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Olivetti’s Managed Print Services and Solutions 
provide a complete printing infrastructure 
management model for a wide range of mono 
and colour printers and MFPs and are designed to 
satisfy a company’s entire printing needs. 

These products also come with a series of software 
applications, ideal for SMEs and larger customers, with 
which it is possible to quantify, and then reduce, corporate 
costs through a process of analysing and optimising their 
infrastructure.

Solutions Partners
One of the partners Olivetti is now working closely with is 
Y Soft; providing Security, Print and Access Management 
with Monitoring and Reporting across all products regardless 
of the parent OEM.  This server based solution is sold on a 
per-device licence so is easy to manage.

Olivetti Mobile Print
Allows users to connect to mobile devices (Smartphone or 
Tablet using iOS or Android) with compatible Olivetti printers 
and MFPs via WiFi. When connected, the App can print from 
a wide range of  le formats, including PDF, JPG, PNG, and 
TXT.

Licence Kits
To enhance the functionality of the d-Color MF222Plus series 
a range of Licence Kits are available. The Licence Kits supply 
an activiation code to enable specific functionality which is 
already resident, but dormant, in the MFP’s firmware.

SOLUTIONS 
IMPOSSIBLE

‘Best for Solutions’
To co-incide with the expansion of its Solutions range, 
Olivetti is launching its ‘Best for Solutions’ Programme. 

Similar, in principle, to Olivetti’s successful ‘Best for Color’ 
Scheme, selected dealers will need to satisfy stringent 
training and support criteria in order to be accepted as a ‘Best 
for Solutions’ Partner and join a European-wide network of 
selected specialists who are quali ed, at the highest level, to 
provide the best advise and service to users of Olivetti’s Print 
Solutions.

To  nd out more about Olivetti’s ‘Best for 
Solutions’ Programme please call: 

Abi Stafford on 01908 547980
Email: a.stafford@olivetti.com
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1989 must have been a good 
year for copying. In this issue 
we feature two companies that 
started out back then and are now 
celebrating their 25th anniversary, 
UTAX (UK) Ltd, featured on the 
front cover, and Reflex Digital 
Solutions, subject of our Q&A 
on page 38. It is a sign of the 
times that both have pinpointed 
solutions as key to future growth 
and prosperity.  

Solutions are often implemented as 
part of managed print services (MPS). 
Some resellers argue that MPS is being 
over-sold both to end users and to the 
channel. However, in our interview 
on page 24, Louella Fernandes says 
that research undertaken by Quocirca 
confirms that the further down the 
MPS road a channel partner travels, the 

greater the rewards in terms of profit 
margins and customer retention.

The benefits of switching from a 
transactional to a contractual business 
model are not limited to providers of 
office print solutions. Suppliers of wide 
format devices are also starting to offer 
devices with cost per page contracts. 
As we reveal on page 32, new HP 
PartnerLink tools will enable more of its 
channel to sell devices with full service 
contracts and pay-per-use options. 

Meanwhile, at the other end of the 
spectrum, the launch of HP Instant 
Ink in the retail channel (see page 27) 
means that consumers and micro-
businesses, too, are being invited to 
change the way they buy ink. 

James Goulding, Editor
07803 087228   jamesg@binfo.co.uk
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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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Olivetti’s new mono A4 MFPs 
punch above their weight 
when it comes to data security

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

www.olivettiuk.com

Olivetti’s Managed Print Services and Solutions 
provide a complete printing infrastructure 
management model for a wide range of mono 
and colour printers and MFPs and are designed to 
satisfy a company’s entire printing needs. 

These products also come with a series of software 
applications, ideal for SMEs and larger customers, with 
which it is possible to quantify, and then reduce, corporate 
costs through a process of analysing and optimising their 
infrastructure.

Solutions Partners
One of the partners Olivetti is now working closely with is 
Y Soft; providing Security, Print and Access Management 
with Monitoring and Reporting across all products regardless 
of the parent OEM.  This server based solution is sold on a 
per-device licence so is easy to manage.

Olivetti Mobile Print
Allows users to connect to mobile devices (Smartphone or 
Tablet using iOS or Android) with compatible Olivetti printers 
and MFPs via WiFi. When connected, the App can print from 
a wide range of  le formats, including PDF, JPG, PNG, and 
TXT.

Licence Kits
To enhance the functionality of the d-Color MF222Plus series 
a range of Licence Kits are available. The Licence Kits supply 
an activiation code to enable specific functionality which is 
already resident, but dormant, in the MFP’s firmware.

SOLUTIONS 
IMPOSSIBLE

‘Best for Solutions’
To co-incide with the expansion of its Solutions range, 
Olivetti is launching its ‘Best for Solutions’ Programme. 

Similar, in principle, to Olivetti’s successful ‘Best for Color’ 
Scheme, selected dealers will need to satisfy stringent 
training and support criteria in order to be accepted as a ‘Best 
for Solutions’ Partner and join a European-wide network of 
selected specialists who are quali ed, at the highest level, to 
provide the best advise and service to users of Olivetti’s Print 
Solutions.

To  nd out more about Olivetti’s ‘Best for 
Solutions’ Programme please call: 

Abi Stafford on 01908 547980
Email: a.stafford@olivetti.com
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Xerox concessionaire ZenOffice 
has announced a year-long charity 
partnership with Cancer Research 
UK and pledged to raise £10,000 for 
the More Tomorrows Campaign.

Set up by Cancer Research UK, 
the University of Manchester and The 
Christie NHS Foundation Trust, the More 
Tomorrows Campaign aims to raise money 
for the new Manchester Cancer Research 
Centre (MCRC) in Withington. The MCRC’s 
vision is to become a world-leading centre 
in translating discoveries made at the lab 
bench into treatments for cancer patients.

ZenOffice employees plan to hold 
a number of fund-raising events and 
activities over the next 12 months, 
including themed ‘dress down’ days, 
raffles and personal challenges. To kick 

start the campaign, 30 female members 
of staff are taking part in Cancer Research 
UK’s Race for Life at Heaton Park in July, 
where they hope to surpass the £2,250 
they raised at last year’s event.

Les Kerr, managing director at 
ZenOffice, said: “We are really excited 
to be launching our charity partnership 
with Cancer Research UK for the More 
Tomorrows Campaign, especially as it is 
on our doorstep. Cancer affects so many 
people, and many friends, loved ones and 
colleagues have been touched by it. That’s 
why we’re committed to raising as much 
money as we can.”

Readers can make donations to the 
ZenOffice fundraising target at  
www.justgiving.com/company/
ZenOffice.
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Managed print business recognised 
with Trustmark
Capita Document and Information Services has become 
one of the first businesses in the UK to receive the 
CompTIA Managed Print Trustmark. 

CompTIA, the non-profit association for the information 
technology industry, has developed Trustmark to identify providers 
of managed print services that have made a commitment to 
deliver the highest levels of integrity and quality of service.

Capita was evaluated on the internal practices and procedures 
it uses to run the business and the external activities and 
operations it engages in with 
customers. 

Alpesh Unalkat, managing 
director of Capita’s managed print 
division, said: “I’m delighted to 
announce that Capita Document 
and Information Services is the 
first independent business in 
mainland UK to achieve the 
prestigious CompTIA Managed 
Print Trustmark. It is recognition 
of our continued commitment to 
providing top quality managed 
print services to our customers.”
www.capita.co.uk

Integra launches 2015 marketing programme
Integra Office Solutions has launched its 2015 catalogues and marketing 

publications to help members keep in 
touch with their customers and drive 
growth through new product areas, 
email marketing, social media and 
public relations.

Marketing material includes free 
catalogues, direct mail and professionally 
designed publications including new 
brochures dedicated to Office Machines 
& Technology, Presentation Products and 
Packaging Solutions. Some publications 
are also available as digibooks and iBooks.   
www.integra-office.co.uk

ZenOffice to raise £10k for 
Cancer Research UK 

Balreed signs new sponsorship 
deal
Rotherham United, newly 
promoted to the Football 
Association Championship, 
has agreed a new kit and 
signage sponsorship deal 
with managed service 
provider Balreed. As part of 
the deal, Balreed branding 
will be displayed at the 
Club’s New York Stadium 
and on the team’s home 
and away shorts.

Richard Brewin, Director of Balreed, said: “As a supporter and 
season ticket holder of the Millers, I am very excited to be partnering 
with them.  With a Wakefield base and operations across the 
northern region, it’s important Balreed continues to raise our profile 
and I am confident this partnership with Rotherham will help us 
achieve this.” 

Balreed has sponsorship deals with a number of other sporting 
organisations, including the Kent and Warwickshire county cricket clubs.    
www.balreed.com

New MD for Spicers Ireland
Martin Everard will assume the role of Managing Director Designate for Spicers Ireland 
with immediate effect. Previously the company’s sales director, Everard has been with 
the Spicers Ireland business, working alongside resellers in the region, for 23 years.    
www.spicers.co.uk

(l-r) Neil Wojtas, Balreed;  
Steve Coakley, Rotherham Utd; 
Richard Brewin, Balreed
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Warranty fears put people 
off compatibles 
One in four consumers believes they risk 
invalidating their printer’s warranty if they use a 
different brand of ink or laser cartridge.

An independent study commissioned by Cartridge World 
also found that one in 10 believes that using a different 
brand of printer cartridge would damage their printer.

Nearly 40% of those questioned said they had been 
informed by automated messages on their printer to use 
the same brand of ink or toner as the printer; over a third 
(34%) said they were told by a retailer that using an 
alternative printer cartridge could damage the printer or 
invalidate its warranty.    www.cartridgeworld.co.uk

Kyocera named official 
printer and copier 
supplier
For the second successive year, Kyocera 
Document Solutions UK Ltd supported 
the 2014 ISPS HANDA Ladies European 
Masters as the event’s official printer 
and copier supplier. 

The ISPS HANDA Ladies European  
Masters, now in its third year, took place at 
the Buckinghamshire Golf Club, London on 
July 3-6. 

Ladies European Tour Chief Executive 
Officer Ivan Khodabahksh said: “We are 
extremely pleased to have the support of 
such a world renowned brand and we thank 
the company for its continued support of the 
tournament and women’s professional golf.” 
www.kyoceradocumentsolutions.co.uk

BNP Paribas 
trip of a 
lifetime
‘A trip that will never 
be forgotten’ is 
how Carl Osgathorp 
from The Red Corner 
Document Solutions 
described his recent trip to Brazil with BNP Paribas 
Leasing Solutions’ Russ Pettifer (Head of Technology 
Solutions) and Chris Cowell (Sales Director).

Osgathorp was one of six resellers to qualify for the 
top prize in BNP Paribas’s World Cup-inspired Game On 
incentive. The five others came from Commerce Business 
Systems, Capital Document Solutions, Automated Systems 
Group and Digital Copier Systems (Eastern).

The group initially headed to Manaus, where they 
watched the England vs Italy match, before taking in the 
sights and sounds of Rio de Janeiro, including a cable car trip 
to the peak of the world famous Sugar Loaf Mountain and a 
visit to the Corcovado (Christ the Redeemer). 

Commenting on the trip, Osgathorp said: “I would like to 
thank everyone at BNP Paribas Leasing Solutions for what 
can only be called an opportunity of a lifetime. Not many 
people can say that within six days they had had lunch on 
the Amazon; watched England play Italy in a World Cup; 
drank and danced with the locals of Manaus in a favela; and 
enjoyed a tour around Rio, followed by a leisurely stroll down 
the Copacabana beach to watch old pros such as Glenn 
Hoddle, Ian Wright, Patrick Viera and Gus Poyet playing 
beach football! Truly a trip that will never be forgotten.”

BNP Paribas’ Game On incentive continues until the  
end of July.

Fourth national 
conference success
Synaxon, the dealer group for IT and 
office products, welcomed more than 
150 of its reseller members and 40 
exhibiting supplier partners to its 
sell-out fourth national conference 
at Hellidon Lakes Golf and Spa Hotel, 
Northamptonshire on June 19-20. 

Keynote presentations included addresses 
from Sarah Eccleston, Cisco’s director of 
enterprise networks and IoT; business guru 
and author Guy Arnold; and Dave Sobel, 
director of partner community at GFI MAX, a 
provider of systems for MSPs.

The theme of the event was ‘sales through 
service’, which managing director Derek Jones 
sees as an important focus for the channel.

He said: “The economy is turning around 
and while customers still want great value, 
and it’s vitally important to keep a firm 
control on costs, the standard of service you 
deliver is more crucial than ever now that we 
are moving into an era in which managed 
services are becoming just as important as 
product sales.”

Jones added that while only a handful of 
Synaxon members were offering managed 
services four years ago, when the dealer 
group staged its first national event, today 
more than half of its 615 UK members derive 
a proportion of their income from services.

Purpose Software 
strengthens board 
Purpose Software, a supplier of 
service management software to 
document and print management 
solution providers, has appointed 
Robert Newry, co-founder of print 
consultancy NewField IT, as Non-
Executive Director. 

Newry has an MBA from Imperial 
College, London and has also served as 
a Board Member of the Managed Print 
Services Association.

At Purpose, his responsibilities will 
include helping the company to develop its 
product range to meet the evolving needs 
of users and grow its market share in the 
UK and internationally. 
www.purposesoftware.co.uk

2013 champion Karrie Webb
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Robert Newry



ZenOffice is supporting England and 
Great Britain international hockey 
player and London 2012 Olympic bronze 
medallist Nicola White.

Nicola has more than 100 international 
caps to her name and is closely involved with 
a number of charities including the British 
Heart Foundation, Dame Kelly Holmes Trust and 
Oldham’s One Future Olympic Legacy. Since 
the Olympics, she has made 80 plus public 
appearances, including awards evenings, school 
visits, master classes and coaching sessions.

ZenOffice managing director Les Kerr first 
met Nicola at Oldham Athletic Football Club 
and was deeply impressed with her passion 
and commitment to become one of the world’s 
best hockey players. 

“When we found out that Nicola was looking 
for help to be able to lease and insure her car, I 
was delighted to be able to step in and offer our 
assistance,” he said.   www.zenoffice.com
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Almo Office wins the 
ultimate prize  
Almo Office’s 
merchandising 
director Kevin 
Farrell has won 
the big prize in 
the pan-European 
‘Image Yourself’ 
competition run 
by Antalis to 
promote its own-
brand range of 
uncoated office 
and business 
papers.

