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Business inkjets have dominated the headlines for 
so long that it makes a nice change to write about 
laser printers – after all, laser is still the preferred 
technology for business customers. Though it must 
be said that there hasn’t been much to shout about 
in recent years, especially at the low end. 

HP has changed all this with the launch of new 
Original HP toner cartridges with JetIntelligence, featuring  
ColorSphere 3 toner (see page 16). HP describes its new 
toner as ‘the most significant change since 1984’, and the 
claimed benefits certainly sound impressive – up to 33% 
higher page yields, 53% lower energy consumption, 40% 
faster printing from wake-up, two-sided printing at the rated 
speed, 40% smaller devices by volume. 

These benefits won’t be available on all machines, or at 
least not at the headline level – ‘up to’ are the key words 
here. In the next issue we will be looking at the numbers 
involved in more detail to see how much of an improvement 
the new cartridges really offer compared to existing HP 
models and the competition.

At first glance, features like a sub-7 second first page 
out time and duplex printing at the rated speed are a great 
enhancement, bringing features previously associated with 
enterprise devices to the masses. 

Of course, things are changing at the high end too. 
Samsung’s new MX7 A3 colour MFP (see page 46) has 
a mono first print out time of 3 seconds and a quadcore 
processor. What really stands out, though, is the 120 
page/240 image per minute scanner. It is surely a sign of the 
times that in the launch press release Samsung made much 
of the MX7’s scanner speed, but didn’t once reveal its print 
speed – 60 pages per minute, in case you want to know.

James Goulding, Editor
07803 087228   james@printitreseller.uk
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LumeJet supports the Beard Season
‘Interesting characters who just happen to have beards’ is how photographer Brock 
Elbank describes the celebrities and civilians featured in the Beard exhibition at Somerset 
House, London. The 80 portraits on display, including this one of actor Sir John Hurt, were 
shot by Elbank as part of the the Beard Season #Project60 campaign to raise awareness 
of melanoma. The charity is using the initiative to encourage men to get a professional 
skin check, grow a beard, publish their beard photos on social media and become a 
Beard Season Ambassador. LumeJet print technology has been used to produce prints of  
individual portraits and special edition coffee table books.

SMEs shy of taking on 
more debt as access to 
external finance eases
SMEs are becoming more successful at 
securing external finance for investment, 
but their appetite for it remains limited as 
they focus on paying down debts rather than 
taking on more borrowing.  

BDRC Continental’s 15th quarterly SME 
Finance Monitor shows that the proportion of 
SMEs using external finance fell to 37% in 2014, 
down from 46% in 2011. More than seven out of 
10 (71%) aim to remain debt-free once they have 
paid off an existing debt.

Meanwhile, access to external finance has 
improved, with just 6% rating it as a major 
obstacle, down from 12% in Q1 2013. In the last 
18 months, more than three quarters (76%) of all 
loan and overdraft applications have been fully 
or partially successful, up from 67% in the 18 
months to Q4 2013. 

However, success rates are lower for first time 
borrowers. Almost all (99%) loan and overdraft 
renewals are now successful, compared to 62% 
of applications for new money. In addition, first 
time applicants for new money remain less likely 
to be successful (57% in 2014 to date) than 
those who have borrowed before (73%).

External finance is just one part of the 
picture. When you include Trade Credit 
and injections of personal funds, the 
proportion of SMEs using ‘business 
funding’ in 2014 increases from 37% 
to 64%. Three in 10 SMEs reported 
receiving Trade Credit from customers in 
the second half of 2014, with two thirds 
of these saying that it had reduced 
their need for external finance. 
www.sme-finance-monitor.co.uk

drupa now every 3 years
The drupa Advisory Board has announced 
that from 2016, the leading print trade show 
is switching from a four-year to a three-year 
cycle. Dates have not yet been finalised, but it is 
expected that drupa will take place in Düsseldorf 
in the traditional drupa month of May in 2019, 
2022 and 2025.

Danwood to put the 
customer first 
The Danwood Group has established a 
43-person Customer Care Team as part 
of a £5 million commitment to improve 
customer service and meet guaranteed 
service commitments highlighted in a new 
customer charter. 

Instead of having first call resolution targets 
to meet, Danwood’s Customer Care Team is 
focused purely on solving incoming enquiries to 
the complete satisfaction of the customer. Each 
enquiry will be allocated a dedicated customer care 
team representative, who will keep the customer 
informed of developments and only close a case 
once the customer is 100% satisfied.

As well as handling inbound enquiries, 
Danwood’s Customer Care Team aims to contact 
each of the company’s 17,500 customers every 
few months, with the objective of forging stronger 
customer relationships, developing a closer 
understanding of their needs and identifying any 
issues before they become problematic. The team is 
currently contacting 450 customers daily.

Steve Francis, CEO of Danwood, said: “One of 
the key requirements uncovered from our extensive 
industry and customer research is that customers 
just want to have trust in their print and document 
services supplier. So our overriding objective is to 
simply put the customer first and deliver on our 
promises to them. We are already seeing a hugely 
positive response from our customers to this 
new programme and are confident a more happy 
customer base will provide strong foundations for 
our vision to enable the workplace of the future 
through innovative print and document services.”

France overtakes UK 
The UK slipped from being the second  largest 
printer and multifunction (MFP) market in Europe 
to the third in Q4 of 2014, as sales fell by 8.6% 
compared to the same period in 2013. In France, 
now the second largest market, sales fell by 
3.6%. The largest market, Germany, enjoyed 
sales growth of 6% driven largely by a 61.6% 
year-on-year increase in business inkjet sales 
(source: IDC Worldwide Quarterly Hardcopy 
Peripherals Tracker February 2015).

BULLETIN

A positive response: Steve Francis, Danwood CEO

Canon Europe turns to 
BNP Paribas
Canon Europe has appointed BNP Paribas 
Leasing Solutions as the Canon Preferred Partner 
for financing direct sales of office equipment 
and printing solutions in Europe. The Number 1 
provider of finance in the European leasing market 
will provide Canon Europe with vendor financing 
capabilities for its customers across all main 
printing groups.
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Annodata acquires STS after 
record year
Annodata has acquired wide format print 
specialist STS, following a year of record 
profits driven by a combination of strong 
organic growth and strategic acquisitions.

In the 12 months to June 30 2014, Annodata 
sales grew 9% to £57.4m, with operating profits 
up 781% to a record £5.2m. The acquisition of IT 
infrastructure provider Keltec last autumn boosted 
the Group’s annual revenue by an additional £15 
million.

Funded entirely by Annodata’s existing cash 
reserves, the acquisition of STS pushes the group’s 
annual turnover to more than £80 million and 
increases its headcount to 400.

Based in Wetherby, West Yorkshire, STS 
specialises in wide format printing – a new area 
for Annodata – and has numerous clients in both 
the public and private sector, including William Hill, 
the Manchester Evening News and the Yorkshire 
Post.

STS’s existing staff, including Managing 
Director Peter Langstaff, will be retained, with 
Annodata’s Leeds office relocating to the STS 
offices in Wetherby.

Annodata Chairman Martin St. Quinton, said: 
“STS has an impressive portfolio of longstanding 
customers including national and local newspaper 
groups and, much like Annodata, is particularly 
strong in the housing association market. Vendor 
agnostic and with a strong, profitable business 
model, STS is a great fit for Annodata.”

He added: “Over the next 12 months we will 
look to make further strategic acquisitions like 
the Keltec deal last year to expand our product 
portfolio and tuck-in acquisitions like STS, which 
consolidate our position as a leading provider of 
print, communication and technology services to 
the private and public sectors.”

Annodata has a target of £100 million turnover 
by 2016.
www.annodata.co.uk

Keltec wins place on G-cloud
Keltec, part of the Annodata Group, has been awarded a place on the G-Cloud 6 
framework for the first time. The accreditation will enable it to offer infrastructure-as-a-
service and software-as-a-service solutions via the government’s digital marketplace for 
cloud services. 

Sales Director Simon Pemberton said: “Local government take-up of services through the G-Cloud 
has not been as high as other parts of the public sector, so we hope that our experience and existing 
customer base at the local level will help improve uptake. Local government is a very different beast to 
central public sector organisations and it is important that providers are able to understand their needs 
to provide a flexible and personalised service.”   www.annodata.co.uk

Xeretec opens new 
London office
Xeretec has opened a London office at 
Beaufort House, St Botolph Street EC3. The 
new office will help Xerox’s largest reseller in 
Western Europe meet the needs of London’s 
established businesses and the 15,000 new 
start-ups based around London’s Silicon 
Roundabout.

The opening was attended by Ursula Burns, 
Chairman and Chief Executive Officer of Xerox 
Corporation.

Diego Hervas, President, European Channels 
Group, Xerox, said: “The opening of Xeretec’s 
new London offices is a sign of its continuing 
growth and means that it will now bring all the 
benefits of Xerox’s industry-leading technology 
and managed print services to the heart of the 
City of London.”

Xeretec, a £60 million turnover company,  
already has offices in Wokingham, Birmingham 
and Warrington in England; in Edinburgh, 
Glasgow, Inverness, Aberdeen, Elgin and Dundee 
in Scotland; and in Dublin and Galway in Ireland.
www.xeretec.co.uk

Konica Minolta for good
Konica Minolta has been included in the 
FTSE4Good Global Index for the 12th year in a 
row, achieving top marks for corporate governance 
and ‘pollution and resources’ and a high score for 
climate change. Other environmental accolades 
include a Gold Class ranking in RobecoSAM’s 
Sustainability Yearbook 2015 and Prime Status in 
oekom research’s 2015 Corporate Rating. 
www.konicaminolta.co.uk

Capita has extended its partnership with The Prince’s Trust by 
supporting the youth charity’s Million Makers entrepreneurial 
fundraising scheme for the first time. 

Million Makers challenges teams from UK companies to turn an initial 
investment of £1,500 into £10,000 within six months, with all proceeds 
going to The Prince’s Trust. Since it was launched six years ago, Million 
Makers has raised over £5 million.

Capita is including Million Makers as a module in its Lead The Way 
graduate scheme to help develop employees’ project management, 
leadership, teamwork and communication skills.

Each team of 10-15 employees develops a money-raising business 
plan, which they must pitch to a Dragons’ Den-style panel. Once the 
business plans are finalised, teams spend six months 
putting them into action, competing against other 
businesses in their region. The winner is the team 
that raises the most money.

Capita’s partnership with The Prince’s Trust 
started in July 2014. So far employees have raised 
over £150,000 through a range of activities like The 
Trust’s Palace to Palace Cycle and the Royal Parks 
Half Marathon.
www.capita.co.uk • www.princes-trust.org.uk

Capita pledges support to The Prince’s Trust 

GO Vision!
Vision has been nominated as a finalist in 
the National Government Opportunities (GO) 
Excellence in Public Procurement Awards 2015/16 
for the Managed Print Solution it developed for 
Barnsley College. It is competing for honours in 
the Contract Management Initiative of the Year 
category.   www.visionplc.co.uk

(l to r) Steve Hawkins, managing director, 
Xeretec; Ursula Burns, Chairman and Chief 
Executive Officer, Xerox Corporation; and Diego 
Hervas, President of Xerox’s European Channels 
Group

The Corporate challenge

Million Makers is an entrepreneurial competition which challenges teams 
of up to 10 individuals to turn an initial investment of £1,500 into at least 
£10,000 profit. The team that makes the most profit over six months is 

named National Million Makers Champion.

The aim is for all the teams to raise a combined  
total of £1 million for The Prince’s Trust.

Martin St. Quinton, 
Chairman,  Annodata
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Print Audit partners 
with InfoTrends  
Print Audit has entered into an agreement 
with InfoTrends to deliver powerful market 
analysis data to Print Audit Premier 
members. The new offering, Premier 
Market Metrics, will enable Premier 
members to benchmark their market 
penetration against the wider market.

The Print Audit Premier subscription program  
provides office equipment dealers with virtually 
unlimited access to all of Print Audit’s products 
for one low monthly price. Service capabilities 
offered through the programme include rapid 
assessment, user workflow assessments, remote 
meter reading, supplies fulfilment, service 
alerting, cost recovery, rules-based printing, and 
secure and pull printing. 

Premier Market Metrics will help MPS 
providers plan for growth by providing detailed 
information on their current market penetration 
and the opportunities that exist to increase sales.
www.printaudit.com/premier

ProcessFlows to offer 
cloud faxing 
ProcessFlows has added cloud faxing to its 
portfolio of process solutions. ProcessFlows 
Cloud Fax offers a simple, cost effective 
alternative to fax machines and manual 
faxing.

It is a 100% hosted solution, with no need for 
additional hardware or phone lines. The solution 
uses industry-standard 128-bit encryption to 
secure all traffic.

Tim Muckart, Fax and Print Business Unit 
Manager at ProcessFlows, said: “Companies 
are rapidly embracing cloud technology and, as 
a business that specialises in fax solutions, we 
were seeing more and more requirements that 
we could not fulfil with our standard offering. 
ProcessFlows Cloud Fax is based on the mature 
OpenText EasyLink cloud fax platform, which is 
incredibly reliable, secure and versatile and can 
support organisations of any size.” 
www.processflows.co.uk

Following a recent IDC study, which found that 
only half of mobile users are able to print on their 
company premises, and just one third can print on 
the go, Xerox has introduced two new devices that 
provide easy, driverless, app-less printing from any 
mobile device. 

Offering built-in security and Wi-Fi networking as 
standard, the Xerox Phaser 6022 Color Printer and 
WorkCentre 6027 Color MFP feature Wi-Fi Direct, Apple 
AirPrint and Google Cloud Print so that users can print 
from mobile devices without first having to download and 
install apps or print drivers.    
www.xerox.com

Mobile printing just got simpler 

Global partnership 
brings together 
technology leaders
Epson has announced a long-term global 
partnership with the 2014 FIA Formula 
One World Champions, the MERCEDES 
AMG PETRONAS Formula One Team.  

As an Official Team Partner of MERCEDES 
AMG PETRONAS, Epson branding will be visible 
on race cars and on the helmet visors and race 
suits of drivers Lewis Hamilton and Nico Rosberg. 

Epson President Minoru Usui said: “The 
partnership aligns two world-renowned 
champion brands committed to the relentless 
pursuit of innovation, the attainment of global 
leadership positions and the creation of products 
and services that continue to exceed expectations 
and emotionally engage stakeholders 
worldwide.”   www.epson.co.uk

Toshiba has been appointed an Official 
Sponsor of the Rugby World Cup 2015, being 
held in England and Wales from September 
18 to October 31. This is the third consecutive 

Rugby World Cup that Toshiba has sponsored. 
As part of the sponsorship agreement, Toshiba 

will provide a range of products to help with 
the running of the event. In return, it will have 
advertising on perimeter boards at each of the 
tournament’s 48 matches.

Noriaki Hashimoto, Corporate Vice President, 
Corporate Representative EMEA, Toshiba Corporation, 
said: “Toshiba is delighted to be continuing its 
successful partnership with the Rugby World Cup. The 
tournament is one of the world’s greatest sporting 
events and we’re looking forward to playing our part 
in bringing the power and the passion of the games 
to a bigger audience than ever before.”

Toshiba has a long history of supporting rugby. 
It is the Official Sponsor of the Japanese Men’s 
team, also taking part in the Rugby World Cup 
2015, and has its own team, Brave Lupus, which 
competes in Japan’s Rugby Top League.
www.toshibatec.co.uk

Toshiba to sponsor  
Rugby World Cup 2015 

Kyocera launches  
cloud app 
KYOCERA Document Solutions UK Ltd has 
announced two new HyPAS apps for scanning 
to and printing from the Cloud. 

