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simply@data-direct.co.uk01189 734564 Data Direct (Thames Valley) Ltd
11 Ivanhoe Road, Finchampstead
Berkshire, RG40 4QQ

Simple Solution
The simply toner range exclusive to Data Direct
has been created as part of a unique dealer 
package providing customers with a quality
100% remanufactured closed loop solution, 
designed for business growth and sustainability by 
combining our industry leading MPS solution,
recycling programme combined with
competitive pricing.   

To set up an account with instant credit facilities
please call: 01189 734564 
or email: simply@data-direct.co.uk

We are trade only, they are your customers and we 
support that 100%.
* Subject to T&C’s

Our Services

Dedicated Account Managers

Software Support 

Our diverse, experienced management team 
include dedicated account managers with over 
30 years experience within the industry, who 
work closely with every customer to ensure we 
offer added value.

Free up valuable staff by automa�ng your sales 
and support through our so�ware integra�on 
service and troubleshoo�ng app.

Signicantly reduce your working capital by using 
Data Direct as your warehouse and logis�cs team.  
With over 2 million pounds worth of stock at any 
�me••ready for next day delivery, shipped to any 
des�na�on worldwide, parcel or pallet.

Direct Shipping 

www.data-direct.co.uk

Free MPS Solution*

Free Recycling Scheme

Reward Programme

Your Own Branding

2 Year Warranty

A complete solution designed 
to grow your business!

Simply Toner
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Can you remember what you read on holiday? If 
asked, could you recall and explain all the twists and 
turns of the latest blockbuster or celebrity biography? 
Could it be that your ability to do so is influenced by 
whether you read the book on-screen or in paper form? 
In a new survey by Two Sides more than four out of 
five UK consumers said they understood or retained 
information better when read on the printed page. 
Invoices, bills and statements might be going digital, 
but paper clearly still has a future as an effective 
method of presenting information. As we discover 
on page 29, the secret is to make it relevant to the 
reader by taking advantage of developments in digital 
printing. Personalisation, integration with electronic 
media and new printing effects and paper stocks that  
appeal to people’s senses are all part of this trend.

The changing status of print and paper is being felt in offices 
too, and not just in declining print volumes. As Duplo’s Angela 
Osborne explains on page 42, greater appreciation of the 
value of print – and an understanding of where it works and 
where it has greatest benefit – inevitably leads onto the subject 
of finishing. “It’s now a discussion about selling a complete 
solution, not just talking about what comes off a printer,” she 
explains. “Adding finishing systems to complement MFPs and 
digital presses is increasingly becoming the norm. Anybody 
selling a printer these days is going to ask how they can turn 
the printed items into a finished product.” Duplo is benefiting 
from this trend and so could you. Its record turnover last year 
was driven by a 20% increase in channel sales.

Despite paper’s qualities as a means of communicating 
information, in other areas it is clearly much less 
effective. In a business context, electronic processes 
are generally faster and more reliable than paper-
based workflows. Moreover, as its critics are fond 
of pointing out, paper is endlessly copied, takes up 
a lot of room and can easily be misplaced. This is 
unarguable. But can’t the same criticisms be levelled 
at electronic files? On page 40, M-Files’ Julian Cook 
describes the thought processes involved in filing 
documents electronically and suggests that the system 
of folders and sub-folders used in business today leads 
to difficulties in search and retrieval, unnecessary 
duplication, inaccuracies and loss of version control. 
After the paperless office, how soon before we start 
talking about the folderless office?

James Goulding, Editor
07803 087228   james@printitreseller.uk

PRINT.IT Reseller is published by Kingswood Media Ltd., Amherst House, 22 London Road, 
Sevenoaks TN13 2BT  • Tel: 01732 759725   Email: neil@printitreseller.uk   www.printitreseller.uk
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CX410de A4 Colour MFP

MX511de A4 Mono MFP

CX510dhe A4 Colour MFP

CX410de Bundle

MX511de Bundle

CX510dhe Bundle

£265.00 ex VAT*

£318.00 ex VAT*

£470.00 ex VAT*

£408.00 ex VAT*

£428.00 ex VAT*

£635.00 ex VAT*

CX410de + 4K Black & 3K 
CMY Toner Bundle

MX511de + 20K Black Toner Bundle

CX510dhe + 8K Black & 4K 
CMY Toner Bundle

SRP £549 ex VAT

SRP £683 ex VAT

SRP £1008 ex VAT

MX410de A4 Mono MFP MX410de Bundle

MS415dn BundleMS415dn A4 Mono Laser

Save over 40% 
on selected  
Lexmark printers 
& toners
Buy better, buy bundles

Call Westcoast today to place your order – 0118 912 6000
Terms & Conditions apply. Bundles 1, 3 & 5 are supplied with extra high yield toner. Bundles 2 & 4 are supplied with high yield toner. 
Bundle price includes black toner for mono printers and a full set of toners for colour printers. Offer valid whilst stock lasts. E&OE. 

Limited to 20 units per reseller.

Exclusive Westcoast SUMMER OFFERS

£196.00 ex VAT*

£99.00 ex VAT*

£269.00 ex VAT*

£159.00 ex VAT*

Now

Now

Now

Now

MX410de + 10K Black Toner Bundle

MS415dn + 10K Black Toner Bundle

SRP £408 ex VAT

SRP £208 ex VAT

Up to 
38 ppm

Up to 
42 ppm

Up to 
30 ppm

Up to 
30 ppm

Up to 
38 ppm

Duplex Eco Mode Network

4.3” 
Touchscreen

4.3” 
Touchscreen

4.3” 
Touchscreen

7” 
Touchscreen

Fax

Security

Direct
USB

Direct USB

Solutions

Solutions

Solutions

Solutions

Now

Now

Now

Now

Now

Now
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MFPs like the Canon imageRUNNER 1435i 
should be secured with just as much rigour 

as other network devices  

Report makes case for 
using a single supplier
The benefits to SMEs of using a single 
supplier for all their technology needs are 
highlighted in a new report from Solar 
Communications.

Business communications made simple: The 
benefits of a single supplier solution is being 
released at a time when 91% of SMEs, or 4.6 
million businesses, admit that they are struggling 
to introduce new technology. Causes include the 
difficulty of juggling multiple suppliers and having 
numerous points of contact for billing or support.

As a result, one in three SMEs are failing 
to meet the technology requirements of their 
employees; more than half (52%) are struggling 
to compete with larger organisations; 45% are 
finding it challenging to reduce operating costs; 
and 40% face difficulties in managing a more 
flexible, mobile workforce.

Mark Colquhoun, CEO of Solar 
Communications, said: “The research suggests 
that many UK SMEs are finding technology to 
be a challenge for their business, rather than a 
real enabler. A strategic partnership with a single 
supplier can deliver significant benefits, reducing 
administrative workloads to improve efficiency 
and business agility.”
www.solar.co.uk

Managed services provider Annodata is 
warning businesses of the security risks 
posed by internet-enabled printers as new 
figures from the Department for Business 
Innovation and Skills (BIS) show that 93% 
of large organisations and 87% of small 
businesses experienced a security breach 
last year.

Grant Howard, professional services technical 
manager at Annodata, said: “Printers used to 
be devices that sat in the corner of the office 
churning out documents, but that’s not the case 
today. Technology has advanced to such a point 
that they are now fully integrated with the IT 
estate and network and capable of performing a 
range of functions, such as printing from mobile 
devices and scanning to email, network drives 
and web-hosted applications. This functionality 
has had a big impact on day-to-day business 
operations, but it has also created new risks to 
data security that many organisations remain 
unaware of.”

He added: “Like any other networked 
device, multi-functional devices (MFPs) pose an 

opportunity for hackers. Many will be able to 
access the entire network through tracking the 
metadata of printed documents or by hacking 
the passcode of the MFP. Whether these breaches 
are caused by an attack from an unauthorised 
outsider or by internal factors, such as human 
error, systems must be put in place to resist 
disruption to the network.

“IT departments are very careful when it 
comes to protecting devices, user accounts and 
other areas traditionally viewed as vulnerable. 
MFPs should be treated with similar levels of 
caution. Introducing measures such as secure 
release printing can effectively guard against 
internal threats, while bolstering firewalls, turning 
off unwanted protocols and ensuring each device 
has an appropriate passcode can help protect 
against threats from outsiders,” he said.

BULLETIN
Better protection of MFPs needed 
to deter hackers

Diary Date

London Calling 2015
November 3–4, 2015  
• Sunbeam Studios, London
For more than six years, corporate and 
commercial print professionals have attended 
Duplo’s London Calling events to find out 
about the latest finishing solutions. This year’s 
showcase is being held on November 3-4 
at Sunbeam Studios in Ladbroke Hall, North 
Kensington – the UK’s first purpose-built 
car and factory showroom and now one of 
London’s foremost photographic studios and 
event venues. As in previous years, Duplo will 
be working with partners from pre- and post-
press to demonstrate complete print workflows. 
www.duplouk.com

HP boosts print security
HP has introduced an expanded range 
of solutions and services to help end 
users improve the security of their print 
environment:
n HP Access Control now offers server-less 
secure pull printing, eliminating the need for 
servers in small branch offices, and also functions 
as a managed mobility solution, allowing users of 
mobile devices to email print jobs to the secure 
pull print queue, with the same access control, 
tracking and security measures as print jobs 
initiated by network PCs or laptops;
n The policy-based security monitoring and 
management solution HP JetAdvantage 
Security Manager has been expanded to cover 
the new Pro-class HP LaserJet printers;
n HP Printing Security Advisory Services 
have been extended to cover Europe and Asia;
n A new forms recognition module has been 
introduced for HP Capture and Route, which 
simplifies the scanning and routing of paper 
documents to reduce errors and improve security 
and compliance; and
n HP has launched Proactive Print Advisor, 
a new service providing customised reporting, 
analysis and recommendations on how to optimise 
a print fleet for cost effectiveness and policy 
enforcement.
www.hp.com

Grant Howard, professional services 
technical manager, Annodata
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RISO launches compact 
A4 duplicator
RISO has expanded its range of digital 
duplicators with a compact A4 model 
offering print speeds of up to 130 pages per 
minute, plus high seed scanning via an ADF, 
Direct USB printing and an easy-to-use LCD 
panel.

Like other digital duplicators, the CV3030 is an 
economical option for printing in medium to high 
volumes. Because ink-based prints are generated 
from a master, it is not suitable for printing just a 
few copies.

To support high volume printing of flyers, 
leaflets, newsletters, letterhead & forms in schools, 
universities, charities and the public sector, the 
printer has a paper capacity of approximately 
1,000 sheets and an 800-page output tray. 
Users can change ink colour quickly and easily by 
replacing the print drum.

The CV3030 is ENERGY STAR-certified and 
complies with European directives on energy-
related products. Because it is ink-based, it 
produces no heat and consumes less power  
than laser printers and MFPs. Auto power 
shut-off and auto sleep functions further reduce 
energy consumption.
www.riso.co.uk

Taking the guesswork 
out of colour 
Kyocera Document Solutions has launched an 
‘add in’ for Microsoft PowerPoint and Word 
that gives business professionals an easy way 
to utilise the full palette of Pantone colours 
when printing with Kyocera devices.

Pantone Office for Kyocera enables users to 
select Pantone colours by name or number via 
an additional user interface for MS Word and 
PowerPoint. This removes the need for expensive 
colour management software or guesswork when 
transferring colours from screen to page.

Bernhard Koll, product manager at Kyocera 
Documents Solutions Europe, said: “Pantone 
Office for Kyocera gives businesses access to the 
expert colour system that graphic professionals 
rely on. Now, all users have an easy way to select, 
communicate and accurately reproduce corporate 
logos or company colours out of Microsoft Office 
applications.” 
www.kyoceradocumentsolutions.co.uk

Strong pound could 
impact UK ICT sector
The strong pound and further cuts in 
public sector expenditure could make 
life more difficult for the UK ICT sector in 
2015, credit insurer Atradius warns in a 
new report.

The Atradius Market Monitor gives a ‘fair’ 
rating to the UK technology sector, which 
comprises more than 115,000 companies and 
has revenues of £140 billion.

It highlights the development of mobile 
apps and wearable technology (forecast to 
grow by 158% in 2015), as key growth drivers, 
along with greater investment in data centres 
and cloud storage.

However, Atradius warns that British ICT 
businesses will face stronger competition 
from European peers, mainly due to the 
strengthening of the pound, which will put 
pressure on prices and margins. 
www.atradius.co.uk

Samsung launches first 
printer diagnostics app
Samsung Electronics has launched a printer 
failure diagnostic tool for its MultiXpress 
range of printers.

The Smart Printer Diagnostic System (SPDS) is 
the industry’s first mobile app to offer video and 
image-based guides for troubleshooting printers.

When a mobile device with the SPDS 
app receives an error message from a failed 
MultiXpress printer, the app automatically 
identifies the issue and displays a step-by-step 
troubleshooting guide. Engineers can also share 
video footage with colleagues.

General users can use the app to fix minor 
printer issues by referring to SPDS guides for every 
model of Samsung MultiXpress printer.

SPDS is available for download from Google 
Play and Galaxy Apps in 51 countries, and is 
offered in 9 languages including English, French 
and German. 

David Song, Senior Vice President of Strategy 
Marketing and Sales, Printing Solutions, 
Samsung Electronics, said: “SPDS is an organic 
component of Samsung’s philosophy guaranteeing 
high quality across the board, from product 
development to maintenance.” 
www.samsung.co.uk

Xerox wins £40 million 
NHS print contract
Xerox has won a £40 million, three-year 
contract to manage the production and 
printing of millions of secure and non-
secure business forms for the NHS in 
England and Wales, including prescription 
pads, dental forms and operational forms. 

The contract was awarded by NHS Business 
Services Authority (NHSBSA) through the Crown 
Commercial Service (CCS).

As part of the project, Xerox and partner 
Adare have established a secure printing site 
for the annual production of an estimated 800 
million prescription forms. 

NHSBSA head of service Brendan Brown 
said: “When dealing with secure documents it’s 
important to closely monitor their progress from 
conception to delivery. As a result we needed 
a service that ensures zero disruption to the 
provision of clinically critical NHS forms, coupled 
with careful consideration of security and time 
efficiency. Xerox provides exactly the expertise 
we need.”

As well as optimising how forms are 
printed and handled, Xerox plans to identify 
improvements to the NHS document supply 
chain, for example by removing duplicate 
business processes. In the case of non-secure 
services, this could include migration to digital 
processes in support of the NHS workflow 
automation strategy. 

Darren Cassidy, managing director of Xerox 
UK, said: “This contract is about understanding 
the specific needs of the health service and 
working together with the NHSBSA to manage 
productivity and security concerns. While initial 
roll-out looks solely at printing paper documents 
more efficiently, we look forward to identifying 
new ways to transform the NHSBSA’s document 
supply chain.”

David Cassidy, 
managing director, 

Xerox UK
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Document management, print and ICT 
managed services provider Annodata has 
made changes to its senior management 
team in support of its drive to become a 
£100 million business in 2016. 

Geoff Slaughter has joined the company as 
Group Sales Director, having spent the last five 
years building the Global Service Division of 
Canon Europe. 

Former Group Sales Director Rod Tonna-
Barthet is assuming the newly-created position of 
CEO with responsibility for overall operations.

Annodata founders Andrew Harman and 
Tim Harman will oversee corporate strategy 
and identify acquisition targets and growth 
opportunities.

