy online www.computer2000.co.uk
All orders that you place will be subject to acceptance in accordance with Computer 2000’s Standard Terms and 
Conditions of Supply available on its website (www.computer2000.co.uk) or available on request.

 Part code Manu Code Product Description Cash back

 2700692 CV136A HP Officejet Pro 251DW Printer £40/€50

 2700688 CR770A HP Officejet Pro 276DW MFP £50/€60

 2667409 CN463A HP Officejet Pro X451dw Printer £50/€60

 2668676 CV037A HP Officejet Pro X551dw Printer £100/€120

 2664659 CN461A HP Officejet Pro X476dw MFP £50/€60

 2664658 CN598A HP Officejet Pro X576dw MFP £100/€120
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