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In the last issue we published the results of a survey 
in which we asked manufacturers for their thoughts 
on the print industry. As part of this exercise, we 
asked them to rank a selection of threats facing the 
industry in order of importance. Product maturity/
lack of innovation was considered the least 
significant of these by a clear margin. Justifiably, 
when you consider some of the innovations we 
report on in this issue. Most exciting of all are 
the new HP PageWide business inkjets (see page 
30), which are faster, more productive and more 
powerful than ever, with the promise of even 
greater things to come next year when the first A3 
PageWide products are launched. What’s particularly 
impressive about the impact of business inkjets so 
far is that HP has been able to carve out a niche for 
them – actually, much more than a niche – without 
cannibalising sales of colour laser printers/MFPs. As 
HP’s UK & Ireland Printing Category Director Gary 
Tierney told PITR, “Together with laser products, we 
now have a higher share than when we had laser on 
its own”. A clear case of innovation paying off. 

KYOCERA will be hoping for a similar outcome with the 
launch of its new A4 TASKalfa MFPs. From a distance, 
these look like A3 devices, with a generous selection of 
paper trays, bins for printed output and serious looking 
finishers. Get up close, however, and you notice that they 
have the footprint of an A4 device and associated benefits 
such as lower energy consumption and a smaller price tag. 
KYOCERA expects great interest from organisations with 
large A4 print runs that in the past have been forced down 
the A3 route purely for their paper capacity, output trays 
and finishing capabilities. If KYOCERA’s right, it is hard 
to see how the TASKalfa 306ci, 356ci and 408ci won’t 
impact A3 sales – unless it helps the company win market 
share from rivals. Yes, similar concerns about the impact of 
business inkjets on HP laser sales have been misplaced. But 
cannibalisation is not the only threat to A3 MFP sales. Who 
knows what the impact will be of HP PageWide A3 devices 
offering a low-cost alternative to toner MFPs for the 5% of 
pages printed in A3 when they are launched next year.

James Goulding, Editor
07803 087228   james@printitreseller.uk
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Jet Tec are focussed upon progression 
within their portfolio of products, 
and have been actively developing 
new cartridges in the first quarter 
of the year, with the launch of their 
remanufactured HP 62XL and Brother 
LC123 inkjets, and more than thirty 
remanufactured laser toners launched 
between February and March, 
including the Brother DR321CL, HP 
CF380A range, Samsung MLT-203E and 
brands like Kyocera and Lexmark.  

They have always invested heavily into 
research and development, and because of 
this, are able to release products in quick 
succession. Furthermore, they feel strongly 
about the fact that they are a British 
remanufacturer, able to produce everything 
on one site; it has allowed them to exert 
full control over the quality processes, 
and ensures that they can offer the latest 
products to their customers safe in the 
knowledge that they have been produced 
to the highest standard; even after twenty 
years the company’s focus remains to 
provide a quality, cost effective alternative 
to the OEMs and this vision of commitment 
has long since established them as a 
leading brand.

Recently, there have been a number 
of scaremongering articles about 
‘non-genuine’ cartridges in an attempt 

to incite doubt into the mind of the 
consumer.  However, Jet Tec sees this as 
an opportunity to inform people about the 
benefits of buying remanufactured inkjet 
and toner products – reducing the impact 
to the environment being just one of them 
– and emphasis is placed on ensuring 
that customers are satisfied that they are 
buying high quality products, made right 
here in the UK. Consumer choice is now 
extensive and if the market can challenge 
the imported clone products, Jet Tec are 
confident they can benefit, and improve 
consumer experience.

At the moment, we live in a time where 
for the most part, price takes precedence 
for the consumer. Some will tend to opt 
for the cheapest ink cartridge; usually an 
imported product and usually of a poorer 
quality. However, Jet Tec have found 
that there are an increasing amount of 
customers who do care where their items 
have originated from because there has 
been a shift of emphasis from price to 
quality. British made products have a 
reputation for being of a higher quality 
compared to imported goods and the fact 
that Jet Tec also offer full technical and 
marketing support for all products, which 
is easily accessible, customer’s can feel 
confident that they will always be able 
to speak with one of their team directly 

2016 looks set to be one of Jet Tec’s most productive yet in 
terms of new inkjet and laser toner releases, the launch of 
their new eco tank ink bottle range, and the fact that this 
year they are celebrating twenty years of success within the 
remanufacturing industry.

Jet Tec has  
the bottle

should they need to.
Jet Tec also offer two and three year 

guarantees across their extensive range 
of inkjet and toner cartridges respectively, 
and their development team ensure that 
all products are rigorously tested prior to 
remanufacturing to guarantee excellent 
product performance. They appreciate 
that print is a big part of business spend, 
so are more than happy to support their 
customers with sampling, product training, 
end user visits and factory tours to give 
confidence throughout the chain.

They are fortunate to be privately 
owned and given their facilities based 
here in the UK, they have the capacity to 
increase production, as well as being a 
credible supplier to the UK & European 
market. This provides them with a great 
platform to extend their range of products, 
and meet customer demands for new 
markets.