Cloud Direct (£100 + VAT per MFD licence) 
provides users with a direct connection to Google 
Drive, Dropbox and internet fax, enabling PC-free 
scanning to and printing from cloud storage via the 
control panel of HyPAS-enabled KYOCERA MFDs. 

The app comes in separate versions for Google 
Drive and Dropbox, with the ability to link cloud login 
and MFD authentication details for single sign-on.

The second new app, KYOCERA Cloud Print 
(£135 + VAT per MFD licence), provides a direct 
connection to Google Cloud Print, Google Docs 
and Google Apps for easy printing from tablets, 
smartphones and PCs. Integration with user 
authentication solutions, such as PaperCut, Equitrac 
and SafeCom, enables monitoring and control of 
mobile printing.

Sarah White, Product Marketing Manager, 
said: “KYOCERA believes it is currently the only 
provider able to provide 
secure Google Cloud 
Print release with 
authentication via 
PaperCut.”
www.hypas.co.uk
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Canon is to sell 3D printers to customers 
in the engineering, manufacturing and 
architectural sectors, following a UK and 
Ireland distribution agreement with 3D 
Systems. 

Under the agreement, Canon will market, sell 
and support 3D Systems’ advanced manufacturing 
3D printers, including the ProJet 1200, 3500, 4500, 
6000 and 7000 series. Canon plans to offer the 3D 
printers as a prototyping solution for rapid product 
development. 

The partnership builds on a distribution 
agreement between 3D Systems and Canon 
Marketing Japan announced in March 2014. 

Gartner expects end-user spending on 3D 
printers to increase from $1.6 billion in 2015 to 
$13.4 billion in 2018.

Wet ink signatures still 
major cause of printing
ARX, a leading provider of digital signature 
solutions recently acquired by DocuSign 
(see below), has released new research 
showing that more than one third of all 
printed documents are printed for the sole 
purpose of adding a signature.

The study by American City & County analysed 
practices in US local and state government, but its 
findings will be familiar to readers on this side of 
the Pond:
n  37% of all printed documents are printed for 

the sole purpose of adding signatures, with 
nearly 30% saying that they print more than 
half of all printed documents just to get them 
signed;

n  42% of survey respondents say that collecting 
traditional signatures using pen and paper 
delays each signature-dependent process by 
2-7 days, and for some by more than a week;

n  32% of all respondents are either using digital 
signatures or are planning to do so; nearly 50% 
more say they see the need to use them in their 
organisation;

n  95% of those already using digital signatures 
have seen efficiency increases and 85% have 
seen shorter turnaround times on signature-
dependent documents;

n  The factors that are most important to 
respondents when selecting a digital signature 
solution include security and integrity of 
sensitive data (88%); ease of use (84%); 
control over user management/governance 
policies (82%); and ease of implementation 
(79%);

n  The top reservations regarding digital 
signatures include security, control, integrity 
and location of sensitive data (77%); 
acceptance/legality of digital signatures 
(74%); and compliance with regulations/audit 
requirements (63%).

DocuSign’s acquisition of ARX builds on a 
three year business partnership between the two 
companies. It brings together ARX’s best-in-class 
CoSign digital signature technology with the 
world’s leading Digital Transaction Management 
(DTM) platform, enabling customers to transact 
business with complete trust and confidence 
anywhere in the world. 

ARX CEO Gadi Aharoni said: “DocuSign is the 
undisputed global standard for Digital Transaction 
Management. ARX customers will benefit from 
the robust cloud-based workflow and transaction 
management capabilities of the DocuSign Digital 
Transaction Management (DTM) platform – 
complete with Bank Grade Security and Carrier 
Grade Availability – to empower them to transact 
anytime, anywhere, on any device, securely.”

In November, Samsung Ventures made a 
strategic investment in DocuSign. 
www.arx.com

Canon jumps 
on 3D printing 
bandwagon

Special offers for PITR 
readers
FLP Solutions, an IT recycler and  supplier of new 
and refurbished IT equipment to businesses and 
IT maintenance providers, has added a Special 
Offers tab to its website. At the time of going to 
press, it was offering HP Color Laserjet Enterprise 
CM4540s for just £995 (ex VAT).
www.flp4it.com/special-offers

More printing more
A new survey by recycling company 
BusinessWaste.co.uk shows that in the last five 
years more companies have increased paper 
consumption than have cut it. Almost one third 
(31%) of the 250 companies surveyed said 
they were ordering more paper and associated 
products today than five years ago, with just 23% 
saying they were ordering less. More than four 
out of 10 (43%) are using ‘about the same’.
www.businesswaste.co.uk

Make your own 3D 
printer consumables
D3D Innovations Limited has launched a 
desktop machine that allows 3D printer users 
to produce their own filament and save up to 
90% on the cost of original supplies. 

Suitable for consumers and prosumers alike, 
FilaFab Plastic Extruders transform fresh or recycled 
plastic, including general waste (e.g. plastic drinks 
bottles) and old 3D prints, into high quality filament 
that can be used with most FFF 3D printers.

Edward Clifford, Managing Director of D3D 
Innovations, said: “3D printing is the technology 
of the future yet bringing projects to life can be 
incredibly expensive. FilaFab offers 3D printer users 
a professional standard and environmentally friendly 
alternative to ready-made filament at a fraction of 
the cost. As 3D printing continues to take the world 
by storm we’re expecting FilaFab to emerge as a 
must have tool in workshops across the globe.”

The FilaFab Pro 100 (£749) and Pro 350 
(£1,299) can produce customised filament to suit 
the needs of any project in a variety of colours, 
diameters and materials.   www.filafab.co.uk

A ProJet 1200 3D printer in a jeweller’s shop



PRINTITRESELLER.UK 9

BULLETIN

of non-genuine toners can fail.*

Genuine Samsung Toner, always delivers.

Delivering your Samsung supplies

47%

Web: www.voweurope.com  Call: 0844 980 8000

*  Source: A BLI 2011 study, commissioned by Samsung, conducted a comparative test of the 
Samsung CLP 620 color laser printer with nine new CMYK sets of the Samsung laser printer 
toner cartridges against nine CMYK sets each of two third-party remanufactured cartridge 
brands. Results included out-of-box and premature failures.

VOW Samsung A4 Trade Advert Mar 15.indd   1 11/03/2015   12:50



01732 75972510

BULLETIN

Sharp  
introduces accounting 
and secure print 
solution for OSA MFPs
Sharp has launched a new job accounting 
solution that makes it easier for Sharp 
customers to monitor and recover printing 
costs.

Designed for Sharp OSA 3.0-enabled MFPs, Job 
Accounting II (MX-SW310) allows businesses to 
track, record and analyse employees’ MFP use. It 
also gives more control, for example by restricting 
access to copier and scanner settings and by 
imposing usage limits and credit controls.

Two optional modules add extra functionality, 
including secure print release (the MX-SW311) and 
the ability to charge clients directly from a Sharp 
MFP (the MX-SW312).

Chris Hale, Solutions Product Marketing 
Manager, Sharp UK, said: “We understand that 
many businesses struggle to measure and control 
the true cost of creating documents. Our new 
software is designed to optimise efficiency by 
helping businesses gain greater visibility over 
document workflows and, where possible, recover 
their print and scan costs.”

SCC wins NHS smartcard contract
SCC has been awarded a three-year contract to work with 

the Health and Social Care Information Centre (HSCIC) to 
provide specialist smartcard printers across its  

NHS estate.
SCC, in partnership with Essentra Security, Europe’s 

leading provider of ID solutions, will help HSCIC, the national 
provider of information, data and IT systems for health and 
social care, to modernise the NHS’s estate of printers used for 
authorising and issuing ID smartcards.

From April 2015, SCC will start installing Magicard Enduro+ 
custom printers across all regional health service establishments 
throughout England and Wales and integrate them with a new 
card management system developed by HSCIC.

130 million and counting
Brother UK registered 130 million prints on 
its iPrint&Scan app in 2014, up 97% on the 
previous year. The app enables iPhone, Android or 
Windows Phone users to scan to and print from 
a Brother printer connected to the same network. 
More than 4.4 million users have downloaded 
the app, printing an average of 3 pages per user, 
per month.

Change at the top
Operations Director Nigel 
Bainsfair has taken over 
from James Duckenfield 
as managing director of 
NewField IT, following the 
latter’s appointment as 
Chief Innovation Officer, 
Xerox Consulting and 
Analytics Services. As 
Chairman of NewField 
IT, Duckenfield will 
continue to work for the company on a part-time 
basis, focusing on strategy and the continued 
development of the Asset DB and CompleteView 
products.
www.newfieldit.com

New appointments to develop 
Sharp MPS
Sharp Europe has appointed three new business 
managers to further develop its managed print 
and document management services.

Max Fox has been appointed Business 
Manager for Managed Print Services in Europe, 
with responsibility for the development of Sharp’s 
MPS offerings, growing its SME customer base 
and targeting new enterprise markets. He has 
previously worked for Xerox and Konica Minolta.

Rob Davis joins as Business Manager for 
Managed Content Services in Europe, with 
responsibility for developing Sharp’s virtual 
information and collaboration solutions including 
Cloud Portal Office. 

Rashid Maknin takes on the role of Business 
Manager Solutions and will be responsible for 
developing a product portfolio to underpin Sharp’s 
Office and Production Print services in Europe. 
Maknin was previously senior product manager at 
Ricoh Europe.   www.sharp.eu 

KYOCERA strengthens channel sales 
team
KYOCERA Document Solutions UK Ltd has 
strengthened its channel sales team with two 
new appointments.

Moya Kelleher, previously Systems Integrator 
Relationship & Business Development Manager, 
has been promoted to Sales Manager responsible 
for the company’s IT and SI Channel sales teams.  

Prior to joining KYOCERA in June last year, 
Moya worked at European Electronique, where 
she was Head of Marketing, Purchasing & Vendor 
Strategy.

Naseer (Nas) Ahmed has joined KYOCERA 
Document Solutions from Konica Minolta where 
he was Channel Sales Manager IT Channel. As IT 
Channel KMDS Specialist, Nas will report to Moya.

UTAX support
As part of a new Partnership Support programme, UTAX (UK) joined approved partner AFP Digital as  
co-sponsors of the Leeds leg of the LAW 2015 roadshow,. The two-day event, part of the largest 
roadshow for legal professionals, was held at The Met Hotel in King Street, Leeds on March 11-12 and 
attracted circa 400 delegates.   UTAX.co.uk

MSE remanufacturer of the year
Following last year’s merger with Clover 
Technologies Group, the world’s largest 
core and e-waste asset collector, MSE has 
been voted Remanufacturer of the Year by 
a panel of industry experts selected by The 
Recycler Magazine.  

Eric Martin, President of North American Sales 
at Clover Technologies Group, said: “The MSE 
brand plays an integral part of our global strategy 
in offering a true OEM alternative product and 
providing dealers with the vehicle to capture a 

greater share of the global colour market. This 
award is recognition that our confidence in MSE 
quality is shared within the dealer community. 
When combined with our global capabilities in 
collection, manufacturing, MPS solutions and IP 
strength, we create a value proposition that is 
second to none.”

The award was presented on February 1 at 
the Remanxexpo@Paperworld 2015 exhibition in 
Frankfurt, Germany.

Right: Moya Kelleher, Sales Manager responsible 
for the company’s IT and SI Channel sales teams. 

Far Right: Naseer (Nas) Ahmed,  
IT Channel KMDS Specialist

James Duckenfield
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Aspire Power Learning Sessions 
Headroom, the EVO Group Marketing and Business Services Agency, has 
announced the dates of its Aspire Power Learning Sessions for the first 
half of 2015. 

Running from March to May, The Power Learning Sessions are open to all resellers 
and address Influential Negotiations, Managing Time & Performance and Presenting 
& Pitching with Confidence.

Anyone interested in attending should contact Joe Walker, Head of Business 
Development at Headroom (joe.walker@headroomuk.com), or their VOW account 
manager.

KYOCERA wins packaging award  
KYOCERA Document Solutions 
has won a WorldStar packaging 
award for the seventh year in  
a row.  

Organised by the World Packaging 
Organisation, the awards honour 
developments in packaging that are 
original, environmentally responsible 
and economical.

KYOCERA won an award in the Electronics category for a new style shock gauge 
developed for the transportation of A3 MFPs in the USA, China and Europe. The 
gauge, which changes colour if a package is bashed, has a larger coloured surface, 
making it easier for carriers to spot devices that may have been damaged. It uses 
more environmentally friendly water-based flexographic ink to colour the cardboard 
and can be produced more economically than alternative shock gauges.
www.kyoceradocumentsolutions.co.uk

Balreed promotes careers in printing
Balreed is lending its support to the ProSkills PrintIT! initiative, a 
nationwide education programme designed to teach students about the 
print and paper industry.

As part of its commitment to the programme, Balreed hosted a group of GCSE 
students from the Cornwallis Academy at their Head Office in Maidstone. 

Students were given an overview of the career opportunities in managed print 
services and demonstrations of new production print and finishing technologies.

Balreed Group Marketing Director Gary Downey said: “This is a great initiative 
that we are very happy to support. It is the first time we have opened our doors to 
local students and it’s been exciting to get their positive feedback on what they have 
seen at Balreed.”

Balreed plans to hold a number of PrintIT! fund-raising events to raise money for 
the development of new career materials and content for student work books.

How the new regulatory framework 
is affecting leasing transactions

by Andy Milsom,  
Head of Partner Training and 
Development, BNP Paribas 
Leasing Solutions

During a recent conversation 
with a reseller I have known 
for many years, I was accused, 
along with everyone else in 
my industry, of working for an 
organisation that appears to be 
continually changing the rules 
relating to the processing of 
leasing transactions. The almost 
retrospective nature of such 
changes has certainly created 

problems in otherwise strong business relationships.
Whilst my default response to such criticism tends to be 

defensive in nature, upon reflection I think my friend deserves 
something of an explanation. The fact is that since the banking 
crisis of 2007/2008 the finance industry has been subject to more 
investigation and regulation than has ever previously applied, and 
in many cases changes in policies and procedures have had to be 
taken with immediate effect, giving us little or no time to provide 
advance notice to those who introduce our business.

The regulatory body for the banking, insurance and leasing 
industry is the Financial Conduct Authority (FCA), an organisation 
which has been in operation for only two years. It was formed 
specifically to address concerns that the finance industry had not 
been subject to adequate control and as a result had indulged 
in a number of very poor practices. These included the rigging of 
LIBOR and FOREX markets by the banks; the mis-selling of finance 
products to an unsuspecting public (e.g. PPI); and not taking 
sufficient measures to prevent money laundering.

It is important to see all that has been happening over recent 
months in the context that we are now operating under the 
watchful eye of a new and very powerful regulator. The FCA’s 
remit is to prove that it has taken all possible action to ‘clean up’ 
the finance industry. To achieve that objective it is possible that 
a degree of over regulation might be applied, but the banks and 
associated businesses are in no position to complain and have felt 
it necessary, and rightfully so, to act very quickly to any guidance 
coming from the FCA.

There are three main areas controlled by the FCA that must be 
addressed by leasing companies:
n  Licensing and the authorisation of consumer credit business;
n  Treating customers fairly; and
n  Anti-money laundering policies.

At BNP Paribas Leasing Solutions, we recognise that much of 
the regulation coming from the FCA might seem to be a bit of a 
minefield, especially for our partner network whose core business 
is selling business equipment solutions, not finance. We have 
recently developed a training seminar designed to give our reseller 
partners a comprehensive understanding of the FCA regime and 
how it impacts their business when referring a client for a lease 
application. It also covers the FCA authorisation process and 
explains the different licence categories to help partners comply 
with the new regulatory environment. If you’d like to find out more 
about this service, feel free to get in touch with me.  
andy.milsom@uk.bnpparibas.com
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READY. STEADY. GO.

