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Still searching for a laser
toner that has it all?
Look no further than planitgreen, a premium quality toner
that gives you and your customers value for money and
benefits not only you, but the community in which you live.

Up to 70% cost savings
compared to the original
equivalent

Free toner recycling scheme
for all your used toners, inks
drums & waste toners

Guaranteed for 2 years, with
less than 0.8% return rate
providing unrivalled reliability

Earn £1 in reseller rewards 
for every toner purchased to
exchange for gifts & vouchers

We are proud to be supporting the Starlight Children’s Foundation
& donate 25p for every toner purchased to help brighten the lives of
the UK’s most seriously ill children

You can start to planitgreen today by contacting your 
DMC Account Manager for pricing or further information.
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OKI unveiled a brand new colour product refresh 
in Milan in October, a launch it says will empower 
businesses to make a big impression, find out more 
about the new line-up on page 12. Across the two days, 
PITR interviewed Takaaki Hagiwara, Managing Director 
OKI Systems UK and Thomas Seeber, Vice President 
Channel and Distribution EMEA, about the company’s 
channel partner programme and its plans to increase its 
share of channel business (page 38).

November 4 was World Paper Free Day. According to The 
Association for Information and Image Management (AIIM), 
World Paper Free Day is not just about going paperless, it’s about 
working smarter, decreasing paper entry points and improving 
business processes.

I have to admit working in a paperless or even paper-lite 
environment, to some degree, fills me with horror and it’s 
encouraging to see that I am not alone. AIIM says that despite 
widespread acceptance that reducing and removing paper is a 
best practice, only twenty five per cent of its 2016 Paper Free: Are 
We There Yet? respondents indicated that they run a clear/paper-
free environment.

Talk about disruption in the print industry is a recurrent theme, 
Quocirca’s Louella Fernandes says the print industry is already 
feeling the force of the digital age, but insists that print is far 
from dead (page 34).

James Goulding, Editor 
07803 087228 · james@printitreseller.uk
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Computer Products Solutions, a division 
of Panasonic System Communications 
Europe and FusionPipe Software 
Solutions, a Vancouver-based developer of 
authentication and data security solutions 
for enterprises, has announced a new 
partnership through which Panasonic 
will sell and support FusionPipe’s QuikID 
authentication solutions to its European 
customers, resellers and distributors.

QuikID is patented software, engineered to 
improve end user authentication (lock/unlock) 

for ruggedised PCs, laptops, tablets and VPN 
networks. It eliminates the need for username/ 
password combinations, tokens, smartcards, 
OTPs (one-time passwords) or USBs, offering a 
superior user experience while increasing work 
force productivity without compromising data and 
network security. 

Fusionpipe is one of the latest Independent 
Software Vendors to become officially certified and 
approved for use with Toughbook or Toughpad 
devices, under Panasonic’s new Certified ISV 
Programme.   www.toughbook.eu

BULLETIN
Panasonic partners with FusionPipe 

Zycko joins Nokia global 
partner program
Zycko, now part of the Nuvias Group, has 
been selected as Nokia’s first pan-EMEA 
distributor and will have access to a 
comprehensive suite of Nokia solutions.  

This partnership marks an important step 
forward in the go-to-market diversification at 
Nokia, extending channel and value-added 
distribution, to help expand the company’s 
footprint in the enterprise and mid-market space 
across EMEA.

Initially, Zycko will focus on hardware and 
software integration of IP routing and optical 
transport networks, fibre-based LAN connectivity 
infrastructure for buildings/campus’, open 
standards DDI management software, and 
software defined networking. 

Nokia is uniquely positioned to help 
communication service providers, governments 
and large enterprises deliver on the promise of 
5G, the Cloud and the Internet of Things. Nokia’s 
solutions are carrier/telco-grade, scalable to meet 
the most demanding XLE environments, whilst 
offering partners limitless scope to create their 
own global services across multiple products.    
www.zycko.com

IGEL Technology 
appoints DataSolutions 
for distribution 
IGEL Technology, a specialist in the delivery 
of powerful workspace management 
software, IGEL OS powered thin clients, 
zero clients and all-in-one client solutions, 
has appointed DataSolutions as its 
distribution partner to grow its business in 
Ireland. 

The IGEL range of simple and secure 
workspace solutions fits perfectly with 
DataSolutions expertise in the Citrix and wider 
virtualisation market and its strong network of 
value added resellers. 

“The knowledge that DataSolutions has of 
the Irish market, our technology sector and its 
complementary range of virtualisation, cloud, 
security and application vendors makes it the 
perfect partner for IGEL to continue to grow 
its business in Ireland,” said Simon Richards, 
Managing Director for UK & Ireland at IGEL 
www.igel.co.uk

BigTec Unveils NEO
Datacentre transformation VAD BigTec 
UK, has launched NEO, a unique platform 
delivering an Enterprise Hybrid Cloud 
(EHC) for reseller partners; making it faster, 
easier and safer for enterprise IT customers 
to achieve the flexible, dynamic service 
delivery demanded by their business. 

NEO combines best-of-breed technologies 
from multiple BigTec vendor partners to create 
a unique offering that allows maximum choice 
over how businesses structure and locate 
their processing resources and workloads. 
This is achieved through cloud-enabled service 
delivery, software orchestration and automation, 
providing all the control, visibility and security 
necessary to transform workload management.
www.bigtec.com

Nuvias acquires SIPHON
Nuvias Group has acquired SIPHON 
Networks, a leading unified 
communications solutions and technology 
integrator for the channel. The deal will 
see Nuvias making a significant investment 
in SIPHON to accelerate the integrator’s 
expansion, both in the UK and across EMEA. 

Paul Eccleston, CEO Nuvias Group, said: 
“SIPHON is a great business with an exceptional 
reputation in the UC market. Its focus on high 
level service and solutions capabilities for the 
channel is perfectly aligned with the Nuvias 
Group philosophy and strategy.”
www.nuvias.com

Diary date
IT Europa will be staging the tenth 
annual European Software & Solutions 
Summit on 30 March 2017 in London.

The event, which incorporates the 
European ISV Convention, will bring leading 
Independent Software Vendors (ISVs) and 
Solution Providers (including Solution VARs 
and Managed Service Providers) together 
with hardware, software and service 
organisations to explore and address the 
issues affecting the development of the 
IT Industry in Europe and to develop and 
strengthen partnerships aimed at supporting 
solution-based sales. 

Over recent years, ISVs and Solution 
Providers have been very much the driving 
force behind growth within the IT and 
Telecoms markets. This seems set to continue 
this year with Gartner now predicting 
worldwide spending on software will increase 
by 6.0% in 2016, against a backdrop of an 
overall decline in global IT spending (-0.3%) 
with spending on devices declining -7.5%.
www.eusss.com

Paul Eccleston, CEO of Nuvias and Jerome Jullien, 
VP Partners and Alliances, Global Enterprise & 
Public Sector, Nokia
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ECi e-automate’s end-to-end business solution will:
• Notify and log when a toner is placed into a customer’s machine
• Accurately record customer inventory to prevent stockpiling of toners
• Free up cash by not needing to keep a high volume of on-hand supplies
• Ensure optimal profitability of machines in the field

ACCOUNTING CONTRACTS SERVICEPURCHASING REPORTINGINVENTORY SALES

IS THIS THE FACE YOU PULL
WHEN YOU REALISE YOU HAVE NO TRACEABILITY OF TONER REACHING MACHINES?

© 2016 ECi Software Solutions Ltd. ECi, e-automate and the ECi Red Box logo are trademarks or registered trademarks of ECi Software Solutions, Inc.  All rights reserved.
 UK: +44 (0)333 123 0333    NL: +31 (0)88 6363 900    eu-sales@ecisolutions.com    ecieautomate.co.uk 

Stop pulling faces. Learn how e-automate software will take your business to the next level of profitable growth.
www2.ecisolutions.com/facepull-2 
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ZenOffice launches rebrand
At the end of September, ZenOffice unveiled a brand new look to employees and key 
partners. The brand refresh was the culmination of a nine-month-long project which looked 
at how the firm could better reflect the multitude of business solutions it provides.

The brand refresh event was attended by Zen 
sponsored Sale Sharks players Bryn Evans and 
Nev Edwards. ZenOffice’s charity partner Forever 
Manchester also paid a visit, along with their 
superhero Captain Manchester.

ZenOffice Managing Director, Bruce Davie, 
said: “Our new strapline – Beyond office supplies 
– conveys a lot about ZenOffice. We want our 
customers to know we are more than just a supplier 
and a contractor. We’re a trusted partner, going 
beyond office supplies to provide our customers with 
a huge range of business solutions, all from one 
place.”   www.zenoffice.com 

Annodata extends 
support to the  
GLL Sport Foundation 
For the second year 
running, Annodata 
has continued being 
a key sponsor of the 
GLL Sport Foundation 
(GSF). As part of its 
ongoing corporate 
social responsibility 
(CSR), Annodata will 
help to further GSF’s 
mission of supporting 
some of the UK’s top athletes to achieve 
their sporting potential.  

GLL is the largest UK-based charitable social 
enterprise delivering leisure, health and community 
services, it is committed to promoting sport in the 
community and aims to foster sporting success 
amongst British athletes. Central to this aim is 
the GSF, which has key objectives to help reduce 
the financial burden facing young people as they 
progress within their chosen sports.

 Mark Gliddon, National Athlete Support 
Programme Manager at the GLL Sport Foundation 
said: “Central to our mission is reducing the 
financial pressures that athletes face. As a result, 
our continued ability to enable our country’s 
athletes to succeed depends heavily on the support 
that we receive from our sponsors. GLL has a 
strong working relationship with Annodata, so 
we are extremely pleased that they are able to 
give their support to the Foundation as we look 
to support the next generation of Olympians and 
Paralympians towards Tokyo 2020.” 
www.annodata.co.uk

Social enterprise scoops award
Samuel Jackson, a trainee at WE DO. Print, the social enterprise set up by business 
supplies specialist Commercial Group, won PrintWeek’s Trainee of the Year Award. Jackson 
secured a £2,000 bursary from Heidelberg to further help his studies.

WE DO. Print is the flagship of Commercial Foundations, a social enterprise established by husband 
and wife team, Symon Bye a former teacher at an inner city school and Simone Hindmarch-Bye, co-
founder of Commercial Group. Its goal is to give disadvantaged young people an opportunity to learn 
new skills and become ‘work-ready’, enabling them to turn a corner and change their lives. Each year 40 
young people are taken on board. 

In the 18 months since WE DO. Print was established, it has become a viable business in its own 
right. It provides a reliable service that is highly valued by corporate customers who want to enhance 
their own social credentials, since every £1 of print spend equates to £4.87 of social benefit for the 
community.   www.commercial.co.uk 

Top safety accreditation for Cura Technical
Basildon-based Cura Technical has been awarded accreditation from SafeContractor for 
its commitment to achieving excellence in health and safety. SafeContractor is a leading 
third-party accreditation scheme which recognises high standards in health and safety 
management amongst UK contractors.

The company’s application for SafeContractor accreditation was driven by the need for a uniform 
standard across the business. Jason Williams, Cura Technical Managing Director said: “Cura is committed 
to the health and well-being of all of our employees and implementing safe work practices that protect 
employees at our own and our clients’ work premises.”

SafeContractor accreditation will enhance the company’s ability to attract new contracts and its 
commitment to safety will be viewed positively by its insurers when the company liability policy is up for 
renewal.

John Kinge, Technical Director of SafeContractor said: "Major organisations simply cannot afford to 
run the risk of employing contractors who are not able to prove that they have sound health and safety 
policies in place."   www.curatechnical.com 

Award nominations
Midshire has been nominated for a UK 
Corporate Excellence Award 2016 and for 
two awards at the Talk of Manchester Awards 
2016, in the Best SME Support Business and 
Best IT Support categories.

Desktop Monster, its hosted desktop solution has 
also been nominated for two awards: Best Newcomer 
and Best Technology/Technology Product.    
www.midshire.co.uk

Hertfordshire Digital 
Awards 2016
Mode Print Solutions picked up the Bronze 
award in the Website: marketing & creative 
category of the second Hertfordshire 
Digital Awards, which celebrates the online 
achievements of businesses, charities and 
schools across Hertfordshire.

Former BBC broadcaster Robin Bailey presented 
the prizes to the winners at the University of 
Hertfordshire, Hatfield, on September 22.
www.modeprintsolutions.co.uk

Apogee completes third acquisition
Apogee has completed its third acquisition 
this year. Glasgow-based Direct Business 
Systems (DBS) is the latest company to be 
bought by the firm.

The business will be fully integrated into the 
Group and Directors Eric and Anne Chambers will 
continue to lead the business in Glasgow.

DBS counts a number of high profile 
organisations amongst its client base including 
distillers Whyte&Mackay, charity Sense Scotland 
and the logistics specialist the Malcolm Group. 
It provides technology from four different 
manufacturer partners and its service operation 
supports an installed base of nearly 1,500 devices.

Jason Collins, Apogee Joint CEO said: 
“Expanding our operation in Scotland has been one 
of our priorities for this year and I’m really delighted 
we have completed the DBS acquisition and 
achieved this goal.”   www.apogeecorp.com
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Lyreco’s environmental 
project
Lyreco has introduced three beehives at 
its national distribution centre in Telford, 
Shropshire, which cater for around 240,000 
bees at their peak, with plans for a fourth.

The move is part of its ongoing commitment 
towards environmentally friendly and sustainable 
projects. The firm has also installed nearly 14,000 
solar panels on the roof of its distribution hub. 
The installation is one of the largest rooftop 
photovoltaic system in the UK and saves Lyreco 
more than £53,000 a year on its energy bills, as 
well as cutting annual carbon emissions by 1,700 
tonnes to make the site electrically carbon neutral.

The honey produced, 60lbs so far this year, will 
be sold to raise funds for the Lyreco for Education 
programme that gives children living in poor 
conditions better access to schooling. 

Lyreco’s Managing Director for the UK and 
Ireland Peter Hradisky said: “The changing 
landscape of the UK has contributed to the 
reduction in bee numbers, which in turn poses a 
risk to food crops as bees play an important role in 
pollination. We wanted to help reverse that decline 
so we installed three hives earlier this year and 
have plans to add another.”   
www.lyreco.com 

Synaxon expands its 
offering with Norton 
security solutions 
Synaxon has announced its range expansion 
with Norton by Symantec to include 
Norton Security solutions and promotions. 
The dealer group will provide a one-stop 
shop for resellers looking to protect their 
customers’ devices using Norton’s flagship 
service, Norton Security.

Norton’s security solutions, including Norton 
Security Standard, Norton Security Deluxe, and 
Norton Security Premium, will be available on 
Synaxon’s EGIS platform. In addition to promotions, 
members will also receive access to support tools 
such as POS Kits, online marketing assets and 
technical support.    
www.synaxon.co.uk

VOW unveils new product strategy
VOW has released details of a new product 
strategy, set to come into play after its 
current catalogue cycle and completed 
by January 2017 that will see a conscious 
change to the predictable merchandise cycle.

The wholesaler is changing the restricted 
and rigid process around product selection and 
catalogue formation to offer resellers a more 
dynamic and intuitive range of products for certain 
categories. 

Group Merchandising and Marketing Director 
Andrew Stacey said: “The catalogue has usually 
dictated what we do in terms of the ranges we 
sell to resellers. The new product strategy, only 
being applied to certain product categories, will 
have a conveyor process that will see continuous 
product launches. This means that new products 
can be launched at any time and on any day, 
providing we have the appropriate ‘go to market’ 
strategy in place. We’re doing this so products are 
significantly more relevant to our resellers and 
their customers.

VOW’s new product strategy will also be 

focussing on product ‘sell out’ that will be driven 
by consumer demand, as opposed to ‘sell in’.  
www.voweurope.com

Midwich announces new division  
Midwich has restructured its document solutions division to create a division unique to the 
Group and the wider industry. The company says that the additional expertise and support 
found in the new division will enhance its value add and further strengthen its position in 
the document solutions space.

Divisional Manager Heidi Lucas will oversee the business management, document solutions, 
account management and sales specialist teams. Tressa Whitby also joins as Vendor & Strategic Account 
Development Manager, a role which is both new to Midwich and unique to the channel. Tressa will work 
closely with Heidi to understand vendor and customer requirements and proactively align activity to 
further develop distribution’s value.

Midwich says that the unique structure of the division will ensure that the goals and objectives of 
vendors are aligned with all functions within the Group. It will also deliver added value to the channel, 
deliver incremental business to the Group and create new business opportunities; allowing it to meet the 
ever changing needs of its partners and customers.   www.midwich.com

Antalis team cycles over 
500 miles 
Antalis staff cycled over 500 miles without 
even leaving the office in aid of children 
and young person’s cancer charity, CLIC 
Sargent, in support of a member of staff 
who is currently being supported by the 
charity.

CLIC Sargent provides emotional, practical and 
financial support to young cancer patients and 
families during and after treatment, as well as 
working with service providers and policy makers 
to improve the quality of care. 