Looking ahead, the next advancement 
in their strategy sees the launch of the new 
Jet Tec ink bottles – an alternative refill 
option for Epson eco tank printers. This is 
an exciting expansion for the Jet Tec brand; 
adding another string to their development 
bow. The project was discussed with 
customers at the Paperworld RemanExpo 
at the beginning of the year, and Jet 
Tec will also be showcasing them on 
their stand at the forthcoming London 
Stationery Show in the Business Design 
Centre at the end of April.
www.jettec.com

Jet Tec have 
found that 
there are an 
increasing 
amount of 
customers 
who do care 
where their 
items have 
originated 
from

http://www.jettec.com
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Duplo named supplier  
of the year
Duplo International beat off heavyweights 
like Canon UK, Konica Minolta and Ricoh 
UK to be named Supplier of the Year at 
the recent British Association for Print and 
Communications (BAPC) awards.

The other big winners were Formara 
(Environmental Printer of the Year) and Brilliant 
Media (Business of the Year).  

Sidney Bobb, BAPC chairman, said: “All the 
winners and short-listed companies were chosen 
by independent assessors and members of the 
BAPC, which is run by printers for printers and 
shares a wealth of knowledge and hands-on 
experience within our association. They can all 
be justifiably proud of their achievements, which 
I am sure will help them grow and create further 
business opportunities for their own customers.” 

Sharp donation
In the three weeks running up to Christmas, Sharp 
and its dealer network raised £6,306 for Make-
A-Wish UK. Angela Powell, Corporate Account 
Manager at Make-A-Wish, said: “We are incredibly 
grateful to Sharp for their impressive effort on 
behalf of Make-A-Wish. The money raised will 
help us to grant more magical wishes to brave and 
deserving young people and we can’t thank them 
enough for their support.”

Samsung is strengthening its managed 
print services offering by entering into a 
strategic alliance with NCR’s Telecom & 
Technology Group. 

Under the agreement, NCR will deliver a 
comprehensive set of managed print services 
to Samsung enterprise customers worldwide, 
including remote monitoring, help desk and onsite 
support, and deployment services.

Customers will have access to a global 
network of managed service centres and more 

than 17,000 NCR-badged service professionals, 
giving them the benefit of on-demand support 
inside and outside the workplace. 

Sophia Williams, Vice President and General 
Manager, Telecom & Technology Group at NCR, 
said: “Today, companies expect service providers 
to deliver consistent, global assistance wherever 
they are located. This agreement enables Samsung 
to provide its customers with a comprehensive 
suite of services that delivers the highest levels of 
solution availability across the globe.”

BULLETIN
Samsung strengthens global MPS 

Partner programme 
launched for Xerox 
DocuMate scanners
Xerox has launched an EMEA partner 
programme for Xerox DocuMate Scanners, 
providing resellers with rebates, special 
pricing on demo units, marketing support and 
product sales training. Qualifying resellers 
can display a Xerox DocuMate Scanner logo 
to highlight their partner status.

“This is by far the most aggressive, strategic 
programme we have ever launched for the EMEA 
market,” said Erik Banis, managing director, EMEA 
for Visioneer, a Xerox licensing partner. “It is 
designed to improve communications, support key 
partners and serve resellers operating in today’s 
competitive market.” 

The programme has three tiers, with increasing 
levels of support and incentives. They are 
Authorised Reseller, primarily for resellers selling 
scanners to small businesses; Select Partner, for 
solution-oriented resellers serving mid-sized 
organisations; and Authorised Service Partner, for 
solution-oriented resellers serving larger customers.

Banis added: “The programme reflects what 
our partners need in order to thrive. For example, 
the programme permits Xerox Concessionaires 
to join at the Select Partner level, immediately 
increasing their rebates and incentives. We know 
it’s important for dealers to see benefits quickly if 
we want them to stay in the programme, so we’ve 
built that in. Every reseller in our channel will earn 
rewards by participating in the programme.”  
www.xerox.com

Canon has launched a new version of 
its integrated network print and scan 
management software, uniFLOW. 

uniFLOW makes it possible to print and scan 
from any connected PC or mobile device to any 
uniFLOW-enabled printer or scanner on the 
network, including devices from other vendors, 
securely and with centralised management and 
reporting of print usage and costs.

Version 5.4 boasts a number of 
enhancements, including:
n a new scanning interface that works with 
ScanFront scanners, as well as imageRUNNER 
ADVANCE MFPs, and enables users to scan 
straight into document storage platforms like 
Microsoft SharePoint and OneDrive or submit files 
into business process workflows like Therefore; 
n the ability to create user profiles, with 
personalised options, that can be synchronised 
across all devices;  
n simplified price profile creation that makes 
it easy to set up accurate costs for printing on 

each device and create a pricing structure for 
environments like universities or serviced offices, 
or where individual teams have specific print 
budgets; 
n integration with Canon’s iW Secure Audit 
Manager Express application, which identifies 
and protects sensitive information, preventing 
the duplication of protected documents and 
alerting a security manager if certain keywords 
are recognised; 
n compatibility with Canon’s Océ PlotWave and 
ColorWave wide format printers, so that users 
who need to print large images or technical 
documents can do so using the familiar central 
uniFLOW system; and
n integration with the Océ PRISMAdirect print 
room management platform, used to control 
Canon’s imagePRESS range of professional 
production printers. This enables a uniFLOW user 
database and budget structure to be integrated 
into a print room environment.  
www.canon.co.uk

New version of Canon uniFLOW

Samsung has won the 
‘Monochrome Printer/ 
Multifunctional Printer (MFP) 
Line of the Year’ Award from 
Buyers Laboratory Inc. (BLI) 
for the fourth time since 
2012. BLI praised Samsung’s 
mono line-up for its reliability, 
robust design, strong 
performance, cost and energy efficiency, 
environmentally friendly features and ease of use.

http://www.xerox.com
http://www.canon.co.uk
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InPrint 2016 selling out 
fast
InPrint 2016 show organisers FM Brooks are 
considering taking on more space to meet 
high demand, after selling 80% of available 
space with months to go before the third 
staging of the industrial print show on 
November 16-17 in Milan, Italy.