The top prize was a six-day, expenses 
paid trip including return flights to Rio de 
Janiero, hotel accommodation, sightseeing 
trips, a cruise across Guanabara Bay, a visit 
to a local football academy and a ticket  for 
the World Cup final on 13 July.    
www.antalis.co.uk 

Diary Date This year, Photizo Group is holding its Transform 
Europe managed print services (MPS) conference 
in Prague in the Czech Republic.

Taking place on October 20-22, this is a must-attend 
event for anyone interested in the state of office printing 
and managed print services, including customers, resellers, 
manufacturers, software vendors and consultants.

Until July 31, Photizo Group is offering Early Bird 
pricing of €595, a saving of €400 on the full conference 
price.   www.photizogroup.com 

Katun expands 
offering
Katun has boosted its product offering with 
new Business Color toners for use in Canon 
Imagerunner Advance C5045/C5051/C5250/
C5255 devices; Katun Performance Color 
toners for Ricoh Aficio MP C3002/C3502 
machines; Katun Performance Color toners 
for HP LaserJet PRO 200 M251 series printer/
MFPs; and a Katun Performance Waste 
Toner Container for the Toshiba E-Studio 
2050C/2051C series.   www.katun.com/eu 

Brother helps resellers to 
capitalise on market growth 
Brother has launched eight 
new business colour 
laser machines 
which they say 
will help resellers 
capitalise on sales 
opportunities in 
the colour printer 
market. 

The colour laser all-in-one 
market is up 30% year-on-year, as companies increasingly 
look for printers that offer low total cost of ownership 
rather than cheaper upfront purchase costs. 

The L8000 range is for businesses that print up to 
2,000 pages a month, while the L9000 range is designed 
for users printing up to 5,000 pages a month. Both ranges 
offer multiple connectivity options, including wireless 
and NFC, and enable users to print from cloud-based 
applications such as Apple AirPrint and Google Cloud Print. 

The machines will be added to Brother’s MPS portal, 
offering the vendor’s best ever click price and a better 
total cost of ownership than the market leader, thanks to 
high duty cycles and new super high yield toners.

Product manager Stuart Mabe said: “These new ranges 
have enabled us to provide a much stronger cost per 
page and total cost of ownership than ever before and we 
believe they will be a key product in our MPS offering.”
www.brother.co.uk/professionalcolour 

ZenOffice sponsors 
Team GB Olympic 
medallist  
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Kevin Farrell and 
Antalis Account 
Manager  
Marie Challis

Event focuses on the 3rd 
platform
The 3rd platform – social media, cloud, mobile and 
big data – will drive more than 90% of the growth 
in IT spend through to 2020, research organisation 
IDC claimed last month at an event co-hosted by 
Konica Minolta Business Solutions UK. 

The event, designed to create dialogue about the role 
of information and content management technology in 
modern businesses, brought together C-level executives, 
IDC analysts and business leaders from Konica Minolta. 

IDC said that greater focus on regulatory compliance 
and innovation was driving IT sales in Europe, with 
40% of European IT executives planning to increase IT 
budgets in 2014. IDC expects overall IT spend in EMEA 
to rise by 3% to $654 billion in 2014. 
www.konicaminolta.co.uk

Nicola White and Les Kerr
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Apogee acquires 
Nottingham’s Copydoc
Apogee Corporation has enhanced 
its Xerox servicing capabilities with 
the acquisition of Nottingham-based 
Copydoc, a specialist in the service, repair 
and maintenance of copiers and printers. 

Copydoc has been providing businesses 
in the East Midlands, South Yorkshire and 
Lincolnshire with flexible service solutions since 
1997 and brings a wealth of Xerox service 
experience under the Apogee umbrella.

The acquisition of Copydoc follows that of 
another Nottingham business, Xact Complete 
Solutions, completed at the end of April.

New Sales Director  
at Midwich
Midwich has appointed Iain Campbell as Sales Director 
responsible for sales processes in all its divisions. Campbell, 
a co-founder of True Colours in Crowthorne, Berkshire, which 
Midwich acquired in 2006, said: “I’m delighted to take on 
this new role. My aim is to help the business achieve its 
long term goals with the aim of creating a more intelligent 
route to market. Our customers’ needs have always been 
paramount to our decision-making and I’ll be working 
to help ensure their experience in working with Midwich 
exceeds their expectations.”   www.midwich.com 

NETBOX Digital signs 
motorsport deal
Rochester-based print, copy and scan 
business NETBOX Digital has announced 
its sponsorship of British Touring Car 
Championship (BTCC) racing driver 
Tom Ingram and his team, Speedworks 
Motorsport.

At 20, Ingram is one of the youngest of the 
30 drivers on the BTCC grid and has already 
turned heads with six top ten finishes in his 
rookie season, driving a Toyota Avensis. The 
British Touring Car Championship runs at 
racetracks all over the UK and will be at Brands 
Hatch, Kent on 11/12 October.

Managing director Paul Crewe said: 
“Motorsport, and Tom in particular, is a natural 
fit for us. To be at the top of their game, a 
driver needs to be the fastest, have the latest 
technology behind him and be supported by 
a speedy, efficient service. Tom is the new kid 
on the block with an independent team and is 
someone we are proud to support.”

In 2013, the Mega Growth 50 published 
by Kent Business named Netbox Digital as the 
fastest growing company in its category and the 
second fastest growing company in Kent.
    www.netboxdigital.com

Paper still ‘mission-critical’ 
in three out of four 
businesses
Paper is still deeply embedded in corporate 
culture, as businesses fail to take advantage 
of digital technology and print management 
solutions to reduce print and paper costs.

In a survey of 1,000 decision-makers by Altodigital, 
more than three quarters (76%) said the printed page 
was mission-critical to their business, with just one in 10 
(11%) expecting to be paperless in ten years’ time.

Half of businesses still don’t track print costs or paper 
use – even though 73% have technology in place that 
allows them to do so and 66% have targets to reduce 
paper consumption. 

As a result, extravagant printing habits persist, with 
46% always printing in colour, 39% only printing on one 
side of the page and 35% regularly printing emails to read. 

The survey shows that businesses are also failing to 
make the most of electronic document management, 
with nine out of 10 respondents storing important 
documents both electronically and in hard copy and just 
40% choosing electronic over hard copy storage.

When asked why they had not become paperless, 
45% of respondents said they 
prefer the convenience of a hard 
copy document; 30% ‘don’t 
trust’ storing or using electronic 
documents; and a third believe 
a hard copy document has more 
gravitas than an electronic 
version. 

A further 19% thought 
‘going paperless’ was too 
complicated and expensive, 
while 15% admitted to having a ‘print it out’ culture. 

Tony Burnett, group sales director at Altodigital, said: 
“The paperless office is not a new trend by any means, 
but as the research shows, we’re seeing real resistance 
from staff up and down the country when it comes to 
putting it into practice. This is surprising given the very 
real benefits of moving towards a paper-free environment, 
such as significant cost and efficiency savings, not to 
mention the ability to operate in a greener capacity.”

He added: “Perhaps we need to stop talking about 
going ‘paperless’ and instead focus on what is realistic; 
reducing our reliance on the printed page. We call 
this the ‘paper-less’ environment, and with the right 
technology and guidance businesses can escape the 
inefficiencies and limitations of paper-based systems.”
www.altodigital.com

New Midlands office for 
Purpose Software 
Purpose Software, a supplier of service 
management software to document 
and print management solution 
providers, has opened a regional office 
in Nottingham to support customers 
throughout the Midlands and North of 
England.

Mike Burke, Managing Director of Purpose 
Software, said: “As our business continues 
to grow across the UK, we recognise the 
importance of a local presence to provide 
customers with an even higher level of 
service and support. The opening of this 
new office demonstrates our commitment 
to developing closer relationships with 
customers and building a lasting presence 
throughout the UK.”
www.purposesoftware.co.uk
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Tony Burnett

Iain Campbell

Photo courtesy of Stu Stretton
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In the news

Principal I named Leader in MPS 
Photizo Group has recognised Principal I Ltd as a leader in managed print services. 
The company was one of 13 independent providers that Photizo Group selected 
to participate in the 2014 Leaders Index for MPS Channel Providers, based on 
demonstrated leadership in MPS.

Ken Stewart, Photizo Group practice director, Services, said: “As the managed services 
landscape continues to evolve, we are in need of measurable best practices and benchmarks built 
on real-world results by recognised leaders in managed print and document services. These MPS 
leaders not only demonstrate leadership in MPS, but a genuine interest in the pursuit of best 
practices that benefit the industry and the customers it serves.”  

Tony Wills, commercial & marketing director of Principal I Ltd, said: “To be acknowledged in 
this way by Photizo Group is a great accolade indeed. Principal has been involved in MPS for many 
years and has developed unique methods to scope, implement and manage MPS installations. 
We continually look to evolve our capability to meet and exceed customer needs and to have this 
recognised in this way is a fantastic endorsement for all of the hard work that our team have put in 
during the last 10 years.”   www.principal.co.uk

Norwich-based digital copier 
company Eastern Business Systems 
(EBS) has celebrated its 20th 
anniversary with a Champagne 
reception for customers and business 
partners at its new state-of-the-art 
sales and service hub.

Founded in 1994, EBS has an annual 
turnover of £4 million and maintains more 
than 2,200 machines throughout a territory 

stretching from the east coast to the 

A1 and from Lincolnshire to 
London.

“We’ve also overseen 
installation of customers’ new 
EBS-supplied equipment in 
France, Holland, Spain and 
even Hong Kong for some of 
our global customers who like 

the way we do business,” said managing 
director Kevin Francis.

EBS is holder of an Olivetti service 
excellence award and is one of only 20 
Konica Minolta dealers to have 5-star 
accreditation. It also supplies products and 
service/support packages from Sharp, Kip 
and, most recently, Riso.

Customers include Bernard Matthews, 
Europa Worldwide Logistics, TWI and 
Germains UK. 

BNP Paribas Leasing Solutions’ 9th 
Masters Team Challenge, which took 
place at Moor Hall Hotel in Sutton 
Coldfield, was attended by industry 
leaders including Ricoh, Konica Minolta 
Business Solutions, Balreed Digitec, 
Sharp Business Systems, Kyocera 
Document Solutions, Canon and The 
Danwood Group.

The winning team comprised Adrian Crucefix, 
Direct-tec UK; Bill Todd, Karlson; and Justin 
Longmuir, Document Data Solutions. The runners-
up were Brian Kidd, 1st Office Equipment; 
Colin Yule, Capture Imaging; and David Forsyth, 
Document Data Solutions.

This year, the ‘nearest the pin’ winner was 

asked to nominate a charity to receive a donation 
of £220 (£5 per player). Paul Moses of Ricoh 
chose to donate the money to African Vision 
Malawi. He said: “African Vision is a charity 
dedicated to creating a healthy, educated and 
self-sufficient community in Malawi, Africa. It’s 
an excellent cause.”

Colin Yule of Capture Imaging won the 
longest drive and Justin Longmuir of Document 
Data Solutions was named highest placed 
individual. 

The Pink Ball was won by Richard Cashman, 
Principal 1; Marcus I’Anson, Sharp Business 
Systems; Nigel Stone, City Digital Technology; and 
Mark Lloyd, Konica Minolta Business Solutions.
www.weareleasing.com 

NAPPS UPDATE 
Making self regulation a 
success 
By Aaron Warham,  
Director, NAPPS

Through our Partnership 
with the Better Regulation 
Executive (BRE), we have 
been asked on a number 
of occasions to sit in 
on discussions concerning the impact of 
Government-sponsored self regulation and 
how it can be effectively managed through 
the private sector. As you can imagine, any 
discussion involving cross-party Whitehall 
groups can be a little dry, but a recent sit-
down brought a key issue to the fore.

The mission statement of the BRE is to remove 
all unnecessary regulation from the British economy 
so that business can flourish. A cornerstone of this 
process is the setting up of alternatives to regulation. 
In short, they want to find ways to make businesses 
act professionally, legally and ethically, without 
resorting to punitive measures.

So far, the input from NAPPS has been to help 
guide the BRE and regulatory team members within 
individual Whitehall departments towards self-
regulatory processes that have been successful for 
NAPPS, including the establishment of the NAPPS 
Code of Practice. In our latest round of discussions, a 
key issue was raised concerning self-regulation buy-in.

From the BRE’s point of view, Government-
sponsored self-regulation has always been a 
non-starter, as securing buy-in from the private 
sector has been almost impossible. This is because 
they have found it difficult to avoid the carrot and 
stick approach of punitive financial punishment for 
non-compliance, which is the basis of centralised 
regulation rather than self-regulation. Experience 
shows that the use of financial penalties makes 
businesses reluctant to join any Government-backed 
self-regulatory body.

The NAPPS advice in this instance was born 
out of the experiences of our own members, who, 
over the past three years, have found that NAPPS 
certification and the NAPPS seal of approval has 
won them business. They all became part of the 
Association due to their shared belief in ethics and 
outstanding customer support, but the positive 
impact of winning new business has made being 
part of a self-regulatory body a no-brainer. What has 
helped NAPPS drive forward and build on its initial 
success is that UK customers are now aware of our 
existence and aims and are demanding that their 
suppliers become part of NAPPS.

And it’s this advice I shared with the BRE. If you 
can make the benefits of self-regulation known to 
businesses, you will have a group of like-minded 
corporations. If you can make their customers want  
it, too, you will have a real success.

l to r: EBS service director 
Mark Stewart, sales director 
John Rowe and managing 
director Kevin Francis

EBS celebrates 20 years of growth

Masters team challenge
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3D printing is 
being discussed 
more and 
more on sales 
appointments...

As the hype around 3D printing 
continues to build, are you 
convinced it’s an option for your 
business? 

Matt Goodall, Service Director, Office 
Evolution: “We have monitored the very 
rapid development of 3D printing and it is 
clear that it has a place, but the decision 
as to whether this is an option for office 
equipment resellers is still to be answered. 

“The high end professional machines 
are largely used by engineering companies 
and these are often provided by existing 
suppliers who already supply moulding 
and tooling machines. The small entry-level 
machines have dropped in cost so much 
that the margins are small and the repair 
options limited; it could be said that they 
are now almost a disposable product when 
they fail.” 

Andrew Jones, Sales & Marketing 
Director, 1st Office Equipment:  
“We have looked into 3D printing in great 
detail and have come to the conclusion 
that apart from the word ‘printing’ there 
is no similarity with our traditional core 
printing products!