Dan Turner, Head of Office Channel said: “It 
was wonderful to see the team come together 
with such spirit to complete the challenge, 
supporting both our colleague and this wonderful 
charity, and we were thrilled to almost double 
our fundraising target of £1,700 and raise over 
£3,000.”   www.antalis.co.uk

Quality, Safety and Sustainability Manager Manel 
Roura and Facilities Manager Jamie Mills
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Synaxon UK has formed a partnership with 
Continuum, the only channel-exclusive IT 
management platform company, giving 
its MSP members direct access to the 
company’s services and real potential to 
grow their managed services business.

With Continuum, MSPs can monitor, 
troubleshoot and maintain their clients’ IT 
infrastructure efficiently and provide back-up, 
imaging and restore services from a single pane of 

glass, backed by industry-leading support.
Derek Jones, Managing Director of Synaxon 

UK, believes that the potential for Continuum with 
the group’s members is very significant. “More of 
our members are moving into managed services 
and Continuum provides them with the perfect 
platform for efficient, effective, dependable remote 
management of customers.”
www.synaxon.co.uk

Synaxon partners with Continuum

Vantage releases new 
service management 
system
The new cloud-based Vantage Online has 
designed out over 50% of the ‘clicks’ 
required to perform essential activities 
compared to its previous iteration. It 
offers a clean, user-friendly and intuitive 
design, with user-definable reporting 
and customisable dashboards. Hosted in 
a world-class UK datacentre, it is easy 
to deploy and maintain and exceeds all 
industry standards for security, resilience 
and scalability.

Designed specifically to meet the needs of 
those in the MPS and managed services markets, 
Vantage Online already offers outstanding service 
and support with a 97%+ customer retention 
rate. The system provides enhanced integration 
with leading accounting packages and with 
complementary third party software solutions, 
including Device Collection Agents, CRMs and 
distributors.    
www.vantagecomputing.co.uk

Exertis extends digital portfolio
Exertis has announced a distribution agreement with Philips to market its full range of digital signage 
products. These include the Q, E, V, U, X, T and D line series of screens which provide a wide range 
of sizes and resolutions that are perfect for both internal and external messaging for all types of 
organisations. In addition, Exertis will provide the Philips videowall displays incorporating ultra-narrow 
bezels to maximise the viewing experience and Ultra HD solutions which provide four times the 
resolution of a conventional display.   www.exertis.co.uk

Canon’s Action for Green 
vision recognised
Canon’s initiatives to tackle climate change 
have been recognised by the UK-based 
international non-profit organisation CDP, 
earning the company its first inclusion on 
the Climate A List.

Under its Action for Green environmental 
vision, introduced in 2008, Canon set a goal of 
annually reducing lifecycle CO2 emissions for each 
product by 3%. The company is proactively making 
efforts through initiatives such as energy saving 
activities at manufacturing bases, a modal shift in 
distribution, reduced energy consumption during 
product use, product remanufacturing, reusing 
parts and recycling consumable goods. As a result, 
in 2015, lifecycle CO2 emissions per product were 
approximately 30% of those in 2008.    
www.canon.co.uk

BAPC awards to recognise print industry excellence
Outstanding service by companies across 
Britain will be recognised once again 
by the British Association for Print and 
Communications (BAPC).

The BAPC Awards will be sponsored by print 
finishing pioneer Duplo and will culminate in a 
special lunch in London early next year.    
www.bapc.co.uk

in brief...
Exertis and vendors raise £25K  
for charity
With the support of a number of its 
vendor partners, Exertis has raised 
£25,000 for Naomi House from a two day 
charity cycle ride.

Twelve cyclists, including Exertis directors and 
representatives from its vendor partners, took 
part in the event which was supported by Dell, 
Fujitsu, Samsung, Lenovo, Netgear, BT/Hive and 
Medion. 

Cycling almost 200 miles from Basingstoke 
to Shaftesbury and back, the riders encountered 
a few traumas with five punctures, one buckled 
wheel and a broken chain all within the first 
three hours, followed by a knee injury, some 
strained muscles and quite a few sore spots. 

Exertis Purchasing Director Mark Kahr said: 
“We are proud to have raised so much for our 
nominated charity Naomi House, for children  
and young adults with life limiting illnesses.  
A big thank you to all the riders and particularly 
the sponsors that supported us with their time 
and donations.”
www.exertis.co.uk

Canon UK staff sleep out 
Canon UK were participants in the 
Byte Night London 2016 charity event 
organised by Action for Children. The 
team raised £9,500 that will go towards 
helping disadvantaged young people 
across the UK.

The annual ‘sleep out’ event saw the 
‘Carry on Canon Campers’ team, consisting 
of 14 employees, give up their beds to spend 
a night on the banks of the River Thames 
outside Norton Rose Fulbright on October 7. 
They joined 1,250 other sleepers from across 
the technology and business sector to support 
some of the 80,000 young people who find 
themselves homeless in the UK every year 
through no fault of their own. To date, over 
£806,000 has been raised from Byte Night 
with a target of £1.4 million to be raised by 
December.  
www.actionforchildren.org.uk

1 Total cost of ownership comparison based on 90,000 pages, manufacturers’ published specifications for page yields and energy use, manufacturers’ suggested retail prices for hardware and supplies, cost per page based on ISO yield with continuous printing in default 
mode with highest-available-capacity cartridges, long-life consumables of all colour business printers £200–£650 and MFPs £350–£800 as of November 2015, excluding products with 1% or lower market share, using market share as reported by IDC as of Q3 2015. 
Learn more at hp.com/go/pagewideclaims and hp.com/go/learnaboutsupplies. 2 Comparison based on manufacturers’ published specifications of fastest available colour mode of all colour business printers £200–£650 and MFPs £350–£800 as of November 2015, 
excluding other HP PageWide products, and products with 1% or lower market share using market share as reported by IDC as of Q3 2015. HP PageWide speeds based on General Office mode and exclude first page. Learn more at hp.com/go/printerspeeds. 3 Best-in-class 
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 HP PageWide Pro delivers the lowest total cost 
of ownership1 and fastest speeds2 in its class. 
Drive productivity with professional-quality 
colour documents plus best-in-class security 
features3 and energy efficiency.4 
  

 HP 973X High Yield Black Original 
PageWide Cartridge ~10,000 pages 
Ref.  L0S07AE 
 HPL0S07AE 

 HP 973X High Yield Color Original 
PageWide Cartridges ~7,000 pages 
Ref.  F6T81AE, F6T82AE, F6T83AE 
 HPF6T81AE, HPF6T82AE, HPF6T83AE 

  
   

    

 

 HP 1-year Post Warranty Next Business Day Onsite 
Exchange PageWide Pro X477 Service 
Ref.  U8ZY8PE 
  

Authorised
Distributor

Peter Jolly (left) with Sidney Bobb at last year’s 
awards where Duplo was named Supplier of the 
Year
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Working in collaboration with CompTIA, 
the IT industry trade association, Canon 
has designed a comprehensive programme 
of training, on-the-job experience and a 
professional certification. Once qualified, 
apprentices will have the technological 
and business skills to take up roles such 
as integration specialist, service delivery 
analyst and helpdesk technician in one 
of Canon’s accredited print and imaging 
solutions partners.

The new partner apprenticeship programme is 
designed to support channel partners address the 
industry skills gap whilst providing young, talented 
people with attractive career opportunities. In the 
programme’s first year, Canon aims to on-board 30 
apprentices with 70 to follow in year two.

The announcement comes as part of the 
ongoing evolution of Canon’s partner programme, 
designed to support accredited partners develop 
their print and information management service 
offerings.

Adam Poole, responsible for Canon’s B2B 
go-to-market strategy said: “The digitisation of 
information brings with it exciting opportunities 
for both Canon and our partners to develop 

new customer solutions and services. To do 
this effectively, the industry needs to invest 
in new skills and talent. We are proud to be 
able to support the next generation of IT print 
and imaging professionals build careers in this 
hugely rewarding industry, whilst simultaneously 
supporting our partners to develop the talent 
they need to achieve their business development 
goals.”   www.canon.co.uk

Canon launches UK partner 
apprenticeship programme

Epson expands into print management software
Epson is expanding into print management software with the launch of Epson Print Admin. 
The new server-based solution allows SMEs and large enterprises to strengthen document 
security with user authentication on devices and to take control of their printing and 
scanning costs.

Designed for easy remote management, Epson Print Admin is capable of integrating with existing 
architecture and devices. Customers can evaluate it at no licence cost for up to two devices and 
additional licences are available for one, five, 20 or 50 devices. Epson Print Admin also allows users to 
leverage the benefit of its business inkjet technology, which is designed to help businesses cut waste, 
energy consumption, CO2 and ozone emissions.

Business Manager Peter Silcock said: “This builds on our successful strategy to offer an end-to-end 
solution for businesses. Alongside our Open Platform architecture for our business inkjets, our fleet 
management solution, Epson Device Admin and our managed print service for SMEs, Print365, we 
have extended the range of value-added print services we offer to businesses with cost-saving and eco 
benefits.”   www.epson.co.uk

PEOPLE
Sharples Group appoints 
client support manager 
Amy Carey has been appointed as Client 
Support Manager for Warrington-based 
Sharples Group.  

Her appointment comes after directors Mark 
Brocklehurst and David Griffiths discovered that 
some of their customers were unaware of the full 
potential of the vast range of products it provides 
and required some expert help in taking advantage 
of the state-of-the-art equipment available.

“We decided we needed to appoint a 
technology professional to assist clients in using 
and getting the most from the sophisticated 
equipment they have invested in. And, after 
some searching, we found Amy whose technical 
knowledge and background makes her ideal for 
helping customers take full advantage of the 
available technology,” said Griffiths.  
www.sharplesgroup.com

OKI strengthens UK senior 
sales and marketing team 
Lars Hargaard who joined OKI in 1999 
and has previously held marketing and 
management positions in Denmark and 
Northern Europe where he played a major 
role in creating a consistent brand across 
the region and in transforming OKI’s 
marketing into a modern, digitally-aligned 
operation, has been made Marketing 
Director for the UK, Ireland and the Nordics. 

Former Channel Sales General Manager for 
Brother UK, Dylan Haworth, has been appointed 
Sales Director. His new role will be both channel 
and end user facing, with responsibility for driving 
the transition from a product to solutions-focused 
operation.   www.okieurope.com 

New head of professional 
services at ECi
Trudy Greygoose has joined ECi as Head of 
Professional Services and will assume the day-to-
day senior consultant role for the office products 
division of the company in Europe.
www.eci.eu

Azlan forms security business unit team
Azlan, the enterprise value added distribution 
business of Tech Data, has brought together 
expertise from across the whole UK business, 
to form a specialist security business unit that 
will focus on driving growth in this key area 
as customers make the transition to highly 
virtualised and hybrid infrastructures. 

Robert Stockford has been appointed as head of 
the new practice and leads a team of 20 dedicated and 
specialist staff, drawn from within Azlan along with ten 
new recruits who have recently joined the company. 

As Security Business Unit Manager, Stockford will be 
responsible for devising and executing Azlan’s market 
strategy in this vital segment of the market.    
www.azlan.co.uk

Client Support Manager Amy Carey with 
Director David Griffiths
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We are 
deepening our 
learning to 
address the 
specific pains 
and needs 
of our target 
industries 
such as retail, 
healthcare and 
graphic arts

Terry Kawashima, Managing Director 
of OKI Europe opened the keynote 
presentations, he recapped on OKI’s 
global business strategy which the 
firm embarked on three years ago, 
expanded on achievements to date 
and shared OKI’s plans for the future.

He said that the company’s focus 
was on extending its business portfolio 
into both the professional print and 
office solutions market. “Whilst we were 
absolutely convinced that this was the 
right way forward, the journey has proved 
to be a little more challenging than we 
initially thought,” he admitted, adding that 
the company has already made significant 
progress in this direction through its 
relentless efforts to understand customer 
needs and pain points.

Professional print
OKI has a comprehensive range of Pro 
Series colour printing devices specifically 
targeted at Graphic Arts applications and 
has already made a major impact in this 
market. Kawashima said: “Our Pro 9 Series 
for example, has enabled us to gain a 
considerable 30 per cent foothold in the 
Graphic Arts market within Europe.”

In 2015, OKI acquired Seiko’s wide 
format business unit. “This has made us as 
a brand relevant and unique to our target 
customers in the Pay for Print market,” said 
Kawashima. “Feedback from our customers 
has been extremely positive and we are 
confident that we have the right portfolio 
of products not only addressing the 
growing professional print market, but to 

also make a real difference in this space.”

Office solutions
Accelerating its penetration into the office 
solutions arena was another key objective 
for OKI and according to Kawashima the 
company has enjoyed success over the 
last couple of years. “Since the launch 
of our new MC800 Series of A3 colour 
smart MFPs in May last year, we are 
now consistently achieving over 30 per 
cent market share in this segment across 
EMEA,” he said. 

Without disclosing any details 
Kawashima alluded to the fact that OKI 
has a pipeline of exciting developments 
that are very relevant to its target 
customers. He said: “Whilst our journey 
in pursuing professional print and office 
solutions opportunities continues, we are 
deepening our learning to address the 
specific pains and needs of our target 
industries such as retail, healthcare and 
graphic arts.” 

He added: “One of the major strengths 
of OKI’s printer business is our unique LED 
printing system that enables us to deliver 
industry leading colour print quality and 
exceptionally versatile media handling 
flexibility. However, it is absolutely vital 
that we make these advantages relevant 

OKI launches  
new colour portfolio
PrintIT Reseller attended 
OKI’s Smart Colour Solutions 
launch event which took place 
October 5-6 in Milan

to our customers. That is why we recently 
brought in experts from those industries to 
help us accelerate developing our solutions 
relevant to customers in these verticals.”

Future for print
Tetsuya Kuri, Vice President of Marketing 
for EMEA said: “It is clear from the market 
response that we are on the right track 
towards achieving our business growth 
objectives, but where is the printing 
industry heading?”

He pointed to the fact that there is 
a common perception that the demand 
for print will significantly reduce due to 
the proliferation of digital media, easily 
accessible via mobile devices and tablets, 
allowing people to view documents in 
electronic forms, anytime, anywhere.

He said that this is a great example of 
how the evolution of digital technology 
is helping people access data and do 
business more effectively and efficiently, 
posing the question: “So where does this 
leave print?”

Kuri suggested that digital marketing 
communications are losing their impact 
as the volume of messages business users 
receive continues to rise exponentially, 
backing this up by citing statistics 
published in 2015. Technology research 
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With digital 
data laws in 
Europe set 
to become 
much 
stricter, 
businesses 
will need 
to find 
other ways 
to attract 
attention

OKI has refreshed almost its entire 
colour printer range from the 
entry 3 Series to its colour A3 C8 
Series, no product in its line-up is 
now more than three years old. 
The company has added greater 
functionality across the range, 
making it easier and more secure 
for customers to print and has 
further expanded the OKI smart 
product range, bringing smart 
document management within the 
reach of every company.

The new OKI range provides 
professional security features at no extra 
cost. Private Print enables users to send 
encrypted data securely to the printer, 
authenticate with either PIN or a card 
and choose which document to print 
from the print queue, the document 
is deleted automatically afterwards, 
while Wireless Direct allows for a safe 
simultaneous wired and wireless ad-hoc 
connection.

With Shared Print, users can store 
documents on a device for anyone to 
print without the need to authenticate 
and these documents won’t be deleted 
afterwards. Mobile Printing allows 
printing on the move and the new range 
is compatible with AirPrint and Google 
Cloud Print 2.0 ready. In addition, the 
MFP products also have USB direct print 
and scan at the front of the machine.

The new range features a simplified, 
three clicks set-up procedure, and with 
almost any OKI product, if new features 
become available, the end user can 
update the device firmware through 
a web portal. For dealers installing a 
bigger fleet of the new 5 Series products, 
cloning the settings and accessing the 
address book from the website, will save 
time and money.

Once the products are up and 
running, they are easy to maintain 
and troubleshoot. Users can follow 
the animated instructions on screen to 
change a toner cartridge, or fix a paper 
jam, for example and taking this one step 
further users can now input a problem 
code to the OKI FAQ part of the new 
OKI Mobile Print app to get directed to 
a video that explains how to solve the 
problem.

The new launch has widened OKI 

Empowering businesses to 
make a big impression

firm Radicati say that the number of emails 
sent and received per day worldwide 
reached over 205 billion. And this figure 
is expected to grow, to over 246 billion by 
the end of 2019.

With the increasing number of emails 
received, it is getting more difficult to 
capture attention, and with digital data 
laws in Europe set to become much stricter, 
Kuri said that businesses will need to 
find other ways to attract attention and 
communicate effectively.

“The way businesses communicate 
needs to change,” he said. “We expect 
the demand for printed communications 
to increase as businesses move towards 
more effective communications that are 
personalised and with eye-catching colour 
graphics, grabbing people’s attention, 
resulting in a higher conversion rate and a 
greater ROI than email marketing.”