Annodata recruits for growth

Blue Ribbon for Balreed 
The top Blue Ribbon Award was one of four 
awards won by Balreed at Konica Minolta’s 
recent conference and awards ceremony.

Mark Lloyd, Konica Minolta Indirect Sales 
Director, said: “The Blue Ribbon is awarded to 
our top dealer in recognition of their outstanding 
achievements and performance against targets. In 
all these respects Balreed was our top performing 
partner by a considerable margin and they 
thoroughly deserve the Blue Ribbon.”

The awards were presented by Konica Minolta 
Managing Director Neil Dingley and former England 
and British Lions rugby player Martin Bayfield. 
www.balreed.com

Field service: Balreed recently treated its service 
engineers to a day of quad biking, archery, 
shooting and 4×4 driving at Adventure Sports in 
Warwickshire as a way of thanking them for the 
high-level of support they provide to clients.

Hemel Holdings buys 
Integra Office Solutions 
The UK’s largest dealer buying group 
Integra Office Solutions has been acquired 
by Hemel Holdings Ltd. 

Owner William Good has a track record of 
investing in businesses and working with existing 
management teams. 

Under Hemel Holdings, Integra will remain 
focused on the long-term success of its members 
together with its employees and industry partners. 
Managing Director Aidan McDonough said: 
“This new partnership represents an excellent 
opportunity for Integra to focus on the years 
ahead.” 
www.integra-office.co.uk

Facilitating electronic 
trading 
ECi Software Solutions has completed a 
series of opXML links for Badger Office 
Supplies Ltd, giving users of the Horizon, 
Progress and Vision business management 
systems a choice of trading partner.

The technology partnership with Badger 
Office Supplies allows dealers to expand their 
product offerings to suit their changing needs. 
Utilising opXML for stock enquiries, purchase 
orders, purchase order acknowledgements, 
invoices and credits enables dealers to 
streamline their order processing routines and 
take additional costs out of their business.
www.ECi.eu

New brand image  
for Docucentric 
Ahead of its 25th anniversary next year, 
Welsh document solutions provider 
Docucentric has moved into larger premises, 
launched a new website, unveiled a new 
corporate image, but promises to provide 
the same high quality, personal service. 

Managing Director Peter Ryan said: “As the 
only Canon accredited partner in Wales and the 
only authorised dealer of Toshiba in North Wales, 
we pride ourselves on providing solutions for 
businesses of all sizes, tailor-made to their bespoke 
requirements. We are keen to reassure our long 
standing clients that only our look has changed, 
not the service that they return to Docucentric for 
time and again.”

Docucentric’s new premises are in The Smart 
Centre, New Vision Business Park, Glascoed Road, 
St Asaph. 
www.docucentric.co.uk

Principal 
named an 
MPS leader 
for second 
straight year
Photizo Group has 
recognised Principal Ltd as a leader 
in managed print services for the second 
year running. The company was one of 13 
independent channel partners selected to 
participate in Photizo’s 2015 Leaders Index 
for MPS Channel Partners.

The Index brings together independent MPS 
providers that represent the gold standard of 
managed print and document services in North 
America, Europe, Africa and Australia. Photizo 
Group uses it as a lens through which to gauge 
the current landscape of MPS. 

Ken Stewart, Vice President of Services for 
Photizo Group, said: “As the managed services 
landscape reaches maturity in many markets, 
we continue to see a demonstrated need for 
measurable best practices and benchmarks built 
on real-world results by recognized leaders in 
managed print and document services,. These 
MPS leaders not only demonstrate leadership 
in MPS, but a genuine interest in the pursuit of 
best practices that benefit the industry and the 
customers it serves.”
www.principal.co.uk

Geoff Slaughter.  
Group Sales Director, Annodata



PRINTITRESELLER.UK 9

BULLETIN

Find out about Epson’s Go green Campaign designed to help you  
maximise sales and give your customers the opportunity to take advantage  
of market-leading warranties on their award-winning print solutions.
 
For further details, latest pricing and to find out how you can save up to 45%1

with the Epson Go Green Kick Start promotion when purchase two Epson 
Business printers, speak to your VOW account manager today.

0844 980 8000   voweurope.com       

EPSON BUSINESS-INKJET WITH 
3 YEAR EXTENDED WARRANTY 
AVAILABLE FROM

Epson® WorkForce Pro
WF-5690 DWF

Epson® WorkForce Pro
WF-5110-DW

Epson® WorkForce Pro
WF-5620-DWF

Epson® WorkForce Pro
WF-5190-DW

Epson® WorkForce Pro 
WP-4525-DNF

Epson® WorkForce 
WF-3530-DTWF

Terms and conditions apply. 1ask for more details
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Olympian Nicola White 
runs with ZenOffice 
Olympian hockey player Nicola White joined 
20 ZenOffice employees in this year’s Race 
for Life, which took place at Heaton Park on 
12 July. 

ZenOffice has sponsored Nicola for the past 12 
months as she prepares for the Road to Rio 2016 
Olympic Games. One of the youngest members 
of the Great British Ladies Hockey team at the 
London 2012 Olympic Games, where she won a 
Bronze medal, she has also had medal success 
at the World Cup, Champions Trophy, European 
Championships and Commonwealth Games.

All the money raised by ZenOffice at the event 
will go towards its £10k Cancer Research More 
Tomorrows fundraising target.
www.zenoffice.comwww.asl-group.co.uk

From the Eye to Eiffel
On Thursday 10 September, 11 employees 
of RDT Office Solutions are embarking on 
a three-day cycle ride from the London Eye 
to the Eiffel Tower in Paris.

The group hopes to raise £3,000 to split 
between Haven House Children's Hospice and 
Candlelighters.

The company’s nominated charity for 2015, 
Haven House Children’s Hospice supports families 
and cares for children and young people with 
life-limiting and life-threatening conditions in 
North and East London, West Essex and East 
Hertfordshire. 

Candlelighters, selected by RDT’s Northern 
office, is a Yorkshire childhood cancer charity run 
by parents of children who have, or have had, 
cancer and the medical staff who treat them. 
www.rdt-osg.com

Brother on 
G-Cloud 6 
Brother UK has been included as an 
approved supplier on the government’s 
G-Cloud 6 framework, making it easier 
for healthcare professionals to procure 
its OmniJoin conferencing solution. 
OmniJoin enables GPs to initiate secure 
video consultations by sending a link that 
patients can access from a PC, Mac, laptop, 
iPhone or iPad. 

Andrew Ostler, head of the Omnijoin business 
unit at Brother UK, said: “Our status as an 
approved supplier on the G-Cloud 6 framework 
comes at a perfect time. The NHS is facing 
mounting pressure to employ technology solutions 
to improve access to care and we feel that our 
25 years’ experience in the sector puts us in a 
good place to understand challenges doctors are 
currently facing.”

He added: “Telehealth, which is the delivery 
of health services via technologies, has been 
very successful in the USA, reducing the cost 
of care by 27%. We believe that it will become 
increasingly popular in the UK, helping healthcare 
professionals provide more relevant care to 
patients, as and when they need it. OmniJoin will 
play an important part in this offering, providing 
a secure, remote way for doctors to consult with 
patients.”

Dudley MBC chooses Midshire
Midshire Business Systems has secured official print 
partner status with Dudley Metropolitan Borough 
Council, winning a four-year contract to supply and 
maintain multifunctional equipment across the 
borough council. 

Managing Director Phil Powell said: “Dudley MBC’s decision 
to select Midshire not only confirms our ability, in conjunction 
with Sharp, to supply quality products at competitive prices, it 
also demonstrates the excellent service and back-up provided 
by the people who manage and look after the contract in our 
service, sales and accounts departments.” 
www.midshire.co.uk

Free app version of 
EuroForm JetAdvice
EuroForm has launched a free app version 
of JetAdvice Manager that can be used 
as a standalone MPS tool or as a mobile 
extension for existing Jet Advice users.

JetAdvice is a cloud-based Assessment and 
Print Management solution that provides a total 
overview of a company’s printing fleet usage, 
helping them to keep operational costs low and 
minimise environmental impact.

After downloading the JetAdvice Free 
Android or iOS app, users just need to install 
a Data Collector, which collects data from 
network printers and MFPs. Device information 
is displayed in a dashboard, giving users a pie 
chart overview of their printer estate.

The app also provides a list of monitored 
devices so that you can quickly find the printer 
you’re looking for, including an image, name, 
supply status, print/copy usage and its GPS 
position on a map.

Kim Niebling, founder and CEO of EuroForm, 
said: “The development team spent over 6 
months building an app that uses the same 
data as our worldwide leading managed print 
solution, JetAdvice Manager. In that way, 
JetAdvice Free gives you the power of exploring 
your printer environment directly by hand. And, 
as the name implies, it’s free.”

In a separate announcement, EuroForm has 
named Irish ICT solutions and services provider 
Datapac Ltd as its partner of the year. 

In a statement, the company wrote: 
“Datapac has been fundamental in valuable 
product and business feedback, has helped us 
understand the needs of the market and shape 
our current and future product development. 
On the business front, this partner has shown 
continual growth in the number of devices 
being managed through JetAdvice Manager, 
providing a benefit for both their customers 
in managing the printer environment and for 
the partner itself by increasing revenue and 
profitability.”
www.euroform.com 
www.datapac.com

Phil Powell, Managing Director, 
Midshire Business Systems
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3D scanning with just a 
few taps
HP is introducing full 3D scanning on its Sprout 
by HP immersive computer. The world’s first 
fully integrated desktop 3D scanning solution is 
enabled by a combination of Sprout’s Intel Real 
Sense 3D cameras and a new capture application 
and turntable – the HP 3D Capture Stage. An 
object can be captured in full 3D with just a few 
taps and then be shared with and manipulated by 
others in an online 3D viewer. 3D models can be 
printed on a connected 3D printer in an end-to-
end scan to print solution.   www.sprout.com

Made for archiving
Brother is entering the departmental scanner 
market with the launch of the PDS-5000 and 
PDS-6000. Designed for organisations scanning up 
to 6,000 pages a day, both models are Kofax VRS 
compatible, making them suitable for archiving 
applications in the 
healthcare, government 
and financial 
services sectors.    
www.
brother.
co.uk

Plug and play mobile 
printing
Lantronix describes the new version of its Lantronix 
xPrintServer Office as the first Apple and Google-
certified print server to provide AirPrint and Google 
Cloud Print for enterprise and office printers. The 
size of an iPhone, it offers secure, app-free printing 
from iPhones, iPads, Chromebooks and Android 
smartphones/tablets to thousands of printers 
and MFPs. The plug-and-play architecture allows 
IT managers to auto-provision print devices to 
support AirPrint and Google Cloud Print simply by 
connecting the xPrintServer to a network switch or 
router.   www.lantronix.com/xprintserver

Clickable Paper with 
added appeal
Ricoh Europe has enhanced its interactive 
Clickable Paper solution with new authoring 
capabilities that enable print service 
providers to be more creative and improve 
job turn-around times. 

Clickable Paper provides a bridge between 
printed books, direct mail, signage, brochures, 
newspapers and posters and online resources, such 
as websites, e-commerce portals, video, photos and 
social networks. 

‘Hotspots’ embedded within a printed document 
automatically link to online content when scanned 
with a smartphone. Unlike QR codes, Clickable 
Paper hotspots are invisible; several can be included 
on a page; and each one can have up to six links.

Previously, Ricoh managed hotspot authoring 
itself. However, this can now be done by the print 
service provider, enabling it to collaborate better 
with clients on interactive campaigns.

Julian Barnwell, managing director of Barnwell 
Print, one of the first companies to take advantage 
of this enhancement, said: “Authoring enables us 
to manage the whole process under one roof. It is 
well designed, well thought out and very simple 
to use. It is so easy to apply the hotspots and the 
accountability is readily reported which enables our 
customers to better understand its impact.”

Find and deliver
Konica Minolta is introducing a document 
management and content capture solution 
that enables office workers to find the 
information they need to work more 
efficiently.

Part of Konica Minolta Business Solutions 
Managed Content Services (MCS), which goes 
beyond traditional managed print solutions 
to focus on business process automation and 
optimisation, dokoni FIND combines a powerful 
enterprise search engine with an intuitive user 
interface and integrated security. 

With dokoni FIND, all indexed data becomes 
instantly accessible from SharePoint or the desktop. 
It unites various connected data stores (both 
structured and unstructured) so that information 
in data silos, such as email attachments, scanned 
files, databases, CRM records or cloud apps, can be 
accessed from one single interface without having 
to use different logins or switch between apps. 
Users can retrieve the files and information they 
need in seconds, without meta-tagging, filename 
requirements or specified storage locations.

Konica Minolta developed dokoni FIND in 
partnership with software provider VirtualWorks. 
Headquartered in Boca Raton, Florida, VirtualWorks 
develops, sells and supports software products 
that enable small and medium-sized businesses to 
organise, locate and manage their information and 
data.   www.konicaminolta.co.uk

UK holiday-makers print 
for peace of mind
Despite growing use of digital boarding 
passes, UK holidaymakers still depend on 
paper documents when travelling. 

Research by Canon shows that 74% of Britons 
still print travel documents, even though more than 
four out of five go online to research holidays (93%), 
book accommodation (85%) and buy tickets (81%). 

Three quarters (74%) like to have a paper 
copy as a precautionary measure to overcome any 
technological issues or potential mix-ups. More than 
half (52%) say they continue to print out of habit. 

Given that more than one third (36%) of 
consumers are frustrated by the number of pages 
included in travel documents, Canon advises travel 
companies to exploit customers’ propensity to print 
by providing them with more relevant information. 

Canon Europe marketing director Marc Ranner 
said: “The message to travel companies is clear; 
printed travel documents are still incredibly important 
to holidaymakers but the information they contain 

could be far more useful. There is an opportunity to 
fuse together the benefits of the internet with the 
reliability of print, by using selectable or customisable 
online documents that allow consumers to print out 
what’s relevant to them.”

The Top 5 items of information valued by 
British holiday-makers are the destination address 
(71%); a map of the destination (59%); directions 
to where they are staying (39%); public transport 
directions (33%); and local addresses and 
numbers (23%).
www.canon.co.uk
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Shock win for 
Joanne
“I nearly fell off my chair 
when I found out I’d won!” 
So says Joanne Enright, 
public sector account 
manager at XMA, who beat 
more than 40 resellers to 
win the top prize of a luxury 
holiday to Bali in Brother 
UK’s recent printer and 
scanner promotion. Twenty 
runner-up prizes included 
iPad Airs, iPad minis and  
£50 and £25 bonus bonds.

UTB moves into technology finance
United Trust Bank has appointed Ken Archbold to help launch a new technology 
finance offering that enables companies to fund the purchase of hosted IT 
services, as well as hardware, software and maintenance contracts.

Ken Archbold has more than 15 years experience in the technology arena, most recently 
working on the Microsoft program for De Lage Landen, where he helped put together payment 
options. 

Archbold, who will work with Kevin Flowerday, United Trust Bank’s Head of Technology 
Finance, said: “United Trust Bank has a fantastic pedigree in asset finance, bridging and 
development finance and we intend to apply the same values and develop the same reputation 
in the Technology funding marketplace.”
www.utbank.co.uk

Free up cash locked in 
software
A new asset finance product designed to 
free cash locked up in software has been 
launched by the technology division of 
Lombard Asset Finance.

The Software Licence Solution (SLS) from 
Lombard Technology Services (LTS) is aimed at 
businesses that develop their own software (or 
outsource development to a third party) and 
own the corresponding rights.

