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Photizo Group’s Transform conferences 
have become key events for providers 
of managed print services. This year’s 
global conference is taking place in 
Louisville, Kentucky on June 2-4.  
Those lucky enough to attend can look 
forward to three days of inspirational 
presentations covering every aspect 
of selling, pricing and delivering 
managed print services. Those who 
can’t make it can get a taste of the 
issues under discussion by reading our 
interview with Photizo Group CEO Ed 
Crowley, starting on page 17. 

PrintIT Reseller has attended many 
MPS conferences and at every one there 
have been questions from the floor about 
the effect that MPS could have on product 
design, in particular the possibility of 
developing printers with significantly 
longer-lasting consumables. Earlier this 
month, Epson provided its own answer to 
the question by unveiling the revolutionary 

Replaceable Ink Pack System (RIPS), covered  
on pages 25 and 26. Offered exclusively as 
part of an MPS, RIPS has ink capacities of 
75,000 pages per colour, enough for several 
years of uninterrupted printing. 

RIPS has enormous possibilities for MPS 
providers, as long as they can convince 
customers that inkjet is a viable technology 
for business workgroups – now and for 
years to come. Their task will be made 
somewhat easier by the fact that HP, too, 
has just launched its first enterprise inkjets 
(see page 28).  

As Everton threaten to take Arsenal’s 
Champions League place and Liverpool 
challenge for their first title in 24 years, 
could the natural order in office printing 
also be about to change, with inkjet at 
last superseding laser as the dominant 
technology?

James Goulding, Editor
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Putting the future of your 
business at the heart of our 
diverse solutions.

To contact your local supplier call us on 01908 547896 
or email: a.stafford@olivetti.com www.olivetti.co.uk

Business Print Solutions / Banking & Finance Signature & Scanning Systems / EPOS s / EPOS

                               see our videos on www.olivetti.co.uk

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

new sales opportunities for their 
businesses. 

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

PrintIT Reseller magazine fills this 
void for dealers, manufacturers, software 
suppliers, solutions providers and 
distributors.
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Kyocera moves to the Square Mile
Kyocera Document Solutions UK Ltd has 
moved its London Technology Suite to 
Number 1 Cornhill in the City of London.

The Reading-based company introduced its 
London Technology Suite near Oxford Circus four 
years ago and says that having a central London 
location has been instrumental in driving its growth. 

Marketing Director Nigel Allen said: “Having 
a venue in London where our partners can hold 
meetings as well as demonstrate our products and 
solutions has been one of the key factors in our 
fantastic growth. 

“Our move into the City from the West End 
reflects our focus on the financial sector and we 
plan to stay at Number 1 Cornhill whilst we search 
for a permanent London site to support our next 
ten years of growth.”  
 www.kyoceradocumentsolutions.co.uk
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In the news NewField IT beats growth 
forecasts 
Newfield IT recorded a 60% increase in 
group revenue and a 67% growth in the US 
in FY 2012-13. The growth is accelerating 
its move to a new ‘Office of the Future’ in 
April 2014.

Managing Director James Duckenfield said 
that its European expansion, market leading 
toolsets and global consulting capabilities will 
place NewField IT even further ahead of the 
competition in 2014.

“Our CompleteView analytics platform 
has been a real driver to close deals quickly 
and radically shorten the time to revenue in 
unprecedented volumes. We have helped our 
partners close hundreds of millions of dollars 
of TCV and executed analysis with our unique 
capabilities.”   www.newfieldit.com

PaperlinX announces key 
new appointment
PaperlinX has appointed Marc Small as 
National Account Manager (Office). Small 
will lead the merchant group’s channel 
business, with an overall brief to expand 
the level of support available for its channel 
partners, maximise reach and support the 
Group’s growth plans in 2014.  

Prior to joining PaperlinX, Small spent ten 
years with Xerox Document Supplies Europe, 
which was recently acquired by Antalis. Most 
recently, as National Accounts Sales Manager, he 
was responsible for Xerox’s large account reseller 
channel expansion strategy in the UK & EIRE. 
www.paperlinx.co.uk

Top safety accreditation
Cura Technical has been awarded 
accreditation from safecontractor for 
the fourth year in succession. This award 
enables the company to demonstrate to 
customers operating in diverse market 
sectors that the highest levels of health and 
safety standards are being practiced.

Safecontractor is the fastest growing health 
and safety accreditation scheme in the UK, with 
more than 210 major clients and over 20,000 
contractor members. Cura Technical achieved the 
accreditation after undergoing a vetting process 
that examined all health and safety procedures and 
the company’s track record for safe practice.       
www.curatechnical.com

JetTec launches  
new range
JetTec, the UK-based manufacturer of 
compatible and remanufactured inkjets 
and toners, has announced the launch of 
HP932XL and HP933XL inkjets, as well as 
a line of Dell and Oki toner cartridges. 
All items are protected by JetTec’s 100% 
guarantee, which covers inkjets for two 
years and toners for three years. 

The company is committed to reducing its 
environmental impact. Packaging is produced 
from up to 80% recycled plastics and, by 
working in partnership with sister company The 
Recycling Factory, which collect over eight million 
cartridges each year, JetTec says it is able to 
ensure sustainable remanufacturing.    
sales@jettec.com

Elite programme for 
channel partners
Kyocera’s new Elite Programme, designed 
to help educate channel partners about 
MPS and Kyocera’s portfolio of solutions 
and services, has been adopted by Midwich, 
Printerbase, QC Supplies, Printware, 
Printerland, Misco and Ingram Micro. The 
programme is part the company’s focus on 
support for its channel partners in 2014.   

Aaron Anderson, Printerbase sales and 
marketing manager, said: “The programme works 
exceptionally well for Printerbase. Most channel 
incentives we come across are geared up for 
incentivising sales only. The Elite programme is 
flexible and allows us to train and reward the 
company as a whole. Our team at Printerbase 
is raring to go. We are already looking ahead 
to next quarter to devise some more bespoke 
training modules that suit our business 
requirements more closely.”   
www.kyoceradocumentsolutions.co.uk

Sharp wins ‘Pick’
Sharp Europe has been awarded a ‘Pick’ 
from BLI, an evaluator of document 
imaging products and solutions. Sharp’s 
MX-6240N MFP was honoured in the high-
end A3 colour category for its exceptional 
reliability and image quality. 

Jason Cort, Director Product Planning & 
Marketing, Sharp Europe, said: “We are proud to 
be recognised once again by BLI. The ‘Pick’ truly 
validates Sharp’s position in the light production 
space and is a tribute to the world class products 
we provide.” 
www.sharp.eu
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News Release 
 
 
 
TOP SAFETY ACCREDITATION FOR CURA TECHNICAL 
 
BILLERICAY, ESSEX, 26 FEBRUARY 2014 - Cura Technical Ltd, the UK’s leading independent provider 

of technical support solutions, has been awarded accreditation from safecontractor for the fourth 

year in succession.  This award enables the company to demonstrate to customers operating in 

diverse market sectors that the highest levels of health and safety standards are being practiced. 

 

According to Jason Williams, Managing Director of Cura Technical:  “Health and safety issues are 

taken seriously across the organisation and achieving safecontractor accreditation shows that we 

have taken positive steps to ensure that our technical support engineers always operate in the safest 

way whilst on customer premises.” 

 

Cura Technical achieved the safecontractor accreditation after undergoing a vetting process which 

examined all health and safety procedures and its track record for safe practice.  safecontractor is 

the fastest growing health and safety accreditation scheme in the UK, with more than 210 major 

clients and over 20,000 contractor members.  With its growing profile in the UK, the scheme is now 

used by many large organisations as a way of obtaining competent contractors for services such as 

maintenance, refurbishment, electrical and mechanical work. 

 

“Major organisations can no longer run the risk of employing contractors who are not able to prove 

that they have sound health and safety policies,” added John Kinge, Technical Director of 

safecontractor.  “More companies need to understand the importance of adopting good risk 

management and the high standards achieved by Cura Technical have set an example which 

hopefully will be followed by other companies in the same sector.” 

 

 

#####
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In the news

VOW has announced details of a new 
service designed to deliver tailor-made 
people development training to VOW+ 
partners and supporters. 

Launched after consultation with resellers, 
Aspire is based on best practice within blue chip 
companies and VOW’s own experience in the 
business products sector. 

The first courses to be introduced are two 
five-day workshops: Consultative Selling, for 
people relatively new to sales; and Consultative 
Selling Pro, for more advanced sales professionals. 
The courses are made up of one- and two-day 
sessions, with individual coaching and mentoring 
in between. 

Other courses on offer include a two-day 
Leadership Coaching workshop for managers 
and leaders and three one-day power learning 

sessions – Presenting with Confidence, Effective 
Negotiations and Managing Pressure and 
Performance. 

Joe Walker, Head of Reseller Training and 

Development at VOW, said: “In developing Aspire 
we’ve spoken to many resellers, identified a range 
of needs and pressures and believe that we are 
now offering a powerful programme designed 
to raise individual and team performance more 
effectively than any other people development 
training currently available.”
n VOW outlined a number of new products 
and services at the VOW 2014 partner event 
held at the East Midlands Conference Centre in 
Nottingham on March 6. More than 280 delegates, 
including VOW+ partners, leading manufacturers, 
dealer groups and service providers, were 
entertained by speeches from Nev Wilshire, star of 
BBC3’s The Call Centre; Max McKeown, author of 
The Strategy Book; and VOW Managing Director 
Adrian Butler, amongst others.
www.voweurope.com

Tailor-made people development training 

Synaxon invests in 
sales through service
Synaxon has reinforced its ‘sales though 
service’ strategy, with the launch of a 
revamped iTrends marketing package. This 
includes a quarterly 40-page catalogue, 
personalised with the subscriber’s logo and 
contact details, and a separate pricing file so 
that each reseller can set its own margins. 
Synaxon partner distributor Ingram Micro 
can include individual resellers’ branded 
catalogues with any own-label deliveries it 
makes to end users on the reseller’s behalf. 
An online virtual version of the iTrends 
catalogue is also available for participating 
members.   www.synaxon.co.uk

22% lift in email 
marketing revenue 
Hunt Office has enjoyed a 22% lift 
in email marketing revenue since 
implementing a cloud-based solution 
from Bronto Software Europe.  

The company based in Newcastle West, 
Ireland implemented the Bronto Marketing 
Platform as part of its evolution from an 
exclusively bricks-and-mortar office supplies 
business to a fully fledged e-commerce 
operation. 

The Bronto Marketing Platform has enabled 
Hunt Office to deliver more targeted, focused 
marketing, leading to a 500% increase in the 
frequency of customer interactions (number of 
visits, time between visits). 

Hunt Office plans to grow email sales to 
15% of total revenue.   www.huntoffice.ie

Olivetti dealers enjoy trip of a lifetime
Olivetti UK’s top performing dealers of 2013 have just returned from a week-long stay at the 
Lux Belle Mare Resort on Mauritius. 

The trip was attended by 12 dealers from the UK and Ireland and six from Sweden and Denmark, plus 
wives and partners. Highlights included a driving rally around the south of the island, a catamaran sailing day, 
an Awards Dinner and Party on the last night and plenty of rest and relaxation.

Olivetti UK managing director Dennis Woods said: “Our top achieving dealers, and their partners, have all 
worked incredibly hard throughout 2013 so we have recognised their endeavours and successes by bringing 
them on a holiday of a lifetime and returning them home with their physical trophies of achievement but, 
more importantly, special memories of a wonderful place that will stay with them forever.”