He added: “With our range of new 
products, OKI will get even closer to 
customers’ printing needs by enabling 
on-demand in-house high-quality colour 
printing, producing effective documents 
for small businesses in a compact and 
affordable form or increasing business 
efficiency and security by tailored and 
secure document workflow integration for 
large corporates, or even enabling special 
applications on unique print media in the 
retail and healthcare environment, all 
effectively and efficiently done on a small 
A4 colour printer. 

smart range of products featuring its 
open platform sXP. The OKI smart range 
will now cover A3 and A4 products, 
colour and mono devices and will 
cater for everyone from the SMB to the 
enterprise user, all of whom benefit from 
large colour touch screens and an easy-
to-use menu structure. 

OKI 5 Series
The 5 series is a completely new product, 
incorporating a smart MFP and printer, 
which OKI says makes it unique in the 
small workgroup segment. The products 
offer true 30/30ppm colour print, copy 
and scanning speed and 1200x1200dpi 
print resolution. The new models have a 
7” colour touch screen, which is easily 
customisable and easy to use and for the 
more cost-conscious customer, there is 
also a smaller screen version available.

OKI 3 Series
The products are OKI’s strong entry 
models for SMBs and offer value for 
money. OKI has retained the same pricing 
making the new products the fastest 
in the price segment, offering all the 
functionality required by a small team, 
from duplex print, copy and scan to 
Gigabit Ethernet and wireless. 

OKI 6 & 7 Series 
Designed for busy workgroups that 
carry out high volume printing as well 
as companies who want to save on 
printing costs and produce marketing 
materials in-house. These models benefit 
from features that deliver enhanced 
connectivity like Gigabit Ethernet and 
Wireless Direct; compatibility with Google 
Cloud 2.0 and improved security features 
such as Private Print.

OKI 8 Series 
This is the smallest A3 colour printer on 
the market. OKI says it is ideal for retail 
environments, where space is typically 
at premium. Users can produce leaflets, 
brochures, banners and shelf edge labels 
in-house and it will also manage all back 
office printing with ease. The models 
benefit from the same enhancements 
as the 6 & 7 Series including enhanced 
connectivity and security.
www.oki.com/uk
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NOTEBOOKSSurplus consumables?
Let us take them off your hands and pay you for them!

Trade Copiers Limited are one of the largest purchasers of 
surplus photocopier consumables in the UK. With many 
years experience in the industry we believe we have the ideal 
solution to disposing of your unwanted copier consumables.  
Simply follow our 3 easy steps below to release cash from the 
consumables you no longer require.

Simply make a list of the unused and unwanted items you wish to sell and either give us a call 
on 01768 210800 or drop us an email at buying@tradecopiers.co.uk. 

One of our purchasing team members will look through your list and, depending on the 
product, its age and box condition, they will get back to you with an offer.

Once we have received the consumables and they have been processed onto our system, then 
payment will be arranged within agreed terms and through your preferred method. 
Payment options include: BACS,  Cash, PayPal or Cheque.

Find out out more about our consumable purchasing service
To find out more about the consumable purchasing service we 
offer why not give us a call on 01768 210800 and speak to one 
of our friendly, knowledgeable purchasing team who will answer 
any questions you may have. 

We accept the following consumables
Toners, Maintenance Kits, Fusers, PCU’s, 

Transfer Belts, Waste Toners 
and Developer Units

All genuine European consumables considered

Call us on  01768 210800
Text us on  07741 311445
Email us at buying@tradecopiers.co.uk
Visit us at  www.tradecopiers.co.uk
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Aziz Rahman,  
Senior Partner, 
Rahman Ravelli

Currently tax avoiders face 
significant financial costs when 
HMRC defeats them in court. 
However, those who advised on, 
or facilitated, the avoidance bear 
little risk. The government is acting 
to make sure that tax avoidance is 
rooted out at source and this action 
will target all those in the supply 
chain of tax avoidance arrangements.

Aziz Rahman, Senior Partner at legal 
practice Rahman Ravelli is urging business 
owners to step up their efforts to prevent 
tax avoidance. He warns that business 
owners need to be proactive in their 
attempts to prevent tax avoidance in the 
workplace, as tough new laws are set to 
be introduced and that accountants, tax 
planners and other financial professionals 
will come under increased scrutiny.

The consultation document also 
clarifies the rules around whether proven 
tax avoiders have taken reasonable care 
to ensure their tax returns do not contain 
inaccuracies, making it simpler to enforce 
penalties when avoidance schemes are 
defeated.

This is the latest of a number of 
government measures designed to tackle 
illicit finance and tax dodging. These include 
a new criminal offence for corporations 
that fail to prevent the facilitation of tax 
evasion and new sanctions against those 
who engage in multiple avoidance schemes 
which are defeated by HMRC.

 Rahman said that the hard-hitting 
proposals require further clarification, 
as there are still too many ‘grey areas’. 
“When does tax planning tip over into tax 
avoidance? Can fines be issued even if 
the guidance given by tax advisers is not 
strictly illegal? Will tax advisers face fines 
even if they warned clients about possible 
risks?” 

He added: “Some high-profile cases 

have involved schemes that were only 
deemed to be illegal years after they 
were established. This puts financial 
professionals in the firing line even though 
they may have genuinely believed that 
these schemes were lawful.” 

While the new rules will directly target 
financial professionals, the onus is still 
on business owners to ensure that their 
company is legally compliant. To make this 
task easier, Rahman offers six essential 
tips to ensure compliance and prevent tax 
avoidance in the workplace. 

Tip 1: Due diligence
If you are a small company with just the 
one accountant – who is either on the staff 
or hired from an accountancy firm – hold 
regular meetings with them and don’t 
be afraid to ask questions. If you are a 
major company, make sure your finance 
department is regularly audited – and, 
ideally, subject to unannounced checks. 

Tip 2: Check the legality of tax 
schemes
If a tax scheme is proposed by either a 
member of staff or an outside party, you 
have to check that it is legal. If it seems 
too good to be true, unnecessarily complex 
or those proposing it cannot produce 
evidence of how it works, it is best to 
steer clear – or at the very least seek legal 
advice about the proposal.

Six ways to prevent tax 
fraud in your workplace
Accountants, tax planners and advisers who provide advice on how to avoid tax will 
face tough penalties under new proposals being consulted on by the government. 
Under the plans set out in an HMRC consultation document which ran until October 12, 
enablers of tax avoidance could have to pay a fine of up to 100 per cent of the tax the 
scheme’s user underpaid

Tip 3: Develop an anti-fraud culture
Companies of all sizes must make it clear 
to staff and third parties who work with 
them that fraud will not be tolerated. 
Creating a company handbook that 
emphasises this and introducing anti-fraud 
training for staff can help develop the 
culture of honesty.

Tip 4: Assess your vulnerability
Do your research. A company should 
examine the way its tax affairs are handled 
and consider whether it needs to tighten 
up the way financial matters are managed 
and scrutinised; whether it has just one 
accountant or a whole finance department.

Tip 5: Introduce anti-fraud procedures
Procedures should be designed to prevent 
opportunities for individuals to be able to 
handle finances without being scrutinised 
by colleagues. If companies are unsure 
exactly what they should be introducing, 
they should seek legal advice.

Tip 6: Whistle blowing 
If staff know or suspect that tax fraud is 
being committed by a colleague, it can 
often be difficult for them to speak up 
if they are not sure who they should be 
reporting it to. Every company, however 
small or large, needs to have a system 
in place for employees to report their 
suspicions confidentially – and for those 
suspicions to be investigated.

Founded in 2001, Rahman Ravelli has 
become one of the fastest-growing 
and highly-respected legal practices 
specialising in the defence of serious 
fraud, complex crime, regulatory matters 
and commercial litigation in the UK. 
The firm has represented a host of 
high-profile clients both nationally and 
internationally.
www.rahmanravelli.co.uk

When does 
tax planning 
tip over 
into tax 
avoidance?

Can fines 
be issued 
even if the 
guidance 
given by tax 
advisers is 
not strictly 
illegal? 
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Jo Caudron, 
Founder, 
Duval Union 
Consulting

Swan Digital celebrates 
25th anniversary 

PITR: What prompted you to start the 
business? 
Adrian Adams: Back in 1991, the 
company I used to work for was bought by 
a bigger player and being part of a much 
larger organisation took away a lot of the 
flexibility. 

The acquisition prompted me and 
another colleague, [Adams’ former 
business partner retired eight years ago], 
to start-up our own company so that we 
could continue to conduct business the 
way we liked to and engage and work with 
customers in the manner which worked 
best for us, and for them.

PITR: What obstacles did you face in 
the early days?
Adrian Adams: We started out selling 
second-hand copiers, as in the beginning 
no-one would talk to us! We were a 
start-up with no track record and at the 
beginning it was tough to get things going. 
The second-hand market was the perfect 
platform for us to begin with and build on. 

At that time, computers were still in 
their infancy and we also dealt in second-
hand computers, which provided us with a 
further revenue stream.  We saw this as just 
another way for us to sell to customers and 
I really had no idea where it would lead to! 
[Today, Swan Digital is very heavily involved 
in IT and provides networking and IT as a 
service to an ever-increasing client base.]

PITR: Growth was rapid and early on, 
how did you achieve that? 
Adrian Adams: Our customers began 
to rely on us more and more and we very 
quickly had to scale up and bring in more 
people to cope with the additional demand 
for our products, time and services. The first 
three years we enjoyed incredible year on 
year growth.

Our turnover was £170k in year one, 
not bad for a start-up, and an acquisition 
we made in that first year meant we 
doubled in size. We bought a second 
company the following year and we ended 
up with loads of opportunities. Within 12 
months we had three sales people, three 

telesales staff, two secretaries, admin and 
accounts staff and three engineers on 
board.

It was in 1994, three years after we 
launched and right at the beginning of the 
digital era that we entered the new printer 
and copier market. We secured a Sharp 
dealership, the recession was behind us 
and our expertise in IT saw a number of 
manufacturers now keen to do business 
with us. 

It’s fair to say that there were teething 
problems in the early days of digital 
technology but our skill in IT meant that 
we were perhaps better placed to cope 
than other more traditional hardware-only 
resellers. 

In 1995 we were really impressed with 

2016 is Littlehampton-based Swan Digital’s 25th anniversary year. 
PrintIT Reseller spoke to Managing Director Adrian Adams, about the 
firm’s past, present and future

the Aficio brand, we partnered with NRG 
(now Ricoh) and we’ve never looked back. 
We have a great working relationship 
and we are pretty much single-line today, 
although we do also provide Develop 
products.

PITR: What other services does Swan 
Digital provide?
Adrian Adams: We also provide a wide 
range of IT services in the background and 
that side of the business continues to do 
really well. I’d say it’s a pretty even 50/50 
split across both print and IT now.

We install and manage computer systems 
and networks for small businesses who don’t 
want the hassle and can’t justify a full-time 
systems manager, provide digital CCTV 
systems and supply VoIP telephony solutions.

We are also heavily involved in 
networking infrastructure. There aren’t many 
companies who do what we do, we’ve 
successfully carved out a niche market and 
many of our customers have asked us to 
support them with office relocations. 

We work exclusively with Fujitsu on 
the IT side, their equipment is superior and 
their behind the scenes support is excellent.

New hardware that is being and will be 
launched will demand new infrastructures 
be put in place and we’re keeping ahead 
of the game, ensuring we’re equipped to 
deliver a superior service to our customers. 
Our engineers have completed advanced 
training so we can help our customers 
move their businesses forward. 

We’ve invested heavily in training 
everyone up on CAT 7 and fibre optic 
cabling which is different from earlier 
Ethernet cable standards including CAT 5 
and CAT 6. CAT 7 and fibre optic cabling 
is the future, it is much more durable, 
capable of carrying more information and 
has a longer lifetime when compared to 
CAT 5 and CAT 6.  We firmly believe it’s 
the best choice for wiring today to ensure 
a business is future-proofed and it will 
provide customers with a strong overall 
return on investment.

There’s also another side of the 
business. We rent out equipment directly to 
small businesses and start-ups. I remember 
well the days when people wouldn’t talk 
to us as a new business and that prompted 
me to engage with and support new start-

There 
aren’t many 
companies 
who do what 
we do, we’ve 
successfully 
carved out a 
niche market

Continued...

Adrian Adams, 
Managing 
Director
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Are you 
missing 
out?
International Copiers is the leading 
supplier, exporter and buyer of used 
copiers in the UK. 

We have 8000 copiers of every brand, all 
ready for immediate delivery.  

Primary brands available are Ricoh, Kyocera, 
Xerox, Toshiba, Canon and Konica Minolta.

•  We have a dedicated UK delivery and 
collection team – including five trucks on 
the road on a permanent basis.

•  Twelve full-time manufacturer-trained 
copier engineers who constantly test and  
repair our copiers – ensuring we deliver 
machines of the very highest quality.

•  Data erasure service to NATO standards, 
quantity discounts available.

International Copiers

Talk with Neil today in 
complete confidence about your fleet 
disposal or machine requirements.  
Tel: 01189 220 100  
Email: neil@intcopiers.com
www.internationalcopiers.com

Q&A

ups who don’t have access to finance to 
buy office equipment. 

Basically we fund them from our own 
stock. It’s proven to be a really smart move 
for a number of reasons: it helps us to shift 
some of the old stock to make room for 
newer models, it brings in an incremental 
revenue stream c£150k per year and most 
importantly, they remember that we helped 
them get off the ground and when they grow 
and their business needs new technology, 
we’ve already become their trusted business 
partner and they stay with us.

PITR: What did you do to mark your 
25th anniversary?
Adrian Adams: We invited our staff, 
customers, partners and colleagues to join 
us in Brighton for a relaxing, informal, fun-
filled day at the beginning of October.

We booked the world’s tallest moving 
observation tower – the new British 
Airways i360 attraction in Brighton. From 
the futuristic glass viewing pod, we enjoyed 
360 degree views across Regency Brighton, 
the South Downs and a stretch of over 66 
miles of coastline, east to Beachy Head. 
Then we hired a Routemaster bus which 
took us on an hour-long tour of Brighton, 

my hometown. It was a lovely sunny day 
and all 62 guests really enjoyed it.

We then laid on food and drink at the 
historic Cricketers Pub, the day couldn’t 
have gone any better. I was delighted that 
everyone was prepared to give up their 
Saturday and stay until the end.

PITR: What next, what plans do you 
have for the future?
Adrian Adams: I love what I do, it doesn’t 
feel like work, which is why I am still here 
25 years on! Happily our people are all in 
the same mindset, most of my colleagues 
have been with the business for ten years 
or longer and one team member has 
racked up an amazing 23 years. 

There’s nothing else I would rather be 
doing and I plan on doing more of the 
same for the next 25 years! 

I am a firm believer in the mantra that 
if something needs to change, change 
it sooner rather than later. We have 
embraced every technology change and 
advancement throughout the past two and 
a half decades and I firmly believe that 
this approach has been a key driver in our 
success to date.
www.swandigital.com
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Digitalisation is more than just a 
buzz-word. As new research from AIIM 
shows, the transition from paper-based 
to electronic processes is having a 
significant effect on how information 
is distributed, with half of business 
executives reporting a decrease in 
the amount of paper received by their 
organisation – 9% of respondents 
describe this decline as rapid.

Released in the run-up to November 4’s 
World Paper Free Day, AIIM’s latest annual 
survey of paper use in the workplace, 
Paper-Free in 2016, Are we there yet?, 
highlights the progress businesses are 
making towards eliminating paper.

Two thirds of respondents say that 
demand for paperless processes is growing, 
with 25% claiming to run a clear/paper-free 
environment, up from 18% in last year’s 
report. The main benefits of going paper-
free are faster customer response times 
(50%) and higher productivity (42%). 

The business functions that have shown 
the greatest fall in paper use are Human 
Resources, particularly in the areas of 
recruitment (49%) and employee lifecycle 
(48%); Accounts Payable (41%); and 
Accounts Receivable (39%).

Almost half (45%) of businesses say 
they achieve payback on their paper-free 
investment within six months; one in 10 
(9%) does so within just three months.

Despite this progress, it is unlikely that 
all business processes and transaction 
will go paper-free any time soon. Reasons 
given for sticking with paper include the 
human factor when handling, reading and 
note taking (47%); a lack of management 
initiatives to move away from paper (47%); 
and a lack of understanding and awareness 
when it comes to paper-free options (39%). 
Two thirds (65%) of business executives 
still use handwritten signatures on paper.

AIIM chief analyst Bob Larrivee said: 
“People instinctively like paper, and for 

3M experiment  
highlights benefits of secure print
3M is 
warning 
businesses 
of the 
dangers 
of visual 
hacking, 
following a 
recent experiment 
that demonstrated 
just how easy it 
is for intruders to 
steal information from 
offices in plain sight of employees.