PANASONIC KX-MB2100 SERIES 
MULTIFUNCTIONAL PRINTERS
EXPLORE THIS HIGH-SPEED SERIES TODAY.

If you’re looking for multifunctional printers that 
deliver high-speed performance and low-cost 
value, Panasonic’s new KX-MB2100 series
gives you precisely what you’re looking for. 
With 24ppm quick duplexing, reduced paper 
use and a quick-job key for fast operation, 
these impressive new models unlock the door
to improved productivity in every office setting. 

1_00111246_KX-MB2100 Series_A4 Ad_v2.indd   1 31/10/2014   11:10

For more information on the full range of Panasonic Printers, Scanners and MFPs simply visit  
http://business.panasonic.co.uk/communication-solutions or call 0207 022 6530.

Panasonic System Communications Company Europe, Panasonic House, Willoughby Road, Bracknell, Berkshire RG12 8FP

Available from:

www.betadistribution.com
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As reported in the last issue of PrintIT 
Reseller, Olivetti has restructured its 
UK and Ireland operation, bringing it 
into line with the model employed in 
other parts of Europe.  

The main change for resellers is that 
instead of signing contracts with Olivetti’s 
UK subsidiary, they now have a direct 
manufacturer-dealer relationship with 
Olivetti SpA in Italy, which will take over 
administration, accounting, invoicing, 
payment, credit and management of WEEE 
obligations.

Olivetti UK – Olivetti’s best performing 

subsidiary for eight or nine years – is 
being wound up and a new organisation, 
Olivetti UK Agency, has been established to 
represent the Olivetti brand in the UK. 

Headed by managing director Dave 
Goswell, this third party agency delivers 
services and support on behalf of Olivetti. 
It will be responsible for marketing, 
pricing, training, servicing, support and 
communications.

Olivetti SpA and Olivetti Agency will 
jointly manage the UK Distribution Centre 
in Wellingborough, which has been kept 
on to guarantee fast, next-day delivery of 
products and supplies.

Olivetti’s Dealer Conference on February 
4 at the Belfry gave Aldo Pirronello, Olivetti 
SpA’s Head of International Sales, the 
opportunity to explain the rationale for the 
changes to 80 of its top UK dealers – and 
to the press.

Although the new structure is expected 
to deliver annual savings of £1 million, 
Pirronello said that the motivation was not 
to cut costs but to get closer to the market 
so that Olivetti could be more competitive 
and react more quickly to business 
opportunities. 

He said that since moving to the 
new structure in 2011, Olivetti’s German 
operation, which had been losing money, 
had maintained the same level of business 
but had become profitable.

Pirronello added that having a direct 
relationship with Olivetti SpA makes 
it easier for resellers to operate on a 
European level – not just by simplifying 
the delivery of multi-national contracts, but 
also through improved collaboration.

He said that a major focus for Olivetti 
is to improve the technical services it 
offers the channel,  including collaboration 
tools that will enable Olivetti resellers 
throughout Europe to pool their experience 
and share information and solutions to 
common problems. 

Standardisation of procedures across 
Europe and greater economies of scale are 
expected to reduce the time to market for 
new products and solutions. 

Olivetti explains the benefits of its new structure at dealer conference

Leaner and  
more agile

At the UK Dealer Conference, Nadia 
Bontempo, Olivetti SpA’s Worldwide 
Marketing Manager for Office Solutions, 
announced that Olivetti has now become 
a Nuance Expert Partner and is offering 
the Equitrac print management solution 
through the Olivetti Dealer Channel, with 
front-end and back-office support in Italy.

Future developments could include a 
range of cloud-based services that leverage 
the expertise of Olivetti’s parent company 
Telecom Italia Group.

Olivetti Achievers 2014
Olivetti has announced last year’s top performing dealers 
in the Key Partner Loyalty Programme. 

Dealers who become part of the Key Partner Programme 
are eligible to qualify for annual rebates and receive regular 
promotional benefits throughout the year. 

Qualifying dealers are banded into six Leagues, according to 
the amount  they spend with Olivetti. The entry level for smaller 
dealers is the Associate Partner 2 League. The next level is 
Associate Partner 1, followed by Key Partner, Premier and Platinum. 
At the top of the tree is the invitation-only Elite League.

Olivetti UK Dealer of the Year – 1st Office Equipment Ltd 

Olivetti Sales Manager of the Year
Terry Haley, Area Account Manager for Midlands,  
North East & Home Counties

Key Partner Programme League Winners:
Associate Partner League 2 – CBS Ltd 
Based in Cambridge 

Associate Partner League 1 – Bowden Digitec 
Based in Kent

Key Partner League – WDS Ltd 
Based in Derby

Premier League – 2r Systems Ltd 
Based in Leighton Buzzard 

Platinum League – Frew Business Machines Ltd 
Based in Dungannon, Northern Ireland 

Elite League – 1st Office Equipment Ltd 
Based in Bath with branches throughout the Southwest

Olivetti 
UK Agency 
has been 
established 
to represent 
the Olivetti 
brand in  
the UK.



How to generate new recurring revenues from  
higher-value, higher-margin Managed Services.

One of the biggest threats to service providers in an established industry is commoditization. 
Revenues, market share, and profitability slide as supply from an increasing number of  “me too” 
providers outstrips demand for services.

Not surprisingly many service providers are revaluating their core business strategy. They are 
asking: what would be a natural extension of my business? What else could I do of high value 
within my customers’ offices?

This White Paper explains trends that are driving global demand for Managed Services 
and why becoming a Managed Services Provider represents an easy and natural migration 
strategy for your business.

READ MORE – download your FREE whitepaper  
at: www.printitreseller.co.uk/N-able/NRAPO  
or email: whitepapers@prinitreseller.uk

www.n-able.com



01732 75972516

LASER PRINTERS

The ‘most significant change since 
1984’ is how HP describes the 
introduction of its new Original HP 
toner cartridges with JetIntelligence. 

The product of five years’ development, 
the new ColorSphere 3 toner and cartridge 
design have benefits for customers, MPS 
providers and HP itself. These include up to 
33% higher page yields, 53% lower energy 
consumption, 40% faster printing from 
wake-up, two-sided printing at the rated 
speed, 40% smaller devices and longer 
duty cycles. 

In addition to improved printing 
performance, the new cartridges have 
intelligent management and security 
features that protect customers from 
counterfeit consumables and offer greater 
insight into printing practices.

Original HP toner cartridges with 
JetIntelligence have been co-developed 
with Canon, which will use the new 
toner and cartridge technology in its own 
products, although some ASIC-based 
features, such as HP anti-theft technology, 
are proprietary to HP. 

HP has already announced the first 
products to use the new technology – the 
HP Color LaserJet Pro M252 printer,  HP 
Color LaserJet Pro MFP M277 and  HP 
Color LaserJet Enterprise M552 and M553 
printers – the smallest, fastest LaserJets 
ever. Over the coming months, it plans to  
move its entire portfolio over to the new 
consumables.

As standard, all devices offer automatic 
two-sided printing; are web-enabled with 

Personal Printer, 1-5 users

HP Color LaserJet Pro M252. Up to 33% smaller than competitive 
devices, the new series is built to meet the needs of a small workgroup, 
streamlining workflow with mobile printing options and fastest first page 
out in its class.

HP Color LaserJet Pro MFP M277. The smallest and fastest duplex 
MFP in its category, with a first page out 40% faster than a top competitor. 
It is also 40% smaller by volume than the M276 it replaces. It comes with 
WiFi Direct Print, giving access to the printer and the internet at the same 
time, and from August 2015 will support Google Cloud Print 2.0. 

Small Workteam, 2-10 users, printing 2,000-6,000 
pages per month

HP Color LaserJet Enterprise M552/553. These have duplex printing 
at the rated speed and a 56% faster first page out time than HP's previous 
models. The M552 also consumes 53% less energy than the M551 it is 
replacing and has significantly higher maximum cartridge yields – 14% 
higher for the mono cartridge and 58% higher for colour cartridges. 

built-in connectivity to the HP On Demand 
cloud platform; and feature a colour 
touchscreen for ease of use and interaction 
with print solutions being developed by HP, 
including HP JetAdvantage Private Print 
(see below).

So how do Original HP toner cartridges 
with JetIntelligence differ from previous 
generation consumables? HP has made 
advances in three main areas – toner, 
cartridge design and smart management.

ColorSphere 3 toner
As 70% of the imaging technology needed 
to print resides within an all-in-one HP 
cartridge and the heart of the cartridge 
is toner, it is not surprising that most of 
the advances are the product of new 
ColorSphere 3 toner that overcomes two 
weaknesses of HP’s existing toner – a 
tendency to chip and degrade over time 
and high energy consumption.

1. Less waste
Using jars of M&Ms and marbles as props 
(see photo), HP demonstrated how, over 
time, repeated circulation causes the outer 
shell of HP toner particles (the M&Ms) to 
chip and wear down. The resulting toner 
dust causes a gradual deterioration of print 
quality and reduces page yields.

An HP spokesperson said that in the 
past HP would fill a 20,000-page cartridge 
with enough toner for 25,000 pages, as it 
knew that 20% would not be suitable for 
printing.  

HP has overcome this problem by 

HP's new generation toner and more efficient cartridge design carries 
the promise of greater productivity and lower print and energy costs 

Less is more

developing ColorSphere 3 toner with a 
hard outer shell that doesn’t break up with 
normal usage (the marbles). This helps 
ensure consistent print quality from the 
first page to the last and, by eliminating 
waste from damaged toner, delivers up to 
33% higher page yields.

2. Energy efficiency
The second benefit of a hard outer shell 
is that the polymer/wax core can be much 
softer, with a lower melting point. This has 
enabled HP to reduce energy consumption 
by up to 53% and cut the time to first 
print to 7 seconds or less from sleep mode 
– up to 50% faster than the previous 
generation.

Page Maximizer
Performance improvements are not solely 
the product of ColorSphere 3 toner. The 
use of smaller, more robust components 
within the cartridge, what HP calls Page 
Maximizer Technology, has also had an 
effect by creating more room inside the 
cartridge for toner. This has allowed HP to 

New Models At a Glance

M252

M277

HP has made 
advances in 
three main 
areas – toner, 
cartridge 
design 
and smart 
management.

Continued...

HP JetIntelligence Toner Cartridges
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It’s election season, let’s talk Benefi ts!  
No, not that sort. With            and Brother, together
at your side, you can benefi t from access to:

No spin and no cash for questions – with dedicated, 
straight-talking representatives on hand,            and 
Brother can deal with all queries and offer
considerable channel expertise to help develop
vertical opportunities for resellers like you. 

 Great margin opportunities

 Brother Network privileges

 Competitive public sector pricing support

www.voweurope.com Call: 0844 980 8000

Contact your        AccountManager today toplace your Brotherorder who are PCPro’s Best Printerbrand 2014.
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increase page yields, reduce cartridge (and 
printer) size and extend duty cycles.

The combination of higher yields and 
longer duty cycles reduces the number of 
interventions needed. This is likely to be of 
benefit to MPS providers, as well as end 
users, as it reduces servicing requirements.

For even easier cartridge changes than 
before, HP has replaced the familiar orange 
toner seal strip that needed to be pulled 
out and thrown away with Automatic Seal 
Removal technology. This automatically 
pulls the toner seal back into the cartridge 
where it helps aerate the toner, thus 
reducing waste and offering ‘plug and 
play’ simplicity and convenience.

Together, ColorSphere 3 toner and  
Page Maximizer Technology deliver greater 
page yields (33% more pages than 131A 
and 507A cartridges) at a 9-10% lower 
cost per page.

Printer management
In addition to new toner and cartridge 
components, the cartridges include 
proprietary HP technology that offers 
improved consumables management and 
protection against theft and counterfeit 
supplies. 

These tools, which are off by default 
and must be turned on by the customer, 
also make life more difficult for producers 
of remanufactured and compatible 
cartridges. They include:
n HP Print Gauge Technology. This 

tracks print usage and shows how many 
pages have been printed and how many 
are left based on the user’s normal print 
behaviour. HP says it can do this with 
complete accuracy because ColorSphere 
3 toner doesn’t degrade. Because the 
gauge only works with HP components, HP 

says accurate status information won’t be 
available on remanufactured cartridges.
n Anti-fraud technology. When a 

cartridge is inserted, anti-fraud technology 
automatically confirms whether it is an HP 
original or a counterfeit or remanufactured 
product. This matters, says HP, because the 
printer fusing temperature has been set for 
low-melt ColorSphere 3 toner. If another 
toner is used, the temperature may be too 
low to fuse, causing the toner to fall off 
the page; 
n Genuine HP Policy. This enables 

users to enforce a rule that only HP original 
supplies are used in a printer or entire 
printer fleet; and
n Anti-Theft technology. To prevent 

the theft of cartridges from printers, 
businesses have the option to link a 
cartridge to a specific printer or fleet. 
Should a cartridge be removed and used in 
another device, it won't work.

New solutions
Coinciding with its new printer/cartridge 
designs, HP is developing new solutions that 

address the challenges posed by changing 
working environments, including the need 
for mobility, security, manageability and 
support for hybrid workflows that integrate 
paper and digital material.

The first of these is HP JetAdvantage 
Private Print, a free application that gives 
small and medium-sized businesses a 
simple alternative to server-based secure 
print systems by marrying the convenience 
of PIN printing with the reach and 
flexibility of a server-based system. 

Thanks to built-in connectivity to the 
HP On Demand cloud platform, users don’t 
have to print to a server-based secure 
print system, but instead can upload an 
encrypted print job to the cloud from a PC, 
Mac or Android/iOS mobile device. They 
can then download the print job to any 
other registered LaserJet Pro printer with 
a touchscreen and internet connectivity 
and release it by entering a PIN or swiping 
a card.

Private Print is not as highly featured 
or as secure as enterprise-class secure 
print systems. For example, a user with 
an account at company A could walk into 
company B and, assuming it too had an 
account, print off a document. One way to 
prevent this happening is to lock down the 
touchscreen and require users to enter a 
PIN to activate it.

HP's new toner may not qualify 
as a quantum leap, but it does offer 
improvements across the board. In 
particular, its hard shell and low melting 
point have enabled HP to bring features 
normally found on high end devices, such 
as duplex at the rated speed and sub-7 
second first print out times, to personal 
printers, whilst at the same time reducing 
the cost per page and energy consumption.

HP is 
developing 
new solutions 
that address 
the challenges 
posed by 
changing 
working 
environments

Toshiba has extended its A4 desktop range 
with two colour and three monochrome 
systems. The five new models include two 
MFPs and three printers.

The colour devices are the e-STUDIO305CP 
colour printer and the e-STUDIO305CS colour MFP. 
Both have a print speed of up to 30 pages per 
minute (ppm) and a maximum paper capacity of 
1,450 sheets. 

The mono devices, the e-STUDIO385P printer 
and e-STUDIO385S MFP, have the same paper 
capacity as the colour models, but a faster print 
speed of 38 pages per minute.

Toshiba's fifth new device, the e-STUDIO525P 
mono printer, has a print speed of 52 pages per 

minute and a maximum paper capacity of 4,400 
sheets.

Chris Mills, Product Marketing Manager at 
Toshiba TEC, said: “With the launch of these five 
new products we have expanded our A4 portfolio 
to give our customers an even larger choice of 
systems. We understand the different needs of 
companies and want to offer our customers 
advanced printing solutions that exceed their 
expectations.”