Balreed surges towards £30 million turnover
Managed print services and production 
print systems provider Balreed increased 
turnover by 23% to over £29 million in 
2013. Preliminary trading figures show 
Balreed grew sales by £5.5 million despite 
challenging economic conditions and 
increased price competition.

Group Marketing Director Gary Downey said: 
“23% growth was a fantastic achievement, but 
more importantly we maintained the quality of our 
service delivery and underlying profitability during 
this growth, and that reflects the quality of the 

business across all operations.”
Balreed made two acquisitions in 2013, but as 

these were in the latter half of the year, Balreed 
does not expect to see the full benefits until next 
year.

“We achieved £5 million of organic growth, 
winning new clients and growing our share of 
existing customers in equal measure, with some 
very large implementations and service takeovers, 
and outpaced the market with our expertise in 
production print systems,” said Downey. 
www.balreed.com

Joe Walker, 
Head of Reseller 

Training and 
Development, 

VOW
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Altodigital boosts customer service 
Altodigital is using TomTom fleet management technology to 
improve customer service and cut mileage claims across its 
100-strong car fleet.

TomTom’s WEBFLEET fleet management platform will enable 
Altodigital to locate its mobile workforce and allocate jobs and route 
engineers to customers more efficiently.

Engineers will no longer have to complete mileage sheets 
manually, but can use TomTom’s Logbook iPhone app instead.

“Trying to resource, plan and dispatch more than 100 engineers 
can be very difficult, but with TomTom’s solution at our fingertips we 
will be able to streamline and improve our operations,” said Service 
Operations Manager Lou Read.   www.altodigital.com

Vision finalists 
Vision’s service excellence 
has been recognised by 
two national awards 
programmes. For the 
National GO Awards, 
Vision has been 
nominated in the Best 
Service Award category 
of the Excellence in 
Public Procurement 
Awards 2014/15. It is also 
a finalist in The European 
IT & Software Excellence 
Award.  
www.visionplc.co.uk

Lexmark suite eases printer 
management for resellers
Lexmark is simplifying the deployment of on-premise 
and cloud-based print management solutions with the 
launch of the Lexmark Print Management (LPM) suite 
of products. 

LPM provides resellers with a complete offering including 
• secure Print Release for compliance and waste reduction; 
•  tracking and accounting tools that let partners and end users 

monitor every print, copy and scan made by any user on any 
device; 

•  full reporting options for proactive management of the printing 
and imaging environment; and 

•  user controls such as print quotas and restricted access to 
features such as copy, scan or fax.

LPM print management solutions can be deployed on-
premise or through the cloud, giving resellers the flexibility to 
offer a choice of deployment models and pricing options.

Danny Molhoek, Country General Manager at Lexmark UK & 
Ireland, said: “Lexmark Print Management is the key to helping 
cut paper waste and improve printing efficiency. This gives our 
partners the tools they need to implement and streamline an 
output environment by helping to reduce unnecessary printing 
while providing greater mobility and productivity for the end 
users.”   www.lexmark.com

Ocean appointed authorised  
Xerox reseller
Ocean Intelligent Communications, a supplier of IT 
consultancy, managed services and infrastructure, has 
been made a Xerox authorised reseller and authorised 
service provider.

Ocean will offer the full range of Xerox office products and 
supplies, including Phaser printers, WorkCentre and ColorQube 
MFPs and managed print services (MPS) through Xerox Partner 
Print Services.

Ocean group sales director Jason Osmond said: “At Ocean we 
work exclusively with leading tier one suppliers and manufacturers, 
so Xerox’s global reputation and reach made it an obvious choice. 
Aligning with Xerox will give us a strong IT and print managed 
services value proposition that we can take to the market, opening 
up new opportunities that will enable further expansion.”

Norman Richardson, director and general manager, Channels 
Group, Xerox U.K. added: “This partnership will provide Ocean with 
a unique value proposition that will further strengthen its position 
as a leading provider in the technology marketplace. Partnering 
with an IT services focused reseller such as Ocean further marks 
Xerox’s transformation, beyond its traditional focus on hardware to 
a more services-led model.”

Xerox honours RDT 
and Xeretec 
RDT Office Solutions Group Ltd has 
won the Xerox Office Partner of the 
Year award for 2013. RDT achieved 
175% of target and has successfully 
adopted a services-led model leading 
with Managed Print Services. 

RDT Group Managing Director Derek 
Russell said: “This award confirms the 
transition of our business model to an 
IT Services company and is a reward for 
the commitment and loyalty of all our 
staff. This award, and our affiliation with 
NAPPS, recognises our focus on delivering 
exceptional service.”

Also successful at Xerox’s channel partner 
awards was Xeretec, the UK’s largest Xerox 
concessionaire. It was named Xerox Premier 
Partner of the Year and Finance Partner of the 
Year 2014, after achieving double-digit sales 
growth across its UK & Eire operations. 

Ingram Micro has announced a number of changes to its 
European organisation, as it implements a pan-regional 
operating model to improve its competitiveness and ability to 
meet customer needs. These include plans to standardise go-
to-market models for each European country.

European Senior EVP and President Gerhard Schulz said: “Ingram 
Micro’s business model must have the agility and flexibility to take full 
advantage of the many existing opportunities in the market. With this 
new operating model, we intend to accelerate our internal decision-
making processes and systems that will support our country go-to-
market efforts even more, allowing us to provide our partners with even 
greater world class service.”   www.uk.ingrammicro.com

 u Jason Osmond,  
group sales director

Ocean

t Danny Molhoek,  
County General Manager,  
Lexmark UK & Ireland

Ingram Micro to 
rationalise its 

business
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Totalpost to sell Ricoh 
printing solutions  
Ricoh has appointed mailroom specialist 
Totalpost Services Plc as a reseller of 
its full range of print solutions. The 
company’s products will complement 
Totalpost’s existing range of mailroom 
solutions and services, including 
franking machines, mailroom machinery, 
mail scanners and mail audits. 

Totalpost managing director David 
Hymers said: “We are delighted to be able 
to offer Ricoh’s range of high quality printing 
and software solutions to our customers. 
There are many synergies between our two 
businesses and I believe that by providing 
both mailroom and print audits we will be 
able to help businesses make some great 
efficiencies and savings.”

Totalpost is a privately owned UK business 
with headquarters and manufacturing in 
Cumbria, processing locations in Warrington 
and Swindon and international operations in 
France, Germany, South Africa and the USA.

In the news
bulletin

Xerox gives partners tools to  
develop personalised solutions  
To help channel partners increase revenue 
and strengthen relationships with small and 
medium-sized businesses, Xerox has enhanced 
its Global Partner Programme and introduced a 
Personalised Application Builder. 

Enhancements to the Xerox Partner Programme 
include a six-fold increase in the volume of information 
and content available to resellers, including new 
campaigns, templates and automated email 
campaigns, as well as a new SmartPad app that 
enables mobile sales people to close deals faster by 
accessing interactive presentations, videos, photos, 
datasheets and brochures on an Android tablet or iPad.

The Personalised Application Builder brings 
together a set of Xerox tools, training and marketing 
resources that enable partners to meet individual 
customers’ requirements with own-brand, personalised 
office, MPS and production print solutions.

Tools include the Xerox App Studio and Software 
Developer Kits for MPS, FreeFlow workflow software 
and Xerox’s Extensible Interface Platform. Partners 
can build their own solutions or commission Xerox’s 
authorised developer network to create solutions on 
their behalf.  

Three-year warranty 
for 3D printers  
Trade-only distributor Midwich is 
offering a three-year warranty on 3D 
Systems’ 3D printers to run alongside 
the manufacturer’s standard one-year 
cover. The warranty will be provided 
by service supply chain specialist 
Centrex Services.

Darren Maxey, product manager at 
Midwich, said: “The three-year warranty is 
important for many resellers as, for some 
end users, the investment is considerable. 
It’s important for equipment to be repaired 
or replaced quickly.”
www.midwich.com     
www.centrexservices.co.uk

Cloud-ready mono MFPs  
Sharp has announced a range of six energy-saving 
black and white multifunction printers with advanced 
cloud capabilities and a low-melt toner formulation 
that significantly reduces the amount of energy used 
when printing and copying. They also feature biomass 
plastic made from plant matter and intelligent energy 
and power saving features.

The range includes three cloud-enabled models, the  
MX-M565N, MX-M465N and MX-M365N. Supplied with 
wireless LAN connectivity and the Sharp OSA platform as 
standard, they enable users to print from and scan to the cloud 
via the control panel. A subscription to Sharp’s Cloud Portal 
Office provides the ideal platform for sharing documents with 
colleagues in the office and beyond.

For businesses that don’t yet store and share information  
in the cloud, the range includes three cloud-capable models, 
the MX-M564N,  
MX-M464N 
and MX-
M364N. 
Customers can 
cloud-enable 
the devices at 
any time with an 
optional wireless 
LAN and Sharp 
OSA upgrade.    
www.sharp.eu

MSE supplies catalogue
Micro Solutions Enterprises (MSE), a global leader in 
aftermarket toner cartridges, has produced a new catalogue 
containing details of all its latest products, including MPS 
Engineered and Advanced Color Technologies supplies, as 
well as information on its online core collection program. To 
order a copy, contact your MSE account representative today. 

   BNP Paribas 
Leasing wins again
For the second year running, BNP Paribas 
Leasing Solutions has been named 
Finance Services Provider of the Year at 
the IT Europa Awards, which took place in 
London on March 26. IT Europa managing 
director Alan Norman said: “BNP Paribas 
Leasing Solutions had by far the greatest 
number of supporting testimonials from 
clients who mentioned the quality of the 
service they had received.” Judges praised 
BNP Paribas Leasing Solutions for its 
“understanding of, and flexibility towards, 
finance”. 

The planitgreen range of premium toners offer you both print 
cost and environmental savings, help you maintain the highest 
productivity and also gives back to the UK’s social environment.

Up to 60% cost savings against OEM’s.

Free toner recycling scheme & recycling boxes.

Guaranteed for 2 years providing unrivalled reliability.

£1 Reseller reward for you plus a 25p donation with every toner 
to The Starlight Childrens Foundation

DMC exclusive distributors for

Fully featured 
multifunctionals 
DSales (UK) Ltd, UK distributor of the Develop 
range of document imaging systems, has 
launched the Develop ineo+ 3350 and 3850 
A4 colour multifunctionals. The ineo+ 3350 
and 3850 come with full functionality and 
deliver 33 or 38 prints per minute in printing 
or copying mode. The devices’ environmental 
credentials are indicated by Energy Star and 
Blue Angel certification.   www.dsales.eu
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In the news

Riso to expand channel 
as demand grows for 
its high speed inkjet 
printers
Riso is expanding its UK dealer network 
to satisfy growing demand for the 
ComColor X1 Series, the world’s fastest 
A4 cut-sheet inkjet printer.  

Since launching the X1 in June 2013, Riso 
has seen a 60% increase in units sold, as 
awareness of the benefits of inkjet printing grows and 
organisations take advantage of the devices’ greater 
capabilities and advanced finishing options to produce 
short runs of personalised material on-demand.

Riso UK managing director Tatsuo Murakami 
told PrintIT Reseller that Riso had doubled its dealer 
network in the last year to 40 or 50 dealers and was 
now looking to take on even more channel partners. 
Currently, about one third of Riso sales are through 
the channel.