The purpose of 3M’s study is to promote its computer 
screen protectors, but its findings are also useful to printer 
resellers as they underline the security benefits of secure print 
and follow me printing. 

In the experiment by Ponemon Institute for 3M, a white 
hat hacker posing as a contractor/part-time worker roamed the 
offices of eight US companies, attempting to obtain corporate 
data in full view of other office workers. 

In 88% of instances, the hacker was able to steal corporate 
information, such as confidential/classified documents and 
employee login credentials, by reading or photographing 
data displayed on computer screens and by removing printed 
documents left on desks and printers.

Just over half (53%) of the sensitive information collected 
was read from unprotected computer screens, with the 
remainder (47%) coming from printed documents taken from 
desks (29%), printer bins (9%), copiers (6%) and fax machines 
(3%).

The easiest hunting grounds are open plan offices, where 
an average of 4.4 information types were visually hacked, 
compared to 3 information types in traditional cellular office 
layouts.

As organisations are unable to rely on employees to be 
vigilant – in 70% of incidences no one accosted the hacker 
even when he was using a smartphone to take a picture of 
a screen – 3M is advising businesses to make better use of 
privacy controls, including computer screen filters, password-
protected screensavers, clean desk policies and shredding 
procedures.

To 3M’s list should be added secure print and follow me 
printing solutions, which can reduce the risk of visual hacking 
and save money by eliminating unnecessary printing.

Printer resellers can find out more about the experiment 
and download 3M’s whitepaper at www.3m.co.uk/3M/
en_GB/privacy-protection-UK/visual-privacy-issues/
visual-hacking-experiment

many it still feels natural to print out a 
document to read, sign, edit or share. 
But things are gradually changing as 
people become more comfortable using 
technology for such tasks and realise that 
e-signatures are just as valid as physical 
ones. Enterprises are also seeing the 
benefit of digitising content, in terms of 
customer service, collaboration and overall 
productivity, which will only help the move 
to paper-free.” 

Calling time on paper
In a separate survey by Xerox, more than 
80% of SMEs in the UK, US, France and 
Germany said that within the next 12 
months they wanted to eliminate paper 
from time-consuming processes, including 
invoicing, HR and financial reporting. 

The main reasons to go paper-free are 
to increase productivity, grow the business 
and reduce print costs. Almost half (43%) 
of UK SMBs say they waste a significant 
amount of time on paper-intensive 
processes and 60% say this has a major 
impact on their bottom line. 

Other ways in which businesses aim 
to reduce paper use include introducing 
Managed Print Services (MPS) – 42% 
already have an MPS and 40% plan to 
put one in place in 2017 – and integrating 
mobile devices with workflow processes to 
increase the productivity of mobile workers 
and improve customer service.

Like AIIM’s report, Office Productivity 
Trends to Improve the Bottom Line 
highlights a lack of awareness amongst 
businesses about their options. Only 20% 
of SMBs have knowledge of existing paper-
free solutions.

When it comes to seeking advice, 50% 
turn to an office equipment dealer, one 
in four looks to their IT reseller and 37% 
approach a product manufacturer.

New studies by AIIM and Xerox highlight move from paper to digital workflows

Paper use declining in more 
than half of businesses
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techdata.co.ukAll orders that you place will be subject to acceptance in accordance with Tech Data’s Standard Terms and Conditions of Supply  
available on its website (www.techdata.co.uk) or available on request. All 0871 calls cost 10p perminute plus network charges.

PRINT MORE AND SAVE MORE 
WITH XL INKS
Epson offers a choice of standard or XL ink cartridges across 
its latest Claria and DURABrite Ultra Ink ranges.
By offering an XL ink cartridge option, we are able to help reduce 
the cost per page of printing. On average, using an XL ink cartridge 
reduces your overall printing cost by 25%1. 

• Standard sized cartridges are more suitable when you want to keep  
 replacement costs low or if you print infrequently.
• XL inks are ideal if you print high volumes and are happy to make  
 a bigger upfront investment in order to reduce the cost per 
 page printed.

For more information email suppliesquotes@techdata.com 
or call us on 01256 864200

Ink/79XL Tower of Pisa 41.8ml BK 
C13T79014010

Ink/79XL Tower of Pisa 17.1ml CY 
C13T79024010

Ink/79XL Tower of Pisa 17.1ml MG 
C13T79034010

Ink/79XL Tower of Pisa 17.1ml YL 
C13T79044010

1 Comparison based on the average cost per page for standard vs. XL inks: Claria Home Ink (18/18XL), Claria Premium Ink (26/26XL), 
Claria Photographic Ink (24/24XL) and DURABrite Ultra Ink (T129/T130, 16/16XL and 27/27XL).

NOV034-16_Epson Supplies IT Reseller ad.indd   1 04/11/2016   10:11
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New research conducted with 6,045 
office workers in nine EU countries 
(France, Germany, UK, Italy, Sweden, 
Poland, Netherlands, Czech Republic 
and Hungary), including 1,006 office 
workers in the UK, has revealed that 
the average worker wastes 21 days 
each year due to slow or ineffective 
technology. 

•  A working day is considered as 8 hours

•  A working year is considered as 250 days (excluding 
weekends and average number of public holidays 
across the nine countries surveyed) 

•  Workers in the UK are entitled to 28 days of statutory 
annual leave, which can include public holidays

•  According to ONS, in April 2015, the median gross 
weekly earnings for full-time employees was £528

That’s over four lost working weeks, 
longer than many employees’ paid 
annual leave*.

“Technology is supposed to make our 
lives easier and help us to work faster, 
however, in the real world, out-of-date 
technology and technology that is hard 
to use, often slows people down, forcing 
them to waste time,” said Stuart Sykes, 

Sharp’s connected technologies have revolutionised the way that businesses 
engage with information, technology and each other. The company continues 
to innovate, ensuring that it helps its channel partners unlock the potential in 
their customers’ businesses

Unlock the potential 
in your customers’ 
businesses

Managing Director, Sharp UK.
The biggest time drain reported was 

searching for files on a server – 23 minutes 
per day – thanks to poor search tools. 
Other routine time wasters included using 
the printer, respondents reported that they 
spent seven minutes each day waiting for it 
to warm up and nearly ten minutes waiting 
for pages to come out. 

This adds up to almost 40 minutes 
wasted per employee per day, the 
equivalent of 167 hours or four weeks of 
dead time every year, costing businesses 
over £2,100 per employee per year**. 

In addition, almost 80 per cent of office 

Office workers 
waste more 
time on slow 
tech than 
they spend on 
holiday

PEOPLE WAIT 7 MINUTES 
A DAY FOR THE PRINTER 
TO WARM UP

PEOPLE WAIT 10 MINUTES 
PER DAY FOR PAGES TO 
PRINT

BETTER TECHNOLOGY WOULD 
MAKE 64% PEOPLE MORE 
PRODUCTIVE

77% OF PEOPLE THINK 
THEIR OFFICE NEEDS UP 
TO DATE TECHNOLOGY

BETTER TECHNOLOGY WOULD 
STOP 19% WORKERS FROM 
JOB HUNTING

SEARCHING FOR FILES 
ON A SERVER COSTS 
23 MINUTES PER DAY

THIS EQUALS 40 MINUTES 
PER DAY, OR 167 HOURS 
A YEAR  

WORKERS WOULD SAVE 21 
DAYS PER YEAR WITH UP 
TO DATE TECHNOLOGY   
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** http://www.ons.gov.uk/employmentandlabourmarket/peopleinwork/earningsandworkinghours/bulletins/ 

annualsurveyofhoursandearnings/2015provisionalresults#average-earnings 
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workers polled in the UK said that their 
workplace is out of date when it comes 
to technology. If their office had better 
technology, nearly two thirds (64 per cent) 
said they would be more productive and 
nearly one in five (19 per cent) said they 
would stop looking for another job. 

These findings suggest a big 
opportunity for businesses to improve both 
output and staff retention. “This dead time 
can mean lost opportunities, lost profits 
and even lost employees,” said Sykes. 

The survey results provide Sharp’s 
channel partners with the opportunity 
to open up new conversations with both 
existing customers and prospects, about 
how they can help them to get this time 
back.

Sykes said: “We design products that 
are easy to use and efficient, that connect 
to each other and help to automate routine 
tasks. 

“Businesses must wake up to the 
importance of connected technologies 
that work in sync with their employees’ 
changing needs and allow them to get the 
best out of their team, as well as making 
for a more motivated, more productive 
workplace,” he added.

But it’s not just about having the right 
hardware and software in place, it’s about 
making efficiency a priority and changing 
behaviours too. Through the consultative-
led approach adopted by Sharp channel 
partners, they can win new business 
by demonstrating how they can help 
businesses to unlock the 21 days wasted 
annually by everyone in the office.

Almost 80 
per cent 
of office 
workers 
polled in 
the UK said 
that their 
workplace 
is out of 
date when 
it comes to 
technology

14 hours a 
month are 
wasted by UK 
employees 
searching for 
documents 
and waiting 
for printers

Top Tips
How to unlock wasted days
Sharp has worked with time management expert, Clare Evans, author 
of the best-selling title Time Management for Dummies, to provide 
some tips and advice that every office can try, regardless of its size and 
budget, to take back those minutes and hours.

Here’s a few of the top tips compiled.

TIP 1
If searching for files is a real problem in an organisation, consider 
using document management tools which help users automatically 
capture, index and archive documents. These tools force people to save 
documents to the right places, preventing them creating new, hard to 
find folders.
Sharp tip: Sharp’s Cloud Portal Office is its cloud-based light document 
management system. To store documents, people can save digital files straight to 
folders in the cloud, or scan them in from a Sharp multifunctional printer. Scanned 
documents are indexed at the MFP and any stored document can also be indexed 
through the Desktop Sync feature, adding searchable tags to make files easy to find.

TIP 2
Invest in technology that grows with the business, removing the 
requirement to spend time replacing a device and learning how to use a 
new one when you could extend its useful life.
Sharp tip: Sharp’s MX MFP range can be upgraded to include advanced features as 
a business needs them, for example, extra finishing options for printing brochures.

TIP 3
Make fast warm-up times part of what you look for when you’re buying 
equipment. 
Sharp tip: Sharp offers MFPs with a ‘motion sensor’ so that it turns on when 
someone approaches it.

TIP 4
Try batch printing, where you stack everything up and print it all in  
one go. 
Sharp tip: Most MFPs offer pull printing, where documents are sent to a virtual 
queue, ready to be printed all at once from the device.

TIP 5
Avoid time (and resources) wasted by printing large documents with 
mistakes. Often mistakes are discovered just after pressing the print 
button on 100 copies. Proof a hard copy first. 
Sharp tip: Sharp devices offer a sample print feature where the first copy can be 
checked before continuing printing at the touch of a button at the device.

TIP 6
Use apps that let individuals work from mobile devices as well as 
laptops or PCs. 
Sharp tip: Sharpdesk Mobile app lets users print wirelessly from phones or tablets 
to a supported MFP, without having to log on to a network or wait for a laptop to 
start up. Simply scan from the MFP to a mobile or tablet and use the app to share 
documents with other applications. 

To find out more, please visit www.sharp.co.uk/unlock 
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In March 2015, Group Managing 
Director Clive Hamilton completed 
an MBO of the business he’d worked 
at for 23 years. Under his leadership, 
in just 18 months, the company 
completed two acquisitions and 
recorded its highest ever level of year 
on year growth, with turnover rising 
from £4.5 million to £7 million.

The company was established 26 years 
ago and up until the MBO, it was primarily 
a hardware-centric organisation. “We did 
offer a number of document workflow 
solutions, but our core business was within 
the print hardware arena. Following the 
MBO, I chose to align our portfolio with 
market demands and evolved to offer 
more solutions and software services to 
complement our range of printers and 
hardware, associated workflow solutions 
and managed print services,” Hamilton 
explained.

As part of its strategy to adopt a 
stronger solutions focus, the company was 
appointed a Microsoft Silver (soon to be 
Gold) Partner and a VMware accredited 
technology provider, moves that placed it 
in a strong position to provide clients with 
a full complement of tailored, flexible and 
scalable on premise, hybrid and cloud, end 
to end solutions.

“We’re not masquerading as IT experts, 
our approach has been all about having the 
ability to wrap added-value solutions around 
document management and workflow,” 
Hamilton said. “In today’s climate more 
documents are produced but less are printed 
out, with our services, we help clients to 
efficiently capture information securely and 
make it easily accessible to everyone in the 
business. It’s about managing the workflow 
of documents, providing continuity and 
wrapping that around an MPS solution,” he 
added.

Print and IT
Pinnacle was one of the first mono 
branded Xerox Concessionaires in the 
UK and offers the OEM’s full range from 
small desktop printers, to MFPs and digital 
colour production presses. The company is 
a Gold Partner Concessionaire, as well as a 
Xerox accredited Advanced Managed Print 
Services and Production Specialist.

“There is a natural synergy between 
the IT and print worlds. Solutions such as 
Office365 and Sharepoint can be added 
as apps to client’s Xerox MFPs. By bringing 
both print and solutions together, we’ve 
created a managed services portfolio as 
opposed to just a managed print service,” 
Hamilton said.

Acquisition for growth
Pinnacle’s head office is in Cardiff and it 
also has offices in Exeter and Watford, it 
employs 26 people across all three sites. 
The addition of the Watford office was 
a result of its first acquisition, last year 
Pinnacle bought Fast Technology Services, 
a business that specialises in IT printer 
hardware and related technologies. 

Hamilton said: “We bought it because 
there was a real synergy between both 
companies’ customer bases. They were 
a multi-brand organisation with specific 
expertise in managing large fleets of A4 
devices. What we did was to align the 
business with our own so it offers the full 
Xerox portfolio but we also retained some 
A4 brands as well for continuity.”

The company has also just completed 
on its second deal. It has purchased a 
Bristol-based IT reseller’s entire MPS 
customer base and wholly integrated that 
within its operations. “Managed print 
wasn’t their core business and they wanted 
to ensure their customers received the best 
support so they can focus on IT solutions. 
We have migrated all agreements over to 
us and the door for network and IT services 
remains open, it’s a good fit for us,” he 
said.

Pinnacle Complete Office Solutions has increased turnover from 
£4.5 million to £7 million in 18 months

A three-pronged growth 
strategy is paying dividends

Three-pronged growth strategy
Future growth is firmly on the cards, 
Hamilton said that the next goal is to hit 
the £10 million turnover mark. “We’ve got 
a plan in place and growth will come from 
three areas – business as usual, solutions 
and acquisitions,” he said, adding: “There 
are one or two more [acquisitions] we’d 
like to do in the next twelve months.”

Pinnacle serves customers across 
all sectors but is viewed as a specialist 
within the finance and insurance world, 
retail sector, as well as the medical and 
pharmaceutical markets. “We’ve got a 
number of good clients in those markets,” 
Hamilton said.

The company also has a number of 
European clients and the ability to tap into 
Xerox’s infrastructure has proven to be a 
major value-add when it comes to winning 
new business. “We’ve got between 
400-500 devices and associated solutions 
installed in 14 countries,” he said. “As 
a Xerox partner we have been able to 
create a broader scope of services and can 
provide MPS to customers across Europe 
very easily.”

Looking ahead Hamilton believes that 
with Brexit, the next eighteen months 
will be challenging. “As we’ve operated 
in Europe for a number of years, for us 
trading will continue and it will be business 
as usual, but there’s no doubt it has and 
will impact further on our industry.” 

In conclusion, he said that there are 
opportunities out there. “We will have to 
work harder or smarter to get the same 
business, which is why I see acquisitions 
and solutions as key – the more you can 
wrap around the better!”
www.pinnaclecos.co.uk

Clive Hamilton, 
Group Managing 
Director

By bringing 
both print 
and solutions 
together, 
we’ve 
created a 
managed 
services 
portfolio 
as opposed 
to just a 
managed 
print service
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SAMSUNG PRINT BUSINESS BRIEFING

Vision is a fast growing managed 
print services provider that is 
successfully diversifying to provide 
large corporate and public sector 
organisations with a range of services 
including document management, IT 
and unified communications, as well 
as managed print. 

The company has achieved double-digit 
growth for the last four years and is two 
years into a five-year plan to double in 
size by 2020. In March, it was named as 
one of London Stock Exchange’s 1,000 
Companies to Inspire Britain.

Vision has been working with Samsung 
for almost seven years and in that time 
has won awards for Partner of the Year, 
Innovation Partner of the Year and Capital 
Partner of the Year. The strength of this 
relationship was underlined in June, when 
Vision was made a Samsung Global Partner, 
one of just two in the UK and six worldwide.

PrintIT Reseller caught up with 
Operations Director Mark Smyth to find out 
more about the benefits of partnering with 
Samsung. 

PrintIT Reseller: How have your 
customers’ print and document 
requirements changed in recent years 
and how does Samsung technology 
help you satisfy these changing 
needs? 
Smyth: We’ve got clients on their second 
and third generation of managed print and 
we are seeing print devices transition from 
just being part of an MPS to being part of 
an organisation’s digital transformation. 
It is no longer just about managing print; 
it’s about managing the document and 
the document content – its storage and 
retrieval and the processing of that data 
into other applications and ERP systems. 

