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You know you are successful when people start 
copying you. Flattering as this is (or so I’ve been told), 
it does have a cost, as KYOCERA explains on page 22. 
Growing sales of its devices have attracted the interest 
of manufacturers of third party supplies to the point 
where 10% of the consumables used in its devices 
are now compatibles. This is less than half the level 
that the market leaders have to put up with, but in 
KYOCERA’s case it is potentially more harmful. Because 
its devices use long life drums and other components 
that in many cases will never need to be changed, 
damage caused by non-genuine supplies could be more 
costly to fix. KYOCERA has just launched a campaign 
to encourage customers and resellers to use genuine 
toners – except those that are really cheap, which are 
probably counterfeit and could do serious damage.

At the launch of HP’s new printers with built-in security features 
(see page 32), Tuan Tran, VP President and General Manager 
Laserjet Hardware Technology Organisation, somewhat cheekily 
urged the printer industry to follow HP’s lead and to start taking 
the security of printers more seriously. The launch was full of 
ominous messages and portentous soundtracks highlighting the 
risk of cyber attack, including displays showing the origin and 
destination of malware attacks in real-time on a world map. 
It felt and looked like war. But where was the evidence for all 
this scaremongering? This correspondent only heard one case 
of a printer being compromised and that was at a university 
where students hacked into a printer and accessed upcoming 
test questions which they posted online. Clearly, these attacks 
often go unnoticed or unacknowledged, but even so there must 
be other cases that HP or its competitors can draw on to add 
substance to their message.

Embedding automatic security features in its printers 
is an interesting move by HP, given growing concerns 
about data security at a time of BYOD, mobile working 
and the internet of things. It also fits in with the notion 
of printing as a service, where customers effectively 
just buy prints, leaving the service provider to 
manage the hardware and consumables. With security 
embedded, this is one less thing for the customer to 
worry about and brings printing one step closer to the 
ideals of a circular economy as described by Louella 
Fernandes on page 24.

James Goulding, Editor
07803 087228   james@printitreseller.uk
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ADVERTORIAL

As an authorised distributor, VOW has 
unrivalled direct brand relationships 
with some of the industry’s top 
manufacturers, thus giving resellers 
the added reassurance of product 
quality. Each month, VOW runs a 
monthly promotion for the brands 
that it works with. 

Brother Bonus deals 
The Brother Bonus deals are known to 
feature offers on a range of colour, mono 
laser and colour inkjet printers. Label 
machines and scanners are also featured 
occasionally. Resellers find the “monthly 
deals” promotion beneficial as they are 
able to offer the discounted price on to 
their customers. 

The HL-1110 is a compact monochrome 
laser printer featuring hassle-free printing 
technology that prevents paper jams. 
With an affordable toner price, this model 
by Brother features print speeds of up 
to 20ppm, a print resolution up to 600 x 
600 dpi (2400 x 600 dpi with resolution 
control), and has dimensions of 340mm 
(width) x 238mm (depth)  x 189mm 
(height). 

For frequent A3 and A4 printing, 
Brother’s multifunction A3 inkjet printers 
are ideal for small and medium offices as 
they can print, scan, copy and fax – all in 

one handy machine. Wi-Fi, Ethernet and 
USB connectivity lends flexibility and users 
can print from and scan to mobile devices 
and cloud apps. 

Epson Essentials 
VOW receives discounted prices from Epson 
on hardware each month, and resellers can 
benefit from these discounts as they are 
passed on to them. 

Deals are usually around Epson’s 
popular WorkForce machines. Single 
function WorkForce printers have a 
compact design with a small footprint and 
they can be placed almost anywhere within 
a small office or home office environment.  
WorkForce printers support Epson XL inks 
for economical printing. They are robust 
and durable machines for important 
business documents, and have USB, 
Wi-Fi and Ethernet capability for flexible 
placement. 

Moreover, Epson’s WorkForce WF-
2630WF and WF-2650DWF models 

IT resellers who buy from VOW can benefit from a variety of programmes offered by the UK and Ireland’s 
leading business products wholesaler. The deals offered by VOW are constantly updated to give resellers 
access to the most relevant products for their customers. 

function as a printer, copier, scanner and 
fax machine in one. Connectivity includes 
Wi-Fi and Wi-Fi Direct, with scan-to-cloud, 
email print, Epson iPrint, Apple airPrint and 
Google Cloud print as additional features. 

LTO pricing deals 
IT resellers can also benefit by the deals 
offered by VOW that include highly price 
sensitive products such as LTOs. With an 
estimated 2000 laptops stolen every day 
it is vital that companies have a robust 
system in place to protect their data. 
Moreover, with a hard drive crashing every 
15 seconds on average, a backup method 
must ensure infallible reliability. 

Claire Cully, data media product 
manager at VOW, explains: “We’ve got 
strong supplier relationships and can offer 
a number of pricing deals on different 
quantities, and not just on bid quotes of 
higher quantities that other companies 
provide. 
 

Resellers find the 
“monthly deals” 
promotion beneficial as 
they are able to offer the 
discounted price on to 
their customers.

THE WOW FROM  
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Buying from VOW brings  
tangible benefits to IT 
resellers. 

DID YOU KNOW? 
By European local law (EU Directive 
95/46/EC), companies are obliged to 
protect personal data and required to 
keep copies of financial and business 
records for at least seven years. Any 
data loss incident is no longer seen as 
an “unfortunate accident”, and there is 
a high possibility that an organisation 
or individual executive will be subject to 
legal action. Besides losing the value of 
data itself, data loss is a significant legal 
and regulatory issue. 

Companies should ensure they have 
a suitable backup system in place that 
should backup your complete operating 
system including files and applications. 
This enables being able to restore to 
the last backup and recover data to any 
point in time. 

VOW’s unrivalled direct relationships 
with manufacturers can help IT 
resellers benefit from a number 
of Linear Tape Open (LTO) bid 
programmes. 

The Sony LTO Bid Programme can 
provide pricing for all LTO quantities over 
100 units. Sony’s LTO Ultrium Cartridges 
feature cutting edge technology to make 
them reliable, stable and durable in a variety 
of environments. They also have a storage 
capacity of up to 6.25TB compressed (2.5TB 
native). Ultra fast data transfer speeds 
range from 40MB/s compressed with 
LTO-1 to 440 MB/s compressed with LTO-6. 
Additionally, the Sony AIT™ Turbo enhances 
speed and capacity of data backup and 
boasts an impressive 30 year media life 
thanks to AME technology (Advanced Metal 
Evaporated). 

HP’s Big Deal Programme helps IT 
resellers secure winning bids on large 

orders. Based on revolutionary LTO 
technology, HP’s LTO Ultrium Cartridges 
are designed to withstand over one million 
passes and provide an archival storage life 
of 30 years. 

These LTO Bid Programmes offer IT 
Resellers a number of opportunities in 
industries that are prolific in generating 
data that needs to be stored and archived, 
namely: Financial Institutions such as 
banks, trading houses and brokerages, 
national and local government bodies, the 
telecom and utility sector, legal firms and 
courts, the property sector (estate agents 
and brokers), healthcare organisations 
(Hospitals, NHS Trusts, Dentists), education 
establishments and more. 

Buying from VOW brings other tangible 
benefits to IT resellers as well. HP Accelerate 
is an exciting sales incentive program that 
converts sales effort into rewards. The 
scheme rewards HP Business Partners with 
points-based rebates of eligible HP products 
that are converted into cash loaded onto 
pre-paid credit card. You can spend it almost 
anywhere worldwide, wherever you see 
the MasterCard® sign. As an authorised 
distributor, VOW does all the administration 
of loading claims for IT resellers. 

As a VOW customer, resellers can also 
take advantage of the HP Business Partner 
initiative that ensures there is always 
somebody at the end of the phone to 
support them directly from HP. 

5

For more details please contact  
VOW on 0844 980 8220 or email  
peter.fielding@voweurope.com
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a significant 
legal and 
regulatory 
issue



01732 759725

BULLETIN

6

Konica Minolta's new colour MFPs, the bizhub 
C308/C368, feature embedded Near Field 
Communication (NFC) so that users can scan/print 
directly to and from a mobile device. Users can 
also connect smartphones and tablets using Konica 
Minolta's free PageScope Mobile App

ThinPrint buys ezeep
ThinPrint has strengthened its position 
in the cloud printing market with the 
acquisition of ezeep, a provider of printing 
solutions for co-working spaces.

It has set up a new business unit, ThinPrint 
Cloud Services, which will continue to operate 
ezeep services and further develop printing as 
a cloud service, with enterprise-grade enhanced 
features and management capabilities.

ThinPrint's existing printing solutions for 
mobile, virtual and cloud environments are used 
by more than 25,000 organisations worldwide.
www.thinprint.com • www.ezeep.com

Smartphones and tablets are changing the 
way people use and manage documents, 
but when it comes to printing, they are still 
stuck in the PC era.

A new study by International Data Corporation 
(IDC), Mobile Device Users/Non-Users: Print, Scan, 
Document Management, Worldwide, shows that 
while 90% of users say it is as useful to print from 
a tablet/smartphone as from a PC, only 56% are 
satisfied with their mobile printing experience. 

More than one third of smartphone and tablet 
users say they want to print but are unable to do 
so (35% and 34% respectively).

Angèle Boyd, Group Vice President and 
General Manager, IDC Document Solutions, said: 
"The business value for smartphone/tablet printing 
is enormously clear, and yet support for this is 
shockingly lacking in 2015. This is a huge missed 
productivity opportunity both for businesses and 
print providers."

The four main benefits of printing from 
smartphones/tablets, cited by between 32% 
and 57% of respondents, are faster document 
review; greater customer satisfaction; an increased 
number of transactions; and the ability to attract 
more customers.

IDC's study shows that, due to small screen 
sizes, smartphone and tablet users prefer to 
read documents on a PC or paper than on a 
smartphone or tablet. 

Over the next three years, IDC expects the 
proportion of prints from smartphones and tablets 
to rise by around 50%, from 20-21% today to 
28-30% in 2018.

BULLETIN
Mobile print volumes 
to rise by 50%

Topping up made easy
Vodafone is incorporating Powa Technologies' 
PowaTag technology into printed catalogues, 
adverts and posters so that Pay As You Go (PAYG) 
customers can top up outside store opening times. 
All users have to do is download the app, scan the 
printed PowaTag with a smartphone/tablet and 
choose their TopUp value. Personal information 
and card details only have to be entered once and 
email receipts are sent automatically. 

Alternative 
funding 
growth for 
SMEs

SMEs are making greater 
use of alternative funding 

sources, such as invoice finance, 
leasing, non-bank commercial 
mortgages, crowdfunding and 

peer-to-peer lending, as banks 
continue to pull back from lending to small 
businesses.

A new report by online business finance 
supermarket Funding Options shows that over the 
last year the amount of alternative financing used 
by SMEs has grown by 43%, from £53 billion to 
£76 billion.

Alternative lending to SMEs is now equivalent 
to 46% of the value of term loans and overdrafts, 
which, according to the Bank of England, now 
stands at £163 billion, 5% lower than last year 
and 17% lower than four years ago.

Funding Options says that banks are being 
forced to reduce their exposure to small business 
lending, as regulators class it as riskier than other 
forms of lending, such as residential mortgages 
and loans to larger businesses. This means banks 
are forced to hold more regulatory capital if they 
increase their small business lending.

Loan application 
success rates rise
Success rates for loan and overdraft 
applications are improving, as more SMEs 
move into profit, according to the latest 
SME Finance Monitor from the Business 
Finance Taskforce.

Four out of five SMEs interviewed in Q2 
said they had made a profit in their last trading 
period, up from 69% in Q2, 2013.

At the same time, success rates for loan 
and overdraft applications have continued to 
improve, with 84% of overdraft applications and 
69% of loan applications in the 18 months to Q2 
2015 being successful. Respective figures for the 
18 months to Q2 2013 were 72% and 56%. 

However, overall use of and demand for 
finance amongst SMEs remains flat, due to 
the increasing proportion of ‘Permanent non-
borrowers’. In Q2, 36% of SMEs were using 
external finance, down from 46% in 2011.

Half of SMEs (49%) now meet the definition 
of a Permanent non-Borrower (PNB) i.e. they 
have not used external finance in the last five 
years and have not applied for it in the last year.

The SME Finance Monitor shows that while 
PNBs are slightly more likely to report a profit 
(81%) than non-PNBs (76%), they are also 
less likely to be planning to grow in the next 
12 months (37% v 49%); less likely to be 
international (12% v 19%); and less likely to 
have innovated (29% v 41%).

The Business Finance Taskforce was set up 
by the British Bankers’ Association in July 2010 
to review the key issue of bank finance and how 
banks can help the UK return to sustainable 
growth.   www.sme-finance-monitor.co.uk
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New sales toolkit for 
CompTIA members
A new sales toolkit designed to help 
channel companies maximise sales 
growth has been launched by IT skills and 
certifications body CompTIA. 

Drawing on the expertise of more than 2,000 
IT firms, the online resource (also available as a 
PDF download) provides guidance, templates and 
tools to help channel organisations optimise sales 
operations, including vendor-neutral advice on 
hiring strategies, Service Level Agreements, sales 
tools and budget planning.

Leanne Johnson, Engagement Manager at 
CompTIA, said: “This adds to our ongoing efforts 
to help channel companies achieve business 
excellence. Members can make the most of 
guidance on how to travel along the sales journey, 
help them to recruit the right people, promote 
themselves correctly and safeguard against 
contractual issues, leaving them to focus on their 
technical abilities.”

The CompTIA Sales Toolkit, 
worth £3,200, is free to CompTIA 
Premier Members.

CompTIA has also 
released updated 
versions of a number 
of educational materials 
including, Executive 
Certificate to Financial 
Management, Quick Start Guide to 
Managed IT Service and Quick Start 
Guide to Managed Print Services (MPS). 
ukmembership@comptia.org

Free receipt software 
PFU Limited is offering free receipt software for 
use with Fujitsu ScanSnap scanners. ScanSnap 
Receipt for PCs and Macs digitises paper receipts 
and extracts useful information like the invoice 
amount, date and tax information. For efficient 
expense tracking and bookkeeping, data can be 
exported as CSV, PDF and JPEG files. Available this 
autumn, the software will be provided as part of 
automated ScanSnap software updates and via a 
download link. 
www.fujitsu.com/uk/scanners

Midshire gains CompTIA 
accreditation  
Midshire has become one of just nine 

UK companies to have achieved 
CompTIA Managed Print Trustmark 
accreditation, signifying its 
adherence to best practice and 
customer service in managed print 

services. Nancy Hammervik, CompTIA Senior 
Vice President for Industry Relations, said: 

“Earning this credential identifies Midshire as a 
business that meets or exceeds the best business 
practices the IT industry has to offer.”

Smartphone control
With the launch of the KYOCERA MyPanel app, 
business users can now operate their KYOCERA 
printers and MFPs via an iOS, Android or Windows 
smartphone connected to the corporate Wi-Fi 
network. This provides a consistent touch-screen 
user experience across all supported printers 
including those with basic LCD panels. In 
addition to print, copy and scan functions, the 
app lets users save preferred settings as personal 
workflows that can be used with other KYOCERA 
printers and MFPs and connect to and print from 
cloud services, such as Evernote, Dropbox and 
OneDrive.

The Danwood Group is helping customers 
embrace digitisation with the launch of a 
new solutions portfolio designed to reduce 
manual, paper-based processes..

Danwood's digital solutions portfolio gives 
organisations the tools they need to digitise the 
entire document lifecycle, starting with Danwood’s 
digital mailroom, which each morning provides 
employees with an email link to scanned mail.

