
Go for the incredible print quality and reliability 
of HP Originals.2 And for a limited time only, 
save extra with our cashback.1

Buy now at 

Offer details at www.hp.com/uk/savemoney

1 and 2 - Offer available for a limited time only on selected cartrdiges for more information visit www.hp.com/uk/savemoney

© Copyright 2016 HP Development Company, L.P. The information contained herein is subject to change without notice.

Be a champion
Combine Original HP XL inks and get £10 back.1        

www.voweurope.com

                            

Authorised
Distributor

VOX POP
2017 Print Predictions

PAGE 31

DEALER PROFILE

PAGE 28

INTERVIEW
Stuart Sykes, MD, 
Sharp Business 
Systems UK

PAGE 42

ISSUE 37 · 2016www.printitreseller.uk

PRINT, MFP, SOFTWARE, SERVICES, DOCUMENT & CLOUD NEWS & INFORMATION FOR VARS, CONVERGED RESELLERS & MFP DEALERS

DMC Canotec marks 
25th anniversary

Go for the incredible print quality and reliability 
of HP Originals.2 And for a limited time only, 
save extra with our cashback.1

Buy now at 

Offer details at www.hp.com/uk/savemoney

1 and 2 - Offer available for a limited time only on selected cartrdiges for more information visit www.hp.com/uk/savemoney

© Copyright 2016 HP Development Company, L.P. The information contained herein is subject to change without notice.

Be a champion
Combine Original HP XL inks and get £10 back.1        

www.voweurope.com

                            

Authorised
Distributor



22 01732 759725

small title

Ad ???

M�y Christmas
Happy New Ye

&

�


Remanufactured Cartridges

EST. 1996

Buy British, Buy Jet Tec.



PRINTITRESELLER.UK 3

As another year draws to a close, it seemed pertinent 
to ask some of the industry’s key vendors for their 
thoughts on what will have the biggest impact within 
the print and IT sectors in 2017. As you will read on 
page 31, there are a number of recurrent themes.

Post-Brexit currency fluctuations and the very real likelihood 
that we will see price increases across both hardware and 
software, is undoubtedly one of the biggest challenges facing 
the channel. On the plus side, concerns over Brexit could also 
be a driver for the wider adoption of managed print services, 
which to some degree provide end-users with control and 
transparency over their print costs in uncertain economic times. 

Our panel believe that we will see further consolidation within 
the print industry and continued convergence within the MPS 
and IT marketplaces. They predict opportunities for growth 
will come from cloud services as cloud printing becomes more 
mainstream, BYOD will continue to define the tools people 
use in and out of work and there will be an increase in market 
demand for software and in particular apps.

No matter what the future holds, opportunity will continue to 
knock in the print industry. Vendors who continue to focus on 
creating long-term business value by providing consultancy, 
solutions and services that resolve their customers’ pain 
points, will continue to thrive.

Based on a web-based survey of 750 office workers in the 
US, UK, Brazil and Spain, a new Infotrends report provides 
further evidence of the decline in office printing, whilst also 
highlighting the enduring popularity of paper as a medium for 
recording, processing and sharing data (page 48).

Interesting to see that as print volumes decline and printer 
vendors diversify their offering to find new sources of 
revenue, more and more have started to add audio-visual and 
collaboration solutions to their portfolios. Visual solutions are 
an obvious fit for these vendors, and Ricoh’s Keith Howell 
explains why Ricoh is encouraging OA dealers to diversify 
their offer – see page 46.

And finally, if you’ve got any news about your business to 
share, would like to be included on our monthly Vox Pop 
panel, have a compelling business success story or simply 
wish to comment on any industry issues, please get in touch 
with us at editorial@printitreseller.co.uk

James Goulding, Editor 
07803 087228 · editorial@printitreseller.co.uk
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OKI launches half 
price promotion
Up until December 31, OKI Shinrai partners 
can benefit from an exclusive 50% off RRP 
promotion on select colour printers and MFPs.

The Test the Best promotion gives partners 
exclusive, low cost access to eleven devices (a 
maximum of two units per model) from OKI’s new 
colour portfolio. 

“OKI’s Test the Best promotion offers our 
Shinrai partners an exclusive opportunity to be 
the first to try out the fantastic printers and MFPs 
from our new range at half the recommended 
retail price,” said Marketing Manager Andrew Hall. 

“This is a revenue-boosting deal for our partners 
enabling them to offer their customers cutting 
edge colour printing technology that provides the 
flexibility to print professional quality documents 
in-house,” he added.   www.oki.co.uk/offers

BULLETIN

DSales (UK) has launched the Develop ineo 
958 for in-house print rooms and pay-for-
print mono light production. 

Compact and powerful, this entry-level 
production printing system can process 95 
A4 mono prints per minute. It features a new 

300-sheet dual colour scanner which scans at 
speeds of up to 240 ipm in a single pass and has 
a wide choice of inline finishing options including 
a 100-sheet stapling function, booklet making, 
post insertion and an A3 Z-fold unit that is 
integrated into the finisher to save space.

Product Manager Wayne Snell said that the 
ineo 958 successfully bridges the gap between 
the office MFP and light production print market 
segments. “It offers outstanding black and white 
job throughput with the flexibility of high-speed 
colour scanning."

Support for third-party software is provided 
with an open API interface that integrates 
numerous applications and both Internal Web 
Server and NFC authentication give the ineo 958 
a high degree of scalability.    
www.dsales.eu

Advanced features, 
reliability and unmatched 
colour  
Xerox claims its new Xerox Phaser 6510 
colour printer and Xerox WorkCentre 6515 
colour MFP, put big business capabilities 
within reach of small offices right out 
of the box. Both offer easy set-up and 
high-productivity tools such as two-sided, 
single-pass scanning. The MFP also features 
a 5-inch, app-based, tablet-like touchscreen 
user interface that offers scan preview, 
editing features, intuitive navigation and 
the ability to customise workflows. Ample 
paper capacity of up to 850-sheets and 
new Super-Fine EA toner deliver the type 
of performance typically seen in large 
enterprise environments.

“Until now, the options for small business 
printing have been mostly products with 
marginal capabilities, limiting the types of jobs 
small businesses can manage on their own,” said 
Tracey Koziol, Senior Vice President, Office and 
Solutions Business Group, Xerox. “The market 
has been waiting for affordable, high-powered 
products like these.” 
www.xerox.com

Lewis gets inked
Three-time FIA Formula One Drivers’ World 
Champion, Lewis Hamilton is the star turn in 
a tongue-in-cheek film created with Epson.

The film, which is set at the MERCEDES AMG 
PETRONAS Formula One Team’s headquarters 
centres upon an action set-piece where Hamilton 
glides in slow motion through a flurry of paper, 
before being showered by jets of multi-coloured 
ink.

The playful piece of content was created to 
mark the launch of Epson’s EcoTank printer and 
aims to highlight its revolutionary refillable ink 
tank technology and the huge amount of ink that 
comes with the printers.

The benefits of the EcoTank printers, high 
volume printing without the need to use 
cartridges, are communicated in a surprising and 
entertaining way in the irreverent film. It is part 
of a multichannel content strategy, comprising 
the main Lewis Gets Inked campaign film and a 
range of behind the scenes material.

Maria Eagling, Director of Marketing, Epson 
Europe said: “The innovative EcoTank system 
has turned the world of printing upside down, 
so we wanted to create a film that was equally 
surprising and memorable.”

As Official Team Partner, Epson provides 
MERCEDES AMG PETRONAS with its expertise 
in the product areas of inkjet printers, scanners, 
3LCD projectors and wearables, including smart 
glasses. 

Lewis Gets Inked is available to watch on 
Epson’s YouTube channel and website  
www.epson.co.uk/lewisgetsinked

Double award win for 
Lexmark
Lexmark has won two TMT News 
Technology Awards. Lexmark Enterprise 
Software has been recognised as the 
‘Most Innovative Digital Transformation 
Solutions Provider 2016’, while its Kofax 
TotalAgility software has been selected 
as the ‘Most Innovative Smart Process 
Application Platform’.

Reynolds C. Bish, Vice President of 
Lexmark and President of Lexmark Enterprise 
Software said: “Our goal has always been to 
help customers transform their businesses 
by providing best-in-class smart process 
applications that simplify the critical first 
mile of customer engagement. These awards 
validate that we’re creating the most innovate 
products and solutions across vertical markets 
on a global basis.”
www.lexmark.co.uk

New light production press from Develop
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Entanet secures ISO accreditation 
Entanet has been awarded BS EN 
ISO 9001:2015 quality management 
accreditation following an audit of its 
quality management system, underlining 
its commitment to driving high levels of 
customer satisfaction and performance 
improvement.

The company had been refining its quality 
management system for some time ahead of the 
audit, culminating in its successful attainment of 
the accreditation. “It’s a significant achievement 
for the company,” said Chief Operating Officer, 
Paul Diamond.   www.enta.net 

DMSL launches Vonage 
campaign 
DMSL is aiming to entice more resellers onto 
the Vonage Partner Programme, with a series 
of promotions and adverts aimed at driving 
end-user leads and highlighting the benefits 
of working with the cloud-based voice 
services provider. 

John Carter, DMSL Managing Director, said that 
the campaign is attracting the attention of smaller 
businesses. “Vonage gives SMBs exactly what they 
need from a cloud-based voice solution. It’s simple, 
affordable and it works. Most businesses should be 
able to reduce their telephony costs by close to a 
third with Vonage and with the additional benefits 
and offers we’re making, it’s a very attractive 
proposition.”

Resellers can currently offer free IP phones with 
new 12-month or 36-month contracts for Vonage 
cloud-based phone systems. Vonage is also providing 
next day delivery of phones and rapid provisioning, so 
that customers can be set up almost straight away. 

DMSL is driving lead generation through its 
own nationwide campaign and providing marketing 
support, customer billing options and first line 
customer care and technical support. 
www.vonage.co.uk/channelpartner

Autotask opens new 
Manchester base
Autotask whose international 
headquarters are in Richmond, says that 
the new Manchester office will allow 
for closer contact with customers in the 
region.

“Establishing an office in Manchester 
demonstrates our ongoing commitment to 
serving the needs of our customers and enables 
us to provide them with the resources and 
support to help them take full advantage of their 
investment in Autotask,” said Mark Banfield, 
Autotask Vice President, International. 

Autotask will double its Manchester staff by 
year end and is currently hiring locally for several 
positions. Plans are also underway to expand the 
office space in 2017."   www.autotask.com

Acronis extends intY 
agreement
Acronis has extended its agreement with 
international cloud distributor intY to 
include the complete portfolio of its data 
protection and storage solutions, including 
Acronis Backup Cloud, Files Cloud, Backup 
Advanced, Access Advanced, and Access 
Connect.

Partners will have access to the latest 
technology and receive training and support to 
bring Acronis products to market. intY will provide 
dedicated account managers and technical 
support including rapid issue resolution, quality 
training and post-sales support, to ensure that 
partners are able to integrate Acronis products 
and services into their existing sales and 
marketing infrastructure in the most effective and 
cost efficient way.   www.acronis.com/en-gb

Strategic acquisition for 
RedstoneConnect
RedstoneConnect, a provider of 
technology and services for smart 
buildings and commercial spaces has 
acquired IT support services company 
Commensus. The deal worth £2.4 million, 
broadens RedstoneConnect's existing 
suite of managed IT solution services, 
providing further opportunity to cross-
sell to its existing clients.

Commensus is a well-established IT end-
to-end managed services provider, servicing 
72 clients globally, providing 24-hour network 
support, infrastructure and communications. 
The acquisition will enable the Group to offer 
a cloud-hosted IT services solution alongside 
Redstone's existing 'on-the-ground' managed 
IT services, providing both new and existing 
clients with broader and more flexible 
solutions.
www.redstoneconnectplc.com

Tech Data push to ‘engage’ resellers
The distributor is looking to bring more 
resellers on board with its TDengage 
webstore service. The service, which 
enables resellers to offer any of the 
extensive range of products the distributor 
stocks on their own website, has been 
piloted in the UK since March.

“The TDengage service is working really well 
and we’ve been very encouraged by the results to 
date,” said SMB Marketing Manager Helen Parsons. 
“Resellers can massively extend the range of 
products they make visible to customers and as it is 
branded with their logo and colour scheme, and the 
pages link directly to their website and social media 
pages, customers will always stay fully engaged 
with the reseller and not drift off to other websites.”

The service is available free of charge to Tech 

Data customers on the Basic option. Additionally, 
for a fee of £395 a year, resellers can also have a 
full web store, with pricing, stock availability and 
ordering basket functionality included. For £995 
a year, Tech Data can also provide a complete 
e-commerce site creation service with a full set of 
features and functionality and the ability to make 
changes at any time.

TDengage pages can be set up online in just 
a few minutes and resellers can adjust what 
customers do and don’t see at any time. Parsons 
said that Tech Data will provide help and advice 
to resellers on driving traffic to their site and 
making the most of the constantly updated vendor 
materials. A range of free resources are already 
accessible via the company’s Marketing Portal.   
www.techdata.co.uk

John Carter, Managing Director, DMSL

Paul Diamond,  
Chief Operating 
Officer, Entanet
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SMEs slow to embrace 
cloud computing
Close Brothers’ quarterly survey of UK SME 
owners and senior management from a range 
of sectors, has revealed that the majority of 
the UK’s small and medium sized businesses 
have no plans to formalise a cloud computing 
strategy.

51% of the businesses polled answered ‘no’ 
when asked if their organisation was formalising 
a cloud computing strategy, 29% responded 
positively and the remaining 19% were ‘unsure’. 
When asked to rate the importance of having 
a formal cloud computing strategy, only 9% of 
businesses said it was ‘very important’, 24% 
agreed it was ‘important’ and 14% of SMEs were 
of the opinion that it was not essential at all.

Ian McVicar, CEO, Close Brothers Technology 
Services said: “The results of the survey are quite 
sobering and make it clear that there is some way 
to go before business owners fully appreciate the 
importance of the cloud.”

Close Brothers is working with IDC on a cloud 
computing vendor spotlight. The paper presents 
an overview of IT cloud services, giving end-
user organisations guidance and advice on the 
advantages and challenges involved in the journey 
to the cloud.
www.closebrothers.com

eSignLive recognised as 
a market leader 
eSignLive has been recognised as a market 
leader across e-signature providers in 
Forrester Research’s October 2016 report: 
Vendor Landscape: E-Signature, Q4 2016. 
The report states: “Regulated industries 
and demanding B2C environments are 
eSignLive’s sweet spots. Its strongest 
verticals are financial services and 
government – it’s the only provider with 
FedRAMP certification.”

eSignLive was named alongside DocuSign and 
Adobe as the clear market leaders in the report.   
www.esignlive.com

Vantage Online migration exceeds expectation

StorPool updates to boost customer innovation

Demand from customers to move onto the 
new cloud-based Vantage Online system 
from the company’s legacy Service Accent 
product, has resulted in a migration 
pipeline that is already full well into the 
New Year.