Murakami said the X1 was doing particularly well 
in the education sector, due to its fast print speeds 
and low running costs, and in light production print 

environments, where its low 
capital cost –  

10 times lower 
than some 
competitor 
machines – 
has reduced 
barriers to 
entry for 
organisations 
wanting 
to provide 
variable data, 
transactional 

print, mailing and book services.
At IPEX 2014, held at ExCeL, London on March 

24-29, Riso was showing an expanded range of 
processing and finishing options for commercial print 
providers and corporate print centres. 

These now include a native IPDS controller for 
production print; high capacity feeders; an integrated 
pressure seal envelope printer/inserter/sealer; an in-
line perfect binder capable of producing perfect bound 
books up to 30mm thick at high speed (sixty 100-page 
books per hour); and The Bridge, an integrated print 
and mail solution that links a Riso inkjet printer to 
Bowe Systec’s Vario inserting system.

Ideal for hybrid mail applications and the 
processing of sensitive documents, such as bills and 
medical or legal documents, The Bridge automatically 
transports printed output from the printer to the 
inserting system. Because no manual intervention is 
required, the confidentiality of documents is assured. 
There is even the option of an opaque cover that 
prevents an operator from reading documents as they 
are transported. 

The Riso ComColor X1 is equally suitable for run-
of-the-mill cut-sheet printing in schools, businesses 
and government organisations, where it provides 
a productive and economical alternative to more 
expensive, slower and more energy-intensive laser 
devices.   www.riso.co.uk

Entatech to distribute 
OKI printers  
Printing specialist OKI Systems UK has 
signed a UK distribution agreement 
with IT distributor Entatech UK Ltd.

Simon Tetlow, OKI Head of Channel, 
said: “It gives me great pleasure to confirm 
Entatech has been appointed a UK Distributor 
for OKI hardware and consumables. Entatech 
do not have any other print vendors on board 
and this provides a perfect opportunity to 
help broaden our reseller channel, which is 
one of our key objectives for FY14.” 

Entatech Director Jon Atherton said: 
“OKI is a renowned name within printing, 
synonymous with quality and innovation, 
and is a perfect fit for our enterprise 
customers. This year, we have really focused 
on building our B2B portfolio which not only 
enables us to further increase our breadth 
and product offering, but also helps our 
customers to increase their own customer 
database and sales.”

Entatech has over 20 years’ experience in 
the IT industry and currently distributes more 
than 10,000 products from 90 manufacturers.
www.entaonline.com

David Cameron opens Jetrix 
demo suite  
Prime Minister David Cameron recently opened the 
new demonstration suite of inkjet printing specialist 
InkTec Corporation in Witney, Oxfordshire. InkTec 
entered the UK in 2006 and has been expanding its 
operations over here with the support of KOTRA, 
a South-Korean Government-funded trade and 
investment organisation.

The demo suite will enable resellers, customers and 
distributors to gain first-hand experience of InkTec’s award-
winning JETRIX suite of UV flat-bed printers. Ideal for indoor 
and outdoor printing, industrial applications, silk screen and 
signage, JETRIX prints directly on any substrate, including metal 
and glass, removing the time and expense of printing and then 
sticking expensive materials to a substrate. 

The printers range in price from £50,000 to £140,000 and 
have running costs from as little as 50 pence per square metre, 
much lower than the average ink price of £1 per square metre. 

Resellers wanted  
Document management and scanning 
specialist Office Gemini is launching 
a UK reseller recruitment drive with 
the promise of industry-leading 
margins of 45% for Dokmee document 
management and Diamond Vision 
imaging software sales, rising to 50% 
for those who achieve a monthly 
turnover of more than £7,000. 

Office Gemini CEO Boris Roy said: “We 
are interested in partnering with resellers 
who have experience selling to small scale 
government departments and SMEs, but 
also to the education sector (third-level 
colleges, universities, private schools) and 
local government. We’re also keen on forging 
partnerships with distributors who sell to the 
transportation, law and health sectors.”

The reseller sign-up fee is £2,400 for the 
first year and £500 per year thereafter.

For more information, please visit  
www.officegemini.com. 

Samsung joins 
NAPPS
Samsung Electronics Co., Ltd has become 
the latest global manufacturer to partner 
with The Document Solution Association, 
NAPPS. The partnership means Samsung 
will join a host of leading Managed 
Document Services (MDS) stakeholders 
that are working together to drive best 
practice and service excellence through 
the UK channel.

Kwang-Choon Chung, CEO InkTec, with David Cameron 

Simon Tetlow, 
Oki head of 
channel



The future in modern e-commerce website solutions
for the IT & Office Products Dealer
Register or Call for an online demo :-
www.2020prosoftware.com/demo   01752 330044 

2020Pro

“Don’t sign up to a website, e-commerce or 
content management solution, until you’ve seen it. 

It’s revolutionary, it’s coming soon...”

2020Pro Dealer Web Software Coming Soon!

2020 Pro Digital Media
A division of JGBM Ltd

www.20202prosoftware.com
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Finance Unlocked
By Andy Milsom, Head of Training and Partner Development,  
BNP Paribas Leasing Solutions
It’s been suggested that if business is a game, then finance is the way we keep score. 
The way I see it, anyone who understands finance is well placed to enhance their 
earnings through career progression and improved relationships with existing and 
potential customers.

Our one-day financial training course, which we’ve been running for eighteen 
months, is designed to help B2B sales teams adopt a more strategic selling 
approach in today’s tough financial climate. It explores how organisations 

access finance, both internally and externally, and deploy capital in the context 
of conflicting needs and demands. It also explains the benefits of leasing over 
cash and teaches delegates how leasing can be used to increase customer 
lifetime value. 

The training seeks to develop competencies in business finance; reading 
and interpreting financial statements; uncovering new sales opportunities 
with existing customers; and winning prospects. We help attendees to 
recognise and solve their customers’ budgetary challenges and show how 
to get business opportunities accepted and closed on finance.

There were three reasons why we developed this course:
1. Firstly, our partners were telling us that the external economic 

environment was playing havoc with their sales conversion. 
Customers were taking longer to commit due to conflicting financial 
demands and order values were getting smaller. This necessitated a 
different sales approach and technique.

2. Secondly, the internet’s impact on consumer purchasing has 
now made its presence felt in the B2B arena too. According to industry 
statistics, 60-70% of all procurement managers research their solution 
requirements on the internet before selecting a product and vendor.  
For many buyers in the SME space, getting maximum value from limited 
budgets is clearly a priority. 

3. And finally, feedback from our partners in our annual customer 
satisfaction survey suggested they viewed financial training as a key 
value-add. 

To date, over 800 delegates have attended the course, which 
takes place either at partner premises or at BNP Paribas’ 
offices. Satisfaction with programme content is extremely high. 
Post-training delegate surveys reveal that over 98% would 
recommend the programme to a colleague. 

For more details, email andy.milsom@uk.bnpparibas.com

NAPPS UPDATE 
Always have a sofa in the 
kitchen 
By Aaron Warham,  
Director, NAPPS

Success can be achieved in 
a number of different ways 
and ‘gurus’ can make a 
fortune telling people how 
to be the best that they 
can be. But when Richard Branson tells you 
his top ten tips for success, it’s time to sit up 
and take notice.

Recently published on the BBC’s online news site, 
Branson’s list can read too like ‘hokey home-spun’ 
truths, but, on deeper inspection, his ideas and moral 
approach to business development are the ideal 
foundations for any successful organisation.

Tip number two: ‘Make a positive difference and 
do some good’. It’s the foundation on which NAPPS 
was set up, but more importantly, it’s a core value 
of the NAPPS membership. In short, look after your 
customers. To some, this may seem like stating the 
obvious, but it’s very easy to forget about the actual 
needs of your customer once the deal has been done. 
In the past, the cyclical nature of the lease upgrade 
kept customers and their needs at arm’s length, but 
with the continual development inherent in true 
MPS engagements, customer contact has become a 
constant, enabling NAPPS members to make a real 
difference to their clients.

Tip number three: ‘Believe in your ideas and be 
the best’. After spending the last two and a half 
years visiting the NAPPS membership to learn about 
them as people and to understand what makes them 
successful, it’s become clear that the constant which 
binds them all together is culture, which for me is 
proof that a business has made a conscious decision 
to believe in its own ideas. 

Easily defined but far harder to achieve, once 
a culture has been developed and committed to, 
success is virtually guaranteed. The real joy in running 
NAPPS is seeing that the cultures developed by all 
members are based on putting customers at the 
centre of every decision they make, and striving 
always to give them the best possible service and 
support.

 And so to the sofa reference in the headline. In 
some circles it could be interpreted as a feng shui 
suggestion, but I think Branson is comparing the 
heart of the home to the heart of a business. Very 
much like developing a culture, if employees buy 
into what the business is about and feel comfortable 
on the sofa, the only outcome will be success. On 
my travels with the UK’s leading channel partners, 
I can honestly say that I have never seen a sofa in 
a kitchen or breakfast room, but I have seen teams 
that are comfortable not only with what they have to 
do, but why they have to do it.

Brother creates new MPS role  
Brother UK has strengthened its managed print 
services capabilities with the appointment of  
Mike Mulholland as leader of its services and 
solutions team. 

In his new role, Mulholland will be responsible for 
developing BPS and MPS programmes for all Brother’s 
channel routes to market. 

Previously, Mulholland spent 20 years at Océ Canon, 
where he was responsible for setting up the company’s 
MPS division in the UK. 

Brother UK MD Phil Jones said: “Mike has a history 
of delivering sound MPS strategies targeted at mid-
market and enterprise businesses. His leadership style and 
experience will undoubtedly help define and grow our MPS 
business in 2014 and beyond, ensuring we strengthen our position in the market.”

Mulholland added: “MPS presents an exciting opportunity for the coming year and as part of 
Brother’s long-term growth strategy. We already have a solid standing with MPS among SMEs, 
which gives us a great base to step up into the mid-market.”



On average, around 80 per cent of the 
data within a business is considered to be 
unstructured, according to analyst firm Gartner. 
There is still an enormous amount of enterprise 
information that sits in text documents and 
presentations, graphics, email, audio, video, web 
pages and in various office software.  

Managing unstructured data is extremely important 
if a business wants to improve efficiency – as well as 
reduce storage and compliance costs. This task has 
been painfully difficult due to the time, resources and 
overhead required to manually insert, process and 
classify this immense volume of data. Not only is this 
process time consuming, it’s error prone too.

The vital element is introducing intelligence and 
automation into the capture process. Now, instead 
of just being added to the pile of unstructured data, 
documents are accurately sorted based on their 
content, critical information is lifted out based on its 
context, then validated and seamlessly passed into 

the core business 
applications and 
workflows.

Lexmark’s 
intelligent solutions 
can suddenly 
turn data from 
unstructured to 
structured. As such, 
it becomes part of a 
data model that can 
be indexed and integrated.

Furthermore, this process can be done at the point 
of capture, even in distributed environments.  
As such, it becomes possible to create an end-to-end 
information capture, processing, distribution, storage 
and retrieval solution. This addresses the issue of 
unstructured data in an accurate, automated way  
– an intelligent way.
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...