Keith Nowland, Regional Sales Director at 
LTS, said: “This innovative asset finance product 
presents a real opportunity for firms to release 
cash that can be used in different areas, such 
as research and development or purchasing 
other assets. The intellectual property is sold 
to us and we then licence use of the software 
back to the business for an agreed term, which 
is usually three to five years.”

Businesses retain day-to-day commercial 
use and ongoing development of the software. 
At the end of the agreed term, they can 
continue using the intellectual property via 
an ongoing fee at a nominal rate, or they can 
introduce a third party to buy the intellectual 
property.

Added purpose

Purpose Software, the High Wycombe-
based supplier of service management 
software, has expanded its software 
development team with two new 
appointments – Graham Waterhouse, 
who has more than 20 years’ software 
development experience, and Muhammad 
Waseem Iqbal, who has been a software 
engineer for more than four years.

Mike Burke, Managing Director of Purpose 
Software, said: “We have expanded our 
software team and will be creating an exciting 
and visionary roadmap of new products and 
enhancements that enable customers to 
improve control and efficiency across their 
business operations.”
www.purposesoftware.co.uk

Banks are changing fast 
by Andy Milsom, 
Head of Partner 
Training and 
Development,  
BNP Paribas 
Leasing Solutions

Since the financial crisis 
of 2008, debt finance 
has been difficult 
to obtain for many 
small and medium-
sized businesses. In 
this context we need 
to remind ourselves 
that the banks have 

traditionally been, by some way, the largest 
source of such finance. The changes forced 
upon banks after 2008 have therefore had 
a profound effect on the whole world of 
business finance. 

We must start by recognising that banks are 
changing fast. Firstly, they are facing ever tougher 
regulation from our own Financial Conduct Authority 
and international regulatory bodies; and secondly 
they are facing competition from a growing number 
of ‘fintechs’ who are finding it relatively easy to take 
away the profitable transaction-based services from 
which the banks have always generated significant 
profit at little risk (e.g. foreign exchange).

Fintechs are technology-driven organisations that 
deliver financial services ‘online’ and include the ‘peer 
to peer’ lenders who provide a platform for those who 
have money to supply those who need money, without 
the involvement of the traditional bank intermediary. 
Global investment in fintech businesses has grown 
dramatically in the last two years, from $4 billion in 
2013 to $12 billion in 2014, and will almost certainly 
continue on a very steep growth curve. This has the 
potential to leave only the relatively expensive and 
riskier parts of banks’ business free from competition.

SMEs will find it increasingly difficult to obtain 
new or extend existing bank credit lines because the 
due diligence now needed for a bank to extend a 
£10,000 business loan takes nearly as much time as 
one for £1,000,000. Under these circumstances, it 
is easy to see how banks might lose interest in the 
smaller transaction and smaller customer. 

Further, recommendations have been put forward 
that might require banks to set aside additional 
capital reserves when lending to SMEs. If this 
proceeds, it will add further costs to such transactions.

On a more positive note, as the banks continue 
to withdraw from a market that has traditionally 
provided significant levels of finance for SMEs to 
acquire business equipment, the specialist funders in 
the market will grow in importance. For those resellers 
who understand the financial climate in which 
they operate and can move towards offering their 
customers a managed service solution, the future can 
be approached with real confidence. 
www.bnpparibas.co.uk

Competition winner Joanne Enright with Steve Gray, Brother UK 
business manager for major strategic accounts.
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Jet Tec launches white 
label website
Inkjet and toner cartridge remanufacturer 
Jet Tec has launched a white label website 
solution for UK resellers. The Grow 
Online platform has been developed for 
resellers that either don’t yet have an 
e-commerce presence or that want to 
maintain a dedicated channel for selling 
remanufactured inkjet and toner cartridges.

The fully customisable website enables 
resellers to add their own logo, company 
information, bespoke banners, latest news, 
products, pricing and reviews. A pre-emptive 
search feature makes it easy to find the right Jet 
Tec remanufactured ink or toner product.   
http://growonline.jettec.com/ 
Web_Solutions 

Fast colours
Meeting the needs of medium-sized workgroups 
requiring A3 functionality in an A4 device, Kyocera 
Document Solutions has launched three new 
colour printers and four MFPs. All seven products 
are based on Kyocera’s long-lasting, economical 
ECOSYS technology and offer colour print speeds 
of up to 40ppm in the case of the printers (the 
P6130cdn, P6035cdn and P7040cdn) and up to 
35ppm in the case of the MFPs (the M6530cdn, 
M6030cdn and the HYPAS-enabled M6535cidn 
and M6035cidn with large colour touchscreens). 
All MFPs  have two-sided scanning at speeds of 
up to 60ppm/120ipm.

Cartridge People hosts 
Epson store
Online cartridge retailer Cartridge People 
is hosting a dedicated Epson store on its 
website. This is the first time the company 
has provided a dedicated platform for 
a single brand. In addition to printer 
consumables, the new ‘Epson Shop’ sells a 
range of printer hardware, projectors and 
scanners. 

Cartridge People stocks 10,000 products from 
100 manufacturers.
 www.cartridgepeople.com

Separate toner and 
drum
Canon is addressing the B&W printing needs of 
small but busy workgroups with the launch of 
the economical  imageRUNNER 1435 series of 
A4 MFPs. The 35 page per minute devices have 
a separate toner and user-replaceable drum, plus 
embedded compatibility with uniflow output 
management software for the centralised control, 
allocation and recovery of print costs. The 1435i 
and 1435iF (with fax) come with native support 
for PCL and Adobe PostScript 3 and offer a range 
of connectivity options, including USB and mobile 
printing. To help businesses with their digitisation 
strategies, the MFPs feature a duplex scanner that 
can convert scans into searchable documents and 
send them to a range of destinations without the 
need for PC-based processing. 

VOW 2016 
marketing guide
VOW has launched its 2016 Marketing 
Guide featuring a mix of general and 
specialist catalogues and exclusive 
mailers designed to help resellers increase 
sales and reach new end users. The 2016 
guide provides 
a blueprint for 
reseller marketing 
activity across 
numerous product 
categories and 
gives resellers 
the ability to 
order everything 
online via the 
VOW Publications 
Manager.
voweurope.com

Headroom Web 
Analytics
September 10, London
September 17, Sheffield
VOW is encouraging resellers interested 
in web analytics to attend two workshops 
by Headroom, the EVO Group marketing 
services agency, on September 10 in 
London and September 17 in Sheffield.

Attendees will learn how analytics can reveal 
customer behaviour online and drive conversions 
and sales. They will also gain an insight into the 
different solutions available.

Headroom head of online Darren Mack said: 
“Web analytics are usually the most undervalued 
and underused, yet essential, tool within reach of 
every website owner. They are key to everything 
as they show whether a website and any online 
activities are working or not. As well as telling 
you how many visits your site is getting, they tell 
you where your visitors have come from, what 
pages they are visiting and how long they are 
spending there. 

“This information is essential, but far too 
many website owners simply don’t access it 
or use it. Once they do understand it they can 
use it to improve and build their web presence, 
attract the quality and quantity of customers they 
need and drive sales. I’d suggest that it’s in all 
resellers’ interests to understand and use web 
analytics as well as they possibly can.”

Resellers interested in attending should 
contact their VOW Account Manager or email
info@headroomuk.com.

Balreed Peak 
Performance
September 9, The National Cycling 
Centre Velodrome, Manchester

September 14, Lloyd’s Building, 
London
Balreed has announced the details of 
two more Peak Performance end user 
events where businesses can learn how to 
improve the efficiency of their document 
infrastructure and control the costs of 
document processes.  

Through a combination of live demonstrations 
and advice, visitors can discover more about 
the seven aspects of print and document 
management that they will need to address to 
achieve peak performance.

These include: Identifying your current 
position; Setting your destination; Financing 
the journey; Remote tracking and pro-active 
managed services; On-site support and 
maintenance; Professional production and 3D 
printing; and Reviewing your progress with 
continuous improvement.“
www.balreed.com.

Diary Dates
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When your customers invest in a Brother printer, they expect the 
best results possible. Yet using some non original inks and toners 
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Security has become the number 
one driver for MPS in enterprises 
with more than 1,000 employees, 
according to the new Quocirca report 
Managed Print Services Landscape, 
2015 – A vendor analysis of the 
global enterprise MPS market. In this 
extract, Louella Fernandes and Clive 
Longbottom examine enterprise MPS 
adoption levels in the UK, US, France 
and Germany and identify the main 
priorities of senior IT managers with 
responsibility for MPS. The full report, 
including Quocirca recommendations 
and vendor analysis, can be read at 
www.quocirca.com.
 
Market overview 
The managed print services market 
continues to gain momentum as 
enterprises seek to tackle escalating print 
costs and drive greater business efficiency. 
The market is relatively buoyant with 51% 
of organisations that are either already 
using or planning to use MPS indicating 
they plan to increase expenditure on MPS 
over the next year. 

Quocirca estimates that almost 50% of 
large enterprises (over 1,000 employees) 
now use some form of MPS, with stronger 
prevalence in very large enterprises. A 
further 20% plan to use MPS within the 
next year, reflecting the growing maturity 
of the market. 

Whilst broader workflow solutions are 
proving to be a significant differentiator, 
service delivery remains a key MPS market 
driver. Quocirca believes that continued 
investment to drive enhanced service 
performance through predictive analytics 
and focus on consistent delivery through 
integrated back-end platforms is, ultimately, 
what sets the leading providers apart. 

On average, enterprise organisations 
have been using MPS for 3 years, with 
MPS contracts covering an average of 23 
locations and 6 countries. The majority 
(64%) are in the second phase of their 
engagements; having optimised their fleet, 
they are now implementing document 
workflow tools. 

Overall, 70% operate a multi-vendor 
fleet managed by a single MPS provider 
(mixed fleet), highlighting the need for 
strong multi-vendor support capabilities 
at the outset of any MPS contract. 
However, almost 80% indicate that they 
intend to consolidate on a single brand. 
Operating a standardised fleet offers a 
range of efficiency benefits for both IT 
management and end-users. Clearly, those 
MPS providers that are able to offer the 
broadest hardware portfolio are best 
positioned to address the diverse printing 
and imaging needs of large enterprises. 

Currently, the majority of respondents 
use a hybrid MPS approach, retaining some 
print management tasks in-house. However, 
a fully outsourced approach pays the most 
dividends. Overall, 90% of those using a 
fully outsourced service are satisfied or 
very satisfied with the management and 
performance of their print infrastructure, 
compared to 68% of those taking a hybrid 
approach. In fact, while respondents 
reported an average saving of 26% on the 
cost of printing over the past year through 
using MPS, those using a fully outsourced 
approach achieved the highest savings. 
Almost 40% of this segment reported 
savings of over 30%, compared to 24% of 
those using a hybrid approach. 

With a fully outsourced approach, 
organisations can achieve significant cost 
efficiencies, and the scale and experience 
of the MPS provider can go beyond what is 
available from internal resources. It can also 

Security now 
primary driver for 
enterprise MPS

enable an organisation to drive innovation 
and change by freeing up internal IT staff 
to spend time on development projects 
that are more closely aligned to achieving 
business objectives. Whilst a hybrid 
approach can help an organisation retain 
some level of in-house control, it requires 
robust governance to ensure efficiency and 
consistent service level quality. 

Security and cost are top drivers
For the first time, security has risen to the 
top of the agenda, with 75% indicating 
that this was an important or very 
important driver (average score of 4.01 out 
of 5). Document security was rated highest 
by professional service and financial sector 
respondents, with government, despite 
their heavy reliance on printing, giving it 
the lowest priority. 

Unsurprisingly, cost remains a top 
driver, particularly amongst organisations 
with more than 3,000 employees and 
those in the professional services and 
financial sectors. Despite many of these 
organisations transitioning to digital 
processes, the cost of printing is still a 
key challenge, which they are looking to 
mitigate through MPS. 

Service quality follows closely behind; 
improving service levels through better 
governance, SLA quality and reporting and 
analytics is now a key differentiator for the 
top MPS providers. 

Larger enterprises are also more likely 
to be using MPS to cut paper usage and 
reduce environmental impact. MPS has a 
strong role to play here and, increasingly, 
leading MPS providers are looking at this 
from a holistic view at the outset of every 
MPS engagement. With the appropriate 
workflow solutions and services supported 
by the latest smart MFP technology, MPS 
can help organisations make strong inroads 
in automating workflows and reducing 
wasteful and inefficient paper processes. 

Tackling paper to digital workflow 
Overall, 72% of respondents indicated that 
they have some paper-free processes and 
are planning more. For those already using 
MPS, this rose to 74%, compared to 57% 
that have yet to start MPS.

So how well is MPS faring when it 
comes to helping organisations transition 
to digital workflows? 

A key consideration is the smart 
multi-function printer (MFP), which, when 
effectively utilised, is the foundation for 
bridging the paper and digital gap. With 
sophisticated document capture and 
routing capabilities, these devices can 
integrate directly with enterprise content 
management (ECM) and other systems, 

Continued...

Louella Fernandes, 
Quocirca

The cost of 
printing is 
still a key 
challenge, 
which 
enterprises 
are looking 
to mitigate 
through MPS.



PRINTITRESELLER.UK

COVER STORY

Ad Sharp tba/s

46% OF EMPLOYEES FEEL THAT 
THE ABILITY TO WORK REMOTELY 
IS NOW KEY TO THEIR JOB 

www.sharp.co.uk



01732 759725

MPS

20

Organisations 
are waking 
up to the 
potential 
security 
risks that 
moving to a 
shared MFP 
environment 
poses.

...continued

How important are the following drivers to your 
organisation in motivating a move to a managed 
print service?

such as enterprise resource planning (ERP), 
so that paper invoices or expense receipts, 
for instance, can be scanned and routed 
directly to an accounts application from the 
MFP interface panel. 

Quocirca’s survey revealed that, overall, 
37% of organisations have a well-defined 
strategy that maximises the benefits of 
smart MFPs, with 50% indicating that they 
understand the value of smart MFPs and are 
starting to exploit them. Notably, 46% of 
MPS users have a well-defined MFP strategy, 
compared to just 14% of those that are yet 
to begin their MPS engagement. 

Those using MPS are already reaping 
the benefits in their paper and digital 
workflow integration. Larger enterprises 
(3,000+ employees) are faring best, with 
87% indicating that their organisations 
are effective or very effective, compared to 
65% of smaller enterprises (1,000-3,000 
employees). Organisations using a fully 
outsourced model are likely to be most 
satisfied – 50% rated their ability as very 
effective, compared to 26% of those with a 
hybrid model. 

Business process optimisation expertise 
is a key success criterion for effectively 
automating paper dependent processes. 
Clearly, those organisations using a 
fully outsourced approach are reaping 
the benefits of accessing the skills and 
expertise of a third party MPS provider. 
There is a direct correlation between MPS 
usage and confidence in paper to digital 
workflow integration – 77% of MPS users 
indicate high confidence levels, compared 
to 56% of those planning MPS. 

There are some industry variations; 
whilst financial services are the most 
confident, government and professional 
services lag behind. By region, just 
48% of UK respondents believed their 
organisations were effectively integrating 
paper and digital workflow compared to 
84% of US respondents. 

MPS is certainly helping organisations 
tackle the paper trail, and as more 
organisations move to the business process 
optimisation stages of their engagements, 
Quocirca expects to see even greater 
confidence in this area. 