Samsung machines help with this. 
They have a very open architecture, which 
makes it easy to work with and collaborate 
with other software platforms, and their 
scanning capability is among the fastest, if 
not the fastest, in the market. In the early 
stages of digitalisation, organisations often 
have a high volume of documents to scan 
and Samsung MFPs can scan both sides of 
a page in a single pass at very high speed.

We are seeing much greater use of 
cloud-based applications like Google Docs, 
Dropbox and Evernote to collaborate 
with and work on documents. The latest 
technology in smart devices, particularly 
Samsung’s tablet display, makes apps far 
more accessible and gives a far better user 
experience.

Mark Smyth explains how Vision’s partnership with Samsung is helping the 
managed print and managed document services provider to achieve its ambitious 
growth plans 

A shared vision

The customer requirement that we see 
most through tenders and proposals is 
for a roadmap of innovation. Customers 
want to know more about the technology 
platform and the capabilities it supports. 
Samsung’s SmartUX Center platform is 
dynamic, innovative and offers much more 
than just basic print/scan/copy, which is 
what MFP technology has traditionally 
delivered. The familiarity of the control 
panel has a comfort factor that helps 
users get more from the device. Effectively, 
it is a large tablet and it lets you access 
applications the same way you would with 
your smartphone.

PITR: Has Vision developed any apps 
on behalf of customers?
Smyth: Yes, together with Samsung, 
we have developed apps for some very 
large education clients and universities. 
Examples include university directories; 
maps to help people find their way around 
a campus; and apps for loading student 
profiles. 

I think this will be a growing part of 
the business. Other manufacturers are 
trying to follow suit, but in some cases 
their operating system is locked down 
which means you can do very little with 
it. Samsung’s platform is very open. 
Essentially, it has put a mini-computer/
PC tablet on the device, and you can do 
with that just what you would with a 
smartphone and tablet.

Larger clients like the open aspect of 
Samsung SmartUX Center and the fact that 
it’s ground-breaking technology. Nothing 
in the world of print and hardware devices 
had changed much. Then, all of a sudden, 
you get this – it has changed the market.

We are 
seeing much 
greater use 
of cloud-
based 
applications 
like Google 
Docs, 
Dropbox and 
Evernote to 
collaborate 
with and 
work on 
documents

Mark Smyth, 
Operations Director, 

Vision
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PITR: Do you develop apps to 
generate revenue or at the moment 
are they more of a deal clincher?
Smyth: I would say that at the moment 
they are a deal clincher – a differentiator, a 
USP against the competition. Long-term, I 
expect there to be recurring revenues and 
annuity from some apps, especially if they 
are cloud-based or seat-based.

The market is still developing; in 
that respect, it’s a bit like 3D printing. 
However, as time goes by, people will 
start to realise what apps let you do. For 
example, Samsung has one that lets you 
scan a document or pull it down from 
cloud storage, view it on the control panel 
and edit, redact and amend it, subject to 
permissions.

The next two to three years are going 
to be very interesting. More and more 
schools and educational establishments 
are adopting biometrics for authentication; 
law firms are more open to innovation; and 
commercial organisations are more willing 
than ever to accept cloud applications, 
whereas two to three years ago they 
wouldn’t look at hosting off-site. 

Going forward, you will see more app 
development to help organisations use 
cloud-based technology to collaborate 
more effectively and drive efficiency. 
We are already seeing an increase in 
remote working to cut down on travel, 
to use time more efficiently and to make 
employees and employers more productive. 
The acceptance of cloud-based working, 
which MFP apps support, is only going to 
accelerate. 

PITR: Samsung is not only developing 
apps for end users. It has also 
developed servicing apps that can 
reduce costs for the channel. This 

We have a 
much higher 
success rate 
for remote 
resolution 
and fix on 
Samsung 
products

must be a great attraction in the 
current climate.  
Smyth: Margins are continuously being 
squeezed – even more so with the recent 
decision to leave the EU and with the 
weaker pound, which has caused our 
costs to rise by 8%, 10%, and 15% 
in some cases. As we try to keep price 
increases for customers to a minimum, 
we are continually focused on operational 
efficiency. Samsung apps that give field 
service technicians instant access to device 
fault logs, error codes, service replaceable 
unit lifecycles etc. let us maintain devices 
and resolve errors and faults far quicker. 

Often there is no need even to send 
out an engineer, delivering a better client 
experience and saving us time and money. 
We have a much higher success rate for 
remote resolution and fix on Samsung 
products. Other manufacturers have 
recently released tools that give them the 
capability to remote fix, but our success 
rate is still much higher with Samsung.

PITR: One of the reasons HP gave 
for wanting to buy Samsung’s 
printer business is the simplicity 
of its MFP design compared to 
traditional copiers. Has this been 
your experience?
Smyth: There’s little doubt that the 
Samsung print engine is very efficient. As 
far as I can see, what HP intends to do is 
to combine its own fairly robust security 
platform with Samsung’s print engine 
technology and some of its user interface 
and create a market-leading product. We 
see the convergence of HP and Samsung’s 
print business as very exciting. 

PITR: Samsung is a leader in so many 
different technologies. How has your 
relationship with Samsung helped 

you to diversify your business and 
develop new sales opportunities? 
Smyth: Vision has been a Samsung 
partner for seven years and earlier this year 
was made one of only six Samsung Global 
Partners, giving us special bid support for 
large tenders and even faster access to all 
Samsung technology. 

Already, we provide other Samsung 
solutions alongside a managed print 
service. Right now, for example, we 
are providing large education clients 
with Samsung tablets and smartboards. 
Offering IT services is a big part of Vision’s 
growth strategy and our relationship with 
Samsung is useful in developing this part 
of the business. We also provide customers 
with mobile and telephony services though 
our telecoms division. 

I went out to Korea two years ago, to 
Samsung’s Digital City. There you really 
understand the size, the scale, the depth, 
the R&D and the history of Samsung. It’s 
an incredible story.

To find out how Samsung can help you win 
more business and operate more efficiently, 
please visit:  
www.samsung.com/uk/business/
business-products/printers-
multifunction/

Vision is one of 
just six Samsung 
Global Partners
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Is this how the channel views the 
status quo? PrintIT Reseller invited 
a number of resellers to voice their 
thoughts.

Colin Griffin, Managing Director, 
Blackbox Solutions said that Blackbox 
has seen a trend towards multifunctional 
devices that print, copy and scan and 
he believes that standalone copiers 
are probably on their way out as they 
are simply less convenient and lack the 
features of modern MFDs. 

Stuart Bowmer, HP MPS Director, 
ZenOffice agrees: “The traditional 
photocopier has been superseded by newer 
multifunctional technologies offering the 
end user additional functionality to just 
copy.

“The trend we have seen is the 
transition from single function devices to 
multifunctional technologies, developed 
for single users to workgroups of over 30 
individuals with standardised operating 
systems, supporting a plethora of custom 
designed apps (not too dissimilar to what 
we have seen in the mobile phone market 
over the past nine years),” he added.  

“However, I’d argue that the ability for 
businesses to copy and print documents 
is anything but outdated. We still see 
huge appetite among businesses to print 
and copy documents and our business 
continues to grow as a result,” Griffin said. 

Griffin pointed to the fact that at work 
we may be surrounded by screens, laptops, 
tablets and smartphones – but people still 
like to hold a printed document in their 
hands. “Print is a vital component of most 
office environments,” he said, adding that 
a recent survey by Epson found that 64 
per cent of respondents preferred to read 
documents on paper, in part because it 
offers the advantages of sharability (53 
per cent) and the ability to easily edit and 
annotate documents (41 per cent).

Griffin contends that the copier 
industry has seen much innovation 

recently, from the incorporation of 
mobile, wireless and cloud print features, 
to touchscreen interfaces, internet 
connectivity, print management software 
and email distribution. “Leading printer 
manufacturers have integrated new 
technology which has improved the 
flexibility and usability of MFDs to fit in 
with modern working practices. Further 
technological innovation in the print sector 
is certainly to be encouraged, but I think 
this will reinforce the role of print in offices, 
despite overtures in favour of the paperless 
office,” he noted.

Copiers are absolutely not outdated, 
complicated machines according to Julian 
Stafford, Director, Midshire Northern. 
“They have changed beyond all recognition 
to become the heartbeat of the modern 
office and workplace,” he said, adding 
that whilst they undoubtedly have more 
functions than ever before they are now 
easier to use, as they have become highly 
intuitive.

“The industry is changing with a move 
to more A4 machines,” he said, predicting 
placements will increase, giving people 
access to a personal multifunction device, 
reversing the trend of rationalisation 
witnessed over the last ten years. 

Speed of change continues to 
increase
“This is being driven by smaller footprint 
devices with significantly reduced running 
costs, matching the standard A3 devices,” 
Stafford added. “A more sophisticated 
and IT savvy user also demands more than 
just a copier/printer. The new generation 
of MFPs deliver more functionality than 
ever before. The speed of change and 
development is continuing to increase. It’s 
a really exciting time for the industry.”

“Copiers allow a high quality output 
at a very competitive price and much of 
this is achieved by allowing individual 
parts rather than whole assemblies to be 
replaced, keeping costs affordable,” said 

Following its acquisition of Samsung’s printing business, HP said it aims to reinvent 
and replace service-intensive copiers with superior multifunction printing. It argues 
that copiers are outdated, complicated machines with dozens of replaceable parts 
requiring inefficient service and maintenance agreements and that customers are 
frustrated with the number of visits needed to keep machines functioning.

Are copiers outdated, 
complicated machines?

Matt Goodall, Service Director, Office 
Evolution. “Many printer style solutions 
offer attractive prices but these rarely 
materialise and end users end up paying 
vastly more for their prints and copies. 
Photocopiers have a proven track record of 
affordable costs,” he added.

Joe Doyle, Marketing Director, 
Annodata also wholeheartedly disagrees 
with the assertion that copiers are 
outdated. “People have spoken about the 
paperless office for over 20 years now but 
we’re yet to see it in practice. Aside from 
their copier functionality, MFDs today can 
perform an incredible array of services, 
from simple things like scanning to email 
or folders, through to redacting certain key 
words in documents containing thousands 
of pages. Manufacturers invest millions 
each year on R&D to make them faster, 
smaller and easier to use,” he said.

According to Kevin Tunley, Sales 
Director, Midshire Group, the latest 
range of MFPs bear little relation to the old 
photocopiers. “They are an intrinsic part 
of any modern office, working as a central 
hub for inputting information, transmitting 
data, printing and storing information in 
the cloud. They also produce copies,” he 
said.

He added: “Currently the HP product 
fills a position in the market place, but the 
company will have to improve its supply 
chain in order to compete effectively with 
other established manufacturers who have 
solid experience in supporting dealers in 

The speed of 
change and 
development 
is continuing 
to increase. 
It’s a really 
exciting 
time for the 
industry

Julian Stafford, 
Director,  

Midshire Northern

Joe Doyle, 
Marketing 
Director,  
Annodata
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Aftermarket Colour?

Let’s be honest. Not that long ago, choosing aftermarket colour instead of OEM 
colour products was a terrifying ordeal. How good is the colour reproduction?  
Will there be a catastrophic failure? Will my customers be dissatisfied? 
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the managed print sector.”
“The actual copy function is only one of 

many tasks a multifunctional can perform,” 
said Clive Hamilton, Group Managing 
Director, Pinnacle Complete Office 
Solutions. “These systems now form a 
vital bridge between the paper world and 
millions of electronic documents that often 
reside on document management systems, 
on site or in the cloud. 

“Modern multifunctionals are the 
hub of any organisation for document 
workflows and bear more resemblance to 
networked computers in terms of security, 
productivity and convenience through apps 
and workflow automation,” he added.

Service and maintenance 
In response to a question asking whether 
or not copiers have dozens of replaceable 
parts requiring inefficient service and 
maintenance agreements, Bowmer said 
that the answer depends on which side  
of the fence that you are sitting on.  
“A straight answer to a straight question 
would be: have we seen an increase in the 
number of parts that can be replaced by 
the end user? The answer is yes. But why is 
this?,” he stated.

“The reason is actually to improve 
the end user satisfaction and to increase 
service delivery. Rather than waiting for an 
engineer to turn up, order the parts, then 
visit again to fit the parts. The customer 
can simply swap out the affected parts and 
the device is back up and running. Waiting 
upon the engineer who then needs to 
order the parts can take 2-3 days versus 
2-3 minutes,” he explained.

“The number of replaceable parts 
depends on the unit in question,” Griffin 
said. “Some of the Samsung units we 
supply have as few as seven replaceable 
parts so they are very straightforward to 
maintain, but we also supply high volume 
printers which are naturally a little more 
complicated. We’ve invested in staff 
training to ensure we’re able to service and 
maintain high volume machines and we’re 
one of few local suppliers to offer this 
service, which certainly gives us an edge 
in the niche but profitable high volume 
sector.”

Like any reseller, Blackbox offers 
service and maintenance agreements 
and Griffin argues that they have highly 
efficient structures in place to ensure 
responsive servicing for all clients. “We’ve 
made efforts to automate and streamline 
the maintenance and servicing as far as 
possible. Our aim is always to provide a 
great customer experience and we have a 
number of initiatives that give our clients 
more control over their service requests 
and provide greater transparency and 

flexibility,” he explained.  
All Blackbox engineers and technicians 

have access to a wireless portal, enabling 
them to log, track and request parts 
and stock in real-time, speeding up 
maintenance and repairs and minimising 
equipment downtime. And there’s also a 
customer servicing app that provides a 
range of functionality, such as enabling 
customers to order replacement toner 
cartridges, request a visit from a service 
engineer, or submit their meter readings.

“We’re also soon to launch Service 
Accent, a dedicated web portal which 
provides a platform to log and track 
service jobs,” Griffin said. “Customers 
will be able to log all service work and 
monitor progress, view service and order 
history and raise orders via the internet, 
simplifying the current process and giving 
our clients control over their business.”

The number of replaceable parts 
doesn’t impact on the end user. Stafford 
says that a fully managed device offers 
fantastic levels of reliability with no user 
intervention required. “Our customers 
want to focus on their core business and 
not have to worry about changing drums, 
maintenance kits etc.” 

He added: “Our managed print service 
offers a four-hour response from a qualified 
technician carrying a full stock of parts so 
we can effect a timely repair. Devices have 
become incredibly reliable and economical 
to run, we expect continued improvement 
with both for the foreseeable future.”

“Copiers do have a long list of 
replaceable parts,” Goodall admitted. “But 
by replacing parts individually when they 
reach their service limits, the customer 
gains full benefit from each part, which 
again keeps costs low,” he said.

“Printer style solutions often require 
you to maintain a stock of cartridges and 
items in your office meaning that in most 
cases you have paid for your prints and 
copies before you have even made them 

...continued

Colin Griffin, 
Managing Director, 
Blackbox Solutions

Kevin Tunley,  
Sales Director, 
Midshire Group
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...continued

Best Printer Brand 2015 and Most Reliable 
Printer Brand 2015. 

“The reliability and simplicity of 
Samsung’s devices was one of the reasons 
cited by HP as a key factor in their decision 
to buy Samsung’s print business,” he 
commented.

“Understandably, people are never 
happy when a machine breaks down,” 
said Doyle. “But with servicing scheduled 
regularly, this can be kept to a minimum. 
Our call centre staff are trained to resolve 
the majority of issues over the phone. 
When an engineer does need to make a 
visit, they’re given a time slot and all of 
our cars are electronically tracked so we 
can keep customers informed as to when 
they’ll arrive.”

Stafford also disagrees with the 
contention that customers are frustrated 
with the number of visits needed to keep 
machines functioning. “That’s not our 
experience, our data shows that copies 
between calls have increased dramatically 
in recent years,” he said, adding: “All our 
manufacturers including HP, have made 
great strides to improve reliability in all 
areas. Our customers are benefiting from 
the improved productivity and reduced 
costs these improvements have delivered. 
We don’t envisage these improvements 
slowing down anytime soon.”

Bowmer said that with the recent 
development in technologies and new 
strategic approaches to the delivery of 
service, ZenOffice customers have seen 
a significant reduction in the number 
of service calls. “It is not unusual for 
customers to have as little as one to two 
service calls per year on such a device,” he 
explained. 

Preventative maintenance
Goodall agrees: “A proactive company such 
as Office Evolution schedules preventative 
maintenance calls which allow many issues 
to be addressed before the customer is 

even aware they exist. In addition, onsite 
supplies can be replenished and future 
calls scheduled along with any customer 
questions being answered at the time,” 
he said. 

“We find that most customers 
appreciate the preventative calls and 
these dramatically reduce the occurrence 
of breakdown calls,” he said, adding that 
the company still sees a huge transfer 
of customers’ print from purchased print 
solutions to a managed MFP, both saving 
money and adding convenience. “Just 
this month, a major international office 
furniture manufacturer replaced its fleet of 
MFPs with us and is phasing out individual 
printers that are not supported, due to the 
cost implications,” he added.