Managing unstructured data 
intelligently
Danny Molhoek, general manager, Lexmark UK & Ireland
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Samsung’s Hello 
Mum solution 
transfers 
ultrasound 
scans directly 
to the mother's 
smartphone

At this year’s CeBIT held in Hanover, 
Germany on March 10-14, Samsung 
broke with tradition by focusing 
exclusively on its B2B offering for 
small and medium-sized businesses, 
rather than its attention-grabbing 
consumer products. 

Samsung’s stand – its largest ever at 
CeBIT – was divided into specific zones 
for key vertical sectors, such as education, 
healthcare, retail, financial services and 
government. Each zone featured examples 
of how Samsung products can be used to 
streamline processes, improve efficiency 
and reduce costs.

Often, this is achieved by eliminating 
paper completely. In the healthcare zone, 
for example, Samsung was showing the 
Hello Mum solution, which transfers scans 
of a baby from an ultrasound machine 
directly to the mother’s smartphone, 
removing the need for a print. In the 
financial services zone, Samsung and 
SignDoc were demonstrating how 
electronic signatures enable users to 
sign documents on mobile devices in a 
completely digital workflow.

Even so, print remains a key focus 
for Samsung, as was made clear in 
the pre-show press conference where 
Samsung declared 2014 the Year of SMB 
Solutions; reaffirmed its ambition to 
become the world leader in office printing; 
and announced details of a new cloud 
platform that provides a way for SMBs to 
access a range of business services – and 
for Samsung and its resellers to generate 
additional revenue. 

In time, these are expected to include 

hosted IT services (e.g. Exchange, 
Sharepoint, telephony); cloud-based SaaS 
services (e.g. Salesforce, Box); hosted 
business apps (e.g. CRM, accounting, ERP); 
and outsourced services (e.g. managed 
print services, reporting and maintenance).

Samsung Cloud Print
The first solution to make use of the 
Samsung Cloud Platform is Samsung 
Cloud Print, a new document printing and 
sharing app that employs NFC wireless 
communications and cloud routing to 
simplify printing from/scanning to mobile 
devices. The combination of an NFC-
enabled smartphone or tablet and an 
NFC-enabled Samsung printer lets users 
print to a local device simply by tapping 
one on the other.

The big difference with Samsung’s 
existing NFC print solution is that instead 
of tap-to-print, Samsung Cloud Print offers 
tap-to-release. Prints/scans are sent from 
a smartphone/tablet to the cloud where 
they remain until the user releases them by 
tapping his/her NFC-enabled mobile device 
on the selected printer (users can store up 
to 20 printers in the app). 

The app can also be used to share 
documents with colleagues and associates 
simply by clicking their phone number in 
the smartphone contacts list. Alternatively, 
you can enter an email address manually. 
Next year, Samsung is adding a Display 
Copy feature that will let users send 
material to other Samsung devices, such as 
a TV or large format display.

 
SME printers
To enable customers and resellers to make 
the most of Samsung Cloud Print, Samsung 
is extending NFC connectivity from its 
consumer and small business products 
to machines designed for businesses 
with higher print volumes and more 
sophisticated requirements. These include 
the MultiXpress CLX-9301 and SCX-
8128NX series A3 MFPs and the brand 
new Xpress C1860 (18ppm colour) and 
M2885 (28ppm mono) series printers. 

Other SMB products launched by 
Samsung this year include the ProXpress 
M4020/M4070 printer/MFP, featuring 

The sky’s  
  the limit

Samsung is targeting SMEs with an expanded 
range of printers and solutions

Samsung’s XOA Web open platform 
architecture, which allows custom and 
third party applications to be installed on 
devices; and the Business Core Printing 
Solutions (BCPS) suite of embedded, 
serverless document management and 
output management solutions for MFPs 
with the embedded version of XOA.

OA recruitment
As well as launching new B2B products, 
Mark Ash, Samsung UK & Ireland General 
Manager for Print, told PrintIT Reseller 
that in the last 12 months Samsung had 
overhauled and expanded its Print division, 
changing 80% of the management 
positions and increasing the head count 
to 39. He added that his priorities this 
year were to increase the number of 
office automation (OA) resellers and grow 
Samsung’s managed print services (MPS) 
business.

“Our reseller recruitment aim for 2014 
is to grow the number of OA specialists 
geographically. We have a product offering 
that is really strong in SMB, which is 
predominantly serviced by people who can 
offer a local presence and a specialised 
skill-set,” he said.

“We have also invested heavily in 
an enterprise business team. This is still 
indirect and sells via the channel, but it has 
a direct relationship with the end user. That 
team has grown 300% in a year in terms 
of the number of people employed.”

Ash said that MPS would be offered 
both by OA dealers and the enterprise 
business team, which targets FTSE 500 and 
large public sector bodies.

“We have a dual approach,” he said. 
“We have an account manager who’s a 
generalist in all Samsung B2B products 
and we have a dedicated managed print 
team that will work with resellers on MPS. 
This gives the reseller access to something 
with a tangible value. They don’t have to 
invest significant sums in bringing people 
up to speed and investing in the tools and 
software necessary to deliver MPS. They 
can utilise the Samsung team. We will use 
best-of-breed industry standard tools for 
audit, design, assessment and on-going 
print monitoring.” 
Samsung Cloud Print will be available for 
free download on the Android operating 
system via ‘Google Play’ and ‘Samsung 
Apps’ in June 2014. The iOS-version of the 
Samsung Cloud Print app will be launched 
in the second half of 2014. 
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PRINT SERVICE

Work less, earn more. It’s easy with on-going 
profits from print services – and PrintSense.
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PrintIT Reseller: How is the printer 
industry at the start of 2014? Is it in 
a better place now that the global 
economy is recovering?

Ed Crowley: Yes and no. In many ways 
the industry is going through what is called 
a secular decline. It’s a mature industry: 
people are buying printers as replacement 
devices, not as brand new installs. They 
are also increasingly looking at using 
MPS (managed print services) outsourcing 
to manage devices more effectively and 
to give better deployment ratios along 
the lines of 6-8 employees per device 
rather than two employees per device in 
unmanaged environments. So there’s a lot 
of pressure to consolidate and right-size 
the fleet. Then there’s the pressure on 
printing in general, from iPads, cloud-based 
computing and the arrival of Generation 
Y in the workplace. All these factors are 
causing a decline in printed pages. We 
have seen some rebound as the economy  
improves globally, but not enough to 
offset the overall trend of people printing 
less. That’s why firms like Xerox, Lexmark 
and Ricoh are very focused on shifting to 
services, software and other value added 
areas, as opposed to just print and copy.

PrintIT Reseller: As Western European 
and US economies recover, will 
people become more relaxed about 
printing or will there be continued 
pressure to reduce print volumes and 
cut costs?

Crowley: We think there will be continued 
pressure. With the recession, all of a 
sudden people realised how much they 
were spending on printing. It moved from 
being something under the radar that 
people didn’t think about to people saying 
‘I know I’m spending too much on printing. 
I don’t know how much, but I know it’s 
too much’. We do a lot of work with CIOs 
and we have seen that change in all sizes 
of organisation. They are definitely focused 
on cost.
 
PrintIT Reseller: Will MPS continue 
to be the best way to achieve cost 
reduction goals or could businesses 
exploit the capabilities of today’s 
hardware and device management 
software and do it themselves?

Crowley: That’s a really interesting 
question. I think we are going to see an 
evolution, in part. There will continue to be 
a lot of firms that outsource their printing 

q & a

Ahead of the Transform Global MPS conference taking place in Louisville, 
Kentucky on June 2-4, PrintIT Reseller asks Photizo Group CEO Ed Crowley 
about trends in managed print services and what they mean for the channel

This year’s model

and imaging through the MPS route 
because quite simply they don’t want to be 
experts at managing fleets – that’s just not 
something they want to invest technology, 
time or resources in. However, I think we 
will also see growth in the number of firms 
that say ‘You know what, I can manage this 
myself, perhaps even more cost-effectively’. 
So while outsourced MPS will continue 
to be the dominant model, there will be 
growth in what I call self-managed MPS.

PrintIT Reseller: What is the current 
MPS adoption rate in the UK/Western 
Europe and how do you expect it to 
change in the next few years? Where 
will the growth be?

Crowley: We still see an adoption rate 
of below 30% across Europe as a whole, 
with more mature levels of adoption in the 
UK, Netherlands, Germany and perhaps 
France. Our projection is that there will 
be a compound annual growth rate of 
greater than 10% across Europe and the 
UK. Growth will be driven by two things: 
more small and medium-sized businesses 
will adopt MPS, whereas in the past it’s 
been very strong in the enterprise space; 
and you are going to see a lot of MPS 
growth in the channel, rather than direct 
from manufacturers. There will be some 
growth in enterprise accounts, but it will 
be less about new accounts and more 
about account penetration, winning the 
entire account – not just the country or the 
headquarters, but the entire account.

PrintIT Reseller: Do the MPS needs of 
SMBs differ from those of enterprises 
or is it just a question of scale?

Crowley: No, they are different. Some 
things are similar: both have a need for 
remote management and remote supplies 
fulfilment, for efficient delivery. Where 

Continued...

Then there’s 
the pressure 
on printing 
in general, 
from iPads, 
cloud-based 
computing 
and the 
arrival of 
Generation Y...

Ed Crowley: Photizo Group CEO
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it differs is that in SMEs the focus shifts 
from pure cost-savings to cost avoidance. 
In other words, ‘If I can avoid hiring an 
IT person to manage these devices, if I 
can offload some of the time being spent 
managing devices and doing internal 
customer support from my IT team to a 
managed print service provider, then I can 
shift IT resources to things that are more 
mission critical’. That’s huge in SMEs: it’s 
much more about ‘Make it easy for me’ 
than about making huge savings.

PrintIT Reseller: Naming your 
conference Transform is a clear 
statement of what you believe the 
channel must do to survive. Do end 
users also need to transform to get 
the most from MPS and, if so, in what 
ways?

Crowley: They do. We work with a lot 
of end user organisations and often, 
particularly in large enterprises, they start 
off with the view that they have to put 
this out to RFP at the lowest cost. Then, 
when they start to look at it, they ask 
‘What am I actually trying to accomplish 
here? Is it about cost? Is it about making 
myself more efficient? Is it about providing 
better capabilities to my end customers?’ 
And as they start sorting through those 
requirements, the focus shifts. Cost is still 
important – I don’t want to minimise that 
– but it becomes a lot more about ‘What 
can you enable me to do?’, particularly 
when it’s more than just managing a fleet 
and actually implementing workflow or 
business process enhancement. ‘How 
can you fundamentally help me make my 
business better? If we outsource this, how 
will it make me be better at what I do?’ 
The focus shifts more towards adding value 
and additional capabilities rather than just 
reducing costs? This requires a change in 
customer thinking.

PrintIT Reseller: MPS vendors used 
to pride themselves on high contract 
renewal rates. Is this still the case, or 
is there now more customer churn?

