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See how you can increase your business 
by becoming an official Ricoh Partner.

Tailor made schemes 
to help fit the shape 
of your business 

•  Increase your profits

•  Benefit from extensive marketing support

• Grow your product line-up

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

Find out more about the benefits of selling Ricoh  
by visiting the website.
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S O L U T I O N S  
P A R T N E R

Helping your business to grow. 

www.ricoh-partner.co.uk



Welcome to the latest issue of  
PrintIT Reseller.
October 24th was World Paper Free Day. 
Organised by global trade association 
AIIM (www.aiim.org), World Paper Free 
Day promotes the use of mature and 
proven tools, technologies and techniques 
to digitise paper and document-intensive 
processes from core activities.

Recent research published by AIIM to 
mark the event highlights the benefits of 
pursuing a paper-free work environment. In 
Winning the Paper Wars, AIIM reveals that 
74% of survey respondents have business 
improvement campaigns underway that 
would benefit from paper-free processes 
leading to reduced operating costs and 
increased worker productivity. Only 24% 
have a specific policy or plan to eliminate 
paper from their business. 

So, while it’s clear that the totally 
paperless office still remains a long way 
off, the office that uses less paper is here 

to stay. 
With digitisation becoming the norm, in 

this issue we ask if dealers are missing out 
on margin by not charging for scans made 
on an MFP (page 12).

Still on the subject of printing less, 
Xerox has launched a suite of new tools 
that enable customers to print less, for 
less. Angèle Boyd, Group Vice President, 
Imaging/Output Document Solutions and 
SMB, IDC said: “Xerox is turbo-charging 
its managed print and document services 
strategy.” 

The company has expanded its offering 
to address the impact that the ‘always-on’ 
workplace and associated content explosion 
have on business productivity. Its three-
stage approach – assess and optimise; 
secure and integrate; automate and simplify 
– is a roadmap to help bridge the paper 
and digital worlds.
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.

It’s not big.
But it is clever.

OKI C822DN
A3 Colour Laser
from Northamber

plus we’ll give
 you £10 OFF your 

next OKI C800 serie
s order*
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Kyocera Ad

you can

ScanFront 330 DR-C125/W DR-M160 DR-G1100
DR-G1130

DR-M140P-208 P-215 DR-6010C DR-6030C DR-X10CDR-C120
DR-C130

Save energy and space with the 
CMOS Contact Image Sensor

Canon’s document scanners feature the 
advanced CMOS Contact Image Sensor. 
Thanks to multiple lenses arranged on 
the sensor, it produces high quality, sharp 
images with little distortion – improving 
readability of text and OCR accuracy. Also 
as the reflective light goes directly from the 
document to the sensor, the design can be 
more lightweight and compact. This short 
light path and using LEDs as the light source 
reduces power consumption.*

Versatile and reliable 
media handling  

Highly versatile, Canon’s scanners can 
handle a wide variety of media types 
including thick paper, carbon copied  
slips and plastic cards. Paper feeding is 
smooth and reliable, and includes  
features such as a multi-feed detection 
system using ultrasonic technology.

User friendly software 
for various applications 

Canon’s software has been designed on user 
behaviour and delivers a simple, intuitive 
interface for scanning operation ease.

Superior image quality with 
advanced image processing 

A wide range of image processing 
features, such as moire and 
background colour removal, black 
border and punch hole removal, text 
enhancement and colour dropout, 
deliver optimal images for archiving, 
or further data extraction applications.

With innovative document scanner 
technology, keeping you and your 
business processes up to speed. 

Easy and Reliable 
Scanning

* Light source power consumption of the CIS sensor and LED combined is approx. 1/16 of the conventional CCD sensor and fluorescent lamp. 

Canon UK Ltd
www.canon.co.uk
 

Canon Electronics Inc.
www.canon-elec.co.jp
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Energy Manager for Office
Toshiba TEC UK Imaging Systems has launched 
its new Energy Manager for Office (EMFO) 
energy efficiency software suite.

EMFO provides hardware power management 
via a centrally located and intuitive dashboard style 
interface that is quick and easy to install. 

In just a few clicks users can set, apply and 
monitor relevant energy profiles that make idle, 
always-on PCs and laptops and Toshiba TEC MFPs a 
thing of the past. 

A fully optimised system using EMFO can result in 
savings of up to 60%, while the data provided helps 
maintain the accuracy of energy cost adjustments, 
which can then be used for benchmarking.  

www.toshibatec.co.uk

Practical workshops  
Underpinning its commitment to the print 
industry and next year’s IPEX, Konica 
Minolta is running a series of workshops 
designed to help printers grow their 
business in a rapidly changing marketplace.

Up to 20 free places are available at each 
of the five support events that will be run in 
conjunction with Print Future. 

The workshops launch at St Brides, London, 
on 12 November, followed by events at Bristol 
on 19 November, Nottingham on 26 November, 
Warrington on 3 December and Livingston, 
Scotland on 11 December.
www.konicaminolta.co.uk

75 years of Xerography

This year marks the 75th anniversary 
of the first xerographic image, created 
by Chester Carlson in a rented second 
storey room in Queens, New York – an 
event that would eventually lead to the 
formation of the Xerox Corporation and 
the birth of an industry.

Trained as a physicist and lawyer, Carlson 
was a serial inventor. He kept notebooks full of 
inventions including a rotating billboard, raincoat 
with gutters and a shoe cleaning machine.

In honor of the invention of xerography, 
which changed how business has been 
conducted for decades, Xerox is celebrating  

innovation and its role in the company’s history 
and future. Over the next year, Xerox employees 
will undertake a series of activities celebrating 
and imagining the future through the company 
intranet, webchats and social media.

“Now is the time when many companies 
would look back and we certainly will, but only 
for a moment. The real focus of our celebration 
will be the future and how Xerox will continue 
to simplify how work gets done,” said Ursula 
Burns, Xerox CEO and Chairman of the Board. 
“That’s why the theme of our anniversary year 
is The Next 75.”
www.xerox.com

London Calling 5i
Now in its fifth year, London Calling has 
become a well established event in the print 
industry calendar. Duplo has once again 
brought together a group of key partners 
from pre- to post-press to share their latest 
innovations.  

The event taking place from 26-27 November 
2013 is being held at London’s Somerset House, a 
venue that promotes itself as an inspiring space for 
art, culture and creative exchange. 

London Calling this year has been named LC5i in 
honour of its iconic venue and the inspirational ideas, 
innovative applications, intelligent technology and 
integrated solutions that will be on show.    
www.duplouk.com
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In the news
The first xerographic image

Midwich pushes MPS 
Specialist distributor Midwich, which 
has been operating an MPS programme 
throughout 2013, is calling on reseller 
partners to bring their MPS opportunities 
to them so that they can evaluate who is 
the best partner and the best solution for 
the end user and reseller.

Midwich bases its MPS offering on PaperCut 
software and the programmes of leading 
OEMs including Lexmark, OKI, Konica Minolta, 
KYOCERA, Ricoh and Samsung.

Jonathon Francis, Business Manager for 
Midwich, said: “We have decided to partner our 
trusted vendors. We believe that by working with 
IT resellers and our vendor partners we can put 
together the very best solution for the end user. 
If the end user wants a multi-fleet offering from 
Midwich, again we have the capability to bring 
this together. However, it is working on these 
opportunities in partnership, which will deliver the 
very best results.”

To find out more, contact the Midwich print 
team on 01379 649278.

Brother launches new app 
Brother has invested in a series of apps 
so that tablet-equipped sales people can 
give partners instant access to product 
information, pricing and promotions.

The apps have been created as part of 
Brother’s ‘Always on selling’ initiative, which is 
designed to ensure that partners are provided 
with bespoke support. 

Dave Peters, Head of Strategic Development 
at Brother UK, said: “Access to our bespoke iPad 
apps means that our salesforce can easily access 
our online corporate resources, including those 
on our partner programme Brother Network, and 
as a result provide better answers and a higher 
level of service.

 “By investing in the latest technology, 
we are not only improving our service to our 
partners, but also showcasing the progress we 
are making as a forward thinking solutions 
provider.”   www.brother.co.uk
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In the news

Spicers completes DDC 
investment
Spicer has completed a £10m investment in its DDC 
operation in Smethwick to support dealers’ end-user 
customer deliveries and is now in the final phase of 
testing. The investment includes smaller smart box 
technology, which reduces the space taken within 
FedEx’s delivery vehicles and will help the wholesaler 
reduce its carbon footprint and give resellers using the 
facility a sustainability story to tell.
www.spicers.co.uk

Image Yourself
Business Service and Supplies Ltd is celebrating a major 
win after its owner Dale Hollingdrake bagged the first 
of eight 2014 FIFA World Cup tickets as part of Antalis’ 
Image Yourself competition. The prize includes return 
flights to Rio and three nights in a four star hotel. 

Hollingdrake, whose Lancaster-based, family-run company 
specialises in supplying office products to professional services firms, 
was selected at random from all office reseller entrants as the winner 
of this month’s prize in the interactive, Europe-wide competition. 

The Image Yourself campaign was launched by Antalis to support 
a new drive to promote its own brand range of uncoated office and 
business papers and runs until 15 June 2014. The remaining period 
of the competition offers further prizes including weekly and monthly 
draws to win TVs, video cameras, Ice watches and polo shirts. 

There are eight trips to Brazil still to be won, including five one-
week trips for two people; two VIP trips with a ticket to one of the 
football World Cup Quarter Finals; and the overall top prize of a VIP 
trip to RIO and a ticket to the 
2014 World Cup Final.
www.imageyourself.
partner.com

Advent Data rebrands 
Exertis is the new name for the DCC SerCom group of 
companies, one of Europe’s largest and fastest growing 
providers of technology distribution, supply chain and 
specialist services for IT, communications and home 
entertainment products.

The businesses formerly operated as Advent Data, Gem, 
Micro-P and MSE in the UK but following a period of rapid 
expansion, the companies have been renamed Exertis Advent, 
Exertis Gem, Exertis Micro-P and Exertis MSE.
www.exertisadvent.co.uk

Vasanta Group on course to 
beat charity target
Vasanta Group employees are on course to beat their £10,000 
fundraising target for Cancer Research UK several months ahead of 
schedule. With £6,600 already raised and another £3,000 due in soon, the 
business products wholesaler is confident of smashing its 2013 target. 

Employees have undertaken a variety of activities so far this year, including the 
Three Peaks Challenge, Great North Run, Race for Life, a VOW golf day, sponsored 
waxing, a sky dive, car washing and a no-chocolate month, and continue to come 
up with new ideas. 

Charity champions at Vasanta’s main locations in Sheffield, Normanton and 
Lutterworth are currently working on a children’s party and fancy dress day, Twelve 
Days of Christmas events and Cancer Research UK’s Dryathlon in January. 

This month, men will be growing moustaches, with all Movember sponsorship 
going to the prostate and testicular cancer part of Cancer Research UK’s work.

In addition to these activities, selected Schneider brand pens from Vasanta will 
be carrying the Cancer Research logo with a pound from every box sold in 2014 
going to the charity.

Vasanta Group colleagues in Ireland are raising funds for the Irish Cancer 
Society Group and have so far brought in almost half of their 5,000 Euro target.
www.vasantagroup.com

Westcoast invests in cloud computing
HP CloudAgile partner Westcoast has invested more than £1 million 
in an HP Converged Cloud solution that will enable resellers to offer 
reliable, cost-effective services via the cloud on a pay-per use basis. 

Westcoast distributes leading IT brands to a broad range of resellers, retailers 
and office products dealers. The group has turnover in excess of £1billion and 
employs over 800 people in the UK and Ireland. 
www.westcoast.co.uk

Balreed acquisition
Balreed Digitec (Group) Limited has completed the acquisition of 
e-volution Office Services Limited.

London-based e-volution is a long-established independent dealer that 
supplies and supports equipment from several manufacturers, many of which 
are also supplier partners of Balreed.