Early adopter, Ian Collins, Operations Director 
at Unidoc Solutions said: “We’ve used the 
Service Accent product for many years and it has 
served us very well, but the new Vantage Online 
software is a massive step forward. We have 

improved internal efficiency and saved ourselves 
both time and money in the process.”

Michael Savage, Director at Exsel Group 
added: “Providing managed services to support 
print and technology usage is highly dependent 
upon utilising the best back office solutions. We 
need to be on top of engineer hours, machine 
usage and of course billing; the new Vantage 
Online has simplified these critical elements and 
so much more in our business.” 
www.vantagecomputing.co.uk

Distributed storage software specialist 
StorPool Storage has announced the 13th 
major update to its software-defined storage 
solution. 

The updated software offers a native back-up 
and disaster recovery feature, eliminating the need 
for a separate data protection solution, simplifying 
storage infrastructure and reducing costs. In 
addition, the software, which was originally 

designed for Linux-based platforms, now includes 
support for a wide range of environments, including 
VMware hypervisors and Microsoft Windows.

 This update comes on the back of StorPool’s 
partnership with UK-based Vesper Technologies 
which enables it to further develop its European 
channel and will allow the reseller to bring the 
company’s software-defined storage solutions to its 
customer base in the UK.   www.storpool.com

Microsoft price hikes imminent
Effective from 1 January 2017, Microsoft 
will introduce a new pricing structure for its 
cloud and on-premises software in the UK 
to reflect changes to the value of sterling 
following the Brexit vote. Microsoft Office 

365 and Azure licence fees will increase by 
22%, while prices for Microsoft’s on-premises 
enterprise software will increase by 13%.

With prices hikes imminent, Annodata says 
that the channel must sharpen its understanding 
and expertise of Office 365 to help their customers 
achieve the best results from the platform. 
Technical Director Andrew Smith said: “Microsoft’s 
price rises weren’t entirely unexpected, but 
obviously that doesn’t make them any more 
palatable for end-users or for the channel.”

He added: “The price increase will only 
apply to new contracts signed next year, so in 
the immediate short term it would make sense 
for end-users planning to migrate to Office 365 
to fast-track their plans. But longer term, what 
matters is that businesses can extract as much 
value as possible from their software and the 
channel has an important role in helping them do 
that.”   www.annodata.co.uk

A new OnePoll study commissioned 
by Agilitas has found that hardware 
is expected to make up a significant 
proportion of IT sales in 2020.

According to the research, two-thirds 
of channel leaders are confident that hardware 
will continue to make up an important part of 
their revenue streams in 2020. The greatest 
sales growth is expected to come from artificial 
intelligence, IoT, DevOps and 3D printing.

Disruption is also a major theme in the report, 

with much of the research examining technology 
support contracts and how these are managed 
and operated. It revealed that resellers expect 
to be selling 35% more multi-vendor solutions, 
with just 20% believing single solution driven 
operations will be a business priority by 2020.
www.agilitas.co.uk

Andrew Smith,  
Technical Director,  
Annodata

Research confirms continued 
demand for hardware
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Midshire commissioned local video 
production company Bellyflop TV, to film 
inside its Stockport office for Google 
Business View. An extension of Google’s 
Street View technology, Business View 
allows visitors to not only see the buildings 
and businesses on a particular street, but 
invites them to step inside and take a 
virtual tour of the premises.

Bellyflop Producer and Director Jonathan 

Robinson said: “As a Google certified partner, 
Bellyflop uses high-definition photographic 
technology to create a series of photos, which 
when pieced together produces a virtual and 
interactive 360-degree tour of a company’s 
premises. We have to adhere to very strict 
production quality standards to ensure we meet 
the expectations set by Google.”

“We wanted to increase our online visibility 
and traffic through our Google My Business Page, 
Google Maps and our website, but the tour is 
also a great way for people to really get a feel for 
Midshire, how we work and for us to demonstrate 
our transparent and friendly approach,” Group 
Marketing Manager, Adrienne Topping, explained. 

In other news, Midshire has been named Best 
Office Technology Supplier in the UK, by the UK 
Corporate Excellence Awards. The awards reward 
businesses that demonstrate excellence within 
their industry and celebrate the best of British 
business.   www.midshire.co.uk

Midshire opens its doors to Google

Orchard Press enhances 
in-house printing services
Apogee has supplied Orchard Press, a 
Swindon-based litho, digital and wide format 
printer, with a new digital press to broaden 
its product offering. 

The dealer’s production print specialists delivered 
a solution which was not only fit for purpose but 
added value to Orchard’s work with the addition of 
white and clear toner.  

Jason Grubb, Director of Orchard Press said: 
“From ordering the new machine to completion 
of installation and beyond, Apogee has delivered 
everything that was promised. The installation 
was handled very well by their team of specialists, 
with little to no disruption to production, it was 
seamless.”   
www.apogeecorp.com

Vision earns place on 
government framework
Vision has secured a place on the Crown 
Commercial Service (CCS) government 
framework. The award is for a three-year 
term for managed print and content 
management services.

The company has been developing its 
public sector team 
and strategy over 
several years and 
has experienced 
significant success 
within the higher and 
further education and 
healthcare sectors. 
Leon Wragg, Vision’s Head of Public Sector said: 
“I am delighted our hard work over the past six 
years has been recognised by Crown Commercial 
Service and confirms our position as one of the 
leading providers of managed print and content 
management services.”  
www.visionplc.co.uk

Penketh Group celebrates 
40th anniversary 
In its 40th year, Wirral-headquartered 
Penketh Group, is on track to achieve a 
turnover of £11.3 million, compared with 
£10 million in 2015.

The 80-strong family business provides 
furniture and interiors, AV and technology, 
managed print solutions and business supplies. 

Managing Director, Mark Penketh, who along 
with his brothers Simon and Andy, has worked in 
the family business for almost four decades said: 
“We are proud that, in our 40th year, we continue 
to go from strength to strength as a business.”

He added: “We have always been willing to 
reinvent ourselves, identifying opportunities and 
then putting in place plans to make the most of 
them. For example, we took the decision to move 
away from print and instead provide a managed 
print service. More recently, we have invested 
significantly in growing the office furniture side 
of the business, building expertise in creating 
exceptional working environments for our clients 
which help them achieve the best possible levels of 
productivity and employee engagement.” 
www.penkethgroup.com

Accolade for Woodbank 
Office Solutions
Two technicians at Stockport-based 
Woodbank Office Solutions have 
received the prestigious ‘Master of 
Colour’ professional qualification. 

The engineers were assessed by 
independent training professionals from the 
Konica Minolta Academy, the OEM’s technical 
examining body which assesses all technicians 
working on the company’s equipment, and 
also completed eLearning material and an 
in-depth online testing procedure.

Woodbank’s Service Director Jason Morris, 
himself a Master of Colour said: “We invest 
heavily in our technical support team ensuring 
each receives the best accessible support to 
deliver the best service to our customers. With 
this in mind, we were extremely keen to drive 
the Outward qualifications forward, so that 
each of our engineers can obtain the highest 
available qualifications.”

Gary Kendrick, Konica Minolta’s UK 
Technical Training Manager added: “This is 
unprecedented, to have three qualified ‘Master 
of Colour’ technicians for a partner company 
and shows the highest level of commitment 
from Woodbank’s technical department.”

(l-r) Andy, Simon and Mark Penketh

(l-r) Gary Kendrick and Jason Morris
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Recreated PMS

ScanSnap Cloud introduces a new, 
productive way of scanning documents 
directly to your cloud. With your ScanSnap 
iX500 or iX100 and ScanSnap Cloud, there
is no need to be connected to a desktop
or mobile device. Simply press “Scan”.

Contact Westcoast today to find out more
0118 912 6000  |  www.westcoast.co.uk

•  Scan receipts and financial documents into Expensify, Shoeboxed or ledgerdocs and 
your accountant can access them straightaway

•  Scan meeting notes and business cards to Evernote while you’re on the road, so your 
team are up-to-date in the office

•  Scan pictures, sketches and drawings to Google Photos or DropBox to instantly share 
with colleagues or family

•  ScanSnap Cloud processes and routes your paper content automatically – no need to 
change anything

It’s productivity at the push of a button. 
No PC required.
Compatible with any iOS or Android device.

ScanSnap Cloud is smart - it classifies and 
sorts your paper or plastic card input and 
sends it to the right cloud space.

Documents, receipts, business cards and 
photos are delivered directly to the cloud 
service you use.

Take paper directly 
to your Cloud...

Recreated PMS
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iX500 or iX100 and ScanSnap Cloud, there
is no need to be connected to a desktop
or mobile device. Simply press “Scan”.

Contact Westcoast today to find out more
0118 912 6000  |  www.westcoast.co.uk

•  Scan receipts and financial documents into Expensify, Shoeboxed or ledgerdocs and 
your accountant can access them straightaway

•  Scan meeting notes and business cards to Evernote while you’re on the road, so your 
team are up-to-date in the office

•  Scan pictures, sketches and drawings to Google Photos or DropBox to instantly share 
with colleagues or family

•  ScanSnap Cloud processes and routes your paper content automatically – no need to 
change anything

It’s productivity at the push of a button. 
No PC required.
Compatible with any iOS or Android device.

ScanSnap Cloud is smart - it classifies and 
sorts your paper or plastic card input and 
sends it to the right cloud space.

Documents, receipts, business cards and 
photos are delivered directly to the cloud 
service you use.

Take paper directly 
to your Cloud...

Recreated PMS
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According to research by IDC, the Western 
European printer and multifunction (MFP) 
market declined by 1.5% in unit terms in 
3Q16, compared with the same period a 
year ago. The study also reported a negative 
performance in the inkjet market but a 
positive trend within the laser market. 

The market has continued to decline quarter 
after quarter for more than a year now. IDC says 
that the decline this quarter is again largely due 
to the contraction in consumer printing and is 
relatively in line with forecasts.

Revenues grew by 3%; inkjets showed a small 
1.5% increase due to business inkjets and laser 
revenue increased by 3.2%.

The UK recorded a poor performance, with a 
5.3% decline, stronger than the negative trend 
seen in Western Europe. Business inkjet also 
performed below the regional average, with an 
18.4% decrease. Both the laser and inkjet markets 
declined, but there was very strong growth in 
A3 inkjet printers (+66%) and A4 laser MFPs 
(+21.2%).   www.idc.com

MFP sales down 
but laser on  
the rise

Breakthrough SSD
UK-based Integral Memory, and Korean 
flash storage provider Novachips, have 
developed Solid State Drives that deliver 
an exponential leap in capacity and 
performance. The new breed of SSD use a 
unique storage control architecture that 
meets the growing need for ‘up-scale’ 
expansion among enterprise data centres. 
www.integralmemory.com

Software and solutions 
sales remain buoyant
New research by IT Europa has revealed that 
in the last year, Europe’s top 500 Solution 
VARs have increased revenues by 7%.

IT Europa’s latest database report, Solutions 
VARs in Europe - the Top 500, shows strong 
demand for software and solutions across all major 
verticals with the greatest focus amongst major 
VARs on the public sector (62.8%), banking/finance 
(55.6%), retail (55.6%) and healthcare (41.4%). 

In terms of types of software the hottest sectors 
were networking/security software (79.2%), 
followed by CRM software (45.8%), ERP software 
(45%) and internet software (45%). Another 
notable development is the surge in the proportion 
of Solution VARs which offer managed service-
based solutions which has now reached 77%, an 
increase of more than 40% over the last two years.

“With continued downward pressures 
on hardware sales and even infrastructure 
technologies becoming commoditised, software 
and solutions sales represent a ray of hope for the 
European IT sector,” said Alan Norman, Managing 
Director, IT Europa. “The demand for software 
and solutions is continuing to rise and Solution 
VARs, ISVs and increasingly Managed Service 
Providers will all play a major role in how these are 
developed and delivered in the face of fast evolving 
customer demands,” he added.   
www.iteuropa.com

Brother to sponsor cycling 
team
Brother UK has partnered with North East 
Pro Cycling to become the team’s lead title 
sponsor for the 2017 season. The team has 
continued to develop over the past three 
years and 2016 saw them achieve seventy 
race victories and register both national and 
international success.

Brother Managing Director Phil Jones said: 
“I’ve been impressed by everything that the team 
has achieved in 2016 and aspires to achieve in the 
2017 season. This partnership reflects a portfolio of 
sponsorships the business has invested in, backing 
the domestic sport at all levels. We’re all about 
teamwork, partnership and results, so this new 
association makes perfect sense.”   
www.brother.co.uk

Samsung launches new 
A4 mono MFP
The newly launched Smart MultiXpress 

M5360RX features 
include full 

customisability, 
professional 
quality prints 
and high cost 
efficiency. It is 
intended to be 
of benefit to a 
range of offices, 
including public 

organisations and 
financial firms, 
which often need 
to deal with 
heavy document 
workloads.

The total cost 
of ownership is strong due to its large toner 
yield and low power consumption. This new 
MFP also allows offices to enhance workflows 
thanks to the Smart UX Center, a customisable, 
easy-to-use, Android-based interface that 
features downloadable printing related apps 
and widgets that can be tailored to meet an 
office’s needs.   www.samsung.com

New network scanner for 
ISVs and SIs
The Plustek eScan A250 is primarily 
designed for systems integrators, ISVs 
and VARs who want to easily incorporate 
a feature-rich standalone scanner into 
business systems they provide to enterprise 
customers. 

It comes with Wi-Fi and Ethernet built in and an 
easy customisable open platform API, which offers 
developers the convenience of integration, with 
the choice to develop apps as a connector that can 
streamline scanning files directly to any registered 
document management system, or create a 
customisable eScan network scanner interface. 

Compared to the existing model, document 
processing speeds have been boosted by 300% 
with the recommended daily volume now 6,000 
sheets. The eScan A250 also offers faster colour 
document scanning at 26 pages per minute at 200 
dpi that’s up from 4 pages and equates to a 550% 
improvement. Black and white and grayscale 
speeds have doubled to 30 ppm. 

Out of the box, a powerful 
software bundle is provided 
which includes ABBYY 
OCR Sprint for PC 
and Presto! Page 
Manager for PC. 
www.plustek.
com

The Integral SVR PRO range delivers a 
breakthrough in Enterprise SSD capacity

*Terms and conditions apply, qualifying products include:

SP C240DN   |   SP C250DN   |   SP C252DN   |   SP C250SF   |   SP C252SF   |   SP 3600DN   |   SP 3610SF   |   SP 3600SF   |   SP 4510SF   |   SP 4520DN   |   SP 4510DN

www.ricohprintersandav.uk/giveaway/

WITH RICOH PRINT 

W E E K LY  P R I Z E  D R A W S
To have a chance to win, simply purchase a 

qualifying product and enter your details. You will 
then be entered into our weekly prize draw*

FOR PURCHASE MADE BETWEEN 1 DEC - 31 JAN 2017
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SMART MFPS

*Terms and conditions apply, qualifying products include:

SP C240DN   |   SP C250DN   |   SP C252DN   |   SP C250SF   |   SP C252SF   |   SP 3600DN   |   SP 3610SF   |   SP 3600SF   |   SP 4510SF   |   SP 4520DN   |   SP 4510DN

www.ricohprintersandav.uk/giveaway/

WITH RICOH PRINT 

W E E K LY  P R I Z E  D R A W S
To have a chance to win, simply purchase a 

qualifying product and enter your details. You will 
then be entered into our weekly prize draw*

FOR PURCHASE MADE BETWEEN 1 DEC - 31 JAN 2017
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NOTEBOOKS

Used Copier Purchasing
We are one of the leading exporters of used equipment 
in the UK and because of the high demand from our 
export customers we are constantly looking for new 
suppliers of used equipment.  