“The whole 3D printing process is a 
manufacturing process, ideal for prototypes 
etc.. However, the vast array of additive 
materials that can be used, and each with 
its own type of printer, means it is not 

viable to invest in this market. The sales/
technical attributes required are extremely 
specialised and again the cost of funding 
against the likely return on investment is 
extremely low.”

Gary Downey, Group Marketing Director, 
Balreed: “3D is certainly something that 
has got everyone talking and it has crossed 
from very specific trade conversations ten 
years ago to featuring on mainstream TV 
today.”

Mark Smyth, Operations Director, Vision: 
“Interesting subject and one we are really 
starting to gain traction with, but it’s still 
early days as we all look to understand 
the true running and somewhat expensive 
acquisition costs! 

“Vision officially launched 3D printing 

3D printing – a rapidly 
   growing market

According to market research company MarketsandMarkets,  
the 3D print market is set to hit £5bn by 2020. Print IT Reseller asks 
leading lights from the reseller channel how this new technology is 
impacting their business.

at its half year sales conference back 
in April and since then it’s gathered 
momentum. It’s being discussed more and 
more on sales appointments and meetings.  

“We believe this will only suit specific 
industries and verticals but we are already 
seeing an increase in interest and requests 
for information at this early stage.”

Peter Knight, Founder, Printerbase: 
“We definitely believe 3D printing will be 
an option for Printerbase: it is an area of 
our business that we are already seeing 
success with. However, despite such a 
positive start, we don’t feel it is a product 
to be sold transactionally just yet.

“We decided to make an investment 
to bring demo machines into our studio, 
allowing us to get to grips with the 
machines and software. From just trying 
to print various objects ourselves, we have 
acquired plenty of valuable knowledge 
that we are now able to pass on to our 
customers and really enhance our service 
as a printer specialist. We feel that it has 
also helped customers understand what 
particular 3D printers are actually capable 
of. With our first-hand experience, we 
know exactly what you can achieve and 
the steps you need to take to get there.”

Karl Welburn, Director, Print Copy 
Scan: “At the moment 3D printing is 

l: Matt Goodall,  
Service Director,  
Office Evolution
r: Andrew Jones, Sales 
& Marketing Director,  
1st Office Equipment

Continued...



Relying on manual input to bring data into a 
business is time consuming and error prone. Manual 
document handling, storage, copying and routing 
admin, all create small inefficiencies that quickly 
add up. This creates a gap between the people 
within the business and critical information, which 
can lead to decreased employee productivity and 
customer service.

An effective supply chain needs routine processes, 
but these can cause bottlenecks. It’s nearly impossible 
for an enterprise to get a full picture of its operations if it 
lacks real-time visibility of information. With control over 
information, a manufacturer can respond to change on 
either side of the supply chain and solve problems quickly 
and effectively.

Take Cummins as an example. The global leader in the 
design, manufacture and distribution of service engines and 
related technologies, implemented managed print services 
to manage, monitor and maintain its entire global fleet 
of output devices, which support 40,000 employees and 

operations in 190 countries 
and territories.

Within the first-year, 
Cummins saw monthly 
expenses drop by 62 per 
cent, pages cut by 36 
million and achieved annual  
savings of approximately $2 million.

Well implemented content management software, 
combined with thorough processes, makes it possible to 
streamline all the admin around invoices, procurement 
documents, travel and expense receipts, inventory records, 
shipping paperwork, contracts and more. This allows admin 
staff to get more done in less time, using fewer resources, 
and allows them to quickly find what they need for audit 
and compliance requests. 

By abandoning paper-intensive practices, the 
manufacturing industry has a lot to gain, by improving 
efficiencies, reducing costs and generating revenue.
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...

Real time visibility of data  
can boost production
Better data visibility and control can help lift production 
across your supply chain, writes Kevin Corne, global services 
director at Lexmark UK & Ireland
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for hobbyists and specialist applications. 
We are keeping a very close eye on this, 
though, as we are sure this will change.”

More and more business sectors 
are exploring the potential of 3D 
printing. Have you seen a surge in 
interest among your client base and 
has that affected your client offer?

Matt Goodall: “The typical office user is 
not looking to implement 3D printing and 
we aren’t seeing huge interest from local 
businesses or corporate customers. Schools 
and colleges are using it in their design 
studios for small mock-up printing. Other 
early adopters tend to be interested home 
users, model makers or keen amateurs.”

Andrew Jones: “We have yet to see any 
interest from our commercial client base, 
although there is an influx of systems 
being supplied into the education sector. 
I would question how much use these 
printers are getting, however, when the 
true cost of production is experienced.”

Gary Downey: “We are seeing a small 
rise in enquiries from clients, mostly 
asking educational questions, to better 
understand the technology, but not quite 
a surge.” 

Mark Smyth: “We are seeing an interest 
in this new and exciting market. However, 
there is clearly trepidation as originators 
and resellers alike look to fully understand 
both the product capabilities and the all-
important running costs.” 

Peter Knight: “From our point of 
view, education seems to be the sector 
that is most enthusiastic about 3D 

are still in the VHS v Betamax age of 3D 
printing; when commonality is achieved, 
the potential uses are huge – from home 
use to the in-house production of spare 
parts from licensed files.”

Gary Downey: “Much like wide format, 
it’s not something relevant for every type 
of business, but it is certainly something 
that will play a key role in the future of 
a number of vertical markets and we are 
actively investigating it as a provider of 
print technology and services.”

Mark Smyth: “I believe the market 
will enjoy most success at mid-level 
where 3D printers are at the right price 
point to justify the acquisition and 
investment. Right now, the larger scale 
the requirement, the more expensive the 
3D printer becomes, and that will make it 
difficult for some organisations to justify.”

Peter Knight: “We have taken notice 
of the amount of effort being put into 
Science, Technology, Engineering and 
Mathematics [STEM] subjects in education 
at all levels, from primary right through to 
university, and we understand the vital role 
that 3D printing plays in this.

“As mentioned earlier, the ability to 
quickly produce design prototypes in 
the classroom pulls together all the core 
subjects and allows for an incredible level 
of student involvement in projects, from 
start to finish. You can see this in action 
with schools and universities already 
working with 3D print technology to 
innovate and move ideas on.”

Karl Welburn: “If the hype is to be 
believed, we will be ordering items online, 
downloading designs and then letting the 
machine work its magic. In the morning, 
when you wake up, your item will be there 
ready to go. This will be very interesting 
and I am waiting for the day we have 
portable ones and make copier parts onsite 
whist repairing machines!”

Is 3D printing the next Holy Grail 
for office equipment resellers, an 
area you ignore at your peril, or is 
it a fad that will come and go?

Matt Goodall: “3D printing is much like 
colour printing was ten years ago. The 
cost will be controlled and the use limited, 
unless absolutely necessary. I certainly 

print technology. We have seen plenty 
of enquiries come in from various 
organisations, but it is those in education 
that have really bought into the idea of 
being able to create prototypes in the 
classroom. Of course, this means we have 
to offer the very best in terms of support 
and back-up and that is what we are doing 
for anyone interested in 3D printers.

“It’s not just the education market, 
though, as we are also speaking to a 
number of companies in different verticals 
in a bid to gauge their interest in 3D 
printing and the possibilities that it could 
offer them in the future.”

Karl Welburn: “We are seeing these 
machines arrive in schools, but we have 
not yet been asked to provide them.”

The applications made possible by 
3D printing are seemingly endless. 
Where do you see the greatest 3D 
printing opportunities?

Matt Goodall: “Without a doubt the 
key area of use is going to be engineering 
companies, creating mock-up models and 
small run production. The opportunities are 
endless, but until a common print language 
and 3D modelling software are available, 
the market won’t become cohesive. We 

Consumer 3D spend to remain low in medium-term
The combined market value of consumer 3D printer hardware sales and material spend is 
forecast to exceed $1 billion by 2018, up from just over $75 million this year, according to 
forecasts by Jupiter Research.

The new report, Consumer 3D Printing & Scanning: Service Models, Devices & Opportunities 2014-2018, 
points out that whilst 3D printer shipments are currently at a relatively low level and experiencing soft 
consumer demand, things should change in the medium-term as HP and Epson enter the professional market 
and an appropriate ecosystem of software, apps and materials develops for the mass market.

Report author Nitin Bhas said: “While there has been an increase in awareness of 3D printing, it is still, 
and will continue to be, a niche consumer technology. In order for 3D printing to find a mainstream market 
amongst consumers, it needs to widen the applications available that integrate consumer lifestyle and drive a 
number of applications beyond professional printing.”

He argues that this can be achieved through the creation of an app or online portal for connecting to the 
cloud and enhancing the functionality of the 3D printer via content, as MakerBot is already doing with its 
Thingiverse and Digital Store.

continued...

Continued on page 17...

l: Gary Downey,  
Group Marketing 
Director, Balreed
r: Mark Smyth, 
Operations Director,  
Vision
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Print & AV 
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Small OfficeBusy Workgroups

Broaden your business options...
Our range of mono, colour and laser print, MFP, GelJet and AV 
products are renowned for their reliability, affordability and flexibility. 
We have a print and AV solution for every environment!

Join one of the fastest growing print & AV vendors and realise every 
business opportunity. For further information on the opportunities 
available please contact us at the web address below. Broaden  
your options, unleash the opportunity and profit with Ricoh SME   
print and AV solutions.

We’re recruiting new resellers, register your interest at:

ricoh-recruit.co.uk
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don’t see it as the Holy Grail of office 
printing but I don’t believe it is a fad either; 
it has a place in the printing world, but 
there is still no substitute for A4 paper!”

Andrew Jones: “As a result of our 
extensive research, any client requests for 
3D printing will be forwarded to one of 
the main manufacturers who will work in 
partnership with 1st Office and ensure the 
client gets best value.”

Gary Downey: “The dramatic fall in entry 
level costs and the range and durability 
of substrates have made the number 
of applications far more than the initial 
modelling and prototyping areas, but 
other considerations, such as the source 
of the 3D artwork files, will become more 
important and may limit the rate of growth 
in other applications. 

“It’s certainly not going away and it 
is important we really understand what 
it can deliver commercially and how we 
can provide and support it as part of our 
portfolio.”

Mark Smyth: “If you promote your 
business as a provider of printing 
technology and a specialist reseller in 
print, 3D printing must be considered, and 
whilst it’s still somewhat of an unknown, 
you cannot afford to overlook what could 
potentially be the next best thing in print. 
Also, as the market develops, I believe new 
uses for 3D printing will emerge and not 
being involved early on will only make it 
harder for some resellers.” 

Peter Knight: “I don’t think we would go 
quite so far as to call it the Holy Grail just 
yet, although we definitely won’t be totally 
dismissing 3D printing as a passing fad.  

“As it stands, the market for 3D printing 
is relatively niche. For example, we can’t 
see accountants and solicitors needing a 
3D printer in their offices. Also, the way 
the technology is currently means that 
knowledge, skills and support are of huge 
importance when it comes to selling 3D 
printers. You cannot just ship a 3D printer 
to a customer without being able to offer 
that continued support, otherwise the device 

will be coming back quicker than the time it 
takes to print out a simple chess piece!

“Going back to the main point, the 
idea that 3D printing possibilities are 
endless, that’s something that we here at 
Printerbase agree with: there is so much 
potential. Everyone, in a wide variety 
of industries, is still in the process of 
discovering the uses, benefits and assessing 
the long-term impact of 3D printing. We 
believe that some 3D printing applications 
will come and go. However, others will be 
developed and become part of our working 
environment. 3D printing is part of the 
future, there’s no doubt about that.”

Karl Welburn: “I don’t think it will impact 
our offerings. However, I do believe this is a 
fad that is here to stay.”

www.officeevolution.co.uk
www.1st-office.com
www.balreed.com
www.visionplc.co.uk
www.printerbase.co.uk
www.printcopyscan.co.uk

AirDog, the first automated drone designed to 
track and video outdoor activities, is a good 
example of how 3D printing can help inventors 
quickly turn ideas into operational prototypes.  

Aimed at the consumer market, the AirDog is a 
simple-to-use, ‘quad-copter’ that operates via a wrist-
worn tracking device. Having set distance, speed and 
height levels for AirDog to follow, users can capture 
live aerial video footage and still photography of 
themselves on the integrated GoPro sports camera. 

Helico, developer of the AirDog, expects it to 
prove popular with fans of freestyle BMX, motocross, 
skateboarding, surfing, kite-surfing and wake-boarding, 
when it is launched commercially at the end of October.

Edgars Rozentals, co-founder and CEO of Latvia-
based Helico Aerospace Industries, said that 3D 
printing was critical in helping AirDog get off the 
ground, both literally and figuratively, as the original 
silicon-moulded parts, ordered from a supplier in 
China, took two weeks to produce and were ultimately 

too heavy for lift-off and had to be scrapped.
 “The benefits delivered by 3D printing compared 

to the method we trialled originally are numerous,” 
he said. “Above all, turnaround time is significantly 
reduced and if we need to make last minute 
changes to a design, we can do so within a matter 
of hours, easily and cost-effectively. This was simply 
unachievable before, as it necessitated time-
consuming production of a costly new mould.”

Stratasys’ Latvian partner Baltic3D, working with 
Polish reseller Bibus Menos, recommended Stratasys 
FDM printing for the AirDog, as the FDM-based 
ULTEM material is able to create parts of great 
strength and durability that are still light enough for 
take-off and in-flight manoeuvrability.

The accompanying AirLeash tracking device was 
printed using Stratasys’ PolyJet multi-material 3D 
printing technology. The wrist-worn device with both 
rigid and soft parts (e.g. the case and keypad buttons) 
was 3D printed in a single pass. 

Follow the leader

Peter Knight,  
Founder,  
Printerbase
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From its birthplace in Newbury, to 
its current HQ in Swindon, UTAX 
which is today the largest dealer-
only network in the UK has gone 
from strength to strength. For the 
last three years, the company has 
reported double-digit growth and 
a corresponding increase in its 
highly skilled support staff across all 
departments. And as testimony to its 
corporate ethos, 25 years on, 30% 
of the original workforce namely 
Financial Controller, Kevin Good and 
Office Manager, Wendy Ilott, are still 
with the company.

According to Managing Director Shaun 
Wilkinson, at the core of its 25-years of 
growth and success lies a simple fact – 
UTAX always puts the customer first. “Our 
main focus is always on our partners and 
the fulfilment of their customers’ needs. 
Our dedicated team provides expert back-
up through sales, marketing and technical 
support to enable our partners to offer 
a professional service to their customers 
– and to grow their own businesses 
profitably,” he said.