Other solutions include document scanning 
and archiving, with intelligent data capture and 
extraction; secure Follow Me print; and Hybrid 
Mail, which routes an organisation's consolidated 
print & mail jobs to a high volume print facility for 
sorting, printing and mailing.

Danwood CEO Steve Francis said: “Danwood’s 

digital solutions are designed with one aim – to 
help our customers move to the workplace of 
the future by reducing their reliance on paper. In 
doing so, they can make significant cost savings, 
maximise efficiency and productivity, support 
mobile workers and free up property by reducing 
storage needs.” 
www.danwood.com

in brief
Efficient capture 
Nuance Communications has introduced 
new versions of Nuance AutoStore 7 and 
eCopy ShareScan 5.4. The document capture 
solutions enable organisations to gain control 
over inefficient paper and digital document 
business processes using capture workflows that 
enhance productivity, collaboration and business 
efficiencies.
www.nuance.co.uk

NFC support
Canon's new i-SENSYS MF700 series of colour A4 
MFPs boasts new NFC Touch & Print functionality 
that enables enables workers to print directly 
from NFC-enabled smartphones/tablets. The new 
products also support scanning to Searchable, 
Encrypted and Digital Signature PDFs and feature 
fully customisable colour touchscreens.
www.canon.co.uk

Insurance products
Tech Data has added MendIT extended warranty, 
insurance and repair services to its lifecycle 
management programme. Tech Data resellers 
and dealer partners will now be able to offer a 
range of insurance products for tablets, laptops, 
smartphones, desktops and other devices. 
Tech Data UK and Ireland Commercial Director 
David Watts said: “This agreement with MendIT 
adds further value to our services portfolio and 
gives our partners an additional way to drive 
incremental margin.”
www.techdata.co.uk

Totalpost acquisition
Totalpost has purchased the business assets of 
Cartridge Remanufacturing Technology Ltd. The 
acquisition will enable it to increase both the 
volume and type of remanufactured cartridges 
and toners it produces. 
www.totalpost.com

Jet Tec in stock
National large scale discounter JTF is to stock 
a range of Jet Tec inkjet products in all thirteen 
of its UK stores, including outlets in Newcastle, 
Peterborough, Lincoln and Leeds.

Danwood launches digitisation portfolio
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Phil Jones, managing director of Brother 
UK, has been made a Fellow of the 
Institute of Directors in recognition of his 
contribution to business. Bestowed on only 
one in eight members, fellowship is the 
highest level of IoD membership. 

Jones became managing director of Brother 
UK in 2013, having joined the Manchester-based 
company as a fax machine salesman in 1995. He 
is a regular commentator on entrepreneurship, 
business growth and personal leadership, and in 
2014 became President of Forever Manchester, 
the city’s community foundation. 

Mike Perls, chair of IoD North West, said: 
“Having been a long-standing champion of 
business, both regionally and nationally, Phil’s 
fellowship is richly deserved. The IoD inspires 
leaders, and Phil has already contributed 
significantly to this in his role on our advisory 
board. As a fellow, I am confident that Phil will 
continue to be an extremely influential voice for 
the region, and will help the North West nurture 
the next generation of entrepreneurs.”

IoD fellowship 
for Phil Jones

Midshire has been selected as one of 
15 companies to feature on the Daily 
Telegraph’s online Business Club, which 
publishes video case studies of some of the 
country’s most successful businesses. 

The five-minute video examines how the 
company has managed to keep growing in a 
fast changing and competitive marketplace and 
includes interviews with directors, members of 
staff, technology partners and customers. 
www.midshire.co.uk

Integra retains Investors in People  
Integra Office Solutions has retained its Investors in People accreditation for the  
11th year running.  

The UK’s largest dealer buying group achieved a Bronze award following an audit and interviews 
with a cross-section of staff. Effective team working, excellent customer service and a strong training 
programme were all identified as key strengths.   www.integra-office.co.uk

OKI launches channel 
incentive opportunity  
At the end of August OKI Systems UK 
hosted a partner event at  Mercedes-
Benz World, Weybridge where it launched 
its new Race to Monaco 2016 channel 
incentive.  

OKI also launched a pioneering new digital 
A3 multifunction device; previewed a new narrow 
format reel-to-reel label printer designed for 
graphic arts applications; showcased a wide 
range of other innovative printing solutions; and 
gave delegates an insight into its exciting future 
solutions roadmap.

Marketing Manager Andrew Hall said: “This 
event enabled resellers and channel partners 
to find out more about OKI’s current product 
portfolio and its future plans, but it was also 
about OKI engaging with them to find ways of 
working smarter to drive additional revenue-
generating opportunities.” 
www.okievent.com/theevent

New faces at Exertis  
The Exertis Enterprise Division has taken on 
two Fujitsu experts. Olly Moorby joins as Fujitsu 
Business Manager, he will work closely with 
Exertis’ reseller partners, to develop new strategies 
for increasing the brand’s presence in the 
enterprise sector. Dave Smith the newly appointed 
Fujitsu Sales Specialist will be responsible for 
directly managing reseller partners, helping them 
to drive and fulfil new opportunities to promote 
and sell Fujitsu’s solutions to enterprise-class 
organisations.    
www.exertis.com

ZenOffice reaches 
£10,000 fundraising 
target
ZenOffice has met its £10,000 fundraising 
target for the Cancer Research More 
Tomorrows Campaign.  

Money raised by the company's 80 employees 
has helped finance the construction of new, state-
of-the-art laboratories for the Manchester Cancer 
Research Centre (MCRC). 

In addition to fundraising initiatives, such as 
themed dress-down days, staff participated in Tough 
Mudder (a 10-mile mud run and obstacle course) 
and the 2015 Race for Life, in which they were 
joined by Olympian hockey player Nicola White. 

Managing Director Les Kerr said: “Through the 
dedicated effort and commitment of our fantastic 
team we have reached an ambitious target and we 
are all incredibly proud of our contribution to this 
hugely important campaign.”

In recognition of its efforts, ZenOffice has been 
added to the list of key fundraising partners on a 
plaque at the entrance of the new MCRC building.    
www.zenoffice.com 
www.moretomorrows.org 

DCI fund-raising success
Congratulations to staff at Dynamic 
Cassette International (DCI) who have been 
going the extra mile for their favourite 
charities this summer.

On August 16, DCI Dragons took to the water 
in the annual Dragon Boat Race held at the 
Witham Country Park, Boston to raise funds for 
the Lincolnshire & Nottinghamshire Air Ambulance 
Trust; and on September 6, DCI's Dynamic Peddlars 
successfully completed the 54-mile London to 
Brighton bike ride in an attempt to raise £1,500 for 
bereavement counsellors the Laura Centre.

Also this summer, DCI division The Recycling 
Factory (TRF) announced that it had raised its first 
£125,000 for British Heart Foundation (BHF) three 
years into their partnership. For every inkjet and 
toner cartridge that can be successfully recycled, 
TRF gives the charity up to £5.
www.therecyclingfactory.com/bhf
www.mydonate.bt.com/fundraisers/
dynamicpeddlers

Midshire profiled by Daily Telegraph Business Club
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M2 to double salesforce 
after year of record 
growth
Following a year of record growth since its 
acquisition by SCC, MPS provider M2 has 
invested more than £1.5m in expanding its 
salesforce and office network.

M2 was acquired by Europe’s biggest 
independent IT services provider in February 2014, 
since when it has recorded an unprecedented 
number of new business wins including a number 
of  FTSE 100 and FTSE 250 organisations.

This has enabled it to implement a plan to 
double its salesforce in FY16 and expand its office 
network to include premises in London, Bracknell, 
Bristol, Birmingham, Manchester and Leeds, with a 
dedicated Scotland office under development. 

M2 already manages and serves more than 
25,000 devices across the UK and CEO John 
Taylor expects this number to grow rapidly as it 
strengthens its regional presence.

He said: “With the growing technical, complex 
nature of managed print, we are seeing many 
customers struggling to find quality, service 
excellence and friendly organisations to trust 
in helping implement such services. With our 
pedigree, national capability and parentage we feel 
best placed to serve these customers – but only if 
we are closer to them. Hence the investment in our 
regional network.”
www.m2.uk.com • www.scc.com

Spicers MPS wins 
plaudits  
Managed print has been hailed as one of 
the ‘superstars’ of Spicers’ Brilliant Partner 
service introductions. 

Speaking at a partner event held at the 
wholesaler’s Bristol Regional Distribution site, 
Mike Peklivanas, Managing Director of Bristol-
based Purple Office, said: “As soon as the Brilliant 
Partner programme introduced us to their solution 
we instantly knew it would be a good fit for our 
business to lock customers in and be a good 
additional revenue driver.” 

He added: “Spicers’ partner MPS supplier 
Balreed delivered us the data and support 
combined with commercials that allowed us 
to present directly back to the end user, to 
demonstrate a saving of over £170k over five years 
on their current deal and gain their commitment.

“MPS is just one of the solutions we’ve been 
involved in from the programme. It has been 
a great new talking point with customers and 
prospects and has added a nice chunk of profit to 
our already profitable company.” 
www.spicers.co.uk • www.purple-office.com

Gold standard for Reflex
Reading-based Reflex Digital Solutions 
has been awarded Gold Customer Service 
Accreditation by Ricoh UK.

Ricoh Customer Service Certification recognises 
Ricoh Partners who provide outstanding levels 
of customer service and technical support to 
customers. As part of the accreditation process, 
Reflex went through a strict audit and vetting 
process designed to ensure that its customer 
service infrastructure was appropriately resourced 
and operates to the highest standards. 

Managing Director Derrick Murphy said: 
“We are dedicated to working side by side 
with our technology partners and to delivering 
unparalleled levels of customer service. This 
accreditation differentiates us as a leading 
supplier of innovative solutions that deliver time, 
cost and efficiency benefits to customers and is 
an endorsement of our commitment to put the 
customer first, both pre and post sales.” 
www.reflextdc.com

Hollis goes green
Hollis Office Solutions, the Shropshire-
based provider of business support 
solutions, has gone green with the 
acquisition of a Mitsubishi Outlander PHEV. 
The ultra-low emission SUV replaces an 
aging diesel saloon car and will be used to 
support customers throughout Shropshire, 
North Wales and the West Midlands.

The Outlander PHEV, the world’s first plug-in 
hybrid SUV, uses both electric and petrol power. It 
has an electric range of 32½ miles and emits just 
44g/km of CO2 with a combined fuel consumption 
figure of 148mpg. No vehicle tax is payable and 
the SUV is eligible for the Government’s £5,000 
Plug-in Car Grant. 
www.hollis-office-solutions.co.uk

in brief
Print Audit EMEA 
Print Audit has merged its European and 
Middle East & African operations to improve 
co-ordination and customer support across 
EMEA. CEO Phil Madders said: “It lines us 
up organisationally with many of our largest 
partners who operate across the region and 
allows us to improve our sales and support 
capability across the region.”
www.printauditeurope.com

PrintFleet expansion
In the last year, MPS software company 
PrintFleet has increased the number of dealers 
it works with directly by 65% and expanded 
its global network of LINK-enabled solution 
partners through the addition of VOW (Vasanta), 
Pulsar Technology S.A., ACM Technologies and 
Katun Corporation. The PrintFleet LINK platform 
offers automated supplies fulfilment and 
leverages web services to simplify the exchange 
of data between resellers and suppliers.
www.katun.com/eu

PrintAudit Digitek partnership
Digitek is to distribute Print Audit’s Premier, 
Accelerator and Insight software solutions for 
resellers and copier dealers. The partnership 
enhances Digitek’s MPS offering which includes 
professional sales training and inbound 
marketing to help the channel win more sales 
opportunities and more profitable pages under 
contract.

Ten million and counting
JetAdvice, EuroForm's cloud-based assessment 
and print management solution, now has ten 
million devices under contract with OEMs, 
distributors, dealers and end users. More than 
60 partners use JetAdvice's standard API and the 
true bi-directional interface handles more than 
15 million requests per day. With the launch of 
its first app, JetAdvice Free, EuroForm expects 
the number of devices to grow even faster.  
www.jetadvice.com/free
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Papergraphics adds HP 
latex printers to portfolio 
Following its recruitment of the Paperlinx 
UK digital solutions team, wide-format print 
specialist Papergraphics has announced 
that it is to distribute HP's Latex 300 series 
printers in the UK. The Paperlinx team has 
extensive experience of working with HP 
and broad knowledge of its latex printers. 

Nathan Atkins, Managing Director of 
Papergraphics, said: “Latex technology perfectly 
complements many of our unique medias, such as 
our wall covering range, whilst also sharing many 
of the key features found in the rest of our range, 
such as versatility, green credentials and price 
point. We see this as an exciting addition to our 
portfolio that will open up new applications and 
revenue streams for our customer base.”
www.paper-graphics.com

Apogee opens digital 
print evaluation centre
Apogee has opened a Digital Print Evaluation 
Centre in the Birmingham office of new 
acquisition Balreed. It is the only place in 
the UK where production print engines from 
Konica Minolta, Ricoh and Xerox can be 
tested and compared side-by-side.

The showroom houses a Konica Minolta 
1070, Konica Minolta 1085, Xerox Versant 80 
and the Ricoh 7100sx. There is also a Duplo DC 
616 (Cutter/Slitter/Creaser/Perforator) and a Vivid 
Matrix Laminator on show. 
www.apogeecorp.com

Printing pop-up powered by Epson
An interactive t-shirt printing pop-up run by 
print specialists YR STORE was one of the 
big attractions at this year's Royal Academy 
of Arts Burlington Gardens Festival. 

To help raise funds for the The Royal Academy 
Schools, visitors were offered the opportunity 
to create and print customised t-shirts featuring 
artwork and images by Royal Academy Schools’ 
students, tutors and associated artists.

The pop-up included three touch-screen 
terminals, where visitors could design their t-shirts, 
a heat press and an Epson SureColor SC-F2000 
direct-to-garment printer.

YR STORE Production Manager Dan Hughes 
said: “The SureColor SC-F2000 is the perfect option 
for live event printing. It is portable, easy to set 

up and use, and is extremely reliable. It provides 
superb output quality in super-fast time – printing a 
t-shirt in 27 seconds! Everyone’s amazed when they 
first see it in action and feel the print quality.”

Over the course of the day around 150 t-shirts 
were printed.
www.yrsto.re • www.epson.eu

TheMagicTouch (TMT), pioneers of digital 
image transfer processes used in garment 
and promotional product decoration, are 
bringing out a 7.8 version of its WoW 
transfer paper. 

Used in conjunction with the TMT/Oki C711WT 
(colour & white toner) LED printer, WoW7.8 lets 
users print in full colour to almost any fabric or 
garment regardless of colour or textile composition, 
including cotton, polyester, denim, nylon, soft-shell, 
polypongee and most performance fabrics. 

WoW7.8 is available in A4 and A4XL sizes, with 
the ability to produce full-colour multiple logos per 
sheet for as little as 20p per transfer, subject to size.

With more than three years’ experience using 
white-toner technology and more than 6,000 

users in Europe alone,TheMagicTouch provides an 
affordable, sub-£2,000 option for decorating dark 
garments and promotional products.  
www.themagictouch.co.uk

Duplo beats backlog 
after record sales of 
DC-616 systems
Duplo has been in overdrive to ramp up 
production of one of its best-selling print 
finishing systems to meet unprecedented 
demand for the product from small 
commercial printers, corporate and 
government in-plants and pay-for-print 
markets.