Genuine Consumable Sales
Trade Copiers are one of the largest suppliers of 
genuine consumables, supplying both the UK and 
Europe with consumables for all of the leading brands. 

Surplus Consumable Purchasing
With many years of experience in purchasing 
unwanted photocopier consumables, we offer a fast 
and alternative method of making money from your 
surplus stock.

Used Copier Sales 
Since 2002 we have been providing high quality used 
copiers throughout the UK and are now one of the 
largest suppliers of used equipment in the UK.

www.tradecopiers.co.uk sales@tradecopiers.co.uk
01768 210800

Your Single Source Solution
Trade Copiers are one of the UK’s leading 
suppliers of quality used photocopiers and 
genuine toners and consumables.
We pride ourselves on saving you time and 
money by providing  a ‘one stop shop’ for all 
of your photocopying requirements. 
We offer friendly, knowledgeable service,  
quick and efficient deliveries & collections, as 
well as our highly competitive prices.
Why not give us a call and talk to our 
experienced sales and purchasing teams 
to see how we can help you cut costs and 
streamline your photocopying requirements?



Nuvias Group joins 
HID Advantage Partner 
Program
Nuvias Group has become a member of the 
HID Advantage Partner Program. 

The pan-EMEA high value IT distributor will 
offer the full range of IAM Solutions (Identity and 
Access Management), including HID Global’s 
ActivID Authentication Solutions and ActivID 
Credential Management System and will work 
closely with HID Global to enhance end-user value.

Ian Kilpatrick, EVP cyber security, Nuvias Group 
said: “HID Global has a uniquely valuable brand 
in the IAM Solutions market, which provides 
resellers with a great opportunity to diversify their 
offerings. The partnership complements our other 

recent pan-EMEA Nuvias Group collaborations, 
including those with Malwarebytes and Nokia. It’s 
a growing recognition of Nuvias’ ability to deliver 
specialist value distribution across EMEA.”
www.nuvias.com

BULLETIN

PRINTITRESELLER.UK 15

Used Copier Purchasing
We are one of the leading exporters of used equipment 
in the UK and because of the high demand from our 
export customers we are constantly looking for new 
suppliers of used equipment.  

Genuine Consumable Sales
Trade Copiers are one of the largest suppliers of 
genuine consumables, supplying both the UK and 
Europe with consumables for all of the leading brands. 

Surplus Consumable Purchasing
With many years of experience in purchasing 
unwanted photocopier consumables, we offer a fast 
and alternative method of making money from your 
surplus stock.

Used Copier Sales 
Since 2002 we have been providing high quality used 
copiers throughout the UK and are now one of the 
largest suppliers of used equipment in the UK.

www.tradecopiers.co.uk sales@tradecopiers.co.uk
01768 210800

Your Single Source Solution
Trade Copiers are one of the UK’s leading 
suppliers of quality used photocopiers and 
genuine toners and consumables.
We pride ourselves on saving you time and 
money by providing  a ‘one stop shop’ for all 
of your photocopying requirements. 
We offer friendly, knowledgeable service,  
quick and efficient deliveries & collections, as 
well as our highly competitive prices.
Why not give us a call and talk to our 
experienced sales and purchasing teams 
to see how we can help you cut costs and 
streamline your photocopying requirements?

Apogee establishes new 
base in Ireland
Limerick, Dublin and Galway-based Hibernian 
Business Equipment, is the latest company to 
be acquired by Apogee. 

Hibernian provides print technology and 
services to both the public and private sector and 
has an installed base of over 3,000 networked 
devices which it supports through its own in-house 
service operations. 

Jason Collins, Apogee Joint CEO said: “Apogee 
already has a number of Irish clients who historically 
we supported through our mainland-based 
resources and partners, but through this acquisition 
we now have a new operational base in Ireland.”

 Gerald Wall, who founded the Hibernian 
business 25 years ago, will lead the new Apogee 
business in Ireland as it is integrated into the 
Apogee Group.

Apogee secured a significant investment from 
private equity firm Equistone Partners Europe in 
September 2016 to help it target growth through 
further acquisitions in the UK and Europe. This 
year has seen the group complete acquisitions in 
Scotland, Wales and Germany.
www.apogeecorp.com

Enterprise partner 
recruitment drive
Exertis held a channel partner event with 
global technology leader Huawei to rapidly 
grow the strategic Huawei Enterprise 
partner community. The Exertis and Huawei 
Enterprise Solutions customer event featured 
strategy updates from Exertis and Huawei 
senior managers, showcased the full range 
of Huawei technology solutions, details of its 
partner programme and Exertis’ value-add 
services and support.

Huawei’s Enterprise business grew 45% 
globally in 2015 and is set to continue as it 
achieves its ambition of becoming a market 
leading ICT vendor. Operating a 100% indirect 
business, the company has invested considerably 
in enabling the channel through new sales 
and marketing tools, training and supply chain 
initiatives and with Exertis, is cultivating an 
ecosystem of resellers, SIs, services partners, ISVs 
and vertical specialists, to serve the market better 
and generate more opportunities for partners.   
www.exertis.co.uk

in brief...
Charity golfers raise over £1,500 
United Carlton hosted its annual golf 
day in September at Close House to 
raise funds for Sunderland AFC charity 
Foundation of Light.

Dubbed 'Whack to the Future' the event 
saw 72 golfers taking on the Lee Westwood 
[Filly] course at Close House, which has been 
chosen as the official venue of the British 
Masters in 2017.

Sales Director Mark Bryce said: “Our annual 
golf day is always a fantastic occasion and all 
our golfers really enjoyed themselves. We are 
delighted the day raised so much money for such 
a worthy charity, one of many we are proud to 
support through our extensive corporate social 
responsibility strategy.”
www.united-carlton.co.uk

Antalis supports Breast Cancer Now 
Antalis has championed Breast Cancer 
Now’s ‘wear it pink’ nationwide charity 
day for over ten years. This year, as well 
as dressing in pink and fancy dress, 
staff took part in numerous fundraising 
activities and managed to raise an 
impressive £3,000 for the UK’s largest 
breast cancer charity.

Antalis Communication Manager, Samantha 
Brown said: “Antalis has supported Breast 
Cancer Now for a number of years, as so many 
of us are touched by the disease in one way 
or another. The whole team really got into the 
fun spirit of things at our ‘wear it pink’ event 
this year and I’d like to thank everyone for their 
efforts and generosity. I’m really pleased we 
were able to raise over £3,000 and hope it goes 
some way to help fight this devastating disease.” 
www.wearitpink.org • www.antalis.co.uk

Ian Kilpatrick,  
EVP Cyber  
Security,  
Nuvias Group

Recommended for TFL 
International POS printer manufacturer 
Star Micronics’ SM-L200 mobile printer 
has been selected as the approved printer 
for card payment solutions available to 
London’s licensed taxi drivers. Following the 
announcement by Transport for London that 
all licensed taxi drivers must accept credit and 
debit card payments, including contactless, 
Star has stepped up to the mark by providing 
a mobile printer that meets the demands of a 
busy taxi environment.    
www.Star-EMEA.com/taxi
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Toshiba TEC UK offsets 
100,000 tonnes of CO2

The scheme, which originated in 
the UK and has since been rolled 
out throughout Europe, was an 
industry first when it launched in 
2009. It offsets the carbon emissions 
generated from the procurement, 
manufacture and delivery of Toshiba 
devices through a range of Gold 
Standard projects co-ordinated by 
global carbon management company, 
co2balance.

Each country has the freedom to develop 
its own scheme variants which accommodate 
the specific requirements of its market. In 
the UK, each Toshiba TEC printer, MFP and 
auto-ID device is delivered carbon neutral, 
with the optional ability to further offset the 
machine’s ongoing activities.

 Carbon offsetting allows for the 
investment in projects that save the 
emission of, or absorb an equivalent 
amount of CO2 to that of any Toshiba 
product’s footprint. Through this process, 
emissions are balanced to become Carbon 
Zero, which allows for positive business 
activities with no detrimental effect to the 
environment.

Paul Chiplen, Director of Sales and 
Marketing at co2balance said: “CO2 
generated through Toshiba TEC’s 
manufacturing process has been offset 
which, as well as preventing carbon 
emissions, has made a hugely positive 
impact on thousands of families by 
providing a cleaner, easier and heathier 
way of cooking.”  

He added: “The Improved Cookstove 
project is helping villagers in Kenya to 
reduce their consumption of wood as a fuel 
by building and providing highly efficient 

stoves to replace inefficient, traditional 
cooking methods. Other initiatives currently 
underway include fixing of broken boreholes 
in rural Uganda that supply clean, safe 
water, as well as work on reducing 
deforestation in the Amazon rainforest in 
Brazil. Sustainable management and the 
protection of the rainforest allow trees to 
act as a natural sponge, absorbing CO2 
emissions as they grow.”

Toshiba TEC UK Marketing Director, 
Jeremy Spencer said: “Carbon Zero was 
pioneering at the time it was launched 
and seven years later it continues to act 
as a stunning example of what can be 
achieved through a sustainable approach 
to business. We are pleased to be one 
of the heavy hitters when it comes to 
offsetting a significant amount of CO2 
and will continue to do as much as we 
can to enhance our own environmental 
credentials and those of our partners.”

Open to the channel
In 2013, Toshiba TEC invited its dealers 
to participate directly in the scheme. 
By extending the Carbon Zero scheme 

Toshiba TEC UK’s Carbon Zero scheme has offset 100,000 tonnes of carbon 
dioxide (CO2) – the equivalent of 46,874 return flights from London to 
New York, the electricity used in 73,542 houses over the course of a year, 
and the CO2 generated from making 2.5 billion cups of coffee

to its channel partners, the firm said 
that it was offering them a ready-made 
Corporate Social Responsibility policy 
as well as placing them in a stronger 
position to tender for new business with 
larger corporate clients, who increasingly 
challenge their supply chain to support 
their own carbon reduction agenda. 

For partners, signing up is extremely 
straightforward, they simply supply details 
of their company’s gas and electricity 
usage, water and waste data, business 
travel and accommodation. co2balance 
audit the information supplied and provide 
recommendations on how they can reduce 
their carbon footprint and ongoing energy 
costs.

Once a full carbon footprint has been 
established for a dealership, co2balance 
supplies and retires the required carbon 
credits on their behalf in the approved 
international register. Dealers then receive 
a certificate recognising them as a Carbon 
Zero business and can use the associated 
branding for marketing purposes over the 
following 12 months.

Resellers can leverage Toshiba’s buying 
power for the certified emission reductions 
or carbon credits, enabling them to buy 
these at a significantly reduced rate. And 
by participating in the scheme, dealers help 
to further support Toshiba’s chosen carbon 
reduction projects around the world, and it 
also gives them the opportunity to develop 
their own bespoke projects that support 
their customers’ CSR and environmental 
initiatives.
www.toshibatec.co.uk

The Toshiba Carbon Zero Scheme supports a number  
of projects including:

African Energy Efficient Stoves: This project provides energy 
saving stoves to villages in Kenya which result in the reduction 
of firewood by up to 50%.

Kenyan Mangrove Restoration: Replenishing lost or 
destroyed mangrove forests along the Mombasa estuary helps 
to redevelop valuable eco-systems both on and offshore.

Indian Wind Power: The development of wind farms which 
provide clean green energy to displace high levels of fossil fuel 
based energy from India’s national grid.

Ugandan Borehole Rehabilitations: By renovating and 
repairing boreholes in remote villages across Uganda, this 
projects helps to restore a safe clean source of drinking water 
for locals.
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Empowering 
businesses to make 
a BIG impression 

C542dn
MC573dn

OKI’s new Portfolio of Colour Printers and MFPs deliver 
HD Colour output and big functionality to all businesses

Make a big impression with OKI’s extensive 
range of colour printers. Offering remarkable 
professional print quality, OKI’s new Colour 
Portfolio opens up valuable functionality to 
businesses of all sizes and budgets.

• HD colour quality for all your printing 
needs

• Smart functionality on OKI’s desktop 
printers and MFP’s

• Versatile and secure connectivity 
enabling safe wired and wireless printing  

• Easy to use and set up

Find out how your business can make a big 
impression with OKI colour printers and MFPs 

visit www.oki.co.uk/smartportfolio

USB Direct 
Print

OKI Mobile 
Print App

Gigabit 
Ethernet

Shared Print

Airprint SENDYS

Google Cloud 
Print

SENDYS Explorer Display and 
Secure Print Card Reader

A4 - OKI Spash C5-MC5.indd   1 03/11/2016   11:00:00
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ADVERTORIAL

Don’t compromise on quality
Genuine Ink from Tech Data ensures:

Superior Print Quality  •  Larger Print Yield  •  Reduced risk of product damage

Contact the Supplies team today! 
Email suppliesquotes@techdata.com or call 01256 864 200

HP Ink/302 
Tri-colour Cartridge
Manu code: F6U65AE 
Part code: 3406023

Stay 
  Sharp

HP Ink/302 
Black Cartridge
Manu code: F6U66AE 
Part code: 3406027

with 
HP Inkjet 
Cartridges

 

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.
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Q & A 

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

BRIEFING

Don’t compromise on quality
Genuine Ink from Tech Data ensures:

Superior Print Quality  •  Larger Print Yield  •  Reduced risk of product damage

Contact the Supplies team today! 
Email suppliesquotes@techdata.com or call 01256 864 200

HP Ink/302 
Tri-colour Cartridge
Manu code: F6U65AE 
Part code: 3406023

Stay 
  Sharp

HP Ink/302 
Black Cartridge
Manu code: F6U66AE 
Part code: 3406027

with 
HP Inkjet 
Cartridges

 

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.

The research suggests delayed 
payments are causing major cash 
flow headaches for large numbers 
of SMEs and adding costs to their 
businesses as they waste time and 
money chasing overdue invoices. 
Almost two-thirds of the businesses 
polled (60 per cent), spend at least a 
day a month chasing payments that 
should already have been made.

Close Brothers’ Business Barometer 
mirrors other assessments of the UK’s late 
payments problem. A series of reports and 
surveys in recent months have highlighted 
the issue, with organisations such as 
the Asset Based Finance Association 
warning the problem is escalating in some 
industries, stifling growth and even leading 
to business failure.

Government efforts to tackle the UK’s 
late payments culture have so far failed 
to protect hundreds of thousands of 
small and medium-sized enterprises from 
exploitative customers who fail to pay their 
bills on time, according to Close Brothers 
Invoice Finance.