Speed of transformation
Wilkinson is unsurprised by the speed of 
transformation in the print market. “Some 
companies seem to think it is remarkable 
how quickly the print market has changed,” 
he commented. 

“However, for the last eighteen months 
we have been working towards a different 
vision for the future. We can all see that 
the convergence of analogue and digital, 
the development of the cloud and the 
massive increase in storage capabilities, 
have contributed to reduce the role of 
the traditional photocopier, in favour of 
solutions-based MFP products.”

Wilkinson believes that the traditional 
‘print and copy’ environment will diminish 
and that in the future, the price per copy 
or click, although important, will become 
less relevant. “With customers demanding 
more from their suppliers and the ability to 
use ever sophisticated software solutions 
to help manage their businesses, the real 
focus of UTAX’s investment is on developing 
with our partners, better and ultra-efficient 
Managed Print Solutions and the creation 
of – and investment in – an enlarged direct 
service and support division,” he said.

cover story

Around the same time as Tim Berners-Lee was creating the early protocols for the Web, 
UTAX (UK) was beginning its journey to 25-years of unprecedented success.

UTAX (UK) celebrates  
25 years in business

SMART launch
So significant is this work in the software 
support and development departments, 
that pre-sales, solution design and post-
sales support activity has increased four-
fold over the last 12 months. 

“We now have one of the most 
efficient, competitive and highest quality 
range of hardware devices supported by 
extraordinarily brilliant software Apps 
that really allow our partners to attack 
the market,” added Wilkinson. “More 
importantly, our software platform allows 
us to support our partners by creating 
bespoke solutions to resolve client 
problems and create outstanding solutions 
that drive sales.”

UTAX will soon be launching a new 
System Monitoring Analysis Reporting 
Tool, (SMART), providing partners with 
complete control over a client’s global 
installations across their MIF and providing 
a multiplicity of remote monitoring and 
hardware management solutions.

Strategic goal
Wilkinson explained his strategic goal for 
UTAX (UK): “We have to ensure that every 
UTAX partner is in a position not just to 
sell hardware, but to provide software 
solutions that meet their clients’ managed 
print objectives. 

“Our industry faces a major challenge 
over the next five years and that is to 
change the perceptions associated with our 
industry. We have to adapt to new ways of 
working, new ways of providing solutions 
and new ways of fairly and transparently 
charging for our goods and services. 
We must ensure that our businesses are 
agile and adaptable so we can respond 
quickly to changing markets and customer 
demands,” he said.

To find out more about partnership 
opportunities with UTAX, email 
marketing@utax.co.uk, call  
01793 786008 or visit utax.co.uk.

Our main 
focus is 
always on our 
partners and 
the fulfilment 
of their 
customers’ 
needs. 

Shaun Wilkinson, 
Managing Director, 
UTAX (UK)



recruitment

Many SMEs have recruitment processes that are not geared to finding 
quality talent. Thus, staff often find themselves executing a variety of 
tasks to plug certain skills gaps, even though they might not be the 
most skilled in those areas. This can naturally affect the long term 
potential of a business. 

Whatever the competencies of the job, in my 25 years plus experience of 
working within the direct sales environment, I have very quickly learned that 
having the right ‘attitude for sales’ is the most important attribute for a selling 
role. Without the right attitude, no matter how skilled an individual is, they won’t 
last the course, and I’m sure you know how costly sales person churn can be.  

I have mentored and trained sales novices who have such a great attitude 
that they very quickly learn the skills of selling and do an outstanding job. Finding 
people with the right attitude is a skill in itself. Just as selling is a numbers game, 
so, too, is recruitment of the right people. Don’t get frustrated if the first five or ten 
people you interview are not right for the position. It won’t be ideal from a time 
perspective, but having the wrong person in the job is perhaps more painful. 

There are a number of key factors that contribute to the attraction and 
recruitment of sales talent. Here are eight tips to factor into your recruitment 
process.

1. Build a talent pool

Networking and keeping in touch with talented sales people whether you are 
recruiting or not can help to build a candidate base for the future. Make this an 
ongoing process.

2. Use social media 

Social Media is an important way to link with and attract people and make them 
aware of your company. 

3. Local connections

Your local area might have an employment graduate programme with incentives 
for your company. This could be a cost-effective way of finding a stream of 
potential graduates that could serve your purposes. When taking on new sales 
people, make sure you have a detailed training programme to give them the best 
possible start.

Recruiting and 
retaining sales  
   talent

ECi, e-automate and the ECi Red Box logo are trademarks or registered trademarks of eCommerce Industries, Inc.  All rights reserved.

From initial quote to accurate profitability reporting,  
e-automate helps manage your business-critical  
processes with greater ease and efficiency, allowing  
you to focus less on day-to-day tasks and more 
on growing your business.

CONTACT US TODAY!
+44(0) 333 123 0333

www2.ecisolutions.com/alloutIT

+44(0) 333 123 0333 officeequipment.eci.eu eu-sales@ecisolutions.com

ARE YOU 
GOING IN 
TO BAT 
WITH THE 
WRONG 
TOOLS?

ECI E-AUTOMATE HAS THE SOLUTIONS SERVICE  
PROVIDERS NEED TO ACHIEVE ALL-OUT PROFITS!

SALES • CONTRACTS • SERVICE • PURCHASING • INVENTORY • ACCOUNTING • & MORE

Print.IT Resellerwww.printitreseller.co.uk 19

Over a third of smaller UK 
companies are struggling to 
recruit employees with the 
necessary skills to help their 
businesses grow, according to 
a report from Albion Ventures. 
Here, sales development 
consultant Parin Sachedina 
explains how to recruit and 
retain sales talent.

Continued...
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Toshiba TEC is the offi cial offi ce
automation supporter of the
Glasgow 2014 Commonwealth Games.

Toshiba TEC is the offi cial offi ce
automation supporter of the
Glasgow 2014 Commonwealth Games.
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4. Motivate your staff

Incentivise your workforce to recommend 
potential recruits. Offering a financial 
reward for a successful recruit can quickly 
widen the net for finding good people and 
can be cheaper than other methods of 
advertising. 
 
5. Be clear on key competencies

Before interviewing, be clear on the most 
important competencies required for the 
position. One way of doing this is to analyse 
the best sales people in your company and 
benchmark their skills and attributes.  

6. Prepare for interviewing

Ensure that your interviewing process is 
well prepared and organised to thoroughly 
test candidates’ attitude and competence 
and get to the heart of why they might 
want to join your organisation.  

A good candidate will be put off by 
a disorganised and shoddy recruitment 
process. Just as you require them to 
impress you, a good candidate will expect 
a potential employer to impress them. 

You can test candidates’ attributes 
through a variety of methods including 
behavioural/competency-based interviewing, 
role play scenarios and even psychometric 
testing. It is very easy for people to tell 
you what you want to hear; using the right 
methodology, with detailed exploration 
and testing, can help reveal a more realistic 
picture.

7. Make the right impression

Ensure the interview rooms look 
professional and smart. This might sound 
trivial, but psychologically it can go a long 
way towards making the right or wrong 
first impression.

8. Market your business

Ensure your marketing literature, such as a 
website or company brochure, is a positive 

reflection of your company, as this is what 
a potential new recruit will look at first. 
Any awards or achievements should be 
present to provide a more quality edge.

Retaining talent
Retention of good sales people is just as 
important as the hiring process; if there is 
not enough focus on employee retention 
they will soon go elsewhere. 

There are a number of activities and 
initiatives that can go a long way towards 
empowering and retaining sales people, 
such as ensuring you have a robust 
training mechanism to equip them with 
good quality knowledge and expertise. 
This will build their confidence quickly and 
enable them to deliver results faster, thus 
becoming a motivating factor. Ongoing 
training is critical to maintaining standards 
and expertise to continue the cycle of good 
performance.

Making money is a key driver for all 
sales people, so it is a good idea to have a 
meritocratic compensation plan. A reward 
structure that sales people can understand, 
that rewards performance and over 
achievement can be critical for attraction 
and retention.  

Strong leadership and management are 
key, as many sales people leave companies 
due to the absence of good leadership and 
management practice. Lack of recognition 

is a real demotivating factor that, for many 
sales people, can even supersede the 
OTE, potentially driving them elsewhere. 
It’s important to offer career progression 
opportunities; companies that do this will 
inevitably have the capacity to keep their 
sales people longer. 

Setting challenging yet achievable 
targets is another important factor: some 
companies have targets that are impossible 
to achieve and others have easy targets 
that have no challenge and therefore 
provide a limited feeling of achievement.  
A balance in this area can really help to 
drive sales people.

There are always other factors that can 
influence the attraction and retention of 
good sales people. However, if you do your 
job well, then your chances of success in 
these areas will be much greater.

Parin Sachedina has over 25 years’ 
experience in both direct sales and 
developing award winning sales training.  
Her 15-week training programme at Lyreco 
and other sales development programmes 
for companies, including Office Depot, have 
resulted in measurable increases in bottom 
line revenues of up to 60%. Currently 
partnering with a production company, 
Parin is developing a DVD-based series on 
sales training particularly aimed at the SME 
marketplace.  parin@wild-dream.com

...continued

Just as you 
require them 
to impress 
you, a good 
candidate 
will expect 
a potential 
employer to 
impress them. 
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The excitement is already building as 
Glasgow makes its fi nal preparations for the 
XX Commonwealth Games, which take place
from 23rd July to 3rd August. Around one million 
spectators will converge on the city to witness 4,500 
of the world’s fi nest athletes competing for glory.

Winning isn’t fl exible, so it’s vital that the support 
and operational infrastructure behind the 
Commonwealth Games is. Toshiba TEC is therefore 
supplying best-in-class products and services as 
part of a fully supported offi ce automation solution.

Toshiba TEC’s managing director, Adam Sheppard, 
says, ‘Toshiba TEC and the Commonwealth Games 
share values such as healthy competition, a 
commitment to the communities in which we operate, 
and the desire to achieve the highest standards.’

While it is the sporting heroes and heroines that
will be the focus of attention, Toshiba TEC’s role
is synonymous with sport’s back room heroes –
the physiotherapists, coaches, nutritionists and 
equipment developers who dedicate themselves
to excellence and constantly strive to give others
the edge. 

Although most of the athletes will only perform
once, over 600 of Toshiba TEC’s market leading 
e-STUDIO MFPs and desktop printing devices will 
be deployed and expected to reliably perform every 
time. The devices will be located everywhere from 
back offi ces and receptions through to media and 
results areas and will incorporate print management 
software solutions including mobile printing, 
enabling the Commonwealth Games’ headquarters, 
satellite offi ces and venues to run like clockwork.

Toshiba TEC goes for
gold at Glasgow 2014.

Tom Gaffi kin is a business consultant 
at Toshiba TEC and when he’s not 
generating new business, he gives much 
of his free time to The Woodcraft Folk.

Every week he helps young people 
learn about big ideas to develop self-
confi dence and build their awareness 
of society around them. Through a 
range of activities, they develop an 
understanding of issues like the 
environment, world debt, global 
confl ict and sustainable development. 
By encouraging children to think, 
the hope is that they will help build 
a peaceful, fairer world.

I’ve never imagined being rewarded for 
the work I do because I enjoy it so much! It is 
a real honour to be a part of Glasgow 2014 
and I’m proud to work for a company that 
is supporting a large-scale event that the 
whole world will be watching.

An offi cial sponsor of the XX Commonwealth Games, 
Toshiba TEC UK Imaging Systems is providing a 
comprehensive, fully supported offi ce automation 
solution to keep the information fl owing during one
of the sporting events of the year.

Take, for example, the media centres. They will 
experience some of the highest demand from
the print distribution infrastructure, as results
from various competitions are approved, printed, 
photocopied and delivered to the waiting journalists. 
Anything up to 700 copies of each document could 
be needed, so speed will be key – a challenge that 
the MFPs will be more than up to. 

Although the technology is important, equally so is 
the service and support that goes with it. Experts 
from across the company are playing their part – 
project managers are backed up by a variety of 
technical, resourcing and logistics personnel, who 
are responsible for ensuring that the devices are 
ready to perform anywhere, anytime and anyhow.

David Grevemberg, chief executive of Glasgow 
2014, concludes, ‘I’m delighted that we’ve been 
able to partner with Toshiba TEC. The company
is a true leader in its fi eld and brings a wealth of 
expertise – not only in delivering key services but 
also doing so amidst the uniquely pressurised 
environment and atmosphere of a global
sporting event.’

To fi nd out more about Toshiba TEC and Glasgow 
2014 visit www.toshibatec2014.co.uk

A number of Toshiba TEC employees have 
been lucky enough to be nominated as 
Batonbearers for the South Ayrshire district. 
As well as being our own behind the scenes 
heroes, their efforts in their local communities 
and beyond mirror the commitments made by 
the physios, nutritionists, equipment developers 
and other heroes who will drive success at the 
Commonwealth Games. This is what it means 
for them to be a part of Glasgow 2014.

The Glasgow 2014
Batonbearers from
Toshiba TEC are:

Aimee Gardner
Chris Durrant
Graham Moore
Karen Burns
Liz Clark
Nick Taylor
Robert Hill
Tim Armer
Tom Gaffi kin

twitter.com/ToshibaTEC_UK

facebook.com/ToshibaTECUK

Glasgow 2014 will bring everyone together 
for 11 days of sporting excellence and I’m 
delighted to be part of the Toshiba TEC team 
that will help make the event run smoothly.

Karen Burns is customer support 
manager at Toshiba TEC’s National 
Call Centre. Her team answers over 
15,000 inbound calls, deals with 
10,000 email/electronic enquiries, 
and allocates 7,000 service visits 
per month. She always goes beyond 
what’s expected to make sure that 
customer satisfaction is achieved.

Karen was nominated as a Batonbearer 
due to her unwavering commitment 
to equality and fairness, both in and 
out of work.

Behind the
scenes heroes.

Toshiba TEC UK Imaging Systems Ltd
0843 2244944 I info@toshibatec.co.uk
www.toshibatec2014.co.uk
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a real honour to be a part of Glasgow 2014 
and I’m proud to work for a company that 
is supporting a large-scale event that the 
whole world will be watching.
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Toshiba TEC UK Imaging Systems is providing a 
comprehensive, fully supported offi ce automation 
solution to keep the information fl owing during one
of the sporting events of the year.