In the 12 months since it introduced the 
Duplo DC-616 and DC-616 PRO slitter/cutter/
creaser to replace the 615, sales have more 
than doubled to 200 units.

A 20% spike in sales in the summer meant 
that for a short period Duplo did not have 
enough machines to meet demand. However, 
production in Japan has been stepped up and 
stocks replenished.

The compact, multifunctional DC-616/
DC-616 PRO cuts, creases and perforates 
printed sheets, producing finished applications, 
including business cards 21-up, in a single pass.

Angela Osborne, Duplo UK Sales Manager 
for the Digital Finishing and Office Division, said: 
“The Duplo DC-616 is a perfect example of our 
continuing success story, with monthly volumes 
at more than double the level of a year ago.” 

She added: “We have over 100 different 
solutions producing thousands of applications. 
Duplo’s automated finishing systems are 
opening up all kinds of solutions for customers. 
These days it’s now a discussion about selling a 
complete solution, not just talking about what 
comes off a printer.”

Duplo recently announced that it was 
investing all of last year's £500,000 profit in new 
service and support staff, training and marketing.
www.duplointernational.com

New transfer paper for Oki printers
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For more information on the full range of Panasonic Printers, Scanners and MFPs simply visit
http://business.panasonic.co.uk/communication-solutions or call 0207 022 6530.
Panasonic System Communications Company Europe, Panasonic House, Willoughby Road, Bracknell, Berkshire RG12 8FP
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Come and visit our print technology zone featuring:

3D PRINTING

PrintSense
The distribution MPS solution built for the channel

Exclusive offers from all our 
print vendors

Plus presentations on the  
“MPS Opportunity” by Gemma Glen

and WHY 3D PRINTING?

Register here: www.imone2015.com and see the full vendor lineup

#IMONE2015
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October 13-15
The Print Show
NEC, Birmingham 
The first staging of The Print Show takes 
place in Birmingham on October 13-15. 

Organised by Link Exhibitions UK Ltd, The Print 
Show is an annual exhibition designed for the 
commercial print market. As well as showcasing 
the latest print technologies, services and supplies, 
there will be live demonstrations of traditional 
print and finishing techniques, from letter press to 
intaglio, relief, and stone litho printing.
www.theprintshow.co.uk

November 3-4
London Calling
Sunbeam Studios, London
Print finishing specialist Duplo's customer event 
returns for the seventh year. See box for details.
www.duplolondoncalling.com

January 14-15, 2016
RT Imaging Summit & Expo-
Europe 2016
Barcelona, Spain
Europe's only dedicated print supplies exhibition 
returns to Barcelona next January. It is organised 
by RT Media, which is also responsible for 
RemaxWorld Expo, the world's largest print 
consumables trade show event held each year in 
Zhuhai, China. 
For further details, please visit,  
www.irecyclingtimes.com/index.
php?route=show/information&show_id=18.

January 30-February 2, 2016
Paperworld Remanexpo
Frankfurt, Germany
Paperworld's remanufactured printer consumables 
and supplies exhibition is enhanced this year with 
a business match-making service designed to 
bring together the demand and supply sides of the 
industry.
www.paperworld.messefrankfurt.com

April 19-21, 2016
Sign & Digital UK
NEC, Birmingham
With more than 70 exhibitors already confirmed, 
the annual trade show for sign making, display 
solutions and digital printing is on target to be 
even bigger than this year's event.
www.signanddigitaluk.com

VOW marketing materials to help 
resellers target high growth areas
Business products wholesaler VOW has 
announced a completely revamped 
marketing programme for 2016, as part of its 
commitment to help traditional IT resellers 
prosper across multiple product categories.

The revamped marketing programme provides 
resellers with a wide range of end user marketing 
materials for the Technology and Electronic Office 
Supplies categories, as well as margin-heavy 
categories, such as Traditional Office Products, 
Facilities Supplies and Furniture. 

In addition to hard copy publications, VOW’s 
reseller marketing programme includes digital 

versions of each publication, enabling resellers to 
share links via email or a website.

VOW Sales Manager Danielle Gallagher said: 
“In order to increase momentum, resellers need 
to be provided with the tools to effectively expand 
the product range offered to their customer base. 
We have the experience and commercial expertise 
to manage each of our customers on an individual 
basis. We work hard to understand their business 
and where they want to take it, and then advise 
them on how best to get there.”

Gallagher added that the breadth of range 
offered by VOW has helped its 600+ IT resellers to 
grow significantly. 

She said: “Our broad portfolio enables resellers 
to diversify into other categories, for example 
Facilities Supplies. This £5 billion market includes 
great expansion opportunities for a reseller, 
including cleaning, premises management, security 
and warehouse supplies. As a company, we have 
invested £20 million in the last 15 years on a 
vast infrastructure that now stocks over 24,000 
products, and we’ve seen cross-category growth 
rocket in recent years.” 

Last year, VOW's Traditional Office Products 
category grew by 24%, Facilities Supplies by 32%, 
Furniture by 35%, Paper by 64% and Technology 

by 21%.
To help resellers capitalise on available 

opportunities, the Marketing Guide includes a 
number of publications focused on specific high 
growth areas. For example, VOW’s 308-page 
Facilities Supplies Catalogue showcases the entire 
product range; the 2Work mailer promotes VOW’s 
house-brand offering; and the quarterly Facilities 
Focus mailer features key awareness messages and 
value added promotions.

Additionally, VOW’s myMarketing service offers 
a range of end user emails and PDF flyers, enabling 
resellers to send out customisable marketing 
materials within minutes. Overprint details are 
added to every campaign and pricing can be 
tailored to allow margin flexibility.

The VOW Marketing Guide is available at  
www.voweurope.com/NESMarketingGuide.

IT resellers interested in opening an  
account with VOW can contact the National 
Electronic Office Supplies Specialists team on  
0844 980 8220. 

Competition winner Joanne Enright with Steve Gray, Brother UK 
business manager for major strategic accounts.

Diary Dates
London Calling returns
Duplo has launched a dedicated microsite 
for established print finishing industry and 
networking event, London Calling Focus. 
Now in its seventh year, the Duplo customer 
event highlights the latest automated, 
integrated print processes and workflows.  

It is taking place on November 3-4 in North 
Kensington, London, in Ladbroke Hall's historic 
Sunbeam Studios. The UK’s first purpose-built car 
and factory showroom is now regarded as one 
of the foremost photographic studios and event 
spaces in London. 

This year's event is being supported by Infigo 
Software, a first-time participant, and Fujifilm, 
which returns after a year's absence and will be 
showing its thermo moulding technology. Other 
partners include Renz, Apogee, Antalis, Vivid and 
Neopost. 

London Calling Focus is also being supported 
by the British Printing Industries Federation (BPIF), 
which will be promoting PrintIT, the nationwide 
education initiative teaching young people about 
the print and allied industries. 

Duplo UK Marketing Manager Sarah Crumpler 
said: “London Calling is a truly unique event that 
is defined by our customers, for our customers 
as well as the wider industry. The aim of London 
Calling is to provide ideas and inspiration behind 
business growth, as well as opportunities for 
networking. ”

The latter includes a 007 themed invitation-only 
VIP night inspired by the classic James Bond films.
www.duplolondoncalling.com
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CX410de A4 Colour MFP

MX511de A4 Mono MFP

CX510dhe A4 Colour MFP
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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
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Apogee’s acquisition of Balreed 
Digitec Group, a deal 12 months in 
the making, has created the UK’s 
largest independent pan-European 
provider of managed services 
for print, document and process 
technology. 

Established in 1993 by Jason Collins 
and Barry Ferdinand, Apogee Corporation 
has enjoyed sustained, year-on-year 
growth through a combination of organic 
growth and strategic acquisitions. 

The firm started to purchase 
complementary businesses in the late 
1990s, starting with Flag Copiers, then 
Crawley-based F Smith, London-based 
City Business Machines and Accuracy 
Business Machines, a successful dealership 
in Westergate, West Sussex. So far, Apogee 
has completed more than 20 deals.

The Balreed acquisition is its biggest 
to date. Balreed has an installed MIF 
of 15,000 and a £45 million run rate, 
which, when combined with Apogee’s 
installed UK base of 25,000 devices and 
a £75 million run rate, creates a business 
with a £120 million annual turnover. 
Apogee’s European arm, headquartered in 
France, adds a further £30 million to the 
pot, helping Apogee towards its goal of 
becoming a £200 million business within 
the next five years.

In line with all previous transactions, 
Balreed’s business will be wholly merged 
into Apogee’s operations and will trade 
under the Apogee brand. Balreed Founder 
Robin Stanton-Gleaves will join the board 
as Joint CEO, working alongside Joint CEO 
Jason Collins. Balreed’s Gary Downey will 
join the board as Group Marketing Director 
and Apogee Co-Founder Barry Ferdinand 
will take on a new Non-Exec Director role.

Synergies
There are many synergies between the 
two businesses. Both provide hardware 
and software from multiple manufacturers, 
including Ricoh, Canon, Konica Minolta, 
Kyocera and Xerox, but they will now 
do so on a much greater scale. This, says 
Downey, will benefit customers of both 
organisations.

“There are lots of areas where Apogee 
will add scale to our existing operations 
and where we will add value and bring 
new capabilities to benefit all customers,” 
he said. 

“For example, Balreed is arguably one 
of the UK’s leading providers of managed 
services. We have established a reputation 
for innovation in this field and we have a 
mature, remote monitoring operation in 
place. The pro-active managed services we 
have developed will remain a key focus 
for the new enlarged Apogee Group and 
we will further expand that operation to 
deliver the full experience to every Apogee 
client. In particular, we will be able to offer 
clients with pan-European operations, the 
opportunity to receive the same pro-active 
remote care and management of their 
print technology, regardless of where they 
have a base. And it will all be managed 
from the UK.” 

Another of Balreed’s strengths, 
explains Downey, is its dedicated 
production print unit. “Apogee has 
enjoyed some success within this sector, 
but it isn’t a key area of focus. We have 
a dedicated team that spans pre-sales, 
sales, remote monitoring and service, with 
specialist expertise in digital production 
presses and in-depth knowledge of clients 
in this space,” he said.

Downey adds that Balreed’s expertise 

Apogee  
acquires Balreed 

in these areas will help Apogee to sustain 
its growth in the UK and Europe. “It’s 
about taking on the best elements from 
both businesses, leveraging the synergies 
and best-of-breed to meet future growth 
plans,” he said.

He expects much of the future growth 
to come from Europe. Apogee has a 
total of eight offices in France, a German 
operation and a presence in a further 
six countries. “We now have a real 
opportunity to build on what’s already in 
place, to extend our service to customers 
looking for a single provider to roll out 
and manage their print and document 
management infrastructure Europe-wide. 
It’s an exciting proposition; we will be the 
first truly independent provider to offer 
that,” he said.

Consolidation
There are a number of merger details still 
to be finalised, not least what will happen 
to the companies’ combined portfolio of 19 
UK offices, but for now, says Downey, the 
focus is very much on business as usual.

“It’s likely that there will be some 
consolidation – there will inevitably be 
some areas of duplication and some of the 
physical offices will close as a result of the 
acquisition. However, the plan is very much 
to build the business up rather than scale 
it down, so we don’t expect too much to 
change in the short-term,” he said. 

 “We will carry on exactly as we’ve 
always done, providing clients with the 
exact same service levels. But we’re now in 
a great position to up the ante, targeting 
a whole new client base of organisations 
that are looking for more capacity and  
coverage. It’s our default to grow.”   
www.apogeecorp.com

Gary Downey, group marketing director
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UTAX (UK)’s latest results show 
that it achieved a turnover of £13.7 
million in 2014-15, up almost 18% 
on the previous year. In recognition 
of its consistent growth over five 
consecutive years, UTAX German 
HQ awarded the UK operation 
the accolade of Best Global Sales 
Growth. 

Continued investment in staff, training 
and technical support saw UTAX UK’s 
head office team increase by almost 30% 
last year. In the same period, the company 
grew its partner network, with the addition 
of 20 new dealers, and brought a further 
500 devices under direct service contracts, 
bringing the total number of machines 
under contract to just short of 4,000. 
Managing Director Shaun Wilkinson 
expects this to rise to more than 5,000 by 
the end of this fiscal year.

Wilkinson said that the firm’s focus on 
providing flexible and practical software 
solutions, together with the roll out of 
new, faster, smarter A3 and A4 colour MFP 
ranges, promises to make the second half 
of 2015 very exciting.

He attributes UTAX’s impressive growth 
to its network of partners, technologically 
advanced software and hardware products 

and strategic channel developments. 
“We have established a solid 

reputation for delivering reliable products 
and software – but you only get that 
reputation if the people you work with care 
about that reputation and want to make 
the difference. That means that all those 
involved – the people working for UTAX 
and those we work with, our partners – 
pay attention to detail,” he said.

He added: “I personally enjoy being at 
the coal face and having the opportunity 
to interact with our customer base and 
believe it’s important to do so. This way 
I get invaluable feedback on all sorts 
of issues that might either need our 
immediate attention or longer term 
approach.”

Partner support
Equally important to UTAX UK’s success is 
its commitment to strong partnerships and 
to supporting its partners and going the 
extra mile to help them succeed.

“To us, it’s not out of the ordinary, it’s 
in our DNA,” explained Wilkinson. ”We 
strive to help them succeed because their 
success provides us with the impetus to 
develop further and to keep improving. 
The security and longevity that we offer 

UTAX (UK) achieves double-digit growth for the fifth year in a row 

Going places – 
at the double

our partners and the range of software 
solutions and equipment they, in turn, can 
offer their customers drive our business 
forward, resulting in a perfect commercial 
circle.”

“Customers now have a much better 
understanding of what they can expect 
from their provider. They expect their 
supplier to be able to assist them with 
the complete print environment, be this 
MFPs, printers, software, or a combination 
of all. This is fundamentally changing the 
market dynamic; because they are better 
informed and more accountable, customers 
are looking for a longer term relationship 
with their provider, which suits our partners 
as they are looking for customer retention 
and loyalty.”

Wilkinson adds that this business is no 
longer just about selling ‘boxes’. “For those 
who think it is, success will be a stranger,” 
he warned. 

“We’re no longer selling only ‘copiers’; 
we’re selling software-based managed 
print services that happen to be integrated 
within a ‘box’. The fastest growing area is 
managed print solutions utilising the entire 
scalable range of products (both hardware 
and software) that we have available 
and that are capable of integrating into 
the office networked environment at the 
smallest SME to the largest corporate. 
We are also strategically placed to supply 
more public sector organisations with 
myriad opportunities to achieve substantial 
savings and efficiencies within a secure 
environment,” he said.

Looking forward 
Commenting on where UTAX will focus 
its efforts in 2016, Wilkinson said that it 
will continue to build on the success of 
last year and maximise every opportunity 
within the channel including the IT and 
distribution markets.

He added: “We are continuing to 
invest in our sales, marketing, professional 
services and direct service division. Our 
new A4 colour MFP range has been well 
received and exciting new products are in 
the pipeline, which we believe will provide 
solutions within a number of previously 
untapped markets.”

Wilkinson points out that partners 
and potential partners can find out more 
at UTAX UK’s annual partner roadshow, 
which is running throughout the country 
until the end of February 2016. “This 
will give prospective new partners the 
opportunity to meet members of our sales 
and solutions teams and actually see some 
of the newest models in action,” he said.  