Robin Stanton-Gleaves, Balreed’s Group Managing Director, said: “This is a 
very exciting time for Balreed and this acquisition is a significant development 
in the growth plans the business has to expand the London operations.”
www.balreed.com
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Spicers Academy wins 
Gold Award
Spicers’ exclusive e-learning platform for 
office product resellers, Spicers Academy, 
has beaten hundreds of others to win a 
Gold award in the Brandon Hall awards 
for Best Use of Learning and Talent 
Technologies.

Spicers and Growth Engineering were 
recognised for the development of Spicers 
Academy and the roll-out of online certification 
training on product, industry and soft-skills 
knowledge. 

The e-learning platform allows resellers 
to access accredited sales training and videos 
relating to suppliers’ products and promotions.
www.spicersacademy.co.uk
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Rapid growth leads to 
relocation 
Altodigital is moving into larger offices in Bristol 
following significant expansion in the past eight 
months. Following the acquisition last year of 
Bristol-based office equipment companies, Fusion 
Business Systems Ltd and Fusion Business Services 
Ltd, Altodigital has won a host of new contracts 
including significant projects with Bristol City 
Football Club and Carmarthenshire College and 
taken on four new members of staff. Its new 
offices are at Pinker’s Court in Briarland Office 
Park, Bristol. 
www.altodigital.com

Integra Office Solutions’ Initiative flag 
could soon be flying at the South Pole after 
the dealer group confirmed its sponsorship 
of teenage explorer and climate 
campaigner Parker Liautaud.

Liautaud spoke at Integra’s Celebrating 
15 Years conference in November 2013 and 
delegates were so impressed with his tenacity 
and drive that the group decided to support him 
on his next expedition which he is making in 
conjunction with global risk adviser and insurance 
broker Willis.

As part of the Willis Resilience Expedition, 
which sets off from the Ross Ice Shelf on  

3 December, Liautaud will attempt to set a new 
speed record and become the youngest man ever 
to travel from the coast of Antarctica to the South 
Pole on foot.

The new look Initiative logo will adorn his 
outer garments and sled during the expedition, 
giving valuable National TV and press coverage. If 
he is successful in reaching the Pole, Liautaud will 
raise the Initiative flag!

Members will be kept up to date on the 
expedition via social media, with links to The 
Willis Resilience Expedition website.
www.integra-office.co.uk
www.willisresilience.com

Flying the Integra flag 

Annual award winners 
Synaxon has honoured Kingsfield 
Computers, Entatech, Cisco, Autotask and 
Level Platforms in its annual UK Partner 
Awards, which recognise outstanding 
achievements and contributions made to 
the further development and growth of 
the dealer group community.

Kingsfield Computers was named Synaxon 
UK Member of the Year, with Entatech and 
Cisco picking up the Distributor and Vendor 
awards respectively. Autotask was named 
Service Provider of the Year and Level 
Platforms won the Special Recognition award 
for presenting the best new opportunity to 
members at the group’s National Conference. 
www.synaxon.co.uk

Cura Technical offers pre-delivery inspections 
Cura Technical has introduced a new pre-
delivery inspection service for IT peripherals 
including printers, multifunctional devices 
and copiers. 

This new service provides manufacturers with 
a final quality control check to ensure that devices 
are as specified and working properly before 
being shipped to customers. Cura’s highly trained 

technicians physically check every unit and ensure 
that the correct accessories, manuals, cables and 
other goods are included, as well as carrying out 
necessary firmware updates as required.

Devices are then repackaged for transport 
reducing the chance of breakage or spoilage during 
shipment.
www.curatechnical.com  

Printerland enjoys record month
Printerland, one of the UK’s largest resellers of printers and inks, celebrated a record September 
which saw it record £1 million of sales in just one week. Established in 1993 by James Knight and 
Graham Vickers, the Altrincham-based firm promotes OKI, Xerox, Lexmark and other leading printer 
manufacturers.   www.printerland.co.uk

In-Map joins NAPPS
MPS software specialist In-Map has joined 
NAPPS’ growing number of Affiliate 
Members.

Based in Gloucestershire, In-MAP is a 
developer of a simple and powerful solution for 
today’s managed print environment which the 
channel can use to bring speed, efficiency and 
professionalism to its MPS customer proposals. 

Aaron Warham, Director of NAPPS – The 
Document Solution Association,  said: “As the 
service offering from our members becomes ever 
more specialised, their requirements for innovative 
products grows. By working with In-Map, the 
NAPPS community gains exclusive access to yet 
another industry leading product with the capacity 
to make their businesses more successful.”
www.napps.org.uk
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Mobile catalogue
Katun Corporation has launched a mobile 
version of the Katun Online Catalog. 
The mobile site, which can be found at 
m.katun.com, features an easy-to-use 
interface and is fully synchronised with 
the desktop version of the Katun Online 
Catalog. 

The company has also introduced Katun 
Business Color toners for the Sharp MX-
4110/4111, which it says provide performance, 
life/yields and image quality equivalent to 
comparable OEM products. This is the fourth 
time Katun has expanded its offering for Sharp 
machines in the past nine months.    
www.katun.comDCi wins 5 Star cartridge 

contract
Spicers has awarded the supply contract for 5 
Star compatible and remanufactured cartridges 
across both inkjet and toner ranges to UK-based 
manufacturer DCi.

CEO Alan Ball said: “Our rebrand at the start of this 
year on 5 Star inkjet and toner cartridges has driven a big 
increase in sales volumes for us; we’re more than delighted 
by the growth we’ve seen. Selecting DCi is a major, positive 
move. They are ideal partners with UK production facilities 
which help to reduce our carbon footprint and provide 
greater flexibility and immediate access to stock.”

The partnership with DCi also gives Spicers Brilliant 
Partners access to a cartridge recycling service. The free 
service provides envelopes and bins to resellers for 
distribution throughout their customer base allowing them 
to easily recycle and return used cartridges to DCi free of 
charge.    www.brilliantpartner.co.uk

Space saving solution
UTAX has made a new addition to its 
A4 Colour MFP range. The 260ci offers 
copying, printing, scanning and faxing 
in a single, space-saving A4 colour MFP. 
It features long-lasting consumables 
for cost-effective operation, including 
a 10,000-page mono toner cartridge. 
Other features include intelligent, 
full-feature paper handling; a 50-sheet 
automatic original feeder; a duplex unit 
for double-sided printing; and a paper 
capacity of up to 1,300 sheets.    
www.utax.co.uk

Easy integration
Toshiba TEC UK has added two A4 
multifunctional systems to its product range. 
The e-STUDIO477S/527S, with respective 
print speeds of 47 and 52ppm, both feature 
the Toshiba e-BRIDGE controller for easy 
integration into existing networks. Print, 
colour scan and copy functionality can be 
extended with an optional fax facility. All 
functions are easy to access via an intuitive 
9-inch colour LCD touch panel.    
www.toshibatec.co.uk

In the news
bulletin

 ...in brief...  
Canon announces dispute 
resolution 
Canon and Allcopy Products (UK) Limited 
in the UK have reached an out-of-court 
resolution of disputes over Allcopy’s alleged 
patent infringement, trade mark infringement, 
copyright infringement and passing off 
concerning certain toner bottle products sold 
for use in Canon copy machines.
www.canon.co.uk

Xerox new platform  
Building on its legacy of workflow solutions, 
Xerox is introducing a new platform that 
serves customers’ current and future 
automation needs. The Xerox FreeFlow Core 
workflow tool is designed for any customer 
environment, from small independent print 
shops to large multinational production 
companies. It is modular, scalable and offers 
the flexibility to produce complex applications 
through an intuitive Graphical User Interface 
that connects to existing systems. 
www.xerox.com

UniPrint Infinity upgrades 
UniPrint has released a new version of 
UniPrint Infinity, the industry’s first printer-
vendor independent managed print solution 
for any computing environment. UniPrint 
Infinity 8.1.2 enhances the capabilities of 
the vPad, a network appliance that enables 
UniPrint Infinity users to release print jobs 
securely through user authentication. New 
features include ‘tap and print’ functionality 
for users who prefer fast and secure printing 
and the ability to completely lock down the 
device so that print jobs can only be seen by 
specified users.
www.uniprint.net 

Charity donation  
DMC Business Machines has raised a further £5,000 
for the Starlight Children’s Foundation from sales of its 
planitgreen cartridges. DMC gives the charity 25p for 
every planitgreen toner cartridge it sells. 
www.planitgreentoner.co.uk
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09Print Smart. Print OKI
     OKI UK    @OKIUK     /OKIUK

TRANSFORM THE WAY YOU WORK
With the new OKI MC700 and MB700 multifunction printer 
series you will improve not only your  
print-related processes but you will benefit from real cost 
savings, measureable efficiency gains and the freedom to 
focus on what really matters to you: your business.

To find out more visit: 
www.oki.co.uk/MC700  |  www.oki.co.uk/MB700

AFFORDABLE SMART GREENEFFICIENT

Our multifunction printers 
offer double sided printing, 
copying, faxing and colour 
scanning within one 
compact device. 

Combining advanced 
technology with a suite of 
in-house software to offer 
improved functionality, 
control and productivity 
across your business.

Save energy usage and 
reduce your carbon 
footprint through “Deep 
Sleep” and “Power Save” 
modes. 

Making printers affordable 
and helping customers 
save on their print costs is 
the overriding driving force 
behind our range of new 
products.

INTRODUCING
THE AWARD WINNING 
MC700 COLOUR AND 
MB700 MONO SERIES 

Print Smart. Print OKI
     OKI UK    @OKIUK     /OKIUK
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In the news

Wireless and  
cloud-ready 
Sharp is continuing to transform its MFPs 
from simple document creation and 
management devices to machines that 
can find and serve essential business 
information on demand. 

The company has just launched four new 
multifunctional systems that are claimed to 
provide the power and performance needed 

Canon tackles 
document challenges 
Canon has completed its imageRUNNER 
ADVANCE black and white line-up with the 
launch of four new A3 MFDs, the imageRUNNER 
ADVANCE 4200 series. Security, mobile working 
and document processing features that were 
optional on the first generation imageRUNNER 
ADVANCE 4000 series are now provided as 
standard, helping organisations to adopt smarter 
ways of working and address key document 
handling challenges, such as workflow efficiency, 
cost control and data security. 
www.canon.co.uk

Simple, standardised 
mobile printing
Leading printer manufacturers have joined forces 
and established a global non-profit organisation 
dedicated to promoting and simplifying wireless 
printing from smartphones, tablets and other 
mobile devices. The Mopria Alliance, set-up by 
Canon, HP, Samsung Electronics and Xerox, aims 
to bring together the mobile, software and print 
industries with the goal of developing standards 
that make printing universally compatible from 
any mobile device to any printer anywhere. 
www.mopria.org

ProcessFlows expands 
portfolio
ProcessFlows has signed an 
agreement with Nuance to supply 
and support SafeCom Print 
Management software.  

The company will provide marketing, 
sales, channel management, product 
distribution, integration services and 
technical support for all SafeCom solutions.

SafeCom integrates with printers, 
copiers and multifunction devices from all 
leading suppliers. It provides print security, 
tracking and control of all networked 
devices, reduces print data traffic and 
makes it simpler for administrators to 
configure an organisation’s printing 
environment.
    www.processflows.co.uk

NAPPS UPDATE 
Two steps forward,  
one step back 
By Aaron Warham,  
Director, NAPPS

As with most things in 
business, success can be 
measured in a number of ways. Whether it’s 
monitoring profit and loss, sales revenue 
against target or customer retention 
levels, the metrics are established and 
clearly defined. The problems start when 
attempting to gauge the success of your 
brand.  

For the channel, a successful brand is a company 
name that has been established for years, retains 
a large percentage of its customers year-on-year 
and whose customers, when asked, will use words 
like trust and reliability to describe their customer 
experience. But what about ex-customers? Is anyone 
in your organisation analysing why they have left 
and what effect that is having on your brand?