Crowley: We are definitely seeing more 
customer churn and it’s really being driven 
by two things. More customers are saying 
‘Look, I want you to offer more than 
just fleet management. I want advanced 
document services as part of my MPS 
contract. I’ll sign the first contract with 
you, and that can really be about fleet 
management, but the next contract has 
to be about advanced document services’. 
Vendors come in and sell their advanced 
document service capabilities and everyone 
is happy. Then what happens is that at 

the end of the first contract they say ‘Gee, 
we’ve got the fleet managed but I’m 
not making any progress on advanced 
document services. We’re going to give 
you another contract period to do this’. 
When the vendor still doesn’t achieve 
this, they say ‘Well, if all you are going to 
do is reduce my costs then this is a pure 
RFP procurement. I am going to put it in 
an RFP and let purchasing handle it’, at 
which point it becomes commoditised and 
is all about the cost per page. At this point, 
customers turn and say ‘If you can’t move 
me forward and it’s just about managing 
the fleet, I can do that’. This creates churn 
through missed expectations. 
The other thing that causes churn is 
summed up by something a vendor said 
at one of our conferences: ‘If we really 
understand what the customer is trying 

to do when we walk in first time and we 
execute well on that we have an almost 
100% renewal rate. But when we walk 
in and we’re just pushing a programme 
and don’t really understand what the 
customer’s objectives are our renewal rates 
fall down to 50%.’ Some vendors treat 
MPS as a programme and don’t focus on 
understanding what the customer needs. 
These people don’t hang on to customers 
because they never really knew what to 
deliver in the first place.

PrintIT Reseller: Who is spearheading 
the drive to business process 
optimisation: the vendor, dealer, 
customer or IT services provider?

Crowley: I was having this conversation 
with one of the major OEMs and they said 
‘Initially, we started with the concept of 
let us help you move into this advanced 
document services space and customers 
bought into it. Now we are finding the 
more of that that we do, the more the 
customers are driving us’. I think that's 
really what’s happening. Customers are 
saying ‘I’ve heard all the marketing pitches, 
now here’s what I need' and they are 
very focused on document solutions and 
improving how their business operates. It’s 
very much being driven by customers now.

PrintIT Reseller: Are IT services 
companies continuing to move into 
MPS? If so, what share of the market 
do you estimate they have now? And 
what is their preferred approach 
– developing an MPS capability 
themselves, partnering with an 
MPS provider or acquiring an MPS 
provider? 
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practitioners at 
Transform Global 
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Crowley: We are seeing all those 
approaches being tried. In Europe, IT 
providers still have a pretty small share, 
but here’s what I think is going to happen 
because we have seen it happen in North 
America. About two years ago, a lot of 
OEMs started saying ‘Hey, you’ve got to 
get into managed services’. At that time, 
many dealers had agreements with IT 
service providers to go in to a customer 
together: one would provide MPS and the 
other would provide IT services. After that, 
dealers started offering managed services. 
Now I have more and more IT resellers 
coming up to me and saying ‘You know 
what, I used to partner with a dealer until I 
found out I was competing with him. Now 
I actually offer MPS because I have to. It’s 
defensive – it leaves a door open if I don’t’. 
In the US, IT resellers are starting to come 
into MPS in a much bigger way, if nothing 
else for defensive reasons. I think that will 
happen in Europe – probably in the UK 
first – but I don’t think it’s happening yet. 
We are a year or maybe a little more away 
from it yet, but you will see that shift start 
to occur.

PrintIT Reseller: Why should an IT 
director trust the guy who manages 
their printers with business process 
optimisation?

Crowley: Because in many cases that 
person has been dealing with documents 
that are part of the core business process. 
However, you can’t go in as ‘the printer guy 
who is now going to help with business 
processes’: that doesn’t have credibility. 
What you have to do is say ‘I understand 
your business processes, these are the 
issues you are having and here is how we 

can help you make those processes better’. 
That’s very credible. You need a significant 
upgrade in sales ability and delivery 
capability in order to be able to do that.

PrintIT Reseller: If resellers are to 
prosper, will they have to change the 
way they charge for services? 

Crowley: We are seeing a change in 
business models. Fleet management will 
become a pure utility model where the 
customer says ‘You put the equipment in 
and you own it and I am just going to pay 
for usage’. That utility model is going to be 
very common. You are also going to see 
models where a lot of the contract revenue 
comes from software fees and professional 
service fees. Companies will say ‘We will 
implement this system for you; we will 
manage it; we will store your documents 
securely and remotely; we will provide all 
the workflow elements. We are not going 
to charge you anything upfront, we are 
just going to take one hundredth of a cent 
per page to handle document repositories, 
to move documents around etc.’. That 
model is relatively new but it has a lot of 
attraction for customers, as they don’t have 
to buy and manage a lot of infrastructure 
and assets. Look at salesforce.com. 
A company can go out and buy CRM 
databases for much less than they pay 
salesforce.com, but they don’t do that.  
Why is that? It’s because salesforce.com 
gives them scalability and flexibility: you 
add a seat, you drop a seat; your data's 
there, it’s secure and it works. That’s the 
model I think we will move to.

PrintIT Reseller: With initiatives like 
HP Instant Ink are resellers also 

facing increased competition from 
vendors?

Crowley: Absolutely they are. Think about 
what HP Instant Ink does: essentially it’s a 
managed print service for the individual, 
so in that kind of model it’s all about how 
you deliver the most cost-effective, efficient 
service possible. It’s like cellphones: it 
takes a lot of upfront investment – huge 
technology investment – to be able to do. 
But once you've made that investment you 
have a very scalable offering. A vendor that 
has invested in the infrastructure needed 
for that kind of model should see a real 
competitive advantage in having an MPS 
delivery mechanism for anything from one 
person to an organisation of 100,000 
people. HP still does a lot of business 
through its channel, and will continue to 
do so, but you have to look at that and say 
‘Wow, if I was a reseller I would be a little 
concerned about what that says about the 
future of service delivery’. 

PrintIT Reseller: Finally, before my 
readers turn to drink, are there any 
reasons for resellers to be cheerful? 
If so, what are they?

Crowley: I don’t think it’s a case of drink 
and despair. If you make the transition to 
a service-centred business model, you are 
going to deliver value to the end customer; 
you are going to be closer to the end 
customer than an OEM or manufacturer is; 
and you are always going to be faster and 
more flexible. The guys that really embrace 
this and develop a services-led business 
model might find that they can bring value 
to the customer in a more responsive, 
customised way than an OEM with a big 
mass of programmes can. That’s a huge 
competitive advantage. I think they have 
a fantastic opportunity. However, there is 
one caveat: if you don't make that change, 
if you continue to do business the way 
you’ve always done it, then business is 
going to get tough. You will be at a huge 
disadvantage. That said, the guys who I 
have spoken to who are going through this 
transformation are excited. They are having 
fun and are building really profitable 
businesses.

To find out more about managed 
print services, book a place at 
Photizo Group’s Transform Global 
2014 conference, taking place 
in Louisville, Kentucky on June 
2-4 2014. Visit http://conference.
photizogroup.com for more details.
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We’ve reached a major inflection 
point in the MPS market, bracing 
for more change as printing habits 
continue to change. If you’ve yet 
to start the MPS journey and are 
not concerned, think again. Drivers 
that are creating a perfect storm for 
disruption in the printing market 
include new competitors and 
converging technologies – mobile, 
the cloud and big data. Traditional 
hardware-centric channel partner 
models will have to move aside as 
new, more relevant ones take shape.

Any reseller relying solely on printer 
hardware sales will have met the 
headwinds of change some time ago and 
will have had to adapt to an increasingly 
commoditised hardware and supplies 
market, with some adapting faster than 
others. Here, I want to share some insights 
on the trends we are seeing.

1. Be ready for channel convergence 
and new competitors.  
MPS is a high-margin business 
characterised by longer-term customer 
relationships. Unsurprisingly, more resellers 
want a piece of the pie, with all eyes on 
SMBs and mid-market customers. Copier 
resellers with established MPS offerings 
will look to expand their IT and solutions 
expertise. IT resellers will need to shift to a 
contractual model that includes hardware, 
supplies and services. More hybrid channel 
partners will emerge, as managed IT service 
providers also look to add MPS to their 
existing service portfolios. Channel partners 
that focus solely on hardware-centric 
basic print services will find it increasingly 
difficult to remain competitive in 2014 and 
beyond. Can you differentiate yourself in 
this increasingly crowded marketplace?
2. Choose your MPS flavour.  
SMBs are struggling to contain rising 
print costs and reduce the IT burden 
associated with print management – 

whether this is optimising their device 
fleet, controlling usage or minimising 
supplies administration. Given the diverse 
nature of SMBs, there is no one-size-fits-
all approach, and many SMBs remain 
uncertain of the MPS advantage. This is a 
prime opportunity for the channel to guide 
SMBs in navigating the often complex 
MPS waters. Basic print services, such as 
managed supplies services, should be seen 
as a ‘foot in the door’ that enable an MPS 
provider to prove themselves and move 
on to other document-related services as 
needed. Think ‘walk in, take over’ (WITO) 
and use Xerox expertise to help you assess 
and manage multi-vendor fleets and 
capture those valuable third party pages.  
3. Differentiate through solutions. 
The new mobile workplace reality is 
an opportunity to differentiate your 
services through software solutions. As a 
channel partner, you must think beyond 
‘managing the device’ and help improve 
your customers’ productivity. Think 
seamless mobile printing, cloud-based MFP 
document workflow or secure printing. 
4. Think mobile print.  
Bring your own device (BYOD) has seen an 
explosion in the use of smartphones and 
tablets – users expect to move seamlessly 
from one device to the next and work 
in the same way on all devices, and this 
includes printing. Mobile printing is fast 
becoming the standard expectation and is 
set to become easier as more integrated 
solutions become available. 
5. Be Cloud ready.  
Cloud adoption amongst SMBs and the 
midmarket continues to rise, thanks to 
Microsoft and Google who have effectively 

pushed the benefits of subscription-based 
applications. Whether it’s on a personal 
or business level, most of your customers 
will be comfortable with the cloud and will 
have embraced services such as Dropbox, 
SkyDrivePro and SharePoint. Not only is the 
cloud a great way to articulate the benefits 
of the predictable expenses that come with 
MPS, it can also help drive solutions sales, 
such as MFP document capture workflow. 
Today you need to be able to offer 
customers a cloud-based solution – or they 
will choose a competitor that does.

An exciting time
2014 promises to be an exciting time for 
the channel, but it must adapt to stay 
relevant to the changing needs of today’s 
SMBs. So what do resellers need from 
their print suppliers in order to address 
these changes? Probably the best weapon 
for resellers is access to automated tools 
and a flexible platform. This is the way to 
deliver MPS in the most cost-efficient and 
profitable way. Fortunately, Xerox has the 
tools, technology, process capability and 
strategic roadmap to enable you, as a 
Xerox partner, to expand into new sources 
of profitable revenue and simplify your 
customers’ print-related workflow.

Ultimately, those channel partners that 
invest in the time, skills and resources 
to develop a services- and solutions-led 
proposition will be the ones that are best 
positioned for growth and are most likely 
to survive and prosper in the long-term. 
Today’s ever evolving workplace brings 
challenges and opportunities for resellers 
of print – and the need to respond to both 
and emerge with a winning MPS strategy.

MPS: The road ahead   
  for the channel
Norman Richardson, director and 
general manager Channels Group, 
Xerox UK, argues that the channel 
must move to a managed services and 
solutions model or get left behind

mps

Supplies 
management gives 
you a ‘foot-in-the-
door’

Norman Richardson, 
director and general 
manager Channels 
Group, Xerox UK
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In the last two years, business 
inkjet technology has been one 
of the printer market's few bright 
spots, as more and more small 
businesses replace laser devices with 
economical, energy-efficient inkjet 
machines offering comparable print 
speeds to laser and up to 50% lower 
running costs.  