 The firm’s data shows 34 per cent of 
all SMEs still see overdue invoices as a 
problem for their business, with almost a 
fifth of these firms (17 per cent) claiming 
that the issue is seriously affecting their 
ability to trade. That’s despite the fact 
that successive governments have sought 
to tackle the issue through a variety of 
initiatives, including the Prompt Payment 
Code, a voluntary standard, which has 
seen more than 1,800 firms sign up to 
commitments such as a promise to pay 
invoices within 30 days. 

David Thomson, CEO of Close Brothers 
Invoice Finance, said that the UK’s 
record on late payments is very poor and 
that SMEs need better protection from 
government and regulators. “While other 
countries have seen late payment rates 
come down as their economic fortunes 
have improved, the UK’s business culture 
seems to be one in which it is acceptable 
not to pay SMEs on time,” he said. 
“SMEs often lack the power to hold large 
organisations to account and need greater 

support from government to help them 
do so.”

SMEs are awaiting details of the 
Government proposal to set up a Small 
Business Commissioner, which could be 
given powers to intervene in disputes 
between SMEs and larger organisations 
over payments. However, it remains unclear 
exactly how the scheme will work and 
to what extent large businesses will be 
required to participate.

 “SMEs need better statutory 
protection and an independent champion 
prepared to take action on their behalf,” 
Thomson added. “Many [SMEs] feel 
very uncomfortable challenging larger 
businesses, on which they may be reliant 
for substantial amounts of revenue, over 
late payments; this is where regulatory 
action is essential.”

 Thomson also urged SMEs to take 
action wherever possible. “It’s crucial that 
SMEs try to grip this issue themselves,” he 
said. “You need to be crystal clear about 
your payment terms at every stage of your 
dealings with customers and to chase 
invoices the moment they become due; 
consider credit checks on new customers 
and don’t accept poor practices from your 
existing customers.”
www.closeinvoice.co.uk

The latest Close Brothers Business Barometer, the quarterly 
survey of SME sentiment on a broad range of issues, has 
found that more than one-third of companies are still 
suffering with a major payment delay problem

Spotlight on late 
payments to SMEs 

David Thomson, CEO, Close Brothers
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Fast A3 scanning
Panasonic has launched two high 
speed, large volume A3 scanners, 
designed to bring new levels of 
scanning efficiency and work 
productivity to large organisations. 

The KV-S8127 and the KV-
S8147 scan at 120 and 140 pages 
per minute respectively and include 
productivity enhancing features 
such as auto-preview and auto-
rescan, remote central management 
software and in-built image 
processing.

Both models also benefit from a high 
capacity automatic document feeder, 
enabling high volume duplex scanning of 
up to 750 A4 and 500 A3 sheets in one 
single operation. In addition, documents 
of various thickness, sizes and lengths can 
be quickly, accurately and simultaneously 
scanned, eliminating the need for manual 
paper changes and the continual resetting 
of margins. 
www.business.panasonic.co.uk/
communication-solutions

Production scanners for 
smart document sorting 
Kodak Alaris’ new i5650S and i5850S 
scanners deliver all of the benefits of the 
award winning i5000 Series including fast 
processing speeds from 180 to 210 pages 
per minute. The two new models also offer 
a number of smarter sorting features such 
as Crisp Perfect Page images for enhanced 
OCR and optical mark recognition (OMR) 
data extraction; unlimited daily volumes; 
interactive multi-feed management with 
image display, on both the scanner and 
host PC; reduced storage costs through 
smaller file sizes and reduced risk of 
document damage.

Additional features include intelligent 
imprinting to enable tracking of each 
document from the time it is scanned 
and three output trays (two front 
and one rear), to provide a separate 
place for collecting exception 
documents and reusable patch 
documents.

Users can continue to 
take advantage of Kodak 
Capture Pro Software, a 
powerful batch capture software 
solution that can be integrated into 
their current capture environment to 
streamline data entry 
www.kodakalaris.co.uk/go/
IMnews

Seamless scanning at 
a touch
The new professional edition of 
CaptureOnTouch, Canon’s scanning 
software for the imageFORMULA 
range of document scanners, 
simplifies document capture while 
delivering enhanced enterprise 
functionality.

The software’s intuitive 
shortcuts menu enables easy, 
effective scanning at the touch 
of a button and converts scans 

directly to multiple file formats including 
searchable and editable PDF, compact 
PDF/A, multi-page TIFF and PowerPoint. 

With straightforward operation and 
cloud connectivity, CaptureOnTouch Pro 
offers smart batch separation for scanning 
into individual files or folders using just 
a blank page, counter, zonal optical 
character recognition (OCR), patch code 
or barcode (with optional module). To 
streamline document management further, 
it creates index files with every scan to 
enable easy integration of the scanned 
images into existing workflows.
www.canon.co.uk

Simplified small office 
scanning
The latest addition to the Fujitsu SP Series 
family combines ADF capturing productivity 

with flatbed flexibility in one versatile 
scanner, enabling both loose and 
bound documents to be captured.

Designed for entry-level document 
capture, the SP-1425 is aimed at 
business users looking for a reliable 
and flexible solution with excellent 
real-world performance. Easy to use 
and with a compact footprint, it scans 
at 25 pages per minute (A4 colour, 
duplex 200/300dpi) and can process a 
variety of documents, including bound 
material. 

Available from Fujitsu sales 

Scanning Solutions

Panasonic  
KV-S8127

Fujitsu SP-1425

Epson WorkForce DS-570W

Kodak Alaris 
i5850S

partners from the end of November, the 
SP-1425 ships with the PaperStream IP 
driver and image enhancement software 
and the first deployment of PaperStream 
Capture Lite. ABBYY FineReader Sprint for 
searchable PDF file creation and Presto! 
PageManager 9.5 for efficient digital file 
management are also included.
www.pfu.fujitsu.com/en/

Innovative and intelligent
With powerful media handling and 
innovative smart features to ensure a 
high level of data integrity, the Epson 
WorkForce DS-570W and DS-530 are 
geared towards highly-efficient and 
simple integration into an organisation’s 
workflow.

The two intelligent, compact, sheet-fed 
WorkForce scanners have the ability to 
scan at up to 35ppm/70ipm and offer a 
wide range of media handling options 
that enable users to rapidly capture, 
index, store and share business-critical 
documents.

Custom-designed to handle important 
documents, from business cards and 
plastic IDs to extra-long documents, these 
scanners incorporate DSC (Dynamic Skew 
Correction) and a sophisticated multi-
roller paper feed design. The Ultrasonic 
sensor allows Double Feed Detection to 
help avoid misfeeds and Auto Document 
Size Detection makes it easy to scan 
multiple sizes in a single stack.

An optional flatbed conversion kit 
enables a wide range of media such as 
postage stamps, passports, books and 
more, to be scanned effectively. This 
option is available for both models when 
using USB 3.0 connectivity.

There is also wireless connectivity on 
the DS-570W which enables users to scan 
documents to mobile, tablet and Wi-Fi-
enabled work stations and scan directly to 
online storage accounts such as Dropbox, 
SharePoint and FileBound.
www.epson.co.uk
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DIGITISATION

As the chill sets in, many parts of 
the country are already reflecting on 
the disruption caused last year by 
adverse weather conditions. Whether 
this winter’s weather patterns are 
as extreme remains to be seen, 
but there’s no denying that the 
damage inflicted by Mother Nature 
can also impact your customers’ 
businesses, no matter how well they 
are run. Extreme weather can harm 
or destroy an office and business 
records, and disrupt operations 
through the time lost dealing with 
productivity outages. A disaster can 
also create conditions where the 
privacy and security of information is 
thrown into question. 

Protecting business continuity in the 
aftermath of a disaster in part depends 
on being able to access and use business-
critical information. One option is to 
maintain off-premise storage, but these 
services can prove costly in the long run 
making them impractical for many small 
and medium sized businesses.

Instead, resellers can help their 
customers with a far more cost effective 
alternative, through the supply and 
deployment of solutions that enable your 
customers to turn their paper records 
into digital documents. This will rid their 
organisation of the paper that can be 
damaged or destroyed during a disaster, 
or that can become lost in day-to-day 
work operations. This approach from 
you can not only help to improve their 
disaster preparedness but also their 
business operations. For instance, digital 
documents can be created so content 
within the documents is searchable which 
makes finding information a lot easier than 
hunting through filing cabinets.

Here are three steps I believe resellers 

can help organisations to take to improve 
their disaster preparedness.
Reduce or eliminate paper 
processes. Many organisations are 
still too dependent on paper processes. 
Encourage them to use scanning tools to 
turn paper into PDF documents, which is 
widely accepted as a worldwide document 
format standard.

PDF documents not only bring an 
improvement for archival purposes but 
also as a communication vehicle. Sending 
digital documents for proposals and as 
part of business dealings with customers 
and vendors reduces the paper files that 
need to be maintained and that are 
vulnerable to disaster.

Today’s PDF technology is very 
interactive, meaning users can perform 
tasks like handling fillable forms 
electronically and building hyperlinks into 
documents. Helping your customers to 
take steps like these in their business work 
processes can go a long way in training 
their staff to resist the urge to print, which 
can create more paperwork and adds costs 
to their operations.
Back-up documents to the 
cloud. Moving to digital documents is a 
good first step. But if they are maintained 
on computer systems kept in an office, 
these electronic documents are still 
vulnerable to a disruption that may occur 
from a flood which results from excessive 
rain or even something like a burst water 
pipe in the office. You should ensure that 
your customers are safeguarding their 
business records by backing them up to a 
cloud storage service, like Box, Dropbox or 
one of the many other easy-to-use services.

In fact, encouraging them to adopt 
the best practice of using a cloud storage 
service will help them ensure continuity 
of business. It will also help them in 

Three steps to  
disaster-proofing  
customers’ businesses
With winter’s extreme weather around the corner, Steven Steenhaut,  
Senior Director, Global Demand Centre at Nuance, explains how the channel can 
help to turn paper records into digital documents to protect their customers’ 
businesses all year around

their daily operations by making it easier 
for employees to capture and access 
documents, wherever they are working. 
For example, a remote employee can use a 
web-based computer at home to securely 
access work documents. Cloud services 
offer file protection with centralised 
security controls and reporting and 
document encryption to safeguard your 
customers’ information.
Make it easy to print documents 
outside the office. Even if your 
customers’ organisation has made great 
strides in moving towards a paperless 
office, the reality of business life will 
require at least some printing. Many 
business transactions, such as those in 
banking and real estate, are still dependent 
on paper documents. And most likely, not 
all of your customers or their business 
partners have made the move to digital.

Remote and mobile print capabilities 
can make it convenient for employees to 
print documents using their smartphones, 
tablets and laptops at home or on the 
road and they don’t need to sacrifice 
document security. Today’s print software 
requires users to authenticate themselves 
before printing, helping your customers 
keep private information from prying eyes. 
These print capabilities can even extend 
for printing documents from cloud-based 
storage services.

One can never be certain if or when a 
disaster may strike. But all businesses can 
take steps to mitigate the risk and improve 
preparedness should that day come. By 
working closely with customers to digitise 
their documents, supported by cloud back-
up and remote printing, you can help secure 
your customers’ business information so it 
is always available whenever they need it – 
irrespective of the weather.
www.nuance.co.uk

One option is 
to maintain 
off-premise 
storage, 
but these 
services 
can prove 
costly in the 
long run 
making them 
impractical 
for many 
small and 
medium sized 
businesses
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At Westcoast we are proud to work with some of the biggest names in print.
Strong relationships with vendors such as Brother, Canon, Dell, Epson, Fujitsu,
HP, KYOCERA, Lexmark, Samsung and Xerox allow us to provide you and your
customers with a full print solution from hardware, supplies and spares, cementing
us as the only choice for your print business.

We combine high quality products with our very own value add proposition,
designed to ensure you receive the best service possible. From creating an account
through to the solution arriving with the end user, we have the capability to add
more value to your business. 

iMprint has been designed with you in mind… 

 • Discover and learn more about our vendors
 • View and download selected datasheets 
 • Realise the potential of our value add proposition 
 • Grow your print business with Westcoast

Visit the iMprint site now at www.westcoast.co.uk/imprint and 
discover why at Westcoast, we know print

... because at  
Westcoast,  
we know print

 TALK: 0118 912 6000                SHOP: westcoast.co.uk                EMAIL: sales@westcoast.co.uk

Ensure reputation and trust isn’t  
damaged; only buy genuine  
HP Supplies from Westcoast, an authorised  
HP distributor. In three separate actions in the UK, around  
2000 fake toner cartridges were taken off the market.  
But how do you check whether toner is original?

 •  Security Label – tilt the security label for the presence of a shifting image
 • Mobile Authentication – scan the QR code on your smart phone
 •  Software Authentication – validate automatically at www.hp.com/go/TonerCheck

As an authorised HP partner, you can be guaranteed genuine quality when you buy print 
supplies from Westcoast including:

 •  High Quality products that don’t damage printers – genuine supplies always guaranteed
 • Stable original supplies pricing from distribution you can trust
 • Earn rebates by ordering original HP supplies from Westcoast
 • 99.98% picking accuracy 

As the largest supplies, consumables and spares distributor in the UK (over 50% of the market share) we 
always have the stock you need, when you need it, where you need it. 

Don’t discover 
its counterfeit 
toner after it’s 
too late. 

Find out more about Westcoast now at  
www.westcoast.co.uk/Consumables/Printer_Supplies
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SAMSUNG PRINT BUSINESS BRIEFING

EPSON GENUINE INK
Unrivalled ink for every use

0118 912 6000   |   www.westcoast.co.uk/imprint

Designed for business printing, the Epson DURABrite Ultra Inks are 
quick drying, long lasting and smudge resistant. Ideal for producing 
professional reports, charts and photos, DURABrite Ultra Ink dries 
instantly so it’s perfect for use in environments where duplex printing 
is regularly used or set as standard.

large
Our size allows us to hold greater 
stock and SKU’s with the largest 
supplies stock holding in the UK.

focussed
Working with fewer vendors means 
we have in depth knowledge of 
our business, ensuring you get the 
expertise you need.

efficient
100% of our products can be 
purchased online and our timed
delivery options mean you can 
promise your customers delivery to 
the hour.

great value
We ensure your business operates 
efficiently and profitably by taking 
costs from the supply chain and 
offering low delivery costs.

flexible
Being privately owned ensures we 
respond to you quickly and integrate 
your business practises.

innovative
We constantly develop additional 
tools and services such as our 
configuration tools and product 
selectors. © Westcoast 2016

personal service
You benefit from a dedicated sales, 
customer services and credit control 
Account Manager with no voicemail 
so you are guaranteed to speak to 
someone.

passionate
Enthusiasm to serve our  
customers runs through the  
core ofour business. We put you  
first, going above and beyond to
ensure you and your customers get 
the best service possible.

award winning
Consistently ranked in the Sunday 
Times Top Track of the 100
Largest Privately Owned UK 
Companies and regularly awarded
software, hardware, finance, sales and 
marketing accolades.