Closing the print security gap 
Overall, 65% of respondents indicated 
that their organisations plan to increase 
expenditure on IT security. This is 
encouraging for the MPS market, as there 
is still a significant opportunity to enhance 
the security of what is often the weakest 
link – the print environment. Whilst 
enterprises report document security as 
a top driver for moving to MPS, there is 
still a significant opportunity to close the 
print security gap. Information, whether 
it resides on paper or in electronic form, 

represents a vast array of customer insight, 
employee knowledge, business intelligence 
and innovation. Left unsecured, this 
information can pose a huge legal and 
reputational risk.

Organisations are waking up to the 
potential security risks that moving to a 
shared MFP environment poses. However, 
there are regional variations; whilst 40% 
of UK respondents indicated they were 
concerned with data loss through unclaimed 
output, this rose to 56% in the US. 

Overall, 70% reported at least one data 
loss in the past year, with losses being 
slightly more prevalent in organisations 
with over 3,000 employees. The US shows 
the highest level of data loss, with 82% 
reporting paper-related data losses, 
compared to 42% of UK respondents. 
However, the picture could be worse in the 
UK, as 16% don’t know the level of data 
loss in their organisations. By vertical, the 
highest incidence of data loss was reported 
in the government sector, with only 20% 
indicating no data loss, compared to 40% 
of financial service respondents. 

Security audits
This all points to the need for full 
document security audits and the 
implementation of secure print solutions. 
In total, 40% of organisations have 
completed a security assessment, with a 
further 46% indicating that an audit was 
underway. Organisations in the US and 
France are most likely to have completed a 
security assessment, reflecting the higher 
priority attributed to document security.

Overall, 74% of organisations have 
deployed are or planning to implement 
secure print solutions (i.e. pull printing). 
Those using MPS are most likely to have 
deployed pull printing – 42% compared to 
just 14% of those not currently using MPS. 
Despite a lower incidence of data loss, UK 
respondents have deployed pull printing 
at the same levels as other regions. There 
is a variation by industry, with financial 

services leading in their deployment and 
the government sector lagging behind.

Encouragingly, 77% of organisations 
feel that MPS has delivered on its goal 
to enhance document security. Quocirca 
believes that security assessments and 
solutions are now a core requirement 
for any MPS engagement. Buyers should 
closely evaluate not only the detail of any 
security assessment, but also the hardware 
and software technology to ensure that 
document security is robust across the 
entire printer fleet. 

Innovation through analytics 
Driven by the need to gain greater 
insight from the wealth of structured and 
unstructured data collected across an 
enterprise, the market for big data analytics 
continues to grow. Quocirca’s survey 
revealed that overall, 45% of organisations 
using MPS plan to increase expenditure in 
this area. 

As MPS moves up the value chain 
and becomes more focused on delivering 
strategic business impact, analytics 
promises to be the next key differentiator 
amongst leading MPS providers. Through 
running large-scale engagements, they 
are recognising that there is a wealth of 
insight that can be uncovered about their 
customers’ businesses. Most providers offer 
standardised reporting or ad hoc reports, 
but these often only describe the current 
or historical situation. The most advanced 
providers, such as Xerox and Lexmark, 
have developed expertise in the area of 
predictive analytics.

Gaining insight into the future through 
predictive analytics, predictive modelling 
and forecasting and optimisation enables 
organisations to understand what could 
happen in the future and anticipate likely 
scenarios so they can plan more effectively. 
In the most effective engagements, providers 
apply their domain and industry expertise to 
enhance operational delivery through pre-
defined service level agreements (SLAs) and 
key performance indicators (KPIs). 

Through predictive analytics, proactive 
service is enabled and device uptime and 
availability improved. Through deeper 
analysis of workflows, recommendations 
can also be made with respect to workflow 
optimisation. Quocirca believes that 
leveraging analytics supported by strong 
industry expertise will be key to driving 
new levels of insight and innovation 
across MPS engagements in the long term. 
Additionally, as printers and smart MFPs 
become a connected part of the internet of 
things (IoT) landscape, using data collected 
by these devices offers vendors further 
opportunities to improve efficiency, develop 
new products and services and innovate. 
www.quocirca.com

 
 

© Quocirca 2015  - 6 - 
 

 

 
Figure 1. How important are the following drivers to your organisation in motivating a move to a managed print service? ? 
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COMPANY PROFILE

IT Managed Services (ITMS) Ireland 
has been delivering IT solutions to 
customers in Northern Ireland and 
the Republic for three decades. 
Having captured and retained a 
significant chunk of its home market, 
the firm is now looking to extend 
its reach into new areas through a 
combination of organic growth and 
business acquisition. 

Managing director Bill Kennedy said: 
“The plan is to expand and extend our 
presence into Scotland and England. We are 
as strong as we can be in Ireland and see 
acquisition as central to our plans for future 
growth.”

Kennedy established ITMS Ireland 
30 years ago after purchasing the Irish 
arm of a larger UK-wide organisation. “I 
predominantly ran the Ireland and Scotland 

operations and when the opportunity to set 
up on my own came along, it was too good 
to pass by,” he explained. Kennedy retained 
all the people and 95% of the existing 
customer base. “It was very much business 
as usual,” he said. 

Unique character
The Irish market has a distinct culture and 
the old adage ‘you’re only as good as your 
last job’ rings truer here than anywhere. 
“People buy from people,” said Kennedy. 
“And in Ireland, people buy from people 
they know, like and respect. If we do a great 
job, then we know that our customers will 
tell everyone; if we do a bad job, then that 
also holds true. 

“We have enjoyed sustained success 
year-on-year, because we work really hard 
on delivering excellence and I’m very proud 
that we’ve built a superb reputation and 
have a fantastic track record of outstanding 
customer service.”

The range of services offered by ITMS 
is all-encompassing, fully scalable and 
flexible. “We sell everything from servers 
to solutions, but our core strength is in 
managing customers’ IT infrastructures, 
from initial design to implementation, 
right through to a full-blown outsourced 
managed service that can include the print 
fleet, mailroom and cloud,” he said.

Strategic relationships
Over the years the company has forged 
strategic relationships with a number of 
partners. “We have close relationships with 
many local and UK hardware and software 
companies, including HP and Dell,” 
explained Kennedy.

ITMS Ireland is the authorised service 
centre in Ireland for Industrial printing 
specialist Printronix Inc., which recently 
launched a new line of industrial-grade 
thermal label printers for customers 
in manufacturing, retail distribution, 
transportation and logistics.

“We have particular strengths in 
these vertical markets,” said Kennedy. 
“We’ve enjoyed sustained growth in what 
is essentially a niche market and have 
sold and support significant numbers of 
Printronix big line printers in distribution 
centres across Ireland. 

“Almost every one of the 390 Credit 

Belfast-based IT Managed Services (ITMS) 
Ireland is looking to expand its operations on 
the UK mainland

ITMS Ireland sets its 
sights on the mainland

Unions in the north and south of Ireland 
has one of our printers in-situ,” he said. 

The company also provides OKI print 
solutions throughout Ireland and is the local 
representative for all maintenance work.

24/7 support
“Many of our customers run businesses 
that operate round the clock and both the 
IT infrastructure and the printing operation 
are mission-critical. Clients utilising label 
printers in logistics, manufacturing and 
warehouse operations need to produce 
labels for packing lists, pallets etc. outside 
of normal office hours and, for them, 
downtime can significantly impact their 
business,” said Kennedy. 

“Keeping our customers up and running 
is really important, which is why we provide 
technical support 24/7. We also provide 
same-day service and guarantee fix/replace 
support within eight working hours.” 

In addition to a head office in Belfast, 
staffed by a small but dedicated team, and 
two logistics centres in Dublin and Cork, 
ITMS has 10 accredited technical engineers 
strategically located throughout Northern 
Ireland and Eire working around the clock 
to deliver mobile engineering, break/fix 
services and network support to customers. 
www.itmsireland.com

The range 
of services 
offered by 
ITMS is all-
encompassing, 
fully scalable 
and flexible.
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u  Strategically located engineers throughout 
NI & Ireland

u  Belfast, Dublin and Cork main logistics 
and stock locations

u  Manned extended hours support up to 24 
x 7 x 365

u  Guaranteed fix / replace support within 8 
working hours

u  Rapid response ad-hoc support available

u Experienced service partner culture

u  Our highly dedicated team of credited 
engineers

u  Our objective, as part of your service 
delivery team is to manage cost reduction 
through effective activity analysis

u  Our portfolio of services and solutions 
spans every aspect of your organisation’s 
IT from the desktop to the datacentre 

sales@itmsireland.com • ITMS, 163 Upper Newtownards Road, Belfast BT4 3HZ

For more information call us  
on 028 9065 0002 or visit  
www.itmsireland.com

HARDWARE SUPPORT 
THROUGHOUT IRELAND & UK

IT Managed Services has been delivering IT 
solutions throughout Ireland and the United 
Kingdom for over thirty years, providing mobile 
engineering, break/fix services and network 
support, focusing primarily on the SME sector 

and corporate companies. 

Combined with real time updates, locally available logistics 
and a technically adept engineering force, we ensure 
business impact from equipment outages is kept to an 
absolute minimum. Effective call validation is combined with 
full technical back-up support for our customers. 

ITMS’s approach to partnered services has led to many 
close associations and has positioned ITMS as a leading 
service provider throughout the North and South of Ireland. 

Managing Director, Bill Kennedy, has over 30 years’ 
experience in the Computer Industry and leads a team of 
long serving and experienced staff who have worked with 
him during this time. 

We recognise that all businesses have 
different goals, requirements and 
expectations from their IT systems and we 
consider our role is to ensure IT supports  
the business as if it was our own business.  
We have a large number of longstanding 
valued customers, and for this we thank them 
for their continued business.

“

”

ITMS are appointed Printronix 
authorised service centre for Ireland
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Xerox is looking to small and 
medium-sized businesses (SMEs) for 
further growth in managed print 
services (MPS) and has launched 
a number of new products to help 
channel partners meet the needs of 
this sector.

Using the definition of 5 to 1,000 
employees, it has calculated that there 
are 8 million SMEs in Europe and the US 
with a combined spend on document 
technology products and services of $40 
billion. This includes printers, supplies, 
software solutions and managed print 
services. 

To reach this market, Xerox relies on 
a network of local dealers and resellers, 
retailers and online merchants. It estimates 
that 75% of the worldwide office market 
is served by the indirect channel. In Europe 
alone, it has 22,000 channel partners in 18 
countries, generating $3 billion of annual 
revenue for the company. 

This year, Xerox expects the channel to 
account for 50% of its technology business 
revenue. By early 2017, it forecasts that 
the proportion will have increased to two 
thirds of revenue as more channel partners 
deliver workflow services and solutions.

Next generation
Xerox is the world leader in MPS with a 
market share of 27.8%, according to IDC, 
well ahead of its nearest competitors, such 
as Ricoh (14%), HP (12.4%) and Lexmark 
(9.2%).

In order to maintain its dominant share, 
Xerox aims to develop new markets and 
in particular to grow its share of the SME 
market, which remains largely untapped 
and has four times the growth potential of 
the large enterprise sector (72% of SMEs 
in the US still don't have MPS).

Between 2014 and 2018, Xerox 
expects the SME market for MPS to grow 
from $14.3 billion to $20.1 billion, as 
smaller organisations embrace the benefits 
of MPS, including lower costs, easier printer 
management, greater productivity, more 
efficient processes and a smaller carbon 
footprint. Over the same period, the Large 
Enterprise MPS market is predicted to grow 
much more slowly, from $13.1 billion  to 
$14.2 billion. 

The challenge Xerox faces is how 

to adapt its three-stage MPS model for 
the channel and their SME customers. 
This includes Assess & Optimise (printer 
auditing and fleet right-sizing); Secure 
& Integrate (the introduction of security 
and mobility solutions); and Automate 
& Simplify (workflow digitisation and 
business process optimisation). 

To this end, it has just introduced 
four new tools that will enable channel 
partners to deliver more sophisticated 
MPS programmes. Two (i and ii) will help 
resellers meet the needs of the two thirds 
of SMEs that don’t yet have MPS, and 
two (iii and iv) address the requirements 
of SMEs that want to take an existing 
MPS to a higher level through workflow 
optimisation.

i) NewField IT Assessment Tool. 
Partners enrolled in the Xerox Print Partner 
Services Programme are being offered a 
Pro version of the NewField IT Assessment 
Tool at a significant discount from the 
open market price. This tool helps a partner 
create a baseline of an SME’s existing 
printer estate and document spend and 
create a roadmap showing how savings of 
up to 30% can be achieved.

Elizabeth Fox, Xerox vice president, 
Managed Print Services for SMB, said: 
“The credibility of a document assessment 
can double or triple the win rate and it 
captures new pages – pages that might 
not actually have ever been a part of what 
the customer originally asked for help on. 
For a partner, manually collecting data, 

Xerox is targeting SMEs with an enhanced channel MPS programme

Xerox targets SMEs
merging it into a spreadsheet and making 
that meaningful for clients is challenging 
if they are not a specialist. The NewField IT 
assessment tools turn an Excel spreadsheet 
of data into a high-end presentation that 
a management consultant would be proud 
to deliver.”

ii) Xerox Enhanced Managed Supplies 
Service. Even well managed fleets may 
include devices that are not on a cost per 
page or click contract. For customers that 
are uncomfortable with a click contract or 
don’t have access to a click plan, Xerox is 
introducing the Xerox Enhanced Managed 
Supplies Service, which Fox describes as 
“like MPS but with a transactional model”. 
The just-in-time toner replenishment 
service enables partners to see when a 
printer needs new consumables and place 
an order with a distributor for delivery 
directly to the customer’s premises. The 
service doesn't just cover Xerox devices, 
but supports all major printer brands.

Mike Feldman, President of Large 
Enterprise Operations for Xerox Services, 
said: “One of the things we’ve seen from 
our competitors is that they focus solely 
on their products and one of the nice 
things about our MPS is we recognise it’s a 
multi-vendor world and our tools will help 
our partners work in that world and allow 
them to manage Xerox and non-Xerox 
devices.”

iii) MPS Application Programming 
Interface (API). This new Xerox API has a 
dual function; it improves the integration of 
Xerox MPS tools into the partner’s systems, 
and it lets partners integrate their systems 
with a client's infrastructure. For example, 
meter readings could be integrated into 
a standard billing application or into one 
that's developed in-house.  

iv) Xerox Digital Alternatives (DA). DA 
helps SMEs take MPS to the next level by 
converting everyday processes into digital 
actions. Xerox analysis shows that there 
are five main reasons why people print – 
to read, share, store, sign and annotate. 
Digital Alternatives provides digital 
processes for these actions reducing the 
need to print and improving collaboration.
www.xerox.co.uk

There are  
8 million 
SMEs in 
Europe and 
the US with 
a combined 
spend on 
document 
technology 
products of 
$40 billion
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The successful printer of the future 
will deliver a full-service offering 
that extends well beyond printing 
and finishing. The exact mix of digital 
communications, value added print, 
data manipulation and logistics will 
depend on the printer's customer 
base, its market positioning and its  
partnerships. But it’s already clear 
what’s required for print to be a 
successful communications medium 
in the next decade: print has to be 
relevant.

This wasn’t necessarily the case when 
print was the prime channel for advertising, 
information and customer communications. 
However, much of this mundane printing 
has transferred to digital and will never 
come back, forcing print to evolve into 
something smarter, more versatile and, 
above all, more relevant to those who 
receive it.

If a printer is not part of this 
development, the only option is to sell print 
services as cheaply as possible, and this is 
no way to build for the future, nor to create 
enduring partnerships with customers. 