All five models have the same Toshiba e-BRIDGE 
printer driver as the company’s high-end A4 and A3 
systems, automatic two-sided printing and a choice 
of energy-saving modes. 
www.toshibatec.co.uk 

Toshiba expands A4 portfolio 
production devices

...continued

Above:  
The incredible 
shrinking MFP. 
The HP M277 
MFP easily fits 
inside the shell 
of the model it is 
replacing
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PANASONIC KV-S10X7 MULTI-DOCUMENT, 
MULTI-TASKING COLOUR SCANNERS
If you want to save time and increase productivity, the new compact KV-S10X7 range from 
Panasonic is the ideal solution. With enhanced scanning speed and paper feed capability,
multiple size and material scanning in one, and one-touch functionality for a vast array
of documents, it’s the very latest in scanning technology.

Get high-speed, high-performance results today.

MULTI-DOCUMENT,
HIGH SPEED,
COLOUR SCANNING

For more information, please visit
business.panasonic.co.uk
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For more information on the full range of Panasonic Printers, Scanners and MFPs simply visit  
http://business.panasonic.co.uk/communication-solutions or call 0207 022 6530.

Panasonic System Communications Company Europe, Panasonic House, Willoughby Road, Bracknell, Berkshire RG12 8FP

Available from:

www.midwich.com

www.spigraph.co.uk
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Wayne Drysdale  
Managing Director, ePrint Digital 

“Meters are reset to zero when selling a 
genuine refurbished or recycled machine, 
which has been stripped, received new 
parts, had software upgrades etc.. That’s 
fine when these devices are clearly resold 
as a refurbished or recycled device, but you 
can’t just ‘clock the meter’ willy nilly, and 
that’s what’s happening.

“We come across instances on a weekly 
basis where a business has purchased 
a ‘new’ machine that isn’t new. It’s 
widespread in the North West. Just last 
week we visited a customer to deliver toner 
for a device we supply and spotted that 
they had had a new machine installed that 
we’d not provided. As soon as I opened 
the door and saw that the toner cartridges 
were different, I knew that this was an 
old model that had been superceded by 
a newer one. Inspecting the paperwork, 
we saw that the details specified and the 
serial number didn’t match the equipment 
supplied. Closer examination revealed 
that the mechanical meter, which can’t 
be reset, was covered with black tape. On 
taking that off, the customer was able to 
see the real volume – 800,000 copies – 

as opposed to the 800 the serial meter 
displayed.

“We are a service provider and have 
seen an uptick in the number of businesses 
approaching us to take out a service 
contract after they’ve been left with an 
unsupported device on a lease because 
the provider has gone out of business. In 
every case, these are old models that have 
reached end of life but which the customer 
has purchased in good faith.

“We are losing business because certain 
players are coming in and undercutting 
us, not by a few pounds but by hundreds 
and thousands of pounds. They are able 
to offer silly prices because although they 
say they are selling new kit, what they are 
actually doing is buying in used devices and 
resetting the meters to zero.  

“It’s unethical and it’s driving us mad. 
We can’t possibly compete. Margins are 
tight on hardware as it is, even before you 
factor in the fact that we’re not operating 
on a level playing field. 

“We recently decided to take them 
on. When we were told by a potential 
new client that we hadn’t won the deal, 
we offered to do a free check on the new 
device and asked the customer to tell the 
other dealer that’s what was happening. 
Funnily enough, they pulled out of the deal, 
telling the customer he didn’t want to sell 
to them!

“We’ve contacted the OEMs to ask 
them to take action to prevent these guys 
clocking meters. I’m sure that they could do 
more. As an industry we’ve worked hard to 
clean up our act and we feel very strongly 
that the actions of a few unscrupulous 
vendors are having a negative impact on 
our business and our reputation.” 
www.eprintdigital.co.uk

There has been lots of talk recently about unethical operators resetting device meters 
and selling old machines as new, with claims that their actions are damaging the 
industry’s reputation and impairing some dealers’ ability to win new business.  
Here, some of the dealer community share their opinions on a shoddy practice that they 
say needs stamping out. 

Buyer beware

Mark Garius
Managing Director, ASL Group

“I don’t believe that we’ve come across 
this, but that’s not to say that we haven’t. 
If we’re pitching for a deal and there’s a 
price difference with a competitive tender, 
then we work really hard on the numbers 
and do our best to keep the business. We 
very rarely lose out on a deal.

“It could be that in some cases 
we’re competing against these types of 
operation, and we’re dropping our price, 
absorbing the cost, when in reality they’re 
not offering like for like. But how would we 
know that? 

“Maybe this is a hidden cost that we 
haven’t thought of. It might be going on 
and we just haven’t seen it. If you lose a 
customer, it’s rare that you get to see what 
they bought unless they come back to you 
at a future point.

“Perhaps the bigger message here is 
buyer beware: if a deal sounds too good to 
be true, then it probably is.”  
www.asl-group.co.uk

Mark Garius
Managing Director, ASL Group

continued...
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BOOST PRODUCTIVITY
WITH EPSON 
SCANNERS

WORKFORCE DS-520
This 30ppm sheet-fed duplex scanner offers powerful imaging features and simple 
integration into your document management systems with Document Capture Pro 
solutions.

WORKFORCE DS-520N
Featuring a Network Interface Unit, high-speed scanning and fast data processing, 
this document scanner can be shared with multiple employees and is ideal for easy 
document workflow. Combined with Document Capture Pro solutions*, users can 
benefit from Push Scan features with pre-defined job profiles.

KEY FEATURES
•  HIGH-SPEED SCANNER 

Up to 30ppm / 60ipm
•  EASY INTEGRATION 

Document Capture Pro compatibility*
•  HASSLE-FREE 

Advanced feed technology

KEY FEATURES
•  HIGH-SPEED SCANNER 

Up to 30ppm / 60ipm
•  EASY INTEGRATION 

Document Capture Pro compatibility*
•  HASSLE-FREE 

Advanced feed technology

•  NETWORK CAPABLE 
Push Scan features with pre-defined  
job profiles

•  SINGLE-PASS DUPLEX SCANNING 
Quickly scan both sides of a document

*Requires download from the Epson website. E&OE.

Get in touch with your Westcoast Account Manager today
Call 0118 912 6000 Or visit www.westcoast.co.uk

•  SINGLE-PASS DUPLEX SCANNING 
Quickly scan both sides of a document

•  ENERGY STAR-COMPLIANT 
Energy-efficient scanning
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Matt Goodall
Service Director, Office Evolution  

“The modern digital photocopier typically 
has two types of meter, a traditional 
mechanical meter and an embedded digital 
meter. Neither is foolproof or beyond being 
tampered with.

“The traditional mechanical meter, 
as with an old car, can be tampered 
with easily and in most cases misaligned 
numbers and marks to the meter case will 
highlight that this has happened. 

“Where real concerns start to appear is 
when tampering occurs with the electronic 
meter. Some aftermarket companies are 
now offering reset devices to enable 
dealers to provide zero meter counts at 
installation of a device.

“Whilst this practice is not illegal in 
itself, misrepresentation of the supplied 
product as either ‘new’ or having done 
fewer copies than shown clearly is. 

“This practice doesn’t seem to be 
on the increase at the moment, but it is 
something that genuine dealers need to 
watch out for and advise customers what 
to look for. You cannot stop bad people 
doing bad things, but what you can do 
is advise customers of the pitfalls and 
remember that if a deal looks too good to 
be true then it probably is.” 
www.officeevolution.co.uk

Eric Shackleton 
Sales Director,  
RDT Office Solutions Group

“It pains me to say it, but there are a 
number of rogue operators still out there 
who adopt a number of underhand tactics 
to try to undercut the ethical operators in 
this industry.

“Selling second hand or nearly new 
equipment as new is the most prevalent 
practice. There are dealers that are 
installing devices that have been on 
loan, out on a trial or even been sat in a 
showroom for a while, after resetting the 
meters to zero.

“Recently we’ve been involved in a 
competitive tender that we believed we 
were close to winning. It was for three 
devices including a production print device; 
the order value was good; and we were 
very competitive. But we received a call 
from the customer saying they’d received 
an alternative bid that over the three-
year contract term was about £12,000 
cheaper. When we queried it and asked 
them to check if the equipment was 
like-for-like and brand new, we discovered 
that the paperwork quoted ex-showroom 
equipment. That could mean anything. 

“One way of tripping them up is to get 
the customer to insist the kit is delivered in 

the original packaging. Chances are they 
will say they don’t do that, which tells you 
all you need to know. 

“We’ve also come across a number 
of instances where dealers are triple click 
charging. On one particular brand, you can 
set the meter to record per development 
as opposed to per click, which in essence 
means it clicks per colour, i.e. cyan, 
magenta, yellow and black, as opposed to 
each impression. Say for example the cost 
of a colour copy was 5p and a mono copy 
1p, with this approach the customer would 
end up paying three x 5p for each colour 
and 1p for black, so the cost per colour 
copy would actually be 16p not 5p. It’s 
probably hidden somewhere in the small 
print but, again, it doesn’t represent a 
transparent and honest approach to doing 
business.

“The downside is that once a customer 
has been bitten, they tar us all with the 
same brush, saying ‘you’re all the same’ 
when in reality we’re not.” 
www.rdt-osg.com

Paul Strout 
Key Account Director,  
ZenOffice Managed Print Services 

“I believe that there is a wider issue here. 
Whilst we haven’t heard of users having 
the meters clocked, there is still a lot of 
confusion regarding what a click actually 

continued...

We've come 
across a 
number of 
instances 
where 
dealers are 
triple click 
charging.

Paul Strout 
Key Account Director,  

ZenOffice Managed Print Services 

Matt Goodall
Service Director, Office Evolution  



23PRINTITRESELLER.UK

ADVERTORIAL

AD VOW

3D PRINTERS

www.ST3Di.com

3D printing is no longer the future, 
it’s the here and now!

• Two state-of-the-art printers to choose from.
• Large print areas to create models up to 200mm wide on the ModelSmart Pro 200 
   and up to 280mm wide on the ModelSmart Pro 280.
• ModelSmart Pro 280 with 2 extruders for dual-colour printing or a secondary support material.
• Four print materials available including real wood filament.
• Revolutionary Z-Axis sheets for successful print adhesion and easy model removal.
• Proprietary Helpful Printer Driver® software for real-time filament levels.
• Print prototypes, bespoke models, unique one-offs, replacement parts, craft, hobbies…
   print just about anything!

www.voweurope.com
08440 980 8500
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covers. For instance, does an A3 print count 
as one click or two?  

“There are also resellers who persist 
with charging colour prints per colour i.e. 
one click for cyan, one for magenta, one 
for yellow and one for black. We do come 
across users with these types of contract 
and they are rarely aware of how they 
actually function. 

“Our belief is that simple, transparent 
service agreements are best for all parties. 
We all know how hard new business 
wins are compared to existing customer 
renewals, so it is imperative to treat 
customers with fairness and respect to 
earn their loyalty.” 
www.zenoffice.com

Mark Smyth
Operations Director, Vision 

“We do come across this occasionally with 
some of our competitors. It depends on 
whether they are providing equipment as 
new when it clearly is not. Transparency is 
key for the client! As long as it's clear what 
they are being provided with. 

“In most cases, finance is provided as 
part of the sale and all the finance partners 
we work with have very comprehensive 
rules on new and not new equipment that 
protect both the client and reseller. 

“For some years now we have tended 
to provide only new equipment as part of a 
Managed Printing Solution and the entire 
fleet is tested, then pre-configured and 
shipped to the client for installation.” 
www.visionplc.co.uk

Alpesh Unalkat 
Managing Director,  
Capita Document and Information 
Services Managed Print Business

“While it isn’t something we see 
happening often in our industry, 
unfortunately there are people out there 
who have no qualms about tampering with 
machines.

“This type of behaviour originates 
with unscrupulous dealers looking to 
gain from buyers, who may not realise 
anything is wrong with the equipment 
they are purchasing. For example, small 
businesses or schools without a huge need 
for printed materials might not know what 
discrepancies or signs to look out for. 

“Fortunately, manufacturers have taken 
steps to prevent this rogue dealing by 
introducing electronic meters that cannot 
be reset. So it stands to reason that this 
problem predominately affects older 
technology, such as analogue machines 
with manual counters. 

“The solution to combatting this fraud 
is to make sure buyers work with high 
quality providers and, where possible, 
always buy new rather than used 
machines – that way there is less scope 
for equipment to be altered, as it will have 
come direct from the manufacturer.

“To make sure people don’t get 
caught out, they need to be ‘buyer aware’ 
and ‘buy well’ from reputable dealers. 
If everyone in our industry joins forces 
to crack down on this kind of dishonest 
practice, then hopefully it won’t be long 
before it is stamped out entirely.” 
www.capita-dis.co.uk

Mick Harrison 
Group Service Manager,  
Arena Group  

“The process of clocking a machine is 
nothing new. Just as an unscrupulous 
car dealer can clock a car’s mileage, a 
photocopier can be clocked in order to 
make it look younger than it actually is. 

“It wasn’t all that long ago that most 
photocopiers had mechanical counters 
that could be replaced or simply turned 
back to zero or whatever figure you liked. 
Nowadays, most machines have electronic 
counters and this makes clocking a lot 
harder, although not impossible. 

“Some manufacturers have cottoned 
onto this with sophisticated electronics 
that prevent you from changing the 
counter. However, others are way behind 
and they still allow you (with a little 
knowledge) to reset the counter back to 
zero. The industry needs further tightening 
up to prevent this practice from taking 
place, and it needs to start with the 
manufacturers. Until then, rogue dealers 
will continue to pass on used equipment 
as new.” 
www.arenagroup.net

Nowadays, 
most 
machines 
have 
electronic 
counters and 
this makes 
clocking a 
lot harder, 
although not 
impossible.
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DMC, one of the UK’s leading 
distributors of office equipment 
and EOS, is an active supporter of 
the Starlight Children’s Foundation, 
which each year helps to brighten 
the lives of over half a million 
seriously and terminally ill children 
by granting them once-in-a-lifetime 
wishes and providing entertainment 
in hospitals and hospices throughout 
the UK.  

Since launching the planitgreen brand, 
DMC has donated 25p to the charity 
for every toner purchased, doubling the 
donation to 50p per item last December. 
To date, it has raised a total of £15,000 
and on March 23, planitgreen’s third 
anniversary, DMC will hand over another 
cheque for £7,000, representing money 
raised in November and December 2014.

Cost and environmental savings 
Planitgreen initially offered remanufactured 
toners for traditional copier brands, 
including Canon, Kyocera and Ricoh, 
but in the last three years the range has 
been extended to include products for 
Brother, Epson, HP, Dell and Samsung 
devices, amongst others. The toners are 

remanufactured to the highest standard 
and come with a comprehensive two-year 
guarantee.

DMC Marketing Communications 
Manager Sam Saunders said: “We’re 
continuing to grow the number of SKUs, 
with no compromise on quality. We’re not 
in the cheap refill market. If an end user 
has a problem we will send an engineer 
out to inspect and we’ll repair or replace 
the printer if the fault is as a result of using 
our toners. To date, we haven’t replaced a 
single printer.”

Saunders says Planitgreen toners are 
an economical, eco-friendly alternative 
to OEM cartridges; they offer up to 60% 
savings against OEM originals; a number 
of products within the range have twice 
the yield of equivalent original OEM toners; 
and making a planitgreen cartridge uses 
up to 2.5kg less material than an OEM 
cartridge that requires up to 16 times more 
material by weight.

Quality control
Planitgreen toners are remanufactured 
within the EU under stringent quality control 
in accordance with ISO 19752, ISO 19798 
and DIN 33870. This guarantees consistently 
high print quality, accurate yields and error-
free functionality for up to two years.

“We only use virgin cartridges and 

DMC is marking the third anniversary of 
the launch of its planitgreen range of 
remanufactured toners with a £7,000 donation 
to the Starlight Children’s Foundation.

Reducing the cost  
and environmental 
impact of print

all working parts including imaging 
drums, rollers, blades and microchips are 
replaced to ensure full functionality and 
compatibility. We only retain the plastic 
hopper,” explained Saunders.