InPrint Co-Founder Frazer Chesterman said: 
“We chose to locate InPrint 2016 in Milan because, 
outside of Germany, Lombardy is the largest 
manufacturing region in Europe. Italy’s leadership 
in textiles is well known, but other decorative 
segments are thriving in Northern Italy too. These 
include wood decoration and lamination, glass, 
plastics, ceramics, packaging and the famous Italian 
automotive industry. InPrint 2016 will showcase all 
these technologies as well the latest market leading 
screen printing and digital inkjet developments.” 
www.mackbrooks.com

Selling guide 
Tech Data and Microsoft have jointly produced a guide showing 
how Microsoft technologies and Windows 10 in particular can 
accelerate learning in schools and classrooms. Kirsty Prigmore, 
Public Sector Marketing Manager at Tech Data, said: “Microsoft 
is putting a lot of effort and investment into providing the right 
software tools and services for modern learning environments. 
We’ve been working together successfully to support resellers 
in developing business in the education sector and the guide 
is the latest product of that partnership. We’re hoping it will 
inspire more resellers to start targeting schools and colleges, as 
many already do very successfully.”
www.techdata.co.uk/publicsector/ 
microsoft-reseller-guide

Bluefish extends 
commitment to Spicers
Midlands-based Bluefish Office Products 
has renewed its commitment to Spicers, 
extending its contract with the wholesaler 
for a further three years.

Bluefish Managing Director Mark Heath said: 
“Our expectation from a key partner is that they 
provide an ongoing great service, with the right 
level of inventory and a product portfolio that fits 
our customer base at the right price. Trading with 
and committing to one main partner provides us as 
a business with real benefits of continuity.”  
www.spicers.co.uk 
www.bluefishoffice.co.uk

Call for entries
The Stationers’ Company is calling for 
entries to its annual Innovation Excellence 
Awards, celebrating innovation and 
creativity in the UK Communications and 
Content Industries. 

The Awards, launched in 2014 to highlight the 
valuable contribution the industries make to the 
UK economy and society, invite organisations to 
demonstrate best practice in product design, services, 
campaigns or business process development. 

Tony Mash, the Stationers’ Company Industry 
Committee Chairman, said: “Our panel of judges 
will evaluate entries on their innovation, ability to 
generate economic growth in the sector and overall 
positive social impact.”

Winners will be announced at a lunch and 
exhibition of all entries at Stationers’ Hall on  
June 27. 
www.stationers.org

VOW enhances 
e-commerce site
VOW has upgraded the OPinfo.net 
e-commerce site with new branding, a 
responsive design for mobile and tablet 
users, enhanced product imagery, details 
of linked and cross-sell products for items 
and more descriptive product information.

Providing all the functions of a standard 
e-commerce website, bar online purchasing, 
OPinfo.net is designed for VOW resellers that 
don’t have an e-commerce website or web store. 
Customers can use OPinfo.net to browse and 
view products online, which they can then order 
directly from the reseller/dealer. 

The site also has an enhanced 'dealer locator' 
feature for end users who stumble across the site 
and want to order or find a VOW dealer in their 
area.   www.voweurope.com

Integra 2016 conference 
dates
Integra Office Solutions has announced 
that its 2016 National Conference will be 
held on September 15 at the East Midlands 
Conference Centre and Orchard Hotel, 
Nottingham.

The focus of this year’s event will be 
connecting independent dealers with opportunities 
to accelerate their growth. Highlights include a 
series of informative business sessions and an 
exhibition that is expected to attract over 70 key 
partners. The day will be rounded off with a black 
tie Gala Dinner and awards ceremony.   
www.integraofficesolutions.co.uk

MICROSOFT
IN EDUCATION
Accelerate insight and impact an 
immersive learning experience.

2016 edition

Customisable marketing 
tools for SMB resellers
Following extensive customer feedback, Tech 
Data has launched a set of online tools for 
SMB resellers. These include a streamlined 
Marketing Portal, giving access to template 
emails,  web banners and white papers, and a 
set of Web Store options with a simple data 
feed provided free of charge.

The resources are being made available through 
Tech Data Accelerate, an SMB-focused microsite 
that also provides quick links to Tech Data’s Credit 
Elevator, Vendor Partner Programmes and Events.

The Marketing Portal provides a quick and easy 
way for resellers to produce customer emails from 
marketing templates to which they can add their 
own messages, links and contact details. Over 30 
vendors are represented on the portal, including HP, 
Microsoft, Samsung, Cisco, Dell and Lenovo.

The Tech Data Web Store is also accessible 
via the Accelerate pages. Registered resellers and 
retailers can make use of a free data feed, enabling 
them to display details and pricing of the entire Tech 
Data portfolio within their own website. 