IT drives relevance
Tomorrow’s print service providers must 
be as comfortable with IT as they are with 
offset litho. This encompasses everything 
from operating a website to creating 
automated workflows that minimise touch 
points where errors can occur; and from 
using management systems (MIS) to view  
performance information to handling 
the data needed to create personalised 
communications for more engaging 
relationships. If that means using social 
media alongside print, the print house has 
to deliver.

The problem here is that printers 
continue to prefer to invest in new printing 
presses than in IT, with few giving thought 
to how jobs are to be processed before 
reaching the press or once printed. In the 
first drupa Global Insights Report published 
in October 2014, only 23% of the drupa 
expert panel said they had increased their 
IT spend in the previous five years. Almost 
all decision-makers highlighted a lack of IT 
specialists. 

Yet IT knowledge is key for automation 
at the process level. Those supplying 
software to the industry take it as read that 
JDF compliance is essential. Producing an 
eight-page section on standard paper is 

In the run up to drupa 2016, show organiser Messe Duesseldorf has 
produced a series of articles on the future of print. In the first of these, 
it highlights key trends affecting commercial printers, corporate print 
centres and their customers.

Print in the 
digital era

simple, but tomorrow’s customers will want 
more than this; they will want their printed 
products to stand out from the thousands 
of marketing messages their targets receive 
each day.

Highlighting this trend, drupa President 
and CEO of KBA Claus Bolza-Schünemann 
says: “Some years from now there will be 
fewer printing companies but they will be 
larger and more industrial with a broad 
service range. In the commercial sector, 
printers will turn into marketing service 
providers for print and online services. 
The connection between print, online and 
mobile activities will grow stronger.”

This transition is in its infancy. Last year, 
a well known commentator on advertising 
and the internet pointed out that although 
consumers spend vast amounts of time 
with their smartphones, mobile attracts 
only a small proportion of the overall 
marketing spend, with the fast shrinking 
newspaper sector continuing to receive a 
disproportionate amount of advertising. 
The share of one is bound to shrink as the 
other grows – unless newspapers become 
more relevant to readers. This means 
hyper-local sections, printed digitally with 
targeted advertising.

Print in a digital world
The same trends are evident in magazines, 
where mass circulation titles that used to 
be printed gravure are losing circulation 
while special interest magazines prosper. 
There will be fluctuations across national 
boundaries and as fashions change, but 
magazines that cater to a community of 
readers with common interests will not 
be displaced by digital delivery of content 
because reading a magazine is about much 
more than the presentation of information. 

A decade ago it was predicted that 
with the growth of the internet, video-

The problem 
is that 
printers 
continue 
to prefer 
to invest in 
new printing 
presses than 
in IT.

sales@printfleet.com
Learn more: info.printfleet.com/complete-guide-to-mps-free-ebook

Simple. 

TMISION
Powerful.

Contact Us Now!

Award-winning MPS software 
managed and hosted in a 
secure environment

No up-front investment and no 
long-term commitment

Access to PrintFleet training  
and support resources

Scodix helps your printed products 
stand out

High-speed, variable PDF printing on an 
inkjet press
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For more information call 01483 726206, email sales@printauditeurope.com or visit www.printauditeurope.com

Audit2Map is the latest tool from Print Audit Europe for 
organisations to optimise and visualise print assessments. 
Use Audit2Map to develop sales opportunities, boost 
productivity, and enhance your professionalism.

Business is ON

IN A CHANGING WORLD, 

OUR FINANCE SOLUTIONS WORK AROUND 
YOUR CUSTOMER’S PRINT USAGE, NOT THE 
OTHER WAY ROUND

Total Volume Plan is an all inclusive print finance solution from BNP 
Paribas Leasing Solutions. It’s designed to reflect your customer’s 
actual print usage and offers a simple, transparent pricing. It’s easy to 
sell and reduces your workload. For example, we take all responsibility 
for the collection of service fees and passing them to you in a timely 
manner. To find out how it can help your business goals please contact 
Chris Cowell, Office Equipment Sales Director. 

T: 07966 114245   E: chris.cowell@uk.bnnpparibas.com
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on-demand and the ability to interact 
with websites, fashion magazines 
would disappear, unable to compete 
with websites that can show clothes 
being worn, have links to prices and 
instant ordering. But fashion magazines 
are stronger than ever. This is because 
possession of Vogue makes a statement 
about the person carrying it – a 
phenomenon that has encouraged online 
fashion websites like ASOS and Pret-
a-porter to launch their own printed 
magazines.

The doomsayers who predicted the 
same fate for catalogues have also been 
proved wrong. People like to browse 
catalogues or holiday brochures; they spark 
the imagination in ways that digital fails to 
do. Retailers that dropped print catalogues 
in the past, or that only exist online, are 
returning to print to remind customers to 
visit their websites to complete a purchase. 
If online shopping is going to grow, it will 
need the help of print to do so.

But not the same sort of print as before. 
For example, why send someone who 
always travels to Mexico details of holidays 
in Canada? Instead, the holiday company 
should create a brochure highlighting the 
best hotels and resorts in Mexico. It will 
be a smaller publication, with a shorter 
production run, but production standards 
can be higher in terms of print, paper and 
personalisation.

A printer must be able to deliver this to 
its customers. This will require investment 
in technology that can cope with shorter 
print runs and can print on uncoated 
papers – popular because of their tactile 
qualities. It means being able to enhance 
a printed product using varnish, foils, 
raised print effects, die-cutting and other 
processes that make it more exciting 
and engaging. It could even involve the 
inclusion of printed electronic circuitry that 
turns a printed page into a loudspeaker or 
causes a printed label to light up when a 
sensor detects movement. 

Printed pages can also be embedded 
with codes that, when scanned with a 

smartphone, unlock digital information, 
such as an e-voucher to be redeemed 
in a store or restaurant, while providing 
the company making the offer with 
information about who scanned the code, 
where and when. The printed poster or 
advertisement acquires a measurable value 
because it has demonstrated its relevance 
to the consumer.

Marketing innovation
The high quality print and finishing effects 
that sell premium bottles of spirits are 

finding their way onto other types of 
packaging, especially artisan-produced 
goods. Overall volumes for such products 
might be small, but their look and feel 
is important and printers can have much 
more influence on packaging than is the 
case when working for global brands with 
large product marketing teams. 

In the future, even global companies 
must become more flexible in order to 
satisfy society’s craving for innovation and 
novelty. In this context, printed packaging 
can become a major marketing tool; just 
consider the impact Share a Coke has had. 

A printer must be able to help cut the 
time to market for new products, either 
through automated workflows or perhaps 
by taking on prototype creation using 
3D printing technology. Using new inkjet 
technologies, printers can print directly 
onto a bottle or package. In what is known 
as direct-to-shape printing, the printing 
system becomes part of the bottling or 
packing line, so rather than printing and 
delivering labels, the print company’s role 
is to manage the technology and establish 
a new workflow.

Such developments necessitate a 
whole new approach to marketing what 
a printer is and what it can do. For many 
print service providers, this is unknown 
territory. Exceptions include online printers 
that have grown rapidly in recent years, 
sweeping away swathes of small print 
businesses. They rarely lead on price, 
but sell convenience and ease of access 
instead, raising brand awareness through 
constant marketing and sponsorship 
initiatives.

Increasing value
Printers should develop marketing skills 
to promote their unique benefits, such as 

People like 
to browse 
catalogues 
or holiday 
brochures; 
they spark the 
imagination 
in ways that 
digital fails 
to do.
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personal service, same-day printing, a wide 
choice of substrates, design, fulfilment etc., 
and expand their horizons  beyond simple 
production.

Printing will remain at the heart of 
any offering, but printers must become 
more like project managers, shepherding 
different aspects of the communication 
chain to achieve the result the customer 
wants and delivering a measurable return 
on investment. The focus on reducing 
overheads in the end-to-end supply chain 
has already transformed how books are 
printed and distributed; digital printing is 
starting to eat into packaging for the same 
reason. It is not the cost of producing an 
individual carton or label that is important, 
but the overall cost including the cost of 
wasted materials and time in the supply 
chain.

Printing companies that can do this 
and become engaged with their customers 
and work together to find solutions that 
embrace print at some level can look 
forward to the future with confidence. 
www.drupa.de

...continued

Following the success of last year’s 
promotion, the Pilot Pen Company 
is once again inviting consumers 
to put pen to paper in its summer 
postcard competition. Part of the 
company's #HappyWriting initiative, 
#PilotPostcard2015 combines online 
and offline activity with a top prize of 
a three-night Forest Holiday for four 
people worth £800. It runs from July 
20 to September 1 and all entries must 
feature hand-written content.

Stuart Barker, marketing manager 
for Pilot, said: “We first launched this 

competition last summer, adding a 
new dynamic to our usual click-and-
enter mechanics. Shared via our social 
channels, the competition required 
people to write and send a postcard 
to Pilot sharing their favourite summer 
memories. The response was absolutely 
fantastic. We didn’t just get postcards, 
we got some really creative entries; 
cards covered with children’s drawings 
and poetry about their best summer 
moments. We decided then and there 
that we’d repeat the initiative in 2015.” 
http://pilotpencompetitions.uk/

Information is easier to understand and retain if read on the printed 
page rather than in digital form, new research shows.

In a survey commissioned by Two Sides, a global initiative to promote the 
sustainability and attractiveness of print and paper, 84% of 500 UK consumers 
questioned said they understood, retained or used information read on paper much 
better than information received on a digital device; 83% stated a clear preference 
for printed media when reading about more complex topics.

Four out of five people (79%) said that when given the choice they preferred to 
read on paper. The same number said they found printed media more relaxing.

In contrast, 60% of mobile/smartphone users, including 71% of 18-24 year olds, 
said they were concerned about the effect of digital devices on their health.

Two Sides director Martyn Eustace said: “The results of the UK survey have 
lessons for all those who choose the way in which information is distributed, 
particularly for advertisers, marketers and educators. While on-screen reading 
occupies an increasing amount of consumer time, people’s preferences are still for a 
physical reading experience, which they believe to be a ‘safe’ medium that is more 
informative, less distracting and less harmful to their health.”

Two Sides, which was set up to promote the sustainability and attractiveness of 
print and paper, has produced a series of 11 fact sheets designed to dispel what it 
sees as the myths and misconceptions surrounding the sustainability of paper versus 
digital communications. They include:
n Electronic communication
n “Go Green-Go Paperless” messages are misleading
n Harvesting trees through sustainable forestry
n Paper is one of the few truly sustainable products
n Paper is one of the most recycled products
n Paper production supports sustainable forest management
n Paper’s carbon footprint is not as high as you think
n Print and paper play a key role in learning and literacy
n The paper industry uses a lot of renewable energy
n Why challenge anti-paper environmental marketing claims?
n Wood-based paper and non-wood based paper.
www.twosides.info

Four out of five prefer paper

Picon chairman
Robert Flather, Managing Director 
of Kolbus UK, has been elected as 
Chairman of Picon. He succeeds Bob 
Usher, Managing Director of Apex Digital 
Graphics, who has completed his two-
year term leading the Council of the UK 
association of print industry manufacturers 
and suppliers.   www.picon.com

Diary Date

The power of print
November 3, 2015 • Stationers’ Hall, London
Two Sides and Print Power have teamed up with the BPIF and 
The Stationers’ Livery Company to deliver a seminar on the 
Power of Print. The event will take place on November 3 in the 
historic surroundings of Stationers’ Hall, London. Industry and 
marketing experts will provide an overview of the print industry 
and share first-hand experiences illustrating how print is still a 
unique, powerful and effective channel of communication. 
www.printpower.eu

Share a 
Coke brings 
personalisation 
to labelling
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The world’s most preferred printers: Worldwide printer market share, and HP printer brand awareness, consideration and preference study in nine markets in 2014.
1Cost-per-page (CPP) claim compares the majority of multi-pass colour laser AiOs <£330 as of February 2015 based on market share as reported by Q4 2014 IDC. CPP for 
laser supplies are based on published specifications of the manufacturers’ highest-capacity cartridges. CPP based on HP 934XL/935XL ink cartridges’ estimated street price, 
published yield and continuous printing. Actual prices may vary. Actual yields may vary based on images printed and other factors. See hp.com/go/learnaboutsupplies. 
2NFC technology is a set of standards for smartphones and similar devices to establish radio communication with each other by touching them together or bringing them into 
close proximity. 

© 2015 Hewlett-Packard Development Company, L.P. The information contained herein is subject to change without notice.

“By far the best printer out there” 
– HP.com customer

“Very fast, super smart, 
great quality printer” 

– HP.com customer

“Very satisfied after day one”
– HP.com customer 

“I love this printer!” 
– HP.com customer

“Great all-in-one” 
– HP.com customer

“Performance is great. 
Easy to install”

– HP.com customer

“Great small business printer”
– HP.com customer

“Great printer... 
Great features... 
Great product”

– HP.com customer

“Outstanding device”
– HP.com customer
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PITR: How are you faring? Have 
trading conditions improved for your 
business and what are your thoughts/
plans for the future?

Mark Smyth, Operations Director, Vision: 
“We have certainly seen an improvement 
in the number of businesses going to 
market for new technology – businesses 
that want to explore new ways to be 
efficient, rather than just focus on saving 
money, as was previously the case. There is 
now more of a combined approach to drive 
efficiency, add value and reduce cost! 

“We have continued to invest in 
many areas to support continued growth, 
including services and support, IT hardware 
and applications in the cloud. The plan is 
to continue to focus on business efficiency 
and key investments to support and sustain 
continued growth. This includes strategic 
acquisitions of companies with the right 
business fit for Vision.”    

Wayne Drysdale, Managing Director, 
ePrint Digital: “We have achieved the 
same turnover in the first six months of this 
year as we did in the whole of last year! 
ePrint Digital is growing by over 100% 
each year, through a combination of the 
service levels we provide and 100% client 
retention. 

“Customers are looking for quicker, 
local, reliable service, with fast response 
on-site and first-time fix rates. They are not 
really asking for the lowest quotes, as long 
as you deliver on service. For the future, we 
are concentrating on service and further 

The UK is now firmly on the road to economic recovery, with PWC predicting  
continued growth in 2015 and 2016. But are the effects being felt by printer resellers? 
PITR asks the experts

The only way is up

training for our experienced technicians.
“Imagine a business where the person 

who sells you the products also installs 
them and provides customer training, 
with the same contact looking after 
infrastructure for the years to come – in 
other words, a genuine one-stop-shop. 
There’s no need to imagine this; it’s already 
here. It’s what we do at ePrint digital and 
it’s proving very successful at growing the 
business.”

Matt Goodall, Service Director, Office 
Evolution: “Office Evolution commenced 
trading right at the beginning of the 
recession. Despite this, we have achieved 
profit every year. In the last two years we 
have seen a marked increase in sales and 
confidence in the market. We have doubled 
our staff in the last three years and are 
now seeking new premises to support 
continued growth.

“However, there are areas of business 
that haven’t yet caught up. Many 
construction firms failed in the recession 
when the property market crashed, and 
from conversations with local business 
owners it is clear there is frustration at 
the lack of commercial property for sale, 
which could restrict growth in the coming 
years. We have had to take the bold step 
of purchasing land and building our own 
premises to enable the company to move 
forward – a move that should be complete 
within 18-24 months.

“We have also seen a marked reduction 
in credit control issues caused by clients’ 
cash flow problems. Many now utilise 
direct debit and this enables us to improve 
our cash flow, which, in turn, improves 
everyone’s business.”