Tunley said: “We pride ourselves on 
providing response times that the printer 
industry can only dream of. Our feedback 
says that customers are willing to pay for 
the service that we offer as a managed 
print provider. They like to feel that there 
is support available and that they can rely 
on us to solve their problems quickly and 
efficiently. 

“Planned preventative maintenance 
is an equally important part of the service 
we deliver. It’s proven to help us prevent 
breakdowns for customers and means we 
don’t lose that human interaction that in 
my opinion is an essential part of delivering 
a personal customer service,” he added.

“Due to the modular component design 
of the Xerox systems, a visit is not always 
required,” Hamilton said. “Often faults 
can be rectified remotely, either over the 
phone or via remote dial in. When there is 
a need for a visit from a Pinnacle or Xerox 
engineer, customers tend to be kind and 
welcoming.”

In conclusion, Hamilton shared some 
additional thoughts: “It is evidence of a 
lack of understanding on the side of HP 
to think that there is something like the 
copier or A3 marketplace. Modern vendors 
and dealerships in our industry are experts 
in managed print services and document 
management systems, often getting 
involved in workflow automation and 
document security. Of course it is important 
to ensure that the hardware is robust and 
intelligent enough to be able to meet 
these requirements but ultimately entry to 
this market can only be achieved through 
longstanding expertise and service delivery 
through, well established and proven 
channel partners.”

www.blackbox-solutions.com
www.midshire.co.uk
www.officeevolution.co.uk
www.annodata.co.uk
www.pinnaclecos.co.uk 

and in addition to this when a machine is 
replaced, users are often left with a surplus 
of cartridges and user replaceable items 
for which full value cannot be regained,” 
he added.

Technological advancements
“Copiers have some replaceable parts 
but again, through the technological 
advancements made, parts need replacing 
far less often than they did years ago,” 
Doyle noted. “Also, when things do go 
wrong, often the user is able to fix the 
problem themselves by using the simple 
instructions provided or even by using 
videos embedded into the system itself.”

He added: “These machines are often 
working for hours every day, performing 
vital tasks, so it’s to be expected that every 
now and then they need to be serviced and 
maintained to keep them in top shape.”

Tunley also concurs that current MFPs 
do have numerous replacement parts. 
“But these have reduced over the past few 
years and in our experience, the number 
of machines in field ratio to engineers, has 
steadily increased, which shows improved 
reliability in spite of the wider number 
of tasks that these machines are now 
performing. I will be interested to see how 
the reliability of the HP product compares 
when there is no third-party on-site 
support,” he said.

“Most multifunctionals now work with 
modular components and consumables 
that can be exchanged in minutes,” 
Hamilton added. “Service delivery is 
optimised to such an extent that engineers 
can attend to devices in four hours or 
less. In most cases, customers are up and 
running the same or next day. Maintenance 
agreements can include spare parts, labour, 
toner and other consumables for complete 
peace of mind. All the customer has to add 
are the two Ps – paper and power.” 

Frustration about servicing
Griffin insists that frustration about 
servicing is not an issue among Blackbox 
customers. “We make every effort to 
ensure a responsive approach to servicing 
to minimise downtime for our clients,” he 
said. “If a machine isn’t operational it’s a 
quick way to lose business, so we ensure 
that we sort out any problems as quickly 
as possible.”

Blackbox servicing teams fix 98.3 
per cent of problems during the first visit 
to a client's premises “And we have a 
central warehouse to provide parts to our 
technicians as quickly as possible, Griffin 
said, adding that this is helped by the fact 
that the Samsung products it supplies are 
incredibly reliable, reflected by a Which? 
report last year which named Samsung the 

Clive Hamilton, 
Group Managing 
Director,  
Pinnacle Complete 
Office Solutions

Devices have 
become 
incredibly 
reliable and 
economical to 
run, we expect 
continued 
improvement 
with both for 
the foreseeable 
future

Matt Goodall, 
Service Director, 
Office Evolution
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The company is very proud 
that its products are developed 
and produced in the UK in its 
Lincolnshire-based factory, and its 
toner products now sport a fresh 
new look. 

Jet Tec has redesigned the packaging 
across the entire toner cartridge range 
to celebrate its Britishness. The new 
packaging features a Union Jack and 
states that the product is ‘Made in 
England’ and at its heart is a traditional 
red Routemaster bus. 

The London bus is quintessentially 
British and its iconic design is recognised 
the world over. It’s been reported that of 
the 2,876 Routemasters ever built, just 
under half are still in existence, and one of 
them is at the company’s Lincolnshire HQ.

One key objective behind the rebrand 
was to help Jet Tec’s channel customers 
to drive repeat sales. Jet Tec is a credible 
and strong brand with a solid reputation 
for quality and value for money and one 
of the key drivers behind the rebrand 
was to create an even stronger brand 
identity, which will further increase brand 
recognition amongst end-users and in 
turn help dealers to generate more repeat 
business. 

Quality control
Jet Tec’s all-encompassing range includes 
remanufactured HP, Dell, Canon, Brother, 
Epson, Kyocera, Lexmark and Samsung 
cartridges. The company’s commitment 
to innovation, dedication and passion in 
production, design and development, is 
reflected in the quality and reliability of 
its inkjets and toners.

The company has achieved ISO14001 
certification. All production and 
packaging is managed in-house and 
the company has a forward-thinking 
approach to environmental protection 
which includes minimising the impact of 
all its operations from the energy used to 
power factory machines, to the recycling 
of waste packaging, and freepost 
envelopes used in its recycling schemes.  

Its remanufactured cartridges are 
produced using original cartridges 
collected through its recycling schemes. 
Sister company, The Recycling Factory, 
works alongside Jet Tec to manage its 
recycling schemes providing collection 

materials, POS, 
support and real-
time reports.

The inkjet 
cartridges go 
through a strict 
inspection process 
to verify that 
they are suitable for 
remanufacturing, and are cleaned with a 
specially formulated cleaning solution to 
remove all the residual ink, before they 
are refilled, print tested and packaged.

Demand for its products continues 
to grow, affordability is of course a key 
factor in this, Jet Tec products can offer 
significant savings on original equivalents, 
but even more important is the quality.

Jet Tec tests each and every ink 
and toner cartridge before it leaves the 
factory, a process that ensures the highest 
quality products. A select range of inkjet 
cartridges also feature ExtraLife smart 
chips, a development that delivers best 
value for money and with this technology, 
Jet Tec products can print up to 100 per 
cent more pages than original supplies. 

All inkjet cartridges carry a two-year 
guarantee and every toner comes with a 
three-year guarantee.

Innovation
Innovation is at the core of its 
manufacturing operations, the company 
formulates and produces its own ink as 
well as devises processes and equipment 
to clean and test all of its products. Its 
offer is comprehensive and only the best 
components are incorporated into each 
and every product it produces. 

The company continues to innovate 
and add to its range. Most recently it 
extended its offer to include the HP 
JetIntelligence range which offers the 
latest in printing technology.  First to 
launch is the HP CF360A and CF400A 

Jet Tec, the leading brand of remanufactured inkjets and 
toners in Europe has marked its 20th anniversary year with 
a brand refresh that celebrates its British heritage

Celebrating its British heritage

ranges and there are more to follow.  
Through extensive R&D, the Jet Tec 
remanufactured range ensures no loss 
of printer performance from the first 
page to the last. Offering significant 
savings against the cost of the OEM, they 
are certain to be a key addition to any 
resellers range. 

Customer support
Jet Tec resellers have access to a whole 
host of value-added resources and support. 
Channel partners benefit from excellent 
margin potential and repeat sales, orders 
can be placed online and the company 
offers free next working day delivery (UK 
mainland), minimum order applies.

A wide range of free bespoke 
marketing materials are also available 
through the company’s ‘Click & Print’ 
service, these include point of sale packs, 
posters, leaflets and other promotional 
materials. Some of the materials such 
as web banners, e-shots and mailers 
can be co-branded and ordered through 
the company’s unique trade area on its 
website.

In addition, dealers have access to 
free technical support; Jet Tec has a UK-
based helpline for its resellers as well as 
an ink and toner help support website.
www.jettec.com

Clive Hamilton, 
Group Managing 
Director

Demand for 
its products 
continues 
to grow, 
affordability 
is of course 
a key factor 
in this, Jet 
Tec products 
can offer 
significant 
savings on 
original 
equivalents, 
but even 
more 
important is 
the quality.
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DIGITAL DISRUPTION

Print’s 
tangibility 
and durability; 
its credibility 
and trust can 
set it apart 
from the noisy 
cluttered 
online 
landscape

There has been much talk about 
disruption in the print industry, 
particularly with the latest 
acquisition of Samsung’s printer 
business by HP. The market has seen 
a wave of consolidation, HP now 
operates as two separate companies, 
Xerox has separated its technology 
business and its service business, 
The Foxconn Technology Group 
acquired Sharp in August 2016 and 
Lexmark’s acquisition by a Chinese 
consortium led by Apex Technology 
is now approved. So what does the 
future hold for the print industry, one 
that is hardware-centric and reliant 
on the printed page? Can it truly 
reinvent itself for the digital age?

Surviving the digital onslaught
Change or die has long been the mantra 
in a technology landscape that is facing a 
range of disruptive forces – smartphones, 
cameras, sensors, social media, the cloud, 
analytics. Emerging technology such as 3D 
printing and Artificial Intelligence (AI) are 
poised to create yet more disruption, while 
new models of service consumption have 
enabled companies such as Uber and Air 
BnB to re-write the rules of the markets 
they have entered.

The print industry is already feeling 
the force of the digital age; information is 
increasingly read, shared and distributed 
online rather than on paper. As with any 
legacy industry reliant on a huge hardware 
installed base, manufacturers must find 
new areas of innovation whilst protecting 
their core business. Add to this the ongoing 
revenue stream through consumables 
and it is obvious that manufacturers face 
the dilemma of finding new growth areas 
for printing, whilst making their products 
relevant in today’s digital age.

If we take it back to basics, print is 
a delivery mechanism for sharing and 
delivering information and content. The 
print industry is not alone in the mammoth 
task of reinventing a traditional platform 
for content delivery – think TV, film, music 
– where formats such as CD and DVDs 

are being killed by the Internet and digital 
streaming subscription services. 

Print is far from dead
Yet print is far from dead. Print’s tangibility 
and durability; its credibility and trust 
can set it apart from the noisy cluttered 
online landscape. Research has shown 
that readers are more likely to retain 
information on printed material leading 
to higher engagement levels. Print offers 
our undivided attention, rather than 
the multitasking experience with online 
content.

Although print is not dying any time 
soon, manufacturers must connect to their 
customers in more meaningful ways. This 
means creating products and services that 
leverage their heritage in print but also 
connect seamlessly into the digital and 
online world.

Quocirca believes that print 
manufacturers must exploit the following 
opportunities: 
n Adapt to the “as-a-service 
economy”. The consumer preference for 
services over products and subscriptions 
over purchases is permeating into 
the business market. This is driven by 
increasing customer demand for flexibility 
that will allow them to take advantage of 
new technologies. 

With an as-a-service model, customers 
are not burdened by significant upgrade 
costs and can more accurately estimate 
the ongoing cost of access to technology. 
MPS is already an established service 

Can the print industry 
survive digital disruption?
With a business model predicated on selling hardware and consumables, Louella Fernandes, 
Associate Director at Quocirca, considers how the print industry can innovate in a market 
which may be rapidly reaching its sell by date

model in the market, offering a lucrative 
recurring services revenue model along 
with increased customer retention long 
after the printer hardware sale. While 
the MPS market is relatively mature in 
the enterprise space, there are further 
opportunities to tap into the largely under-
penetrated SMB market with “print-as-a-
service” offerings. For the channel, digital 
services around printer device diagnostics 
and predictive/preventative maintenance 
have significant untapped potential. MPS 
vendors should drive further innovation 
in their engagements around cloud 
delivery, security and mobility. These are 
key enablers, not only for the as-a-service 
economy, but also digital transformation.
n Drive the digital transformation 
journey. Despite talk of its demise, paper 
remains a key element of the connected 
and collaborative office workplace and 
still plays a critical role in the business 
processes of many organisations. However, 
paper bottlenecks can hinder business 
productivity and efficiency. 

Print vendors are well positioned to 
connect the paper and digital worlds 
and are developing stronger expertise in 
workflow solutions and services. In many 
cases, the leveraging of investments in 
smart multifunction peripherals, which 
have evolved to become sophisticated 
document processing platforms, provides 
vendors with an opportunity to maximise 
the value of their hardware offerings. 
Vendors need to change legacy perceptions 
of their brand and be accepted as a trusted 
partner in the enterprise digitisation 
journey. Business process optimisation and 
workflow capabilities will become a key 
point of differentiation for vendors in the 
industry, requiring a balanced hardware, 
software and service portfolio.
n Leverage Internet of Things (IoT) 
technologies. All printers are things 
and the connected smart MFP is part of 
the IoT landscape. Vendors can exploit 
the enormous data generated to monitor 
actual customer product and service 

Louella Fernandes, 
Associate Director, 
Quocirca

Continued...
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Augmented 
reality 
technology 
is being used 
alongside 
print media 
to create an 
immersive 
and engaging 
interaction

usage. This data enables manufacturers to 
deliver better service performance through 
predictive data analytics (think proactive 
service and supplies replenishment) 
and by collecting information about 
customer usage of products or services, 
vendors can improve product design and 
accelerate innovation. Developing strategic 
partnerships with open technology vendors 
can also pave the way for the seamless 
integration of printers/MFPs with mobile 
devices and drive the development of a 
broader mobile solutions and services 
ecosystem.
n Expand high value customised 
print services. Many of the traditional 
print vendors can leverage their own or 
third party hardware (including print, visual 
and display signage technology), services 
and tools to develop cross media channel 
communications. Think interactive print 
above and beyond Quick Response (QR) 
codes as a way of connecting off-line and 
on-line marketing messages. 

The print industry must therefore 
become more aligned to brands – for 

instance Coca-Cola’s European “Share a 
Coke” campaign used HP’s Indigo digital 
press technology to create personalised 
labels. 

Meanwhile, the use of augmented 
reality (AR) technology is being used 
alongside print media to create an 
immersive and engaging interaction with 
the reader. This requires an AR app (such 
as Blippar, Layar or Augment) which uses 
image capture technology to launch 
interactive content from a smartphone 
or tablet. Such interactive print solutions 
bring print to life, for instance pointing a 
smartphone at a billboard ad or printed 
magazine can generate a movie trailer, 3D 
interactive model, enhanced photographs 
that move and speak and so on. 

Future outlook
The print industry is not immune to digital 
disruption. Print manufacturers have 
thrived for many years by focusing on their 
core engineering competencies to create 
competitive advantage. Many have focused 
their efforts on moving into the profitable 

managed print services market through 
both acquisitions and refocusing business 
models. However, as hardware and MPS 
become increasingly commoditised, 
software competence will be one of the 
most important differentiating factors for 
the industry.

As they face converging market forces, 
with the right vision and proposition, 
print manufacturers can play a role in the 
digital world. Each vendor will fight the 
battle differently but the smart players 
will recognise that to adapt and thrive, 
they must become more open, expand 
partnerships outside the industry and 
continuously innovate. This means creating 
new products, services and/or channels 
and engaging customers, partners and 
employees in new ways.

Manufacturers face strategic choices 
with their response to digital disruption 
and how they drive relevancy and customer 
engagement. Ultimately the question 
remains, is the print industry ready to 
disrupt itself?
www.quocirca.com

...continued

The theme of this year’s Green Light 
event is “Transformation is now”. 
Several new features will be making 
an appearance this year, one of 
which is a showroom-style immersive 
exhibition experience. Showcasing the 
latest innovations and products from 
suppliers, the exhibition will boast 
a creative and interactive journey 
to enable real-time interaction with 
the modern workplace. Live product 
demonstrations will bring the 
colourful and vibrant floor plan to life 
and animate selling opportunities for 
attending delegates. 

Based on event feedback from previous 
years, the exhibition time has also been 
extended at this year’s event to give 
delegates additional time with exhibitors. 
Key members of the VOW team will also 
be at the exhibition making this a prime 
opportunity to meet and network with them. 

Green Light 2016
Registrations are in full swing for VOW’s next Green Light 
event which takes place at the Hilton Birmingham Metropole 
on December 2. The wholesaler is expecting some 400 reseller 
delegates, 80 exhibiting vendors and 15 speakers to attend

Workshops and speakers
VOW recently unveiled details of its new 
product strategy that will see a constant 
rolling launch of products, which will 
give resellers a more timely and relevant 
offering for their customers. This new 
initiative will break the traditionally 
predictable merchandise cycle and be 
driven by market and customer demand. 
To reflect this, the agenda and workshop 
content at Green Light will be tailored 
around helping resellers with their sales 
strategy to make the most of potential 
opportunities in growth categories. 