The industry is changing. Developments in 
technology, services and software have led to the 
channel adopting an approach akin to that of the 
IT and Managed Service sector. As a result, the 
opportunity to add value, increase margins and secure 
customers for the long-term has never been greater. 
There is a problem, though, and it’s one of branding.

In the eyes of the consumer, the IT professional 
is just that – professional. In all aspects of their 
relationship they expect a certain level of excellence 
across the board. The problem for the channel is 
that certain practices still exist that are having a 
negative effect on the channel’s brand as a whole.

We speak to a wide range of channel owners 
and directors and it’s genuinely great to see the 
forward steps you are all taking to exploit these 
new opportunities. On the other hand, queries from 
companies that are considering legal action due to 
service contracts running longer than their lease 
agreements show that the industry has some way 
to go before the consumer sees our industry as truly 
trustworthy and professional.

by modern workgroups and the cloud and 
connectivity capabilities that are expected to 
become commonplace in the future. 

The MX-5141N, MX-5140N, MX-4141N and 
MX-4140N have output speeds of up 
to 51 pages per minute in colour and 
black and white and feature full and 
immediate access to the internet and 

the cloud.
Tom Primett, UK product 

marketing manager, said: 
“Their role as ‘information 
gateways’ is supported by 
a large, easy-to-use control 

panel that provides full 
internet access for 
research or simply 
for checking last 
minute emails and 
attachments.” 
www.sharp.co.uk



Let Midwich help 
you with the 
four-step process

Let Midwich help Let Midwich help Let Midwich help 

New to MPS?

UNSURE WHO TO

Choose from our
trusted partners

RECOMMEND?

Terms & Conditions: Prices are trade and exclude carriage and VAT. Prices are correct at time of publication, please confi rm at time of ordering. E&OE. All transactions are in accordance with our full terms and conditions, a copy of which is available upon 
request. All trademarks are the property of their respective manufacturers. Your calls may be recorded for training or demonstration purposes. Copyright © Midwich Limited 2013. Midwich Limited, Vinces Road, Diss, Norfolk IP22 4YT. Job Number: Q413-3597

Not sure how to start, or confused by the choice? 
Let Midwich help you every step of the way of your Managed Print journey

Thought you understood print? 
Join the Managed Print movement         
• Market data shows a shift towards MPS

• End users are looking for greater, company-wide savings 
and effi ciencies, with a fi xed print cost

• Benefi t from the regular source of income MPS provides

Discover more, visit:
www.midwich.com/mpsadv
or scan the QR code

FEATURING...
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Research recently commissioned 
by Ricoh found that organisations 
clearly understand that significant 
value lies locked away in paper 
documents. Nine out of 10 (89%) UK 
business leaders agree that digitising 
and unlocking data from physical 
documents would improve business 
decision-making and 61% believe 
that digitising hard copy documents 
would save 5-20% of annual turnover.

The research reveals that the 
digitisation of hard copy documents 
is becoming a business priority for 
organisations, as most leaders (62%) 
agree that it takes too long to find the 
information they need from hard copy 
files dispersed throughout filing cabinets, 
warehouses, basements and employees’ 
own filing systems. 

Over three quarters of respondents 
have spent more time digitising historical 
data during the economic downturn and 
more than half (52%) expect to have 
digitised all such assets within the next 
three years. As almost half of organisations 
state they have five to 10 years’ worth of 
information stored only in hard copy, they 
still have a lot of scanning to do.

 
To charge or not to charge
This is clearly of benefit to the channel, 
but only if they start charging for scans. 
Balreed Digitec Marketing Director Gary 
Downey says that he would be surprised if 
many dealers and manufacturers weren’t 
already charging for scanned images.

“When MFDs are used for scanning, 
there’s less consumable usage but there’s 
still wear and tear on parts and the devices 

need to be maintained and serviced on 
the client’s network. Most of our contracts 
include a charge for scans and in the 
majority of cases we have been charging 
for the past couple of years,” he said.

“As the MFD becomes even more 
business-critical as a document capture 
tool, the need for maximum uptime from a 
clients’ perspective becomes even greater. 
What we provide is a scalable, full managed 
service experience that includes remote 
monitoring, servicing of the equipment, 
fleet management, consolidated billing and 
comprehensive management reporting.

“The fact remains that the kit has to be 
available and clients expect and receive the 
same pro-active care and management of 
their infrastructure, regardless of how it’s 
used. The MFD creates an image, and for 
that there’s a chargeable cost – whether 
it’s electronic or hard copy. The cost per 
scanned image is less than for a print-out 
but it’s still charged for on a usage basis.

“We charge at a level our clients find 
acceptable and they are happy to pay 
this as part of the contract as scanning 
plays a key part in how they manage their 
document processes,” he said.

Missing out on     
  margin?

When MFDs are used  for 
scanning, there’s less 
consumable usage but there’s 
still wear and tear...
Gary Downey, Marketing Director  
Balreed Digitec

Print volumes are continuing 
to decrease and scan 
volumes are increasing...
Eric Shackleton, Regional Manager 
United Carlton Digital Solutions

A topical issue
Eric Shackleton, Regional Manager, United 
Carlton Digital Solutions Ltd believes 
that the print vs. scan issue is of growing 
interest among suppliers and customers.

“Print volumes are continuing to 
decrease and scan volumes are increasing, 
mainly because users are pushing hard 
for the ‘paperless office’ (which I believe 
will never happen); they are trying to scan 
everything they can and only print if really 
necessary,” he said. 

“The manufacturers have reacted to 
this by installing new MFDs with huge hard 
drives. In the past, hard drives were 60GB 
or 80GB but now most devices come as 
standard with 320GB drives.”

Shackleton says that scanning is 
becoming a critical factor in the sales 
process. “Historically MFD decisions were 
based on the capability of the device. 
As the products became very similar, 
manufacturers had to make their devices 
different. Their research was focussed on 
the running of the MFD: they became more 
economical to service and the cost per 
print charges began to be eroded – the 
ultimate winner being the end user. 

“However, as the print charge is driven 
down, the focus for dealers is to find 
another revenue stream and that’s led to 
many starting to charge for scans. The scan 
cost is a fraction of the copy charge, but 
when you have some users doing maybe 
250,000 scans a month, it soon starts to 
add up.

“Scanning is definitely on the increase, 
but by how much it continues to increase 
will depend on how much the dealer wants 
to charge for each scan on the device,” 
he said. 

Free of charge 
Matt Goodall, Service Director, Office 
Evolution added that more and more 
suppliers (Develop in this case) are now 
offering print archiving software to 
further enhance the functionality of their 
machines. 

“This leads to an increase in use of 
the scanning function of the machine and 
although this uses fewer moving parts than 
the full copy or print processes, it still uses 
and wears components in the document 

As more organisations benefit from the time and efficiency 
gains of automating their document-based workflows and 
embracing paper-free processes, are resellers making the 
most of scans as a potential revenue stream?

Continued...
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The answer to
Enterprise-level MFPs...  
Here in Black & White 
and Colour too!

These robust and e�  cient colour MFPs are available in 4 di� erent models 
providing you with the � exibility you require to meet your business needs.

Combining print, copy, scan and fax functionality in one high speed, 
ergonomic device, the smart MB700 Series o� er e�  cient and secure 
mono document management and output.

MONO 
MB700 series

MC760dn  |  MC760dnfax  |  MC770dnfax  |  MC780dfnfax

MB760dnfax  |  MB770dn  |  MB770dnfax  |  MB770dfnfax

COLOUR  
MC700 series

Combining Print, Copy, Scan, Fax and Stapling, 
the new OKI MB700 Mono & MC700 A4 Colour MFPs 
o� ers you all the tools you need.

All our printers include a Free Cable — Exclusively from Northamber

OKImbmc-NovPrintITpg_170137.indd   2 16/10/2013   14:29:06



Print.IT Reseller

scanning

14 01732 759725

We are not seeing the 
reduction in print volumes 
that are often recorded in 
the press ...
Matt Goodall, Service Director  
Office Evolution

...resellers must look for 
ways to produce revenues 
from other means, as printing 
volumes continue to show 
signs of decline
Mark Smyth, Operations Director , Vision

feeder and scanner sections,” he said.
“As a company we have chosen not to 

charge for scanning at present. We are not 
seeing the reduction in print volumes that 
are often recorded in the press and as such 
we feel that any increase in cost to our 
customers could lead to them reviewing 
their charges from us. This of course could 
involve them asking alternative suppliers 
to quote, a situation that all copier dealers 
try to avoid.

“If scanning is used in greater volumes 
than copying and printing then, of course, 
we need to look at our charging structure. 
Many machines record scan counts but not 
the split between which of these end up as 
hard copy and which are kept for archiving 
purposes, which can make charging for 
scans difficult to quantify.”

He added: “Scanning and archiving 
software from Develop can be purchased 
with a pre-determined volume of scans 
included, so cost recovery can be achieved 
at this point, thus avoiding the need for 
a scan-by-scan charge. With modern 
business MFPs scanning at speeds of 170 
ipm the desirability to use the office copier 
over a bespoke scanner will only increase. 
The question remains ‘should I charge for it 
individually, include it in my cost per copy 
or just weather the cost within my current 
charging structure?’.”

Too late in the day?
Manchester-based COS NW is another 
dealer who has yet to bill customers for 
scanning. Managing Director John Gripton 
said: “We don’t charge. We have looked at 
it but have up until now refrained. It’s a bit 
like closing the stable door after the horse 
has bolted.

“However, if we know right at the 
start of a new relationship that digitising 
documents is a key part of workflow and 
that scanned pages are likely to be high, 
then we will speak to customers about 
including additional cover on document 
feeders. There’s no getting away from the 
fact that high volume scanning does cause 
additional wear and tear on the scan head 
and document feeder and, of course, that 
has an effect on the number of service  

call-outs we make.
“When faced with a situation where 

a customer is doing thousands of scans 
but very few print-outs, we have to ensure 
that the contract we provide is viable. Do 
we have the facility to charge? Yes we do. 
But so far we’ve taken the view not to. 
That may change depending on individual 
clients’ needs. If we’re in a position where 
the scanning function is overused, then 
we’ll sit down and negotiate a solution,” 
he said.

Jury is still out
Mark Smyth, Operations Director, Vision 
says that the jury is still out on charging 
per scan. “In the meantime, resellers must 
look for ways to produce revenues from 
other means, as printing volumes continue 
to show signs of decline. One way to do 

this is with added software and solutions 
that become enablers for the MFP and 
which can command additional revenue 
streams – although some resellers are all 
too quick to simply provide these free of 
charge,” he said. 

“Some manufactures provide added 
value software free of charge but costs 
must not be under-estimated, as software 
products often still require professional 
set-up and ongoing support. I have always 
believed clients fail to see any value when 
it’s free and there is a cost to the reseller 
with the provision of implementation and 
support. 

“Some may argue some software and 
solutions where scanning is concerned 
actually generate increased printing output 
and therefore revenues, but this can be 
difficult to determine and track. Simply 
charging for scans may appear an obvious 
move, but it really needs to be adopted 
by more resellers, not the minority, and at 
consistent rates,” he said.
www.ricoh.co.uk
www.balreed.com
www.united-carlton.co.uk
www.officeevolution.co.uk
www.cos-nw.com
www.visionplc.co.uk 

...continued

...where a 
customer 
is doing 
thousands of 
scans but very 
few print-
outs, we have 
to ensure that 
the contract 
we provide is 
viable.
John Gripton, 
Managing Director  
COS NW



With cyber security an 
increasing concern for 
organisations of all sizes, there 
has never been a greater need 
for partners to offer security 
solutions to help customers 
protect their data and 
businesses. 

Yet even though businesses are 
increasingly aware of the potential 
damage that can occur through 
the loss of sensitive data, a recent 

Quocirca report 
revealed that 
63 per cent 
of enterprises 
with over 
1,000 
employees 

in the UK, 
France 
and 
Germany, 

admitted they had 
experienced one or 
more print-related 
data breaches. Given 
the financial and 
legal ramifications 
of a data breach, 
businesses cannot 
afford to be complacent, and as 
such, this represents a solution 
opportunity for partners.