 “Unlike OEM originals, every single 
planitgreen toner is tested before being 
packaged to ensure the product is of the 
highest possible standard. We warrant 
our products to be free from defects in 
both material and workmanship, and 
this stringent process means we can 
confidently offer a two-year warranty.”

Green standards
Over 80 planitgreen toners remanufactured 
under both ISO14001 and EMAS II have 
been awarded Nordic Swan and Blue Angel 
awards.

”Our remanufacturing partners 
have an environmental balancing 
book,” said Saunders. “Everything 
is accounted for and logged – what 
comes in, what is remanufactured and 
waste. It’s all documented and there is 
an auditable paper trail to demonstrate 
the environmental efficacy of the whole 
process.” 

Recognition by ETIRA, the European 
Toner & Inkjet Remanufacturers 
Association, is further evidence of the 
quality and sustainability of planitgreen 
products. “As a member, we stick to a strict 
code and buyers can rest assured that as a 
quality remanufacturer our products don’t 
infringe on any patents. Nor will they void 
any printer warranty,” said Saunders.  

“It’s a common misconception 
that using remanufactured toners will 
void a manufacturer’s warranty. Using 
remanufactured cartridges as such does 
not affect the warranty of the printer. Only 
if that non-OEM cartridge was the single 
cause of the printer’s malfunction can that 
warranty perhaps be void. This brings me 
back to the fact that we check every single 
cartridge, offer a two-year guarantee and 
pledge to replace any printer if it’s the 
consumable that’s at fault. We are that 
confident in the quality and consistency of 
our product.” 

In addition, DMC runs a recycling 
scheme, providing collection boxes 
and picking up all empty laser and ink 
cartridges free of charge in order to help 
customers continue to planitgreen.

Saunders added that for dealers, 
plantigreen offers a great opportunity 
to cut customers’ print costs and 
environmental impact. “They can approach 
customers with a proposition that’s tailored 
to meet their cost control, sustainability 
and eco-efficiency aims,” he said. 
www.planitgreentoner.co.uk

Every single 
planitgreen 
toner is 
tested 
before being 
packaged to 
ensure the 
product is of 
the highest 
possible 
standard.

Alpesh Unalkat, 
Managing Director, 
Capita Managed 
Print Business
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• Gain competitive advantage
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Your Business, Your Process, Your Information

Wednesday 24th June 2015 London

And best of all...

ENTRY IS FREE 
WHEN YOU REGISTER ONLINE!

www.aiimforum.co.uk

With the UK’s economic recovery in
full swing, now is the time to review
how your information processes and
systems can be better leveraged to
support and accelerate your business
objectives for the next five years.

This year’s AIIM Forum UK will
identify and explain the most
significant trends and innovations 
to help improve your information
management strategy, with expert
advice from John Mancini and 
Doug Miles from AIIM (The Global
Community of Information
Professionals) – plus many of the
industry’s most innovative thinkers.

Time to Transform your Information Processes

The UK’s FREE Independent Forum for 
Information Management
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Established in 1995, Mode Print 
Solutions employs 40 people in 
Hertfordshire and Central London 
where 90% of its customers are based. 
Chairman David Davis, who set up the 
company after cutting his teeth in a 
large London dealership, attributes 
the firm’s two decades of success to 
the quality of its customer service, a 
key selling point from day one.

“Setting up Mode Print Solutions was 
a risk as I knew I wanted to stray from 
the status quo of the sector. But I believed 
the market was crying out for something 
different, a one-stop printing solutions 
shop that put the customer at the heart of 
its operations, and fortunately I was right,” 
he said.

“The company I used to work for did 
focus on customer service, but the industry 
as a whole didn’t really. Many dealerships 
would sell to customers based on how 
much they could make, as opposed to what 
the client’s actual needs were. After the 
initial sale and having received payment 
from the leasing companies, customers 
would be left to struggle alone with repair, 
maintenance and a lack of general support. 
This approach didn’t sit comfortably with 
me morally and made little commercial 
sense either. I figured that if we provided 
excellence in customer service, we 
wouldn’t lose the customer and that was 
the basis on which I set up Mode.”

The fact that a number of customers 

– and employees – have been with Mode 
Print Solutions from the start is testament 
to the success of this approach.

“Our very first customer, a London-
based accountancy firm is still with us and 
there’s many more like them. We’re very 
good at putting the customer first and 
our client retention levels are unbelievably 
strong. We’re very proud of that,” Davis 
said.

Another key differentiator, claims 
Davis, is that customers pay Mode Print 
Solutions and not a leasing company. 
“We’re not dealing with lease companies 
where we get paid up front; we have our 
own contracts in place and clients pay us 
directly. If they’re not happy, then we don’t 
get paid and that’s the incentive we need 
to ensure our service is excellent. That’s 
what makes us different,” he said.

“Our engineers are on the doorstep 
and we get parts delivered straight to 
the customer. That approach ensures 
we respond to call-outs efficiently 
and promptly. And, from an account 
management and sales perspective, it 
means we can get through a lot of doors 
in a day.”

Mode Print Solutions marked its 20th anniversary with a celebratory 
event at its Hertfordshire head office.

Putting the 
customer first

Investment in staff
Mode Print Solutions puts just as much 
effort into the development of its 
employees. Training is tightly embedded 
into the firm’s ethos and it has developed 
its own rigorous sales training programme, 
The Mode Sales Academy, to ensure the 
continuous professional development of all 
employees. 

“I wanted to succeed on merit and 
built the business block by block. We have 
invested, and will continue to invest, in our 
people. In building their skillsets, we’ve 
secured a strong regular income stream 
from regular clients and that’s made us a 
financially strong business,” he said.

Mode Print Solutions currently has an 
annual turnover of around £6m and has 
a five-year plan to achieve ‘exponential 
growth’. 

“We expect to hit the £10m mark 
in two years,” Davis said. “We remain 
focussed on organic growth, but that’s not 
to say we wouldn’t make an acquisition. It 
depends on whether the right opportunity 
presents itself.”  

Anniversary celebrations
On March 6, the company invited local 
MP, Sir Oliver Heald QC, and the Mayor 
of Ware, Cllr Mrs Rosalie Standley, to join 
staff members and customers at an event 
to celebrate Mode Print Solutions’ 20th 
anniversary.

Also in attendance were representatives 
from the three charities Mode supports 
– Marie Curie Cancer Care, The Blue 
Cross and Together for Short Lives. For 
every print/copy a customer makes, Mode 
donates a fraction of a penny to whichever 
one of the three charities the customer 
wants to support. On the day, it presented 
cheques totalling £15,500 to the charities’ 
representatives. 

“The secret to Mode’s success is 
simple,” said Davis. “It’s all about people, 
whether those people are customers, 
employees or suppliers. Treating people 
with respect, acting with integrity and 
investing in relationships have been the 
bedrock of our achievements to date.”
www.modeprintsolutions.co.uk

David Davis, 
Chairman, Mode 
Print Solutions
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To find out what the 7 Deadly Sins of Office Equipment Dealers are and how to avoid them

contact Print Audit Europe on 01483 726206 or email sales@printauditeurope.com

@PrintAuditEU PrintAuditEurope

Managed Print Services was supposed to be the Office Equipment Dealers’ salvation...

but it hasn’t always delivered.

In this FREE e-guide, 7 industry experts reflect on the biggest mistakes dealers are making in their managed print efforts.

How do you ensure you’re delivering optimum print solutions to your customers, whilst balancing the need to maintain 
healthy margins and complying with industry regulation? Sales matter, but just as important is the need to preserve 
your market reputation.

At BNP Paribas Leasing Solutions, we’ve developed FINANCE UNLOCKED, a modular training programme that prepares 
your sales team to tackle today’s complex selling environment with confidence. In addition to offering a comprehensive 
introduction to business finance, the course has now been updated to include regulatory guidance such as Treating 
Customers Fairly.

If you’d like to discover how we can help your sales team unlock more sales and grow your market reputation, please 
contact Andy Milsom, head of partner training and development:
T: 07966 114243
E: andy.milsom@uk.bnnpparibas.com

BOOST YOUR SALES TEAM’S
EXPERTISE

Finance Unlocked Ad V.2.indd   1 27/02/2015   14:27:01
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Growing presence
In the last few years, Frama has consistently 
increased its presence in the partner 
channel so that partners’ own salespeople 
can help spread the word about our 
products and brand directly to their 
customer base and prospects. The Frama 
Partner Network is a great way to work 
together and reach out to a wider audience. 

Frama, the fastest growing Royal Mail-
approved franking machine manufacturer 
and service provider in the UK, combines 
Swiss manufacturing and innovation with 
local customer-focused service. It has 
found that a partner doing well with office 
equipment sales can make the move into 
franking machines and related products 
with relative ease, growing and adding 
value to their sales proposition.

Mark Phillips, Channel Partner Sales 
Manager for Frama UK, says: “The aim is to 
be seen as a single solutions provider.  That 
is something Frama can nurture and build 
on, offering a different but relevant product 
line that they may well be asked for. We 
are able to extend our partner’s product 
portfolio, helping to diversify and generate 
a new stream of income.”

In the UK, only four manufacturers, 
including Frama, are authorised by Royal 
Mail to supply franking equipment to the 
marketplace.

Franking machines need to be 

registered and licenced with Royal Mail and 
have to be maintained to ensure the most 
up-to-date tariff information is available. 
This requirement may have deterred some 
dealers in the past, but Frama can help 
partners navigate this process, which when 
you know how, is easy. 

Customers like having a recognised 
brand, but with the local relationship and 
care a partner can provide. This is a true 
win-win situation for everyone involved.

Support for partners
Mailroom equipment offers on-going 
revenue. In addition to the initial hardware 
sale, consumables and service generate a 
regular income. For servicing equipment, 
partners can either apply to Royal Mail for 
independent maintainer status and train 
their staff to become approved service 
engineers, or they can simply take a 
commission payment and let Frama’s team 
of mailroom specialists do the servicing 
for them. This choice highlights the flexible 
approach taken by Frama in its relationship 
with partners.

Once a partner is recruited we’ll provide 
all the tools and product knowledge they 
need to do the job. Further support is 
available from the marketing department, 
which is always available to answer any 
queries that may arise and assist on a daily 
basis. They can provide help with sales and 

Frama offers new growth opportunities to 
partners in the IT reseller community

Grow your  
business with Frama

product training for partner staff, site visits, 
open days, assistance at exhibitions and 
shows, or simply pick up the phone to tell 
people they are doing a great job!

Lenny Wood, Marketing Manager 
for Frama UK, adds: “We are constantly 
looking to improve the marketing support 
we offer. We are always revising and 
improving our paperwork, including ‘How 
To’ and ‘FAQ’ documents to resolve any 
questions before they arise. Product videos 
are also planned and we are always 
happy to work with partners on regular 
campaigns and to ensure their website 
features the relevant information that will 
help them maximise franking machine 
sales, all as part of the package.” 

Latest products
With Frama, our partners benefit from 
the very latest equipment. Earlier this 
year, a complete new range of franking 
machines was launched – the Matrix F 
series – to coincide with the introduction 
of a new £70m initiative by Royal Mail, the 
Mailmark service. 

Mailmark makes it easier for Royal Mail 
machines to read the postage marks, with 
cost savings passed on to customers who 
use Mailmark franking machines. Mailmark 
technology future proofs clients enabling 
them to take advantage of all future Royal 
Mail products. 

Frama also invests in software. 
FramaOnline2 is a supremely secure 
system for financial transactions, providing 
secure communication between financial 
institutions, postal authorities and the 
franking machine. Frama is certified to ISO 
27001 and FIPS 140-2 level 3, the highest 
possible security level for cryptographic 
modules.

With Frama offering Swiss quality, 
significant growth potential and a UK 
head office and service centre, a move 
into franking machines and related office 
products should be on the mind of all IT 
equipment sales businesses. 

Mark Phillips, Channel Sales Manager, 
Frama UK

Swiss manufacturer Frama has a fantastic relationship 
with its business partners in the channel. These partners, 
collectively known as the Frama Partner Network, are 
the backbone of a route to market highly valued by the 
franking machine experts.  

Although traditionally partnered with copier companies, Frama 
is now looking towards the IT reseller community for businesses 
wanting to make the move into the profitable franking and 
mailroom equipment marketplace.

For dealers used to selling business machines, a move into 
the postal services arena is a logical and lucrative step. Franking 
machines, security scanners, electronic letter openers, folder 
inserters and shredders give them a breadth of product to attract 
new business and offer something new to loyal customers. 

Frama is actively looking to help dealers in the IT marketplace 
to make the most of this established market by offering them a 
wealth of new growth opportunities.

01992 451 125 
info@frama.co.uk 
www.frama.co.uk Frama Matrix F82

FRAMA Partner Network
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Founded in 2000, ByBox started 
a revolution in  field services  by 
delivering parts and tools overnight 
to a network of lockers for engineers 
to pick up in the morning. Today, its 
locker network comprises over 1,800 
locations nationwide. 

Managing Director Mark Garritt says 
that ByBox’s network has significant 
benefits for the printer industry.

“An outsider looking in might think 
the set-up (in the printer channel) is 
convoluted, with dealers and distributors 
sitting between the OEMs and end 
customers. But those on the inside – the 
vendors, buyers and dealers – appreciate 
the added benefits that this supply chain 
provides, especially in instances where 
OEMs have a centralised European 
warehouse model,” he said. 

For such a model to work – and for the 
channel to provide the service levels end 
users expect – Garritt says it is vital for 
engineers and dealers to be able to source 
the parts they need without delay. 

“In today’s digitised world, providing 
strong support services to keep equipment 
up and running should be one of the 
main priorities for all involved in the print 
industry. After all, dealers need to ensure 

that their service is up to scratch, not just 
to keep those who buy from them happy, 
but also to ensure good relationships with 
their product providers. In order to do 
this, the easiest method is to construct an 
all-in-one engineering and delivery supply 
chain,” he said.

This is just what ByBox makes possible. 
Its technology runs throughout the entire 
supply chain, from delivery planning through 
to locker design, to ensure that stock and 
replacement parts are distributed from 
OEMs to customers as efficiently as possible. 

“Typical distribution networks require 
large amounts of warehousing on the part 
of the OEM, covering all the parts that may 
be required at one time, and also have 
inefficient delivery systems to customers 
and engineers, as parts are dropped off 
one-by-one. Yet new technology is helping 
to streamline this model. New software 
that can locate a specific piece of inventory 
in any part of the supply chain means that 
OEMs no longer need to have such large-
scale storage operations,” Garritt explained.

Instead, parts and equipment can be 
held either by the distributor or the OEM 
and automatically routed through the 
network to wherever they are required, 
reducing turnaround times and negating 
the need for large stockpiles. 

Delivery has been improved, too, with 
locker technology replacing the ‘classic’ 
model that requires engineers to drive to a 
warehouse to pick up inventory and then 
go direct to the recipient.

“Locker pick up points improve 
efficiency by the simple virtue of location,” 
said Garritt. “They are closer to the 
engineers, thus reducing the time spent 
travelling. They also provide set delivery 
locations rather than a plethora of 
individual drop-off points, reducing the 
time and fuel used in getting parts to 
engineers. These two simple factors allow a 
dealer to sell to a wider area, as engineers 
are less constrained by their pick-up and 
drop-off locations, saving costs while also 
opening up avenues for new business.”

As ByBox opens a new local distribution centre 
in Coventry (see box), managing director Mark 
Garritt explains how the company has brought 
greater efficiency to the printer channel.

Revolutionising 
the print channel, 
one supply chain 
at a time 

Garritt says that such a multi-faceted 
supply chain should be high on the list of 
any dealer looking to develop its services 
in today’s highly competitive environment. 