Workshops and seminars on the 
day will cover new product information, 
marketing tactics, market trends and growth 
opportunities for 2017 as well as topics 
such as mobility, wellbeing and education. 

Green Light Awards
As in previous years, the event will close 
with the Gala Dinner and Awards. New 
for this year, the awards ceremony will see 

the introduction of more supplier award 
categories than previous years, namely 
the Best Product of the Show, the Product 
of the Year and the Supplier Account 
Manager of the Year. The coveted Best 
Stand Award, an established category 
from previous years, will also be given out 
to the exhibitor that displays innovation 
in interpreting the Green Light theme of 
“Transformation is now” and having an 
exhibition stand that demonstrates this. 

Commercial and Marketing Director 
Heather McManus said: “Green Light has 
steadily gained momentum over the last 
two years and it is considered by many to 
be the industry’s prime networking and 
discovery event. Each year, we look to build 
a compelling agenda, present thought-
provoking content, and throw a spotlight 
on new product and service opportunities 
for our customers and their teams. We 
hope to raise the bar further this year with 
what we have in store.” 
www.greenlightevent.com

EVENTS
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CHANNEL STRATEGY

Takaaki Hagiwara, 
Managing Director

Ian Mitchell, 
Operations Director, 
Direct-tec

Two and a half years ago the 
company launched the Shinrai 
Partner Programme, its first pan-
European partner programme. 
Shinrai is a Japanese term meaning 
trust and loyalty and embodies the 
way OKI works with its partners 
and customers. The firm says that 
its success is dependent on the 
success of its partners and that is the 
philosophy behind the Shinrai Partner 
Programme, which has three tiers – 
Business Partner, Premier Partner and 
Executive Partner. In addition, OKI 
has two specialist partner categories 
– Graphic Arts Specialist and Wide 
Format Specialist.

Seeber, who is responsible for the 
operations and growth of the reseller 
channel and the distribution of hardware 
and consumables in EMEA, explained that 
the programme was launched to enable 
OKI to better support all of its customers 
and to deliver consistency across all 
countries.

According to Hagiwara, who joined 
OKI in 1990 and is responsible for building 
the company’s position in the business-
to-business printer, document output and 
management markets, while growing 
relationships with channel and business 
partners and core business customers 
across the UK, Ireland and Nordic region, 
the company’s UK and Ireland channel 
base comprises around 100 partners who 
are managed by OKI’s field sales division.

Telesales team
Nine months ago the firm also created a 
telephone account management structure 
(TAM) in fifteen countries. In the UK, there 
are between 100 and 200 reseller accounts 
who are looked after by TAMs.

As part of its strategy to increase its 
share of channel business and appoint new 
partners, this team is also charged with 
calling dealers to explain OKI’s offer and 
how it can help them win new business, 
with the end goal of getting them on 
board.

“The TAMs are a relatively new 
introduction for OKI UK,” Hagiwara said. 
“What we are trying to do with this 
approach is engage with more channel 
partners by telephone and this team has a 
brief to recruit new dealers to join us as an 
OKI business partner.”

“The important thing here is that we’re 

PrintIT Reseller spoke to Takaaki Hagiwara, Managing Director OKI Systems 
UK and Thomas Seeber, Vice President Channel and Distribution EMEA, about 
the company’s channel partner programme and plans to increase its share of 
channel business

OKI to build channel 
partner network

providing local support to resellers, so 
when a UK dealer calls, they get to talk 
to a specialist in the UK, and if they need 
additional support, then one of the team 
will go and visit them,” Seeber added. 

“We need to provide different levels 
of support to resellers, we recognise that 
those operating in the traditional printer/
copier space have different needs to IT 
resellers for example,” Seeber explained, 
adding: “It’s important that we have both 
field sales and telephone-based sales teams 
in place to serve our channel customers.”

“We want the dealer sales team to 
increase our share of channel,” Hagiwara 
said. “We need a mix of distributors and 
VARs with a broader channel base.”

Multichannel offer
OKI’s range caters to different segments. 
“We have a new product range for the 
e-commerce market and a subset of 
products with different specifications to 
enable us to give margin back to the face 
to face channel,” Seeber said. At present, 
OKI has approximately ten e-commerce 
partners. “We cannot ignore the online 
channels, but we now need to develop the 
classical channel,” he added.

OKI printers are available through 
Midwich, Exertis and Northamber and 
consumables are sold through Beta, VOW 
and Westcoast. Seeber hinted that a new 
distribution deal was in the pipeline. “We 
also have a yearly promotional planner, 
that’s important to have in distribution, and 
the offers are available exclusively to OKI 
partners,” he said.

Seeber explained that the company has 
a bespoke rebate scheme that recognises 
hardware and software sales in place 
for partners. “Not just within the copier 

We need 
to provide 
different levels 
of support 
to resellers, 
we recognise 
that those 
operating in 
the traditional 
printer/copier 
space have 
different needs 
to IT resellers
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CHANNEL STRATEGY

channel but also within the classical 
channel,” he said.

“We are not a mass vendor. Our 
approach is to work with partners, and show 
them how they can do more business and 
secure more margin with our products,” 
he said. “Dealers that sign up as Business 
Partners are not set rebate targets but 
have access to exclusive OKI offers. We aim 
to grow our share within that partner to 
upgrade them to Premium status,” he added.

Channel recruitment
Hagiwara said that whilst OKI is looking to 
increase the number of business partners 
it currently has, its focus is on quality not 
quantity. “The UK channel is polarised,” 
he said. “We have a good presence with 
direct market resellers who take online and 
telephone orders directly from end users 
and whilst this transactional business is 
important, we are heavily focussed now on 
building our VAR channel.”

The company has recently appointed a 
new Head of Sales, Dylan Haworth who has 
joined from Brother. “Dylan is charged with 
business development across the board 
– graphic arts, wide format, dealer and 
end-user,” he said.

Hagiwara pointed out that OKI does 
not conduct direct business. “The challenge 
[for Haworth] is to develop the channel 
and in particular he will focus on winning 
new business that we will fulfil through the 
channel.”

Double-digit growth 
OKI is targeting double-digit growth in 
the next financial year. Hagiwara sees the 
key drivers for growth coming from the 
traditional office print market, solutions, 
graphics arts/print on demand sector and 
wide format.

“With our new Smart Solutions, OKI 
partners can add more value to their 
customers. Our new range of colour printers 
and MFPs has been designed to transform 
the way printers are used within businesses 
of every size and opens up new market 
possibilities for our partners,” he said.

The new portfolio is designed to change 
perceptions of what a printer can do for 
businesses and organisations. Through both 
face to face and web-based channels, OKI 
says it will educate and encourage end-
users to take a fresh look at the potential 
of these affordable devices to help them 
build their brand, save time and money and 
enhance productivity. 

Solutions for every industry
“Our products are easy to use, that’s our 
key strength,” Hagiwara said. “They can 
also help develop a streamlined and secure 

document workflow and management, 
enabling businesses to enjoy the benefits of 
a digital organisation.”

OKI’s open platform, sXP, allows for 
connectivity to other solutions, for example 
to an existing pull printing fleet or to third-
party software applications for example 
PaperCut, Drivve Image, Ringdale FollowMe 
or YSOFT SafeQ. A software development 
kit is also available for software developers 
allowing a rapid development of tailor-
made solutions.

Hagiwara argues that OKI’s free 
embedded solution, proprietary software 
SENDYS Explorer provides partners with a 
competitive edge. “It enables businesses 
and organisations to capture, convert to 
searchable formats, distribute, upload 
to cloud solutions and print documents 
across a whole range of departments 
and industries for example in healthcare, 
retail and in office printing, while its 
optional Output Manager connector allows 
administrators to manage all users’ print, 
copy and scan jobs, as well as protecting 
document confidentiality,” he said.

Developing new solutions and driving 
channel sales in this area is very much 
front of mind for OKI. “This forms part of 
revenue recognition, we count solutions 
sales to give more rebate to our partners,” 
he added.

In conclusion Hagiwara said: “Our 
key message is that we are empowering 
business to make a big impression. We are 
giving the traditional channel the power 
to add value over the online operators. 
We can offer them a value-added solution, 
apps can be plugged in, they can tap into 
OKI’s MPS programme and we can tailor 
solutions for each customers’ needs – all of 
that adds value.”.
www.oki.com/uk

Thomas Seeber, Vice President Channel and Distribution EMEA
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We hired three 
apprentices 
in 2015 who 
are currently 
undertaking 
their two 
year training 
programme 
and will 
become fully 
fledged service 
engineers next 
year

As apprenticeships gain momentum 
across many business sectors, last 
issue, PrintIT Reseller asked the 
channel for their thoughts and this 
month, it’s the OEMs’ turn to talk 
about take-up within the print and IT 
industry.

PITR: Do you currently employ 
apprentices or do you intend to in 
the near future? 

Louise Marshall, Infrastructure & Shared 
Services Director, Brother UK: “Brother 
UK has been building an apprentice 
programme now for about three years, 
covering all types of apprenticeship from 
traditional (via colleges) to modern (via 
academies).  

“We have a business objective to 
have a minimum of 5 per cent of the 
workforce coming via apprenticeships, 
and are already close to achieving this 
for the current financial year. We strongly 
believe that recruiting via apprenticeships 
is beneficial for our business, as it allows 
us to bring in new talent in a very 
structured way that accommodates for the 
development that is needed, through the 
academic elements of their apprenticeship. 
It also helps to give us the diversity we 
believe is beneficial to our operation, 
through the introduction of younger people 
with fresh ideas (and lots of confidence 
and energy), and the ability to adapt to the 
ever changing workplace.”  

Sandra Rogers, Human Resources 
Manager, KYOCERA Document 
Solutions: “We have offered 
apprenticeships in the past and we 
are currently looking to reintroduce an 
apprenticeship scheme. 

“KYOCERA was founded on the 
philosophical basis that commercial 
success and the material and spiritual 
fulfilment of its employees are inextricably 
linked to acting as a responsible corporate 
citizen within society. As well as helping 
the environment, this includes striving for 

social improvement within the communities 
in which we operate, including Reading, 
London and Manchester in the UK. 

 “Apprenticeships really fit in with this 
ethos, as they provide a wider benefit 
to the apprentice’s family and wider 
community that goes further than the 
direct benefit they bring to our company. 
This is why we have plans to reintroduce 
an apprenticeship programme in the very 
near future.”

Sarah Coates, UK HR Manager, Sharp 
Business Systems UK: “Yes – Sharp 
has an apprentice programme in place. 
We currently have five apprentices in 
our service division; four are focused on 
hardware and one on software. We have a 
new intake of two apprentices due to start 
in October 2016. We hire the successful 
apprentices (i.e. those that pass their NVQ 
and practical tests) after one years’ service, 
and they then become employed trainee 
engineers for two years. We hired three 
apprentices in 2015 who are currently 
undertaking their two year training 
programme and will become fully fledged 
service engineers next year. One is female 
which is great to see in this field.

“We also run a three year IT apprentice 
programme at our Head Office in 
Wakefield, during which apprentices are 
supported to complete their NVQ Level 4 
qualifications, and we have just started 

Hiring an apprentice.  
Is it good for business?
More than 872,000 people were employed on government-funded 
apprenticeships, with nearly 30,000 people working towards attaining highly 
valued skills via higher and degree apprenticeships in the 2014/15 academic year

a commercial scheme where apprentices 
learn the administration behind the sales 
ordering process, as well as data analysis 
and preparing pricing for customers. 
We are always looking to expand our 
apprenticeship offering into other areas 
of the business, and we are currently 
exploring opportunities within the 
European marketing team.”

Andrew Marchant, Talent Development 
& Programmes Manager, Xerox Europe 
and Great Britain: “Xerox UK’s current 
apprenticeship programme started in 2012 
and since that time ten young people have 
completed their L3 and L4 apprenticeships 
with us in business administration and IT. 

“We currently employ 16 apprentices 
in the UK actively working and learning in 
our customer service, large enterprise and 
finance organisations. The apprenticeship 
programme is a key part of our talent 
development strategy to grow the next 
generation of managers and leaders for 
our business.”

PITR: The National Apprenticeship 
Service (NAS) cites a number of 
business benefits associated with 
hiring apprentices, including the 
fact that 92% of employers taking 
on apprentices noticed a more 
motivated workforce and 80% saw 
an increase in productivity in the 
workplace. What has been your 
experience? 

Louise Marshall: “I would agree that 
working with apprentices has a number of 
business benefits, and am not surprised to 
see the figures quoted. There is an impact 
on our talent pipeline, allowing people to 
come into the business and build up the 
necessary skills and experience to then 
take on a permanent role, without the 
need for external recruitment.  

“By coming in as an apprentice they 
are closely mentored and provided with a 
level of support that means they get a very 
in depth understanding of the business 
and in a variety of areas, so they are well 
prepared for a number of roles (not just in 
relation to the area where they served their 
apprenticeship).

“In addition to this we have seen 
benefits for the employees that work with 
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the apprentices – they get the satisfaction 
of passing on skills and knowledge that 
they have developed over the years and as 
a result they are more engaged with the 
wider business.”

Sandra Rogers: “Our initial experience of 
hiring apprentices has been very positive. 
We found that our apprentices were very 
engaged in training, gaining hands on 
experience and getting involved in the 
company overall. 

“In our experience, hiring new bright 
talent in the form of apprentices can’t help 
but impact on the rest of our workforce, as 
apprentices bring fresh enthusiasm, ideas 
and attitude which really helps to add to 
our existing teams.”

Sarah Coates: “We have gained a 
tremendous amount from our apprentices 
who are vital to our growth as a business. 
Feedback from existing engineers is that 
the apprentices bring new ideas and new 
energy to the team and the benefits also 
extend to our experienced engineers who 
gain personal development as they coach 
and mentor the apprentices. We find 
that our apprentices are always highly 
motivated and productive.”

Andrew Marchant: “Our experience has 
been and continues to be, a very positive 
one. We work with the NAS and our training 
providers to deliver and continuously 
develop our apprenticeship programme. 
We have a retention rate of over 80 per 
cent; apprentices that have finished their 
apprenticeship have moved into a varied 
number of roles including customer service 
engineer, pre and post sales analyst, our 
sales graduate programme, service delivery 
executive, customer support specialist and 
bids executive. 

“This talent was identified, grown and 
is being retained as a direct result of the 
apprenticeship programme. The effect on the 
existing workforce is very positive as all who 

interact with the apprentices are keen to 
support their development by sharing their 
experience in order to help them grow.”

PITR: 83% of apprentice employers 
believe that they are investing in 
the future of their business. What 
are your views on developing 
apprenticeships to build key skills 
within your company?

Louise Marshall: “I would agree that 
apprenticeships are a key building block 
of skills development within the Brother 
UK business – as part of our ongoing 
work on learning and development, which 
led to our Investors In People Platinum 
accreditation and to being awarded the 
first ever Platinum Employer of the Year 
award at the recent IIP event. 

“We strongly believe that diversity is 
key to our future and apprenticeships allow 
us to combine a unique blend of academic 
and practical skills, which perfectly 
complements the other L&D activities we 
have, including volunteering, recognition 
of working in kinetic teams and more 
traditional training routes.  

“Key to the success of this is choosing 
the right apprentice provider – we work 
with a number of providers from the very 
traditional routes via local colleges and 
universities (who we are working with 
on some adult apprenticeships), through 
to the academies who are providing a 

range of services that help to prepare 
young people for the world of work (like 
bootcamps).

“Each provider brings a different 
approach that is relevant to the specific 
apprenticeship and it is important to 
have that variety so you can consider 
apprenticeships in all areas of the business 
– from marketing, electronic engineering, 
IT and digital, through to administration 
and customer service.”

Sandra Rogers: “We absolutely believe 
that developing apprenticeships is key to 
building core skills within our company. 
While there are many people with the skills 
already out there, there are benefits to 
building the skills in house and sometimes 
effort and attitude are far more important 
than having those skills in the first place.

“This again fits in perfectly with our 
company philosophy, as helping people 
to gain skills to enable employment is 
beneficial to not only the individuals, 
but also their families and the wider 
community. Often young people find 
it difficult to break into the industry, 
especially when they don’t have a lot of 
previous expertise. Many of our current 
employees themselves started out their 
careers on an apprenticeship programme.”

We find 
that our 
apprentices 
are always 
highly 
motivated  
and 
productive

Continued...
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Louella Fernandes explains how information managed services (IMS) can help 
organisations improve the way they process, share and manage information 
throughout its life-cycle and, in doing so, enhance communication and 
collaboration in the digital workplace.
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...continued

Sarah Coates: “We see apprentices as 
a crucial channel for building our future. 
Our priority is to give each apprentice a 
dedicated coach and mentor to ensure 
that they receive the attention and quality 
time required and this means that we 
unfortunately have to limit the number of 
apprentices we take on to ensure that we 
do not overstretch in this respect.”