Customer benefits of using Epson DURABrite  
Inks include; 

•    Bright and distinct colour prints as a result of 
resin coated pigment particles

•  Long lasting 
•  Highlighter, water and smudge resistant   
•  Double sided prints that don’t bleed
•  Print on any paper from glossy to recycled 
•    Quick drying formula enabling prints to be  

handled immediately 
•  Make a saving by only replacing the colour used 

Why chose Westcoast for your Epson supplies? 
Westcoast is the UK’s largest distributor of print consumables and supplies, with a 
stock holding of more than 10,000 lines and direct relationships with major supplies 
vendors. Purchase your supplies through Westcoast and receive high quality products 
supported by a reliable service from your dedicated Account Manager.
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DMC was first established in 1991 by 
Jon Hill and Justin Nicholson and two 
years later, it added a distribution 
arm with the introduction of Damian 
Kelly. Within the past few years, the 
group has been recognised in the 
Daily Telegraph ‘Hot 1000’ as one the 
UK's most inspirational and exciting, 
growing businesses.

Acquisitions drive growth
During the 1990s, the business acquired 
a number of copier sales and service 
companies in London and the North West 
of England. These acquisitions included 
Wrekin Office, Unistat and Pace, as well as 
a customer base in London.

In 2010, DMC acquired Imcopex, a 
move that expanded its distribution arm 
and in 2013 it integrated the operations of 
Canotec, one of Canon UK’s top Advanced 
Solution Partners which had an extensive 
customer base in London and the South/
South West of England, into the group. This 
move brought together two key service 
providers in the industry, each of whom 
had a 20 year-long heritage and a common 
focus on customer service, innovation and 
attention to detail.

The group’s acquisitions signalled its 
continued commitment to invest for growth 
and just two years later, BCL, another 
Canon Advanced Solution Partner joined 
the DMC group. BCL brought over 34 years’ 
knowledge and expertise, strengthening 
the group’s service capabilities, enhancing 
its solutions portfolio and presence into 
specific verticals. 

By combining the three businesses 
worth an estimated £40 million, the group 
became one of Canon’s largest and most 
advanced independent suppliers of print and 
document solutions in the UK and Europe. 

As with all integrations, DMC Canotec 
allows the acquired companies to operate 
as independent subsidiaries with the 
long-term view of merging them into the 
group, in order to maximise the business’ 

brand value. Members of the key senior 
management team and staff including 
Canotec founder David Newman, (currently 
DMC Canotec Marketing Director) and BCL 
Managing Director Philip Kavanagh (DMC 
Canotec Group Sales Director), remained 
in position to drive the next stage of the 
organisation’s growth plans. 

Broadening its portfolio
This month saw the group complete on 

the acquisition of Kent-based First Office 
Systems Ltd, a strategic move designed to 
broaden the portfolio of managed services 
to document management solutions, 
managed print services, IT managed 
services and telecoms. The addition of First 
Office Systems also provides DMC Canotec 
with a sound platform to further grow its 
presence in Kent.

The company’s service provision covers 
the majority of the country, it has regional 
offices in Bristol, Ringwood and Croydon, as 
well as the newly added office in Tunbridge 
Wells, Kent following the First Office Systems 
acquisition. From January 2017, DMC 
Canotec will be Canon UK’s authorised 
service provider in the South West.

Kavanagh said that the group’s strategy 
for growth over the last three years has been 
to join together like-minded businesses, with 
the aim of delivering outstanding customer 
service, adding: “We are really looking 
forward to working with a new team that 
matches our existing culture and ethos.”

Commenting on the group’s latest 
acquisition, Mark Eyden, Director of Partner 
Channel at Canon UK and Ireland said: 
“Canon has been working with DMC 
Canotec and First Office Systems for 
many years and we are excited about the 
benefits the combined company brings to 
their customers.” 

He added: “We are delighted to see 
the continuing growth of DMC Canotec, 
who are one of our strongest partners in 

DMC Canotec has marked its 
25th anniversary year with 
the acquisition of First Office 
Systems Ltd, the company’s 
third in as many years

DMC Canotec completes 
latest acquisition

the UK. Their company ethos of striving 
for customer service excellence, combined 
with a range of print and information 
management solutions means that they 
are very well placed to take advantage 
of the opportunities within the market. 
We congratulate the teams at DMC 
Canotec and First Office Systems on a 
successful integration and look forward to 
strengthening our partnership.”

Changes at the top
Earlier this year, Simon Davey who spent 
26 years in financial services including 
roles in strategy and sales leadership, 
joined DMC Canotec as Managing Director. 
At the same time, Co-founder and former 
Managing Director Jon Hill, assumed the 
role of Group CEO, continuing to take 
overall responsibility of the entire business.

DMC Canotec also appointed a number 
of employees from within its 140-strong 
workforce to Director and Associate Director 
roles, reflecting the contribution they have 
made to the group. Hill said: “Without a 
doubt our company’s greatest asset is our 
staff. We now have a senior management 
team with the vision, confidence and 
experience to successfully lead our growth 
in a rapidly changing market.”

Charity support
As part of its CSR commitment, DMC 
Canotec supports the Starlight Children’s 
Foundation, which grants once in a lifetime 
wishes and entertainment for seriously and 
terminally ill children within the UK.

The business is aiming to raise £10,000 
this financial year (by March 2017) through 
staff fundraising activities and donating 25p 
for every planitgreen toner sold. To date, 
employees from offices in Croydon, Bristol, 
Manchester and Ringwood, have given up 
their spare time to raise funds through a 
variety of activities from hiking, running and 
swimming, to charity car boot sales and 
cake bakes. The fundraising team recently hit 
the £9,000 mark, well ahead of schedule.
www.dmcplc.co.uk

We are really 
looking 
forward to 
working with 
a new team 
that matches 
our existing 
culture and 
ethos

Simon Davey 
and Jon Hill

The fundraising 
team

The team at  
First Office 

Systems
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Thanks to Katun, those days are behind us. We provide office imaging professionals with the silver bullet  
and the wooden stake they need to vanquish their fear of colour. It’s called Katun colour quality. 

Katun’s team of engineers, technicians and product development experts, leveraging decades of industry 
experience, product expertise, sophisticated product development processes and solid relationships with 
trusted manufacturing partners, have found the key to developing high-quality, high-value colour products. 
Our products are subjected to stringent testing and held to the highest quality standards. Testing results are 
reviewed and verified in our state-of-the-art R&D laboratory in Minneapolis. 

The reassuring result: unsurpassed colour reproduction and reliable performance for your copiers, printers and 
MFPs, ensuring complete customer satisfaction. Combine this high colour quality with significant cost savings –  
and you’ll see why Katun Has Taken the Fear Out of Colour.

For more information and to view our extensive catalogue,  
please visit www.katun.com/eu or contact us on 0800 289753.

Have You Outgrown Your Fear of 
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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Although traditionally partnered 
with copier companies, Frama is 
looking towards the IT reseller 
community for businesses wanting 
to make a move into the profitable 
document handling marketplace.

For dealers used to selling software 
solutions as well as business machines, 
a move into the emerging end-to-end 
document handling arena is a logical and 
lucrative step. With a breadth of products 
and solutions including Franking machines, 
security scanners, secure registered email 
platform and digitising document software 
the Frama solution has something to suit 
any business, attract new customers and 
offer something new to loyal customers.

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

Growing presence
In the last few years, Frama has 
consistently increased its presence in the 
partner channel so that partners’ own 
sales people can help spread the word 
about our products and brand directly to 
their customer base and prospects. The 
Frama Partner Network is a great way to 
work together and reach out to a wider 
audience. 

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

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

www.frama.co.uk

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

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

Lenny Wood,  
Marketing Manager, Frama UK
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“Pricing will continue to be a key issue for 
dealers, post-Brexit currency fluctuations 
will result in steady price increases across 
both hardware and consumables, which 
could subsequently suppress investment 
and growth in the sector.

“MPS engagements will continue to 
grow, as more users particularly in the 
corporate sector, look to improve document 
production processes and reduce spend 
on paper and consumables. This sector is 
increasingly looking for ways to eliminate 
inefficiencies and improve productivity, 
which will inevitably help drive the 
shift from transactional to contractual 
purchasing models. There will subsequently 
be even more dependence on large 
workgroup MFPs and reduced demand for 
desktop and mobile devices.

“3D printing is one area to watch. To 
date, there has been more talk than action 
within the OP sector, although that may be 
all about to change. Probably the biggest 
influence in this change is HP’s entrance 
into the 3D arena with the launch of their 
Multijet Fusion range.

“Another key element within 3D 
printing is the anticipated introduction of 
high speed HSS 3D printing technology, 
however whether we will see much impact 
in 2017, remains to be seen.

“Finally, there is much talk of increased 
usage of digital signage, particularly 
managed digital signage solutions, which 
could start to suppress the requirement for 
large format printed signage.”

“For Synaxon members, managed print 
services are a real opportunity for 2017. 
We have good partnerships with vendors 
and distributors of both devices and 
consumables and with the ease of ordering 
through EGIS, everything is in place, so 
there are no barriers to entry. Indeed, 
many if not most, of our reseller members 
are already developing a wider managed 
services proposition and it will make sense 
for them to offer print and replenishment 
services as well. 

“That said, the broader opportunity to 
sell new and more efficient printers and 
multifunctional devices and provide the 
consumables to keep them going should 
not be underestimated. Most businesses 
still need to produce both basic documents 
for review and good quality printed output 
every day. Printer sales will remain a staple 
element of business for B2B resellers and 
independent retailers and that’s not going 
to change overnight.

“In the broader IT market, the trend 

Colin Griffin, 
Managing Director, 
Blackbox Solutions

Derek Jones, 
Managing Director, 
Synaxon UK 
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3D printing is one area to watch. 
To date, there has been more talk 
than action within the OP sector, 
although that may be all about to 
change

As 2016 draws to a close, PrintIT Reseller asked a panel of cross-industry experts 
to consider what 2017 holds for the print and IT sectors 
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...continued

popularity of cloud-based and managed 
solutions, we are also seeing much higher 
levels of interest in Print-as-a-Service and 
managed print. 

“There will be a big opportunity over 
the next 12 month to help customers 
reduce their costs by providing managed 
and as-as-service options and this in 
turn will help resellers to get closer to 
customers and drive their businesses 
towards more sustainable models based on 
recurring revenue streams.

“Tech Data already offers enablement 
services for managed print and we will 
be increasing our activity in this area 
significantly and working with our key 
vendor partners, such as HP Inc, to provide 
resellers with the programmes, resources 
and support they need to develop the 
managed print services business.”

“2016 was expected to be the year of 
consolidation among brands as market 
conditions tightened, although I doubt 
anyone foresaw HP’s acquisition of Samsung. 
I do, however, see the conditions that drive 
the need for consolidation continuing 
into 2017, especially as print moves more 
toward a service model and lower end unit 
shipments continue to be highly pressured.

“Equally I can see the emergence of 
more closed channel propositions. As 
customers demand greater value from their 
print solutions, the requirement for wrap 
around service and support of a technology 
or brand will determine to a large degree 
which channel partners are able to invest 
in this area and are equipped to provide 
the necessary level of service and customer 
experience.  

“Consequently, and this is one thing we 
see at Exertis, the convergence of the MPS 

and IT marketplaces will gather pace. More 
print brands will bring MPS propositions to 
the IT space as the mid-market and above 
customers have clear expectations around 
factors such as cost per print, contractual 
options and longer term cost-of-ownership.  
This area of the market will grow in value 
and whilst volume may decrease overall, 
the outlook for the market as a whole is 
one to be optimistic about.”

“General market trends are seeing an 
increasing use of A3 colour printing and 
HP’s acquisition of Samsung’s printer 
business demonstrates the potential 
growth opportunities offered by this area. 
Purchasing trends are migrating across 
to newer, faster, more economical and 
effective inkjet ranges as consumers are 
seeing benefits of newer inkjet printers 
compared to their laser counterparts.

“The new genre of PageWide also 
offers additional growth opportunities. 
PageWide printers offer all the efficiency 
benefits associated with inkjet printers 
while using environmentally friendly 
technology similar to that of laser printers. 
They also deliver print quality that is on par 
with laser printed documents.

“The trend of calculating upfront 
costs when purchasing printers has seen 
a steady incline over the last year and 
will continue to feature for years to come. 
Products such as those in Epson’s new 
EcoTank range offer end-user savings with 
the ink to print output ratio. 

“Instead of a completely paperless 
office, we are seeing a ‘less paper office’. 
Mobile technology has resulted in several 
documents not being printed as frequently 
as they used to be. For instance, emails 
are not being printed for meetings as they 
can be accessed on tablets and mobile 
phones, but printed reference documents 
still have their rightful place in most offices. 
The ‘touch and feel element’ of a printed 
document cannot be underestimated. At 
the same time, mobile printing is here 
to stay and is becoming more and more 
widely used.

“Mobile working and home office trends 
are also here to stay and in fact grow in 
years to come as businesses aim to adopt 

is also very much towards services, but 
here too, there is still a need for good, 
dependable, local IT resellers and retailers 
who can provide and support simple 
solutions for SMBs. In most small firms, 
the core IT function revolves around email, 
web access, general productivity and 
accounting systems. 

“Cloud-based services have to be 
part of the overall proposition now and 
with faster broadband speeds available, 
businesses can do more online and make 
use of cloud-based voice and other 
services. It’s also becoming the norm to 
put simple IT functions like back-up and 
print into the hands of a managed services 
provider and for most SMBs, ideally, that 
MSP will be their local reseller. Increasingly, 
it’s expected that resellers will offer these 
services as part of their normal value 
proposition, so in 2017, we’d expect our 
members to add to and enhance the 
managed services they offer and print 
should certainly be amongst that portfolio 
of offerings.

“As noted earlier, our members are 
moving in this direction and with the 
relationships and support Synaxon UK 
has with key suppliers, we can make it 
easier for them to engage with the right 
partners and learn about and transition to 
new offerings and ways of doing business. 
I expect us to get closer to our members 
and to see more and more three-way 
collaborations between us, our members 
and our supplier partners.”
 

“In 2017, we will be doing our best to 
ensure that resellers can provide reliable, 
renewable and rewarding print solutions 
to their customers. For SMBs print remains 
vitally important and with the growth in 
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Tech Data already offers 
enablement services for 
managed print
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It is more 
important than 
ever before 
that dealers 
approach new 
opportunities  
in a consultative 
manner

Jason Cort, Director of Product Planning and 
Marketing, Sharp Europe

more flexible and family friendly working 
practices. To reflect this, products that 
complement this trend such as compact 
and wireless printers will be popular with 
resellers’ customers. There are also new 
products to complement social behaviour, 
namely HP’s new machine for social media 
printing to print pictures on sticky backed 
paper to display and personalise any 
environment. AirPrint is also set to become 
more commonly used across all working 
environments, whether it is within a 
corporate environment or a home office.”  

“IT services will become a key 
differentiator between competing office 
equipment resellers and IT service 
providers as SMBs seek value-added 
professional IT service providers and source 
more hardware paid for ‘as a service’. 