Lexmark award-winning printers 
and MFPs offer an entire range of 
measures to prevent your network 
from being breached and your 
data falling into the wrong hands. 
Additionally, Lexmark is compatible 
with the leading secure printing 
and tracking software, giving you 
complete flexibility. 

Features such as hard disk 
encryption and automatic disk 
wiping keep customers’ data secure, 

while authentication 
and authorisation 
functions mean access 
is restricted to the right 
people. 

Lexmark’s security 
credentials were a 
driving factor behind 

the FBI’s recent decision to replace 
nearly 20,000 devices with 
Lexmark’s more efficient colour 
and monochrome printers and 
MFPs, connected to the FBI’s cloud 
IT infrastructure. To find out more 
about Lexmark’s security solutions, 
visit www.lexmark.co.uk. 

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...

The Opportunity to  
Secure More Business  
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cover story

...it is UTAX’s 
partners and 
support staff 
who are the 
key to the 
company’s 
continued 
success. 

UTAX UK Managing Director Shaun 
Wilkinson maintains that the 
company is enjoying continued 
success and increased market share 
because of a combination of factors 
– a unique offering, an outstanding 
reputation for fair dealing, as well as 
reliable products that meet both its 
partners’ and end-users’ needs.

Wilkinson believes that it is the 
company’s ethos of fair dealing and 
reinvestment in the future that has also 
driven the company so far.

“As we continue to grow, we not 
only reinvest in our sales, marketing and 
technical support teams, but also in the 
provision of quality and reliable support 
services for our partners. 

“The security and longevity that comes 
with a UTAX partnership provides them 
with a range of equipment, software 
solutions and financing packages they 
in turn can offer their customers. These 
relationships form a perfect commercial 
circle and drive all our businesses 
forward.”

People key to success
Wilkinson is keen to point out that it is 
UTAX’s partners and support staff who 
are the key to the company’s continued 
success. UTAX has recently expanded its 
operations resulting in the creation of more 
regions and area management positions.

“In the past year, we have increased 
our team by over 35 per cent and over 

the next 12 months we are looking at 
a number of innovations that will make 
UTAX not only the leading, but also 
the best Partner Network for document 
management equipment in the UK.”

Recent changes include the 
appointment of Andy Tibbs and Mark Webb 
as Regional Sales Managers; they are 
responsible for the two new divisions of UK 
North and UK South & Republic of Ireland 
respectively and will work alongside two 
new Area Sales Managers, Phil Colley and 
Joanne Russell.

Tibbs joined the company in 2007 
and has been responsible for the UTAX 
Partner Accounts in the North of England 
for the last six years. Webb has been with 
UTAX since 2008 following a spell with 
Danwood. Both are well known figures in 
the industry and according to Wilkinson, 
have contributed to the continued growth 
of UTAX over the last three years.

“This year, we announced our third 
year of double-digit growth – this success 
and our ability to continue to invest in 
support of our partners and their clients is 
largely due to the work and commitment 
of our people who genuinely care that our 
partners stay on top.”

New recruit Colley brings a wide 
knowledge of the Public Sector to UTAX, 
especially in the education sector and 
Russell’s experience in wide format 
equipment as well as major account 
development gained working with Canon, 
Océ and Panasonic, will prove a boon to 
the Swindon-based company.

Wilkinson says: “Both bring additional 
and useful skill sets to our partner 
support teams and their understanding 
of our diverse range of equipment and 
its capabilities will, I’m sure, benefit our 
partners over the coming years.”

e-commerce
As part of its ongoing commitment to 
supporting its partners, UTAX has made a 
significant investment in its e-commerce 
technology infrastructure.

Earlier this year the company released 
a new web-based e-commerce solution 
that enables its partners – regardless of 

UTAX to celebrate  
    25-year anniversary 

In 2014, UTAX, the UK’s largest partnership-only network of print 
management solutions will be celebrating 25 years of providing an 
outstanding service and support infrastructure for its partners.

The Grand Tour 
As has now become a tradition, 
the UTAX team is taking to the 
road and hosting a full day 
of training and technology 
programmes at a number of 
venues around the UK. The Grand 
Tour starts in November and 
culminates in February at The 
Shard in London.  

Head of Marketing Sarah Mackay 
says that one of the drivers behind 
their success is the strong relationships 
they have developed with their 
partners over the years. “The Grand 
Tour will be a great opportunity for us 
to reinforce our range of propositions 
to existing partners and for them to 
meet our team again face to face.”

Shaun Wilkinson, 
Managing Director, 

UTAX UK
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UTAX partners 
have total 
control 
over which 
products they 
sell online 
and the 
pricing policy.

The new 3005ci, 3550ci, 4505ci and 5505ci colour devices 
and the 3555i, 4555i and 5555i mono devices have 
been designed to offer increased overall productivity by 
approximately 20 per cent with high speed output of up 
to 55ppm in mono and 50ppm in colour (5505ci), with 
100 per cent duplex productivity. 

The new reliable designs offer consistent performance, even for 
large scale print jobs, with high paper capacities and definition 

of up to 50 dividers per job. Importantly, training time is 
far lower as the A3 range all have an intuitive colour touch 
panel, similar to many smartphones or tablets, which allows 
users to ‘zoom and swipe’ resulting in improved and faster 

interaction and with the added ability to start over at any 
time by simply pushing a ‘home’ button.

UTAX’s new A3 MFPs all feature improved energy saving 
aspects, with TEC values approximately 30 to 40 per cent lower 
than on previous models. The brand new ‘deep sleep’ mode 
means they consume even less energy and work in a more 
environmentally-friendly manner. With better power consumption 
and improved copy functions, all the MFPs in the new range can 
detect blank pages and skip these when copying, saving both time 
and money. 

provides the added-value system that will 
drive business through those payment 
portals,” Mackay adds.

Poised for growth
Thanks to a host of software and corporate 
support developments, UTAX looks set to 
continue its growth for another 25 years. 
One recent development is a strategic 
partnership deal with CF Corporate 
Finance, part of the global Investec group 
of companies, which will provide UTAX’s 
UK partners with a new financing facility 
specifically designed for the print and 
document management sector. 

“Growth is important to every business 
and ours is no exception,” says Wilkinson. 
“For our partners to be able to increase 
sales, they need to be able to offer a 
credible finance facility to their customers. 

size or technical knowledge – to create 
a sophisticated, robust and attractive 
website. 

This solution provides partners with 
a range of added-value benefits but, 
importantly, the web presence retains each 
partner’s branding and style. “We hope 
this technology will help and encourage 
partners to take advantage of online 
sales opportunities to improve both their 
revenue and their cashflow,” says Head of 
Marketing, Sarah Mackay.

UTAX partners have total control 
over which products they sell online and 
the pricing policy. More importantly, the 
system allows them to generate leads 
and enquiries and drive traffic to their 
own site with email marketing campaigns 
highlighting special offers. “Partners use 
their own merchant services; UTAX simply 

Those offers can, if necessary, be 
individually tailored to meet their clients’ 
specific financing needs.” 

As for the future, Wilkinson, in line 
with many hi-tech futurologists, believes 
that demand in the immediate future is for 
mobile and cloud print solutions. 

“The central issue is legibility. No 
lawyer, accountant, teacher, student or 
medical practitioner is going to want to 
try and read a complex document on 
their smartphone – or even a 7” tablet. 
But what they will want is the ability to 
connect to a nearby printer and to get a 
legible, no-errors-possible document from 
which they can do their job. I’m proud 
to say that UTAX was one of the first 
companies to develop a multi-platform App 
that does just that.”
www.utax.co.uk

New range of A3 MFPs
UTAX’s new range of A3 MFPs offers a range of configuration options that improve document 
quality whilst increasing printshop levels of professionalism, outstanding paper management 
and superb finishing. 

From left to right:
Andy Tibbs, Phil Colley, Joanne Russell  
and Mark Webb
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distribution

Since its establishment in 2006, DSales 
(UK) has experienced dynamic growth 
despite a challenging economic 
environment. The company is now the 
biggest distributor for Develop ineo 
systems outside Germany and won 
Develop’s Top European Distributor 
Award for 2012. 

“During the latest trading year we have 
not not only made record sales, but also 
achieved a ground breaking number of 
dealer channel partners,” says Managing 
Director Jonathan Whitworth. “We currently 
have 130 dealerships covering the entire 
United Kingdom and we are actively looking 
for more.”

Innovation and design
Manufactured by Japanese conglomerate 
Konica Minolta, the Develop ineo range is 
at the cutting edge of technical innovation 
and design. The ineo range extends 
from the entry-level ineo 164, a 16ppm 
multifunctional, to the ineo+ 8000, a high 
speed digital press producing 80 colour 
prints a minute. 

Last year saw Develop completely refresh 
its line-up of ineo+ colour systems with 
the launch of the ineo+ 224e, 284e, 364e, 
454e and 554e. New systems have also 

been added to the ineo mono range with 
the launch of the ineo 654 and the ineo 754 
multifunctionals with print speeds of 65 and 
75ppm respectively.

“With growing demand from end-users 
for environmentally-friendly copiers and 
printers with low running costs the latest 
Develop ineo multifunctional devices have 
typical electricity consumption values that 
are amongst the lowest in their class,” 
says Whitworth. “Eco-friendly operation 
keeps energy usage well within the latest 
regulations of the Energy Star and German 
Blue Angel international standards.”

Solutions
Recognising that solutions are now a major 
factor in any sales pitch, Develop has a suite 
of document management software (DMS) 
unique to the brand. “All our dealerships 
have access to the demonstration facilities 
at head office in Ripponden or the new 
showroom at Heathrow, so they can show 
their customers the latest ineo systems 
in conjunction with Develop software 
solutions,” says Whitworth.

Develop DMS applications include 
convert+share, which enables users to 
quickly and efficiently convert scanned 
documents into a variety of files and 

Quality and  
   personal support easily automate processes, the award 

winning store+find, an electronic archiving 
solution, and Personal Print, which provides 
users with an inexpensive pull-printing 
solution. Enterprise Suite offers a modular 
print administration, accounting and 
authentication solution. 

Develop’s new Document Suite connects 
MFP and desktop PC document management 
processes for maximum efficiency. Customers 
looking for a cloud printing solution can 
benefit from the EveryonePrint solution. In 
addition, DSales can provide leading print 
management package PaperCut. 

Channel service
High levels of account management and 
technical support are hallmarks of DSales’ 
service offering to the channel. “We firmly 
believe that the personal attention and 
outstanding levels of support we deliver 
make a welcome change from the more 
impersonal account management offered by 
some of the larger multinational suppliers,” 
says Whitworth. 

The company has the resources to 
supply very large orders and MPS contracts. 
Recently one dealership was supported with 
a 260 unit installation. The DSales (UK) 
engineering team assisted in the set-up of 
the machines to the customer’s required 
configurations and tested them at the DSales 
(UK) technical centre before shipping to the 
customer’s site.

DSales (UK) is keen to recognise and 
reward its channel partners for their success 
and earlier in the year took a group of 18 
people from 14 top-performing dealerships 
on a four day expenses-paid trip to Cape 
Town, South Africa. 
www.dsales.co.uk

DSales (UK) Ltd, the UK distributor for the Develop range of 
multifunctional copier-printers, continues to grow from strength to 
strength. The company ended the year with record sales of £11.7 
million and opened a new showroom at Heathrow to serve its channel 
partners and their customers in London and south-east England. 
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For more details on becoming a Develop 
dealership contact DSales (UK) on 0844 980 0377 
or email admin@dsales.eu.

We currently 
have 130 
dealerships 
covering the 
entire United 
Kingdom 
and we are 
actively 
looking for 
more.
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With pressure on margins and 
changing patterns of consumption 
continuing to challenge the EOS and 
technology sector, VOW says that 
its capabilities as a technology and 
broadline wholesaler that continually 
invests in the market offer significant 
advantages to resellers.  