Sam Elphick, Sales Manager, Lex 
Business Equipment: “Whilst we saw 
a steady level of sales in 2013-2014, it 
was quite apparent that the economic 
downturn during this time had an effect on 

continued...
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the purchasing behaviour of organisations. 
Firms were cautious about purchasing 
new IT hardware and upgrading printing 
equipment for their businesses.

“Our financial year end sales figures 
for 2014-2015 prove that businesses have 
now rebuilt confidence and are investing in 
new equipment, where previously they held 
back as their finances wouldn’t stretch to 
it. Over 85% of businesses take advantage 
of the flexibility of leasing arrangements to 
spread the cost of equipment over a period 
of up to five years.

“I am confident that this will only 
improve further and that as we venture 
into 2016 sales will steadily continue, if not 
increase slightly.”

Bruce Davie, Group Commercial Director, 
ZenOffice: “We started our MPS business 
during the last recession and have been 
flying since day one. We sell to market 
with a strong emphasis on cost reduction, 
a message that we have found resonates 
very strongly with prospective customers, 
whether in a recessionary climate or during 
the economic upturn. 

“We have seen significant growth every 
year and it shows no sign of slowing up, so 
we are very positive about the future!”

Andrew Jones, Sales Director, 1st Office: 
“Sales revenue and gross profit have both 
seen a marked improvement and increase 
over the first five months of this year, 
compared to the same period in 2014. 
Hardware unit sales are up significantly. 
However, there continues to be downward 
pressure on service charge print rates, and 
the challenge to our service department is 
to remain focused on IT support services 
throughout 2015/2016. 

“Working closely with IT providers 
from various fields of expertise has proved 
to be very successful. Developing further 
partnership arrangements with new 
companies will form part of our growth 
strategy over the coming months, including 
the acquisition of IT firms who can display 
a synergy with 1st Office and who can add 
value to our MPS and MDS offering.”

Jonathan Whitworth, Managing Director, 
DSales UK: “Next year will mark ten years 
in business for DSales (UK) and in every 
year we have experienced a growth in 
sales, even through the worst years of the 
recession. Our last fiscal year closed with 
record revenues topping £13.2 million.

“We anticipate continued growth based 
on a number of factors: the outstanding 
Develop product range offering customers 

cutting edge technology; our leadership in 
cost-effective document imaging solutions 
for SME sector customers; the expansion 
of our channel partner base; and the 
exemplary service levels provided by our 
chosen dealerships to customers.”

Derek Russell, CEO, RDT Office 
Solutions Group: “From our perspective, 
it appears there is a lot more confidence 
in the economic climate. We’ve seen 
a growing number of businesses who 
are happy to commit to investment in 
technology and solutions, which will 
positively impact productivity and efficiency 
in their organisations. 

“What’s most notable is the fact that, 
in the main, companies are not making 
decisions based on today’s requirements 
but, instead, they are looking at the long-
term. More and more are happy to look to 
the future and embrace services that will 
provide immediate and on-going tangible 
business benefits.

“For RDT, the market is buoyant and 
there are lots of opportunities, so much so 
that we expect to end this financial year 
recording a 20% growth in turnover.

“The biggest opportunity lies within 
the SME sector, and that’s a market we 
are aggressively targeting for growth. It’s 
interesting that up until now our industry’s 
focus has largely been on delivering MPS 
and MDS to corporates and enterprises. 
But SMEs are also seeing the benefits 
that come from a managed service that 
delivers visibility and control over costs. 
There is a major opportunity within small 
and medium enterprises – we see it as a 
strong growth area and we are extremely 
optimistic that we will enjoy significant 
success here.”

...continued
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Canon MAXIFY Printers
Which? Award Winners

Introducing the Which? Award winners from Canon – an impressive 

range of MAXIFY colour inkjet multifunction printers that offer efficient 

performance, exceptional prints and rapid speeds all at low costs!

MB2050

MB2350

MB5050 MB5350iB4050

MAXIFY printers purchased between 1st April 
2015 and 31st August 2015 come with greater 
peace of mind - thanks to Canon’s 3 Year 
Warranty Promotion.

3YEAR
WARRANTY

Canon MAXIFY  |    For more information: 020 7531 2828    |    www.betadistribution.com

Your IT Distribution Partner
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PITR: As reported in last month’s 
issue, the improved economy 
has changed the lending climate. 
According to the Finance & Leasing 
Association (FLA), IT equipment 
finance was up 53% year-on-year 
in the first quarter of this year, 
with March showing £3.1 billion of 
new business, the highest monthly 
total since September 2008. Are 
you finding finance easier to secure 
and has this helped support growth 
within your business and made it 
easier to win new business?

Mark Smyth: “Finance for technology and 
services continues to be a challenge, with 
banks and finance companies remaining 
fairly risk-averse. However, as business 
performance and trading improve, we are 
starting to see an increase in acceptance 
levels. 

“We’ve realigned our business mix in 
recent years, resulting in strong growth 
and renewed economic confidence. This 
should see the group continue to meet its 
aggressive growth plans for FY2015 and 
beyond.”  

Wayne Drysdale: “Thankfully, finance for 
customers is getting easier and with clear 
transparent finance providers who trust 
suppliers such as ePrint Digital to fund a 
deal the correct way, financing machines is 
growing at a good rate. 

“This is helping us to win bigger deals 
with larger customers who are comfortable 
with the deals provided. Being able to 
offer the correct finance deal is making 
it easier to win new business. The hard 
part is when the customer has had a poor 
experience with a previous supplier and 
huge settlements sometimes come into 
play. So far this year we have managed to 
get more finance deals arranged for both 
established businesses and new start-ups, 
so the finance of business equipment as a 
whole seems to be growing again.”

Matt Goodall: “As a company, we have 
been fortunate to partner with Grenke 
Leasing and their approach to leasing 
has allowed us to offer finance to many 
companies. It is less common now than 
it was three years ago to find companies 
that are struggling or are late with their 
accounts. 

“As is always the case with finance, 
each customer has to be evaluated on a 
case-by-case basis. Although finance is 
easier to secure, we have also seen an 
increase in customers self-financing or 
buying equipment.”

Sam Elphick: “I would definitely say that 
over the last year it has become easier 
to secure finance through a number of 
the lenders that we work closely with. 
In the last 12 months, we have supplied 
a number of start-up firms with IT 
equipment and found it surprisingly easy 
to finance the deals. Sometimes there 
may be instances where further checks or 
guarantees are required, but on the whole, 
our experience supports the findings of 
the FLA.  

“We always explain to potential 
customers that financing print devices 
is of benefit to their business, as print 
equipment is a depreciating asset. For 
other IT hardware, such as PCs, servers 
etc., we offer a cash price as well as a 
finance option, which obviously helps the 
customer in terms of cash flow etc.”

Bruce Davie: “The majority of our business 
is financed. While it is a key enabler to 
doing business, we have never had an 
issue obtaining finance. If the economic 
climate has improved, we have not been 
affected by this change.”

Andrew Jones: “On the whole, 
underwriting restrictions and the lack of 
willingness by leasing companies to fund 
deals during the recession appear to have 
lifted. We are experiencing a great increase 
in acceptances by the mainstream funders 
and those deals that still don’t tick all the 
boxes are generally being accepted via our 
brokers. Off the back of our 2015 hardware 

sales, we are increasing the number of 
internally financed deals and will continue 
to develop our own rental portfolio. This 
reduces our reliance on outside funding 
and enables us to win new business by 
offering a complete in-house service, from 
supply to service to finance.”

Gary Downey, Group Marketing Director, 
Balreed: “We have made a very strong 
start to 2015, with many business leaders 
taking a more assured stance in their 
investment decisions and moving their 
organisations forward, which is always 
welcome. But we haven’t seen a relation 
between this and accessibility to financing. 
Although a number of our finance partners 
have loosened their vetting criteria to some 
degree, this hasn’t generated a noticeable 
upturn as yet. And we are experiencing 
increasing demand from larger clients, who 
are less restricted in this area, so that has 
reduced our exposure.”

Derek Russell: “Good question. Lenders’ 
funding criteria are still quite stringent and 
there’s no doubt that finance is still hard to 
secure compared to how it used to be. That 
said, in the main, finance providers are 
looking on new proposals more positively 
and, as the UK comes out of the recession, 
improved access to finance to support 
business development is helping many 
organisations succeed in growing their 
business.

“Our experience is that funders are 
much more thorough then in pre-recession 
days. They are adopting a more cautious 
approach when reviewing how a proposal 
is structured, especially when looking at 
any third-party settlements that form part 
of a deal. In the past, this element wasn’t 
really a key factor, as long as the deal 
overall was worthy.

“Lenders are now exerting extra 
caution and ensuring that deals are 
commercially viable for all partners – the 
client, the dealer and the finance business. 
They are definitely much more strategic in 
their decision-making now, but also much 
more positive than five years ago. Then, 
RDT was looking at a 55-60% acceptance 
rate, whereas now we’re seeing 80-85% of 
deals concluded. That’s playing a key part 
in our business growth and helping us to 
deliver on our strategy for future growth.”

www.eprintdigital.co.uk 
www.visionplc.co.uk   
www.officeevolution.co.uk 
www.lexbusiness.co.uk 
www.zenoffice.com 
www.1st-office.com 
www.dsales.co.uk 
www.balreed.com 
www.rdt-osg.com

Although 
finance is 
easier to 
secure, we 
have seen 
an increase 
in customers 
self-financing 
or buying 
equipment.

...continued

Gary Downey, 
Group Marketing 
Director, Balreed

Is Your National 
Web Solution

WANT to build an instant 
online presence?

WANT to sell ALL Jet Tec 
Inkjet & Toner Products?

WANT to fully customise your 
own website?

YOU CAN with...
GROWONLINE with Jet Tec

FROM ONLY

£20
PER MONTH

Interested? 

Contact: Jet Tec on 01205 360 033  Email: sales@jettec.com
Jet Tec International • Marsh Lane • Boston • Lincolnshire • PE21 7TX • England



ADVERTORIAL

Is Your National 
Web Solution

WANT to build an instant 
online presence?

WANT to sell ALL Jet Tec 
Inkjet & Toner Products?

WANT to fully customise your 
own website?

YOU CAN with...
GROWONLINE with Jet Tec

FROM ONLY

£20
PER MONTH

Interested? 

Contact: Jet Tec on 01205 360 033  Email: sales@jettec.com
Jet Tec International • Marsh Lane • Boston • Lincolnshire • PE21 7TX • England



01732 759725

INFORMATION MANAGEMENT

40

M-Files Corporation is a global 
provider of enterprise information 
management solutions operating in 
100 countries via a network of 400 
resellers. It is based in Finland and 
has regional offices in Scandinavia; in 
Dallas, Texas – since 2009; and now 
in the UK, with the opening of a new 
office in Reading, Berkshire.

The company is fast growing – 
outperforming the market by a factor of 
almost 10 last year, with revenue growth 
of 75% compared to Gartner’s estimate 
of 8-10% for the enterprise content 
management market as a whole – and is 
committed to expanding its business in 
the UK. 

To find out more about the company’s 
UK plans and what it offers resellers, 
PrintIT Reseller Editor James Goulding 
spoke to Julian Cook, M-Files Director of 
UK Business Development.

PITR: Tell me a little about M-Files 
and how its approach to enterprise 
content management differs from 
that of other providers.

Cook: We are a software provider in the 
enterprise information management space 
offering solutions that help our customers 
manage information and documents more 
efficiently. The fundamental difference 
with M-Files is that we help our customers 
manage information based on what it 
is, rather than where it is stored. A lot of 
legacy solutions in the market are still very 
focused on traditional folder structures, 
which we find leads to document chaos. 

For a simple illustration of why the 
traditional way of managing information 
using folders doesn’t work, think of a sales 
person putting together a proposal for a 
customer. The first thing they have to think 
about is where to put the proposal. Worst 
case scenario is they keep it locally on their 
laptop, but even if they’ve got some kind 
of network storage they will start thinking 

‘Well, this proposal relates to a customer, 
so do I put it in the customer folder? Or, 
because it relates to a particular product, 
do I put it in the product line folder? Or do 
I put it in my territory folder?’. 

Before long, they start asking 
themselves ‘Do I put multiple copies of 
this document in different folders on the 
network or do I put it in one folder and 
hope that everyone thinks the same way 
as me and is able to find it?’. Putting 
documents into specific folders and 
sub-folders really does lead to confusion 
and very quickly you end up with multiple 
versions of the document spread across 
different parts of the organisation. 

M-Files, from the ground up, built a 
solution that addresses the problem a 
little differently by helping companies to 
assign metadata – properties or attributes 
– to a document or piece of information. 
Rather than putting the sales proposal in 
a folder, M-Files users would tag it with 
the customer name, with the product line, 
with the territory, with the sales team and, 
by giving it some context, enable users 
to manage that document much more 
efficiently and search for it based on what 
it contains. Being able to go into a solution 
like M-Files and search for documents 
based on metadata attributes dramatically 
improves the way you find information and 
the way you share information. 

As M-Files opens a UK office, James Goulding asks Julian Cook, Director  
of UK Business Development, about the company's target market and 
what the information management specialist looks for in a reseller

Introducing 
M-Files

PITR: How do users search for 
documents and how are the search 
results presented?

Cook: There are a couple of ways you 
might find a document using M-Files. You 
might use something similar to a Google 
search to enter a couple of keywords. Very 
sophisticated algorithms look across the 
name of the file, the content of the file 
and the metadata and return information 
ranked in order of relevance. 

You can also create what we call 
‘dynamic views’. If I go into M-Files, I might 
want to look at all invoices or proposals. I 
could set up a dynamic view so that those 
are the only documents I see in that view. 
If I am in a finance department I might 
want to look at invoices that are due this 
month or are due this quarter or belong to 
a particular supplier. I might find the same 
document using these different dynamic 
views. It is very comfortable for me as an 
end user: I am using something that looks, 
smells and feels like a folder, but actually 
a document can exist in one or multiple 
dynamic views based on the metadata of 
the document.

PITR: Does the use of metadata have 
any other benefits for information 
management?

Cook: Yes, metadata is the engine that 
drives all aspects of our systems – not 
just how a piece of content is organised 
and how someone searches and accesses 
it, but also workflow and security and 
permissions and replications. 

Metadata attributes added to an 
information asset can automatically kick 
off certain workflows. For example, if I 
save or create an invoice, its metadata 
attributes can automatically indicate that 
this, this and this person need to review it. 
Or, from an access and security standpoint, 
metadata attributes might dictate that 
only this, this and this person can view 

Julian Cook, Director of UK 
Business Development, M-Files

We help our 
customers 
manage 
information 
based on 
what it is, 
rather than 
where it is 
stored.
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it and only this person can edit it; Or, 
from a replication standpoint, it might 
determine that after five years the invoice 
is automatically saved to a specific archive 
vault.

One other point that makes M-Files 
different is that we see ourselves as an 
enterprise information management 
system. How that differs from some of 
our competitors is that we allow an 
organisation to manage both unstructured 
content – typically Word and Excel files, 
images, video, email files – and structured 
content – information assets that reside 
within a database system, e.g. a CRM, ERP 
or accounting system. Metadata serves as 
the bridge that connects a structured data 
system to unstructured content assets. 