“Businesses want to deal with fewer 
suppliers who understand their company 
and their industry and can provide full 
solutions – hardware, software and 
servicing. This presents an opportunity 
for us and our dealers to become more 
than a manufacturer and supplier and 
instead be a trusted partner; going beyond 
selling print or visual devices to providing 
consultancy, solutions and services to 
create real long-term business value.

“The rising cost of print amid the 
general increase in costs for many aspects 
of businesses could depress print further 
and increase the shift away from print to 
digital. Particularly in the Public Sector 
we are seeing an increasing appetite 
for digitalisation, as a reflection of the 
changing information consumption 
habits of today’s students and millennial 
workforce. And key organisations, such 
as the NHS, are setting ambitious targets 

to automate and digitalise processes, 
in an effort to reduce waste, costs and 
environmental footprints.

“However, MPS vendors should also be 
able to turn this into competitive advantage 
with the cost control and cost down value 
proposition. By introducing devices or 
products that connect to each other rather 
than functioning in isolation, the process of 
storing, sharing and handling information 
is easier and more efficient. It is therefore 
up to manufacturers to equip dealers 
with these different avenues and services, 
as well as any necessary training and 
for dealers to help end-users realise the 
potential of improved processes achieved 
through an integrated approach.” 

“Volume: I think technology and a more 
consultative approach to paper generation 
and movement will continue to reduce 
office print volume. We are seeing a 5 to 
7% decline in the market in the Nordics 
which tends to lead the way in Europe in 
terms of technology usage. 

“Client Approach: For the reason above I 
believe it is more important than ever before 
that dealers approach new opportunities 
in a consultative manner. Over the last 12 
months I have developed an engagement 
process which we share with our dealers to 
help them get a full understanding of their 
clients’ business and needs. We have also 
spent time understanding our dealers’ goals 
and set joint objectives and actions to help 
them achieve them. 

“Pricing: The weak value of the GBP 
could halt the decrease in street pricing 
for hardware, as many manufacturers are 
struggling to maintain margins in the face 

of a weak pound. However, new entrants 
to the office print market could potentially 
‘UBERise’ our market. To build contingency 
against this we have continued to focus on 
the development of dealers’ capabilities 
and also introduce new products to their 
portfolio. For example, we have recently 
run a series of workshops for our MFP 
dealers on the AP (Barcode & Label print) 
market to introduce the opportunity and 
help them create diversity in their client 
offering.

“Product: The way we use technology 
to improve business processes continues 
to drive product development. I also 
believe EDM and workflow software 
such as Planet Press, will continue to 
grow their market. As more and more 
organisations try to manage larger volumes 
of data, managing it is fast becoming 
as much of an issue as it was managing 
paper archives. EDM products are being 
developed to appeal to a wider audience 
and how our devices interface with these 
products will be essential to our growth 
over the next five years.

“Environment: I think we will start to 
see more environmentally aware products 
and schemes in the coming months, as we 
become more aware of the damage that 
we are causing to the planet, consumers 
will be driven towards more eco-friendly 
products and services. We have seen a 
huge rise in interest in our carbon offset 
scheme and more and more clients are 
choosing suppliers that are taking the 
environmental issues seriously.”

“Over the past two years, many resellers 
have already made the jump from 
conducting transactional business to selling 
solutions, often in the form of managed 
print services. However, moving into 2017, 
partners need to make another shift which 
emphasises additional solutions in the form 
of apps and other software that integrates 
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traditional 
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...continued

with and complements customers’ existing 
MPS or cloud printing platforms.

“Above and beyond managed print, 
software is becoming more and more 
integral to end-users, with people regularly 
printing from a plethora of devices, 
whether they’re at the office or working 
from home. We’re seeing a substantial 
increase in market demand for apps in 
particular, which is in alignment with the 
changes we are seeing in how people 
actually work, customers are still printing, 
but in a very different way to in the past.

“Cloud as a technology has been with 
us for a few years now and although 
used largely by enterprises to outsource 
critical services, cloud printing is not yet 
mainstream in the enterprise segment. As 
enterprises outsource more and more of 
their services to the cloud, we think 2017 
is the year that cloud printing becomes 
more mainstream.”

“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.

“Digital communications are losing 
their impact however as the sheer volume 
of messages users receive continues to rise 
exponentially. With email marketing now 
more popular and easier to implement 
for any size of business, people are facing 
loads of emails and it is getting more 
difficult to capture the attention of the 
recipient. The challenge therefore for any 
business is how to attract the attention of 
the desired recipient.

“Research has shown that reading a 
physical document, especially if colour 
is used, leads to a far greater level of 

engagement and information retention 
than electronic formats. (In a recent study, 
88% of respondents indicated that they 
understood, retained or used information 
better when they read on printed paper 
compared to 64% and less when reading 
on electronic devices).

“The same research also highlights the 
impact of printed advertising vs. digital. 
48% pay more attention to advertising 
when reading leaflets received by mail 
vs 26% paying more attention to digital 
online advertising.

“So, the way businesses communicate 
needs to change. 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.

“Printing combined with digital data is 
the perfect combination for more effective 
communications. Personalisation is key to 
ensure the recipient engages in the desired 
way intended. So, we see that the future 
of print will have a major impact on the 
way we communicate with customers in 
the future.

“Smart multifunctional devices will 
continue to grow as they are able to 
integrate more seamlessly with digitisation 
and document workflow in the workplace. 
High print security protocol, a compact 
footprint and integration with document 
management solutions ensures businesses 
of all sizes will benefit from true multi-
functionality without a huge capital outlay.

“2017 will be a challenge, however 
changing the way customers think about 
print will result in a positive outcome and 
benefit for all.”

“Mergers/Acquisitions/Failures: The 
changing landscape poses significant risk 
for either bad debt or business failure 
in the channel. Smaller industry vendors 
may consider merger or acquisition to 
survive and small resellers may continue 
to be acquired by larger competitors 
consolidating customer bases under 
common cost models.

“Value chain going up into services 
not boxes: SaaS, service desk management 
and project management (PRINCE2 level) 
is becoming the de facto standard for large 
scale projects. This points to services-
orientated organisations continuing 
to thrive and survive. We will see fleet 
optimisation and audit services becoming 
a hygiene factor, rather than a nice to have 
for print vendors and resellers. 

“Competing priorities: Resellers are 
beginning to get a sense of urgency to 
protect their customer base from direct 
vendors, compatible resellers as well as 
traditional competitors. Print vendors are 
actively competing with copier vendors in 
the MPS space on cost per click, the HP/
Samsung print business acquisition signals 
intent in this area, while copier vendors 
continue to push centralisation vs print 
vendor de-centralisation and balanced 
deployment. 

“Business ink: The business ink 
marketplace shows good resiliency in 
amongst technology as A3 capability for 
larger spreadsheets/bigger documents 
continues to be in demand within 
businesses of all sizes.  

“Post-Brexit Britain: Price Inflation 
due to Brexit will continue to be a concern, 
all vendors whether dollar or Euro-based 
cannot absorb the currency devaluation 
at current rates. If the pound stays at its 
current level then hardware pricing is very 
likely to increase across all IT sectors. 

“Skills shortage: Vendor level merger, 
acquisition and layoffs means that more 
salespeople will come back onto the market 
as the industry gets smaller and the high 
wage inflation we’ve seen over the past 
two years will slow down. Whilst resolved in 
the short-term, the skills shortage remains 
a longer-term issue with younger talent 
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not coming into the pipeline amongst 
an ageing industry. We can expect more 
activity around apprenticeships from 
vendors and major resellers in the mid-
term.

“Print trends: There will be a shift 
to multi-function devices from single 
function and mono laser to colour laser. 
The marketplace continues to speed up 
with focus on SME/Enterprise as many 
vendors look to secure their print volumes 
via promotion of higher value machines. 
High volume ink tanks appearing on inkjet 
devices to tackle ink loyalty migration with 
users. Print on the move or from devices 
will continue to grow as an opportunity 
using applications or physical hardware 
capable of portability. MPS comes down 
the stack as a BPS (Basic Print Services) 
simplified product proposition will become 
mainstream.”

“The huge growth in the BYOD 
phenomenon, where workers opt to use 
their own smartphones and tablets as their 
device of choice to connect to the internet, 
continues to have the biggest impact on 
the repro market.

“Workers want to take advantage of 
their new mobility to be free from the 
need to return to a desktop PC for printing 
or scanning jobs. Instead they want web 
pages, PDFs or photos to be printed straight 
from their mobile device to save time and 
inconvenience. As a result there is a growing 
need to support mobile and cloud printing 
via AirPrint (iOS), Mopria (Android 4.4 or 
higher), Google Cloud Print, Wi-Fi direct and 
popular cloud services such as Google Apps, 
Evernote and Microsoft SharePoint.

“Consequently, Develop is including 
NFC functionality into most of the new 
ineo MFPs for the office, to allow direct 
pairing, authentication, touch to print and 
touch to scan, with a mobile device.

“These developments offer an excellent 
opportunity for the channel to review and 
upgrade customer MFD fleets so that they 

can support the growth in mobile and 
cloud working.

“Workflow solutions which streamline 
document processing are also now a key 
driver in MFD sales. To meet the demand 
from customers for complete software 
and hardware solutions Develop has some 
excellent document management software 
(DMS) solutions that are unique to the 
brand.”

“For Duplo, the channel is still potentially 
our biggest growth opportunity for the 
foreseeable future, not just in 2017. 
Predicting the future became a great deal 
more difficult after the Brexit vote and the 
industry has already faced price increases. 
We’re confident that our overall offering 
will continue to drive new business gains 
and a continued growth for our business.

“We’re also certain that the drive for 
systems producing short-run products is 
bound to continue this year, with finishing 
equipment playing a key role in product 
quality and value added. Users want full 
automation, easy integration, minimal 
wastage and a good return on their 
investment. Where print will flourish is 
where the output is of a higher quality. 

“Companies continue to look at how 
they can produce beautifully printed and 
finished documents in-house, so the need 
for desktop binding solutions for quotes, 
prospectus and reports is increasing. 
Document security will also continue to 
be an increasing talking point in the year 
ahead, so we expect the shredder market 
to show further growth.”

“At the heart of my predictions for 2017 is 
the realisation that business is not getting 
any easier. Our dealers have to work harder 
and smarter to remain successful in a 
tough market.

“Data analytics is going to be a key 
part of any business relationship in 2017. 
Our dealers and their customers are going 
to want to see complex data in a simple 
and timely fashion so they can make 
well informed business decisions. We are 
working with key partners to develop this 
capability. We expected the requirement 
to be focussed on improving internal 
processes and operational aspects of the 
business, however in the very competitive 
environment we operate, this has also 
developed into a very powerful sales tool. 

“It seems to be part of a growing 
trend that customers know more and 
demand more. Perhaps after several years 
of MPS, customers are becoming more 
knowledgeable and sceptical in the claims 
of savings and now seek more information 
from the dealer they engage with. This 
is reflected in more consultative selling 
across all opportunities. At PAE we see 
this in requests for reports to feed into 
auditing software like Salesdrive, and use 
of the PA Assessor as the dealer is driven 
by the quest for profitable business and 
understanding their customers and their 
challenges in even more detail. 

“The use of TCO calculations, floor 
plans and establishing the workflows of 
the customer are more prevalent than ever 
before and will continue to grow in 2017, 
but it needs to be accessible and easy to 
demonstrate the predicted savings are 
achieved. 

“The growth of cloud-based solutions 
from major service management players has 
brought improved business management 
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fashion so 
they can make 
well informed 
business 
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...continued

Jonathan Whitworth, Managing Director, 
DSales UK

Jonathan Whitworth  
Managing Director  
DSales UK

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

Phil Madders  
Managing Director  
Print Audit Europe

It seems to be part of a 
growing trend that customers 
know more and demand more

Where print will flourish  
is where output is of a  
higher quality



PRINTITRESELLER.UK 39

0843 351 2025 | info@toshibatec.co.uk        
www.toshibatec.co.uk

• Customisable user 
interface 

• Command attention with 
powerful prints

• Enhanced cloud and 
mobile printing

• Process documents at 
speed

• Keep your data safe with 
the Toshiba Secure HDD

THE NEXT 
GENERATION 

OF PRINT
Toshiba’s e-BRIDGE Next 
range has arrived - new 
technology delivering 
advanced functionality for 
every workplace.

OEN_June 2016_1-3page.indd   1 03/06/2016   15:22:28

VOX POP

within the budget of many more dealers. 
We see more and more of our data being 
imported directly into back-office systems to 
improve efficiency and reduce operational 
costs of our partners through automation. 
This is going to accelerate in 2017 and 
more programmes will be developed like the 
ATF programme from Katun that will plug 
in to the dealer’s back-office and effectively 
outsource and automate the toner handling 
aspect of the business. 

“I think 2017 will see more collaboration 
and cross-fertilisation between suppliers 
of different services working together to 
provide more comprehensive offerings that 
add real value to the channel and help the 
dealer to reduce office costs and improve 
their business. Of course we will want to be 
able to report on all this excellence, so we 
come back to Data analytics.

“New pricing models – 2017 may be 
the year that we see true SaaS pricing 
entering the market in a major way. We are 
slowly growing this aspect of our partners’ 
business but it’s still seen as an odd way 
to do business in our channel. However 
with Microsoft Office 365, Google Docs, 
Apple Music and Netflix now accepted 
as mainstream, it is difficult to avoid the 
conclusion that the subscription model will 
break into our channel soon. Our sister 
company in the US has introduced a seat-
based billing model to a few key dealers 
as a pilot. The results so far would suggest 
that it is a great way to align the objectives 
of the customer and dealer, and benefit 
both parties. Of course you need to be able 
to analyse the data to prove it is delivering 
as promised.”

“It is likely that there will be a collective 
holding of breath from a customer 
perspective as they await the implications 
of Brexit. Therefore, we anticipate some 
customer caution in the first quarter of 2017. 
That said, business still has to go on and it’s 
likely that many of them, especially those 
with a global presence, will have weighed 
up the pros and cons of making purchasing 
decisions ahead of Article 50 being triggered 
in March 2017. Rather than putting 
purchasing decisions on hold, I anticipate 
that they will continue with their plans.  

“In some quarters, concerns over Brexit 
could also be a driver for the greater 
adoption of managed print services; 
they give end-users an assurance that 
print costs will be controlled and can be 
predicted in uncertain economic times 
and when combined with Intelligent Print 
Management solutions, help to keep print 
costs and volumes under control.  

“From an industry perspective, while 
efforts will continue to make MFPs easier 
to use, more efficient and cost effective, 
device security will become a higher 
priority for MFP manufacturers in light 
of the ongoing security risks posed to 
the digital economy, government and 
industry compliance mandates, and an 
MFP’s role as the backbone of a company’s 
digital workflow. We will also see further 
developments in the field of mobile print 
and a greater uptake of this functionality 
as BYOD continues to define the tools 
people use in and out of the workplace.”

www.integra-business.co.uk
www.synaxon.co.uk
www.techdata.co.uk
www.exertis.co.uk
www.voweurope.com
www.sharp.co.uk/gb
www.toshibatec.co.uk
www.kyoceradocumentsolutions.
co.uk
www.oki.com/uk
www.brother.co.uk
www.dsales.co.uk
www.duplouk.com
www.paebusiness.com
www.nuance.co.uk
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most professional looking prints.