Venues include Luton Hoo in 
Hertfordshire on October 14, with the 
final demo day taking place in London in 
February 2016. 
www.utaxuk.co.uk

Shaun Wilkinson, 
managing director, 
UTAX UK

UTAX (UK)’s 50 
top performing 
partners were 
invited to attend 
its Annual 
Awards Dinner at 
Goodwood House.
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CONSUMABLES

A new campaign aimed at end users 
and the trade encourages the use 
of genuine KYOCERA consumables 
and highlights the consequences 
of choosing nominally cheaper 
alternatives, from illegal clones 
to legitimate compatibles and 
remanufactured cartridges. PITR 
caught up with Jonathan Robbins, 
Consumables & Spares Manager at 
KYOCERA Document Solutions, to 
find out more.

PITR: What is the purpose of your 
campaign?
Robbins: We are trying to send a message 
out against compatibles in the market. 
Compatibles are causing damage to our 
products and to our company name. We 
want to highlight the reliability of genuine 
consumables and the problems that can 
arise from using compatibles. 

PITR: What are some of those 
problems?
Robbins: TUV Rheinland in Germany 
tested a range of our products with both 
genuine and compatible toners. The 
machines fitted with compatibles had a 
number of problems: some actually caused 
damage – one third party toner damaged 
four developer units in two printers; three 
out of four compatible toners caused 
machine downtime, compared to none of 
the genuine cartridges; third party supplies 
produced up to 73% more waste toner; 
and there were up to nine times more non-
usable prints when using compatibles.

PITR: Why are you launching the 
campaign now?
Robbins: More people are using compatible 
toner in our devices and we have noticed 
that the failure rate of machines under 

warranty for those that do is going up. 
People are experiencing poor quality prints, 
they are getting excessive jams, they are 
getting lots of waste paper and waste toner 
and this is down to the toner they put in the 
machine. Our campaign is to ensure that 
people who use our machines get the best 
out of them every time.

PITR:  Is the use of compatibles a 
problem in the channel?
Robbins: Some dealers who are supplying 
compatible toners to their MIF are seeing 
an increase in their spares spend due to 
an increase in the failure rate. I've spent 
time with a couple of dealers who were 
buying compatibles but have now gone 
back to using genuine supplies because 
the compatibles they were using caused 
too many failures and used too much 
toner, which meant they had to provide 
replacements more often than they would 
have liked.

PITR: Why are more people using 
compatible toner in your devices?
Robbins: Because there are now a lot 
more compatible supplies for our products 
than there used to be. Before, compatible 
companies weren't that interested in us, 
but as we have increased our market share, 
more and more manufacturers have come 
to the market with versions of our toner. 
And the route to market is much faster. Five 
years ago, it would be 18 months before 
the compatible manufacturer brought out a 
toner for a new product. Now, it takes just 
six months. 

PITR: What proportion of consumables 
used in your machines are now third 
party?
Robbins: Context have analysed the 
distribution channel and what is being sold 
out to the end user and reseller markets, 
and they have calculated that 10% of 
consumables used in KYOCERA devices are 
compatibles. For some other manufacturers 
it would be about 25-30%. They have also 
looked at the counterfeit side, and that is 
very small – less than one percentage point.

PITR: Your technology is based on 
long-lasting components and the 
only replaceable element is the toner, 
so it must be easy for a company to 

KYOCERA Document Solutions has become the latest printer company to 
warn of the dangers of using compatible and clone printer consumables.

Buyer beware
produce a toner cartridge for one of 
your devices.
Robbins: We manufacture our own toner 
and our own machines and there are things 
within the toner that protect the machine 
and make it last. Unlike devices that use all-
in-one cartridges, KYOCERA machines have 
toner cartridges and separate drums and 
developers designed to last for 100,000 to 
600,000 pages (depending on the model). 
If you put in toner that hasn't been made 
for that machine it can cause damage to 
the drum and developer so that they don't 
last as long as they should, and you can't 
guarantee what the quality will be like over 
a long period of time. 

PITR: Presumably the potential 
problems are even worse with 
counterfeit supplies.
Robbins: Yes. Compatibles are 
made legitimately and they have the 
manufacturer's name on the packaging. 
However, a counterfeit toner is made to 
look genuine. The box will look exactly the 
same as genuine consumables; it will have 
the KYOCERA name on it and KYOCERA 
toner codes. People buy counterfeit toner 
because they see an advert for genuine 
consumables at a very low cost, but 
anything could be inside the toner. Some 
we've analysed have contained charcoal 
and iron filings. Just think of the damage 
that would do to your machine.

PITR: What are you doing to counter 
the counterfeiters?
Robbins: We have been training customs 
and excise officers at ports and airports to 
spot KYOCERA supplies that come into the 
UK through unexpected channels. All toner 
goes from Japan to Amsterdam and then 
into the UK through one port. If it enters 
by any other port, customs officers will 
alert our legal team. We have made several 
seizures in this way and have also followed 
the trail back to a plant in China and had it 
closed down.

PITR: Do you have holograms and  
QR codes to validate your supplies as 
genuine?
Robbins: We already have holograms 
on our toner containers to ensure they 
are genuine, and we are moving towards 
serialisation of our consumables so that we 
can reward people for buying genuine. This 
means that when a customer enters the 
serial number of a genuine toner on a web 
portal, we could offer a voucher or we could 
implement a reward scheme where you get 
one free toner for every x number you buy.

To find out more about KYOCERA 
Document Solutions' campaign and the TUV 
Rheinland toner test results, please visit 
www.kyoceradocumentsolutions.co.uk

I've spent time 
with a couple 
of dealers who 
were buying 
compatibles 
but have now 
gone back to 
using genuine 
supplies

Jonathan Robbins, 
Consumables & 
Spares Manager, 
Kyocera Document 
Solutions
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MPS

The circular economy is fast gaining 
ground as the latest buzzword in 
sustainability, bringing together 
emerging practices, such as 
collaborative consumption, and 
traditional concepts like recycling 
and remanufacturing. The circular 
economy aims to eradicate waste by 
departing from the linear ‘take, make 
and dispose’ model and its reliance 
on infinite natural resources and 
energy. According to McKinsey, each 
year around 80% of the $3.2 trillion 
worth of materials used in consumer 
goods are not recovered1.

Through a more effective use of 
materials, the circular economy envisions 
a smarter approach to the creation, use 
and disposal/recycling of products. As well 
as the obvious environmental benefits, 
the transition to a circular economy will 
be driven by the promise of over $1tn 
in business opportunities, according 
to estimates by the Ellen MacArthur 
Foundation2. This includes material savings, 
increased productivity, new jobs and new 
categories of product and business.

International momentum
Some countries are already starting to 
introduce legislative drivers such as waste 
prevention targets and incentives around 
eco-design to promote products that 
are easier to reuse, remanufacture and 
disassemble. 

China has set up CACE, a government-
backed association to encourage circular 
growth, while Scotland has issued its own 
circular economy blueprint. In a significant 
move, the European Commission’s circular 
economy framework, to be released in 
late 2015, is expected to introduce higher 
recycling targets and a landfill ban on 
recyclable materials across all 28 EU 
member states. 

According to weight-based material 
flow analysis conducted in 2010 by the 

Waste & Resources Action Programme 
(WRAP)3,19% of the UK economy is 
already operating in a circular fashion. 
This relates to the weight of domestic 
material input entering the economy (600 
million tonnes), compared to the amount 
of material recycled (115 million tonnes). 
WRAP predicts this figure could rise to 
nearly 27% by 2020, assuming 137 million 
tonnes of material is recycled from a direct 
material input of 510 million tonnes.

Services innovation
The circular economy is also enabling 
some companies to think differently. 
Whereas previously profits may have been 
created by getting customers to buy new 
equipment on a regular basis, in the future 
taxes and other costs – such as those 
forced on companies through the European 
Waste Electrical and Electronic Equipment 
(WEEE) regulations – may encourage more 
design for longevity backed with a more 
service-oriented profit line.

Our relationship with the products 
and services we purchase could change 
dramatically under a circular economy, 
from ownership to favouring access and 
performance. By selling the benefits 
of products as part of an overall 
solution, instead of the actual products, 
manufacturers begin to design against 

As WRAP launches a new report suggesting that expansion of the 
circular economy could create three million extra jobs in Europe by 2030, 
Quocirca’s Louella Fernandes explains how MPS can help reduce waste

Rethinking MPS for 
the Circular Economy

different criteria, monetising product 
longevity through service, upgrade and 
remanufacturing.

Some product categories are more 
likely to benefit from being a service-based 
proposition than others. A recent Guardian 
survey found a majority of business owners 
(66%) felt technology hardware/equipment 
offered most value as a product-service 
model, followed by electronic and electrical 
equipment (56%) and cars, tyres and parts 
(51%)4. 

Indeed, smart, connected products 
are expected to transform the next 
wave of manufacturing. Self-monitoring 
enables remote control, optimisation and 
automation and the tracking of a product’s 
operating characteristics and history to 
better understand product usage. This 
data has important implications for both 
product design and after-sales service – 
enabling proactive and automated service 
and maintenance.

This approach facilitates a shift to 
usage-based models, offering the potential 
to extend the ‘pay per use’ contracts 
associated with smartphones to other 
products, such as washing machines or 
even clothes. Already, Philips, a strong 
advocate of the circular economy, sells 
lighting as a service to its business 
customers. Customers only pay for the light 
and Philips takes care of the technology 
risk and investment. It can also take the 
equipment back to recycle the materials or 
upgrade them for reuse.

The next frontier for printer 
manufacturers
The circular economy approach is nothing 
new in the print industry, which has long 
been striving to enhance its sustainability 
credentials. This includes the manufacturing 
process, the responsible recycling of ink 
and toner and the provision of hardware, 
software and services that eliminate 
wasteful paper and energy usage. 

From a manufacturer perspective, 
many are already designing and building 
products that are part of a value network 
where reuse and refurbishment at a 
product, component and material level 
assures continuous re-use of resources. 

Some 
countries 
are already 
starting to 
introduce 
legislative 
drivers such 
as waste 
prevention 
targets and 
inventives 
around eco-
design

Louella Fernandes, 
Quocirca
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Meanwhile, manufacturers have already developed 
innovative models to move away from selling printers to 
selling printing as a service. 

To support this transition to a services model, most 
manufacturers now offer managed print services (MPS) 
as a way to help customers reduce the cost, complexity 
and risk of an unmanaged print infrastructure. Through 
a usage model, MPS offers businesses predictable 
expenses and eliminates capital expenditure whilst 
reducing operational expenses.In this way, manufacturers 
retain ownership of their products, and sell their use as a 
service enabling the optimal use of resources.

Quocirca sees a significant opportunity for MPS in 
the circular economy model, not only to reduce the 
environmental impact of the products that a business 
uses, but also as a way for manufacturers to deliver more 
innovative products and services to meet the changing 
needs of customers. 

Quocirca recommends the following best practices to 
drive a more sustainable MPS for the circular economy:

1 Assess current environmental impact. 
Begin with assessing energy consumption, paper use, 
carbon footprint and costs across the printer fleet. Some 
MPS providers offer environmental or carbon footprint 
calculators or assessments specifically for this purpose. 
An assessment should focus on identifying areas 
where the business can lower its environmental impact 
and recommend a balanced deployment of hardware 
and software to decrease usage of energy, paper and 
consumables. By redesigning the print infrastructure 
with fewer devices, the fleet is optimised with less 
hardware that is more energy-efficient. MPS can provide 
further benefits by leveraging best practices through 
management of change and print policy enforcement. 
This encourages users to print responsibly, eliminating 
wasteful paper usage and encouraging better recycling 
practices.

2 Save energy. Consider energy-efficient products 
that meet eco-labelling qualifications, such as ENERGY 
STAR, EPEAT or Blue Angel. Devices that meet the most 
recent ENERGY STAR requirements can be up to 40% 
more energy-efficient than others. Look for printers 
and MFPs with fast warm-up times and deep-sleep and 
toner-saving modes. Intelligent print management tools 
can ensure the most appropriate device is used for each 
print job by automatically routing large jobs to lower 
cost, more energy-efficient printers or MFPs. 

3 Reduce the paper trail. Reducing paper 
usage is one of the fundamental ways in which MPS 
can reduce environmental impact. This can be achieved 
through better solutions for mobility and security. Using 
MFPs that allow users to scan documents then store 
and share them digitally, either on-premise or in the 
cloud, minimises an inefficient and costly paper trail. 
Meanwhile, simple ways to reduce paper wastage 
include setting double-sided printing as default or 
introducing booklet printing. Pull printing or PIN printing 
saves jobs on a virtual print server until users log in at 
the print device. This reduces the risks of users forgetting 
to pick up their documents and reprinting them later 
or the wrong person picking them up, compromising 
security and confidentiality.

4 Encourage good recycling practices. Assess 
the effectiveness of existing approaches to recycling 

paper, print cartridges and older print devices and set 
recycling guidelines for these items. Look for providers 
that offer a take-back program and responsibly recycle 
returned toner cartridges. For imaging equipment, the 
Nordic Swan and Blue Angel labels ensure this support 
is in place. Switching to recycled or sustainably sourced 
paper can also lead to considerable environmental 
savings, particularly in terms of carbon emissions. 

5 Measure and manage. Integrated 
reporting provides enterprise-wide visibility of a print 
infrastructure’s environmental impact, including the 
amount of paper used, overall energy consumption and 
carbon footprint. This provides excellent opportunities for 
continuous improvement. In fact, many manufacturers 
now offer tools and resources to help organisations 
quantify the impact of their printer environment and 
develop plans for improvement.

Conclusion
The circular economy represents a markedly different 
way of doing business, forcing companies to rethink 
everything from the way they design and manufacture 
products to their relationships with customers. Offering 
customers access to, rather than ownership of, printing 
resources will lead to more sustainable consumption. 
Some leading print manufacturers are already starting 
out on this journey and seeing positive results with MPS 
and other cloud-enabled service offerings.

Rethinking MPS for the circular economy requires a 
different approach across the value chain: leasing rather 
than selling products; remanufacturing goods; seeking 
ways to extend the life of products or their components; 
and changing the behaviours of end-users. Given the 
changing consumer, business and government attitudes 
towards consumption and the environment, the circular 
economy is poised to help organisations operate more 
smartly – a transformation from selling boxed products 
to supplying ongoing services, ensuring a more effective 
use of raw materials and increasing competitiveness 
by nurturing relationships with customers rather than 
relying on a one-way model of selling and buying.

Louella Fernandes is Associate Director, Print Services 
and Solutions at Quocirca, a primary research and 
analysis company specialising in the business impact 
of information technology and communications (ITC). 
Quocirca regularly surveys users, purchasers and resellers 
of ITC products and services on emerging, evolving and 
maturing technologies. Clients include Oracle, IBM, CA, 
O2, T-Mobile, HP, Xerox, Ricoh, Symantec and other 
large and medium-sized vendors, service providers and 
specialist firms.
www.quocirca.com
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BUYERS OF USED EQUIPMENT
Dealing primarily in used photocopiers, we 
purchase and collect machines from all over the 
UK. With our own fleet of vehicles and drivers we 
offer reliable and convenient collections.

ONE OF THE UK’S LARGEST EXPORTERS
Trade Copiers run a thriving export business 
for used copiers with tens of thousands of used 
photocopiers exported throughout the world.

SURPLUS CONSUMABLES
Trade Copiers is a leading buyer of unused ink and 
toner cartridges. We ensure you get the best prices 
for your surplus consumables.

 WANTED - USED COPIERS, MFPs AND WIDE FORMAT MACHINES
 Trade Copiers are one of the leading exporters of used copiers in the United Kingdom.   
 Because of the high demand from our export customers we are constantly looking for 
 new suppliers of used equipment.