Take, for example, the media centres. They will 
experience some of the highest demand from
the print distribution infrastructure, as results
from various competitions are approved, printed, 
photocopied and delivered to the waiting journalists. 
Anything up to 700 copies of each document could 
be needed, so speed will be key – a challenge that 
the MFPs will be more than up to. 

Although the technology is important, equally so is 
the service and support that goes with it. Experts 
from across the company are playing their part – 
project managers are backed up by a variety of 
technical, resourcing and logistics personnel, who 
are responsible for ensuring that the devices are 
ready to perform anywhere, anytime and anyhow.

David Grevemberg, chief executive of Glasgow 
2014, concludes, ‘I’m delighted that we’ve been 
able to partner with Toshiba TEC. The company
is a true leader in its fi eld and brings a wealth of 
expertise – not only in delivering key services but 
also doing so amidst the uniquely pressurised 
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sporting event.’
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2014 visit www.toshibatec2014.co.uk
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PrintIT Reseller: What proportion 
of resellers offer managed print 
services?

Louella Fernandes: Overall, of the 
addressable UK MPS channel, Quocirca 
estimates that less than 20% have evolved 
to a full MPS business. However, almost 
40% recognise the need to shift to a 
services-led model and have started on 
their MPS journey.

The channel for MPS is extremely 
diverse, ranging from copier/office 
equipment dealers to IT resellers and IT 
VARs. Typically, copier dealers are the 
most mature when it comes to MPS, given 
their experience of selling copier service 
contracts, and they have the infrastructure 
to manage cost per page contacts and 
billing, maintenance and support. In this 
channel, there are a significant number of 
established and mature MPS resellers.  

The IT channel has, in the main, yet to 
make the leap to MPS and penetration is 
far lower.
 
PITR: To what extent is MPS a new 
concept and to what extent is it 
something that the channel has 
always been doing?

LF: MPS is not really a new concept for the 
traditional copier channel, many of whom 
have developed the expertise, resources 
and infrastructure to offer cost-per-page 
contracts that wrap hardware, service 
and supplies. However, MPS has evolved 
beyond these simple contracts to include 
higher value services and solutions, such as 
assessment, device consolidation and on-
going monitoring of the printer fleet.  

There is a very clear continuum of 
services that a reseller can offer based 
on their capabilities and expertise, from 
basic print services to broader services 
that can also incorporate solutions such as 
document workflow.

Making a success of MPS

We are 
seeing the 
growing 
adoption of 
the cloud 
having a 
positive 
impact for 
managed 
services. 

PITR:  Are those who don’t offer MPS 
struggling, or have warnings about 
the commoditisation of  
office printing been overstated?

LF: Quocirca’s recent study on the channel 
and MPS revealed that those that have 
made most progress with MPS are already 
reaping the benefits. They rate their success 
at creating new revenue streams, improved 
profit margins and customer retention far 
higher than those just starting their MPS 
journey.  Hardware commoditisation and 
shrinking margins mean that resellers 
must rethink their approach and embrace 
a services-led model. Service delivery 
quality is one of the top requirements 
from businesses today, and resellers have 
to counteract commoditisation in the 
market through optimum service delivery. 
This means moving from a reactive to a 
proactive service model, which is the basis 
for any effective MPS contract.

We are seeing the growing adoption 
of the cloud having a positive impact for 
managed services. Because the benefits are 
similar – predictable expenses, the ability 
to scale services as business needs change 
– businesses are becoming more receptive 
to a managed services approach for other 
elements of their IT infrastructure.
 
PITR:  Has the threat of competition 
from new entrants (e.g. IT 
service providers and stationery 
companies) also been overstated?

LF: Managed IT services providers are 
certainly an emerging competitor in the 
MPS market. They already understand the 
model and are looking to enhance their 
services portfolio. However, managing print 
is a very different beast to managing the 
IT infrastructure, and in most cases they 
will rely on a hardware vendor to provide 
the delivery and billing infrastructure to be 
able to offer MPS effectively. We expect 
this to be a fast growing part of the MPS 
channel over the coming years, as printer/
copier vendors refine their offerings for this 
target market.
 

PrintIT Reseller asks 
Quocirca’s Louella Fernandes 
what resellers must do to 
make a success of managed 
print services (MPS). 

PITR:  Who needs more persuading 
about the benefits of MPS, the 
channel or end users?

LF: A good question! For the SMB market 
in particular, the channel is the key route 
to market for the OEMs and so plays a vital 
role in building awareness and educating 
the market.

While the traditional copier or office 
equipment dealer channel understands 
the benefits of MPS – recurring revenue 
opportunities and longer term ‘stickier’ 
customer relationships – the IT channel is 
used to selling transactionally. Making the 
shift from hardware to services/solutions 
is more challenging, as it requires time 
and investment in resources to develop 
an MPS infrastructure. Consequently, 
many vendors, such as Xerox and HP, are 
developing cloud-based tools to minimise 
the investment needed and provide a 
packaged/simplified MPS offerings to their 
channel. 

However, there still needs to be a 
sea change and ultimately resellers need 
more training, financial support and 
incentivisation to shift to MPS. Usually, the 
most effective model is to move to a hybrid 
approach for MPS, continuing transactional 
hardware sales whilst starting to move to 
MPS. This is because the economics of a 
managed service model can put resellers 
under pressure to keep cash flowing 
while their business model changes: this 
disruption to cash flow can be a major 
hurdle to MPS adoption in the channel.

mps
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mps

PITR:  As economic recovery takes 
hold and business activity increases, 
do you expect the focus on the cost 
of print, which has driven so much 
MPS marketing, to diminish?

LF: Cost is always going to be a key driver 
for MPS, particularly with the majority 
of businesses still struggling to manage 
device fleets that may be outdated and 
inefficient. However, as businesses start to 
gain control of their print infrastructure, 
they will be looking for further cost 
savings beyond those achieved with device 
consolidation. Moving from a hardware-
centric to a process-centric MPS model will 
be key. The use of solutions, such as print 
management for rules-based printing and 
document workflow, can not only reduce 
costs by minimising wasteful printing 
and paper bottlenecks, but also lower 
environmental impact, enhance security 
and improve productivity.
 
PITR:  Do you think printing and 
the advanced aspects of MPS, such 
as business process improvement, 
are natural bedfellows or should 
they be tackled and delivered 
completely separately?

LF: There is certainly a natural fit, as many 
paper-based processes can be automated 
through better utilisation of MFPs. Often 
businesses do not fully leverage the 
document capture and routing capabilities 
of these devices. MPS can provide an 
effective platform for integrating paper and 
digital workflow. MPS is definitely a think 
big, start small approach and business 
workflow improvements cannot be 
implemented until the print infrastructure 
is under control.
 
PITR:  What aspects of delivering 
MPS pose the greatest difficulties 
for the channel?

LF: The shift to MPS is far from 
straightforward and the channel is 
challenged with maintaining business 
through a transactional model while 
building up an MPS offering. The 
challenges vary depending on the maturity 
of the reseller: for those with no experience 
the key challenge is to develop the 
infrastructure that enables them to create 
proposals, determine pricing and automate 
supplies delivery. According to our 
research, the top challenges for delivering 
MPS are creating service definitions and 
determining pricing. 
 

PITR: Are OEMs doing enough to 
help their resellers overcome these 
difficulties?

LF: OEMs could certainly be doing more, 
particularly around training and financial 
support. Some vendors have made more 
progress, having scaled their enterprise 
MPS offerings for their channel partners. 
This is a critical time for the market, which 
requires a simple and flexible offering that 
minimises the effort and investment to on-
board a reseller into an MPS programme. 
What is particularly key is the ability to 
manage a multivendor fleet – particularly 
for the IT channel – and it is this capability 
that will set apart the leaders of channel-
led MPS offerings in the market.
 
PITR:  Are the interests of OEMs and 
channel partners aligned or does 
MPS create conflict?

LF: The channel is absolutely vital to the 
adoption of MPS amongst the SMB and 
midmarket and in this market both OEMs 
and their channel need to be aligned on 
the need to expand their penetration in 
order to gain recurring revenue streams. 
 
PITR:  How do you expect MPS to 
develop in the next two or three 
years?

LF: MPS will continue to evolve as both 
OEMs and the channel adapt to remain 
relevant in today’s increasingly mobile- 
and cloud-centric world. MFP devices 
are also evolving and the emergence of 
the latest cloud-connected MFPs means 
that, at a hardware level, there will be the 
opportunity to update existing devices. 
This is an opportunity to transition to an 
MPS contract and build flexibility to offer 
enhanced document workflow solutions.

The channel can profit more if they 
expand their solutions sales – whether it’s 
mobile printing; document security, such 
as pull printing; or creating customised 
workflow solutions. This is the future 
opportunity for MPS and it demands a 
new breed of reseller that can look beyond 
the printed page to the broader workflow 
opportunities.

Louella Fernandes is Associate Director 
of Print Services and Solutions at 
Quocirca Ltd. 

www.quocirca.com

Five steps to 
success
Quocirca advises resellers interested in 
MPS to take the following steps 

1. Deepen market knowledge.
While cost is often high on the agenda when companies 
decide to start using MPS, end users consistently cite 
improving document workflow and administrative 
efficiency and reducing paper usage as prime motivators. 
MPS can also minimise customers’ IT burden and improve 
user productivity through automated consumables 
management tools and software solutions. Resellers need 
to engage with customers to discover their needs and 
identify the appropriate solutions. 

2. Establish key partnerships.
It is essential to establish relationships with third parties 
to build a comprehensive and commercially viable 
portfolio of services and software. For instance, resellers 
that lack the skills to develop their own MPS platform 
may partner with existing MPS vendors to gain access to 
cloud MPS infrastructure platforms. Resellers should also 
look for partners – whether printer manufacturers or ISVs 
(independent software vendors) – that can deliver and 
support a flexible software portfolio that addresses areas 
such as mobile printing, document workflow and secure 
printing. 

3. Develop strong SLAs.
Service delivery is absolutely vital to the success of any 
MPS engagement. When multiple parties are involved in 
the delivery of services and solutions, it is essential that 
roles, responsibilities and expectations are clearly defined 
through appropriate agreements. 

4. Educate the market.
Resellers should establish their MPS credentials and 
reinforce their role as trusted advisors. MPS is a broad 
and often misunderstood term, so each customer is likely 
to have different attitudes and expectations. In order to 
establish trust, a reseller should offer a proactive approach 
that demonstrates that they can address some of the prime 
inhibitors to MPS, such as cost, lack of clarity on benefits 
and poor flexibility. 

5. Establish a clear structure and accountability.
Changing from being a hardware provider to a service 
provider takes time. To make an effective transition to an 
MPS model, a business must have clear accountabilities 
for delivery in place. Measuring performance through 
SLAs and KPIs, with an aligned system of incentives and 
rewards for sales staff, can help resellers implement their 
commercial MPS strategy successfully.
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HP CEO Meg Whitman likes to talk 
about the ‘new style of IT’ being 
driven by mobility, the cloud, big 
data and security. These four pillars 
are the building blocks of HP 
innovation and product development 
in all its divisions, including print.

The impact these trends are having 
are clearly evident in recent HP printer 
innovations, from the introduction of 
scanner-optimised Flow MFPs and the 
industry’s first MOPRIA-certified printers to 
the launch of the Instant Ink subscription 
model.

Against a backdrop of declining print 
volumes in developed economies, these 
developments are helping to maintain the 
relevance and value of print at a time when 
content is increasingly created, shared and 
stored electronically.

Gary Tierney, head of HP’s printing 
division in the UK & Ireland, cites mobile 
printing as an example of how HP has 
been able to increase print volumes by 
meeting the needs of customers.

“There was a time when photos were 
printed all the time. Then, with the advent 
of the smartphone, Snapchat, Instagram 
and Facebook, photos were shared 
in digital form. Now, we are seeing a 
resurgence in printing as people are able 
to print information from their phones and 
tablets simply and easily. We have made 
the process intuitive, simple, driverless,” 
he said.

“When we look at devices that are 
connected to the web, the feedback we 
get shows an ‘on top’ print volume where 
users have Android/iOS versus a device 
where nobody is using a mobile. In general, 
people print in the home at a certain level, 
but when mobile printing is brought in and 
made simple, we see an exponential ‘on 
top’ growth, which is really positive. People 
want to print things off these devices.”

Through initiatives like HP ePrint and 
WiFi Direct printing, HP was one of the 
pioneers of mobile printing. More recently, 
it has become a driving force behind 
MOPRIA, the Mobile Printing Industry 
Alliance, which has developed mobile 
printing standards that, when adopted 
across the printer, mobile device and 

Style icons
PrintIT Reseller speaks to Gary Tierney, head of HP’s 
printing division in the UK & Ireland, about how the 
‘new style of IT’ is impacting office printing 

and security. All four are inter-connected. 
How do we see print linking into this 
change? There was a time when print 
meant print, copy, scan and fax. Now, fax is 
pretty much dead; print stable; and copying 
has been in secular decline for ever. 
Scanning, though, is increasing. The future 
is moving towards a scanning-centric piece, 
which lends itself to big data, lends itself 
to cloud, has a huge impact on the mobility 
side and brings security to the fore. When 
you digitise your data and your paper-
based documents and you share them, all 
those things come to bear,” he said.

Tierney concedes that scanning could 
drive down print volumes, but stresses the 
importance of viewing the bigger picture, 
which plays to HP’s strength in workgroup 
printing.

“Scanning is something HP has 
embraced for years, whether in a 
standalone product or integrated in an 
MFP environment. That functionality is 
something we think will be a differentiator 
for us. Does it have an impact on printing 
volume? Yes, I think it does, by simplifying 
workflow and processes for people. 
Account opening or loan applications in a 
bank are paper-intensive. The information 
they need – a copy of a photograph, 
passport, home bill etc. – is just the tip of 
the iceberg. The level of information they 
get you to fill out and then process and 
how they move that paper through their 
organisation is wholly inefficient. That is 
something financial services is grappling 
with: how do they streamline all those 
processes? Does it mean less pages are 
printed? Absolutely. No doubt. But we 
think we can make it very simple on our 
devices – and not just at our device: it’s 
innovating around the device, through the 
eco-system back into the central system.”

This, says Tierney, could involve a 
retreat from centralised printing to 
distributed printing close to users’ 
workstations.