HP Original Supplies are the obvious choice…

	 •	 Reduced	work	downtime	in	order	to	maintain	workflow
	 •	 Significant	reduction	in	cost	due	to	fewer	print	failures	
 • Positive environmental impact 
 • Over 50% more pages on average than non-original ink cartridges

You and your customers are safer with HP original supplies, 
buy them now from Westcoast.

Trust in the best with HP 
supplies from Westcoast. 

www.westcoast.co.uk/imprint
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I understand 
exactly what 
you are 
trying to do. 
I understand 
exactly what 
your pressures 
are

Stuart Sykes is in confident mood 
when PrintIT Reseller catches 
up with him at Sharp’s offices in 
Stockley Park near Heathrow. And 
why wouldn’t he be? A massive 
injection of cash by new investor 
Foxconn has enabled him to dust-
down initiatives shelved when Sharp 
was on its uppers and build on what 
he describes as a ‘great’ six months. 
There will be a reckoning at some 
point – Sharp is targeted to double 
in size over the next five years – and 
the road ahead is scattered with 
more obstacles and hidden dangers 
than a Super Mario kart track. But 
right now, the Yorkshireman’s focus 
is firmly on Sharp’s potential – and 
that of its resellers. 

Since April 2016, when Sykes was 
appointed Managing Director for the 
whole of Sharp Business Systems UK – he 
was previously in charge of the company’s 
direct business – he has been at great 
pains to reassure dealers that they have 
nothing to fear from his appointment and 
that the dealer channel is central to Sharp’s 
growth plans.

In doing so, Sykes makes much of his 
20 years at Ricoh dealer Eurocopy, a £20 
million business later renamed IoT, which 
Sharp acquired in 2011.

“I can remember being on the dealer 
side – I have sat across the table from 
manufacturers for many years, thinking 
‘You don’t get it; you don’t understand 
what it’s like to run a sales business, 
buying from manufacturers and having 
to add value and make a profit’. That’s 
the feeling that dealers have about 
manufacturers,” he said.

“One of the positive messages I have 
been able to put across to dealers as I 
have met them over the last six months 
is ‘I understand exactly what you are 
trying to do; I understand exactly what 
your pressures are; and I understand that 
what a manufacturer does can affect you 
greatly’. So please be assured that I will 
take the decisions with dealers in mind, 
because, at the end of the day, we want 
you to be stronger.”

Sales at Sharp are currently split 50:50 
between the direct and indirect sides of 
the business. If the company is to double in 

size and maintain this ratio, which is what 
Sykes wants, both channels will have to 
grow significantly. 

Direct and indriect
In the past, Sharp has used acquisitions 
to strengthen and extend the reach of 
its direct business. Its take-over of IoT in 
2011 gave Sharp Direct national coverage 
for the first time and, more recently, its 
acquisitions of Copyfax and CopyIT have 
boosted its presence in the North West and 
East Anglia. 

The company’s financial difficulties put 
this programme on ice, but post-Foxconn, 
Sykes expects it to be revived. “It’s 
definitely part of the European strategy, 
and if we find the right prospect in the UK 
we will look at it. That doesn't necessarily 
mean a traditional MFP dealer; it could be 
a system integrator or IT services company. 
What we don't want to do is end up with 
an imbalance between the direct and 
dealer sides of our business. We want to 
grow the dealer side as well,” he said.

Sharp currently has about 120 active 
dealers across the UK and it is keen to 
increase that number in the future. In 
tandem with a dealer recruitment strategy, 
Sharp has various initiatives to help dealers 
grow organically.

Sykes says that one of his priorities 
has been to change the company ethos 

Sharp unbound
PrintIT Reseller meets Stuart Sykes, Managing Director of 
Sharp Business Systems UK

so that everyone on the direct side of the 
business is conscious of the bigger picture 
and understands how the success and 
prosperity of Sharp and its dealers are 
intertwined. He points out that with less 
than 10% market share there’s a lot of 
business to go after and no need for Sharp 
Direct to tread on the toes of channel 
partners.

“As a manufacturer we want our 
dealers to thrive. If our direct team takes 
business away from one of them, it’s 
so easy for them to switch to someone 
else, because you don’t want to be in 
competition with your own manufacturer. 
We have put mechanisms in place and 
fostered a thought process amongst direct 
sales people to stop them trampling on 
a dealer with cheaper pricing. And it’s 
worked really, really well,” he said.

“When they go after new business, our 
sales people have a discovery phase when 
they find out who the incumbent is. If it’s 
a Sharp dealer, with a Sharp product, we 
don’t want to upset that relationship – it’s 
already a Sharp sale. But if it’s a Ricoh 
account, or Samsung or Toshiba, then fine.”

That ethos underpins everything Sharp 
will do going forward, including a growth 
strategy consisting of four main strands 
– service improvements, changing the 
perception of Sharp, the Foxconn effect 
and listening to dealers.

1 Improvements
In recent years, Sharp has had to cut its 
coat to suit its cloth – plans have been put 
on ice, economies made and corners cut – 
sometimes with unwelcome consequences. 
In the last year, even before the Foxconn 
cash injection, Sharp had started to put 
things right. 

“Because of our financial difficulties in 
the past, we were under-resourced 
in certain areas, which made it 
difficult for us to really make an 
impact in the marketplace,” Sykes 

explained. “Under the previous regime, 
for cost-cutting reasons, the whole 

back office was outsourced. The 
service customers were getting 
wasn’t good enough and it 
started impacting the business. 

So, when we were able to, we 
took the decision to terminate the 

contract and ‘in-source’, to bring the 
back office in-house. This has been 

a complete success with our dealers. 
Everyone is delighted.”

Stuart Sykes,  
Managing Director,  
Sharp Business 
Systems UK
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organisations improve the way they process, share and manage information 
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Delegates at Sharp’s bi-annual dealer 
forum offered other suggestions for where 
improvements could be made. “One of 
the areas dealers said they wanted us to 
improve was technical support. Another 
was training. So we put our hands in our 
pockets and put extra resources into those 
functions. Again, that has worked really 
well,” said Sykes.

Sharp has strengthened its training 
team with three full-time appointments; 
completely overhauled its technical support 
capability so that the direct sales support 
team can now take calls from dealers’ 
engineers; and, perhaps most importantly, 
doubled the size of the product planning 
and marketing department. This is enabling 
Sharp to implement a long-term growth 
strategy, rather than simply fire-fight, 
whilst also making sure that dealers have 
all the co-branded marketing assets they 
need to win business.

2 Changing perceptions
About 90% of Sharp’s turnover still 
comes purely from MFP sales, despite 
the long-standing availability of printer 
solutions and, more recently, related 
technologies like large format displays, 
videoconferencing and collaboration 
solutions and cloud services. 

This indicates that dealers and 
customers have been slow to embrace 
the possibilities for integrated, connected 
technologies encapsulated in the ’Inspiring 
Ideas from Technology’ tagline launched 
last year. On a more positive note, it also 
reveals the great scope that exists for 
Sharp and its dealers to increase sales of 
these products.

The challenges facing Sykes are, first, 
how to change the way Sharp is perceived 
so that customers see it (and its dealers) 
as technology partners rather than simply 
MFP providers; and, secondly, how to 
package solutions so that they are easier 
for the channel  to market and implement.

“Manufacturers are famous for saying 
‘here’s a new product, now go and sell 
it’. But today, it’s very difficult to give 
someone a new piece of technology and 
a price list and say ‘go sell it’ because 
there is a lot of work that needs doing in 
the background. The template we have 
followed with our visual solutions, which 
we are going to replicate with IT Services, 
is to launch to the direct team first, take 
it to the marketplace, find the sweet spot, 
identify difficulties, learn from our mistakes 

and find partners who can help us with 
supplementary or complementary products 
and services that help us add value to the 
customer,” explained Sykes.

“After nine months of selling visual 
solutions through the direct business, we 
were in a position to go to our dealers and 
not just hand them a screen that hangs 
on the wall but give them an ‘oven-ready’ 
package and show how we have done it, 
where we sold the solutions, what partners 
we have found to help us and also the 
things we have done wrong. And we can 
involve people from our direct side to 
talk to dealers about what they did. That 
relationship and collaboration is quite 
unique.” 

Backing up this approach is Sharp’s 
new Integrated Technology Partner 
Programme (ITTP), introduced in April 
to identify dealers that are ready to go 
beyond MFPs and print solutions and 
embrace Sharp’s expanding range of visual, 
collaboration and cloud solutions. From 
an initial cohort of six, the number of ITTP 
dealers has now expanded to 18.

Sharp is now taking its services 
capability to the next level with the 
roll-out of IT services that enable SMEs 

to outsource essential functions, such as 
help desk, backup, disaster recovery and 
hardware break-fix. These services are 
currently being fine-tuned and proved by 
the Sharp direct sales arm before being 
packaged up and offered to the channel.

3 Foxconn
Much of these developments are made 
possible by the financial shot in the arm 
Foxconn delivered in the summer. Sykes 
describes Foxconn as ‘the biggest business 
you’ve never heard of’, pointing out that it 
is the third largest IT company by revenue 
(according to Forbes) and that in some way  
it touches 40% of all consumer products 
worldwide. This, he says, gives Sharp real 
strength in depth.

It is easy to see why Sharp might be 
excited about the relationship. But what 
is the attraction for Foxconn? When 
the manufacturing giant announced its 
investment in Sharp, there was some 
speculation about the future of the 
company’s Document Solutions business. 
At a time of consolidation in the printer 
industry, notably the acquisitions of 

After nine 
months of 
selling visual 
solutions 
through 
the direct 
business, we 
are now in a 
position to go 
to our dealers 

Continued...
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Lexmark by Apex Technology and 
Samsung’s printer business by HP, some 
have wondered whether Sharp’s printer 
business will be next?

Sykes is quick to allay such concerns, 
explaining that Sharp gives Foxconn a new 
and important route to market.

"Sharp gives Foxconn added market 
potential. With Foxconn's support, we 
want Document Solutions to sell more; 
both companies share the same ambitions 
for Sharp to grow aggressively in the next 
three to five years. That’s very exciting,” 
he said.

“One of the concepts we can now 
look at is ‘the smart office’, what we call 
‘connected technologies’. We want to 
be the one-stop customers go to when 
they want to kit out an office or school. 
Sharp could do the network cabling and 
infrastructure; the IT equipment – servers 
and laptops; the MFPs and displays; 
the furniture of the future, which will 
have technology built in; and even the 
telephony. Because Foxconn is helping us 
put that wider portfolio in place, all the 
pieces will integrate and talk to each other. 
That idea of the smart office is something 
we want to pursue.”

Sykes adds that, short-term, Sharp is 
already benefiting from the relationship. 
“Foxconn has invested a lot of money in 
some new A4 products, which has always 
been one of the weaker parts of Sharp’s 
offering. That’s underway now and we will 
see new products coming to us within the 
next 12 months. We also have a new Visual 
Solutions range that we will be launching 
at ISE next February. This will broaden 
our reach with different functionalities, 
different price points and some products 
that are slightly different to anything else 
on the market. That’s a real benefit – being 
able to fill the gaps in our offering.”

4 Listening to our dealers
The final strand in Sharp’s growth strategy 
is to listen closely to dealers to see what 
Sharp can do to help them prosper, exploit 
emerging opportunities and find new 
annuity streams. 

To this end, Sharp is setting up half a 
dozen steering groups addressing specific 
technologies and market areas, including 
SMEs, enterprise, visual solutions, EPOS, IT 
services and education.

“Steering groups will be made up of 
key stakeholders from all areas of our 
business – direct teams, indirect teams, 
product marketing teams etc.. We are 
saying ‘come and join us – let’s look at all 
this potential, at the marketplace and you 
tell us how we can help you’. We want 
dealers to be involved in these steering 
teams, so we can decide what’s most 

important and how we can get there in 
two, three or five years,” Sykes explained.

One of the main tasks of the steering 
groups will be to establish how integrated 
Sharp solutions can be packaged and 
delivered to channel partners in a way that 
makes it easy for sales people to sell and 
implement them within Sharp’s broader 
connected technologies concept.

Choppy waters
In the meantime, Sharp, like all 
manufacturers, must deal with the 
day-to-day challenges presented by an 
increasingly uncertain economic and 
political outlook. In negotiating difficulties 
like Brexit and the weak pound, Sykes 
says he aims always to put the interests of 
dealers first.

“The pound was in a really good 
position 18 months ago. Since then, 
there has been a drop of about 15-18%. 
Because we buy everything from Europe, 
our costs have gone up by 15-18%. 
That can obviously do nothing but hurt. 
We have talked to our dealers and on 
November 1 put through price increases 

In negotiating 
difficulties like 
Brexit and the 
weak pound, 
Sykes says he 
aims always 
to put the 
interests of 
dealers first

of about 5%. We take the long-term view 
that we don’t want to damage our dealers 
who might find it hard to pass price 
increases on to the market. The idea is that 
when the pound eventually improves we 
still have a strong channel and dealers who 
remain in a good position. We don’t want 
to make knee-jerk decisions that damage 
our dealers,” he said.

And, of course, where there is 
disruption, there is also opportunity. By 
strengthening its channel engagement, 
Sharp is likely to be an increasingly 
attractive option for dealers affected by 
market consolidation. 

“Some major dealers in the UK dual 
source HP and Samsung. They do this 
for lots of reasons, but mainly to have 
a stronger product line and to play 
manufacturers off against each other. The 
fact that those two product lines have 
come together as one business could make 
dealers look for another supplier so that 
they are not beholden to one manufacturer 
and have more options and choices. We 
think this is an opportunity for us to talk to 
dealers and get them to consider Sharp,” 
explained Sykes.

Even in Sharp’s darkest hours, Sharp’s 
global Document Solutions Business was 
one of the company’s bright spots. Now, 
with the backing of Foxconn and freed 
from the financial constraints of recent 
years, it has the opportunity to live up to 
its potential. 
www.sharp.co.uk



Here at Sharp we’re constantly innovating to ensure that we help unlock more for businesses. Our connected 
technologies have revolutionised the way that businesses engage with information, technology, and each other, 
and we want to do the same for you too.

Find out how we can unlock potential in your business today.

*Research conducted in April 2016 by Censuswide on behalf of Sharp Europe.

Inspiring ideas from technology

www.sharp.co.uk/unlock #SharpUnlock

Unlock 46% more 
collaboration at work

ALMOST 1 IN 2 UK EMPLOYEES HAVE FAILED 
TO RECEIVE IMPORTANT DOCUMENTS* 
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As print volumes decline and printer 
vendors diversify to find new sources 
of revenue, more and more have 
started to add audio-visual and 
collaboration solutions to their 
portfolios, among them Sharp (see 
previous feature), Samsung, Canon 
and Ricoh.