The wholesaler maintains that its mix 
of specialist and broader sector expertise 
gives resellers a powerful platform for 
building their businesses, despite the 
challenges of multiple competitors, price 
transparency and the emergence of Gen Y 
in the workplace.

The right partner
“A robust way for the reseller to combat 
market challenges is to get on board with 
the right wholesale partner, review their 
business and be open to making changes 
and adding to their offering where it’s 
right to do so,” says VOW Channel Director 
Nikki Todd. 

“We support this by taking the time 
to get to know each dealer and their 
business model. We know there is no ‘one 
size fits all’ solution and every business 

deals with different issues, so our account 
managers tailor their support and advice 
accordingly.”

Todd says that many technology 
and EOS resellers start their relationship 
with VOW on the strength of its links 
with manufacturers. VOW has 18 direct 
relationships with leading technology 
vendors including Brother, Canon, Epson, 
Imation, Kyocera, Lexmark, Panasonic, 
Philips, Samsung, Sony, Xerox and HP – 
more than any other broadline wholesaler.

VOW has been an HP authorised 
distributer for more than 11 years, servicing 
the biggest HP resellers in the UK. “This 
ensures competitive pricing on the market 
leading OEM brand and better support and 
access to marketing portals,” says Todd.

She adds: “Our technology strengths 
give the EOS reseller a great base 
from which to diversify into other 
complementary categories. Facilities 
supplies – a UK market worth £5 billion – 
office products and furniture all offer great 
opportunities for additional margin.”

VOW has more than 100 direct 
relationships with some of the biggest 
facilities supplies brands, ensuring back 

The value of wholesale
Business products and services wholesaler VOW says that 
equipping EOS and technology resellers to build margin in 
demanding times will continue to be a key driver for 2014 
and beyond.

Our 
technology 
strengths 
give the EOS 
reseller a 
great base 
from which 
to diversify...

end and commercial support. “We offer 
specific category training in facilities 
supplies and now stock more than 5,000 
facilities supplies lines, making this a 
potentially lucrative complementary 
proposition for the IT reseller,” claims Todd.

She says that VOW makes ongoing 
investments in the market because 
this gives resellers an enhanced ability 
to capture market share. “Our market 
research is a significant part of this, 
meaning that we have up-to-the-minute 
knowledge of category trends, emerging 
category trends, product sets within each 
category, technology and the environment, 
all of which dictate change and the 
speed of change. This is invaluable to our 
resellers.”

Dedicated resource
VOW’s National EOS Specialists (NES) team 
is a dedicated resource with more than 30 
years’ technology sector experience. The 
dedicated NES account management team 
works with EOS and technology resellers 
across the UK to help them take advantage 
of VOW’s direct manufacturer relationships 
in technology and other categories.

“Our NES team is one of VOW’s 
greatest assets and makes life far simpler 
and easier for the technology reseller. 
Individual account management, industry-
leading logistics and strong support on 
contract tenders help to complete the 
picture on how we make a huge difference 
to the IT reseller,” says Todd.

 “VOW is all about innovation and 
collaboration in the way that we work with 
our resellers, suppliers, employees, industry 
associations and shareholders. These 
consultative partnerships enable us to 
develop effective future strategy, increase 
flexibility and harness innovation wherever 
needed. Ultimately this means that we 
continue to stay ahead and the resellers 
who work with us are in the strongest 
position for growth moving forwards,” she 
concludes.
www.voweurope.com

Technology and EOS resellers interested in 

opening an account with VOW or who already 

have an account but want to learn more about 

the benefits of HP Authorised Distributor status  

contact the NES team at VOW on 0844 980 8220.

Nikki Todd,  
Channel Director,  

of EOS and 
technology 

Resellers
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events

Keynote speaker and former OKI UK 
Managing Director David Ennis OBE 
opened the event with a presentation 
that focussed on the day’s theme of 
innovation. Ennis briefly covered the 
company’s history, recapped on a 
number of innovation milestones and 
reinforced OKI’s commitment to a 
channel-only sales focus. 

Delegates were then split into four 
breakout sessions where they learnt about 
OKI’s re-branded MPS offering, a new 
channel programme, the MB700 range and 
the company’s new five-colour ES6541 
printer for the graphic arts market.

Rob Brown, Business Manager MPS, 
introduced OKI’s new Smart Managed 
Document Solutions portfolio, highlighting 
its benefits to the channel and the end 
user. The tiered and fully flexible offering 
includes basic pay-per-page Smart Page 
Services, mid-range Smart Print Services 
and full blown Smart Managed Document 
Solutions. 

Brown added that whilst OKI doesn’t 
sell direct, it does service directly, which 
means a dealer doesn’t have to develop 
its own expertise or take on additional 
resources to become an MPS solutions 
provider: they can simply draw on OKI’s 
experience and resources.

Head of Channel Simon Tetlow hosted 
an interactive session that explored 
the findings of an independent report 
commissioned to glean insights into 
how dealers perceive the major print 
manufacturers. Delegates were invited to 
discuss how OKI could better support them 
in a number of areas including rebates, 
product availability and margins. Tetlow 
also revealed that OKI Europe is working 
on developing a new Europe-wide Partner 
Programme which has a launch date of 
April 2014.

The final two sessions focused on 
recent OKI product launches, including the 
new MB700 range (see opposite), which 
attracted 1,000 pre-orders at a similar 
launch event in Germany. Partners were 

offered introductory discounts up to 40% 
on the day and and Marketing Manager 
Andrew Hall said that OKI UK received a 
significant number of orders as a result.

The most anticipated session of the 
day was a hands-on demonstration of the 
ES6541, OKI’s brand new five-toner colour 
device for the graphic arts market. Ben 
Lake and Andy Jackson also presented the 
four-colour ES9431 targeted at corporate 
marketing departments and available as 
part of a click contract; and the C931 high 
end colour device, which is positioned as a 
transactional sale and can be sold online.

The event closed with a Las Vegas-
themed dinner and casino, complete with 
a guest appearance by Elvis. This reflected 
OKI’s new channel incentive, running until 
March 2014, which has eight places on an 
all-expenses trip to Vegas up for grabs.

The most 
anticipated 
session of 
the day was 
a hands-on 
demonstration 
of OKI’s brand 
new five-toner 
colour device... 

OKI Innovation 2013
OKI Systems UK, part of OKI Europe, showcased its new range of print solutions 
and re-branded MPS offering to the channel at the Brooklands Hotel, Weybridge 
in October. More than 60 dealerships attended the event, which also provided an 
opportunity to meet the new Managing Director of OKI Systems UK, Takaaki Hagiwara. 

What the 
delegates said
“The team have commented back to me 
on what an excellent, well-constructed 
day it was: it was engaging, interesting, 
different and they took a lot of positives 
away with them. They said it was one of 
the best events they had attended. The 
evening was also good fun and gave 
them the opportunity to mix with a good 
turn-out of resellers. Well done OKI.”
Jonathon Francis, Business 
Manager, Midwich

“I very much enjoyed the OKI 
Innovations event. I found the day went 
very fast which shows it was really 
enjoyable. I even found myself singing 
Viva Las Vegas this morning!”
Dave Booth, UK Print Product 
Manager, Insight UK  

“It was a fantastic event, very 
informative with the right level of detail 
allowing the information to be digested.  
Each presentation was entertaining and  
I liked the multi-media approach.  
The evening entertainment was amazing: 
I felt like I was back in Vegas!!!”
Kelly Montacute, Account Director,  
Capita Managed IT Solutions

(l-r) David Irving, Russel Hamilton and 
Graham Tyson, OKI Account Manager

(l-r) Jim Doyle, Managing Director.  
OKI Ireland;  

David Ennis OBE, Keynote Speaker;  
Takaaki Hagiwara, Managing Director,  

OKI Systems UK 
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...the 
company has 
increased 
market share, 
reinforcing its 
reputation for 
a customer-
centric 
approach... 
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The MB700 Series, OKI Systems UK’s 
new range of A4 mono MFPs, is 
designed to expand on the success 
of the MC700 Series enterprise-class 
colour A4 MFPs launched earlier this 
year.

Over the past 18 months, OKI has 
added to its SMB offering with a series of 
products that have been well received by 
micro, small and medium-sized business 
users. As a result, the company has 
increased market share, reinforcing its 
reputation for a customer-centric approach 
and reliable, high quality and cost-effective 
print solutions. 

OKI says that the MC700/MB700 
Series provide additional levels of business 
productivity through the sXP (smart 
Extendable Platform), an embedded open 
platform offering enhanced workflow 
integration and document management. 

Marketing Manager Andrew Hall said 
that the new portfolio of A4 colour and 
mono MFPs extends OKI’s successful 
approach to larger workgroups and 
enterprises. “This is down to a combination 
of enterprise-class functionality, security 
and flexibility, backed by comprehensive 
document workflow support,” he said. 

“Improving the way documents are 
handled, managed and processed will 

deliver significant operational efficiencies 
and cost savings to organisations, ensuring 
that their print capability fully supports the 
broader objectives of the business.”

Driving business productivity
The MC700/MB700 Series enables 
businesses to move from a manual paper-
based workflow into a digital workflow. 
The open architecture sXP enables 
seamless integration of workflows into 
the end user’s information infrastructure 
allowing businesses to benefit from 
lower costs, improved productivity and 
operational efficiencies.

In addition, the MC700/MB700 Series 
includes software for effective device 
management encompassing remote 
diagnostics and document output controls 
such as print tracking and authentication.

“In selecting the most appropriate print 
solution, some organisations will focus 
on improving productivity and efficiency, 
whereas others may focus on controlling 
print usage or an environmentally-
friendly solution with low running and 
maintenance costs,” explained Hall. 
“Whatever the priorities of the individual 
business, OKI’s highly flexible range of 
mono and colour MFPs can be tailored to 
meet each of these diverse demands.”          

Additional levels of business productivity   

High performance, unrivalled 
flexibility 
The new mono and colour MFPs have 
print speeds of up to 40ppm (MC780) and 
52ppm (MB770). They include the latest 
OKI LED print engine technology and LED 
scanners and come with a 23cm, colour-
backlit touch screen with an easy-to-use 
control panel enabling personalised user 
settings. Other enterprise-class features 
include duplex printing and scanning, 
flexible scan destinations and formats 
and a large-capacity 160GB hard drive as 
standard.

The eco-friendly MFPs have advanced 
security features including secure PIN 
printing, data encryption and disk wiping 
and a secure print with card release option. 
The ergonomic design gives easy access 
to consumables and offers a variety of 
optional paper trays for flexible paper 
capacity and paper feed options.

The MC700/MB700 Series are backed 
by OKI UK’s three-year warranty on 
registration of the product within 30 days. 

“Every aspect of the MC700 and 
MB700 Series design reflects our ‘no 
compromise’ approach to providing 
customers with flexible, high productivity 
print to meet the demands of the 
business,” said Hall. “These enterprise-
class MFPs are not only an important 
addition to our product portfolio, they will 
also significantly strengthen our managed 
print services strategy, which aims to 
provide products that meet the precise 
needs of each customer.”
www.oki.co.uk

Ben Lake, OKI Product Manager with new 
ES9541 five-toner graphic arts printer 

Carl Newbury, The Magic Touch 

Rob Brown, OKI MPS Business Manager 

The MC700/MB700 Series includes 
the MC760dn, MC770dn, MC780dfn, 
MB760dn, MB770dn and MB770dfn. 
All models have a convenience 
stapler as standard to facilitate post 
production finishing. The dfn models 
come with an internal finisher for 
automated document collation and 
stapling.
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the cloud

European small and medium-sized 
businesses (SMEs) are failing a new 
generation of cloud workers by not 
providing the collaboration tools 
they need to do their jobs effectively, 
claims new research from Sharp 
Europe. 