“Digital requirements are only going 
to increase, so dealers will naturally be 
competing with each other to ensure 
their service is the pick of the bunch. The 
back room logistics behind the business 
should be the first area to be looked 
at, as developing and modernising this 
can revolutionise the service provided, 
helping to retain customers, build OEM 
relationships and create a rock-solid 
enterprise,” he said.

...it is vital 
for engineers 
and dealers 
to be able to 
source the 
parts they 
need without 
delay.

ByBox opens 
new Coventry 
distribution 
centre 
ByBox has opened a new local 
distribution centre in Coventry to 
increase capacity and support the 
company’s record growth over the 
past six months. 

The facility in Rowley Drive, Coventry 
is being used as a local distribution 
centre and maintenance hub, processing 
deliveries and returns going through the 
supply chain. 

The Coventry site is in addition to 
existing ByBox distribution centres in 
Milton Keynes, Belfast, Bristol, Glasgow, 
Haydock, Thetford, London, Newcastle 
and Doncaster. 
www.bybox.com

Mark Garritt, Managing Director, ByBox
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TO PRINT  I  TO ENHANCE  I  TO SAVE

TOGETHER PRINTING

With a diverse range of flexible printing 
devices, Toshiba TEC UK has the perfect 
solution for every environment.

At Toshiba TEC we believe that strengthening the integration of 
products and services is the key to delivering relevant printing 
solutions. Flexible, integrated and environmentally friendly 
workflows maximise the value of printed data and the ideas 
that underpin them.

Our ability to provide an industry leading choice of printing 
solutions has been enhanced thanks to the coming together of 
our multifunction products (MFP) and barcode/label printing 
devices. The amalgamation of these two Toshiba TEC printing 
divisions has created the most innovative and comprehensive 
Printing Solutions business – one that now enables customers 
to achieve efficiency through a unique blend of functionality 
and flexibility. 

Toshiba TEC’s extensive product portfolio continues to push 
the boundaries of what’s possible with printing technology, 
and we have recently enhanced it with a new range of A4 
desktop printers, MFPs and barcode/label products.

The e-STUDIO305CP colour printer and e-STUDIO305CS 
colour MFP offer remarkable and consistent image quality, 
with the latter having print, scan, copy and fax functionality as 
standard.

Similarly, the monochrome e-STUDIO385S MFP delivers high 
quality document output and boasts mobile printing capability 
for flexible working. Built-in duplex printing and standard 
energy saving modes can be found in the e-STUDIO385P 
printer, and if it’s super high productivity that you’re looking for, 
you’ll find it in the monochrome e-STUDIO525P, which 
features a large range of output options to suit all document 
requirements.

Today’s businesses need devices that are suitable for a 
multitude of uses and our stylish, robust and powerful B-FV4 
desktop thermal printers are small enough to fit into the 
tightest of spaces, making them ideal for producing labels in 
an office, printing product barcodes or even creating labels for 
use in a post room. With two key models – the B-FV4D and the 
B-FV4T – both come with a choice of communication interface 
options as standard.

Toshiba TEC is transforming the way organisations manage, 
display and share information – helping to work towards a 
more prosperous and sustainable future.

 Find out what we can do for you...

www.toshibatec.co.uk

TOSHIBA TEC UK

Telephone 
01932 580183

Email
info@toshibatec.co.uk

Website
www.toshibatec.co.uk

B-FV4T

e-STUDIO305CS

Toshiba TEC - A4 Printing Solutions.indd   1 12/02/2015   08:24:21
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INTERVIEW

GROW WITH FRAMA
The benefits of making the SMARTER choice

Made in
Switzerland

C A R E S
Quality Value Efficiency Service MailMark™

01992 451 125 info@frama.co.uk www.frama.co.uk

Partner Network

FRAMA products give your customers access to following features as standard. 
When you think franking, think FRAMA - The SMARTER choice!

Is your business seeking additional 
revenue streams?

Expand your portfolio of office equipment products 
by joining the Frama Partner Network!

High quality, Swiss made franking products
Become a single solutions provider
Generate a new, ongoing revenue stream
Add value to any sales proposition
Dedicated Frama Account Manager
Flexible maintenance arrangement
Product training & Marketing support

Don’t delay, contact us TODAY and start growing 
your business with Frama UK!



MPS

PRINTITRESELLER.UK 35

The ability to offer managed print 
services (MPS) is becoming ever 
more important for printer resellers, 
IT service providers and office 
products suppliers.

For printer resellers, growing demand 
for MPS and associated services is reason 
enough to develop a services capability, 
but there is also the risk that if you don’t 
get involved you will be operating in a 
rapidly shrinking market, locked out of 
future MPS engagements by long contracts 
and high renewal rates.

Telling resellers to get into MPS is 
easy, but for them to acquire and develop 
the skills needed to plan, sell and deliver 
MPS takes time and resources that not all 
resellers have. Resellers know they need to 
get into MPS, but many don't know how 
to do it.

The same is true of IT services 
providers. Moving into MPS makes sense 
from a business perspective, especially 
the later stage involving business process 
optimisation and transformation. However, 
the idiosyncrasies of printer hardware and 
the additional support requirements mean 
many IT resellers have struggled to make 
the transition.

So what is the solution? Short of taking 
over a company specialising in MPS, what 
can a reseller do to gain the necessary 
skills to compete in managed services?

Expert help
One option is to draw on the expertise 
of a third party like NewField IT. Its three 
lines of business include consulting 
services for end users and the channel; the 
development of specialist MPS toolsets like 
Asset DB, widely used in the industry; and 
Systems Integration and Support.

The Systems Integration and Support 
division sells, implements and supports 
third party software, which it distributes 
almost exclusively through the channel. 

These include print management 
systems (Equitrac, SafeCom, YSoft SafeQ); 
scanning and workflow solutions to 
streamline business processes (eCopy 
ShareScan and Nuance Autostore); mobile 
printing systems (EveryonePrint and Xerox 
Mobile Print); and fax products (RightFax 
and MPSfax). 

As a Xerox company, NewField IT also 
carries a number of products for Xerox 
ConnectKey MFPs, including Xerox Secure 
Access, Scan to Sharepoint and Scan to 
Cloud. 

Jack Enthoven, Systems Integration and 
Support Director at NewField IT, says that 
their services are particularly useful for 
resellers entering unfamiliar territory. 

“If an IT reseller is moving into the 
print world, they run into quite a lot of 
difficulties in dealing with devices and their 
peculiarities,” he said.

“Unlike servers or workstations, 
print devices don't all have nice well 
behaved, well understood Microsoft 
operating systems. All the manufacturers’ 
hardware is completely different: within a 
manufacturer’s range, you will get product 
families that are totally different and 
even within a single model, each machine 
can be quite different depending on its 
firmware and what’s been installed on it 
before. It's a more complex world than IT 
resellers are used to, and they appreciate 
help from a team that really understands 
embedded software and all the different 
MFD platforms that are out there.

“On the other side of the fence, a 
traditional copier company moving into 
the managed print world has a different 
type of difficulty. They are very familiar 
with the hardware and clicks and feeding 
and watering these devices, but have 
much less familiarity with the IT side. They 
have difficulties talking to the customer 

PITR discovers how NewField IT can help resellers sell, implement and support MPS

Expertise for hire
about infrastructure, architecture, planning 
deployments for resilience/disaster recovery 
and all the complexities of working with 
databases and networks that are much 
more familiar to an IT reseller. They benefit 
from talking to a company like us that has 
a strong IT pedigree and can help manage 
those discussions with their customers. 
They can remain focused on the devices 
themselves while we look after the IT and 
systems side of things.”

NewField IT’s seven-strong team of 
UK technical consultants offers help with 
both pre- and post-sales consulting. 
Consultants will talk to the customer to 
understand what they need and then 
build a customised proposition based on 
market-leading solutions that deliver value 
for money and concrete savings. Post-sales, 
they will implement the solutions and 
integrate them tightly with a customer's 
single- or multi-vendor environment.

Flexible engagement
Enthoven says that NewField IT is very 
flexible in the services it offers and can 
accommodate diverse needs.

“There are a lot of different sorts of 
channel partner out there, so we have a 
flexible engagement model. Some partners 
are new to solutions or are trying to work 
on a solutions opportunity with a piece of 
software they don’t know and they want 
us to do everything – all the pre-sales 
type of work, scoping and specifying and 
designing a solution; the implementation; 
and the on-going support. We will very 
happily do all of that. 

“Other partners we work with have 
skills in solutions; they have their own 
technical team, their own help desk and 
they just want to use us as a distributor; 
they want to buy licensing and software 
and that's it. That’s fine too. And we do 
everything in between.”

Enthoven adds that NewField IT has 
a well documented, ISO 9001-certified 
methodology for doing deployments and 
that responsibility for delivery can be 
divided between its consultants and the 
reseller. 

“We have a very structured approach. 

continued...

Short of 
taking over 
a company 
specialising 
in MPS, 
what can a 
reseller do 
to gain the 
necessary 
skills to 
compete in 
managed 
services?
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A document called the Systems Assurance 
Form flows all the way through the 
process, from the first stage of gathering 
requirements, through the design stage, 
through implementation and sign-off, and 
on to on-going support. We have a lot of 
flexibility; we are quite happy to train people 
up to do parts of the work that they want to 
take on. We have our standard set of roles 
and responsibilities that we assume at the 
starting point, but people can flex that up or 
down. Some customers want to take more 
responsibility, some want to take less. 

“The same is true for our post-sales 
support. We have lots of different service 
levels. Some partners just want to take 
the manufacturer’s maintenance package, 
which typically has no SLA and requires 
them to be certified to be able to log 
tickets, and others want us to supply 
an SLA to the customer using our own 
technical expertise, which we are happy 
to do. We have support levels ranging 
from next day up to 24-hour, one-hour 
response. And we also have arrangements 
in the middle where partners do their own 
support but want to be able to call on us 
in a crisis. For them, we sell a service pack, 
which gives you a pack of credits that you 
can use as and when you need them, for 
support calls or for  unplanned pieces of 
implementation work.”

This flexibility extends to the 
relationship NewField IT has with the 
reseller, which can be overt or covert, 
depending on the reseller’s preference.

“We are very happy to work as a 
seamless part of the reseller’s team, 
white-labelled, or as our own standalone 
entity,” explained Enthoven. “We have 
a good reputation in the market that we 
have fought hard to achieve and many 
partners are happy to benefit from that 
reputation, reassuring customers that they 
are bringing in top industry experts for 

their software deployment. Other partners 
want to take more control themselves and 
be seen as the sole delivery partner for 
their customers, in which case we act as if 
we were part of them.”

Impartial and secure
Where there is no flexibility, says Enthoven, 
is in NewField IT’s impartiality, which 
it safeguards assiduously to allay any 
concerns a reseller might have about 
working with a Xerox company. Although 
it does a lot of work with Xerox resellers, it 
also works with resellers for other vendors, 
such as HP and Konica Minolta, and vendor 
agnostic IT service providers.

“We are trusted to work with non-
Xerox parties,” said Enthoven. “We are 
still held as a separate entity. We have our 
own separate IT systems. And we are very 
careful about security. We are ISO 27001 
certified on our security policies. We have 
a very strict code of conduct on how we 
behave and how we treat our partners 
and their data, because we do regularly 
get into competitive situations where 
multiple partners approach us about the 
same opportunity. When that happens we 
still have to serve both partners, because 
we are their supplier for software, but we 
flag it as a potential conflict of interest 
to both parties. We treat them absolutely 
fairly; we keep their data separate and no 
information flows across that barrier.”

Another line Enthoven says he won’t 
cross is competition with the channel. “We 
are not an MPS provider. We don’t sell 
hardware; we don’t sell click; we don't sell 
break-fix support, supplies or any of those 
things. We just sell software solutions and 
hardware associated with them e.g. card 
readers and terminals or cash-loading 
kiosks.”

NewField IT is not an MPS provider. But 
with its help you can be.

...continued

The next step
As their MPS expertise grows, 
Enthoven says resellers can 
take the next step and use 
NewField IT solutions, notably 
its CompleteView business 
intelligence platform, to gain 
greater insight into data captured 
by print management solutions.

“One of the applications within our 
CompleteView business intelligence 
platform is called User Analytics. This 
hooks into print management systems 
that gather all kinds of information 
about what's going on in a business – 
who’s printing what, how much is being 
released vs. deleted, and where all the 
costs are. Information tends to get a bit 
trapped in these systems; each one has 
its own reporting mechanism; they are 
very static; and it’s hard to get really 
useful information out,” he said.

“User Analytics pulls data out 
of those system and presents it in a 
really intuitive way so you can see 
immediately who your worst offending 
users or departments are and where the 
costs are going in terms of devices and 
users and processes. You can click and 
drill down into these areas very quickly 
to identify exactly where things are 
going wrong and where you can put 
them right. That's very, very powerful 
and quite unique to us.” 

Enthoven adds that User Analytics 
is very useful not just for delivering 
the continuous improvements 
that customers expect but also for 
demonstrating innovation. “Many 
MPS contracts have clauses that relate 
to innovation. Innovation is quite a 
difficult thing to pin down, but User 
Analytics fits the bill for that very 
nicely,” he said.

“It has a real Wow factor when 
you show it to an end customer. They 
have often not seen anything like it 
before and are very keen to work with a 
partner who can offer them that.”

Nuance eCopy ShareScan is one of 
the software solutions distributed by 
NewField IT.

We have a 
very strict 
code of 
conduct 
on how we 
behave and 
how we treat 
our partners 
and their 
data.
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Resellers on the look-out for new 
sources of revenue might do well 
to investigate opportunities in 
production print. As entry-level 
production machines blur the lines 
between office and production print 
and more businesses bring the colour 
printing of marketing material in-
house, demand for light production 
machines is on the up.  

Gareth Parker, Strategic Marketing 
Manager for Production Print, Ricoh, says 
growth in the UK and Ireland is being 
driven by demand within CRDs and copy 
shops for some or all of the following:
n  Technology that reduces the cost of 

providing an efficient print service – in 
some cases by as much as 50%;

n  A cost-effective entry into digital 
printing that could form the basis of 
future growth;

n  Entry-level technology that can qualify 
for capital funding;

n  More accessible and standardised 
technology that improves internal 
processes for communicating 
information;

n  Technology that strengthens business 
agility and is more responsive to 
stakeholder/consumer needs, in 
particular the ‘want it now’ mentality;

n  Technology that carries a rapid service 
response to maximise machine uptime;

n  Quick, onsite production of full colour 

marketing materials;
n  The production of better quality support 

material;
n Much faster job turnaround times;
n  Significantly improved customer 

service for users, especially students in 
education; and

n  Printing processes that are more 
productive and less wasteful.

Adrian Campomanes, European & UK 
Product Marketing Business Developer 
Professional Print at Canon Europe, is 
also seeing clear signs of growth in this 
sector, much of it being driven by CRDs 
and smaller print shops that want to be 
able to offer the same high-end output as 
larger production environments, but with 
the flexibility to respond quickly and cost 
effectively to growing demand for short 
print runs.

He said: “A key growth driver is quality, 
as this can offer a clear differentiator and a 
competitive edge. This is vital in small agile 
copy shops and internal print rooms for 

Should you start selling entry-level production 
devices or could you be biting off more than 
you can chew? Here, we look at what the 
customer wants, what the reseller needs to 
provide and how vendors are satisfying these 
requirements. 

Opportunities for growth
attracting new customers and in corporate 
print environments looking to secure 
new business that would otherwise be 
outsourced.”