“The typical environment in an office 
today is very much about consolidation of 
print and convergence of printers, copiers, 
fax machines and scanners – going away 
from personal printers on people’s desks 
to more of a departmental solution with 

software industries, will remove the need 
for users to install manufacturer-specific 
mobile print drivers. 

Tierney likens HP’s work with MOPRIA 
to its promotion of multifunctional printers, 
arguing that the benefits of establishing 
an industry standard outweigh any short-
term commercial advantages in being a 
technology leader.

“We were the first to market with 
all-in-ones. Then we licensed quite a bit of 
that technology to other vendors so that 
they could come to market with their own 
all-in-ones. Why would we do that? Instead 
of one person on their own trying to drive 
a market, you need a number of different 
competitors and options for customers 
to choose from, which starts to raise the 
whole market. The same goes for MOPRIA. 
We could continue our own development 
of ePrint, ePrint Enterprise, WiFi Direct, but 
in everything else HP has been doing we 
talk to industry standards. MOPRIA is a 
move to get industry standards for mobile 
printing,” he said.

Four pillars
Mobility is changing the way people 
consume, create and store data, but, as 
Tierney points out, that  is just one of the 
trends HP is addressing with its new print 
products.

“The three other key pillars we see, 
apart from mobile, are big data, the cloud 

Gary Tierney, head 
of HP’s printing 
division in the UK & 
Ireland

HP Colour 
LaserJet Pro 
MFP M476: 
the industry’s 
first MOPRIA-
certified printer

Continued...

We are seeing 
a resurgence 
in printing as 
people are 
able to print 
information 
from their 
phones and 
tablets simply 
and easily. 
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HP Officejet 
Enterprise X: 
enterprise-class 
functionality with 
printing at up to 
twice the speed 
and half the cost 
of lasers

Instant Ink: 
changing the way 

people buy print 

interview

one big device that everyone shares. 
Today, when you send a print job to a 
50-user group departmental device, you 
walk up to the device, most probably 
authenticate yourself using a pull print 
solution, collect your print-out and go. 
It’s relatively fast. If you are scanning, the 
amount of time you spend at the device is 
a lot longer. If scanning is going to become 
a bigger part of what people do, it raises 
the question of whether a departmental 
device can handle the volume, because 
the last thing you want is a queue of 
people all waiting to use the scanning 
function. If this becomes a function more 
people need, and we believe it will, then 
it’s questionable whether a departmental 
device can support a multitude of users all 
wanting to scan. This is why we have been 
innovating the scanner function, bringing 
enterprise scanning into an MFP platform 
that can operate at a workgroup level of 
10-15 people rather than the typical 30-50 
departmental level.”

Flow MFPs
A good example of this approach is HP’s 
Flow MFPs, which are optimised for digital 
workflows with higher speed, dual-
head scanners, featuring HP everypage 
technology to eliminate misfeeds and large 
touchscreen displays for easy data input 
and scan routing.

Routing options include the HP Flow 
CM Professional content management 
system based on software from Autonomy. 
Integration with HP Flow CM Professional, 
which can be installed on-site or accessed 
via the cloud (in the US only, so far), 
enables users to capture, index, store, 
search for, retrieve and print documents at 

the MFP control panel, as well as through 
any standard web browser.

“We see scanning as a big growth 
opportunity and a pull-through business. 
Our focus is on simplifying it: first by 
industrialising the scanning piece so that 
it is not an ‘oh, by the way, the device also 
scans’ feature, but an essential part of the 
product; and secondly by simplifying how 
it integrates, making the user interface 
very intuitive and standardising it across 
the range both for laser and ink devices,” 
Tierney explained.

As an illustration of how scan-enabled 
MFPs can improve everyday business 
processes even where employees don't 
have access to PCs, such as in retail, 
Tierney cites the example of holiday forms. 

“You fill in a form, your manager 
signs it and it goes off to HR and is filed 
somewhere. It’s a very simple process. If 
you design a printable holiday form with 
a barcode on it, everyone can print one 
off at the device, add their details, sign 
it, hand it to the manager to get signed 
and then put it back on the device and hit 
scan. The barcode will direct it straight to 
where it needs to go. You can make it all 
happen very quickly, very simply. You can 
design complex processes and deploy them 
to every device from one central system. 
The look and feel is exactly the same 
whether you are at a device in Reading or 
Edinburgh or Liverpool.”

Instant Ink
Another HP innovation that, like Flow CM 
Professional, makes use of the cloud is  
HP’s newly launched Instant Ink 
subscription service, which automatically 
provides consumables for web-connected 
HP Envy and Officejet Pro printers. 
Subscribers pay a small monthly charge  
(from just £1.99 per month) for a fixed 
number of pages (colour or mono) and are 

sent as many replacement cartridges as 
they need on a just-in-time basis as part of 
their subscription.

“This addresses specific customer 
feedback we have had for years now about 
1) the cost of printing and 2) convenience. 
How do people keep track of which ink 
cartridge is right for their device? Typically, 
the only time anyone finds out they need 
a new cartridge, is when ink levels fall to 
very low levels, often when they are in the 
middle of an important print job. Instant 
Ink addresses a lot of pain points and at 
the same time it addresses the cost piece. 
We are pretty excited about it,” Tierney 
said.

“This is a whole new business model. 
It goes back to cloud, mobility, big data 
and security. They will change the face 
of how IT in all its forms is consumed 
and delivered. Instant Ink and the cloud 
deliver a totally new business model. Will it 
include laser in the future? It is too early to 
say. Could it? Well, yes.”

The return of ink
HP claims Instant Ink customers can save 
as much as 70% on ink costs. The actual 
level of savings will depend on people 
using their full page allowance and 
maximising ink coverage, but the message 
is clear: ink is not only convenient but also 
economical – an argument that HP has 
long used in connection with its Officejet 
Pro printers/MFPs, which it promotes on 
the basis that they provide colour at twice 
the speed and half the cost of comparable 
laser devices. 

Originally targeted at consumers and 
micro businesses, the Officejet Pro range 
has recently been expanded to meet the 
needs of workgroups, with the Pro X 
series, and more recently enterprises and 

...continued

Continued...

HP claims 
Instant Ink 
customers can 
save as much 
as 70% on ink 
costs. 
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time to focus on education.

Deliver your customers the unique ScanSnap SV600 which provides a new angle on scanning performance, Fujitsu scanning 
solutions are tailored throughout the whole design process to be intuitive to what your customer’s need, so their scanner 
works for them not against them.

Saving teachers time and a shortened workload are just two of the many 
benefits end users will have with this one touch overhead scanner for 
PC and Mac. Built to digitise a multitude of documents the SV600 
delivers perfect scans first time - without the need for cutting or damage. 

•	Double	sided	scanning

•	Scans	in	colour	or	black	and	white

•	Produces	PDF	files	directly

•	Powered	from	USB	socket	or	AC	

•	Scan	speed	12ppm	/	24ipm

•	10	page	ADF	that	feeds	from	the	bottom	 
 to allow continuous feeding of a whole  
 classes exam papers

Fujitsu ScanSnap SV600
•	Overhead	scanner	for	all	types	of	documents

•	Scan	anything	from	business	cards	to	bound	material

•	Contactless	scanning	–	for	stapled	reports	&	delicate	manuscripts

•	Automatic	correction	of	curved	page	distortion	

•	Scan	and	crop	numerous	documents	in	one	scan

•	Fast	response	-	three	seconds	to	scan	a	600	dpi	A3	document

Part	code	2836380

Demo Units available at special price

Demo Units available at special price

Fujitsu ScanSnap S1300i 
At	nearly	half	the	size	of	a	sheet	of	paper,	the	PC	and	Mac	
compatible	ScanSnap	S1300i	is	the	smallest	multi-page	double-
sided ScanSnap scanner for one-button ease of use at a desk 
or on the road making it the ideal portable or desktop solution.

Part	code	2508364

“The amount of time that the ScanSnap scanner 
has saved us is astronomical – it’s amazing that 
one little machine can do such good”

Sue	Thompson,	Attendance	and	Bursaries	Officer, 
Student Services, Ryburn Valley High School
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HP still has 
work to do 
in educating 
the business 
community 
about the 
merits of 
business inkjets

HP Officejet Pro 
8610: driving down 
the cost of print in 
small businesses

HP Flow MFPs have 
high speed, dual 

head scanners and 
large touchscreens 

for easy scan 
routing

managed print service customers, with the 
HP Officejet Enterprise Colour MFP X585 
and the HP Officejet Enterprise Colour 
X555. 

Suitable for workgroups of 5-15 people 
printing up to 6,000 pages a month, 
these new devices have the same cost 
and productivity advantages as other 
HP business inkjets, but with the added 
benefit of enterprise-grade security, fleet 
management and mobile printing options. 
They have 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. 

For Tierney, these new products 
represent a real challenge to the status 
quo and run counter to what many 
businesses have been taught. 

“The big innovation in office printing 
has been bringing ink into the enterprise,” 
he said. “It started with the Officejet 
Pro X and, this year, with the OfficeJet 
Enterprise platform, we are bringing ink 
into enterprise-type environments.  This 
isn’t intuitive to a lot of people, as for 
years most people have been trying to take 
ink out of their business and move into 
departmental laser MFPs.”

While HP still has work to do in 
educating the business community about 
the merits of business inkjets, Tierney says 
that the results so far have been very 
encouraging. 

“The Officejet Pro X was released last 
February and in calendar Q4 it got to 10% 
market share in the small work team laser 
segment. If it was its own vendor it would 
have been number four in the market 

from a standing start in February. We were 
number one with colour laser and the 
Officejet Pro X would have been number 
4. If we achieve our share goal in 2014 the 
Pro X, on its own, will be number 2 to HP 
Laserjet.”

Add in Flow MFP features, says Tierney, 
and these device have even more potential 
to disrupt existing models.

“OfficeJet Enterprise and Pro X are 
really disruptive technologies that change 
the dynamic of the laser MFP market. If 
we are right and scanning becomes more 
central to the way people work today,  
spending time at the device scanning 
versus printing, I think it is going to break 
the model of ‘let’s consolidate everything 
down to one big A3 device at the end of 
a floor’. Getting functionality back closer 
to users, in smaller groups, a more shared 
environment but not having to make the 
trade-off in cost: that’s the beauty of what 
we think the ink in the Officejet Enterprise 
does. It brings that high end Laserjet 
functionality at a cost per page that was 
never available on a laser device of a 
comparable size.”

The cloud and MPS
Another area in which the cloud is having 
an impact is managed print services (MPS), 
as it makes it possible for HP channel 
partners to build a flexible MPS offering 
utilising HP’s own MPS infrastructure.

“We’ve been investing a lot in our 
partner MPS capability, making it more 
modular, more flexible, making it very 
simple for people to design a fleet, price 
the fleet, sell the fleet, close the deal 
and move on. That continues to be a big 
investment area for us. Our focus is on 

simplifying the business model and making 
it more modular. If someone just wants 
access to our model – this is where the 
cloud comes in – they can create a cloud-
delivered billing engine that they plug their 
devices into and it handles the controls, 
the mechanisms, the servicing on their 
behalf. They own it and they control it, but 
it's in our environment. Or you can choose 
to have our billing engine with our services 
and our toner fulfilment and our other 
pieces added in. Or you can have variations 
between the two. That will continue to be 
our big focus area. We continue to spend a 
lot of time with UK partners in developing 
that channel,” Tierney said.

For the time being, he said that 
HP would continue to have an open 
distribution model in Europe, unlike the 
more selective system in the US, but he 
intimated that this could change in line 
with changes in technology and buying 
habits.

“I think it’s going to evolve; whether 
it's a huge dynamic change or not, it’s 
going to change. Value added resellers, 
retailers, online players all have very 
different business models. There are certain 
products you don’t want people to buy in 
an online environment. There are certain 
products people won’t want to buy in a 
retail environment. So at some level you 
have to provide the right products, for 
the right customers, through the right 
channels,” he said.

Tierney added: “We are convinced that 
over the next few years, the way people 
buy equipment or services or supplies is 
going to fundamentally shift and change, 
and we want to make sure we have the 
assets to address it.”

...continued
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wide format

Twenty-three years after developing 
a pagewide inkjet printhead in its 
R&D labs, HP has announced its first 
large format printer to feature the 
technology. 

HP believes that when it is introduced 
in October 2015, HP Large Format Page 
Wide Array Technology will transform large 
format printing for print service providers, 
copy shops and CRD departments. It 
is announcing it now so that potential 
customers are aware of what’s in the 
pipeline when making investment decisions 
they will be stuck with for the next  
3-5 years.

HP says its new technology has the 
potential to disrupt today’s LED-dominated 
market by combining the advantages of 
DesignJet colour inkjets and mono LED 
toner printers in one multi-purpose inkjet 
device that delivers both colour and mono 
output significantly faster than alternatives, 
including Memjet devices, and more 
cheaply than LED mono devices. 

The combination will help make large 
format colour printing mainstream and 
remove the need to have separate LED and 
inkjet devices for mono and colour output. 

Essentially, the new technology offers 
the same value proposition as pagewide 
inkjet printheads in office devices, i.e. 
colour at twice the speed of toner and 
significantly lower running costs. HP 
expects it to have just as much of an 
impact in large format printing as the 
Officejet Pro X is having in office printing 
(see page 27).

The pre-production model 
seen by PrintIT Reseller is 
certainly impressive. Equipped 
with a 40-inch pagewide 
array made up of eight 5-inch 
modules with more than 
200,000 nozzles, it prints entire 
A0 prints in a single pass in the 
time it takes existing Designjet 
printheads to go across the page 

The next revolution
HP previews single pass large format inkjet 
technology and announces new tools that 
enable the channel to offer pay-per-use 
contracts for large format printing 

transactional sales to contractual sales 
with full service contracts and pay-per-use 
options.

Targeted at print service providers, 
copy shops and reprographics companies 
that make a living from printing, as well 
as traditional Designjet customers in the 
AEC community, the new developments 
maintain HP inkjet’s Moore’ s Law-like 
trajectory of a doubling of performance 
every 18 months. They include the:
HP Designjet T3500 Production 
eMultifunction Printer: a productive  
36-inch colour MFP for small repro 
houses and enterprises, this will allow 
customers to consolidate their workflow 
on one device with the same mono page 
costs as a low volume mono LED device 
and fast throughput of 21 seconds per 
colour or mono print. Two rolls, an output 
stacker and large ink consumables enable 
unattended operation.
T7200 Production Printer: to be 
launched in November, this 42-inch printer 
builds on the success of the 7100, with 
extra memory, faster processing speeds 
and more accessories and workflow 
solutions. Three rolls and large capacity ink 
supplies provide 600 metre unattended 
operation.
HP Designjet SmartStream: This 
workflow and PDF management solution 
can cut multi-page processing times by 
50%, with the ability to prepare and send 
jobs to multiple HP Designjet printers. 
An embedded Adobe PDF print engine 
provides the fastest Adobe PDF rendering 
engine today. A Crystal Preview function 
gives an accurate view of document 
colours and lay-outs.