For £395 per annum, resellers can have their 
own ecommerce site with fully-functioning shopping 
cart. Tech Data will despatch orders directly to 
the end user in the reseller’s name. A full website 
construction and maintenance service is available 
for £995 per annum.  
www.techdata.co.uk/accelerate

http://www.mackbrooks.com
http://www.techdata.co.uk/publicsector
http://www.spicers.co.uk
http://www.bluefishoffice.co.uk
http://www.stationers.org
http://www.voweurope.com
http://www.integraofficesolutions.co.uk
http://www.techdata.co.uk/accelerate
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Fast-growing IT solutions provider Ultima 
Business Solutions is relocating its Reading 
headquarters to Manor Park, a 118,800 sq 
ft business and technology campus on the 
town’s Basingstoke Road.  

All 230 of the company’s existing head office 
employees, out of a total workforce of 350, will 
move to the new premises. In addition, Ultima 
plans to take on 35 new recruits to fill sales and 
technical services positions.

Chief executive Scott Dodds said: “We have 
just celebrated our 25th anniversary in the IT 
industry and the potential for Ultima to grow with 

our customers as they innovate their businesses 
through modern technology and cloud services is 
greater now than ever. In order to accommodate 
our growing sales, technical and back office 
teams, we’re moving our headquarters to Manor 
Park and increasing our headcount at the same 
time. We will also retain our recently expanded 
London office near Fenchurch Street Station.” 

Ultima is making the move after acquiring the 
Manor Park campus, comprising three buildings 
let to a number of office/high-tech occupiers.
www.ultima.com

Ultima Business Solutions moves to new Reading HQ

British Gulf War veteran and best-selling 
author, journalist and broadcaster, John 
Nichol is to be guest speaker at the sixth 
Synaxon Annual Member Conference taking 
place in Nottingham this June.

The RAF navigator and Flight Lieutenant was 
at the centre of one of the most pivotal events of 
the conflict, after his aircraft was shot down by 
Iraqi forces in January 1991 and he was held as 
a prisoner-of-war and tortured by his captors. The 
ensuing pictures were flashed around the world and 
became an enduring symbol of the first Gulf War.

Nichol has since become a renowned 
motivational speaker and will address delegates at 

the Synaxon Tomorrow’s World conference taking 
place on June 16-17 at the East Midlands Hotel 
and Conference Centre in Nottingham.

Derek Jones, Managing Director of Synaxon UK, 
said: “We want to encourage our members to look 
forward and be positive, to be bold and ambitious, 
to plan ahead and believe that they can achieve 
their goals. We are very excited to have John Nichol 
as our guest speaker and I am certain he will be 
a real inspiration to our members. His experiences 
qualify him to speak with unquestionable authority 
about surviving change and adversity and turning 
it to your advantage, and about having self-belief, 
planning ahead and being progressive in everything 
you do.”

The reseller services group is continuing to 
expand its offering. In February, it added the 
leading online security and privacy software 
vendor, F-Secure, to its list of supplier partners, 
and on March 1, it entered into a partnership with 
Spire Technology (www.spire.co.uk), the trade-
only provider of PC components, peripherals and 
consumer electronics products.
http://synaxon.co.uk/events/ 
2016-conference/

Apogee has opened new regional hubs in 
Scotland and Wales to support growing 
demand for its proactive managed services 
and production print systems.

The new offices on the Scottish Enterprise 
Technology Park in East Kilbride, Scotland and the 
Cardiff Gate Business Park in Wales are the fast-
growing company’s 10th and 11th UK locations.

Commenting on the new Scottish hub, Apogee 
Joint CEO Robin Stanton-Gleaves said: “The 
investment we have made in our new office and 
a whole new sales team based there gives us a 
great hub in central Scotland from where we can 
support local businesses and organisations with all 
their document and process requirements.”

He added: “We already have a significant 
number of clients in Scotland, with locally-based 
managed service engineers supporting them and, 

with this new office and account management 
team, we expect to grow our business rapidly.”

In the first two months of 2016, Apogee took 
on an additional 30 members of staff, and still had 
a further 20 vacancies to fill across sales, service 
and business support functions.
www.apogeecorp.com

Grand opening for 
Blackbox Solutions
Blackbox Solutions, the subject of PITR’s 
dealer profile last issue, has officially 
opened its new head office in Maidstone, 
Kent, laying the foundations for further 
growth.

Located in The Old Printworks, Medway Street 
in Maidstone’s town centre, the new headquarters 
were officially opened by the Mayor of Maidstone, 
Councillor Daniel Moriarty. He was joined by 
the Leader of Maidstone Borough Council, Fran 
Wilson, and the Council’s Chief Executive Alison 
Broom. The opening event was also attended by 
local businesses and existing clients. 

The Mayor said: “I’m pleased to welcome 
Blackbox Solutions to Maidstone. This new head 
office will serve as the central hub for Blackbox 
Solutions’ operations and I’m confident that they 
are well placed to continue their incredible growth 
story in this thriving town.”

Colin Griffin, Blackbox Solutions Managing 
Director, said: “We are thrilled to have moved 
into these fantastic new headquarters right in the 
heart of Maidstone. This move gives us access 
to a growing local economy, a skilled workforce 
and a strong strategic location, all of which will 
serve as a foundation for the continued expansion 
of our business. We have already started to 
recruit additional staff from Maidstone and the 
surrounding area.”
www.blackbox-solutions.co.uk

(l-r) Colin Griffin and the Mayor of Maidstone, 
Cllr Daniel Moriarty 

John Nichol to speak at Synaxon conference
John Nichol

Apogee opens regional hubs in Scotland and Wales

http://www.ultima.com
http://www.spire.co.uk
http://synaxon.co.uk/events
http://www.apogeecorp.com
http://www.blackbox-solutions.co.uk
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Talent development 
Capita Document & Information Services 
has appointed Andrea Cadd as talent 
development manager. Based in Gresham 
Street, London and covering locations 
in London, Birmingham, Bristol and 
Cambridge, she will help the business 
attract the best people and nurture and 
develop the skills of existing employees. 