Now that the technology is proven 
at the low end, leading business inkjet 
vendors Epson and HP are launching new 
generation devices aimed at small and 
medium-sized businesses and enterprise 
workgroups (see page 28 for information 
on HP’s new products).

On March 19 in Vienna, Austria, 
Epson unveiled five new Workforce Pro 
series offering expanded functionality, 
including oversize A3 printing, longer-
lasting consumables and essential print 
management solutions, from follow me 
and mobile printing to user authentication 
and digital workflows.

RIPS
For resellers – and the industry as a 
whole – the most exciting development 
is the launch of Epson’s Workforce Pro 
Replaceable Ink Pack System (RIPS), 
available exclusively for managed print 
services (MPS) implementations.

The three A3 and A4 Workforce Pro 
RIPS models announced by Epson offer all 
the functionality of standard Workforce Pro 
machines with the addition of extra large 
ink supplies that on lower end devices 
could last for the lifetime of the machine 
and never need to be replaced. 

Housed in lockable compartments 
bolted onto either side of the device – 
black on the right and CMY on the left 
– each of the four ink bags for the A3 
devices has a yield of 75,000 pages. Yields 
for the A4 models are 75,000 for the black 
bag and 50,000 for each of the colour 
ones. Replacement ink sacks are available 
in capacities of 20,000 or 50,000 pages.

In comparison, the maximum yield 
for standard versions of Epson’s new 
A3+ models (the WP7000 and WP8000 
series) is 10,000 pages for an XXL mono 

Ripping up the rule book

...each of 
the four ink 
bags for the 
A3 devices 
has a yield 
of 75,000 
pages.

so become more competitive, and/or boost 
profitability by increasing the margin on 
sales and support.

Epson believes that by reducing support 
requirements, RIPS can reverse the trend 
towards centralised print infrastructures, 
which MPS providers favour because 
they are easier to manage than localised 
printers, but which Epson argues are 
detrimental to the interests of end users. In 
a recent survey, almost half of businesses 
said that centralised print issues, such as 
long print queues, the need to get up to 
retrieve prints and the difficulty in printing 
confidential documents, were a concern. 

Andrew Semple, head of business 
imaging for Epson Europe, told PrintIT 
Reseller that by combining the predictable 
print costs and low maintenance of a 
centralised model with the convenience 
and productivity advantages of localised 
print, RIPS provides a better way of 
delivering print.  

“As MPS has been introduced 
there has been a tendency to shift to 
centralisation. There are good reasons for 
this, as centralised devices are easier to 
manage for the people who provide the 
service. Yet, we've seen many examples 
where centralised products have been 
introduced without consideration of what 
the customer’s workflow requirements are. 
RIPS tips the balance back. Because you 
might never need to replace the supplies, it 
takes a lot of the inconvenience out of fleet 
management in distributed environments. 
Centralised devices will always have a 
place. But we believe the process has gone 
too far and needs to be re-balanced,” he 
said.

“Epson’s proposition is you no longer 
have to go down a centralised print route. 
There is an alternative now, with a product 
that is easy to manage under an MPS 
thanks to its very high capacity ink supply 
system.”

Reliable operation
By delivering years of uninterrupted 
printing, RIPS clearly removes the logistical 
problems of managing supplies for a 
multitude of distributed printers. However, 
the need to replace printer consumables is 
not the only cause of service and support 
calls and printer downtime. Printers have 

Epson aims to recruit MPS specialists as it launches revolutionary 
Workforce Pro RIPS devices with super high yield ink packs,  
each containing enough ink for 75,000 pages  

Epson unveils new business inkjets including 
MPS-only models and its first A3 devices

cartridge and 7,000 pages for an XXL 
colour cartridge. Standard A4 models have 
maximum ink capacities of 4,000 pages 
both for mono and colour cartridges.  

Designed for MPS
For managed print service providers, RIPS 
has clear benefits: it reduces running costs 
(the first set of consumables is included 
in the hardware price and for leasing 
purposes is considered as part of the 
machine); and it significantly reduces the 
number of interventions a reseller must 
make to replenish supplies. This gives MPS 
providers the ability to drive down the 
cost of print for customers, and in doing 

business inkjets 

Continued...

The amount of 
waste generated 

by printing 75,000 
colour pages on 

an HP LaserJet Pro 
M475 laser printer.
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Registered Charity Number 1151151
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RIPS ink bags can 
be secured with a 
padlock.

Pedal power: With power consumption of 
just 25 watts in operational mode, you would  
need to cycle at 11 mph to generate enough 
power to print an A4 page on an A4 Epson 
Workforce Pro business inkjet, compared to 
60mph to power a laser printer. 

RIPS ink bags have a print yield of  
75,000 pages.

mechanical failures – even if, as Epson 
suggests, many of these are caused by 
mistakes made when changing supplies; 
paper jams occur; and people fail to refill 
paper trays. RIPS won’t eradicate these 
irritations.

Moroever, IT managers used to laser 
printers will need persuading that inkjet 
devices largely untested at the enterprise 
workgroup level are sufficiently reliable 
and won’t add to their workload. 
Demonstrating the resilience of Workforce 
Pro devices and the RIPS ink feeding 
system is even more important when you 
consider that customers are paying upfront 
for several years worth of ink.

To reassure doubters, Epson cites the 
use of PrecisionCore printheads in all new 
Workforce Pro products. This is the same 
technology used by Epson industrial label 
and fabric printers, which are capable of 
printing 15 metres of media a minute. 
Epson argues that the use of PrecisionCore 
in environments where the cost of 
downtime is prohibitive is testament to the 
technology’s durability.

MPS recruitment
RIPS is a new proposition for Epson, too. 
John Kelly, Epson UK channel business 
manager for printing and imaging, said 
that for the first time Epson now has a 
compelling MPS offering. 

“Before, we did MPS on a project basis 
and had a consumables fulfilment product 

(Print & Save). But we had no real value 
offering to take to the channel. There was 
no A3 and our ink capacity of 4,000 pages 
was comparable to laser but didn’t give 
an inherent advantage over laser. Now, 
we have an A3 offering, greater yield 
and selective distribution, which will give 
protection from compatibles, so we have 
something compelling to offer,” he said.

Semple told PrintIT Reseller that Epson 
is actively looking to recruit MPS resellers 
who can integrate RIPS with their existing 
programmes and that, so far, the response 
has been very positive. “We have been 
doing test marketing with German resellers 
and they are very enthusiastic about the 
product. It gives them more options to 
meet the needs of their customers,” he 
said.

Business features
In addition to its three RIPS devices, Epson 
has launched an additional 12 new Epson 
Workforce Pro products, including its first 
A3 devices, that will be sold in the normal 
way and enable resellers to capitalise on 
growing demand for business inkjets. IDC 
estimates that the business inkjet market 
is growing by 12% a year, compared to a 
projected growth of 2% for laser.

Epson’s new Workforce Pro products 
offer the established benefits of business 
inkjet devices: they consume 80% less 
power than lasers; they generate less 
consumables waste and packaging; they 
have no warm-up time and so are more 
productive for typical office print jobs; and 
they are clean, with no ozone emissions or 
toner dust. In addition, they have higher 
ink yields than previous models, faster print 
speeds (up to 34 pages per minute for 
mono and 24 ppm for colour) and greater 
paper capacities of up to 1,831 pages on 
the A3 models. 

They also provide the functionality 
and management features demanded by 
modern businesses. These include:
Digital Workflows. Out of the box, 
all Workforce Pro MFPs provide scan to 
email, ftp, folder or cloud services. With 
the addition of free Document Capture Pro 
imaging software, organisations can set up 
and execute pre-defined scan jobs (from a 
PC or MFP display) and automatically route 
scans to document management and line 
of business applications. Epson has already 
developed connectors for 15 leading 
applications and will develop additional 
ones when asked to do so by customers.
Printer Management & Monitoring. 
To simplify printer management, Workforce 
Pro devices share the same universal 
print driver (UPD) as Epson laser printers. 
They can be managed remotely from 
any internet-enabled device and provide 
user authentication and PIN- activated 
secure printing as standard. They are also 
compatible with third party monitoring and 
print release systems, such as Papercut.
Mobile Printing. Workforce Pro 
devices support a variety of mobile 
print solutions including Epson iPrint, 
Apple Airprint, Google Cloud Print and 
Epson’s new driverless printing solutions, 
Epson Connect EmailPrint for SMEs and 
EpsonConnect Email Print for Enterprises. 
These give mobile device users a choice of 
direct printing (e.g. printersecondfloor@
mycompany.net) and pull printing  
(e.g. pullprinting@mycompany.net).

For more information on the  
new Workforce Pro product, visit  
www.epson.co.uk.

...continued



Tesseractchannel directory

BOOST YOUR SALES TEAM’S
PERFORMANCE

FINANCE UNLOCKED: HOW TO SELL AND WIN WITH FINANCE is a free training course 
from BNP Paribas Leasing Solutions that helps sales professionals working in the tech 
sector adopt a more strategic and informed approach to their selling process.

To book your in-house session, please contact Andy Milsom: 

T: 07966 114243
E: andy.milsom@uk.bnpparibas.com
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In 2013 Print Audit won two prestigious awards for MPS

@printauditeu printauditeurope

For more information on our award winning programme PREMIER contact us on: 
01483 726206 or email sales@printauditeurope.com

Print Audit wins 2013 Recharger
Readers Choice Award for Best MPS Software

Print Audit Premier wins 2013 MPSA
Leadership Award for Best MPS Innovation
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HP, like Epson (see page 25), is 
moving its business inkjet technology 
further up the value chain, giving 
resellers new opportunities to profit 
from growing demand for business 
inkjets powered by HP PageWide 
Technology. 

It has just announced its first series 
designed for enterprise customers, the HP 
Officejet Enterprise Color MFP X585 and 
the HP Officejet Enterprise Color X555, 
with colour print speeds of up to 70 pages 
per minute in general office mode.

Suitable for workgroups of 5-15 people 
printing up to 6,000 pages a month, 
the new printer and MFP have the same 
advantages as consumer business inkjets 
i.e. colour printing at twice the speed and 
up to half the cost of laser devices, but 
with the added benefit of enterprise-grade 
security, fleet management and mobile 
printing options. 

The devices feature the same user 
interface as 12 million HP Enterprise 
Laserjet printers and come with HP Laserjet 
FutureSmart firmware and the HP Open 
Extensibility Platform (OXP), which enables 
solutions like HP Access Control and HP 
Capture & Route to be accessed through the 
device. The multifunctional model is available 
in a scan-optimised HP Flow bundle 
featuring a dual-head scanner and best-
in-class scanning features for faster, more 
accurate scanning and document processing. 

Stuart Swinton, category manager UK 
& Ireland for HP Laserjet and Enterprise 
Solutions, told PrintIT Reseller that he 
expected the majority of Enterprise 
OfficeJets to be deployed as part of a 

managed print service. 
Currently, 70% of 
Enterprise LaserJets are supplied 
under an MPS. 

“These products’ sweet 
spot is in the managed print 
services sector. They come with 
FutureSmart firmware and will 
behave in exactly the same way 
as other HP LaserJet products. 
This means they will work 
with secure print and access 
control, or third party 
solutions like Safecom, 
that you might deploy in 
a managed print environment. 
That’s the key thing,” he said.

Swinton added that he expected HP 
partners to deploy HP OfficeJet Enterprise 
products alongside laser devices in 
balanced deployments offering a lower 
cost per page. 