Andrew Marchant: “This is absolutely 
why we have an apprenticeship 
programme. In many cases we are 
upskilling the apprentices beyond what 
they need just for today, we are skilling 
them for that future.”

PITR: How do you balance 
apprenticeships alongside 
investment in other areas of 
workforce training?

Louise Marshall: “Apprenticeships 
complement our other training 
programmes. In fact we have employees 
who are getting recognition for the role 
they play in developing and mentoring 
apprentices and have the time they 
spend included in their own personal 
development plans. We have seen that 
working with these younger people is 
having a two-way benefit, where we gain 
a better understanding of the cultural 
difference with different generations, which 
helps us in other aspects of our business, 
from the sales approach we take, through 
to the type of customer support we offer 
and the way we communicate with existing 
and potential customers.”

Sandra Rogers: “In terms of the way we 
structure our investment, any investment in 
apprenticeships is treated as additional to 
any general business needs training.”

Sarah Coates: “We have other external 
avenues such as our intern programme, our 

graduate scheme and new for next year, 
under graduates which also bring vital 
new skills to our business. We have a long 
serving and loyal workforce so we also 
invest in our people to build new skills and 
develop existing skills.”

Andrew Marchant: “Our Apprenticeship 
Programme is just one facet of our 
comprehensive talent development 
strategy and fits very well with our 
business direction and strategy.”

PITR: In spring 2017 the way the 
government funds apprenticeships 
in England is changing. Larger 
employers will be required to 
contribute to a new apprenticeship 
levy, and those that are too small to 
pay it will have 90% of the costs of 
training paid for by the state. Extra 
support, worth £2,000 per trainee, 
will also be available for employers 
and training providers who take 
on 16 to 18 year-old apprentices or 
young care leavers. There have been 
concerns expressed that this may 
impose additional administrative red 
tape on smaller firms and discourage 
them from taking on apprentices 
at all. What are your views? Will 
this change the way you view 
apprenticeships/prompt you to hire 
or stop hiring?

Louise Marshall: “We have been closely 
following the introduction of the new 
levy and whilst there is still some detail 
to be fully understood, we will continue 
with the approach we have started and 
will continue to develop our apprentice 
programme, for all the reasons above and 
the benefits we can gain as a business.  

“There will no doubt be an increase 
in administration as a result of its 
introduction, but we believe that for 
companies like Brother UK who have 
embraced apprenticeships, there could 
be additional benefits. As well as raising 
awareness of apprenticeships, if the 
levy is used to develop new apprentice 
programmes, then all businesses can 
benefit from them, hopefully in subjects 
where historically we have had some 
challenges.  

“In addition we believe that the new 
levy will introduce some standards to 
enable employers to tailor apprenticeships 
to suit the roles they have available, 
rather than always being through rigid 
frameworks as they have in the past.”

Andrew Marchant, Talent Development & 
Programmes Manager, Xerox Europe and 
Great Britain

We have 
employees 
who are 
getting 
recognition 
for the role 
they play in 
developing 
and mentoring 
apprentices

Sandra Rogers: “The new government 
funding methods will not change our view 
on apprenticeships. Rather than focusing 
on the costs or administrative resource 
necessary to recruit apprentices, we 
believe it is a good way to give back to the 
communities in which we are based while 
also recruiting the employees of the future 
to help us to grow our skills as a company. 

“It can be difficult to recruit the right 
people with the right skill set combined 
with a genuine desire to develop and grow 
with our company, and apprenticeship 
programmes offer us a great way to 
identify young talent which is vital for our 
continued growth.”

Sarah Coates: “We see this as a 
positive move forward, primarily because 
it has again opened the debate about 
apprentices. It will not impact on our 
current programmes as we already spend 
over and above the levy that will be 
charged to our company.”

Andrew Marchant: “It is still too early to 
know the full impact of the levy as some 
key details are still being worked on. We 
remain committed to our apprenticeship 
programme, moreover as larger employers, 
such as Xerox, will have to pay the 
levy regardless of whether they have 
apprentices, it actually makes commercial 
sense to have apprentices.”

www.brother.co.uk
www.kyoceradocumentsolutions.
co.uk
www.sharpbusiness.com
www.xerox.com
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“If we build it, they will come”, was 
the battle cry of The Print Show team 
when the event was first announced 
at the end of 2014 and the show 
certainly did not disappoint in its first 
year, attracting thousands of visitors 
and some of the biggest names in the 
industry; Konica Minolta, OKI, Riso 
and Ricoh to name but a few.

However, as is the case with many new 
events, the second edition of the event is 
a much harder task, with a certain level 
of quality to maintain, as well as the 
requirement to out-do the previous year’s 
show by introducing new content and 
exhibitors.

Walking around Hall 3A of the NEC in 
Birmingham in mid-October, it was clear 
that The Print Show achieved just this, 
with the thousands of visitors that were in 
attendance seemingly impressed with what 
they saw. 

Speaking shortly after the show, Event 
Director Chris Davies said: “After the 
success of our inaugural event last year, 
we were extremely confident heading into 
this year’s show and I’m really pleased 
with how it went. Not only were we able 
to bring in a number of new exhibitors, 
but also record a significant increase in the 
number of visitors that attended the show.

“The feedback we’ve had from 
exhibitors has been really good and I’m 
pleased to hear that so much business 

With the second edition of The Print Show regarded as a huge success,  
we take a look at some of the major headlines from the three-day event

The Print Show 2016 –  
a platform for innovation 

stage of daily sessions from the likes of 
Adobe, Corel and Quark, while visitors 
who fancied a break from the action were 
able to return to the Printers’ Arms, which 
was sponsored by Harrier Print. An added 
bonus at The Print Show’s pub was the 
opportunity to face off against snooker 
great Ken Doherty in a game of pool.

New this year and a feature that was 
heralded as a major success by organisers 
and visitors alike, was the Printers’ Bazaar, 
which played host to six sections, each 
dedicated to a certain area of the industry 
that traditional print companies can 
expand into; 3D print, stickers and vehicle 
wrapping to name a few.

Getting down to business 
However, as is often with shows like this, 
it is all about what happened on the floor 
and what business was done over the 
three days.

Many of the major exhibitors reported 
sales, Cascade Group, a London-based 
commercial printer signed a contract for 
a Konica Minolta C1085 digital press at 
the show and Grayson Print and Design 
ordered a C71 High Chroma device as 
well as a Vivid Matrix Foiler/laminator on 
stand. Another sales success for Konica 
Minolta was with Canada-based greeting 
cards and gift packaging set-up GiftInTime, 
who purchased a C1060L for its new UK 
operation. 

First-time exhibitor Duplo conducted 
sales of over £400,000 during the three 
days. The highlight on the firm’s stand 
was its new PFi DI-Cut 300 die cutter, 
which was handed its UK launch at The 
Print Show. Such was the popularity of 
the machine, that Duplo actually sold the 
model that was on display at the event!

Sarah Crumpler, Duplo UK Marketing 
Manager, said: “The show has certainly 
lived up to expectations. We’re delighted 
at not only the quality of leads, but the 
real interest in our market-leading systems 
that have provided the perfect opportunity 
for UK printers to come and get their 
hands-on with live application printing. 
All our systems are designed to enable 
customers to work smarter, faster and 
more efficiently.”

Another successful company from 
the finishing side of print was Intelligent 

Not only were 
we able to 
bring in a 
number of new 
exhibitors, but 
also record 
a significant 
increase in 
the number of 
visitors that 
attended the 
show

was done at the show, not only by those 
visiting, but also between exhibitors,” he 
added.

Retaining and adding quality 
In addition to returning exhibitors, 
including major brands Konica Minolta, 
OKI and Riso, the organisers were also able 
to secure the signatures of new exhibitors 
such as Duplo, Spandex, Friedheim 
International, Apex Digital Graphics, Intec 
and Xeretec/Xerox.

And while the presence of so many 
major names on the floorplan was enough 
to bring significantly more visitors that 
last year, what also caught the attention 
of many was the return, and addition, 
of various show features, including the 
very popular Traditional Print Masterclass, 
where visitors were able to take a look 
into print’s past and view some of the 
technology that helped shape the modern 
print industry.

Also returning this year was the 
Business Seminar Theatre, which played 
host to a series of informative sessions, 
including a presentation from Julia 
Bradbury of the BBC’s Countryfile, who, 
in partnership with Premier Paper Group, 
looked at the benefits of going green 
and adopting an environmentally-friendly 
approach.

The Software Training Theatre, this 
year sponsored by Roland DG, was the 

Duplo, one the 
new brands on the 
floorplan for this 
year, made more 
than £400,000 in 
sales at The Print 
Show

continued...
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Finishing Systems (IFS), which had one 
of the larger stands at the show this year 
after attending in 2015 on the IPIA’s stand. 
The move to its own stand proved to be 
a shrewd move from IFS, who sold three 
Foliant laminators over the three days, as 
well as generating a lot of interest in its 
new Horizon SmartSlitter, which also had 
its UK launch at the show.

Managing Director Bryan Godwyn 
said: “We had a great show. We signed a 
number of deals for our Foliant laminators 
and there was a lot of interest in all of our 
solutions including the foiling attachment 
for the laminators. The Horizon SmartSlitter 
also drew a lot of attention.

“We have secured some business 
and have set up a number of meetings 
with operations keen to enhance their 
bindery capabilities. There was some 
great positivity at the show and we hope 
this continues to grow throughout the 
industry,” he added.

Print My Ride
Other big news from The Print Show 
this year included the launch of OKI’s 
new ‘Print My Ride’ initiative, which was 
officially unveiled on the opening day. 
The competition, which runs through to 
March next year, challenges designers 
to create a design for a British Touring 
Car Championship (BTCC) race car. The 
manufacturer was also showing off its 
ColorPainter E-64s, which it has billed as 
an entry-level, eco-solvent inkjet printer. 
Visitors to The Print Show were able to see 
the machine on the Signmaster Systems 
stand at the NEC.

Also making news at the show was 
new exhibitor Intec, which used the event 
to showcase a host of new products, such 
as the ColorCut 500 label cutter, ideal 
for labels and packaging as well as the 
ColorFlare, with the company showing the 
finishing effects achievable when using 
lamination films, spot gloss films and 
special effect ‘flaring’ foils.

...continued

On the wide format side of print, 
Spandex showed the Swiss Q Print 
Impala 2 on its stand at The Print Show, 
demonstrating the model and explaining to 
visitors the type of work that they can take 
on when using the device.

Also in this sector of the market, RGB 
UK sold three wide format print devices on 
day one, while Grafityp reported a lot of 
interest in the Roland DG LEF-20 and LEF-
300, the TrueVis range, as well as the new 
M Series of print media and overlaminates.

In addition, Colourbyte was keen to 
draw visitors’ attention to Epson F-Series, 
which it has recently begun distributing 
in the UK. Tim Stockley, Director of 
Colourbyte, said the firm experienced a 
lot of interest in the range at the show, 
adding: “Textile printing is one of the 
fastest growing sectors of the wider print 
market and machines in the SureColor 
F Series offer the more traditional print 
companies the opportunity to expand their 
business and add new revenue streams.

“The Print Show was the perfect 

opportunity for us to speak to companies 
that are thinking of expanding their 
business and show how the machines 
we stock can help them access the 
opportunities on offer in the market.”

SignLink Live 
Major news that broke just before the 
show, and was discussed in-depth during, 
was the launch of SignLink Live, a new 
event that will run alongside The Print 
Show when it relocates to the International 
Centre in Telford next year. 

SignLink Live will host sign-making 
industry suppliers and manufacturers, as 
well as the products and services that span 
everything from built-up LED illuminated 
letters, through to digital signage as well 
as materials for wrapping buildings in 
graphics. Davies, who will serve as Event 
Director of both shows, said the two events 
will take the entire venue in Telford, which 
spans some 10,500 sq. m. (113,021sq. ft.). 

Davies said: “We’ve already spoken 
with a lot of new and potential exhibitors 
about both The Print Show 2017 and the 
debut SignLink Live, and the feedback we 
are getting is really positive. There is a clear 
demand for a show like SignLink Live, and 
with an established brand like The Print 
Show to support it, we are very optimistic 
about where we can go with this new 
event.”

The dust may have settled for this 
year, but going by what both exhibitors 
and visitors have said, The Print Show is 
only set to grow. This year’s impressive 
performance not only stands the show 
in good stead, but also helps whet the 
appetite for SignLink Live ahead of its 
launch next year.
www.theprintshow.co.uk

Returning 
exhibitor Riso 
reported heavy 
interest in its 
products at the 
show

The Business 
Seminar Theatre 
featured a host 
of informative 
sessions and 
professional 
speakers, including 
Julia Bradbury 
from the BBC’s 
Countryfile 

Going by what 
both exhibitors 
and visitors 
have said, The 
Print Show 
is only set to 
grow
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AND FINALLY

Phil Madders, 
Managing Director, Print Audit Europe

60 seconds with…

What’s currently having the greatest 
impact on your business?
The drive to add value to the products and 
services our partners offer and create new 
revenue streams for them. It is a challenge, but 
once they start, it has a massive impact on their 
business.  
 
Where do you see the next big 
opportunity?
Selling services rather than things or pages, has 
to be the next big thing as page volumes are 
declining. Our premier partners are starting to 
have success in this area but it has been a slow 
burn.

What would make your day job easier?
A time machine – make sure I can be 
everywhere I would like to be and help me out 
if/when I get something wrong.

What’s the best bit of business advice 
you’ve been given?
Our North American CEO advised me to 
change from selling to our customers, to selling 
with them. Changed our business approach 
dramatically. It’s a lot more fun too.

If you had had a crystal ball, would you 
have done anything differently?
Moved to subscription pricing bundles five 
years earlier. They are better for all parts of the 
channel and increase profitability for our partners 
dramatically – which helps us all.

Describe your most embarrassing 
moment.
I didn’t engage the handbrake in my car once 
and consequently looked out of the window 
in the middle of a presentation I was doing 
for about 30 of our customers, to see my car 
trundling across the golf course at Reigate Hill 
before coming to rest in a flower bed.
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Favourite holiday destination.
Tough one, I love travelling but try and avoid going to the same 
place twice. There is always something to see wherever you are, if 
you are armed with Trip Advisor.

How do you like to spend your spare time? 
Most of my spare time recently has been preparing for, and then 
doing, the PAE charity bike ride from St Malo to Nice. It was tough, 
but the team raised over £12,000 for a range of charities so well 
worth it.

What was your first job?   
I worked as a labourer for my brother who was a builder.

What would be your dream job?   
I once met the beer buyer for Tesco – he travelled the 
world tasting beer professionally. I was so impressed 
that such a job even existed. He spoilt it a little by 
confiding that he wanted to be the wine taster.

Fine dining and good wine, or curry  
and a pint?  
Have been known to partake of both – perhaps a little 
too often. 

Money’s not an issue, what’s your  
perfect car … and where would you like to drive it?   
Aston Martin DB9 on the Icefield Parkway between Lake 
Louise and Jasper in the Canadian Rockies. Breath-taking 
scenery and quiet, except for the odd bear.
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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.

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.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.

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 more than 30 years ago, distributes 
leading IT brands to a broad range of Resellers, Retailers and 
Office Product Dealers in the UK.

N: (01282) 776776   S: (01256) 707070    
store.exertis.co.uk
Exertis is one of the leading distributors of IT, 
communication & home entertainment products in the 
UK. Exertis represents over 180 manufacturers in the 
UK alone spanning more than 22,000 products across 
print, computing and accessories, consumer electronics, 
mobile, networking, servers and solutions, unified 
communications, security and AV solutions.

01483 726 206  www.printauditeurope.com
PAE Business is a solutions and services provider in 
the MPS (Managed Print Services) / MCS (Managed 
Content Services) sector.We strive to create long-lasting 
partnerships with our customers by delivering excellent 
solutions and services.

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.

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.

@MidwichLtd    

@printauditeu  

@CanonUKandIE

@infotechsupply
Tel: 0208 869 1950

Tel: 01737 220000

@IngramMicroUK    

@Westcoast_UK    

@ExertisIT    

@Northamberplc    

@Tech_Data

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

@OKIUK    

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.

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.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.

@KYOCERADUK  

www.lexmark.com
With our extensive understanding of technology and 
unique, industry-specific knowledge gained from 
developing custom output solutions for thousands 
of organisations, 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

Nov 2016
15 November,  
Midland Hotel, Manchester
Procurement Summit 
www.procurement-summit.co.uk 

15–16 November,  
Issy-les-Moulineaux, Paris

iSSE 2016   www.isse.eu.com

Dec 2016
2 December,  

Hilton Birmingham Metropole
VOW’s Green Light    
www.greenlightevent.com

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.

@DevelopUK    

01952 607 111   www.epson.co.uk
Epson is dedicated to connecting people, things and 
information. Products include inkjet printers and digital 
printing systems to 3LCD projectors and smart glasses. 
The company is focused on driving innovations and 
exceeding customer expectations.

@EpsonUK    
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