 WANTED - SURPLUS TONER AND CONSUMABLES
 With many years’ experience in purchasing unwanted copier and printer consumables, 
 Trade Copiers offer a fast and efficient alternative for your surplus stock.

Unit 63 · Gilwilly Road · Gilwilly Industrial Estate
Penrith · Cumbria · CA11 9BL

”1000’s of machines purchased every month” ”Tens of 1000’s of copiers exported” ”1000’s of used copiers always in stock”
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We are so confident that you will love our products, that when you 
buy one of the selected products from our range, you can return it 
free of charge within 30 days* if you are not 100% satisfied with 
its performance.

The programme is applicable to a wide range of products from 
black and white lasers to colour multifunction machines*. Why 
not take advantage of this opportunity to improve your business 
communications with greater peace of mind and re-assurance.

Invest in your business with a Ricoh printer or MFP  
and if you’re not 100% happy, we will refund you!*

Chas Moloney
Marketing Director

Steven Hastings
IT Distribution Channel Director

qualIty Pledge

* Terms and conditions apply. Offer applies to selected Ricoh printers and MFPs purchased from authorised IT Resellers: SP 3600DN / SP 3610SF / SP 3600SF / SP 4510DN / SP C440DN / SP C250DN / SP C250SF / SP C252DN / SP C252SF / SP C320DN. 

One product per customer. See website for full details. 

Verb 1 [ with obj. ] commit (a person or 
organisation) by a solemn promise: [ with obj. and 

infinitive ] : Ricoh pledged itself to provide SME 
products with outstanding reliability and quality.
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For full detail please visit: ricohpledge.com

Contact us on:  
01282 776776 (North)  
01256 707070 (South)

Contact us on:  
020 8686 5949

Contact us on:  
01379 649 200

Contact us on:  
020 8296 7066

Contact us on:  
01 274 3070 
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PITR: Please could you explain a little 
about Dell's channel strategy and 
how it has developed.

McNally: At Dell, we have various routes 
to market. Our channel was developed 
over five years ago, as we wanted to 
expand our reach to customers. We found 
that we were touching a number of 
customers, but there were also a number 
who wanted to deal with a local reseller or 
even a nationwide reseller. Moving into the 
channel was a very big thing at the time, 
as Dell had been a direct organisation for 
20 odd years. Now, it is commonplace that 
we are recognised as a channel partner 
and have won numerous awards for our 
channel programme.

At the time, we developed the 
Partner Direct Programme, and this has 
evolved over the years. The Partner Direct 
Programme is where Dell sells directly to a 
partner, engages directly with that partner 
and supplies and fulfils through them. 
That's one of the routes to market.

We have also introduced a distribution 
route to market, as not all resellers want 
to buy directly from the manufacturer: they 
might want to spread their credit lines or 

need greater flexibility and prefer to work 
with distribution partners. So over the last 
two years we have started to develop our 
distribution programme. We had a huge 
conference this year in Greece where we 
invited over 50 distribution partners from 
across EMEA. That's evolving and we now 
work with some recognised distributors in 
the IT arena.

The other route to market is our Direct 
organisation, which has been running for 
over 25 years. That hasn't changed. 

What has changed is our ability to 
service the customer, to give the customer 
a choice of where they buy their IT 
equipment, whether that is from their local 
reseller, via a distributor or directly from 
Dell. We give them that choice.

To prevent channel conflict, we work 
very closely with channel partners. Deal 
registration is a good example. If a channel 
partner is working on a deal and they 
register that opportunity with us, we will 
walk away from it, but offer that partner as 
much assistance as they need to win it.

PITR: How often have you walked 
away due to a deal registration?

McNally: It happens on a regular basis. 
The deal registration programme is one 
of the cornerstones of our Partner Direct 
Programme.

PITR: How many channel partners 
does Dell have in the UK?

McNally: We have over 1,000 partners in 
the UK.

We have three different types of 
partner. We have Registered Partners, 
Preferred Partners and Premier Partners. 
To become a Preferred or Premier Partner, 
you have to hit certain thresholds and have 
certain competencies in your business. 
The Premier Partner is mainly intended 
for enterprise solutions and has a higher 
threshold so that they can fulfil enterprise-
type business. 

As a print business, we wanted to 

Ahead of Dell's autumn product launch at Munich's Oktoberfest,  
PITR caught up with Dell Imaging EMEA product marketing director  
Dave McNally to find out about the company’s channel strategy

A hub of activity

go out and work with the key resellers 
that specifically just concentrate on 
print. However, we found that they don't 
necessarily fit into our Preferred and 
Premier categories; they may not reach 
the threshold of our enterprise business 
or have the resources to go and win 
enterprise-type opportunities. So in 2013 
we developed a sub-set of our Partner 
Direct Programme called the Strategic 
Imaging Partner Programme for those 
resellers that concentrate on print or have 
a print division as part of their business. 
This lets us identify them, nurture them and 
work with them on a more personal basis.

The Strategic Imaging Partner 
Programme has approximately 20 partners 
signed up in the UK, and we are looking 
for more partners to come on board. 

They get a dedicated touch from Dell; 
they get access to our marketing funds; 
they get training; they get rebates; they get 
a dedicated account manager. There are 
things we provide a Strategic Partner over 
and above what a registered partner can 
expect.  

We have also 
introduced a 
distribution 
route to 
market, 
as not all 
resellers want 
to buy direct 
from the 
manufacturer.

continued...

Dave McNally, EMEA product 
marketing director, Dell Imaging
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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 
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PITR: So you still have a large 
number of registered partners who 
sell Dell printers.

McNally: Yes. And also some Premier 
Partners that sell Dell printers. But in 
order to identify and nurture partners that 
are like-minded, we have developed this 
programme so that we can give them 
specific support.

PITR: What attracts them to Dell?

McNally: Dell is a great brand. We provide 
a good, broad portfolio of products – not 
just on the imaging side, but end-to-end, 
from the document to the data centre. 
We have a great understanding of the IT 
market. We work very strongly with public 
sector, large enterprise and SME type  
accounts, and we will work with those 
partners who can show competencies in 
those areas. That's what really attracts 
them to work with Dell. They see Dell as a 
fantastic opportunity to provide  end-to-
end solutions. As print resellers look to 
expand their offering, it seems natural to 
come in as a print partner and progress to 
selling IT solutions.

PITR: What proportion of Dell printer 
sales are now through the channel?

McNally: About 60% of our sales of print 
hardware go through the channel. That 
surprises a lot of people. We moved into 
the channel about five years ago and were 

one of the first lines of business to go and 
work with distribution. We have a good 
network of distributors in the UK including 
three strong hardware distributors (Tech 
Data, Ingram and Exertis) and two supplies 
distributors (Advent Exertis and Westcoast). 
Together with the Strategic Imaging 
Partner Programme, this has enabled us to 
grow our business quite successfully.

PITR: Who do you have your  
OEM agreement with now?

McNally: We OEM with Lexmark, 
Samsung and Fuji Xerox. They manufacture 
our products for us, but the products 
themselves are Dell-designed. We develop 
a lot of the IP ourselves and use those 
three partners to manufacture for us. With 
our Fall launch you will see a lot more 
colour products coming out and they are 
mainly manufactured by Fuji Xerox. 

PITR: Are you active in the A3 MFP 
market, as well as A4?

McNally: We introduced three new 
categories in May around everyday 
printing, cloud printing and smart printing. 
As we go forward we will have a series of 
printers that have an 'e' prefix, meaning 
it's an everyday printer; an 'h' prefix 
denoting that it is a cloud printer – the 
'h' stands for Dell Document Hub or 
Dell Printer Hub; and the smart series 
will be prefixed with an 's'. We have 22 
products, ranging from everyday, single 

function desktop printers to an A3 colour 
multifunctional with workflow solutions 
embedded into the device. We've got a 
single function A3 colour device and a 
multifunctional A3 colour device.

PITR: Are you planning to launch 
more A3 models?

McNally: It's under consideration. At the 
moment, we are focusing our effort around 
cloud. You will see a lot more products 
coming out that are cloud-enabled. We 
believe that's one of Dell's strong points. 
The type of customers that we work 
with – small businesses, SMEs and public 
sector organisations – are looking to the 
cloud as a means to access information 
and data, and we make that easy. So, a lot 
of our development is around cloud and 
connection to the cloud, not necessarily at 
the A3 end of the market.

PITR: Is the cloud where you have a 
lot of your IP?

McNally: Yes, we have something called 
Dell Document Hub. We see that as a 
fantastic platform to enable small and 
medium-sized businesses to go and work 
with the cloud and gain access to the 
cloud and document management in the 
cloud. You will see more developments 
around that as we go forward. 

...continued

Spring launch
In October Dell is unveiling a raft of new products at Munich's 
Oktoberfest, which we will be reporting on in the next issue. This 
follows Dell's spring/summer launch in May, when it introduced 
a new imaging portfolio featuring a number of productivity 
boosting features for small and medium-sized businesses (SMEs).

May's highlights include the Dell Printer Hub, an all-in-one printer 
console that integrates printer functions and cloud connectivity into one 
interface; four new E-series devices that simplify everyday printing and 
imaging tasks; and the new Dell Smart Printer, a single function network-
ready mono printer with built-in security features.

The Dell Printer Hub console de-clutters the computer desktop by 
displaying multiple applications in one intuitive interface. These include 
printer utilities, such as the Scan Manager; customised short-cuts for 

common scanning 
jobs; proactive alerts 
for low toner status 
and printer software/
firmware updates; 
and connectivity to 
the Dell Document 
Hub.

Dell Document Hub offers easy 
sharing and printing of content from Box, 
Dropbox, Evernote, Google Drive, Microsoft OneDrive and 
Microsoft SharePoint Online 2013, plus access to cloud-based Optical 
Character Recognition software so that users can edit scanned documents. 
In addition, a Dell Document Hub app provides convenient printing from a 
variety of mobile devices.

The new E-series devices include a single function mono printer with 
wireless and duplex as standard (the E310dw); two 26ppm wireless mono 
MFPs (the E514dw and the E515dw with fax); and a four-in-one, 18ppm, 
wireless colour MFP (the E525W with ADF).

The Dell Smart Printer (the S2810dn) is designed for small workgroups 
in SMEs with managed IT environments. A large internal memory of 1GB 
enables it to process large and complex files and support Private/Public 
Mailbox Print, Proof Printing and Secure Print release. The printer has print 
speeds of up to 35 ppm and a convenient LCD panel with 10-digit keypad. 
www.dell.com

continued...

We work 
very strongly 
with public 
sector, large 
enterprise 
and SME type 
accounts, and 
we will work 
with those 
partners who 
can show 
competencies 
in those 
areas.
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PITR: MPS is a growing requirement for SMBs. Do you 
have your own MPS offering or do your resellers offer 
Dell products as part of their own solution?

McNally: We looked at offering an MPS solution and what 
we heard from customers is that they want a product-agnostic 
approach. So we identified resellers who can offer that and go 
and work with them. We don’t offer a specific programme where 
we offer our own monitoring and tracking software. We leave 
that to the reseller. But we will support them with things like 
training and preferential bid pricing so that they can go and win 
those opportunities. They have the relationships; they have the 
expertise; they have the flexibility; they have the wide product 
set. We will focus our efforts on working with resellers in that 
community and grow our MPS offering through them.

PITR: What benefits do end users get from selecting  
Dell products?

McNally: Very similar to those enjoyed by the channel. Dell’s a 
brand that can be trusted. Our customers use Dell for their other 
IT equipment, so using printers is a natural progression. We have 
the same exacting quality and performance standards on our 
print products as we do for the rest of our products. Customers 
know they are getting a tried and trusted quality product. 

We offer a range of benefits from how easy the product 
is to use to how easy it is to own and manage. A lot of that 
is built into the device, with things like the Dell Printer Hub. 
That’s very much the cornerstone of our proposition: how we 
simplify printing for customers. As well as providing a return on 
investment and making sure our prices are competitive, we want 
to add value to products.

PITR: Do you think ease of use is becoming more 
important with the rise of mobile workers who might 
have to use machines they are not used to?

McNally: Yes. To give you a couple of examples: we have 
developed a WiFi Installer so that a home user can connect 
their printer to WiFi with a maximum of two clicks – sometimes 
just one click; and going forward, Dell products will all have 
touchscreens very like the user interface on a smartphone. People 
are used to capacitive touchscreens on their phones and we have 
developed that on our products to make it really easy for people 
to get the best out of them.

With Dell Document Hub, we have combined all the printer 
utilities you get – the scan manager, print manager, toner 
alerts – into one dashboard. It will also enable you to access 
things like the cloud so you can have cloud repositories and 
manage firmware updates from a simple dashboard console. 
You can remove all those utilities and have them in one central 
place, which makes things easier when you are setting up in an 
unmanaged environment.

PITR: Are you planning to recruit more dealers?

McNally: If we feel the partner is right and we have mutual 
goals, we will happily work with them particularly in the 
managed print arena. We don’t have our own offering but we 
see it as an important part of our business. We will also work 
with partners that can offer an end-to-end solution because Dell 
customers like our ‘document to data centre’ approach. There 
shouldn’t be any reason why resellers don’t offer a Dell printer as 
part of that offering.

...continued

HP has turned a spotlight on printer security with the announcement 
that it will be incorporating self-healing security features into all new HP 
LaserJet Enterprise and OfficeJet Enterprise X printers.

HP said it was incorporating the features because printers are often overlooked as 
a security risk. Research by the Ponemon Institute shows that even though 64% of 
IT managers think it likely that their printers are infected with malware, almost half 
(47%) do not have a security policy that specifically applies to network-connected 
printers. 

The new features include:
•  HP Sure Start. Already used to protect HP Elite PCs, HP Sure Start automatically 

protects the deepest level of code that configures all hardware modules in the 
printer. If it detects the BIOS code is compromised, it recovers using a safe, 
hardware-protected version of the BIOS;

•  Whitelisting. This automatically checks the signature of hardware components 
and all protocols to ensure that only known firmware can be loaded and executed 
on a printer; and

•  Run-time Intrusion Detection. Developed in partnership with Red Balloon 
Security, this provides in-device memory monitoring for malicious attacks while 
the printer is running. If it sees a problem, it stops the printer and automatically 
reboots the device back to a safe state. 

Speaking at the launch of the printers, Patricia Tibis, Distinguished Fellow of the 
Ponemon Institute, said: “People don't think of a printer as being nefarious actor on 
the network, but it has actually become just like a PC: printers are smart, they are 
intuitive, they think, they store, they forward, they have brains like a computer does.”

Ponemon research shows that one in 10 organisations has experienced a data 
breach involving a network-connected printer. Moreover, 50% said that one was 
likely or very likely to have occurred.

More than half (57%) said they expected the risk of data breaches to increase in 
the next 12 months due to expanded use of mobile technologies (65%); increased 
rate of malware infection (61%); more remote workers (60%); more network-
connected devices (53%); and increased user access (20%).  

The first printers to include the new security features are the HP LaserJet 
Enterprise M506 series,  the HP LaserJet Enterprise MFP M527 series and the HP 
Color LaserJet Enterprise MFP M577 series for workgroups of 5-15 users. 

In addition to its security features, the new 500 series features low-melt HP 
Colorsphere 3 and Precision Black toner. The use of low-melt toner has enabled HP 
to reduce energy consumption on its devices by up to 53% and increase print speeds 
and the first page to print by as much as 48%. At the same time, thanks to smaller, 
more robust toner particles, HP has increased page yields by 33%.