Andrea has worked at Capita since 2003 and 
joins Capita Document & Information Services 
from Capita Talent Partnerships where she worked 
on the design, implementation and management 
of a number of programmes, including senior 
management development and recruitment.   
www.capita.co.uk

Picquet to leave Duplo 
Duplo International has announced that 
CEO Bruno Picquet is to leave the company 
in April after five and a half years’ service 
during which time the company’s turnover 
has increased by 20%.

Bruno is heading for ‘pastures new’ in his home 
country of Belgium and hoping for a better work-life 
balance than that afforded by his current weekly 
commute to and from the UK. Bruno estimates that 
last year, he spent 223 days away from his family.

Duplo International Chairman Robin 
Greenhalgh said: “Bruno has been a wonderful 
asset to our business. He has helped focus and 
shape us, and we are in an extremely healthy 
position to grow the business even further in 
the coming years. We thank him for his drive, 
focus, passion for Duplo and, of course - allez, his 
Belgish! We wish him every success in the future.”
www.capita.co.uk

Mode first After more than 20 years in business, Mode Print 
Solutions hosted its first Sales Awards Dinner on 
January 29 at Tewinbury Farm, Hertfordshire. The 
event was attended by employees and suppliers of the 
London and Hertfordshire family business, plus guest 
speaker Matthew Le Tissier. Commenting on the awards, 
Sales Director Michael Davis said: “The awards dinner 
celebrates our success and our continuing growth. 
Mode truly stands out from others in the industry by 
concentrating on personal and team development. Our 
high quality sales process allows individuals to progress 
from trainee to managing their own sales team.”

Armor UK expands
ARMOR Office Printing has appointed Bee 
Sanghera as IT Channel Manager for United 
Kingdom Sales. Reporting to Sean Loftus, Head 
of Armor Office Printing UK Sales, Bee will be 
responsible for the IT distributor/reseller channel. 
Bee has 17 years’ experience with XMA/Westcoast, 
working in a variety of sales and business 
development roles. Sean Loftus said: “Bee will 
bring a great deal of experience and expertise to 
the role and is well connected to these channels. 
She will be a tremendous addition to the UK team 
and will make the necessary impact in accelerating 
the turnover of the Armor business within UK, the 
second market for cartridges of Armor Group.”

Heavy hitters join Close
Close Brothers has expanded its Technology 
Services Division with the appointment 
of three ‘heavy hitters’ to enhance the 
division’s offering and drive business 
growth.   

Set up in Q4 2015, Close Brothers Technology 
Services forms part of the Close Brothers Leasing 
and Rentals division and offers UK businesses 
support when acquiring, deploying, financing and 
managing technology assets.

The new appointments – Sean Callanan, 
director of technology & services; Nick Moody, 
director of business development; and David 
Forbes, director of sales – will report to managing 
director Ian McVicar. 

Sean joins Close Brothers from Hewlett 
Packard Financial Services, where he held the 
position of asset recovery leader responsible for 
managing the technology value-add services 
offered to HP’s global customers across EMEA. 
Sean will lead on the division’s sustainability 
solutions and focus on the re-use of IT.

Both Nick and David join Close Brothers from 
Lombard Technology Services. Nick led its business 
development activities, a role he will now perform 
for Close Brothers Technology Services. David was 
regional sales director.

Ian McVicar, MD of Close Brothers Technology 
Services, said: “By adding additional expertise to 
our business, we aim to be the go-to provider for 
businesses looking to reduce their IT expenditure, 
boost efficiency and improve control to deliver 
more sustainable solutions.”
www.close-leasing.co.uk

ZenOffice celebrates sixth consecutive year of growth
ZenOffice achieved its sixth consecutive year 
of growth in 2015, with a 30% increase in 
turnover to more than £14m. Since 2009, 
turnover at the Manchester-based firm has 
risen  by 230%, from £4.3m to £14.3m.  

Following its successful year, ZenOffice has 
made changes to the senior management team. 
Group Commercial Director Bruce Davie has been 
promoted to Managing Director and will assume 
full day-to-day responsibility for the running of the 
business.

This frees up Group CEO Les Kerr to focus on 
the strategic long-term direction of the business 
and the expansion of its products and services 
portfolio through acquisition and diversification. 

Kerr said: “Bruce has had an excellent three 
years at ZenOffice and the time is right for 
him to take over the day to day running so I 

can concentrate on the strategic growth of the 
business.”   www.zenoffice.com

(l-r) Bruce Davie and Les Kerr 
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Despite tightening margins, falling prices 
and an incomplete recovery from the 2008 
financial crisis, printers are increasingly 
optimistic about their prospects, according 
to the third drupa Global Trends Report 
(2016).

Analysis of the views of 750 printers in the 
three years leading up to drupa 2016 shows 
that in 2015 there was a 25 percentage points 
difference between printers who thought they 
were doing well (37%) and printers who thought 
they were doing badly (12%).