HP is also launching a new universal 
print driver for all HP Designjets and a 42in 
scanner with scan to email and multi-page 
PDF generation.
www.hp.com

...HP believes 
technical 
innovations 
are only 
successful 
and long-
lasting if 
they can be 
scaled up or 
down...

HP says its new technology 
has the potential to disrupt 
today’s LED-dominated 
market...

and back just once i.e. about two seconds. 
Output emerges dry and ready to use.

The new devices are especially 
productive when producing jobs with a 
mix of colour and mono pages that today 
would be produced on different devices  
and then collated.

It has taken HP engineers 10 years 
to develop HP Large Format Page Wide 
Array Technology and overcome the 
technical challenges involved in creating 
an economical, productive, versatile 
and reliable technology for high volume 
printing in CRDs and PSPs.

As important as the new printhead is 
HP's new generation of durable, waterfast, 
highlighter- and smudge-resistant inks, 
which are suitable for a wide variety of 
substrates and capable of producing strong 
blacks and vivid colour output on uncoated 
bond.

Another requirement for the new 
technology was that it should be fully 
scalable, as HP believes technical 
innovations are only successful and long-
lasting if they can be scaled up or down 
to meet a variety of needs. HP says that its 
roadmap for this technology includes lower 
volume solutions for enterprises. 

Faster and more productive
As well as whetting the market’s appetite 
for HP Large Format Page Wide Array 
Technology, HP has launched a number of 
new wide format products and services, 
including HP PartnerLink, a set of tools 
that will enable partners to move from 



dealer conference

On June 10, UTAX (UK) marked its 
25th anniversary year by announcing 
a fourth consecutive year of double-
digit growth. Last year turnover grew 
18.4% to £11.6 million, following 
a rise of 12.6% in the preceding 
financial year. 

In the three years since its last partner 
conference, UTAX (UK) has increased 
turnover by 203%, and in his opening 
address managing director Shaun 
Wilkinson announced plans to double 
turnover again by 2017.

Much of UTAX (UK)’s recent growth has 
come from a big increase in sales of colour 
devices, particularly A3 MFPs, up 308% in 
the last three years.

“Six or seven years ago, the colour 
product perhaps wasn’t as good as it could 
have been. Now it is,” said Wilkinson. 
“We’ve done exceptionally well on A3 
colour. We launched the A4 colour products 
about four years ago and they’ve really 
helped as well. We didn’t have an A4 
colour MFP. Now we have a good range 
and that range is being strengthened in Q1 
next year.”

He added: “The rest of the market is 
fairly static. We have seen some good 
growth in printers but not as high as A4 
colour and A3 colour.”

In addition to colour, UTAX (UK) sees 
solutions as a major opportunity for 
growth.

At the partner conference, it announced 
a new system monitoring analysis 
reporting tool (SMART), which gives 
partners complete control over the remote 
monitoring and configuration of solutions 
and hardware. It also demonstrated several 
new solutions that will provide partners 
with new revenue streams and help them 
deliver managed print services.

Wilkinson told PrintIT Reseller that 
interest in solutions was already strong – 
with a 400% increase in pre-sales activity 
in April and May – and has become even 

Going for  
  growth

UTAX (UK) celebrated its first 25 years 
with a partner conference at Carden Park 
near Chester where managing director 
Shaun Wilkinson announced plans to 
double turnover in the next three years.

businesses, take on new sales people and 
gear up for growth.”

To this end, UTAX (UK) is continuing 
to recruit new personnel. The company’s 
headcount has already grown from 13 to 
more than 40 people in just three years 
and, in the next six months, Wilkinson 
plans to take on an additional four area 
sales people and at least two more 
professional services people. 

“We need to increase business levels 
from the existing customer base and 
recruiting those people enables us to put 
more support on the ground to do that,” 
explained Wilkinson.

One recent recruit, Wade Lewis, has 
been taken on to head up UTAX (UK)’s 
new dedicated IT distribution channel, 
an important new business area for the 
company.

“We see a big opportunity in IT 
because a lot of IT companies aren’t selling 
printers,” Wilkinson said. “It’s a case of 
attacking that channel and really taking 
on the HPs of this world. We don’t believe 
they do a particularly good job. Other 
manufacturers have tried to segment the 
market and say to the IT guys ‘We’ll hold 
this box and you hold this box’. We’re 
coming at it from a completely different 
angle because we’ve got a whole range, 
professional services, a direct services 
facility and installation facilities. We’re 
saying ‘You can go to your customers with 
the whole range. We’ll do the infrastructure 
bit and the logistics bit; you just take your 
share of the click’. We think it’s quite an 
attractive proposition.” 

A lot has changed since UTAX (UK) was 
established in Newbury in 1989. In its 25th 
year, the company is in a stronger position 
than ever, offering even more opportunities 
for partners to grow and prosper.

See the next issue for more details about 
UTAX’s new range of solutions and details 
of its reseller award winners.

A traditional 
dealer may 
not have the 
knowledge 
to go 
and sell 
software and 
solutions.

stronger since the new solutions were 
unveiled.

“More and more customers have 
switched on to the fact that they need 
solutions and, more importantly, the 
dealers are switched on to the fact that 
they need to be talking to their customers 
about this. The pipeline for software 
products and solutions-based products has 
gone through the roof. This is definitely the 
way the market is going,” he said.

Solutions will also help partners deliver 
managed print services, which UTAX (UK) 
supports with a direct service and support 
division that has already installed more 
than 500 machines and 100 software 
implementations for resellers, as well as 
managing 3,500 machines on their behalf.

“A traditional dealer may not have the 
knowledge to go and sell software and 
solutions. We can help them go to the 
customer and understand their requirement; 
we can help them put a proposal together; 
we can help them install the equipment; 
and support it for them as well. It allows 
them to compete for deals that they would 
otherwise be excluded from and would 
probably lose to bigger players in the 
market,” explained Wilkinson.

Dealer recruitment
On top of an expanded product and 
solutions portfolio, UTAX (UK) hopes to 
increase turnover by continuing to expand 
its dealer base, which now numbers 84 
partners – 30% more than three years ago 
– with a particular focus on fast-growing 
businesses and under-represented regions, 
including Scotland.

“Some of our partners have been very 
loyal, but they either won’t or can’t grow 
their business,” said Wilkinson. “For us to 
grow, we need to get into bigger partners 
that are growing, and we need to help 
those partners we do have that want to 
grow. We need to help them acquire other 
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sponsorship

During the 
Games, Toshiba 
TEC will provide 
an additional 
35 support staff 
who will work 
on-site, in two 
shifts, between 
the hours of 
6.00 a.m. and 
midnight.

Up to one million sports fans, 15,000 
volunteers and more than 4,500 
athletes will converge on Glasgow 
this summer, as the city hosts the  
XX Commonwealth Games from  
July 23 to August 3. 

Over 11 days of competition, 71 teams 
will compete in 261 medal events in 17 
sports, including track and field, gymnastics, 
wrestling, martial arts and even bowls. 

Events are being held in 14 venues, 
including the Scottish Exhibition and 
Conference Centre (SECC) and Hampden 
Park, which is being converted from a 
football stadium into an athletics arena 
that will host track and field competitions, 
as well as the Closing Ceremony.

In addition to the sporting action, 
Glasgow is putting on numerous cultural and 
arts events for the city’s visitors to enjoy.

Official Supporter
The operational infrastructure required for 
such a gargantuan undertaking is vital to 
its success. This includes essential office 

functions, like printing and scanning.
In 2012, the games organising 

committee, Glasgow 2014 Limited, made 
Toshiba TEC the  Official Office Automation 
Supporter responsible for implementing a 
comprehensive, turnkey printing solution 
for use before and during the Games.

Toshiba delivered its first 20 MFPs 
on October 2012 and by the start of 
competition will have installed more than 
600 e-STUDIO MFPs and printers in the 
Games’ HQ, satellite offices and sporting 
venues, all supported by on-site engineers, a 
dedicated helpdesk and project managers. 

The number of devices deployed in each 
location depends on the likely demand 
for print. For example, the triathlon venue 
will need around 18 devices, while the 
SECC, which as well as hosting a number 
of events is home to the main press centre 
and international broadcast centre, will 
require well over 100.

The media centres are likely to be 
responsible for some of the highest 
demand, as that is where results from 
different competitions are approved, 
printed, photocopied and delivered to the 
waiting journalists. As many as 700 copies 
of each document could be needed, so 
speed will be critical. 

Security guard
Toshiba's devices have also played a 
vital role in the production of more than 
130,000 accreditation passes used by 
athletes, staff, contractors and other on-
site personnel. For visiting athletes, these 
passes also act as a visa waiver to assist 
their entry into the UK.

Murray Husband, General Manager 
for Information Technology Services at 
Glasgow 2014, said that in the interests of 
security Toshiba’s e-STUDIO407CS series 
had to demonstrate the highest standards 
of print quality. 

“The paper used has a number of 
security features designed to mitigate pass 

fraud. The print quality of the passes 
is a key component of the pass 
security. Due to their use as travel 
documents, the finished product has 

to satisfy the robust demands of the Home 

Right on track
Toshiba TEC is helping to ensure everything runs smoothly when the XX 
Commonwealth Games start on July 23

Office, and we’ve had to work closely with 
them on this requirement,” he explained.

“We’ve also worked very closely with 
the technical team at Toshiba TEC. We 
had to make sure that the printer did not 
interfere with the perforations on the 
paper or compromise it in any other way. 
The toner has to be used at the optimum 
temperature for maximum penetration into 
the paper, to prevent it being altered.”

Making it happen
Supporting its technology, Toshiba TEC 
is providing Glasgow 2014 with vital 
project management skills. Two dedicated 
project managers, backed up by a variety 
of technical, resourcing and logistics 
personnel, are responsible for ensuring that 
the right devices arrive at their specified 
locations and that any system software is 
set up correctly. 

During the Games, Toshiba TEC will 
provide an additional 35 support staff who 
will work on-site, in two shifts, between 
the hours of 6.00 a.m. and midnight.

When the Games kick off on July 23, 
the Commonwealth’s sporting heroes and 
heroines will quite rightly be the focus of 
attention. However, Toshiba TEC marketing 
director Jeremy Spencer will be saluting 
another group, the back room heroes – the 
physiotherapists, coaches, nutritionists, 
equipment developers and others who 
dedicate themselves to excellence.

He said: “We see the behind-the-scenes 
teams as our kindred spirits, constantly 
striving to give others the edge. It is a 
source of great pride for us to be able 
to use our technology, knowledge and 
innovative methods of working in a way 
that will contribute to this event being 
one of the defining moments in Glasgow’s 
modern history.”
www.toshibatec.co.uk 



£100 cash-back  
– on KYOCERA’s A4 mono MFPs*

Why ECOSYS? The ECOSYS name stands for: ECOlogy, 
ECOnomy and SYStem printing. With long life components these 
ECOSYS devices are designed to maximise durability and to minimise 
the total cost of ownership. These new products certainly embody 
the principles of ECOSYS, offering the customer low running costs 
whilst reducing the impact on the environment thanks to their 
adherence to the very latest Blue Angel and Energy Star standards.

* Terms & Conditions apply.

Promotion valid from 1st July – 30th Sept 2014

Redefine your document solutions:
kyoceradocumentsolutions.co.uk 

Call: 08457 103104

These new 30-35ppm 
MFPs have been designed 
for busy work groups 
looking for a productive 
device.

n  You can print from, and scan 
to, USB. 

n  Take advantage of two optional 
paper feeders to increase 
capacity up to 800 sheets. 

n  With a short time to first page 
they can quickly scan and copy 
double-sided originals via their 
powerful 50-sheet document 
processor.

n  KYOCERA’s A4 mono MFPs  
are shipped with a generous 
3,800 pages of starter toner.

n  ECOSYS M2035dn  
– 35ppm 4in1 mono                 

n  ECOSYS M2530dn 
– 30ppm 4in1 mono               

 n  ECOSYS M2535dn  
– 35ppm 4in1 mono 
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legislation

Obligations of the WEEE legislation 
are divided between Producers 
(companies responsible for placing 
goods on the UK market whether 
they did so by manufacturing them 
in the UK or by importing them 
from elsewhere) and Distributors, 
which is the term used – somewhat 
confusingly – to describe retailers.  

If you re-brand items imported into the 
UK by the OEM, you become the Producer 
under WEEE regulations.

The WEEE regulations make a 
distinction between B2B and B2C products, 
although notably in the recast, a product 
which has the same specification whether 
it is sold to a business or a consumer is 
classed as B2C waste, regardless of the 
customer. 

B2B WEEE
For B2B WEEE, the situation hasn’t really 
changed. There are two classes of WEEE: 
‘historical WEEE’, which was put on the 
market before August 2005; and ‘new 
WEEE’. 

For historical WEEE, the Producer (i.e. 
the OEM or the importer) is obliged to 
take back and reprocess one old device 
for every new one supplied. Therefore, 
in theory, if a company buys 50 new 
multifunctional devices to replace 200 
printers, the Producer responsible for 
putting the new devices on the UK market 
is only responsible for disposing of 50 of 
the old ones; the customer is responsible 
for the remainder. 

For new WEEE, the Producer is 
responsible for disposal of all end-of-
life items, regardless of whether they 
are supplying replacements or not. 
Theoretically, disposal is managed through 
Producer Compliance Schemes at the 
WEEE Producer’s cost. In reality, the 
amount of e-waste going through producer 
compliance schemes is relatively low, 
because business customers recognise 
that they can generate revenue by using 
an asset disposal service, which is typically 

Recast WEEE legislation:  
  what it means for resellers

but in reality the only way a product is 
likely to be re-used is if it is returned to 
the OEM or to a specialist third party that 
prioritises re-use either of whole products 
or components. Under the WEEE legislation 
there is no obligation on resellers to offer 
such a facility but competitive advantage 
may be gained from doing so.