It has also been able to shrink devices by as much as 40%, while improving 
performance, for example, with auto duplex at the rated speed and a larger paper 
supply. Throw in an attractive all-white design and ergonomic features like a slow-
close lid, easy slide-off glass platen and adjustable touch-screen and it is easy to see 
why HP has won red dot design awards for the MFP M277 and the M553.

For more details about the printers and the Ponemon Institute research, see next 
month's issue.

‘World’s most secure printers’ 
launched by HP
HP makes printer security a selling point 
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How do you define cloud printing?

Eddie Ginja, Head of Strategic Initiatives 
and Innovation, KYOCERA Document 
Solutions: “Cloud printing is using servers 
and/or solutions that are not hosted at 
a customer’s site. There are two basic 
flavours of cloud printing – public cloud 
printing, using Google Print for example, 
and private cloud, which is a unique 
KYOCERA offer (see below). Our offer is 
aimed at private enterprise cloud printing 
services.”

Andy Johnson, Head of Product 
Management, Brother UK: “We define 
cloud printing as having the ability to 
connect to a printing device via the cloud 
to print out a hard copy.”

Jason Cort, Director of Product Planning 
and Marketing, Sharp Europe: “Cloud 
print and mobile print are almost 
indistinguishable. 

“Where a document is held on a cloud 
resource, the printing will be handled via 
the device in use (smartphone, tablet or 
laptop PC). That device must find a printer 
and then submit a print job. Normally, this 
would involve sending the job to a network 
print queue or direct to a printer. 

“With mobile print, the job passes via 
a web-based facility before being delivered 
to the printer, and in some cases can be 
received by the printer over its own Wi-Fi 
hotspot. Products that provide this include 
Everyone Print, PaperCut, YSoft SafeQ and 
Sharpdesk Mobile, while Apple AirPrint 
and Google Cloud Print further facilitate 
printing.”

Mark Robinson, Market Business 
Developer, Canon: “Cloud printing is a 
technology that connects printers to the 
web. Employees can print documents 
directly to their office printer from the 
applications they use every day, so that 
they’ll be waiting for them upon arrival or 
held within a secure print management 
solution for sensitive information. And, 
because cloud printing works over the web, 
employees can just as easily print from the 
same room as their printer or from any 
internet-enabled device on their commute.

“In addition, cloud printing allows 
organisations to share office printers with 
people they trust as easily as they might 
share an update on their Facebook page. 
It is perfect for visiting guests looking to 
print, and organisations can easily provide 
access to various printers across different 
locations and offices.”

Donna Marley, Channel, GM UK & 
Ireland, Xerox: “In basic terms, cloud 
printing is the ability to access and print 
documents from a hosted service ‘Cloud’ 
that generally sits on an external network 
outside the customer’s individual network.

“There are many ways to offer cloud 
printing depending on individual customer 
requirements. Simple and direct access 
can be achieved where a device is able 
to reach a cloud service directly, such as 
Google Cloud Print. This often has very 

A recent study by IDG found that enterprise investment in cloud 
computing has increased 19% since 2012. This month’s panel of experts 
share their thoughts on the cloud and why resellers should be actively 
promoting cloud applications as part of a wider solutions offering.

How to profit from 
rising cloud take-up

limited capability but enough for those that 
just need a simple page printed.

“App-based solutions that sit on 
a smartphone or tablet can act as the 
conduit between a device and cloud service 
and allow for more functionality and added 
security. Xerox Mobile Print Cloud is a 
great example, as it offers multiple print 
workflows, true Microsoft Office document 
rendering and completely controllable 
security, ensuring only authorised people 
are able to use the printer.”

Wayne Snell, Product Manager, DSales 
(UK): “The ability to connect MFP devices 
to the web, so that mobile office workers 
can access their cloud account to print 
emails or documents stored remotely via 
their tablets and smartphones, thereby 
removing the need to use a PC to create, 
access or print documents.” 

Why should resellers embrace  
cloud print solutions?

Eddie Ginja: “There are a number of 
reasons why resellers should embrace 
cloud solutions. Firstly, customers are 
asking for these types of solution and 
offering them enables resellers to 
differentiate themselves from other dealers. 
It is also an extra revenue generator for 
them – selling extra/more solutions on the 
back of cloud. 

continued...

Andy Johnson, Head of Product 
Management, Brother UK

Eddie Ginja,  
Head of Strategic 
Initiatives and 
Innovation,  
KYOCERA Document 
Solutions

Because cloud 
printing works 
over the web, 
employees 
can just as 
easily print 
from the 
same room 
as the printer 
or from any 
internet-
enabled 
device
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“Cloud solutions liberate IT resources 
whilst rationalising server hardware and 
improving reliability, as the cloud by its very 
nature is resilient and backed up. Cloud is 
scalable and more agile than traditional 
printing. It reduces costs by enhancing 
the Opex model over a traditional Capex 
financial model, optimises document-
intensive business processes and deploys 
new innovations like cloud scanning and 
mobile printing.”

Andy Johnson: “In a recent study, 
IDC found that the mobile workforce in 
Western Europe will grow from 96 million 
workers in 2014 to 143 million workers 
by 2018, representing a 7% increase. That 
means 75% of the total Western European 
workforce will be mobile. The UK is actually 
ahead of the game when it comes to 
mobile working; it’s estimated that 82% of 
the UK workforce will be mobile by 2018 
(about 27 million people).

“The above shows the scale of the 
opportunity, but it’s also a value-add. If a 
business is thinking of implementing this 
way of working, then a reseller could help 
future proof their technology by upselling 
them to a cloud-connected device.”

Jason Cort: “Cloud print is an obvious 
extension of the trends today for increased 
mobile working, expected by Generation 
Cloud. It is driven by customer demand and 
the tendency towards BYOD. However, our 
view is that the major driver is convenience 
due to ease of use and ready access to 
documents, especially ones actually stored 
in the cloud or on mobile devices.”

Mark Robinson: “A recent Canon study 
across more than 1,000 small businesses 
highlighted that a third of UK owners have 
an appetite for cloud-based printing, and 
almost half would like additional mobile 
solutions for printing. This shows that 
selling cloud printing to smaller businesses 
can open up huge revenue opportunities 
for resellers.

“The proliferation of mobile-friendly 
websites, the digital app landscape and the 
preferred consumption of content through 
mobile devices have changed the way 
people work and no reseller can afford to 
ignore this trend.

“Helping organisations to become 
mobile-ready is a big revenue opportunity 

that also positions resellers as trusted 
partners that understand business 
challenges and can help overcome them. 
When it comes to cloud printing, their remit 
could stretch from implementing simple, 
out-of-the-box cloud printing hardware and 
software, to the development of dedicated 
cloud printing apps for smartphones and 
tablets, and sophisticated print security and 
document management services, which 
allow employees and guests to capture, 
edit, manage and share critical information 
through their mobile devices.”

Donna Marley: “In some cases it will add 
value to the sale or help protect against 
margin erosion on the hardware, and in 
others it can create new revenue streams 
for the partner in much the same way as 
a Service Contract (Xerox PagePack for 
example). So yes, resellers should embrace 
not only cloud print solutions but also the 
multitude of other cloud-based solutions 
out there. The business world is fast 
adopting many of these to move forward 
and is willing to listen to any partner that 
can make that transition seamless.” 

Wayne Snell: “With smartphones edging 
ahead of laptops for the first time as the 
preferred devices for connecting online, 
office devices that support printing from 
mobile devices and offer the ability to print 
documents from the web via cloud servers 
will be more attractive to an increasingly 
mobile workforce.”

How can dealers promote cloud 
solutions to their customers?

Eddie Ginja: “Resellers are starting to 
promote this service as part of their portfolio. 
We are assisting them by rebranding our 
collateral, including a video https://www.
youtube.com/watch?v=qQxNDv7IzNE. Over 
and above this, we are supporting their sales 
staff in training and on specific end-customer 
meetings.”

Andy Johnson: “Educating the customer 
is key, explaining about cloud printing, 
how easy it is and how it will streamline 
processes and contribute to efficiency and 
productivity. It’s all about the questions you 
ask. A simple one is simply to say: ‘Would 
it be helpful if you could print whilst on the 
move?’.”

Jason Cort: “Cloud print solutions take a 
number of forms, but one area to address 
might be to allay customer fears about 
the security of placing documents in the 
cloud and how easy it is to work with 
those documents today. Examples of this 
could be Google Docs, MSOffice 365, Box.
net and many others. A useful comparison 

can be drawn when considering the risks 
and costs to a business of keeping all 
information on local servers/PCs contrasted 
with using hardened and reliable cloud 
services provided under strong SLAs.”

Mark Robinson: “The widespread 
adoption of mobile devices for work is 
sometimes said to have led to a 24-hour 
working culture that is compromising our 
work-life balance. However, resellers can 
argue that some of the most productive 
work happens on mobiles away from the 
distractions of meetings and interruptions 
by co-workers.

“Executives might feel their best work 
is done from 7 to 8 a.m. during their 
daily commute. Employees might feel 
that the ability to work remotely actually 
helps them juggle work with family life, 
as they can leave work early and catch 
up on work tasks later. Cloud printing 
apps give users the flexibility to process 
business documents directly from a mobile 
device when they can be most productive, 
whether at home, on the go, or in the 
office. They are a real productivity driver.”

Donna Marley: “We offer our partners 
many different tools to help promote our 
products and solutions, from documentation 
explaining current market drivers to customer 
case studies. Additionally, we provide event 
builder and marketing toolkits so they can 
invite their customers to demonstrations 
in their showrooms or virtually, including 
hosting webinars or online training, to 
ensure they fully understand the solutions 
on offer. We are also just about to launch 
an easy to use interactive tool to illustrate 
customer challenges and how certain 
solutions can add value, fix problems and/or 
improve a sale.”

Wayne Snell: “Our reseller partners can 
easily demonstrate to customers how simply 
we can ‘connect’ to this cloud world. Using 
the web browser option installed in the 
ineo device, end users can gain access to 
our connector shop – dStore – to download 
the connector of choice directly to the MFP. 
A wealth of information is available for our 
ineo Connector Apps via our web site. There 
are also brochures for our reseller partners 
to utilise for local promotion.”

Briefly summarise your cloud offer.

Eddie Ginja: “Our cloud offer has been 
live in the UK since January 2015. We 
are launching this in Europe starting 
September 2015. 

“In summary, cloud printing technology 
is really clever, but the way it works is 
brilliantly simple. In basic terms, it is an 

...continued
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outsourcing strategy for the processing, 
routing and management of all print traffic. 

“Users simply click print to send the 
document to a cloud-attached printer at a 
location they choose. The data is securely 
routed through a proprietary network 
and can be released at any device using 
authentication policies specified by the 
enterprise. 

“One key advantage of cloud printing 
is it is virtual and so eliminates the cost 
and complexity of buying, managing and 
housing print servers. It’s also fully scalable. 
Reshaping the fleet configuration or ramping 
up print server capacity to support peak 
loads, for example, is quick and easy. Hosted 
cloud solutions remove the requirement 
for contingency storage for print traffic, 
enabling enterprises to reduce server 
capacity, free up IT budget and rack space.

“Cloud printing also helps support the 
practical, reliable and secure introduction 
of new working practices such as mobility 
and off-premise printing, Bring Your Own 
Device (BYOD) policies, cloud scanning 
workflows and data storage platforms.”

Andy Johnson: “We have three different 
kinds of cloud print offerings. Users of one 
of our cloud connected devices can scan 
and print directly to/from a range of cloud 
services including Dropbox, One Drive, 
Google drive, Box, Evernote and OneNote.  
We also offer customers the ability to 
print whilst on the go, using Google Cloud 
Print, and there’s also our free cloud-based 
iprint&scan app that enables users to print 
to our devices.  Worldwide printing from this 
app passed the 100 million pages mark in 
2014, up from 66 million pages in 2013.” 

Jason Cort: “Sharp has a comprehensive 
cloud and cloud print offering and uniquely 
offers its own cloud-based file sharing and 
collaboration environment called Cloud 
Portal Office. Many Sharp MFP ranges 
support AirPrint and provide their own Wi-
Fi hotspot for direct print applications. The 
free Sharpdesk mobile app for phones and 
tablets provides ‘Print from’ and ‘Scan to’ 
mobile capabilities. 

“Sharp also offers a wide selection of 
third-party software to complement its 
MFP ranges, which support mobile and 
pull print (sometime called secure print) 
functions. These allow users to submit print 
jobs from devices not connected to the 
corporate or university network for printing 
on any convenient connected printer. 
Examples of these would be PaperCut, 
YSoft SafeQ and Everyone Print.”

Mark Robinson: “At Canon, we 
recognised the changes in the way people 
work early and have constantly added new 
features to our products and solutions that 

make it easier for our customers to do their 
jobs.

“For example, our MAXIFY inkjet and 
i-SENSYS laser ranges for home, small 
and medium-sized businesses come with 
a variety of mobile and cloud printing 
capabilities as standard. Users enjoy 
the freedom of printing anywhere over 
the internet from cloud services, such as 
Evernote, Dropbox, OneDrive and Google 
Drive; from the printer screen; or remotely 
from their mobile phone or tablet using 
the Canon PRINT app. And it also works 
the other way around, as they can scan 
documents to cloud services, too.”

Donna Marley: “The foundation of the 
cloud is virtualised servers providing needs 
like computing power, network, bandwidth 
or storage. Xerox delivers cloud solutions 
within a three-tier stack, which focuses on 
infrastructure, platform and software. This 
offer includes: 

• Software as a Service – the layer 
that provides people with software apps 
suited specifically to them. Workflow on 
Demand - a collection of SaaS solutions 
that simplify work in business, including 
aspects of mobile and document scanning.

• Platform as a Service is included 
within the cloud offer, providing tools for 
security (authorisation and authentication); 
e-commerce; and interoperability. Xerox 
solutions are built on cloud-ready 
platforms with SDKs and APIs that enable 
our software developers, our cloud 
consortium and business innovation 
partners to produce a steady stream of 
innovative solutions.

• Infrastructure as a Service. Xerox 
and our partners provide a full range 
of state-of-the-art cloud infrastructure 
services.

Wayne Snell: “Develop has developed a 
series of MFPs designed for simple mobile 
and cloud integration. It’s not about 
adding value, it’s about getting connected 
and integrating with today’s mobile and 
cloud work practices.

“Different apps are also available. 
Specifically designed for Google Apps, 
Evernote and SharePoint, they facilitate 
and simplify cloud-device integration so 
that ineo MFPs seamlessly connect to the 
respective cloud service. Customers can 
then print documents direct from their user’s 
cloud account and scan documents to their 
cloud account too. Connection to cloud-
based functions is easily done straight from 
the operating touch panel of the ineo MFP.”

Are your partners seeing success 
with it?
Eddie Ginja: “Yes, but slowly. It is taking 
time for some partners to get their head 
around this new type of solution/service. 
That said, the ones that have embraced 
this have seen good success with cloud 
printing – for them and their customers.”

Andy Johnson: “Some more than others. 
Those that have seen the opportunity 
are busy changing their sales proposition 
from speeds and feeds to the extended 
functionality of cloud printing, mobile 
working and convenience. They are seeing 
their average selling prices increase.”

Donna Marley: “Yes, they’re seeing 
success and transforming their business. 
A great example is a reseller in the 
UK who went from being a company 
that only deals with others within the 
UK to an organisation supporting a 
global implementation of Xerox Mobile 
Print Cloud. Unbelievably, the original 
conversation started with the customer 
enquiring about a single printer, costing a 
few hundred pounds. Talking about cloud 
capabilities can take the client conversation 
in a new, more profitable direction.”