So, if I am a sales person and I’m 
working on a proposal associated with 
a customer contact in the CRM system, 
metadata connects the CRM system to the 
unstructured repository involved, which is 
M-Files, so that proposal can reveal itself 
within that CRM system. By associating 
the proposal with the customer account, I 
can see that there are three or four open 
support tickets that need to be resolved 
and that the customer has two or three 
outstanding invoices – information that 
is important to me as a sales person. The 
metadata serves as an intelligence layer 
that connects systems and gives people 
content in context – a 360 degree view of 
all the other content assets and processes 
associated with this singular asset that 
I am looking for. That is something that 
makes us distinctive from other players in 
our field. 

PITR: What is your target market?

Cook: Every business, of any size and 
in any industry, has documents and 
unstructured content they need to manage. 
Where we have done really well is selling 
into the mid-market, bringing enterprise-
grade functionality to the masses. We’ve 
got customers who have a handful of 
employees and customers who have 
thousands of employees, but the mid-
market is where we have been really 
successful.

PITR: Is M-Files an on-premise or 
cloud-based solution? 

Cook: We don’t get religious about 
whether customers deploy this on-premise 
or in the cloud. We also have a hybrid 
solution. So when you take M-Files it’s your 
decision whether you want to deploy it on 
your infrastructure and have it on-premise 
or whether you want to subscribe to our 
cloud service or whether you want to have 
a bit of both. Regardless of which option 
you take, you get exactly the same solution 

and exactly the same capabilities.
The vast majority of our customers have 

been on-premise, but in the enterprise 
information management space we are 
seeing cloud adoption at a little over 10%. 
We are outstripping the market and at the 
moment are seeing 20% plus adoption of 
our cloud services. 

One of the factors driving this is the 
facility to deploy M-Files in a hybrid cloud 
environment, so you don't need to rip 
& replace if you want to transition from 
on-premise to the cloud. You can utilise 
existing on-premise systems – CRM, 
ERP, what have you – and augment it 
with M-Files in the cloud and vice versa 
– maybe do M-Files on-premise and 
integrate that with a cloud-based CRM. 
That flexibility enables our customers to 
be more nimble in how they choose to 
transition to the cloud. 

PITR: What are the benefits of having 
a UK office?

Cook: We have UK customers and today 
we have UK resellers, but we’ve always 
managed those remotely. It’s important for 
us to have a local presence so we can start 
to service those customers, those partners 
better. 

We have 10 active channel partners 
in the UK. The EBC Group is one of our 
partners and the Itec Group is another. 
Both of these are managed print service 
providers, which is historically where a 
number of our channel partners have come 
from. They are used to selling printers, 
MFPs, managed services and are really 
looking to expand their solutions portfolio 
and move into high growth areas. M-Files 
is a great fit for such businesses as they 
start to take different types of solution out 
to their customers.

PITR: How many partners would you 
like and what sort of partners are 
you looking for?

Cook: We have no hard and fast targets. 
What’s really important to us in this first 
year is to make sure we find the right type 
of partner who can take our product to 
market effectively. We are really looking 
for new channel partners that have staff 
dedicated to selling software solutions 
and can deliver those solutions to their 
customers. 

Our overall strategy is not just to find 
the right type of partner with the right type 
of skills, but also ones that have domain 
knowledge about particular industries and 
particular verticals – ones with strength in 
depth around manufacturing, engineering, 
financial services, the legal market. That’s 
where they can really add value to the 
M-Files solution and deliver industry-
specific solutions to their customers.

PITR: What do you offer resellers?

Cook: We offer a great deal of support 
in terms of getting up to speed, product 
training, sales training. We also have 
a great marketing programme in place 
– almost ‘a marketing programme in a 
box’ – that they can roll out to their own 
marketing departments. Our channel 
programme is designed to motivate our 
partners and reward them for success. They 
get great discounts on our pricing and 
fantastic margins on software licences, as 
well as great opportunities for incremental 
revenue around professional services and 
delivery of industry-specific solutions.

PITR: It also gives them an entrée 
into a market with a lot of growth 
potential. Are you surprised so many 
organisations still use paper?

Cook: I am pleasantly surprised by how 
much opportunity there is, by how many 
businesses of pretty significant size don’t 
have any type of document or content 
management solution in place and are 
still managing mountains of paper. It isn’t 
only small companies, but companies with 
hundreds of employees that still haven’t 
got round to employing an effective 
document management solution. Many 
companies do have network drives, folders 
and sub-folders but everyone I speak to 
realises that this is not a viable solution 
for managing documents or their content 
going forward. There is a lot of frustration 
that comes from trying to manage 
information by putting things in folders.

www.m-files.com

Daily use of M-Files

Mobile Access

You don’t 
need to rip 
& replace if 
you want to 
transition fom 
on-premise to 
the cloud.

It’s important 
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Angela Osborne, 
Sales Manager, 
Digital Finishing 
and Office Division, 
Duplo UK

Following a 20% rise in channel sales 
in the last financial year – its best 
ever in terms of turnover – Duplo says 
that the reseller market is potentially 
its biggest growth opportunity. 

“Any business, whether it’s a general 
office set-up, marketing company or 
specific print in-plant that has any type 
of printing capability should now be 
considering how it is finishing those 
printed sheets as part of an integrated 
business set-up,” she said. 

“This can range from desktop binders, 
trimmers and folders through to multi-
finishers, guillotines and booklet makers 
for production-level finishing.” 

Osborne points out that resellers 
going into both production and office 
environments report that they are 
constantly having discussions with their 
customers about how best to finish 
documents and are providing finishers as 
part of an overall solution. 

“Whilst in the past, there were some 
limited options for production level in-line 
finishing, a lot of operations have found 
that automated off-line finishing solutions, 
where they can remove the output from 
the printer so that the next job can be 
started, are a lot more efficient,” she said. 

“Typically, customers like to be able to 
print out a whole stack of several hundred 
pages which can be dropped into the 
feeder of an automated finishing machine. 
At the touch of a button, the user can set 
the machine off performing numerous 
cuts, slits and creases, according to pre-

programmed jobs 
which it will just 
get on with in 
the background. 
In any print 

environment, staff are a major cost, so the 
less time they spend personally finishing 
documents, the better. Finishing documents 
automatically makes total productivity and 
financial sense.”

Web to print
One organisation making greater use of 
Duplo finishing systems is Altodigitial, 
which uses them in conjunction with 
Altodrive web-to print-software powered 
by Infigo Software Ltd.

Altodigital Production Print Manager 
Lewis Annis said: “In the past, with 
traditional print rooms, it’s been a case 
of sending through a print job via email 
and then having extensive conversations 
with the end user around output and what 
finishing the print job requires. Errors can 
be frequent and costly, and resources 
would need to be considered along with 
the productivity required in getting the 
job printed. Web-to-print has transformed 
this process and it’s helping all kinds of 
organisation to make the most of their 
print production by providing and sharing 
new services whilst growing print room 
awareness.”

Annis added: “We are increasingly 
taking full advantage of Duplo’s automated 
precision systems that are opening up all 
kinds of finishing solutions through web-
to-print. It’s been a revelation and we’re 
delighted to be growing the partnership.”

Osborne says she hears similar stories 
from more and more customers. “Going 
back around 15 years, I remember how one 
independent girls’ school that uses a bank 

PITR caught up with Angela Osborne, Duplo UK Sales Manager, Digital Finishing 
and Office Division, to find out where opportunity knocks for dealers looking to 
expand into finishing.

The finishing touch 
of Océ systems for printing would take 
jobs from the printers and complete them 
using glue and scissors. Now they’re using 
highly-automated Duplo finishing systems, 
which work with a simple green button 
approach. Life has changed very quickly in 
the world of finishing systems, particularly 
in a digital world where personalisation 
and full precision automation is key. It’s 
now a discussion about selling a complete 
solution, apart from just talking about 
what comes off a printer,” she said.

“Adding finishing systems to 
complement MFPs and digital presses 
is becoming the norm. It’s a natural fit. 
Anybody selling a printer these days is 
naturally going to ask how they can turn 
the printed items into a finished product.”

Rewarding partnerships
Duplo invests time and energy to make 
working with resellers a mutually 
rewarding experience. The company 
runs formal training sessions and hosts 
practical events, such as open days, to 
keep its channel partners fully informed 
and aligned and ensure the best possible 
experience for its customers.

Profit margins vary enormously 
between systems, but Osborne says 
that margins of 20-40% are achievable. 
However, she counsels that when it comes 
to closing a sale no one size fits all. 
“Finishing systems are always so different, 
it’s essential to start with a notepad and 
white sheet so you can make notes to 
deliver the best option after spending 
a lot of time listening to customer 
requirements.” 

She added: “We have over 100 
different solutions being used in 
thousands of applications. And that 
requires knowledge. Thinking of one 
sales group alone, I can count over 100 
years’ experience among the three people 
involved in training.”

In order to maintain the high levels of 
expertise and customer service channel 
partners have come to expect from 
Duplo, Osborne says it is committed to 
strengthening its support infrastructure. 
“We will be investing all of our profits from 
last year back into new service and support 
staff, training and marketing for the UK 
business, for the benefit of our resellers 
and end users,” she said. 
www.duplointernational.com
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More than 300 delegates and supplier 
partners attended the Synaxon 
UK 2015 National Conference at 
Staverton Park, Daventry in mid-June.  

Feedback received by Synaxon suggests 
that it was not just the best of the five 
annual conferences staged by the reseller 
group so far, but one of the best industry 
events held by any channel organisation in 
a long time.

John Carter, Managing Director of 
Cloud Telephones, said: “It was, quite 
simply, an excellent all-round event. 
The speakers were top class and having 
someone as inspirational as Kriss Akabusi 
there really gave the daytime sessions 
a lift. Having the facility for one-to-one 
meetings was great too. The dinner, awards 
ceremony and entertainment were all 
excellent. [The conference] said a lot about 
Synaxon and how central it has become to 
the channel.”

Chris Connell, Head of Sales B2C 
at Ingram Micro, agrees that the event 
reflected well on Synaxon. He said: 
“Synaxon really has come a long way 
over the past couple of years. Its members 
are now very engaged and active and 
that showed at this event. There are a 
few buying and services groups around, 
but I don’t think any are more proactive 
than Synaxon. It has carved a real niche 
of its own and it’s clearly becoming very 

important to its members and supporting 
their day-to-day business even more.”

Ingram was one of the main sponsors 
of the two-day event and also sponsored 
the evening dinner and awards ceremony. 

The two other main sponsors, Webroot 
and Autotask, provided the main keynote 
speakers. Charles Tomeo, Vice President of 
Worldwide Channel and Technical Sales at 
Webroot, highlighted the growing potential 
of endpoint security services; and Mark 
Cattini, CEO of Autotask, spoke about the 
importance of delivering a great customer 
experience in managed services. 

 
Potential in MPS
Gemma Glen, Head of Category for 
Print, Peripherals and Supplies at Ingram 
Micro, also drew attention to the massive 
potential of MPS and specifically Ingram’s 
PrintSense service. This offers resellers a 
simple way to offer and make a profit from 
managed print services, without any major 
up-front investment. 

She said: “With PrintSense we now 
have a powerful value proposition that is 
very clear and effective. We got a really 
positive response from Synaxon members 
and we’re hoping it will trigger quite a 
lot of activity. With more of a services-led 
approach being taken right across the IT 
sector now, the market is ready to embrace 
managed print.” 

Strategy for success
Reflecting the conference theme of 
‘Business Success’, British athletics 
legend Kriss Akabusi delivered a stirring 
motivational speech to members and 
suppliers, in which he focused on key 
success factors for business, including the 
importance of teamwork and trust.

Derek Jones, Managing Director of 

Synaxon members hailed this year’s national 
conference as the reseller group’s best yet 

MPS takes  
centre stage 

Synaxon UK, continued the theme by 
outlining how hard work and a focus on 
service was bringing success to Synaxon.

He also revealed details of the group’s 
new Trustatec initiative, due to launch 
later this year, which will offer fixed prices 
on a range of standard services, such as 
installation, memory upgrades and security 
checks. For a £150 signing-on fee and 
a monthly subscription of £50, Trustatec 
will provide participating resellers with 
a stream of service and repair contracts. 
Resellers that sign up will be given their 
own designated area to serve on an 
exclusive basis, with Synaxon generating 
leads through the Trustatec website and 
search engine optimisation. The service is 
already a big success in Germany, where it 
operates as PC Spezialist  
(www.pcspezialist.de).

In between presentations, there were 
opportunities for delegates to network and 
engage with each other. More than 300 
one-to-one and workshop sessions were 
set up in advance of the event and many 
more took place over the duration of the 
conference.

Award winners
In the evening, Synaxon presented its 2015 
annual awards, including:
n  Distributor of the Year  

– Beta Distribution; 
n Vendor of the Year – Western Digital; 
n Specialist Service of the Year – DMSL; 
n B2B/MSP Member of the Year – KOGO; 
n  E-tailer/Retailer Member of the Year  

– UK IT On-line; 
n  Synaxon Special Recognition Award – 

Jeffery Linton of JR Linton Computers 
(presented in recognition of valued 
contribution to the Synaxon community).

Derek Jones is delighted by the success of 
the event. “We have had massively positive 
feedback from everyone and that’s great 
because it’s added even more momentum 
to Synaxon UK. That’s going to mean more 
offers and opportunities, more services and 
more benefits for members’ businesses 
too,” he said.
www.synaxon.co.uk
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Integra enhances customer stickiness with new MPS offering

Integra launches 
enhanced managed 
print solution

Continued growth in the managed 
print services market and its impact 
on printer and EOS sales in the 
traditional OP dealer channel have 
created renewed interest in MPS 
solutions in this sector, with many 
office products dealers reshaping 
their offering to include print 
services and solutions. 

In response to this demand, Integra 
Office Solutions, the UK’s largest dealer 
buying group, has launched an updated 
Managed Print offering based on a tailor-
made printer control and management 
solution developed by ISN Partners for 
office supplies organisations, IT services 
providers and small dealers. The service, 
which provides a simple entry-point to 
MPS, is delivered in collaboration with 
Centrex Services. 

Two years ago, Integra launched its 
first-stage MPS solution, partnering with 
FM Audit Europe and InMap Ltd to develop 
a roadmap that would enable dealers to 
establish an effective MPS programme. 
This gave Integra members access to a 
comprehensive programme, including 
FM Audit and InMap software tools, 
designed to help them move away from a 
transactional sales approach to a solutions-
based model.

The new solution will enable dealers 
that are still wholly focussed on unit sales 
and securing additional revenue from EOS 
to tap into a competitively priced MPS 

service, offering everything from entry-level 
print monitoring to full MPS. For non-
print specialist dealers that already offer 
print and copy devices on a click model, 
it provides a seamless transition to a fully 
managed service. 

Hayden Van Der Knaap-Smith of ISN 
Partners said: “What we are doing is 
providing [office supplies dealers] with the 
ability to compete in the MPS marketplace 
without needing to allocate dedicated in-
house resource.”

By delivering its print management 
and auditing software as a service, ISN 
enables dealers to retain ownership of 
each account and capture and lock in their 
customer base.

Integra’s managed print solution is 
flexible and scalable – ranging from the 
ability to manage consumables better to 
a consultancy-led, walk-in and take over 
approach – and has a simple front end 

sales tool that enables members to present 
the details of a print audit in a clear and 
effective way.

Software installed across a dealer’s 
customer base, charged for on a low-cost 
per device basis, automatically alerts 
the dealer when consumables run out, 
enabling them to fulfil those orders and 
capture incremental revenue from other 
devices in the fleet. 