A survey of SMEs in the UK, France, 
Germany, Sweden and the Netherlands 
found that employees are moving towards 
a more flexible, collaborative working 
model (whether employers are supportive 
of this or not) and are increasingly 
demanding more collaborative, flexible 
working practices.

However, it also identified a clear gap 
between what Generation Cloud workers 
are demanding and what is actually being 
provided by European employers. While 
half of employees believe that increased 
collaboration would make their business 
more profitable, 83% don’t use an official 
cloud solution at work and 41% say 
collaborative tools are actively banned in 
their workplace.

Sharp warns that by failing to embrace 
collaborative working, SMEs are missing 
out on the benefits it brings and risk losing 
control of their networks and introducing 
vulnerabilities. Six out of 10 (61%) 
respondents say collaborative tools would 
make them more efficient; 13% claim that 
if their employer didn’t provide them, they 
would download them themselves. 

Up in the clouds

...83% don’t 
use an 
official cloud 
solution at 
work and 
41% say 
collaborative 
tools are 
actively 
banned... 

Hale says that because Cloud Portal 
Office is based on a per-user subscription 
model, rather than an MFP subscription 
model, dealers will be able to enjoy a 
regular income stream. “This structure 
fits with dealers’ current model whereby 
they invoice click charges on a monthly/
quarterly basis,” he said.

 
Easy to set-up
Cloud Portal Office is easy to set up and 
use, especially for companies with scalable 
workforces. User subscriptions can easily 
be added or removed, making it ideal for 
projects that require extra staff for short 
periods.

The service is accessed through a 
single sign-on portal, the Sharp Cloud 
Portal, which is securely controlled by the 
IT department. As employees leave or 
take on different roles, administrators can 
change access permissions, cancel/add 
subscriptions or increase storage space at a 
moment’s notice, all via a secure web page.

Sharp is pre-installing Sharp Cloud 
Portal on its new MFPs and is also making 
it available as an upgrade for some other 
models. However, Hale confirmed that it is 
not compatible with some older machines.

“With some Sharp devices it can be 
sold as an add-on but older models won’t 
support the new software - although we 
see that as an opportunity for dealers to 
upgrade the fleet,” he said.

Sharp will also be offering scan and 
print connectors for other popular storage 
services, starting with Dropbox.
www.sharp.eu
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Sharp is meeting the demands 
of Generation Cloud with a new 
document sharing and  
collaboration solution.

A better way of working
Meeting the needs of employers and 
employees, Sharp is introducing a new 
cloud-based collaboration, storage and 
simple workflow service. Called Cloud 
Portal Office, it allows users to securely 
access, upload, download, manage, share 
and print files from any PC, mobile device, 
Sharp MFP or Sharp BIG PAD interactive 
whiteboard.

Solutions Product Marketing Manager 
Chris Hale said Sharp had created the file 
storage and collaboration tool to make 
businesses more efficient and to support 
an increasingly mobile workforce by 
making it easier to share information. 

New revenue stream
He added that it gives dealers a great 
opportunity to get close to their customers. 

“We know the overall decline in print 
volumes, leading to reduced revenues, 
has meant many dealers have had to 
sell more just to stand still. Cloud Portal 
Office offers a potential new revenue 
stream. For dealers tightly embedded in 
their customers’ businesses and already 
providing document management and 
workflow solutions, this is the natural next 
step,” he said. 

“The MFP is the on/off ramp for 
document workflow and this solution is the 
next logical extension to Sharp’s offering. 
We’re committed to supporting our dealers 
with client retention, helping them deliver 
the service and support levels that ensure 
their customers keep coming back. Today, 
it’s not about competing on price, it’s 
all about the value-add and the service 
delivery.”

Chris Hale, Solutions Product Marketing 
Manager, Sharp
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Managed Print Services

Anyone attending Photizo’s 2013 
Transform Europe MPS conference 
in London on October 14-16 would 
have been left in no doubt that the 
print market is changing and that 
resellers must change, too, or else 
face a slow and lingering death. 

The opening address by inspirational 
speaker Jim Lawless set the tone with 
his exhortation to ‘Tame the Tigers’ – the 
fear, doubt and indecision that assail us 
whenever opportunity presents itself – 
and to be brave in the deadlines we give 
ourselves. Once you have decided on a 
course of action, he seemed to be saying, 
act quickly.

This was very much a reseller event. 
However, there was representation from 
the end user community. Jonas Hjerpe, 
head of technology procurement at the 
WPP Group, and Paul Vincent, formerly a 
Global Procurement Director for BT Group 
and now a consultant, both contributed to 
a roundtable discussion with interesting 
insights into the end user mindset. 

When asked what was the one thing 
they would change about managed 
print services (MPS), both highlighted 
questionable contracts. Hjerpe called 
for 'contracts that made sense' and an 
alternative to the click model favoured by 

MPS providers so that one only paid for the 
toner one used. Vincent implored resellers 
only to charge for real services: “How often 
do you charge for fresh air?” he asked.

Resellers were accused of under-
estimating the importance of print to 
businesses – “Print is vital to our pitches,” 
explained Jonas, “it is much more than an 
MFP in the corner” – and of failing to take 
proper consideration of end users’ needs. 
Poor implementations of FollowMe printing 
and ‘clunky’ MFP user interfaces were cited 
as examples.

Vincent also warned resellers not to 
take their customers for granted. “You can 
only win a contract once and then you 

Must do better
Resellers are warned that they are not reacting fast enough to changing 
market demands and are failing to meet the needs of customers.  
James Goulding reports

“How often 
do you 
charge for 
fresh air?”

can lose it. If you are not using the time 
to cement a relationship you will lose that 
opportunity. In MPS, there is a tendency 
to do a lot in the first 18 months and then 
become complacent,” he said.

When asked what he valued as a 
customer, Hjerpe said: “I’d rather [resellers] 
came up with a proper service design. MPS 
is only as good as it's managed. Building in 
service management is essential to ensure 
MPS is still effective 10, 12, 18 months 
down the line.”

On the broader issue of MPS benefits, 
Ken Stewart, Photizo vice president of 
Publications and Services, highlighted 
one of the major themes of the three-
day event: the failure of resellers to take 
MPS to the next level. He said: “We have 
surveyed thousands of end users over 
the last five years. One of the interesting 
questions we ask is ‘what benefits do you 
receive from your MPS engagements?’. We 
see value benefits of cost reduction and 
consolidated fleets, but what is often left 
on the table is benefits of BPO (business 
process optimisation). That is a great green 
field of opportunity that the channel still 
has to exploit.”

Vincent advised resellers to “see 
the contract as the start not the end”. 
He added: “People are always going 
to want to do more in a contract. In 
this space, a five-year contract means a 
five-year contract and resellers say ‘We 
will talk about something else at the 
end of 5 years’. That doesn’t show much 
dynamism.”

That said, there was some debate as 
to whether a business would choose to go 
to an MPS provider for advice on how to 
change its processes. Speaking as an end 
user, Hjerpe said that he was over-run with 
consultants and liked to keep things simple 
– and separate. MPS and the mechanics 
of MPS (e.g. the best devices and cheaper, 
better services) were one thing and 
Business Process Change or re-engineering 
a document process was another.

“It’s too easy to overlook the basics 
and do them very, very well. You have a 
nice clean fleet and six months down the 
line it's a mess again because it has not 
been managed properly. And that’s not 
very complicated. MDS is a change. Get 
basic change management right and don’t 
get confused about BPO stuff,” he said.

He also advised MPS providers to be 
more sophisticated in contracts, which 
he describes as ‘a positive governance 
tool for a relationship’, adding that “a 
surprisingly high number of people offer to 
pay penalties if SLAs are missed but very 
few ask for a bonus if they make bigger 
than promised savings”, a demand that he 
considered perfectly reasonable.

Get more from your data 
One of the underlying themes of this year’s 
event was the failure of MPS providers to 
satisfy customer expectations. Often, this is 
down to poor account management and a 
tendency to let things drift in the later stages 
of a contract. 

In this context, Newfield IT’s CompleteView is an 
interesting product that enables users to make better 
use of all the data they have collected and present 
information in an engaging way that can be quickly 
and easily understood by customers. 

Its key feature is an interactive dashboard with 
colour-coded (red, amber and green) dials that let 
resellers and their customers see at a glance what 
aspects of a fleet are working well and what are not. 
Ratings for cost per page and performance are based 
on comparisons with two million assessed assets that 
have been imported into CompleteView.

Users can drill down into the data in more detail, 
re-purposing it by site or technology. For example, 

you could compare printer costs to MFP costs or 
compare costs for an optimised site versus a non-
optimised one. You can also compare the cost and 
utilisation of different devices.

What If scenarios let you see the benefits of an 
action, for example what would happen to costs if 
you moved volume from printers to MFPs or reduced 
the number of colour pages. The next version will 
include more scenarios so that you can assess the 
environmental impact of reducing print or the impact 
of printing more pages in duplex. 
www.newfieldit.com

Continued...
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“You can't 
keep doing 
business the 
way you've 
always been 
doing it”

A changing market
If the message from end users was to stick 
to what you do best and do it properly, 
Photizo’s thrust, as it has always been, 
was that the market is changing – even if 
quite slowly and not overnight – and that 
resellers should change with it.

In his keynote address, Photizo Group 
founder and CEO Ed Crowley said: 
“Almost every paradigm of our business is 
changing”. From big data, to the impact 
of Generation Y in the workplace – “These 
guys think, operate and act differently from 
older generations, for example they don't 
use paper” – to social media, mobility 
and demand for more efficient workflows, 
everything is changing and “you can’t keep 
doing business the way you’ve always been 
doing it.”

In a separate presentation, Larry 
Jamieson, Photizo group director of 
Hardware and Supplies Advisory Services, 
explained how these factors were 
causing people to print fewer pages. 
Photizo predicts that the number of plain 
(uncoated) sheets printed on inkjet and 
laser devices in EMEA will fall from 800 
billion in 2012 to well under 700 billion 
in 2017. 

There is also likely to be continued 
downward pressure on device and 
consumables prices as competition 
increases and new technologies like page-
wide array inkjet printers take market share 
from lasers. Sales of OEM colour toner 
cartridges, which have been growing, are 
likely to come under more pressure from 
third party toners (see box opposite).

Crowley said: “When markets go 
through transformation customers tend 
to polarise. The market tends to coalesce 
around two ends of the market: high value 
and transaction. Transaction will be there 
but it will be very high volume, low margin. 
At the other end it will be about adding 
value to customers. The danger point 
for resellers is if you are in between the 
two. You won't be competitive enough to 
compete in the transactional area and you 
won't be valuable enough to compete at 
the high end. The middle will be squeezed 
out,” he warned.

MPS and services revenue is one way 
that resellers can compensate for falling 
print volumes. Crowley said that there 
was growing demand for MPS – “the 
noise level is huge” – but he warned that 
resellers were not doing it that well and 
were failing to meet customer demand for 
more efficient processes.

In particular, he said that too few 
resellers were delivering Advanced 
Document Services – stages 3 and 4 
of Photizo’s revised four-stage MPS 
model (1. Control; 2. Optimise/Ongoing 

Management; 3.Enhance/Business 
Process Improvement; and 4. Integrate/
Business Process Optimisation – Crowley 
also mooted a fifth stage, Content 
Management/Big Data). The difference 
between stages 3 and 4 is that the former 
involves digitising an existing process to 
make it faster, for example scanning rather 
than posting forms in a bank loan approval 
workflow, whereas the latter involves 
completely re-engineering a process. 

He said that today most providers 
were doing stage 0, basically just a click 
charge, and calling it MPS, which caused 
disappointment amongst customers when 

nothing changed. Some were moving into 
Stage 2, but what customers really wanted 
was to move to stages 3 and 4. To be in 
a position to meet that demand, Crowley 
suggested, would take hard work.

“It’ll take a couple of years to get from 
stage 2 to stage 3/4 and you’ll need skills 
you don't have today and that'll take time 
and commitment,” he said.