“A managed print partner could deploy 
an HP Flow M880 A3 laser device in a print 
room, say, and have distributed Officejet 
Enterprise products in the general office 
where the cost per page to print in colour 
is extremely low. You could have large 
A3 Laserjets, with all the paper handling 
capabilities and print volumes that you 
would put through devices like that, 
balanced with Officejet Enterprise 
products dispersed throughout an 
enterprise.

“The cost per page argument 
with these devices is so compelling 
that MPS providers will be able to 
compete with copier resellers with an 
aggressive cost per page and deploy all the 

Ink for the enterprise
HP says its first enterprise OfficeJets 
will help MPS providers compete on 
price with the copier channel

HP has also enhanced the capabilities 
of its HP Officejet Pro devices for small 
businesses. The new HP Officejet Pro 8620 
and HP Officejet Pro 8610 e-All-in-Ones 
feature NFC tap-to-print functionality, 
support for HP Web Jetadmin printer 
management and the HP Flow CM 
Professional online content management 
system. Prices start at £146. 

In the US, these devices are being 
offered with the option of an HP Instant Ink 
subscription, extending the company’s personal 
MPS scheme to small businesses for the first 
time. HP has yet to confirm whether they will be 
eligible for Instant Ink in the UK.

HP Instant Ink is a new way for consumers 
to buy printer ink that is claimed to be more 
convenient and up to 70% cheaper than ad hoc 
consumables purchases. Consumers who enrol 
with the programme pay HP a fixed monthly 
subscription for a set number of pages and 
automatic delivery of replacement cartridges.  

There are three Instant Ink plans available: 
Occasional Print (£1.99 per month for up to 
50 colour pages); Moderate Print (£3.49 per 
month for up to 100 pages); and Frequent Print 
(£7.99 a month for up to 300 pages).

In the UK, Instant Ink is currently only 
available to users of HP Envy 4500 and HP Envy 
5530 consumer all-in-ones. 

SOHO business inkjets  

solutions they would have done on a laser 
printer,” he said. 

In addition to a very low cost per 
page – lower even than the Officejet Pro 
X – the devices have a spot/accent colour 
mode that counts pages with only a small 
amount of colour, such as a logo or blue 
hyperlink text, as mono clicks and charges 
accordingly.

Swinton added: “There is a lot of 
excitement among our managed print 
partners. They see it as an opportunity 
to drive down the cost of print in the 
enterprise. They are aware of the products, 
they like them and they are already 
positioning them in deals.”

This does not mean that Enterprise 
Officejets will replace laser devices entirely. 
Despite great advances in ink technology, 
including improved water-fastness, 
Swinton said that inkjet devices could still 
not match the vibrancy of colour lasers 
when printing on plain paper.

“A laser printer essentially melts plastic 
onto paper and the toner sits on top, so 
you get a very glossy, colour-saturated 
image. A lot of customers like that and 
want that, perhaps for customer-facing 
collateral like flyers and brochures. Ink, 
because it is absorbed by the paper, has 
more of a matte finish,” he said.

Laser printers also benefit from better 
paper-handling capabilities, such as extra 
trays, staple-stackers and booklet makers, 
and, with the larger devices, can handle 

greater volumes.
The HP Officejet Enterprise 

Color MFP X585 and HP X555 
cost the same as equivalent 
colour lasers, £1,179-£1,649 
for the MFP and £449-£729 

for the single function printer.
www.hp.com/go/

officejetenterprisex 

Currently, 
70% of 
Enterprise 
LaserJets 
are supplied 
under MPS.
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Olivetti’s new A3 Mono MFPs are 
more environmentally and security 
conscious than ever.

Olivetti’s two new mono A3 MFPs have been 
designed to deliver best-in-class performance for 
small to medium sized workgroups and combine 
outstanding performance, high-security document 
management and reduced energy consumption 
with compliance with the latest environmental 
regulations.

The 30ppm d-Copia 3002MF and the 35ppm d-Copia 3502MF 
comply with the latest Energy Star 2.0 and Blue Angel RAL-
UZ171 environmental regulations by sharply reducing energy 
consumption and providing a fast  rst-copy time.
 
The 8.5” touch screen operator panel enables users to easily 
and quickly  nd their way through the applications on both 
the machines. Another useful capability is the enhanced data 
management security and con dentiality. This includes the 
ISO / IEC 15408 standard for data overwriting, on the hard 
disk and on the fax memory, through the optional Data Security 
Kit.

To  nd out more about the Olivetti Range please call: 
Abi Stafford on 01908 547980
Email: a.stafford@olivetti.com
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3D

This is no longer the case. The last 
18 months have seen a massive 
increase in interest in 3D printing 
as costs have come down and new 
markets have opened up; industry 
heavyweights have thrown their 
weight behind the technology – HP is 
due to make an announcement about 
its plans in June; and mainstream IT 
distributors have added 3D printers 
to their portfolios. 

Naturally, resellers have started to 
investigate how they can make money from 
a sector that is projected to grow by 75% 
in 2014, among them Balreed Digitec. 

Group Marketing Director Gary Downey 
said: “There’s been an incredible price drop 
across both the purchase price and the 
cost of materials. The early models were 
expensive to run, there was a lot of waste 
and the finished product was often brittle 
and fragile. Now, new substrates such as 
resin, plastics and rubber mean that the 
finished model is much more durable than 
of old; there’s much less waste and as a 
result the market has opened up.”

Balreed has a dedicated production 
print specialist team and it’s within this 
part of the business that Downey believes 
the potential lies. “3D printing is a 
specialist sale, a bit like expanding your 
offering to include wide format. We work 
with a vendor specialist called Art Systems 
which operates within the wide format and 
3D print spaces. There isn’t much volume 
yet but as the price continues to come 

down, we will sell more.” 
For Downey, 3D printing can also 

help open up a dialogue with education 
customers, marketing and design agencies 
and architects practices. “It’s low volume 
and there’s not a lot of margin, but 
the benefit for us is that by including it 
in our portfolio, we can open up new 
conversations with customers, offering 
them the same level of specialist support 
beyond the office environment,” he said.

Distribution deal
3D Systems, a provider of 3D printers, print 
materials and on-demand custom parts 
services for professionals and consumers, 
has joined forces with Midwich, which is 
now the largest distributor of its products 
in the UK. 

Midwich plans to solidify 3D Systems’ 
position as the 3D print leader in the UK, 
beginning with an aggressive pursuit of the 
education market with the classroom-safe 
Cube 3D printer and Cubify’s accompanying 
easy-to-learn design software. 

Business Manager Jonathon Francis 
said: “Costs now mean that it is possible 
for every school in the country to have 
some form of 3D print equipment in the 
classroom and with the government’s 
recommendations for technology in 
schools, we expect demand to be high. 
We will also be distributing consumables, 
making Midwich a single source solution 

3D printing –  
    one to watch?

Whilst 3D printers aren’t new – they’ve been around for a decade or more 

– they have traditionally had a high cost of entry, around £20k, and have 

mainly been of interest to high-end engineering and design industries. 

for 3D printing requirements.”
Another key market for Midwich and 

3D Systems is the healthcare sector where 
3D printers can be used to create bespoke 
hip replacements and skeletal parts.

Significant opportunities
Meanwhile, wholesaler VOW has become 
the exclusive UK business supplies 
wholesaler for iMakr 3D printers. Around 
100,000 iMakr 3D printer units have been 
sold worldwide since their launch, with 
sales up 50% in 2013. 

As the only company in the UK 
dedicated exclusively to 3D printing 
and offering one of the widest ranges, 
iMakr was VOW’s first choice as 
manufacturing partner, giving VOW 
resellers the assurance of a specialised 

offering and high after sales service and 
customer support.

Managing Director Adrian Butler said: 
“With consumption patterns continuing 
to change and end users seeking an ever 
more personalised experience, 3D print 
presents a substantial opportunity to 
resellers. Staying ahead of the curve is not 
always easy, but it will be key to success. 
By evolving their offering to embrace 
technology like 3D print, resellers have 
every chance of winning in the coming 
months and years.”

Technology Product Manager Ben 
Appleby said: “VOW is committed to 
growing resellers’ businesses and with 
eight iMakr models on offer, starting at 
the consumer friendly Solidoodle 4 priced 
to the consumer at £708, and going up to 
the user intensive Makerbot Replicator 2X 
at £1,908, plus 40 different consumables, 
there are significant opportunities here for 
the reseller across a wide spectrum of new 
and existing customers.”

VOW launched the iMakr range to 
VOW+ partners at its annual Partner Event 
in March and is now working on a range 
of complementary 3D printing tools and 
services to engage with resellers and their 
customers. These are likely to include end 
user-friendly resources, exclusive to VOW, 
that will enable people to download and 
create a diverse range of 3D products.
www.balreed.com 
www.voweurope.com 
www.midwich.com

in 2014
75%

The sector is 
projected to 
grow by
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For more expertise, solutions and support visit
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Keep movING with iPad Air
Making businesses mobile is no longer a matter for debate. Today’s mobile users – 

your customers – expect interaction at their fi ngertips. iPad Air stands for security and 
mobility, allowing professionals to expand the scope of their operations, 

yet keep information safe and secure.

Ingram Micro Mobile Device ManagING
Ingram Micro is the exclusive UK distributor for Meraki Mobile Device Management solutions. 

Meraki’s MDM solution secures, monitors, manages and supports mobile devices deployed across 
mobile operators, service providers and enterprises. The ideal solution for iPad and other iOS devices.

Epson  

XP-615 Printer
with Apple
AirPrint

Kensington 

1st degree
BlackBelt case

Targus 

Slim, rotating 
Targus iPad case

Belkin 

Ultimate 
Keyboard Case 

Logitech 

Ultrathin Keyboard 
Cover 
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“The channel is essential to our 
continued growth and success, and 
this year will be our best ever in 
terms of indirect business,” said Carl 
Day, Sales Director Indirect Division. 

In terms of its channel strategy, Toshiba 
is in a very different position compared 
to when Day joined the firm from Ricoh 
four years ago. Then, his main focus was 
on preventing dealers moving on. “It’s fair 
to say that historically we weren’t doing 
enough to support our channel partners 
and there was a bit of discontent in the 
camp,” he said. 

Day set out to turn that around. “We 
had to play a long game. We knew the 
turnaround wouldn’t happen overnight, 
but we were confident we could do it. 
We invested in recruitment and sales 
development plans and we’ll start to see a 
return on that this year,” he said.

With 60% of Toshiba’s unit sales 
delivered through the channel, Toshiba 
made it a business priority to invest in 
initiatives designed to support partners’ 
business objectives and remove barriers to 
their growth.

“The Toshiba Masters programme is a 
great example of this,” said Day. “I firmly 
believe it is a powerful and unique way of 
effecting change and collaboration through 
our channel.” 

The Masters programme is the second 
big investment in channel development 
made by Toshiba. Two years ago it started 
the ball rolling by sending a number of 
partners on high level training with the 
Marines. “Every dealer on that programme 
grew their business with us,” said Day. 

Today, rather than worrying about 
losing dealers, Toshiba is actively looking 
to recruit new ones. Day is quick to clarify 
that they’re only looking for partners 
in geographical areas where they don’t 
already have a strong presence, for 
example in London. 

“We’ll be very careful not to 
compromise what we’ve got. Our dealers 
have worked very hard for us and 
expansion is a careful balance:  growth 
will come from a mix of organic and new 
business.”