Service proposals
The ISN Partners tool also provides 
knowledge of a customer’s estate. With 
this information, ISN can identify accounts 
that might benefit from device servicing 
and provide dealers with an audit report 
and cost per page proposal. All the dealer 
then has to do is add margin and present 
the proposal to its client. The Integra 
member retains ownership of the client 
relationship and ISN Partners provides all 
the service and break/fix for the fleet.

The service can also help dealers 
optimise and improve customers’ fleets by 
providing insight into which devices should 
be replaced, how they could be better 
optimised and how individual customers 
could further enhance their estate. In this 
way, dealers can add value and actively 
compete within the MPS space.

Van Der Knapp-Smith said: “We offer 
a complete end-to-end process, including 
full software integration coupled with the 
engineering capability to offer a seven-day 
onsite service, whilst allowing the vendor 
to maintain complete ownership of the end 
customer. We believe this separates our 
model from the competition and allows 
Integra members to keep their existing end 
user relationships.” 

Integra Commercial Director Bob Davies 
said: “This is something Integra has been 
working on for quite some time. It was 
important for us to provide a low-cost 
solution that enables members to own and 
manage their clients’ print requirements 
and not simply pass their customers over 
to a third party.”
www.integra-office.co.uk  
www.isn-partners.com
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Unbeatable value
For just £249, you receive a bundle of 3 
prime sources of intelligence and insight 
to help you compare the performance of 
your sales and service teams against the 
MPS industry’s top performers identified in 
Photizo's Leaders Index for MPS Channel 
Providers:

1 A Personalised MPS Provider 
Scorecard
Compare your performance against world-
class leaders in MPS. Your own personalised 
scorecard with over 150 metrics and 450 
benchmarks will give you the insight you 
need to optimise sales and marketing, drive 
higher operational efficiency and secure 
new profits. Value $1,500.

2 2015 Leaders Index Special Report 
Read how leading channel providers from 
around the globe structure their business 
for maximum success in this 30+ page 
report packed full of data and analysis. 
Value $1,000.

3 Business Intelligence Team
Enjoy team (three-person) membership of 
Photizo Group's Business Intelligence service, 
providing 365 days of weekly insight, plus 
access to Photizo’s online library of analysis 
and special reports. Value $1,200.

This special bundle has a combined value 
of $3,700. But, for a limited period, is 
available to PrintIT Reseller readers in the 
UK for just £249.

Photizo Group is offering 
PrintIT Reseller readers 
access to its award-
winning MPS market 
intelligence at the 
special, discounted rate 
of just £249.

This UK exclusive offer 
represents a saving of 
almost 90% off the list 
price.

Exclusive Reader Offer

Learn from the 
experts – and earn 
more from MPS  

To find out more about this 
exceptional offer and how 
it can help you achieve MPS 
best practice, please visit:

http://photizogroup.com/
print-it-mps-benchmark-
package

Are your sales and service teams performing as well as they 
should be? Are you even tracking the right metrics?  

What could you do better to maximize revenue and profit?
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RDT Office Solutions Group was 
established in 2002 by CEO Derek 
Russell, whose experience within the 
print industry spans three decades. 
“I seem to have been in this business 
forever,” he said. “I set up my first 
dealership in the ‘80s, sold it and left 
the industry. But I was lured back a 
few years later and I haven’t been 
tempted to leave since!”  

After a spell working in a number of 
different markets, Russell returned to the 
printer industry, joining a former Ricoh 
reseller as Sales Director. “It was an 
owner-managed business and I proposed a 
business plan to take it in a new direction, 
which was rejected,” he explained. “At 
that point I decided that rather than build 
a business for someone else, it was time to 
start afresh and realise my vision by starting 
my own company again from scratch.”

Based on in-depth knowledge of the 
industry gleaned from working for leading 
OEMs and service providers, Russell opted 
to go with Xerox as a single line brand 
partner. 

“Xerox had the most powerful offering 
available,” he explained. “The breadth and 
depth of its product portfolio is superb and, 
particularly within the Global MPS sector, 
the brand is a major player. What’s more, its 
business model was based on geographic 
territory, so there was no risk that we would 
be fighting off competition from other 
resellers offering the exact same products 
and services when targeting new business.”

An easy choice
One of the biggest benefits of partnering 
with Xerox, claims Russell, is the ability 
to tap into its service structure. “It was 
an easy choice for RDT to partner with 
Xerox. From day one we used them for 
service. This meant we had a nationwide 
(and further afield) finely tuned service 
operation, which enabled us to target 
customers with multiple offices and 
removed the cost and time associated with 

setting up an in-house service operation, 
recruiting engineers, carrying consumables 
and spare parts etc.,” he said.

Within just three months, RDT had won 
a deal to deploy 100 devices in locations 
nationwide. “We would never have won 
that business as a start-up, but we had 
the backing of Xerox, and the roll-out 
was completed in under four weeks,” said 
Russell.

The recession hit most businesses hard. 
Rather than simply ride it out, Russell 
made a strategic decision to reshape the 
business from one built on a transactional 
sales model to one that was services-led. 

“Xerox was one of the first pioneers 
of MPS and we recognised that standing 
still, doing what we’d always done was no 
longer an option,” he said. “MPS presented 
a huge opportunity for growth and 
strategically that was the direction I wanted 
to take the business. The biggest challenge 
was changing the mindset internally; 
we had to ensure that our people fully 
understood the path we wanted to follow.”

EMEA presence
The strategy worked, introducing a period 
of sustained growth for RDT. Its headcount 
now stands at 40, with further recruitment 
planned; it expects to achieve a turnover 
of £7.5 million this year; and has a MIF 
of 4,200 devices in 18 countries. “We 
are now one of Xerox’s top partners and 
we are delivering managed services to 
customers across EMEA,” said Russell. 

The Cheshunt head office houses a 
dedicated helpdesk staffed by six full-time 
employees dedicated to helping clients 

Headquartered in Cheshunt, Hertfordshire, RDT 
Office Solutions Group, a Xerox Platinum Level 
Partner, has successfully expanded its reach 
across the UK and into EMEA.

Onwards and 
upwards

achieve full visibility over their entire fleets, 
regardless of location. “Even though Xerox 
delivers the physical service on our behalf, 
we provide the first level of contact for 
customer service and support,” explained 
Russell.

The head office also houses a new 
innovation centre. Russell says this is more 
than just a showroom, but also a facility 
to demonstrate services and solutions to 
potential and existing clients. 

UK expansion
In support of its goal to build and grow 
its presence in other parts of the UK, RDT 
recently opened an office in Leeds and 
plans soon to launch a Midlands operation 
in addition to its sales office in London. 
“Being local to customers is important, 
which is why we started our launch into 
the North, recruiting Eric Shackleton as 
Sales Director to drive new opportunities 
and extend our geographical reach,” 
explained Russell. 

He added: “We’re being proactive and 
looking for new opportunities, whether 
that’s recruiting the right team to set up 
and run the Midlands base or through 
acquisition.”

As RDT continues to evolve, change 
remains constant; the company recently 
moved into the voice and data market and 
is now looking to partner with IT services 
providers to further expand its offering. 
“Initially we’re focussing on providing 
these new services from head office and to 
southern-based customers, but as with our 
print services business, the plan is to move 
into the north and beyond,” Russell said.

If the print side of the business 
is indicative, it won’t be long before 
customers throughout the UK and beyond 
benefit from RDT’s new capabilities.  
www.rdt-osg.com

One of the 
biggest 
benefits of 
partnering 
with Xerox 
is the ability 
to tap into 
its service 
structure.
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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

1_00111354_Scanners Ad_Enduser_297x210_EN UK_v7.indd   1 02/12/2014   16:21

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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We recently conducted research that 
suggests over 40% of businesses are 
looking to increase staff numbers in 
the coming year, with the number 
one focus being on attracting top 
talent. Competition for recruiting the 
best talent is, therefore, at a peak. 

Today’s employees are looking for more 
than just a job. They want a career, yes, but 
they also want an employer that can offer 
them a good package whilst also looking 
after their needs. If you can tap into the 
psychological contract and offer both the 
right culture and a great place to work, 
then you’ll be putting yourself ahead of the 
competition.

How do you do that? Well, whatever 
the size of your organisation, there are 
things that you can do. Here are the key 
elements to pay attention to:
n Your recruitment process is the 
fundamental starting place: It isn’t just 
a question of you searching for candidates; 
the recruitment process gives candidates 
the opportunity to gauge whether yours 
is the right company for them. Make sure 
your interviewers give a good account and 
impression of the business and answer 
questions appropriately.
n Train your managers in 
interviewing skills: There is an art to 
asking the right questions and digging 
deeper for appropriate examples of 
experience. Get it wrong and you will 
recruit people who can tell a good story. Be 
too bullish and you run the risk of putting 
the best candidates off, as they may not 
want to work in an environment that they 
perceive to be aggressive.
n Ensure your processes for 
induction are smooth: They should 
allow new recruits to get a good 
understanding of the business so they can 
work appropriately and represent your 
brand to the fullest.
n The culture you adopt is 
fundamental: No one likes working in a 
dictatorship. Have the right people strategy 
in place and key policies that make clear 

how people are to be treated. Make sure 
they are implemented effectively.
n Work-life balance is the number 
one motivator for employees: Look at 
the expectations you have as a business. 
If there are peak times for workload, then 
make sure you provide appropriate support.
n Communication: If you have 
people working in the field, as well as in 
offices, ensure you have communication 
mechanisms in place to keep all people 
informed.
n Develop your leaders: The leader-
subordinate relationship has been proven 
in research to be one of the biggest causes 
of pressure and stress. Develop your 
leaders so they know how to engage with 
staff in the right way.
n One size does not fit all: People have 
different behavioural styles and different 
preferences for how they work. Being able 

Janice Haddon, Managing Director of Morgan Redwood and Thrive in Life 360, 
has over 25 years’ experience in strategic HR and management consultancy. 
Here, she outlines how to ensure your business attracts the top talent.

Are you  
attracting the best?

to adapt to that is a key leadership quality 
that will enable your managers to get the 
best out of their teams.
n Provide a clear vision for what 
the company, department and team 
are looking to achieve: Without that, 
employees are left floundering in the dark 
with no clear purpose. We all like to know 
where we are heading and what our role 
is, and this needs to be communicated 
clearly. Clarity has the added benefit of 
making conversations easier when people 
are not performing to expectations.
n Provide support and development: 
People perform to the best of their ability 
when they are engaged, are clear about 
their role and are confident they have the 
right skill set to deliver. Provide support 
and development to get employees 
up to speed and help them to flourish 
with continued encouragement and 
acknowledgement of successes. If people 
are dipping down in certain areas, help 
them understand how to improve. The 
purpose of Performance Improvement 
Plans within disciplinary procedures is 
fundamentally to help people improve – 
they are not simply an exit strategy.
n Make targets clear: If you are 
providing bonuses for achievement, make 
the targets clear so people know what they 
have to do. The important thing is to design 
a reward strategy that has a benefit for the 
whole organisation. Be careful not to pitch 
one person or team against another.

Conclusion
In summary, get your culture right, have 
strong leadership, implement a slick 
recruitment process and put in place 
appropriate people strategies with the 
right level of employee engagement and 
wellbeing.

If you get it right, your employees will 
be your company’s best ambassadors. 
They will genuinely be able to say that 
your business is a great place to work, 
enhancing your reputation and making it 
more likely that top talent at every level 
will want to come and work for you.

Get it wrong and you will be on a 
rollercoaster of plugging gaps with a high 
turnover rate and low performance.
www.morganredwood.com

If you are 
providing 
bonuses for 
achievement, 
make the 
targets clear 
so people 
know what 
they have  
to do.
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AND FINALLY

What’s having the greatest impact on your 
business at the moment?
Our people have the greatest impact on the 
business. The commitment, passion and drive 
that I witness every day has made VOW what it 
is today. 

Where do you see the next big 
opportunity?
Customer service excellence. Opportunity knocks 
when your service is best in class. 

What would make your day job easier?
Teleportation. Beam me up Scotty!  

What’s the best bit of business advice 
you’ve been given?
Always have a plan. Decide what you are not 
going to do and get the hardest tasks completed 
first.

If you had had a crystal ball, would you 
have done anything differently?
I’d have asked more questions.
 
Describe your most embarrassing moment.
There are a few, I can tell you. However, my first 
memory of being embarrassed was the school 
May Day celebrations when I was seven. I was 
the May Queen and being paraded in front of 
my peers and all the childrens’ parents when I 
decided to wave to my proud parents. It resulted 
in me missing a step, falling and taking a teacher 
down with me. I can still hear the laughter of my 
school friends to this day. 

Nikki Todd, Channel Director at VOW
60 seconds with…

© Photodynamx | Dreamstime.com

What was your first job?   
A summer job in a factory packing Christmas cards into boxes. 

What would be your dream job?   
Dog walker.

Money’s not an issue, what’s your perfect car … and where 
would you like to drive it?   
Austin Healey Frogeye Sprite, in powder blue, around the Italian coast.  

Fine dining and good wine, or curry and a pint?  
Fine dining and good wine always! 

Favourite holiday destination.
Italy, purely for the food and history.

How do you like to spend your spare time? 
Always with family and friends around the dining table.
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Top Distributors & Manufacturers 
                        and Key Diary Dates

01379 649200   www.midwich.com
Midwich is the leading trade-only distributor in the UK and 
Ireland and can provide all your document solution needs. 
Covering print and consumables, document scanners, software, 
service and also 3D Printing, our dedicated sales specialist 
team are here to support you throughout the entire sales 
process. Turn our expertise and knowledge into your business 
advantage.

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.canon.co.uk/imageFORMULA
For over 70 years Canon has been pioneering leading-
edge imaging technologies - from image capture, 
manipulation, processing to print output, management, 
and sharing. Canon has a rich history in imaging 
innovation, constantly driving new developments that 
keep our industry moving. Canon’s imageFORMULA 
Document Scanners integrate world class imaging 
technology with reliable paper handling, and high 
speed performance delivering lasting business value.

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

01933 420556   www.olivettiuk.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, and solutions for print  
and document 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.

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  

@CanonUKandIE

@brother_UK    

@infotechsupply
Tel: 0208 869 1950

Tel: 01737 220000

@IngramMicroUK    

@Westcoast_UK    

@ExertisMicroP    

@OlivettiUK

@DevelopUK    

@Northamberplc    

@Tech_Data

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

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

September 2015
17 Sept 
Bishopsgate, London 
Managed Services & 
Hosting Summit
www.mshsummit.com 

29 Sept – 2 Oct  
Brussels Expo

Labelexpo Europe  
www.labelexpo-europe.com

October 2015
13 – 14 Oct  
Olympia, London

office*  
www.officeshow. 
co.uk
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Spice Up Your Business

A Wide Range of Multi Function Lasers
Heat things up in your office with high performance and reliability.

DP-MB310

KX-MB2270
［ KX-MB2200 Series ］

KX-MB2001

KX-MB2575
［ KX-MB2500 Series ］

KX-MB2170
［ KX-MB2100 Series ］

KX-MC6260
［ KX-MB6000 Series ］

KX-MB2061

The DP-MB310 has received BLI awards.

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

Spice Up Your Business

A Wide Range of Multi Function Lasers
Heat things up in your office with high performance and reliability.

DP-MB310

KX-MB2270
［ KX-MB2200 Series ］

KX-MB2001

KX-MB2575
［ KX-MB2500 Series ］

KX-MB2170
［ KX-MB2100 Series ］

KX-MC6260
［ KX-MB6000 Series ］

KX-MB2061

The DP-MB310 has received BLI awards.

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

BEST IN CLASSPanasonic
DP-MB311