He added that developing the capability 
to deliver Advanced Document Services like 
document storage and shredding, workflow 
consulting, document management 
solutions, process management software 
and IT services would help resellers, who 
have the advantage of being close to their 
customers, to compete against OEMs who 
still dominate the European MPS market. 
According to Photizo, in 2012, 69% of 
MPS business in EMEA was direct and just 
31% indirect. In the US, the split is 50:50.

Crowley said that evolving from a 
stage 1/2 provider to a stage 3/4 provider 
requires Aspiration, Commitment and 
Transition and that nine out of 10 resellers 
fail at the Commitment stage which 
involves a change of leadership, business 
model and IT infrastructure. “The hardest 

Opportunities in colour
Delegates heard how colour toner supplies 
represent a major opportunity for resellers to 
increase margins and profit.

In his talk How Will Technology Impact the Core 
Hardware and Supplies Market Larry Jamieson, 
industry director of the Photizo Imaging Industry 
Service said that the market dominance of OEMs in 
the colour laser supplies market was under threat 
from outside forces – and from within. 

He said: “People are still reluctant to buy third 
party colour toner because of concerns about the 
colour-matching of logos and worries that their use 
might cause problems with devices. But technology 
might be changing that. When Xerox came out with 
its Responsible remanufactured toner cartridges 

for SMEs, it said ‘you don’t need colour matching 
and it’s a quarter to half the price of an original’. 
When a good brand name like Xerox says that, you 
are going to see a change and people will be more 
comfortable using third party supplies.”

In a separate presentation, Julie McGrattan, 
Business Development Manager at cartridge 
remanufacturer MSE, explained how resellers could 
maximise profits from MPS engagements by using 
its colour toner cartridges, instead of more expensive 
OEM supplies. 

She said that third parties had made relatively 
few inroads into the colour supplies market to date 
and that OEM products still made up 90% of colour 
cartridge sales compared to 65% of mono sales. 
She admitted that many third party suppliers have 
trouble producing high quality colour cartridges 
due to the small size of colour toner particles and 
their tendency to behave differently in different 
humidities.

But not MSE. McGrattan said that its toner 
powder – made to MSE’s own recipe – and cartridge 
remanufacturing process, which includes the 

addition of a secondary cleaning 
system, produces print quality as 
good as the OEMs’ and excellent 
reliability. As evidence she cited 
a return rate of 0.8% and a 

customer retention rate of 96%.
www.mse.com

Continued...

...continued



mps

www.printitreseller.co.uk Print.IT Reseller 29

service centre clients 
include:

Mono Logo Ratio Guide

Logo Type to Symbol 
Ratio Master 2007

Ratio 1

Ratio 2

Ratio 3

browser independent  
software

Mono Logo Ratio Guide

Logo Type to Symbol 
Ratio Master 2007

Ratio 1

Ratio 2

Ratio 3

Tesseract was formed in 1985 to develop, market, sell and support 
specialised systems for the Service Industry, and can now boast over 
350 successful installations worldwide. Our full suite of modules 
includes contract management, helpdesk, scheduling, workshop, 
mobile data, stock and logistics and customer web portal.

The service centre 5.1 contract system  
supports meter billing contracts

this includes: 

• Usage, Block, Discounted or Minimum Billing 

• Consumable Entitlement 

• Unlimited Meters per Device 

• Multiple Machines & Sites Consolidated Contracts 

• Non Metered Contracts 

• T&M Contracts 

• Customer Meter Readings via the Web 

• Seamless Integration to your chosen Financial Package 

• Integration to Remote Monitoring Solutions

Contact Tesseract on +44 (0) 1494 465066

North American Office 
11150 Sunset Hills Road, 
Suite 307, 
Reston, VA 20190 USA

sales  
+1 703 437 4230
email  
sales@tesseractUSA.com

European Office 
1 Newmans Row,  
Lincoln Inn, Lincoln Road, 
High Wycombe, Bucks.  
HP12 3RE United 
Kingdom

sales  
+44(0)1494 465066
email  
sales@tesseract.co.uk

www.tesseract.co.uk

Meter Billing!
The tesseract service management system has a fully 
integrated Meter Billing and invoicing component.
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time to make that commitment is when 
you are making money,” he warned. 
“When you charge a cost per page you are 
going to make money when a customer 
prints. You don’t have to be efficient. In the 
future, if you get paid on a per user, per 
seat basis, you have to be more efficient.”

Many of the warnings from Crowley 
and other experts were echoed by John 
Taylor of M2 in his talk, How to Succeed 
In Changing Your Business To MPS and 
Beyond. He, too, questioned how well the 
channel was delivering MPS – “After one 
year, Canon said we were the best MPS 
partner across the whole of Europe. We are 
only good, so the benchmark must be low.” 
He also underlined how difficult it was to 
change.   “It is hard work: there is blood 
on the carpet and blood, sweat and tears," 
he said.

Not an appealing prospect, but he left 
no doubt that change was essential. “We 
see so many resellers who feel the urgency 
isn’t there to change. Three years ago 
local resellers used to talk about the joys 
of 7-8p per colour page. Three weeks ago 
I saw some of the OEMs and saw prices 
at 1.9p, 2.4p and 2.7p per colour page. If 
I’ve been enjoying margins of 7-8p, I’ve 
never had to change my business. They are 
the people who are at risk of not making 
changes when they can,” he said.

Taylor advises resellers to look at 
the people in their business, start there, 
face brutal facts and take action – and 
be passionate about what you do. “We 

changed the people, changed the thinking 
and changed the actions,” he said. Key 
changes made by M2 included re-aligning 
management teams; setting up multi-
layered customer expert teams; introducing 
different reward structures; creating a 
complex relationship/engagement model; 
outsourcing warehousing and logistics; 
and developing its own MPS infrastructure, 
which it then pushed out to customers so 
that they had complete visibility of how M2 
was performing.

As a result, M2 has enjoyed impressive 
growth over the last three years: it has 
grown its colour device base by 124%, 
grown new service revenue by 74% and 
increased the service profitability on 
annuities by 183%.

Another company that has made 
a success of MPS is OneDoc Managed 
Print Services, albeit with a different 
approach to M2. As CEO Kevin Morris 

“We changed 
the people, 
changed the 
thinking and 
changed the 
actions”

explained, the American company with 
offices in Oklahoma, Tulsa and New York 
“outsources every facet of business except 
sales”. 

Morris says that OneDoc Managed 
Print Services is very strong in Stages 1 
and 2 (Control and Optimise/Ongoing 
Management) and has some Stage 3 
implementations (Enhance/Business 
Process Improvement), but does very little 
in Stage 4 (Integrate/Business Process 
Optimisation) where MPS is just one 
component alongside IT outsourcing, 
business process optimisation and 
managed services – “I have a reluctance to 
be an MSP” he said.

The subject of his talk was Whose 
Hand to Shake when selling managed print 
services. For him, there is only one person 
your sales people should be talking to. “All 
the time, that is the CFO (chief financial 
officer). They are the ones who at the end 
of the day control and have all the budgets 
in an organisation. IT is fine but they don’t 
control all budgets in an organisation. We 
never call on IT.”

This approach underpins the company’s 
recruitment strategy and Morris advises 
others who are keen to succeed in MPS to 
adopt the same approach. “Recruit people 
who have had experience of selling to 
C-level executives. They all will say they 
have, so you must ask them for names 
and numbers of executives they have dealt 
with. If they can’t provide them, they don't 
get the job,” he said.

Bringing leasing up-to-date 
The transition to MPS has created 
complexity for leasing companies, too, 
as Chris Cowell, sales director, office 
equipment division, BNP Paribas Leasing 
Solutions explained in his presentation The 
role of leasing in the changing face of print.

He traced the evolution of print from 1990 
when there were fixed five-year terms, vanilla 
contracts, basic technology and a box shifting 
culture to the present day when print has 
converged with IT, resellers are selling software 
solutions and a ‘walk in and take-over model’ is 
very common.

For leasing companies, this raises questions 
like What are the Ts&Cs and who signs for them?; 
Do we get goods title and how? – because the 
leasing model requires ownership; If there is 
software involved, is BNP Paribas Leasing in the 
licence chain?; If the products are being serviced, 
who are they being serviced by?; If there are 
warranties, how do they apply?; If the vendor 
goes bust, what is our relationship with the end 
user?; What sectors is the MPS being sold into?.

Despite these complexities BNP Paribas 

Leasing has responded to changes in the industry 
by enabling resellers to include more software 
and soft costs, such as implementation, training 
and audits, in contracts. 

In 2010, it started to do 100% software 
contracts, even for technology that it did not 
own, and this year it launched We Manage 
Print, which allows your customers to acquire 
new print hardware with a fixed quarterly fee 
based on a transparent cost per print and bundle 
servicing for the existing print estate into the 
same contract, along with one-off costs such as 
professional services, training and print audits.

Cowell said that this contract enables 
resellers to becomes a one-stop-shop for all 
servicing needs and eases their transition to 
becoming a true MPS provider.  

“We are allowing vendors to fund soft 
costs. We say ‘If you have done consultancy 
and installation include it on the document and 
invoice’. We are seeing a lot more software 
included in agreements and therefore expect to 
see more soft costs as well,” he said.
07966 114245

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

...continued
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Everyone’s a winner

PITR: How does the Print Audit Premier 
model work?
Dunsmore: Resellers subscribe to a set 
number of licenses that go into a pot which 
they can use as they wish. There are various 
thresholds depending on the quantity they 
want, but the initial threshold is generally 
300. Resellers can use 300 licences in 300 
customers, all in one customer, or in any 
combination. Not only that. Licences can be 
used for things like meter readings and toner 
alerts – what we would term remote device 
management – or they can be user licences 
that control things like rules-based printing 
and follow me secure print applications. The 
pot of licences is very flexible in terms of 
what it is and how it is deployed.

PITR: What are the benefits to the 
reseller?
Dunsmore: The main benefit is that it 
encompasses a whole MPS programme, from 
one software supplier, under one subscription 
model. As a reseller, I don’t have to buy a 
solution like Equitrac and sell it in one lump. 
Instead, I can effectively rent a solution to 
customers on a monthly or quarterly basis 
and I can keep it on my own finance book. 
I can create my own network software 
agreement and finance that internally and 
be much more fluid and flexible in how I 
create deals with my customers. It’s also 
good for the customer because he gets all 
his upgrades and can cancel at any time. If 
he does, I can take back his licences and use 
them elsewhere for something else.

PITR: Does a subscription model help 
with customer loyalty? Does it make 
it easier for a reseller to retain a 
customer?
Dunsmore: I think so, because the reseller 
can be as flexible with his customers as we 
are with him. They can give him exactly the 
choice that we give him: have this for three 
months or six months and see how it goes. If 
you don’t like it, we can pull it out because 
there are no cost implications: you are just 
pulling licences from a pool they already 
have. The customer can almost ‘try-and-buy’ 
without being overly committed. Loyalty 

Winner of the Managed Print Services Association’s 2013 MPSA Leadership Award 
for Best MPS Innovation, Print Audit Premier gives resellers a new way to acquire 
the company’s full suite of MPS solutions. PrintIT Reseller caught up with Print 
Audit Europe director Ian Dunsmore at Photizo’s Transform Europe MPS conference 
and asked him how resellers benefited from the subscription model.

is helped, too, by the reseller’s ability to 
put together different financial packages. 
The customer doesn’t have to suddenly 
find a sum of money to buy the software 
and he doesn’t have to get involved in 
lease agreements. It can all be based on a 
relationship with the reseller. The reseller can 
also start to bundle things in, so he could, 
for example, bundle secure and follow me 
printing with a Ricoh device, say. The relative 
cost is so small on a monthly basis that it 
can always be bundled in with a deal. 