Entry-level production print is a big 
growth area for Sharp, too. Stephen 
Fieldhouse, Sharp’s Business Unit Director 
for Production Printing Systems, said: 
“One of the big drivers for this is the wider 
adoption of direct mail. Businesses are 
moving back to the printed mailpiece to 
complement e-campaigns in order to get 
a stronger ROI on marketing campaigns. 
Variable data printing functionality on 
digital presses is enabling targeted 
marketing, and personalised collateral 
delivers better results. Digital production 
print offers a cost effective way for 
professionals to bring print back in-house, 
reduce costs, improve productivity and 
reduce waste.” 

Benefits for resellers 
Alan Clarke, Production Marketing 
Manager (UK/Nordic), Graphic 
Communications Business Group, Xerox, 
says that growing demand for production 
devices gives resellers the opportunity 
to increase the diversity and amount of 
business they do.

“CRDs/copy shops are looking at 
the whole process,” he said. “This gives 
the reseller the opportunity to extend 
their offering to more than just the light 
production device and to differentiate 
themselves from other resellers. They have 
the opportunity to grow volumes, if they 
are able to offer more than office devices, 
and do work that would typically be 
outsourced and produced on offset. Doing 
this would bring in additional click charges 
and may lead the customer to upgrade to a 
larger device in the future.”

For Parker, the primary benefits of 
selling production print devices are the 
ability to diversify business offerings 
with profitable operating margins; to 
strengthen core sales (in cases where 
printing is the core business); to maximise 
people resources by using extra service 
capabilities; to use new applications to 
break into new markets; and to lock out 
competitors by capturing customers’ print 
rooms.

“Secondary benefits are the ability 
to capture more total print volume; full 
technical support and sales from dedicated 
specialists; and the opportunity to gain the 
Ricoh production print certificate,” he said. 

Businesses 
are moving 
back to 
the printed 
mailpiece to 
complement 
e-campaigns 
in order 
to get a 
stronger ROI 
on marketing 
campaigns.

Gareth Parker, 
Strategic Marketing 

Manager , 
Production Print, 

Ricoh

continued...



YOUR BUSINESS - BUSINESS MANAGEMENT

Designed for dealers who want more for 
their business. 
All Olivetti dealers who join the Olivetti Key Partner 
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operational budgets and may seek new ways to reduce spend and inventory 
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Typically, we can supply refurbished printer spares that will offer 
 a saving of between 30-50% compared to new spares.

OUR KEY ASSURANCES TO CUSTOMERS

If you are interested in reducing your expenditure on Printer and IT spares, please contact 
FLP Solutions today on 01606 835 800, email Sales@flpsolutions.co.uk or visit our 
website for more information on FLP and to search for parts – www.flp4it.com

FLP Solutions Ltd., Units 3-5 Valley Court, Sanderson Way, Middlewich, Cheshire  CW10 0GF

Typical refurbished stock available includes: Printers, Fusers,  
Maintenance kits, Formatters, PSU’s, HDD’s, Scanners, ADF’s, Trays etc. 

KEEP YOUR PRINTERS  
RUNNING FOR HALF  
THE COSTS

Service and Reliability: Quick response times and timed deliveries.

Quality: Our engineers inspect, test and refurbish every part. 

Experience: All our Account Managers have at least 10 years  
industry experience on average.

Stock: FLP have stock readily available in a purpose built, centrally  
located, 12,000 sq. ft. warehouse.

END  
OF  
YEAR  
SALE
Brand new,  
boxed, HP Printers  
CC419A was selling at over 
£2000...now £995 + VAT  
while stocks last – for details 
and more offers visit: 
www.flp4it.com/special-offers/

PrintIT Reseller Exclusive offer  
Free UK Mainland Delivery



01732 759725

PRODUCTION PRINT

40

Purpose-built devices
Campomanes says it is important for 
resellers to choose devices designed 
specifically for their target market. 

“Having a top class print device that 
is optimised to serve the specific demands 
of the CRD and copy shop environments 
is undoubtedly a positive for resellers, 
especially when they can confidently offer 
profitable solutions that they know provide 
best-in-class technologies that will deliver 
reliable performance for their customers, 
time and time again. It is also important 
that resellers have access to devices that 
offer profit margins for themselves, as well 
as their customers,” he said.

“Every reseller is looking to retain 
the relationship with their customer as 
well as to develop new sales channels. 
When resellers are in a position to offer 
their customers the very best product on 
the market, where the reputation of the 
technology is already proven in other 
sectors, the device can often sell itself 
as well as safeguard that all important 
customer/reseller relationship.”

In this context, Clarke stresses the 
importance of positioning light production 
devices differently to fast office machines.

 “It is important to know the product 
features, but also to understand what the 
CRD/copy shop is trying to achieve. If the 
reseller can offer advice and guidance 
rather than just a cost per page, they will 
stand out from others,” he said.

“CRDs and copy shops need to 
differentiate themselves by offering 
product (prints) that cannot be produced 
with the necessary quality or more cost 
efficiently in the office, or product that 
simply cannot be produced at all in the 
office.”

He added: “Light production devices 
can typically handle heavier stocks (up 
to 350gsm), print faster and with better 
colour consistency. They also have more 

Sharp
Sharp’s Polaris Pro range includes the 65ppm 
MX-6500N colour production printing system for 
in-house and commercial production settings. 

More flexible than office devices, with enhanced 
productivity, consistency, volume and colour control, 
it has a large 15.4in colour touchscreen; extra-large 
paper capacity; and intermediate toner hopper, 
perfect for long runs and continual use during toner 
replacement.

Stephen Fieldhouse, Sharp’s Business Unit 
Director for Production Printing Systems, said:  
“The unique edge-to-edge printing system, 
combined with the front knife trim on the Polaris Pro 
range, delivers finished full-bleed brochures from a 
small footprint. Extensive in-line finishing options, 
powerful resolution enhancement technology (RET), 
superb quality across a wide range of media, low 
maintenance operation and an optional EFI Fiery 
Controller all combine to deliver greater versatility, 
advanced productivity, professional workflows and 
precise colour control.” 

He added: “The MX-6500N features an optional 
in-line spectrophotometer powered by Pantone/X-
Rite that performs automatic colour calibration while 
the machine is running, without slowing it down, 
which is a big time saver, and it maintains colour 
consistency more efficiently. The Fiery Server option 
delivers amazing precision, RIPs with fast speed and 
produces accurate colour every time. And there’s also 
an impressive range of high volume professional 
performance and finishing options, such as the 
Multi-Folding unit, SmartPunch and Booklet Maker 
options, plus document management features and 
standard multi-layered data security solutions.”

Canon
Canon has launched the imagePRESS C600i to meet 
the needs of customers within the high-end office 
and light production environments.

Adrian Campomanes, European & UK Product 
Marketing Business 
Developer Professional 
Print at Canon Europe, said: 
“In terms of the light 
colour production 
market, we have seen 
a growing need amongst 
internal corporate print 
departments and small 
agile print shops for 
more frequent, shorter 

runs of premium quality output on a wide range of 
substrates. Our recently launched imagePRESS C600i 
has been designed specifically to cater for these 
increasing demands and this growing market sector.

“We are confident that the benefits our new 
imagePRESS C600i offers this sector will give PSPs 
the opportunity to open up new revenue streams 
and take their businesses to the next level.  With a 
host of efficient management tools and its ability 
to fully integrate into existing document workflows, 
such as uniFLOW, eCopy and iWDesktop, the iP 
C600i can offer real benefits in terms of providing a 
fully automated managed print service.” 

Ricoh
Ricoh is addressing the needs of this sector with the 
Ricoh Pro C5100S series. 

Gareth Parker, Strategic Marketing Manager of 
Production Print at Ricoh, said: “This is the first Ricoh 
digital production printer to feature our enhanced 
toner transfer technology, which delivers high quality 
print results on heavily textured stock – perfect for 
direct mail and marketing applications. 

“Wide media compatibility is one of the many 
key benefits of these models. A new fuser assembly 
uses information from the media library to optimise 
the fuser temperature and pressure combination for 
each substrate, increasing compatibility and quality 
of output. This is ideal for challenging printing 
applications, such as envelopes, where the balance 
of pressure and heat is critical to maintain a flat and 
perfectly printed product.” 

The solid silicon fuser roller and pressure rollers, 
which retain heat and minimise the fusing time, also 
maintain the device’s production speed advantage 
for heavier weight media.

Other developments include increased elasticity 
of the thicker fuser belt to improve the fusing of 
non-uniform media; a low toner melting point, 
which shortens warm-up time and reduces energy 
consumption; Operator Replaceable Units, designed 
to reduce downtime and improve productivity; 
direct printing from storage media (USB/SD card) 
for walk-up printing; an integrated media library 
that provides optimised machine settings for a wide 
range of branded media and media types; and a 
status light pole that indicates the operational status 
of the device.

Purpose-
built light 
production 
devices

Alan Clarke, Production Marketing Manager 
(UK/Nordic), Graphic Communications 
Business Group, Xerox

Canon  
imagePRESS C600i

...continued

continued...
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The device 
needs to be 
fit for the job, 
particularly 
with regard 
to volume 
capability 
and media 
handling.

The key 
thing is to 

understand 
that you're 
selling into 

areas where 
print is 
critical.

and why it counts?; does their chosen 
manufacturer provide a ramp-up program 
that helps with all of the above?; and do 
they have specialists on hand?” 

Campomanes said: “There is definitely 
a need for resellers to understand the 
challenges facing their customers and 
how print solutions optimised to meet the 
specific demands of this sector can have 
a positive effect on their business. Being 
able to demonstrate these benefits to their 
customers and show the return they can 
achieve is vital.”  

He added: “Every reseller will need 
different capabilities to be able to 
successfully ‘sell’ the different product 
offerings from their supplier partners. From 
Canon’s point of view, we work with our 
partners to provide full training as well as 
ongoing sales and service support. This 
gives our partners and their customers 
the confidence, knowledge and expertise 
to gain maximum benefit from their 
investment in a Canon device.”

“Selling and supporting production 
print devices does require a different 
skillset,” said Fieldhouse. “The sales cycle 
in itself is longer, but it’s in the service 
support area that resellers need to be 
geared up to deliver. The key thing is to 
understand that you’re selling into areas 
where print is critical. In the production 
print environment, whether that’s a CRD, 
print or copy shop, on-time delivery and 
quality is central to what they do. 

“In these settings, where they are 
providing a service to their customers, 
print is much more important than in an 
office setting where a short delay doesn’t 
necessarily impact on their business. 
Resellers supporting production print 
equipment need to ensure maximum 
uptime and, in order to do that, the service 
structure has got to be first-class.”
www.ricoh.co.uk 
www.xerox.com
www.sharpbusiness.com 
www.canon-europe.com

powerful Digital Front Ends (DFEs), which 
can process larger files at speed and 
have more tools. The combination of 
engine and DFEs makes it easier to set 
up jobs, reproduce brand colours and 
offer better finishing, such as being able 
to staple more pages, trim edges or do 
more folds. Ultimately they can offer a 
more professional product. One other key 
difference is the ability to feed SRA3 sheets 
that allows the CRD/copy shop to create 
full bleed documents.”

For Clarke, production devices should 
also offer high levels of efficiency and 
automation. “Automation on a light 
production device can mean how easy it is 
to set-up new stocks, registration, colour 
accuracies and colour profiles. Features 
like this are increasingly common on light 
production devices, where previously they 
were only available on high production 
colour digital presses,” he said.

Another important consideration is 
workflow. “This is about how you get 
jobs delivered to the CRD/copy shop (i.e. 
Web to Print) and, once the job arrives, 
how the job is set-up. Every time the CRD/
copy shop needs to touch or correct a 
job, for example impositioning, adding 
page numbers or adding covers, it costs 
them money. So if the pre-press can be 
automated, then it reduces costs as well as 
reducing waste and dissatisfied clients.”

Media handling
Parker, too, says devices for this market 
need specific qualities that separate them 
from high-end office machines. 

“The device needs to be fit for the 
job, particularly with regard to volume 
capability and media handling (up to 
300gsm). Quality standards are vital with 
colour calibration on the engine and toner 
type. This encompasses 4800 x 1200 dpi 
(1200 dpi 2-bit colour) print resolution; 
toner formulation with uniformly sized 
toner particles; and high colour density and 
saturation still achievable,” he said. 

“Other features include in-line 

finishing (normally for booklet making); 
productivity and the use of a professional 
Fiery RIP (workflow server) to maintain 
efficiency and prevent bottlenecks; and the 
operating environment including whether 
the footprint is small enough to cater for 
space-deprived workplaces.”

Campomanes says that although speed 
and duty cycle are generally what qualify 
devices as production machines, other 
factors need to be taken into consideration.

“The main differentiators for devices 
serving this particular sector are the quality 
of imaging technology and the flexibility 
to meet the demands of this growing 
sector. Internal print departments, creative 
communities and smaller print shops 
are now looking for print technologies 
that offer total flexibility for a range of 
applications, premium quality output and 
the ability to maximise production and 
cost efficiencies. It is also important that 
successful print devices in this category are 
fully optimised to facilitate seamless and 
secure integration into both existing and 
future workflows.”

Skills and expertise
It is not just devices that require specific 
capabilities. Resellers also require different 
skills and expertise if they are to be 
successful in this market.

Parker said: “Resellers need a number 
of capabilities, such as sales knowledge, 
customer accounts and a will to develop 
and be patient. Service capability is a 
bonus, while back office processes that 
can handle escalations are needed. Other 
things that should be taken into account 
include matching investing in this area to 
the overall business strategy, having the 
resources to generate quick wins, market 
knowledge and an understanding of the 
macro and micro trends that are driving 
the markets.”

He added: “Dealers need to consider if 
the sales team can handle the sales cycle: 
do they understand the technology enough 

...continued
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Northern Lights, a two-day event 
held at The Lowry in Salford Quays, 
Manchester, took place on March 
10-11. At the time of going to press, 
Marketing Manager Sarah Crumpler 
said that there were more than 140 
people registered to attend the event, 
but she was hopeful of attracting closer 
to 200 on the day.

Crumpler added that Northern Lights 
wasn’t simply a copy of Duplo’s established 
London Calling print exhibition, which is held 
every October in London’s Canary Wharf.

She said:  “London Calling brings 
together some of the leading names 
in the print and finishing business and 
demonstrates how customers can create 
added value and increased revenue through 
new applications and innovations.

“However, Northern Lights isn’t a 
northern version of London Calling. It came 
about on the back of a user forum we 
established in the North, and it’s this that 
steered the event’s direction. Our business 
is driven by the feedback that we receive 
from our customers and our events are 
no different. Northern Lights is a platform 
for us to demonstrate inspirational ideas, 
innovative applications, more intelligent 
technology and integrated solutions.” 

Crumpler added: “The focus isn’t on 
what the products can do, but more on 
how they can be used to create greater 
efficiencies or added value leading to 
increased revenue streams.”  

Owners’ Club
As well as showcasing entire digital 
workflows, from pre- to post-press systems, 
the inaugural ‘Northern Lights’ was the 
official launchpad of a new initiative, the 
Duplo Owners’ Club, which Duplo has set 
up to improve customer communications 
and increase focus on bookletmakers, 

service and R&D.
The new customer-only forum, the first 

meeting of which was chaired by Adrian 
Tolley, Operations Director of Nottigham’s 
Prime Group, is targeted at the directors of 
print companies that use Duplo multi-
finishers. 

An important feature of Duplo Owners’ 
Club meetings is that they aren’t attended 
by Duplo employees. “This is a non-Duplo-
attended event so users can openly discuss 
how they use the equipment, share ideas 
and explore what we could be doing more 
of to support them better,” explained 
Crumpler. 

She added that the new initiative is 
designed to create a user community and 
encourage dialogue between Duplo and 
its customers, with feedback being used 
to influence product development and 

At the end of last year, print 
finishing systems supplier 
Duplo announced that it 
was to hold a new event 
in the North highlighting 
how businesses can create 
added value and increase 
revenue through the latest 
print applications and 
innovations. 