Wayne Snell: “Develop devices have 
offered web access for some time and, 
with the recent introduction of the dStore 
application gateway, users now have the 
ability to install direct access to the most 
popular cloud servers. Feedback from 
authorised Develop dealers has been 
very positive and many are rolling out the 
dStore access to their user base as a mobile 
document workflow benefit to the already 
advanced offering of the Develop ineo 
range.”

kyoceradocumentsolutions.co.uk, 
www.brother.co.uk,  
www.sharp.co.uk, www.canon.co.uk,  
www.xerox.com, www.dsales.co.uk
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Sales and marketing are two very 
distinct specialities; both have 
differing short-term goals and there’s 
often friction between the two. Yet 
neither discipline works in isolation 
and to get the best returns for any 
business, they need to be closely 
aligned. 

The important thing is that the ultimate 
goal – increased revenue – is the same 
for both teams. Research shows that 
companies that are best at aligning the 
two functions experience average annual 
revenue growth of 20%. 

The key to success is making sure 
everyone is on the same page and, for 
this, communication is key. If both teams 
define a ‘qualified lead’ or ‘buying process’ 
in the same way, they can work closer 
together on achieving what each needs. 
Collaboration between the two disciplines 
to define how they will create, qualify and 
measure the quality of leads generated 
helps to break down barriers.

Communication with customers is 
also vital. The traditional sales funnel is 
no longer as rigid as it once was. Today, 
customers educate themselves long before 
making a buying decision and sales people 
aren’t their first port of call for product 
information the way they once were. 
Marketing activities now need to last longer 
within the customer buying cycle, seeding 
information that customers can find online 
before they ever speak to a salesperson. 

Understanding the customer touch-
points and creating consistency in 

messaging through marketing and within 
the sales team have big roles to play in 
ensuring the impression a customer has 
is, firstly, the right one and, secondly, 
continues through their interactions with 
the business. 

Defining your target audience
One of the best ways for marketing and 
sales to start communicating effectively is 
to define the target audience. Making sure 
both teams have the same audience in 
mind will go a long way towards helping 
them work together and understand where 
each is coming from. 

Creating a specific audience profile 
allows you to focus your marketing on 
attracting those clients that will most 
benefit your business. If your sales team 
knows that the best leads come from 
people interested in a particular feature or 
from a particular demographic, then your 
marketing should take this into account. 

Don’t be afraid to narrow down your 
audience; you can be far more targeted, 
more relevant and more engaging to a 
smaller audience than you can be if trying 
to appeal to everyone. 

When you start defining your audience, 
you need to understand the problems that 
your product or service addresses. Without 
that knowledge, you won’t know who has 
the problems that you can solve, which 
makes defining them and marketing to 
them difficult!

Profile your existing customers. What 
are the trends? Are there specific features 
that the majority display that you can 
incorporate into your marketing? Again, 
this is where sales and marketing can 
combine knowledge for greater success. 

Once your target customer is defined, 
marketing can work on attracting that 
customer using effective strategies, 
providing sales with better quality leads 
from the start.

Sofia Dahlqvist, owner of full-service marketing agency 55 Connect, 
explains how to align sales and marketing for the best returns and 
faster business growth.

Accelerating growth 
with the right business 
alignment

Generating the RIGHT leads
Marketing is obviously designed to 
generate leads; without that, there’s 
not a huge amount of point to it. The 
difficulty lies in ensuring the leads that are 
generated are the right ones; the ones that 
will convert into paying customers; the 
ones that won’t waste your time. 

But there’s more to marketing than just 
creating leads and then leaving everything 
to the sales team to follow up. Marketing 
should support sales activities and nurture 
potential new customers throughout the 
whole buying process. 

Sales and marketing teams should work 
together to agree a method of ranking or 
cataloguing leads. Once a new lead comes 
in, it should be ranked according to the 
agreed method, which will make it much 
clearer which team should take ownership 
of the lead. 

Very early on in the buying cycle, new 
leads may not be ready to make a firm 
decision and will need lots of information 
and handholding. This is the ideal point for 
marketing to take the reins. Nurturing that 
lead, providing information and remaining 
in regular communication is a perfect fit 
with marketing activities. 

As leads get closer to buying, or where 
they have more complex needs or are a more 
high profile client, the sales team should 
step in. At this stage, the lead is much more 
likely to buy and the sales team can start 
leveraging the marketing communications 
and brand profile to close the sale. 

55 Connect is a full-service marketing 
agency, passionate about helping 
companies to bring their brands to life. 
With so many paths to go down – offline, 
online, digital, PR, events – 55 Connect 
helps companies to ‘connect’ the dots and 
make the smartest marketing choices for 
their organisation. 
www.55connect.co.uk
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Parents know this refrain well – “Are 
we there yet?” – just as they know 
the answer – “In a little while.” I 
spend my working life with printing 
technology and have heard this for 
many years. In the case of inkjet, this 
is a recurring theme. And while we are 
not there yet, we are getting there. 

Some print providers have arrived, such 
as REAL Digital International based in 
South London. It was established in 2004 
in the belief that transactional and direct 
mail production could be improved using 
a flexible inkjet solution with powerful 
workflow and finishing systems to cut, fold, 
collate and insert almost anything. 

REAL Digital invented 650mm wide, 
high quality, colour duplex web inkjet 
printing by mounting a pair of single-
pass inkjet presses on a flexible transport 
system. And they developed new paper 
coatings to achieve the quality demanded 
by leading brands for personalised carriers, 
mailers and magazines. 

The business, which has since upgraded 
to a pair of Screen Jet520 duplex lines, 
has lived up to its promise, winning 

multiple awards – including the PrintWeek 
Company of the Year – and continuing 
to monitor new developments and 
opportunities. 

David Laybourne, REAL Digital 
International Managing Director, said: 
“Inkjet technology provided the flexibility 
for us to deliver solutions that address 
latent customer demand and to drive new 
demand in areas where we have seen 
further opportunities.”

He adds that developments in ink 
technology are having a big effect. “Inks 
are more flexible with increased colour 
gamut, reducing the need for special 
substrates whilst increasing productivity. 
As the ink manufacturers accept more 
viable pricing models, the proportion of the 
marketplace that inkjet solutions are able 
to address will only increase," he said.

Viable ink costs 
Laybourne’s comments about ink pricing 
are instructive. Suppliers want to maximise 
profit. Yet, the cost of ink makes medium-
to-long runs with high ink coverage 
uneconomic, compared to analogue print. 

In the second in a series of articles we are publishing in the run-up to drupa 
2016, Sean Smyth examines the impact inkjet technology is having on 
commercial printing; what its applications are; and what the printing community 
can expect to see when it converges on Düsseldorf for drupa 2016.

Flexibility.  
Agility. Power.

This disconnect is holding back adoption 
of inkjet in commercial print, publishing 
and packaging applications, and turning 
existing users of analogue presses away 
from inkjet.

High value recurring consumables and 
service revenue from ink, cleaning fluids 
and replacement heads is attractive to 
suppliers. But print service providers are 
not used to this model. They are used to 
buying a litho press and then negotiating 
for plates, inks and support from the 
established supply base.

Another historical barrier to wider 
adoption of inkjet, especially for 
commercial printing applications, is the 
need to use specially treated papers and 
the inability to print effectively on glossy 
coated stocks. However, as Peter Wolff, 
Director of Commercial Printing Group 
for Canon EMEA, points out, the latest 
generation of production inkjet presses is 
rapidly eroding these barriers. 

“With the latest system introductions 
of the ImageStream, the reachable range 
of applications extends even further, due 
to the printability of offset coated material 
for matte, silk and glossy applications. 
With these new capabilities, additional 
applications like magazine printing, 
catalogue printing and others are now 
do-able on inkjet, with all the benefits of 
individualisation and customer-targeted 
content and without the additional cost 
related to special inkjet-treated papers. This 
offers commercial printers the opportunity 
to combine a broad range of applications 
on one digital press with productivity and 
quality equivalent to offset,” he said. 

Books lead the way
The costing of inkjet production is different 
to that of analogue print. It has lower 
pre-press and set-up costs, but ink – and 
until recently, paper – is more expensive, 
often much more expensive. This means 
long run, high ink coverage inkjet is not 
cost-effective, so there is little appetite for 
printers to change. 

However, in book production there 
are advantages in combining inkjet with 
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in-line finishing, delivering folded, collated 
and glued blocks ready for a simple 
cover application and final trim. This is 
particularly true for monochrome books. 

Publishers and book printers have 
now gone beyond just comparing print 
costs and are considering the total 
cost of manufacturing. The flexibility 
of inkjet allows book production to be 
re-engineered and book publishers to 
reduce their stocks and their publishing 
risk, bringing overall cost and service 
advantages. Colour books are quickly 
following the mono lead.

For other products, the benefits of 
changing manufacturing processes to inkjet 
are not so clear. Well-established analogue 
methods are meticulously honed to 
minimise cost while delivering high quality. 
This will change as more companies install 
inkjet equipment, learn its capabilities and 
exploit new opportunities. 

A growth opportunity
Inkjet technology already has many early 
adopters who are profiting from the 
technology. For example, HansaPrint in 
Finland, a €70m turnover firm specialising 
in retail and publishing, recently installed a 
high speed Ricoh Pro VC60000 press. 

HansaPrint Business Unit Director Jukka 
Saariluoma said: “Prior to experiencing the 
Ricoh Pro VC60000, I did not believe that 
there would be a major shift from offset 
printing to inkjet. But the new press has 
changed my mind. Our clients are very 
excited by the new level in quality and the 
increased flexibility offered and are moving 
significant amounts of their work from 
offset to inkjet.”

All key analyst organisations predict 
very high growth for inkjet print volumes 
and values. Smithers Pira expects the value 
of inkjet printing output for graphics and 
packaging to more than treble between 
2010 and 2020, from €23 billion to more 

than €70 billion (in current values), with 
a forecast CAGR  of 12.7% from 2015 to 
2020. HP reports that its customers alone 
have produced more than 100 billion inkjet 
pages since 2009 when it installed its first 
production inkjet press.

Beyond traditional print
Inkjet printing applications include 
coding & marking, addressing, security 
numbering & coding, photo-printing, 
wide-format (sheet, roll-fed and hybrid), 
flatbed imprinting systems, narrow web, 
tube & irregular shapes, high speed wide 
web and sheetfed – to name a few. 
Outside traditional printing and graphics 
applications, inkjet has revolutionised 
ceramic tile printing and it is growing very 
strongly in textiles and other industrial 
decoration applications, from pens and 
memory sticks to architectural glass and 
laminated decor.

Thus, inkjet offers opportunities for 
expansion into areas that may not have 
been considered by traditional print 
providers. Paul Adriaensen, Agfa Graphics 

PR Manager, said: “Not too long ago, 
inkjet was praised as an alternative to 
conventional systems for its ability to 
offer single-off sheets, short runs and 
personalised prints. But the technology 
has also been introduced to new areas. 
This creates interesting dynamics in the 
industry.”

For example, Mimaki and other 
manufacturers are introducing innovative 
digital inkjet solutions with higher speeds 
and productivity to meet the demands of 
the booming textile market where inkjet 
has a major advantage over other print 
processes, as it is the only non-contact, 
high quality, high performance process. 

Better inks
Technical advances are primarily in new 
and better control of print heads, better 
inks and a much wider selection of readily 
available and more affordable inkjet-
treated papers. 

Ink manufacturers spend a great deal 
of money on developing new inks that 
perform well in the heads and provide 
excellent print quality. This has produced 
ink with higher density levels offering  
offset-like quality at lower coverage. 
There are also now more substrates that 
perform well with inkjet, aided by colour 
management improvements. 

There are many routes to market for 
inkjet inks. Some equipment manufacturers 
formulate and manufacture their inks; 
others sell ink that is made under license 
by ink specialists. In low-end wide-format 
inkjet, there are independent third-party 
ink suppliers competing with the OEM. 
This is probably the healthiest part of 
the market for end users, with thousands 
of machines sold each year consuming 
millions of litres of ink. 

This is not the case with high 
performance systems, where the equipment 
supplier typically provides ink tailored for 

Technical 
advances 
are primarily 
in new and 
better control 
of print 
heads, better 
inks and a 
much wider 
selection 
of readily 
available 
and more 
affordable 
inkjet-treated 
papers. 

...continued

A Mimaki 
TS300P-1800 
textile printer

The Ricoh Pro 
VC60000 inkjet press
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The Leitz Icon Smart Wireless Label Printer creates paper and plastic labels, in many lengths and sizes. From small labels right up to banner size 
(2.7m) the Leitz Icon cuts to size and can be controlled from multiple devices using the Leitz Icon app. Intelligent cartridges indicate which type of 
tape is used and how much is remaining. 
The portable Leitz Icon - print any label, anywhere.

LEITZ ICON - ONE MACHINE 
FOR YOUR LABELLING NEEDS

www.leitz.com/icon
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optimal performance within the overall 
system. However, there are indications that 
this is changing. 

Collins Inkjet is an independent inkjet 
ink manufacturer that makes water-based 
inks for many of the high speed single pass 
presses. Chris Rogers, Vice President of 
Sales & Marketing at Collins, is optimistic 
that it will be able to establish itself as 
a third-party ink provider, whether in 
competition – or partnership – with OEMs. 

"Low consumables costs promote 
growth and easier adoption. When 
customers see competitive pricing for 
the more efficient inkjet technology, it 
is easier to switch, and they are more 
willing to change. Our business model is a 
traditional ink company; our manufacturing 
scale allows us to price inks at lower 
profit margins. This long-term strategy 
has proven successful over 25 years and 
it seems that OEMs are now starting to 
agree. They realise the easiest way to grow 

market share is to price their consumables 
fairly and we can help them with that," 
he said.

The future
Today, a huge amount of money is 
being spent developing inks, printheads, 
substrates, control software, transport, 
drying and turnkey print systems. These 
investments have foisted big changes on 
the world of print, but nothing compared 
to what is likely to occur over the next few 
years. 

As productivity increases, inkjet 
suppliers are looking to siphon ever more 

volume from the analogue print market 
by offering directly competing solutions. 
Productivity, quality and economics are 
pushing inkjet technology firmly against 
sheetfed litho and narrow web flexo, and 
larger format flexo and web offset are also 
in its sights. 

While a few inkjet suppliers might be 
guilty of hyperbole (very guilty in some 
instances!), it is good to see users and 
customers voting with their feet and their 
wallets. For the foreseeable future, we 
will continue to see inkjet productivity 
enhancements and improvements in 
cost-performance, plus some totally new 
formats and systems, at least a couple of 
which will be on show at drupa. 

In addition to graphics and packaging, 
inkjet is making rapid progress in 
textile printing, ceramics and industrial/
architectural decoration. Plus the new 
area of 3D printing, where inkjet is an 
important enabler. For companies that 
are smart enough and brave enough to 
explore new markets, inkjet presents huge 
opportunities. 

Printers change their choice of printing 
method for several reasons: to reduce cost, 
to improve quality, to achieve greater levels 
of service, or to do new things. Inkjet lets 
them do all four. Go to drupa to find out 
what inkjet can do for your business. 
www.drupa.de 
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“The new structure is designed to 
make us a more attractive partner 
to new vendors and new resellers,” 
said Marketing Director Nigel Morris. 
“In essence, what we’re doing is 
reshaping and right-sizing to provide 
our customers with a combination 
of dedicated account managers with 
specific areas of product expertise.”  