Visual solutions are an obvious fit 
for these vendors. Conceptually they 
are not far removed from printers to the 
extent that printers, projectors, displays, 
whiteboards and videoconferencing 
solutions all provide a means of displaying 
and sharing information.

In bringing its collaboration solutions 
to market, Ricoh is not restricting itself to 
the AV channel, but is encouraging MFP 
suppliers and MPS providers to take on the 
products as well.

Keith Howell, Business Generation 
Director for the Indirect Channel at Ricoh 
UK, expects 150 or so of Ricoh’s OA 
dealers to sell the company’s audio-visual 
and conferencing products, pointing out 
that they provide a good way of building 
stronger relationships with customers.

“The MPS marketplace is becoming 
more and more commoditised and there 
has been a land-grab to move customers 
from a basic click contract to an all-
embracing MPS offering. For us, the next 
step is to link in communication services 
to broaden the gains that we can make 
for customers in terms of cost savings and 
productivity and to make our partners more 
‘sticky’ with customers,” he said.

Howell argues that because Ricoh’s 
communications solutions help cut costs 
and improve productivity, just like an 
MPS, adding collaboration solutions to 
their existing offering might not be such a 
stretch for OA dealers. 

“It isn’t wildly different to what our OA 
partners currently do with MPS,” he said. 
“It’s just a question of upskilling them, 
giving them the tools and understanding 
so they can also sell our communication 
services portfolio.”

Working together
Howell points out that while Ricoh can 
supply someone with a videoconferencing 
system, projector or whiteboard as a 
standalone solution, they really come into 

Ricoh is encouraging OA dealers to take on its projectors, interactive whiteboards 
and videoconferencing solutions. James Goulding reports

The vision to succeed
to talk through what is being done, they 
can do that. Or, if a customer has invested 
in videoconferencing or sees the benefit 
of moving to VC to eliminate travel costs 
and increase productivity, we can supply a 
videoconferencing system,” he said.

Interoperable
When Ricoh entered the video-
conferencing market three years ago, its 
solutions could only communicate with 
other Ricoh devices. Its new generation 
systems are compact, portable and 
compatible with standards-based solutions 
from other vendors. This, says Howell, is 
causing sales to really take off.

“Historically, videoconferencing 
technology has been very costly – it’s 
required a lot of specialist resource in 
terms of selling and installation and a lot of 
investment from the end customer in terms 
of the capital cost of the equipment. The 
technology we have now has a lower cost 
and more flexibility, so the customer doesn’t 
need to have a fixed infrastructure, such as 
a videoconferencing room,” he said.

The other reason Ricoh solutions 
are popular with SME customers is 
their simplicity. “The camera and 
videoconferencing technology is all 
incorporated in one unit that you can 
move from room to room. Connect it to 
the network and you are up and running 
– there’s nothing else you need to do. And 
we have an app that runs on tablets, iPads 
and mobile devices that enables mobile or 
remote workers to join in,” explained Howell.

Customers buy the all-in-one unit and 
on top of that a quarterly or annual airtime 
contract for each concurrent user. This 
gives the user unlimited airtime and no 
additional charges, however much they use 
the system. Most importantly, the sale of 
airtime contracts gives resellers an annuity 
stream into the future.

In addition to its new 
videoconferencing system, Ricoh has 
expanded its range of interactive 
whiteboards with a new 22-inch model 
suitable for huddle rooms and smaller 
meeting rooms. Ricoh also offers 55, 
65 and 84-inch models available with a 
mobile stand option so that they can be 
wheeled from room to room.
www.ricohprintersandav.uk
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been a land-
grab to move 
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from a basic 
click contract 
to an all-
embracing 
MPS offering

their own when implemented as part of a 
fully integrated solution.

“We very much see these technologies 
as working together so that we can help 
the customer connect and collaborate 
more easily. Our VC system can work with 
our interactive projector and our interactive 
whiteboards, so you could collaborate 
on a document using a whiteboard, and 
people at multiple remote sites could 
use videoconferencing to look at not 
just the document but also the people 
and communicate more effectively while 
working on a document.

“It’s very joined up from that point 
of view. But it is also totally scalable, 
depending on what the customer wants. 
If the customer just wants to connect a 
couple of whiteboards and collaborate on 
a document, using their telephone system 
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KIngswood Media launches a brand new magazine  
for the IT reseller community.

Technology Reseller showcases IT & technology products, software 
and services with a clear, concise, no nonsense editorial style, 

covering all the latest news, new product launches, case studies, 
industry opinion pieces and trends in the IT reseller market place.

Technology Reseller is published in both a printed magazine & online  
format. Designed to assist and help the reseller technology community,  

it is free to UK IT & Technology Providers & Suppliers.

For editorial inclusion please email or call our editor  
James Goulding – james@binfo.co.uk · tel: 01962 843434.

Or, for advertising and other commercial opportunities email 
martin@binfo.co.uk or ethan@binfo.co.uk, or call 01732 759725.

To sign up for a FREE magazine simply go to  

www.technologyreseller.co.uk  
and follow the free registration link

Kingswood Media publish a number of UK Technology & 
Workplace magazines for both Channel Resellers and End-User 

Buyers – for more details visit www.binfo.co.uk
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Infotrends has produced a new 
report exploring developments in 
office printing through the lens of 
required versus optional printing i.e. 
between documents that are printed 
for storage or as part of a business 
process (e.g. forms, documents 
that need signatures, contracts and 
invoices) and documents that are 
printed not because they have to be, 
but because people prefer to work 
with them in hard copy form (e.g. 
email, travel documents, articles, 
photos, maps and presentations).

Based on a web-based survey of 750 
office workers in the US, UK, Brazil and 
Spain, the report provides further evidence 
of the decline in office printing ( -4.4% 
over the next 3 years in Europe and -3.6% 
in the US), whilst also highlighting the 
enduring popularity of paper as a medium 
for recording, processing and sharing data.

Infotrends Associate Director Andrew 
Carroll said: “The office print market in 
developed economies is entering a phase 
of on-going gradual erosion. We believe 
that print volume in the office has peaked 
and that in the future it is going to shrink, 
albeit at a relatively low level. This survey 
very much reflects our existing beliefs 
about where print volumes are going to 
decline at the greatest rate, and that is in 
larger organisations. Smaller companies, 
we think, will continue to see the most 
persistent print. That is where the job 
growth is and where print will continue to 
be persistent.”

Required printing
Carroll says that the decline in print 
volumes in larger organisations will come 
principally from a reduction in ‘required’ 
printing, as organisations adopt electronic 
workflows to increase efficiency, reduce 
paper usage and decrease costs.

“Very large organisations expect to see 
their print volumes decline at the greatest 
rate, and we think that aligns quite well 
with initiatives like managed print and 
document management solutions that are 
having an impact at that end of the market 
far more than in smaller companies,” he 
said.

Infotrends Senior Consultant Barbara 

Popularity of paper amongst 
younger workers slows 
decline of office print, new 
study shows

Why we print
had from previous studies, is that younger 
people seem to have an equal if not 
slightly higher preference for using paper. 
By far the biggest reason people still print 
is for reviewing and editing – people still 
prefer to do things on paper. It’s reassuring 
for the industry to know that a younger 
workforce doesn’t necessarily equate to a 
lower preference for paper. When we talk 
about persistent print, the assumption 
shouldn’t necessarily be that print is only 
going to be persistent amongst the older 
age group,” he said.

Resilient and stable
Optional print volumes, which might 
be expected to decline more quickly as 
companies control and monitor printing, 
show surprising resilience and stability. This 
suggests that people will continue to print 
when a hard copy adds something to the 
experience, such as greater legibility, easy 
editing, improved understanding or ease 
of sharing.

This is not inconsistent with greater 
use of electronic processes and document 
management as many people use paper 
purely as a temporary medium. When 
asked why they printed optional pages, ‘for 
temporary reference’ was the joint second 
most popular reason (along with ‘to give to 
someone inside my organisation’), after ‘I 
prefer to review or edit on paper’.

In Europe, the ratio between required 
and optional printing is currently 57:43. 
Infotrends’ findings suggest it likely to stay 
at this level. When asked whether they 
thought optional print was becoming a 
larger or smaller share, 22% of European 
respondents said larger, 22% said smaller 
and 57% said no change. 
www.keypointintelligence.com

We believe 
that print 
volume in 
the office 
has peaked 
and that in 
the future it 
is going to 
shrink, albeit 
at a relatively 
low level

Richards added: “As companies continue 
to invest in electronic content management 
and workflow efficiencies, paper-based 
documents will continue to erode in the 
workplace. In fact, 67% of our survey 
respondents said that their company 
had taken steps to simplify, remove or 
automate their document-related business 
operations or processes. This number 
was a bit higher in companies with 500+ 
employees.”

Across all respondents, the Top 5 
reasons for a reduction in required 
printing are: the introduction of 
electronic workflows (40+%); the use of 
electronic forms (30+%); a decrease in 
hard copies needed for record keeping 
(30+%); the introduction of electronic 
document management solutions (25+%); 
and because clients prefer to receive 
information digitally (25+%). 

Interestingly, in light of the debate 
over distributed vs. centralised printing, 
only a handful of respondents expect 
print volumes to fall due to printers being 
removed or placed further away from users.

No millennial effect
Nor is there any evidence of a generation 
gap in attitudes to paper. Andrew Carroll 
points out that consistent responses across 
all age-groups, including 18-29 year olds, 
challenges the received wisdom that 
millennials will naturally default to digital 
and accelerate the decline in paper use.

“One of the most interesting 
conclusions we’ve brought out of this 
survey, which reinforces learnings we’ve 

Other findings
n The top three reasons to reduce paper usage are to increase 
efficiency, reduce paper usage and decrease costs. Increasing 
productivity was in fourth place, followed by environmental factors 
in fifth and security in sixth.
n Two-thirds (67%) of respondents say their company has taken 
steps to remove, simplify or automate document-related business 
processes.
n On average survey respondents spend 36 minutes retrieving 
digital documents compared to 20 minutes for paper documents.
n Almost 40% of respondents say less than one-quarter of their 
business content remains on paper.
n Workers spend 11% of their time travelling for business, visiting 
customers or working in the field. Yet, just 4% of printing occurs in 
a mobile environment. This suggests that vendors could do more 
to enable on-the-go printing, especially as many workers will not 
print a document if they can’t print it immediately.
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HP OfficeJet Pro 8720 AiO
Satisfy modern office demands with 
HP Print Forward Design. Manage costs 
with affordable, professional-quality color.1 
Stay productive and reduce paper use with 
blazing-fast two-sided printing from a printer 
made for high-volume offices.

HP 953 Black Original Ink Cartridge
Ref. L0S58AE

HP 953 Color Original Ink Cartridge
Ref. F6U12AE, F6U13AE, F6U14AE

OfficeJet Pro
Two-sided color.

Lightning fast.
For less.

HP OfficeJet Pro 8720

HP 3 year Care Pack with Standard Exchange 
for OfficeJet Pro Printers 
Ref. U6M82E

1 Compared with the majority of color laser AiOs < €500, August 2015; market share as reported by IDC as of Q2 2015. Cost-per-page (CPP) comparisons for laser supplies are based on published specifications of the 
manufacturers’ highest-capacity cartridges and long-life consumables. CPP comparisons for high-capacity HP ink supplies are based on published specifications of the manufacturers’ highest-capacity cartridges.  
CPP based on high-capacity ink cartridges’ estimated street price and page yield. ISO yield based on continuous printing in default mode. For more information, see http://www.hp.com/go/learnaboutsupplies.
© Copyright 2016 HP Development Company, L.P. The information contained herein is subject to change without notice.

www.voweurope.com        0844 980 8220                            
Authorised
Distributor



01732 759725

AND FINALLY

Jason Cort, Director of Product Planning  
and Marketing, Sharp Europe  

60 seconds with…

What’s currently having the greatest 
impact on your business?
Sterling’s fall against the Euro is creating 
pressure on our UK business, but we just need 
to tough it out, however, every cloud has a silver 
lining and the upside is I’ve just got cheaper! 
 

Where do you see the next big 
opportunity?
I believe SMB customers are massively under 
served with professional IT Services and are 
at the tipping point where this is no longer 
acceptable for the future of their businesses.

What would make your day job easier?
A reliable cable-less instant video collaboration 
service. We’ve all been there too often – missing 
or broken cables; poor voice/video connections; 
and low quality content rendition and restrictive 
interactive tools. Frustrating or what!

What’s the best bit of business advice 
you’ve been given?
Cliché, but never be afraid to ask the question 
– yes there are dumb questions, but these are 
far outweighed by the otherwise unspoken ones 
which can make the difference and often remain 
on others’ lips never spoken.

If you had had a crystal ball, would you 
have done anything differently?
Opened a coffee shop, would be retired in the 
Bahamas by now.

Describe your most embarrassing 
moment.
Being sick over the side of a sailing boat on a 
very choppy Solent sea, only to see my (now 
retired) CEO downwind from me picking carrot 
out of his hair. I was mortified!

50

What was your first job?   
Working in a green grocers during my sixth form 
years; got me out of bed early every week day; 
kept me honest on Saturdays; made me strong 
and funded my underage drinking/clubbing!

What would be your dream job?   
CMO for a major global events company or 
sports brand like F1 where the budgets, creativity, 
personalities, events and global presence would 
be awesome, even if hugely pressurised.

Fine dining and good wine, or curry  
and a pint?  
While I’m fortunate enough these days to enjoy 
fine dining and good wine, at heart I’m a beer 
and curry guy.

Money’s not an issue, what’s your  
perfect car … and where would you like to 
drive it?   
The Volvo P1800, for me a timeless classic sports 
car never bettered by Volvo since and a head 
turner anywhere. Driving this through the lakes 
in Northern Italy would be a breath taking and 
romantic experience.

Favourite holiday destination.
For a long weekend, New York never disappoints; 
and I do like a cruise, bit like a taster menu, then 
you can go back for the full experience. Most 
memorable was my Everest Base Camp trek which 
was unique and truly inspiring.

How do you like to spend your spare time? 
I like to keep active and challenge myself so 
running (half marathons and 10ks), more 
recently cycling (not so punishing on the knees), 
and this year I completed two Tough Mudders. 
Intermingled with more relaxing things such as 
concerts and being with friends and family.
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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

Jan 2017
25-28 January,  
ExCeL London
Bett Show www.bettshow.com 

Mar 2017
1st March, QEII Centre, London

eWorld  
Procurement & Supply    
www.eworld-procurement.com

May 2017
17–18 May, ExCeL London

                   www.ucexpo.co.uk

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    



020 8686 5949
www.yourdd.co.uk/planitgreen
59 Imperial Way | Croydon | Surrey | CR0 4RR

There’s no better time than
now to switch to planitgreen
The industry is experiencing continuous increases in toner
prices, with brands such as HP looking to put further
measures in place to gain control of the market. Why not 
make the change to planitgreen today? We provide:

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

£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. This Christmas, we have funded
over 350 tickets for Starlight Pantomimes for hospitalised children.

Contact your Account Manager & start to planitgreen today.
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