Northern Lights

innovation.
 “The launch of the Duplo Owners’ 

Club and our first customer-only forum are 
all part of a fresh approach to the way we 
do customer communications, designed to 
improve the two-way flow of information,” 
Crumpler explained. 

“Northern Lights brings together a 
wide cross-section of industry experts 
demonstrating live applications. All 
initiatives are designed to help customers 
develop new and existing revenue streams 
alongside creating added value and 
providing ideas for increasing workflow 
efficiencies and reducing bottlenecks within 
current processes.” 

Another highlight of Northern Lights 
were the hands-on operator sessions where 
visitors could learn how to get the most 
out of a DC-645 multi-finisher and System 
500i bookletmaker system, two of Duplo’s 
most popular products in the region. Duplo 
product specialists, specialist trainers and 
commercial partners were on hand to 
provide expertise. 

Northern Lights, which was free to 
attend, also featured longer opening hours 
than London Calling, staying open until 9pm 
on the opening day and 5pm on the second 
day. “We did this to provide a platform for 
networking in a relaxed environment, as 
well as providing time to get more hands-on 
with all products,” said Crumpler. 
www.duplonorthernlights.com

Balreed partners Duplo
Northern Lights was supported by Balreed, which was there to show 
visitors how to get the most from production print technology.

Before the event, Balreed Group Marketing Director Gary Downey said:  
“We are delighted to be a headline partner at the Northern Lights show. We will be 
demonstrating a variety of personalised workflow solutions and examples of how web-
to-print can be used to improve efficiency within organisations. Duplo’s London Calling 
events are always a great success for us; I’m sure Northern Lights will be too.”  

Northern Lights was 
held at The Lowry 
in the redeveloped 
Salford Quays, 
Manchester

Experts hosted 
‘hands-on’ operator 
demonstrations 
of Duplo print 
finishing systems
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Following the launch of Samsung’s 
new enterprise class A3 MFP (see 
box), PrintIT Reseller caught up with 
Mark Ash, Head of Print, Samsung UK 
& Ireland, to find out how Samsung 
fared last year and what its plans are 
for 2015.

Ash was in an ebullient mood. “2014 
was by far and away the best year we have 
ever had,” he said. “We exited the year 
with substantial growth. Our hardware 
business grew 37% last year and we 
delivered our best performance in our 
24-year history. When you delve below the 
surface the A3 growth was phenomenal. 
Overall, we quadrupled our A3 business. 
We were the fastest growing vendor and 
the only vendor that showed quarter-on-
quarter growth throughout the year. That’s 

really exciting for us.”
Much of the credit for this, must go 

to the channel. “In the office automation 
(OA) business area, our trading accounts 
grew from 26 to 87 and, again, on A3, 
the unit performance was something like 
387% growth,” he said.

Ash attributes Samsung’s success to 
three things – people, process, technology.

“We have employed the right people. 
We have got what’s acknowledged by 
others in the industry as the strongest 
management team and we’ve got a 
number of talented people with a great 
work ethic in the right places. We’ve put 
in the business basics and processes you 
would expect in an organisation such 
as this. And now the technology is really 
starting to catch up. The innovation is 

Mark Ash tells PrintIT Reseller how Samsung plans to double sales 
in the IT reseller and OA channels in 2015.

Enterprises,  
here we come

starting to come through with the MX4 
series, with its Android interface, and now 
the MX7 series. We've got the holy trinity 
now – people, process, technology.”

Seventh heaven
Ash says that the effects of these 
developments are starting to be seen 
in increased market share for Samsung 
products.

“The market is declining at a headline 
level, though the decline is predominantly 
in A4 at the lower page per minute level 
i.e. Segment 1. The A3 market is growing, 
and it's there that we are increasing our 
market share. The full year (2014) figures 
aren’t out yet, but YTD we've moved to 

The complete solution
The MultiXpress 7 (MX7) A3 colour multi-function printer (MFP) has been specially 
designed to meet the needs of enterprises and SMBs with a requirement for smarter, 
more productive print devices.

Offering print speeds of up to 60 pages per minute, the MX7 is the only A3 MFP on the market 
powered by a Quadcore CPU for faster operation. It takes just 18 seconds to boot and 12 seconds to 
wake up from sleep mode. The first page out time is only 3 seconds for a mono page and 4.5 seconds 
for colour prints. Print quality is 1200 dpi even when running at full speed.

A major attraction for paper-intensive businesses is the high speed scanner offering an industry-leading 
scan speed of up to 120 pages per minute or 240 images per minute on two-sided documents.

Other productivity enhancements include an 802.11ac-capable network chip, which is three times 
faster than the older 802.11n standard, and Bluetooth Low Energy connectivity, which gives users 
‘always-on’ connectivity when in close proximity to the device. 

Android display
The MX7 features a 10.1-inch Android-powered display running Samsung Smart UX 2.0. Users can 
pivot the Smart UX Center display to get true document views and customise the experience with 
apps that can be downloaded from Samsung’s printer app store. 

The Smart UX Center also has a Workspace Cloud feature that lets users view and edit stored 
documents on any device. SCP Pro is supported, and there are over 20 ISV solutions that deliver 
seamless integration into existing office cloud and server networks. 

Another interesting feature of the MX7 is an electronic Tray Locking Kit that prevents letterhead 
or specialist paper from being removed. 

Heavy duty
The MX7 is capable of printing up to 300,000 pages a month and comes with an optional large toner 
cartridge with a capacity of 30,000 (C,M,Y) or 45,000 (K) pages. Other options include an automated 
document stapler capable of stapling 60 sheets or an 80-page A4 booklet.

Continued...

“2014 was 
by far and 
away the 
best year we 
have ever 
had.”

Samsung MultiXpress 7 (MX7)
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number 8 in the market. If you look at the addressable market we play in, we 
have moved to seventh. Cast your mind back 12 months and we were 12th or 
13th in that market.”

Ash says that much of the growth is being driven by the IT reseller and OA 
channels and that they are likely to grow in importance as Samsung continues 
to draw on its expertise in other areas, such as mobility and displays. 

“We focus our resources on B2B sales, and growth really is in the IT reseller 
and OA channels. That’s not by accident; that's where we are focusing our 
resource and it’s a key growth area for Samsung as we launch new products, 
innovate, bring new technology to market and leverage cross-platform support 
i.e. mobility, display etc.. We are anticipating significant growth there again 
this year. We are planning to double that business again this year.”

App revenue
He added that the Android platform on the MX4 and MX7 gives channel 
partners a great opportunity to develop new sources of revenue.

“We will be launching new apps for our customers in a dedicated app 
store in March. We will develop apps and we are encouraging our partners to 
develop their own and use them as a differentiator or as a revenue-generating 
opportunity,” he said.

As an example of a Samsung app, Ash highlights the Smart Service app, 
which enables a partner’s service department to view real-time service 
information by connecting a smartphone or other smart device to an MX4 
or MX7 by cable or NFC. If there is an error code, the app will play a video 
demonstrating what’s wrong and how to put it right. This, it is claimed, 
significantly speeds up device management and servicing.

Third party apps are still under development or in the beta-testing phase, 
but Ash is excited by the possibilities they offer, especially in specific vertical 
sectors. 

“What’s really exciting is when we look at the vertical sectors in which 
[customers developing] apps operate. We have High Street retailers who are 
developing apps that enable them to use the display on the device as a kiosk, 
so someone can walk in, access the retailer’s website and pull off content. 
We are also working with some well known DIY chains in the UK and it’s 
incredibly exciting looking at what they plan to do with it.”   

Enterprise appeal
Ash says that these sorts of capabilities, and Samsung’s IT expertise in 
general, are very helpful in bringing Samsung to the attention of enterprise 
customers, where Samsung needs to grow its business. 

“We have two types of customer; the SMB and the enterprise. Within SMB, 
Samsung is already very strong. For a long time, we’ve been number 1, 2 or 
3 in the A4 market space, depending on the month, quarter or year. People 
know us very well there; we are tried and trusted. In the large enterprise 
space, what’s fascinating for us in the journey Samsung is on. 

“The growth we have experienced in the Samsung B2B and Samsung 
Business Enterprise Teams has been phenomenal, and it is largely driven by 

...continued

Mark Ash, Head of Print, Samsung UK & Ireland
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Helping create new native
woodland in the UK  by
supporting the Woodland Trust

High white, totally chlorine free
office paper

Carbon Capture - CO2 emissions
captured by planting trees

Produced to the most demanding
environmental standards

For more information please email
marketing@paper.co.uk or alternatively visit us at 

www.paper.co.uk
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the prowess we have shown in our consumer business. We now find 
ourselves around the board table with C-suite executives, typically CIOs 
who already use Samsung technology in their personal lives, talking about 
how print is integrated in their business. With the acquisition by Samsung 
of Smart Things (an Internet of Things company) in August 2014, we are 
extending that conversation further. We are moving away from smart 
devices that work well together to actually automating the experience 
altogether. That's the strength of Samsung” he said. 

NFC & mobility
Samsung's early integration of NFC into its devices is another example of 
how the company uses technology to start conversations with enterprises 
and position print in the context of broader, strategic discussions, such as 
enterprise mobility. 

“Enterprises look at NFC as part of their mobility strategy. The 
new product has got NFC and Bluetooth LTE – a low energy variant of 
Bluetooth – which has implications for how you authenticate yourself 
at a device, configure the device personally to your requirements and 
also release jobs. NFC is definitely part of the mobility strategy of many 
businesses,” he said.

“We've got a differentiator in the fact that we’ve got the KNOX secure 
platform. I've yet to find a CIO who says ‘Mark, I’ve got a burning desire 
to talk to you about print’. But they will talk to you about mobility. When 
they learn that once you are inside the secure KNOX platform you can 
click one button to print they become very interested. If you then talk to 
them about print security, you can say wouldn’t it be good if your phone 
could authenticate print release or personalise the device you are using?”

Line of the Year
All this doesn’t mean that Samsung hasn’t been perfecting the basics, the 
actual print hardware. It recently won the Buyers Lab Inc. Monochrome 
Printer/MFP Line of the Year Award for the second year in a row on 
the basis of its devices’ superior performance, energy-efficiency, eco-
friendliness and ease-of-use – all qualities to be found on the new MX7, 
Samsung's most powerful offering to date.

“We manufacture some great products, but there are certain types of 
vertical market that take on higher end products – professional services, 
legal services – and to date we have not had a product that catered for 
every single requirement,” explained Ash. “The MX7 takes us into 93% 
of the addressable market and it gives us a powerful proposition to 
really compete in those markets. The differentiators, the very mundane 
things, mean a lot, like 300gsm paper handling, SRA3, 200gsm duplex 
capacity, a 240 image per minute scanner. We are putting a hell of a lot of 
productivity into the hands of the workforce now, along with the Android 
interface and award-winning mobility.”
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AND FINALLY

www.blackrocksearch.co.uk t: 01892 527054

Blackrock Search is a Specialist 
Recruitment Provider of personnel 
into the Managed Print Solutions, 
Document Management and IT 
Reseller marketplace.

Our client portfolio ranges from  
start-ups, to established SMEs and 
Fortune 500 companies.

We have long standing relationships 
with our clients who know they can put 
their trust in us to find the right people 
for them.

We recruit across the following disciplines

Sales
n  Telesales, Pre-Sales, Field Sales, Technical Sales, Enterprise and  

Solution Sales, Production Print Sales, Sales Management

Consultancy
n  Contract and Services Managers, Solutions Architects, Bid Team,  

Facilities Managers, T&D Specialists, Project Managers

Technical
n  Service Engineers, Print Room Operations and Management

Outsourcing and Document Services

We also provide consultative support to business throughout the recruitment 
process including On Site Client Interviewing on Behalf of the Client

The Last Word

n  Consumables: How much of an improvement are  
HP’s new consumables?

n  Paper: How paper choice affects print quality

n  Mailing: Opportunities in multi-channel customer 
communications

If you would like to contribute to these or any other articles, 
please contact James Goulding by email at  
james@printitreseller.uk

COMING SOON...

A little light reading
Are you missing out on business opportunities in areas related to print, such as 
managed IT services or even mailing? Find out more about the opportunities 
in these sectors by downloading the two whitepapers highlighted below.

Managed IT services
New Revenue and Profit 
Opportunities for Service Providers
This new whitepaper from N-able Technologies 
explains how becoming a Managed Services 
Provider is a natural migration strategy for 
printer resellers and managed print services 
providers.

If you would like to find out more about how 
to generate recurring revenues from higher value, 
higher margin managed services, download your FREE 
whitepaper at: www.printitreseller.co.uk/N-able/NRAPO  
or email: whitepapers@prinitreseller.uk.

Mailing
Mailing equipment and supplies have long 
provided a useful source of revenue for copier 
suppliers.  

IT resellers are probably less familiar with the mailing 
market, but as the walls between postal and digital 
communications break down and as more businesses 
introduce digital mailroom strategies to reduce paper use, 
mailing could turn out to be a lucrative new business area. 

A good introduction to the latest technology is The 
Neopost Guide to Smarter Communications produced by 
Neopost in conjunction with Business Info. 

Download your free copy from  
www.binfo.co.uk/Neopost-GuideSC.

Register online
To receive your regular FREE printed copy of Print IT Reseller 
Magazine simply fill in our online registration form at   
www.printitreseller.uk/register

by

How to generate new recurring revenues from higher-value,  
higher-margin Managed Services  

The Neopost Guide  
to Smarter Communications

magazineProduced in association with 
Guide
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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
One of the world’s leading document output management 
companies, KYOCERA Document Solutions manufactures 
and markets monochrome and colour network printers, 
multifunctional products (MFPs) and a portfolio of software 
solutions.

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.printandcopycontrol.com
ITS is Europe’s largest PaperCut Authorised Solution 
Centre with over 20 years experience providing print 
and copy control solutions. We are vendor neutral, offer 
the widest range of embedded solutions and related 
hardware and fully support our partners regardless of 
the makes and models of printers and multi-function 
devices they supply.

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    

@infotechsupply
Tel: 0208 869 1950

@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.

March 2015

16 – 20  
Hannover,  
Germany

CeBIT  
www.cebit.de/en

24 – 26  
NEC  
Birmingham

Sign & Digital  
www.signuk.com

June 2015

23  
Excel,  
London  
Public Sector Show  
www.publicsectorshow.co.uk

24  
Ibis London  
Earls Court (ILEC)

aiim Forum UK  
www.aiimforum.co.uk



†Canon cashback available until 30th April 2015. On selected devices only - visit www.canon.co.uk/printercashback for full details and terms and conditions.

*based on specifications for Canon imageFORMULA DR-C225 and DR-C225W document scanner models only    **vs a HP equivalent model (Average Mean StreetPrice Context Dec Data, 1500 page 
per month, Full colour Printing with 5% coverage, Just toner cost not inc HW.)    ***The high yield XL ink tanks allows MAXIFY users to save money with a low cost per page (running costs as low as 
4.4p for colour printing (and 1.0p for mono printing if using the multi pack, or 1.2p if purchasing the single black ink pack)

 

www.canon.co.uk/printercashback

They’ll keep an eye on the 
pennies while you keep 
an eye on the rest
Increase your document efficiency and reduce costs with 
imageFORMULA document scanners – 1500 scans a day 
and energy star rated, hunting through filing cabinets 
will be a thing of the past.*

i-SENSYS lasers offer significant consumable savings  
due to the presence of high yield toners and in  
All-in-One nature – Save over £800 on  
consumables with Canon.**

Reduce your overheads with print costs as  
low as 1.1p mono and 4.4p colour***  
on MAXIFY.

UP TO 

£60/€85 

CASHBACK 

ON SELECTED  
PRODUCTS†
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