The VAR team created in January of this 
year will be expanded with new recruits 
taking up positions within the pre-sales 
function and as account managers. This 
team will support any reseller through 
all stages of the sales process, including 
pre-sales configuration and architectural 
support, with the resellers themselves and 
their end user customers.

Beta has created two new sales teams 
– Major Accounts and Premier – who will 
work with a number of customers across the 
entire product range. Both include dedicated 
enterprise and technology specialists. 
“Bringing enterprise and technology 
opportunities to this customer base will be a 
big part of their role,” said Morris.

Underpinning the entire sales operation 
is a Technology Solutions Business 
Development team, which has also 
increased in size. 

Morris said that in the past 18 months 
headcount in Beta overall has increased 
from 60 to 100, with ten new positions 
created since June.

“In the past six months, we’ve secured 
three new distribution agreements with 
Falconstor, Overland/Tandberg and Exablox, 
and earlier this year Samsung appointed 
Beta as a 1st tier distributor for their 
print products. We’ve been successful in 
attracting new vendors based on the wide 
and varied nature of our customer base 
and our ability to provide them with new 
customers,” he said. 

“In the same vein, having the 
distribution rights to new brands makes us 
an appealing partner to more resellers. So 
we’re scaling up to ensure we’ve got the 
right infrastructure in place to manage that 
new business and, most importantly, to 
provide consistently high levels of service to 
all our partners”

Trade-only
Beta maintains a strictly ‘trade-only’ 
business model, which it regards as a 
cornerstone of its success. “This generates a 
level of trust with our resellers, evidenced by 
the fact that three-quarters of the deliveries 
we make are direct to end users on behalf 
of resellers,” explained Morris.

In addition, the disti has broadened its 
product portfolio in response to a changing 
market. Morris singles storage as one area 
of real opportunity for dealers in which Beta 
is well placed to help. 

“Google CEO Eric Schmidt said we 
create as much information in two days 
now as we did from the dawn of man 
through to 2003,” said Morris. “Where do 
you store that information is a question 
dealers should be asking their customers. 
We firmly believe that for resellers looking 
to secure a new revenue stream, storage 
products are where they should be 
focussing.” 

He added: “The last three years have 
seen a significant shift in our product 
shares. Storage-based products have grown 
from 9% to 30%, while the consumables 
product range has reduced from 70% to 
just over 50%, although consumables 
revenues have still increased.”

Morris said that unlike MPS, where 
dealers may have an in-house capability and 
therefore be less reliant on their distributor, 
with storage you really do need a disti 

Beta Distribution has enjoyed consistent sales 
revenue growth over the last eight years.  
The firm is on track to hit the £200 million mark 
this financial year and is reshaping its pre- and 
post-sales structure to support its channel 
technology, enterprise and storage proposition.

New sales structure 
for Beta

on-board to help win the business. “That’s 
where our VAR team comes in. Typically the 
sales cycle can be long and in some cases 
complicated, but once you’ve landed one 
deal, the rest will follow,” he said.

A large proportion of Beta’s growth 
– turnover for FY15/16 is projected to 
grow by £40 million to £200 million – 
has come from the new technology and 
enterprise products it offers. Further growth 
is expected to come from its new sales 
approach.

“If we stick with what we’re currently 
doing, we will see 10-15% growth year-
on-year. But we expect it will be much 
higher than that. We have opened up 
our first European operation in Holland, 
supported by a fully stocked warehouse, 
and anticipated revenues in the first full 
year of trading are €30m from a standing 
start,” said Morris.

He added: “Bringing on new vendors 
and expanding into other technology areas 
means that we have resellers and VARs 
doing business with us now that wouldn’t 
have done so 12 months ago. Our new 
sales structure will not only re-affirm to 
existing vendors and customers that we are 
serious about becoming a major player in 
this space, but will also make those who 
have yet to experience Beta take another 
look at what we can do for their business.” 
www.betadistribution.com

With storage 
you really do 
need a disti 
on board to 
help win the 
business

Nigel Moris, marketing director,  
Beta Distribution
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Established in 1970, EMS Copiers 
is active mainly in Dublin and 
Leinster, albeit with a number of 
offices across Ireland that allow it to 
provide a local service to customers. 
The business is led by a management 
team of John Cahill, who bought the 
business 15 years ago, Sales Manager 
John O’Brien, Service Manager  
Ken O’Regan and Financial Controller 
Brian Kiernan.

Six years ago EMS Copiers made the 
decision to switch from being a dual-line 
reseller to become a UTAX-only provider 
instead – a decision that O’Brien describes 
as “wholly positive”.

“We share our plans and goals and are 
fully committed to the UTAX offer. In turn, 
their support is excellent; they understand 
our challenges; and have assisted us in 
implementing new ideas to support our 
growth. Working cheek by jowl with UTAX, 
we’re enjoying success. As a partner they 
understand what we’re trying to achieve 
and how we’re going to do it,” he said.

O’Brien adds that he is very impressed 
with the quality of UTAX products. “From 
a maintenance and support perspective, 
UTAX products are much more attractive to 
us as a business. They deliver a long duty 
cycle and long life. Performance in the field 
is excellent and, for us, that’s the key thing. 

When we’re upgrading MIF, the sales cycle 
is a whole lot easier as we’ve got a proven 
track record,” he said.

Stellar growth
The economy in the Republic began to 
recover two years ago and that helped 
usher in a period of stellar growth for the 
company. For two years running, EMS 
Copiers has been crowned UTAX Partner of 
the Year for recording the highest number 
of unit sales across all products, including 
colour devices and software solutions.

“Recovery wasn’t an overnight sensation; 
it was gradual,” explained O’Brien. “We 
spotted the signs; the phones started ringing 
again and we tooled up to be ready.” 

That, he says, included the hiring of 
three new field sales people to fulfil EMS’s 
mission to win new business. “We matched 
our offering to market conditions and put 
people in the field. If you’re going to grow 
you have to be out there knocking on 
doors. It’s as simple as that.”

A year ago EMS expanded its marketing 
capability, employing a dedicated in-house 
specialist to promote its offer, generate 
leads and, most importantly, to assist the 
sales force in converting those leads.

“We are incredibly activity-focused,” 
said O’Brien. “We know that we’re not 
going to convert every potential lead 
straight away, but what we’re really good 
at is tracking them, categorising them and 
ensuring that when they’re ready to buy, 
we’re there.” 

A brand new website, www.emscopiers.
ie, went live just a few weeks ago and the 
firm is now driving traffic to the site using 
Google Ad words and monitoring and 

Matching its offering to market conditions, 
putting more people in the field and a fresh focus 
on strategic marketing have seen the Dublin-
based firm grow by 50% in the last 18 months.

EMS Copiers on 
growth trajectory

measuring its impact. “We really drill down 
into the numbers, to see what works and 
where we’re successful. It’s a much more 
strategic and cognitive approach and it’s 
paying dividends,” explained O’Brien. 

SME focus
EMS Copiers’ customer base is mainly 
SMEs in and around Dublin and this 
focus, says O’Brien, has underpinned the 
company’s rapid growth.

“Ireland in the main is a nation of SMEs 
and the bulk of our business is conducted 
in Dublin. Hence that’s where we have our 
head office. In the main, the sales cycle is 
shorter, even when delivering a full-blown 
MPS solution, as we’re dealing with the 
business owner/decision-maker. This is a 
contrast to larger enterprises where you 
have to sell different benefits to different 
people and tailor the message to ensure you 
cover all the ‘what’s-in-it-for-me’ bases.”

He added: “Growth has all been 
organic to date; there have been no 
purchases or acquisitions. But if the right 
opportunity came along we would consider 
it. We’re very proud to have grown the 
business by 50% in the past 18 months. 
We are without a doubt one of the fastest 
growing MPS providers in the Republic.”

O’Brien is confident EMS Copiers 
can continue its upward trajectory and 
is looking forward to further growth. 
“Unemployment is the lowest in seven 
years; the market is really starting to 
pick up; and, whereas previously people 
were cautious about investing in new 
equipment, the mindset is changing,”  
he said.
www.emscopiers.ie

Working 
cheek by 
jowl with 
UTAX, we’re 
enjoying 
success.  
As a partner 
they 
understand 
what we’re 
trying to 
achieve

John O’Brien,  
sales manager,  
EMC Copiers
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Businesses currently using 
laser printers and copiers could 
dramatically reduce their waste, 
energy consumption, and noise 
emissions by switching to Epson 
WorkForce Pro inkjet printers, 
according to new independent 
tests by Buyers Laboratory LLC (BLI) 
commissioned by Epson. 

BLI tested several WorkForce Pro 
models against a selection of competing 
colour lasers and laser copiers and found 
that Epson’s printers produce up to 95% 
or 77 kilograms less waste when printing 
up to 80,000 pages. Furthermore, BLI tests 
against a selection of competing machines 
showed that Epson WorkForce Pro models 
use up to 82% less energy than lasers and 
laser copiers.1 

“The outstanding eco features of our 
WorkForce Pro printers are made possible 
by Epson’s PrecisionCore inkjet printhead, 
which uses Epson’s proprietary Micro 
Piezo technology,” comments Paul Steels, 
Director of Business Imaging, Epson 
Europe. “PrecisionCore printheads have 
the ability to accurately fire a wide variety 
of liquids in exactly the required quantities 
at varying media on demand, minimizing 
ink waste and reducing the frequency 
of consumables replacement, therefore 
producing much less waste compared to 
colour lasers and copiers.” 

“Laser printers and copiers use a 
combination of heat and pressure to 
fuse toner to the paper. Instead of heat, 
Epson’s inkjet printers use subtle changes 
in pressure to fire ink droplets on to the 
paper, so they consume minimal energy 
when printing.” 

In addition, the BLI research confirms 
that over a range of typical office activities 
for a three-minute period, WorkForce Pro 
models are up to 18% quieter (29.42 
dBA) than competitive laser printers and 
copiers, making them ideal for the work 

environment.2 “Inkjet printers are capable 
of entering a sleep mode at a much faster 
rate compared to lasers, which reduces 
both energy consumption and noise 
emissions, helping employees focus on the 
task at hand,” Steels adds. 

“Businesses and organizations 
today are constantly looking for new 
ways to keep distraction down and 
workplace efficiency up,” commented 
BLI Senior Editor Priya Gohil. “The clear 
environmental benefits, among others 
found in these tests, demonstrate the 
unique advantages inkjet printers have 
– making them the ones to watch in the 
printer space.”

The BLI test results for the WorkForce 
Pro range highlight Epson’s strength in 
developing compact, energy-saving, and 
high-precision technologies, which form 
a common base for all of Epson’s core 
technologies: Micro Piezo, sensing and 
microdisplay.

Rob Clark, Senior Vice-President 
for Epson Europe added: “Through 
characteristics such as minimizing the 
use of resources and reducing waste, 
our core technologies are kind on the 
environment. Epson will continue to refine 
these technologies to increase the value 
we provide to our customers and further 
contribute to the environment.”

“On a company level, Epson is 
committed to achieving its ‘Environmental 
Vision 2050’ by restoring and preserving 
biodiversity as a member of the eco 
system, reducing CO2 emissions by 90% 
across the entire product life cycle and 
ensuring all products are included in the 
resource and reuse recycling loop.” 

“As part of our environmental goals, 
we are challenging ourselves to create 
compelling, customer-pleasing products 
that have 50% lower impact across their 
life cycle by making them more compact, 
reducing their power requirements, 

Epson WorkForce Pro  
inkjet printers produce  
up to 95% less waste and  
use up to 82% less energy 
than laser printers and copiers, 
independent research confirms

designing them for easy recycling and 
extending their service life. By reducing the 
environmental impact across our products, 
services and all areas of operation, we help 
our customers to meet their environmental 
targets,” Clark concludes.  
www.epson-europe.com

1.  As tested by BLI, over two months to April 2015, against a selection of 
competing machines, as commissioned by Epson. For more information 
visit www.epson.eu/inkjetsaving .

2.  As tested by BLI, over two months to April 2015, against a selection of 
competing machines, as commissioned by Epson. For more information 
visit www.epson.eu/inkjetsaving.
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AND FINALLY

What’s currently having the greatest 
impact on your business?
The encouragement and commitment of the sales 
team. The people make the difference and are 
our greatest asset – morale is very high in Duplo. 
Nobody thinks ‘what’s in it for me?’; we’re all 
committed to being successful together. 

Where do you see the next big 
opportunity?
Continuing to capitalize on a sea-change in 
perceptions towards fully automated finishing, 
which is at the heart of what we do. Print users 
care more about how the finished document 
looks and are looking to Duplo to innovate 
and constantly bring new products to market. 
The Duplo DC-616, for example, has been an 
incredible success story and is proving to be a 
game changer for all kinds of markets. These 
include small commercial printers, corporate and 
government in-plants and pay-for-print markets.

What would make your day job easier?
A double – I need another me! I get fantastic 
support from Duplo and the team, but it’s just 
the sheer volume of business at the moment. 
It’s a great problem to have – I’m certainly not 
twiddling my thumbs wondering where the next 
order is going to come from.  

What’s the best bit of business advice 
you’ve been given?
Be honest and committed. Your attitude will 
determine your altitude and help you go from 
strength to strength.

If you had had a crystal ball, would you 
have done anything differently?
I’d have pre-ordered at least double the number 
of our Duplo DC-616 systems. We’ve been 
struggling to keep up with the orders.
 
Describe your most embarrassing moment.
Ending up on stage with naked dancers at the 
Raymond Revue Bar in Soho, London. At the time 
I was working at a bank and it was an evening 
social out. We were told to go upstairs and take 
a seat, but I inadvertently walked through the 
wrong door straight on to the stage where the 
dancers were performing.

Angela Osborne, Sales Manager,  
Duplo UK Digital Finishing and Office Division

60 seconds with…

What was your first job?   
Secretary at a home interior decorating company in Northern Ireland. 

What would be your dream job?   
I am living it!!! If I didn’t do this, I would like to be an entertainer, perhaps a 
singer. But I haven’t got the voice so won’t be giving up the day job!

Money’s not an issue, what’s your perfect car … and where 
would you like to drive it?   
Crossing the Sahara in a Jeep would be a dream, although I’m not really 
into cars.

Fine dining and good wine, or curry and a pint?  
Fine wine and dining. My favourite dish is seafood, particularly prawns. 
So a nice seafood restaurant with fine wines would be perfect.

Favourite holiday destination.
South Africa because we lived there for 20 years and still go back every 
two years to catch up with family and friends. It’s such a wonderful place 
and the food in Cape Town is the best I’ve ever had anywhere in the 
world.

How do you like to spend your spare time? 
Shopping (I’m a shopaholic), gardening, reading and DIY. We do crazy 
things – a current project is remodeling our kitchen.
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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.

October 2015
13 – 14 Oct  
Olympia, London

office*  
www.officeshow. 
co.uk

13 – 15 Oct  
NEC, Birmingham

The Print  
Show  
www.theprintshow.co.uk

November 2015
3 – 4 Nov, Sunbeam Studios, London

www.duplolondoncalling.com



When your customers invest in a Brother printer, they expect the 
best results possible. Yet using some non original inks and toners 
means they could soon be meeting the likes of Mucky Pup and 
The Destructor in their very own printing horror story. 

Those pesky Incompatibles might seem cheap and friendly now, 
but just wait. Not only can they affect the quality of your customer’s 
print, they might even break their printer. 

Give your customers peace of mind. 
Recommend the inks and toners their printers deserve.

Choose Brother Originals - 
100% no monster guarantee!

 www.voweurope.com 
 Call: 0844 980 8000

Enough to give you nightmares.

www.brother.co.uk/
theincompatibles
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