When asked, how they thought their financial 
situation would change in 2016, 50% thought it 
would get better compared to 6% who thought 
it would deteriorate – a positive balance of 44%. 
Optimism is greatest in Africa, Australia/Oceania, 
Middle East and Asia and in commercial and 
industrial printing.

Digital printing technologies are showing the 
fastest growth (28% on average), but sheet-fed 
offset lithography is also growing, particularly in 
publishing, with a net positive growth of 7%, and 
in packaging (+12%). Digital print now makes up 

25% or more of turnover in one third (35%) of 
commercial printers.

Printers and suppliers both cited strong 
competition as the biggest constraint to growth. 
Lack of sales was almost as big a factor, caused by 
the difficulty in finding new customers (58%) or 
good sales staff (35%). 

The report is available for download from the 
drupa website.   
www.drupa.com

01732 75972510
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Printers more optimistic despite 
pressure on margins

Back in business
The Print Bureau in Hebden Bridge, West 
Yorkshire was one of many businesses 
affected by flooding at the end of last year. 

With all of its print devices damaged beyond 
repair, the firm needed to get back into operation 
as soon as possible. Apogee identified the exact 
configuration for a five-colour Ricoh digital press 
and fast tracked its installation.  

Mike Dumbreck, Owner of Print Bureau, said: 
“The level of service provided by Apogee has been 
great from the start. Within a few weeks of being 
hit by the floods, we were up and running again 
and were able to offer free banners and leaflets for 
local businesses that were also affected. Apogee 
quickly supplied a state-of-the-art five-colour 
device that can print white on coloured paper 
stocks. This has great appeal for our customers and 
has opened up new avenues for local business.” 
www.apogeecorp.com

Paper waste 
CartridgePeople.com claims UK businesses are 
‘wasting’ the equivalent of £1.6 billion on printing 
every year, with each worker throwing away 
an average of 6,500 sheets of paper. It advises 
businesses to ‘gamify’ printing by rewarding 
teams that reduce the amount of paper they use 
and displaying leaderboards to encourage friendly 
competition.   www.CartridgePeople.com

Businesses squander promise of digitisation
In the next two years, organisations in 
North America and Western Europe plan 
to remove paper from all but 9% of key 
business processes, even though in more 
than half of them (55%) workflows are 
still largely or entirely paper-based.

A survey of 600 IT decision-makers by Xerox 
highlights deep concern over paper-based 
processes, including cost (42%) and security 
(42%), and an appetite for greater automation, 
with three quarters of respondents having 
identified certain functions as candidates for full 
robotic automation. 

The most popular include accounting (38%), 
expenses reporting (37%), accounts payable 
(36%) and customer care (35%).

The Digitisation at Work report questions the 
ability of organisations to achieve these aims, 
pointing out that 29% of organisations still 
communicate with customers via paper, rather 
than email or social channels, and that many have 
yet to implement fairly basic changes to processes.

Almost half (47%) have still not introduced 
or improved cloud services; 45% have not yet 

incorporated predictive analysis as part of a big 
data strategy; and 40% have not introduced 
solutions for the mobile workforce.

Andy Jones, vice president or Workflow 
Automation, Large Enterprise Operations at 
Xerox, said: “Organisations foresee a lean 
and agile digital future but current business 
processes are still weighed down by paper. The 
disconnect between an organisation’s vision 
and the steps required to achieve successful 
digital transformation has stalled the promise of 
digitisation.”
www.xerox.com

Herald Graphics 
investment pays off 
Investment in a Ricoh Pro C7100X has 
opened new markets and opportunities 
for Reading-based Herald Graphics. 
The new digital press, supplied and 
maintained by Reflex Digital Solutions, 
has helped the family-owned commercial 
print firm to improve turnaround times, 
increase capacity and enhance its 
customer offer.

After thoroughly researching the market 
and looking at the latest digital presses on offer 
from a range of OEMs, Herald Graphics selected 
Reflex to supply and maintain the new high 
speed colour production digital printer. 

“Reflex’s approach and recommendation 
were spot on. We looked at a number of 
alternatives but, as a local business, we wanted 
to work with a local provider. The proposal was 
on budget and ticked all the boxes,” explained 
Herald Graphics Managing Director Peter Rixon.

He added: “Reflex’s service operation is very 
slick. If we need an engineer they are on-site 
very quickly and they always call us first, so 
they are armed with all information to ensure a 
first-time fix.”   www.reflextdc.com

http://www.drupa.com
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http://www.reflextdc.com


*  Purchase must be made between 1st March 2016 and 31st March 2017. 
3 Year Warranty must be claimed within 30 days of purchase.  
Eligible models: imageFORMULA P-208II. imageFORMULA P-215II. imageFORMULA DR-F120. 

Enjoy great savings and greater 
peace of mind with Canon’s  
3 Year Warranty Promotion
When you purchase selected Canon scanners*

Canon scanners usually come with a minimum one year warranty. Now you can enjoy a 3 Year 
Warranty at no additional cost. Once you’ve made your purchase, claiming your 3 Year Warranty is easy. 
From 1st March 2016 simply register your scanner within 30 days of purchase.

For full 3 Year Warranty details please visit:  
www.canon.co.uk/office-printers-scanners-promotion/ 
and for more information on Canon Scanners please visit: www.canon.co.uk/scanners
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Prolific Solutions planning for growth
Toshiba TEC channel partner Prolific 
Solutions is taking advantage of a free 
business accelerator programme to support 
its next period of growth.