Value over volume
The other flaw in the WEEE legislation 
is that it offers no incentive to design 
products in a way that facilitates 
disassembly and materials recovery. 
This aspect, combined with the fact that 
targets are fixed on volume of e-waste 
collected rather than the value of materials 
recovered, means that the optimum 
disposal process is to shred everything and 
then use magnets to pick out the metals. 
This causes co-mingling of polymers and 
leaves contaminants in the residue that 
make it difficult and expensive to recover 
anything that can be used to make high-
grade post-consumer recycled polymers 
for use as a feedstock for manufacturing 
similar products. 

If we are to move towards a more 
regenerative system along circular 
economy principles, we need a system that 
prioritises value of recovered material over 
volume of collected products.
kyoceradocumentsolutions.co.uk

...in practice, 
once a 
customer 
discards an 
item through 
any of the 
government 
compliance 
schemes, 
it becomes 
classified as 
waste. 

more suited to their needs. 
For B2C WEEE, the Distributor’s 

(i.e. the reseller’s) obligations become 
slightly more burdensome under the new 
regulations because a retail outlet with 
floorspace of 400m2 or above, selling 
consumer electrical or electronic products, 
must now take back small WEEE (items 
measuring no more than 25cm in any 
dimension) regardless of whether there is 
a corresponding purchase or even whether 
that type of product is stocked. 

WEEE you collect must be reprocessed 
by an Authorised Treatment Facility. You 
can be exempted from this obligation by 
joining the Distributor Take-back Scheme, 
for which a fee is charged, based on the 
value of electrical equipment placed on 
the market. Under either option, you must 
display notices in-store (or on your website 
if you are an online reseller) advising 
customers about environmental issues 
relating to waste EEE.

Display equipment, such as monitors, 
now have their own category for reporting 
purposes, but the obligations for treatment 
are unchanged. It is worth noting that 
e-waste is not normally classified as 
hazardous except for some specific 
categories, such as laptops; CRT and LCD-
based monitors; items containing mercury 
and lead; and mercury and NiCd batteries. 
However, the environment agency has 
ruled that small mixed WEEE should be 
classified as hazardous.

Re-use v recycling
Viewed purely from an environmental 
sustainability perspective, the recast WEEE 
regulations don’t address some of the 
shortcomings of the previous legislation. 
Although nominally intended to promote 
re-use as well as recycling, in practice once 
a customer discards an item through any 
of the government compliance schemes, it 
becomes classified as waste. 

Many discarded items are still in 
perfect working order and re-use would 
be the environmentally preferable option, 

Tracey Rawling Church, director of CSR at Kyocera 
Document Solutions UK, discusses the impact on the 
channel of recast WEEE legislation, which came into effect 
on January 1 this year.  

Tracey Rawling Church:  
“We need a system 
that prioritises value of 
recovered material over 
volume of collected 
products.”
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How did Reflex start? Where was 
it based? How does the business 
compare then and now?

In 1989, at the grand old age of 23, my 
colleague Roger Keene and I took a giant 
leap of faith. The company we were both 
working for had been taken over and it 
quickly became evident that the office 
automation side of the business wasn’t 
important to the new owners. We knew 
that we had a loyal customer base and so 
we approached them about buying it. They 
agreed, and very quickly we set up shop in 
my one bedroom apartment!

Within three months we had moved 
to proper business premises in Reading. 
Then, fourteen years ago we moved to our 
current base, which is also in Reading.

The business today is very different to 
then: we’ve tactically continued as a local 
business servicing customers in the Thames 
Valley and Home Counties, but we have 
obviously grown and we now have a full-
time staff of ten. We also manage all of our 
operations from our Reading office; we’ve 
got a showroom, warehousing, workshop 
and sales office all onsite.
  

What’s having the greatest impact 
on your business at the moment?

Our 25th anniversary year has prompted 
us to refocus and reshape the business, 
transforming it into a document 
management and services-led organisation. 
We are currently working with a team on 
business development strategies and on 
improving our business process efficiency 
and systems, so we’re geared for change 
and growth.

As part of this process we recently 
refreshed our branding, launched a new 
website and created a new strapline, Total 
Document Solutions – all moves that are 
designed to help us better communicate 
our strengths and focus and better engage 
with a new audience.

Where do you see the greatest 
opportunity for growth?

Historically, we have always serviced the 
SME sector and focused on key vertical 
markets including education, the legal 

25th anniversary year
we haven’t. But the mindset is changing 
and our professional consultancy services 
division will have a structured fee level 
to develop and deliver total document 
solutions that are proven to improve 
business workflow, increase productivity 
and save organisations money. 

What’s the best bit of business 
advice you’ve been given?

I’ve received some great advice over the 
years. But for me, the most pertinent was 
to always put your people first. Without 
people you have no business and I’m 
incredibly proud that over the years we’ve 
not lost any of our staff because they’ve 
moved on to new jobs; our leavers have 
all retired!

Reflex is not just about me (Roger 
retired last year), it’s about the team and 
right from day one Reflex has been about 
teamwork. Our mantra is to strive for inter-
independence, not dependence.

Another golden rule I stick to is to be 
consistent in all we do. A colleague once 
told me not to choose a path then wander 
off it on a whim, and I keep those wise 
words in mind when planning for the 
future.

What are you most proud of 
achieving?

Over the years, we’ve achieved many 
things, not least still being here after 25 
years!!

We’ve remained a single line dealer, 
originally selling machines from Lanier, 
which was taken over by NRG and more 
recently by Ricoh. We’ve won a number of 
achievement awards over the years and 
we’ve built a successful business, and that 
is what I’m most proud of achieving.

What do you see happening in the 
next 25 years with the business?

In the short-term, our five-year plan is 
to hit the £3m turnover mark, and we’re 
building a more solid, layered team 
structure to support us in reaching that 
goal. 

In the longer-term, my focus is on 
continuing to build the business, investing 
in both the team and our infrastructure so 
that effectively the business will continue 
to be a success, especially as further 
down the line I, like many of my former 
colleagues, will be wanting to retire!
www.reflextdc.com

Our focus 
now is on 
developing 
our offer 
especially 
within 
professional 
services...

and accountancy professions, healthcare 
and commercial printers. But we’re now 
winning new business in the corporate 
sector and it’s here that we’re targeting 
growth.

Our focus now is on developing our 
offer especially within professional services, 
so we are better positioned to address 
the document challenges facing larger 
corporate organisations. 

We’re looking at increased order 
value, new service revenue streams and 
we’re also planning to introduce a more 
commercial model for consultancy services. 
Professionals in the accountancy, legal or 
healthcare sectors have always charged 
a fee for their advice but in our industry 

2014 is Reflex Digital Solutions’ 25th anniversary year.  
Print IT Reseller talks to managing director Derrick Murphy about the 
firm’s past, present and future.
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Call our sales team, today on:

Target the 
Emergency Services sector

01379 649200

Our new guide which showcases a range of 
print and scanning technology, is available for you to rebrand. 

Offer your local services savings and efficiencies today.

Highest level of document                         
security for sensitive data

Product: B721DN

The B700 series provides sophisticated
user authentication with highest industry
levels of data security and encryption.

Transfer case notes into 
digital records

Product: i2000 series

Create high-quality scanned digital images 
to allow critical information to be shared for 
case and investigation management.

Print on the scene with no
battery power worries

Product: ML280P1224V

The flexible power requirements of this
Dot Matrix printer means it can plug into 
vehicle lighter sockets for fast printing of 
reports on location.

Compact mobile printing for 
the emergency services

Product: PJ-663

Emergency services staff can now print A4 
patient information when time is critical with 
the Brother PJ-600 series mobile printers. 

 

EmergencyServices

Contact marketing  
on 01379 649348  
to find out more.

   this brochure

Rebrand

Bringing a range of 
the latest technologies

to national operations centres, 

regional emergency offices and 
staff on the front line.

Put your own company 
logo/details on 
this brochure

View here: www.midwich.com/q214espit

Target your customers by sending 
them your version of this emergency 
services brochure.
Call 01379 649348 for details.

Want to see it in action?
Visit our dedicated emergency services 
vertical market stand at this year’s 
Technology Exposed, 
17-18 September at Ascot Racecourse. 

To find out more and discover how these technologies can work for your 
customers, visit www.technology-exposed.com and register today.

17-18 SEPT 14

     Bluetooth 
  option 
available
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‘To Infinity and Beyond’ may have 
been Buzz Lightyear’s goal, but 
the directors of Infinity Document 
Solutions have a narrower target in 
mind. “Our focus is on Wales and the 
West,” explains Rob Stanton, one of 
the company's five directors.  

Stanton and co-directors Gareth 
Williams, former Welsh rugby captain 
Bleddyn Bowen, finance director Julie 
Harris and technical director Lee Wiltshire 
all worked together in the Swansea branch  
of a major manufacturer of document 
imaging systems, but accepted redundancy 
when the sales operation took a different 
direction. 

“They wanted us to operate on vertical 
market lines instead of geographic areas. 
That’s probably a good approach in big 
urban areas, but here in Wales it didn’t 
make much sense for one person to go 
all the way to Pembrokeshire to see a 
public sector body and another to see an 
accountancy firm, when one person could 
cover both calls. So the five of us decided 
to leave and do it our own way,”  says 
Williams.

Infinity Document Solutions began 
operations at the start of 2013 and 
immediately set about securing a 
dealership. 

“We wanted a clean break from our 
former employer so we didn’t approach 
them. An old colleague who had also set 
up independently recommended Develop 
as the machines were essentially the same 
as those we were used to selling, so all 
our product knowledge would be relevant. 
We talked to DSales, the distributor for 
Develop, and they were pleased to take us 
on-board,” explains Stanton. 

“It’s a very simple and easy relationship 
with no big corporate bureaucracy. 
We know everyone there on first name 
terms and they all know us. If we order 
a machine it arrives in 48 hours. They 
are interested in what we’re doing and 
genuinely want to help.” 

Unlimited potential

been very supportive and the combination 
of Develop and Ricoh works very well as 
they both have different strengths.”

Infinity’s main customer base is legal 
firms, accountancy practices, estate agents 
and SMEs with one or two machines, 
although it does have some major 
accounts and is able to support devices 
across the UK. 

Stanton says that its focus is 
increasingly to sell solutions rather than 
hardware alone. “Margins are tight on 
hardware and profit is becoming more 
difficult to achieve. There is also a general 
decline in printed paper output. So our 
approach is very much around document 
management and the consultancy and 
support we provide around that. We will 
be offering our customers DocuWare as 
a hosted solution and anticipate a big 
uptake. We also offer PaperCut for print 
management, Planet Press for variable 
data and several other leading solutions.”

Williams adds: “Lee, our technical 
director, has a wealth of experience 
and knowledge in software and one of 
our engineers is a networking specialist 
with an IT background. Networking and 
solutions is the way to add value and 
margin to the sales process.”

As Infinity expands its offering and 
word spreads throughout the local 
business community, Stanton expects 
software sales and integration to continue 
to be an important part of the company’s 
success. 

“Our customers are generally 
well established businesses that have 
survived the recession. The local business 
community here is pretty tight knit and 
word quickly gets around. People know us 
and trust us which is crucial to our success. 
Customers now are pretty savvy about 
solutions and the demand for electronic 
filing and so on is coming from them. 
Going out on our own has allowed us to 
evolve to meet that demand with new 
technology, such as cloud-based solutions. 
Setting up Infinity was definitely the right 
move for our customers and ourselves.”

In our first 
year of 
trading we 
managed 
over £1 
million in 
turnover and 
now have a 
MIF of 400 
machines. 

The Develop range of document 
imaging systems are manufactured by 
Konica Minolta Holdings and extend from 
the entry-level ineo 164, a 16ppm mono 
multifunctional, to the ineo+ 8000 high 
speed colour production system. 

“Our customers know and trust the kit 
because it’s basically the same machine 
with a different badge, so that made the 
switch easy for us,” says Williams. “In our 
first year of trading we managed over  
£1 million in turnover and now have a MIF 
of 400 machines. Not bad going from a 
standing start.”

More recently, Infinity has secured 
a second dealership from Ricoh, a 
combination that Williams says is proving 
very successful. “Ricoh could see the 
potential of Infinity within Wales and were 
keen to get us on board. They have also 

Infinity, the DSales Welsh Dealer of the Year 2013, 
is focusing on solutions for continued growth 
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BINDING.
YOUR WAY.

FASTBACK 20
ONE MACHINE, SIX DISTINCT BINDING STYLES

With no need for hole-punching; it takes just 20 seconds to bind a 350-page 

document using our unique binding strips. Documents lie completely flat for 

easy reading and posting and are fully recyclable after use. You can even use 

custom branded image strips or produce paperback or hardcover books for a 

truly distinguished finish.

 

Scan this code and place 
your smartphone here 

to see the Fastback 
in action.

Visit us online at www.fastback.co.uk
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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.kyoceradocumentsolutions.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.

0844 980 0377   www.dsales.eu
DSales (UK) Ltd is the exclusive UK distributor for the 
DEVELOP range of digital multifunctional devices, 
supplying through a national network of independent 
office equipment dealers. Based in West Yorkshire, DSales 
are entirely independent and have grown rapidly to 
become the largest DEVELOP distributorship in the world.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    

@DevelopUK    

@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.

020 7531 2828    www.betadistribution.com
Beta Distribution is one the UK’s fastest growing ‘trade only’ IT 
Distributors with a portfolio of over 8,000 products. Including 
Consumables, Audio Visual, Data Storage, Hardware, Photo and 
Office Products. Knowledgeable Account Managers, consistently 
competitive pricing and high services levels make Beta the 
supplier of choice for over 2,000 Resellers monthly.

September 2014

24 : QEII Conference Centre, London

eWorld Purchasing  
& Supply  
www.eworldpurchasing.com

October 2014

20-22 : Prague

Tranform Europe 
2014  
europe2014.photizogroup.com
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You only  
get one chance...
 Make the right choice for your customers, your  
reputation is invaluable, 

buy original supplies from Westcoast

Purchase from Westcoast and you can be guaranteed:
•  Financing to suit your needs – range of financial solutions
•  Recognition when purchasing – as an authorised distributor you 

 will get vendor rebates and specific price pricing
•  Resources to help you sell – free marketing collateral and supplies selectors 
•  Your products are in safe hands – 99.98% picking accuracy 

Everything 
and more you 
would expect 
from the UK’s 
largest supplies 
distributor.

For exceptional supplies and service contact us:
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