PITR: What has the take-up been like 
so far?
Dunsmore: Phenomenal. A lot of the 
dealers we had before, in fact the vast 
majority, have moved over to the Premier 
programme over the last 18 months. We’ve 
also recruited a lot of dealers in the last 12 
months. They like the idea of being able to 
get all our services in one simple cost model, 
from one supplier. As part of the package, 
we throw in an audit licence that enables 
dealers to capture usage details from any 
printer – local or networked – so that they 
can do a full MPS analysis for their customer. 
We give them a set number of audit licences 
depending on the threshold they agree to 
in a year, so they also get a very specialist, 
high grade auditing tool. We are soon 
going to be adding an alternative to Asset 
DB and In-Map that we have developed 
with one of our partners. We plan to bring 

the audit mapping tool to the UK in the 
next six weeks and we will wrap that up 
into the subscription at some point. That 
will give added value to the whole Premier 
programme.

PITR: Is this programme popular with 
resellers who are moving into MPS for 
the first time?
Dunsmore: It is. They might just be looking 
at device management to start with, but 
they see that they get all these other things 
as well and that Print Audit is going to 
help them move through the various stages 
of MPS. It’s also great for a dealer who’s 
already involved in MPS who wants more of 
a wraparound solution.

PITR: Has it been profitable for Print 
Audit?
Dunsmore: Before, if we sold software 
for £5,000, say, we would have £5,000 
revenue instantly. Now, we are selling it on 
a monthly basis, so there is a bit of a hit 
because we are not taking the £5,000 lump 
sum. Instead, we are getting £200 or £300 
per month. What we have done is to create a 
nice recurring revenue stream, which enables 
a dealer to create a recurring revenue 
stream with his customers. One of the key 
things they like about Premier is that as the 
recurring revenue on print declines and as 
the margins on print get thinner and thinner, 
they can replace some of that through 
recurring revenue on software.

Print Audit Premier covers the company’s 
entire suite of products including Print 
Audit Facilities Manager – remote meter 
reading, supplies and service management, 
TCO analysis; Print Audit 6 – user and 
workflow analysis, print rules, cost 
recovery; Print Audit Assessor – print 
assessment down to job-level detail; Print 
Audit Secure – secure release printing, 
‘follow me’ pull printing; and Print 
Audit Embedded – copy, scan and fax 
tracking directly from the control panel of 
supported MFPs.
www.printauditeurope.com

q&a

The 
customer 
doesn't 
have to 
suddenly 
find a sum 
of money 
to buy the 
software...

Ian Dunsmore, Director, 
Print Audit Europe
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with Fujitsu Scanners
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By purchasing an award-winning Fujitsu ScanSnap scanner, 
not only can customers get round to doing more of those 
things they never found the time for, but also get the chance 
to win an enterprise award of up to €200,000* as well as a 
host of other cash prizes and discount hotel stays.  Plus, if a 
customer wins over €1,000, the reseller that sold it wins 
10% of the award in MDF funds.

*Prizes of €1,000 or over awarded as an enterprise award.  

Resellers should call Northamber, the scanning experts on 020 8296 7066.  
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Tesseract has more than 25 years’ 
experience in field service solutions 
and operates in any sector that 
depends on efficient service 
delivery including the medical 
and pharmaceutical, catering and 
vending, security and fire protection, 
refrigeration and air conditioning, 
telecommunications and office print 
industries.

An affiliate member of NAAPS, it 
already has a number of high profile print 
customers including Toshiba in the US (see 
box). In the UK, its products are used by 
XMA’s managed print services division and 
M2 Digital, amongst others. 

Its core product is Tesseract Service 
Centre, which has more than 350 
installations in 27 countries. The modular, 
end-to-end solution addresses all aspects 
of service delivery and management, from 
meter readings and invoicing to two-way 
communication between the host system 
and field-based technicians armed with 
tablets, smartphones and other portable 
devices.

The system can be used on its own or 
be fully integrated with other solutions, 
such as Print Audit software and Financial 
Systems, as part of a totally integrated 
managed print service.

The browser-based software is available 
as a server-based solution for customers 
who like to keep everything on-site or as a 
cloud-based software-as-a-service solution 
for those who don’t want to invest in 

additional hardware or IT infrastructure. 
Earlier this year, Tesseract launched 

Service Centre 5.1, which comes with 
useful enhancements notably total browser 
independence, which allows it to be used 
on any device with a browser, including 
Apple, Android and Windows tablets 
and smartphones, as well as laptop and 
desktop PCs and Macs.

Other useful features are fully 
integrated real-time GPS, which enables 
customers to see where field engineers 
are at any time for more efficient routing 
and management, and the Diary Assist 
optimisation engine for the automatic 
scheduling and allocation of service jobs. 

Modules for everything
Like previous versions, Service Centre 5.1 
consists of a number of modules that 
can be used on their own or as part of a 
complete service management offering. 
This gives customers the flexibility to 
deploy a module to satisfy a specific need 
today and then add other modules in line 

Tesseract targets dealerships with its flexible, end-to-end billing and 
service management solution

35

supplier focus

Tesseract at your service

The system 
can be used 
on its own 
or be fully 
integrated 
with other 
solutions, 
such as 
Print Audit 
software...

Keeping tabs on service delivery
Tesseract already has experience of working 
with print suppliers including Toshiba 
America Business Solutions (TABS), which has 
completed a coast-to-coast roll-out of Service 
Centre. The service management system has 
been implemented by 22 dealers across the 
USA and includes 378 office-based users across 
86 branches and over 1,400 field technicians 
equipped with PDAs, tablets or laptops. 

Service Centre was chosen to create a uniform 
platform for improved customer support from the 
dealer network supplying and servicing Toshiba 
copiers, faxes and printers. The implementation has 
also given TABS increased visibility and control of all 
inventory, service and contract information.

Denise O’Donnell, director of application 
development at TABS, said she chose Service Centre 
because of its ability to manage meter readings and 
integrate seamlessly with TABS’ hosted Oracle IT 
infrastructure.

She said: “Service Centre will not only provide 
more effective call allocation and distribution and 
improve the management of spares (parts request), 
it will also improve the efficiency of invoicing. In 
addition, from an overall business perspective we 
will have one common platform for all our dealers. 
This will make it so much easier for us to incorporate 
new acquisitions while also leveraging corporate IT 
support and operational resources.”

with changing requirements. 
M2 Digital, for example, implemented 

Service Centre for meter reading and 
fully integrated billing and later looked at 
providing engineers with remote access to 
the system so that they could log in and 
view customer call histories, schedule visits 
and order parts without having to phone in.

Service Centre includes a number of 
asset management, billing, invoicing, CRM 
and service modules including:
Customer Assets. Used on its own or 
in conjunction with Tesseract’s service 
modules, this manages customer asset 
data across multiple sites. It tracks installed 
equipment and handles warranties and 
planned maintenance and also includes a 
service contract administration programme.
Call Control. Gives you all you need to 
handle customer calls effectively, including 
call routing and escalation. There is also 
the ability to add service reports to calls, 
including parts usage and charges.
Repair Centre. Users can enter, update, 
complete and ship workshop jobs, 
individually or in a batch. Workshop 
engineers can add reports indicating what 
has been done and what parts used. 
Parts Centre. A fully integrated multi-
location stock control system for handling 
repairable and disposable stock from 
warehouse to van.
Quote Centre. A logical, wizard-based 
contract quotation module for collecting 
prospect data and preparing quotes. 
Accepted quotes can easily be converted 
into contracts.
Remote Engineer Access. Enables the 
two-way flow of information between field 
engineers and the service centre, with no 
loss of central control.
Invoice. Streamlines the processing 
of sales orders and invoices for billable 
service calls and service contracts. Invoice 
tables can be printed or exported when 
complete. 
Meter Collection. Tesseract’s meter 
collection and invoicing module supports 
a variety of billing arrangements including 
variable rates and billing in advance, 
arrears or both.
Prospect Centre. A sales enquiry 
and follow-up module, with ‘salesman 
to-do lists’ and the ability to raise 
sales quotations against a sales lead. If 
successful, these can be converted into a 
sales order or a service call.
www.tesseract.co.uk
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HP Officejet Pro X576dw MFP
•	Print,	copy,	scan	and	fax	double	sided	
	 documents

•	Professional	colour	printing	at	up	to	
	 42ppm	ISO	and	70ppm	in	General	
	 Office	Mode

•	Ethernet,	wireless,	Wireless	Direct,	
	 ePrint,	AirPrint

•	Recommended	monthly	print	volume	
	 of	up	to	4,200	pages

•	Media	Sizes:	Up	to	A4

In stock at Tech Data

1Comparison	based	on	manufacturers’	published	specifications	of	fastest	available	colour	mode	(as	of	March	2012)	and	includes	colour	laser	MFPs	<€1,000	and	colour	laser	printers	<€800	
excluding	VAT	as	of	March	2012,	based	on	market	share	as	reported	by	IDC	as	of	Q1	2012	and	HP	internal	testing	of	printer	in	fastest	available	colour	mode	(sample	4-page	category	
documents	tested	from	ISO	24734).	For	more	information,	see	www.hp.com/go/printerspeeds.
2Cost	per	page	(CPP)	claim	is	based	on	the	majority	of	colour	laser	MFPs	<€1,000	and	colour	laser	printers	<€800	excluding	VAT	as	of	March	2012,	ISO	yield	based	on	
continuous	printing	in	default	mode	based	on	market	share	as	reported	by	IDC	as	of	Q1	2012.	CPP	comparisons	for	laser	supplies	are	based	on	published	specifications	of	the	
manufacturers’	cartridges	with	similar	available	capacities.	CPP	based	on	HP	970XL/971XL	ink	cartridges’	estimated	street	price.	Note	that	actual	prices	may	vary.	
Actual	yields	may	vary	based	on	printer	used,	images	printed	and	other	factors.	For	more	information,	see	www.hp.com/go/learnaboutsupplies. 

Call your Tech Data Account Manager for more information or email 

print&supplies@techdata.co.uk

HP Officejet Pro X476dw MFP
•	Print,	copy,	scan	and	fax	double	sided	documents

•	Professional	colour	printing	at	up	to	36ppm	ISO		 	
	 and	55ppm	in	General	Office	Mode

•	Ethernet,	wireless,	Wireless	Direct,	ePrint,	AirPrint

•	Recommended	monthly	print	volume	
	 of	up	to	2,800	pages

•	Media	Sizes:	Up	to	A4
Part code: 2664659  

£383.50

Part code: 2667409  

£230.06
Part code: 2668676  

£370.01

Part code: 2664658  

£546.00

Part code  Product  Price 
2663546		 HP	970XL	Black	Ink	Cartridge	(9,200	pages)		 £59.40	
2663543		 HP	971XL	Cyan	Ink	Cartridge	(6,600	pages)		 £58.43	
2663544		 HP	971XL	Magenta	Ink	Cartridge	(6,600	pages)		 £58.43	
2663545		 HP	971XL	Yellow	Ink	Cartridge	(6,600	pages)		 £58.43
2668995		 HP	Care	Pack	3	year	next	day	exchange	for	X476/X576			 £118.15
2668997		 HP	Care	Pack	3	year	next	business	day	exchange	for	X451/X551		 £78.49

HP Officejet Pro 
X451dw Printer
•	Professional	colour	printing	at	up	to	36ppm		
	 ISO	and	55ppm	in	General	Office	Mode

•	Automatic	two-sided	printing

•	Ethernet,	wireless,	Wireless	Direct,	
	 ePrint,	AirPrint

•	Recommended	monthly	print	volume	of	
	 up	to	2,800	pages

•	Media	Sizes:	Up	to	A4

HP Officejet Pro 
X551dw Printer
•	Professional	colour	printing	at	up	to	
	 42ppm	ISO	and	70ppm	in	General	
	 Office	Mode

•	Automatic	two-sided	printing

•	Ethernet,	wireless,	Wireless	Direct,	
	 ePrint,	AirPrint

•	Recommended	monthly	print	volume	
	 of	up	to	4,200	pages

•	Media	Sizes:	Up	to	A4

HP Officejet Pro – Perfect 
for small to medium-size 
business work teams
Print at up to twice the speed1 and half the 
cost of lasers2 with HP PageWide Technology
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