The Bristol-based provider of Toshiba TEC 
multifunction products (MFPs) and software 
has won a place on the Bristol Hatchery of 
Entrepreneurial Spark programme. Powered by 
NatWest, Entrepreneurial Spark is the world’s 
largest free business accelerator for start-up and 
scale-up businesses.

A unique not-for-profit organisation, with a 
mission to generate positive social change through 
‘entrepreneuring’, Entrepreneurial Spark operates 
nine Hatcheries throughout the UK. These provide 
expert mentoring, support and acceleration to help 
businesses grow. Almost nine out of 10 (88%) 
businesses that have been through the programme 
are still trading today – double the normal survival 
rate for start-ups.

Jim Duffy, Chief Executive Officer at 
Entrepreneurial Spark, said: “We have developed 
a proprietary enablement programme that takes 
entrepreneurs through a cognitive and action-
centred development process, from boot camps 
and ideation to shaping mindsets and hosting 
workshops. We want to help create the next 
generation of successful business people from 
all vertical sectors. With ambassadors including 
NatWest and KPMG, those on our programme 
have access to some of the nation’s best business 
brains.”

Prolific Solutions has signed up for the 
programme to gain strategic direction as it enters a 
new growth phase.

Its acceleration will last for six months, with an 
option to extend it for up to 18, if it demonstrates 
exceptional growth potential. The company hopes 
that its experience with Entrepreneurial Spark will 
boost its growth prospects and help it increase 
revenues and establish itself as a leading supplier 
of Toshiba TEC equipment in the South West region. 

Since it was founded in 2012, Prolific 
Solutions has earned an enviable reputation 
for providing a high level of personal service.

Director Paula Horton said: “We have the 
support of a big name brand but because we’re an 
approachable, independent firm, we are always on 
hand to meet the needs of our clients in person. 
We provide insight and advice that comes from 
years of experience and this allows us to find the 
best ways helping our customers monitor and 
reduce the cost of their printing and copying.”

The company already benefits from using 
Toshiba Direct for servicing, maintenance, training 
and aftercare and draws on Toshiba TEC’s advice 
and guidance on a regular basis. In addition, it 
has found that Toshiba TEC’s pioneering Carbon 
Zero scheme is proving popular with customers 
looking to lower their impact on the planet by 
using MFPs that offset any CO2 produced during 
their manufacture and supply through a range of 
initiatives coordinated by co2balance, the leading 
global carbon management company. 

Toshiba TEC Indirect Channel Marketing 
Manager Chris Mills said: “Prolific Solutions is 
a great example of an enterprise that is aiming 
high and sees massive potential for developing its 
operation. By offering a level of service that always 
exceeds its customers’ expectations, I’m confident 
that working with Entrepreneurial Spark will only 
hasten its ability to grow and I look forward to 
many years of doing business together.”
www.toshibatec.co.uk

App-enabled Xerox 
MFPs open up new 
revenue opportunities 
for resellers
Xerox has enhanced the capabilities of its 
new i-Series of Xerox ConnectKey MFPs 
with ready-to-use apps that speed up 
paper-dependent business processes and 
make it easier for users to collaborate and 
work more effectively.

Jim Rise, senior vice president, Office and 
Solutions Business Group, Xerox, points out that 
the apps provide an additional source of revenue 
for resellers

He said: “The ConnectKey-enabled i-Series of 
MFPs allows businesses to go beyond printing, 
scanning, faxing and copying, and gives channel 
partners the tools they need to capture new 
recurring revenue streams.”

Ready-to-use apps accessible from the i-Series 
MFP interface include @PrintByXerox App, a 
free mobile cloud printing solution that enables 
employees and visitors to print securely from any 
mobile or network-connected device via a single 
email address; and a QR Code App that lets users 
print from and scan to a ConnectKey-enabled MFP 
by scanning a QR code with their phone/tablet.

Mobile Link is another useful app for iOS and 
Android devices. It enables users to create one-
touch, automated workflows on a mobile device 
so that they can remotely control a Xerox MFP and 
transmit documents to fax, email and cloud-hosted 
services like Box, Dropbox and Google Drive. 
A new camera capture feature lets users route 
photos of documents taken with a mobile device 
directly to relevant departments.

In addition, the Xerox App Gallery is now 
pre-loaded directly on the user interface of i-Series 
MFPs, giving users easy access to a variety of 
apps from Xerox and its partners. These include 
the new Xerox Easy Translation Service app, which 
translates documents scanned or captured on a 
smartphone/tablet and uploaded to a web portal 
into more than 35 languages.

Partners can tailor the user interface and 
automate customers’ business processes using 
Xerox App Studio 3.0 or, for more sophisticated 
customisation, the Personalised Application Builder 
(PAB) program.
www.xerox.comLeft to right: Bob Griffin and Paula Horton of Prolific, and Caroline Thompson from NatWest

http://www.toshibatec.co.uk
http://www.xerox.com


We are so confident that you will love our products, that when you 
buy one of the selected products from our range, you can return it 
free of charge within 30 days* if you are not 100% satisfied with 
its performance.

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

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

Chas Moloney
Marketing Director

Steven Hastings
IT Distribution Channel Director

qualIty Pledge
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Integra Office Solutions, the largest 
dealer group in the office and IT 
supplies industry, which recently 
reacquired 100% of the group’s share 
capital from independent investor 
Hemel Holdings, is focused on 
providing independent dealers with 
exceptional buying power. 