The Toshiba difference
When asked what sets Toshiba apart from 
the crowd, Day lists a number of key selling 
points. “Toshiba is the only manufacturer 

Programmed to succeed
Toshiba TEC UK Imaging Systems is continuing to develop its indirect division, 
as it targets a 30% increase in unit sales via the channel in FY14/15,  
following an increase of 32% in the financial year just ended. 

An IT company
Whilst the sale price of print has gone 
down, Day points out that there is still 
margin to be made which is attracting 
interest from new entrants to the market, 
such as traditional IT providers, network 
providers and telecoms resellers. 

“I believe we’ll see more traditional 
IT vendors adopting print as part of their 
portfolio and it’s not beyond the realms 
of possibility that they will offer print on a 
per-seat basis,” he said.

The impact on resellers who are 
unable to offer like-for-like services could 
be significant, but Day is confident that 
Toshiba has the expertise and resources 
to enable resellers to meet the challenges 
of the future. “We’re an IT company and 
we’ll cope very well. For us, the buzz word 
is collaboration – rather than diversify, we 
need to collaborate.”

We've slashed 
costs by 
around 45% 
and passed 
that saving on 
to our dealers

to offer erasable toner and a self encrypted 
hard drive, for example. And we were 
first to market with a comprehensive LED 
offering. Our LED range ticks a lot of boxes: 
the quality is amazing; there’s none of the 
banding laser products typically deliver; 
the technology is much more reliable; it’s 
cheaper to buy; and, as these devices use 
less power, they are cheaper to run.”

Toshiba has also reduced the toner 
costs on new models. “We’ve slashed costs 
by around 45% and we’ve passed that 
saving on to our dealers. This has enabled 
them to respond to street prices and gives 
them a competitive edge. Our running 
costs are now among the lowest on the 
market,” he said.

Above all, says Day, Toshiba is 
extremely flexible. “What’s brilliant about 
Toshiba is its diversity. We’re like a small 
company;  we can turn on a sixpence,  but 
we’re backed by a massive engine.” F o r  m o r e  P r i n t  a n d  S u p p l i e s  o f f e r s

v i s i t  o u r  I M P r i n t  s i t e
www.microsites.ingrammicro.co.uk/imprint

Bring Print to Life!
Ingram Micro offer the broadest 
portfolio of Print & Supplies 
Manufactures in the UK, categories 
ranging from Consumer Inkjet 
for photo’s with wireless and 
Eprint technology to a high end 
Multifunctional printer which is 
fully integrated into your customers 
network infrastructure, to print 
supplies. Our vendor portfolio 
includes HP, Brother, Xerox, Epson, 
Canon and Kyocera.

This broad range of categories and vendors 
is supported by an experienced team of 
Business Managers, Product Managers and 
Vendor Product Specialists to guide you on 

your hardware selection and promotions, 
discuss any Configuration requirements, 
which can be done here at Ingram to again 
save you costs, to our supplies team which 
can find the best deal for you on your daily 
consumable requirement.

Across the IMPrint site are the latest 
products, offers and information from 
all the leading print vendors, details on 
vendor current partner programmes which 
you can be a part of and a full contact list 
of our extensive print team within Ingram 
Micro.

This is an ever evolving microsite,  
which we’ll be improving with tools to 
help you sell Print into your customer 
base and constantly updated with vendor 
promotions, so keep checking back  
for updates.

Don’t forget
    your supplies!

Contact us today for more information on print 
products and supplies at 0871 973 3338
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Official sponsor for 2014 Commonwealth Games
As an official sponsor of the 2014 Commonwealth Games,  
Toshiba TEC UK Imaging Systems will provide Glasgow 2014 with a 
comprehensive managed print service. 

Toshiba products will be used throughout the Games’ HQ, press office and 
athletes village during the 11 days of competition between the 71 nations and 
territories of the Commonwealth. The deal includes the supply of 600 MFPs 
supported by onsite engineers, a dedicated helpdesk and project managers.

Glasgow-based Toshiba partner NCS will help Toshiba deliver the MPS 
before and during the event.
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Visit global2014.photizogroup.com
to REGISTER NOW!
Enter code BI15 to receive 
a 15 percent discount!

Louisville, Kentucky
The Galt House, June 2 - 4

Come to learn, stay to network,
and engage in the most high impact 

event for the imaging industry,
from your transformation experts!

The printing industry is 
changing at a dramatic pace. 
Some predict that offi ce print 
volumes could decrease by 
as much as 30 percent over 

the next fi ve years.

Transform Global 2014 can help your business 
better prepare for this potential reality.

MEDIA SPONSOR
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Top Distributors & Manufacturers 
                          and Key Diary Dates

01379 649200   www.midwich.com
At Midwich we have a passion for progress – 24/7 access to 
stock availability, product information, special offers, online 
ordering and your own trade pricing.

01932 580100   www.toshibatec.co.uk
Toshiba TEC UK Imaging Systems Ltd is a leading 
supplier of information technology and office 
equipment products ranging from printers and 
multifunctional systems to fax machines and digital 
document management products.

www.oki.co.uk
Oki manufactures innovative digital LED printers and 
multifunctional devices and provides smart managed 
document services to the channel.

www.ricoh.co.uk
In a nutshell, we are a total document and IT solutions 
provider. We offer a range of services tailored to your 
specific needs, from streamlining costs, to enhancing 
business processes and increasing staff productivity.

www.kyocera.co.uk
Kyocera’s global operations deliver a diverse range of 
products, including advanced materials, components, devices, 
equipment, network engineering and other services.

www.brother.co.uk
Brother’s focus is on providing you with devices whose 
quality is unmatched by any other manufacturer. From 
our lasers and inkjets, to our A3, label and mobile 
devices, all our printers are built with both the customer 
and the environment in mind.

www.samsung.co.uk
As a truly global organisation with an extensive range 
of award-winning products and a firm commitment to 
eco-friendly practice, it should come as no surprise that 
we are ranked second in the world for A4 mono and 
colour laser printing. Our highly competitive product 
range meets all business needs across mono, colour, 
single-function and multi-function laser devices.

www.sharp.co.uk
Sharp make business equipment that is market leading 
and award winning this is why we keep innovating, to 
provide efficient reliable and cost effective solutions for 
our customers ever changing business needs.

www.lexmark.com
With our extensive understanding of technology and 
unique, industry-specific knowledge gained from devel-
oping custom output solutions for thousands of organ-
isations, Lexmark has the expertise to help you uncover 
hidden opportunities in your output environment and 
implement strategies and processes to streamline the 
flow of information in your business

01908 547980   www.olivetti.com
Olivetti, established in 1908, is widely acknowledged 
as Europe’s leading office products manufacturer.

Olivetti’s extensive product portfolio provides its 
dealer network with a full complement of innovative 
solutions includes award-winning  business colour 
and mono MFPs, desktop printers, tablets and laptop 
PCs, educational whiteboards, retail and hospitality 
Cash register and  EPOS systems and solutions 
for banking and finance document and signature 
management.

0871 973 3000   www.ingrammicro.co.uk
Ingram Micro is the world’s largest technology distributor and 
the number one distributor for print in the UK, offering and 
supporting the broadest portfolio of hardware, supplies and 
print solutions.

0118 912 6000   www.westcoast.co.uk
Westcoast Ltd established for over 25 years distributes leading 
IT brands to a broad range of Resellers, Retailers and Office 
Product Dealers in the UK.

N: (01282) 776776   S: (01256) 707070    
www.exertismicro-p.co.uk
Welcome to Exertis Micro-P a true value-added IT Distributor 
dedicated to helping you grow your business.

0871 222 3844    www.exertisadvent.co.uk
Based at our purpose built distribution centre in Elland, West 
Yorkshire we are a specialist trade only distributor of printer 
supplies and data storage media.

01256 788 000    www.techdata.co.uk
Tech Data is one of the leading distributors of IT, 
communications, consumer electronics products and services in 
the UK. We offer our customers specialist support in key areas 
of the market, underpinned by exceptional product choice.

020 8296 7066    www.northamber.com
Northamber is the longest established trade-only distributor 
of IT equipment in the UK. Since 1980, Northamber has been 
your partner in IT distribution. Today we are widely recognised 
as the largest UK owned trade-only distributor in our industry.

@MidwichLtd    

@OKIUK    

@KYOCERADUK  

@brother_UK    

@IngramMicroUK    

@Westcoast_UK    

@ExertisMicroP    

@Northamberplc    

@ExertisAdvent

@Tech_Data

0844 980 8000    www.voweurope.com
VOW is the UK and Ireland’s leading wholesaler of business 
products, distributing over 24,000 products from its three 
automated distribution centres in England and Ireland to 
over 4,000 resellers and customers.
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May 2014

15–16 : Excel, London 

The Business Show  
www.greatbritishbusinessshow.co.uk

15–16 : Excel, London

Office Management  
& PA Exhibition  
www.officemanagementandpa.co.uk

June 2014

02–04 : Louisville Kentucky

Transform Global  
http://global2014.photizogroup.com

17–18 : Olympia National Hall

Cloud World Forum   
http://cloudwf.com

17–19 : Excel London

Internet  
World  
www.internetworld.co.uk

17–19 : Excel London

IFSEC International  
www.ifsec.co.uk

25 : Earls Court, London

Aiim Forum UK  
www.aiimforum.co.uk

GLOBAL

2
0
1
4

Visit global2014.photizogroup.com
to REGISTER NOW!
Enter code BI15 to receive 
a 15 percent discount!

Louisville, Kentucky
The Galt House, June 2 - 4

Come to learn, stay to network,
and engage in the most high impact 

event for the imaging industry,
from your transformation experts!

The printing industry is 
changing at a dramatic pace. 
Some predict that offi ce print 
volumes could decrease by 
as much as 30 percent over 

the next fi ve years.

Transform Global 2014 can help your business 
better prepare for this potential reality.

MEDIA SPONSOR



passionate about distribution

Original HP Supplies
work exceptionally,
just like you.
Original HP Supplies are proven to be more reliable

than non-original alternatives1. Cheap ink and toner

cartridges can compromise your printer’s performance,

leaving you with streaked, blotchy or faded prints.

Only Original HP Supplies deliver unmatched 

quality for the most professional looking prints.

¹From a 2012 EMEA Photizo Group/Lyra Research study, commissioned by HP. Results based on a total of 1050 HP monochrome and 1050 HP Color LaserJet users who have used both Original HP and 
non-HP toner cartridges. Results are the average of both user groups, and are weighted by proportion of monochrome and color devices in the EMEA market. Study was conducted in DE, FR, IT, PL, RU, TR 
and the UK. For details, go to photizogroup.com/information-hub. From a QualityLogic 2010 study commissioned by HP comparing Original HP LaserJet Monochrome print cartridges with nine brands 
of non-HP toner cartridges available in Europe, Middle East and Africa for the HP LaserJet P1505 and P4015 printers, HP 36A and 64A. For details, see qualitylogic.com/EMEAmonotonertest.pdf. A Buyers 
Laboratory Inc. 2013 study commissioned by HP compared Original HP ink cartridges (21, 21XL, 22, 22XL, 56, 57, 140XL, 141XL, 300XL, 350, 350XL, 351, 351XL) with on-average performance of refilled and 
remanufactured cartridges sold in EMEA.

For exceptional HP Supplies please contact us
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