At its Opportunity Knocks National 
Conference, which took place at the end 
of November, Integra Managing Director 
Aidan McDonough said the dealer group’s 
new business model is geared to future 
growth and the development of new 
services and solutions to benefit members’ 
businesses. 

He championed the role of the 
independent dealer in an ever-changing 
marketplace and outlined a number of 
product and sector initiatives designed to 
help members win new business. 

The first of these is a group-specific 
print fulfilment service delivered in 
partnership with Vistaprint, a $1.5 billion 
printing business that has 15.5 million 
customers worldwide and each year 
processes 30 million orders. The corporate 
division, successful in the US and Europe 
for many years, launched in the UK 18 
months ago.

Print fulfilment
With an expected launch date in early 
March, Integra has joined forces with 
Vistaprint to provide its members with a 
professional print fulfilment solution that 
will enable them to add value to existing 
customer relationships and attract new 
business.

Purchasing Director Neil Basham 
says Integra members will have access 
to Vistaprint’s full range of 6,500 
professionally printed personalised 
products, including business cards, 
promotional branded gifts, calendars, 
stationery and marketing collateral. 

At its 2015 National Conference, Integra Office Solutions 
announced plans to forge a new strategic partnership 
with Vistaprint.

Integra forms strategic 
partnership with 
Vistaprint

Vistaprint will provide Integra 
members with a branded portal 
hosted on the dealer’s site, 
through which their customers 
can order items online. The 
dealer retains ownership of 
their customers and data and 
earns a healthy commission 
on all orders placed.

Printed items can be sent 
direct to the customer or to 
the dealer to deliver along 
with other office staples as 
part of a scheduled customer 
delivery.

Massive potential
Tim Webster, Head of European Business 
Development at Vistaprint Corporate 
Solutions, claims there is massive potential 
for dealers to achieve sales on print.

“There are a number of resellers who 
are securing around 20% of turnover 
from print and associated items, but there 
are many more that don’t have the tools, 
infrastructure or knowledge to leverage the 
opportunity. What we’re doing is providing 
dealers with a zero cost way to promote 
and sell a brand new range of printed 
items to their customer base, as well as 
helping those who already provide a print 
management service to top-tier customers 
to widen their offer across a wider client 
base,” he said.  

For end-users, the process is seamless; 
they select a template, upload a logo and 
place an order. Many items can be fulfilled 
in units of just one, making it an attractive 
and cost-effective option for the smallest 
of businesses, with all orders fulfilled 
within three days. 

“We’ve made it really very easy 
for dealers and importantly there’s no 
investment to make, apart from the time it 
takes to promote to their customer base,” 
explained Webster. “It’s a truly unique offer 

in this marketplace and one which presents 
significant earning potential.” 

He added: “We have a strong track 
record of success and a solid infrastructure 
that includes a global customer service 
operation which is there to provide any 
training or support that’s required.” 

Basham said: “Vistaprint has the 
scale and infrastructure to deliver first 
class levels of service to our members. 
It’s a trusted brand which is why we are 
confident opening this up to our dealers. 
We’ve already had lots of interest from 
members who are excited about the 
opportunity to add another string to their 
bow. 

“The business case is a compelling 
one and the potential earnings particularly 
attractive. With a wide range of products 
to promote, fast turnaround times and 
competitive pricing, we believe this will 
prove to be fruitful for members going 
forward.”
www.integra-office.com
www.vistaprint.com

We are 
providing 
dealers 
with a zero 
cost way to 
promote and 
sell a brand 
new range 
of printed 
items to their 
customer 
base
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WE PURCHASE USED EQUIPMENT
We purchase and collect used copiers 
from all over the UK. With our own 
fleet of vehicles and drivers we offer 
reliable and convenient collections.

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

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

YOUR USED COPIERS AND EQUIPMENT
Trade Copiers are one of the leading exporters of 
used copiers in the United Kingdom, because of 
the high demand from our export customers we 
are constantly looking for new suppliers of used 
equipment.

YOUR SURPLUS TONER & CONSUMABLES
With many years’ experience in purchasing 
unwanted copier and printer consumables, Trade 
Copiers offer you a fast and efficient alternative for 
all of your surplus toner and consumable stock.

WANTED!

1
2
3

Give our friendly and professional purchasing team 
a call on +44 (0) 1768 210800 and let us know what 
surplus equipment or consumables you have.

With many years of experience in the copier and 
consumable industry you can be certain that we will 
offer you the best possible prices. 

Free, nationwide collection of all of your surplus 
equipment and consumables using our own fleet of 
vehicles and logistics team.

Take our 3 easy steps to earn £££££s from  
your surplus equipment and consumables 

sales@tradecopiers.co.uk
www.tradecopiers.co.uk

Trade Copiers, Unit 63, Gilwilly Road, Gilwilly Industrial Estate, 
Penrith, Cumbria, United Kingdom CA11 9BL 

To see how we could help give us a call on

+44 (0)1768 210800

mailto:sales@tradecopiers.co.uk
http://www.tradecopiers.co.uk
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ADVERTORIAL

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 pone
 •  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

http://www.hp.com/go/TonerCheck
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CHANNEL SUPPORT

Last month Lexmark announced a 
new channel partner programme 
developed so that partners can offer 
a broader range of solutions to 
their customers, including hardware, 
supplies, break-fix service, managed 
print services and software solutions. 

The Connect Partner Programme 
provides qualifying partners with enhanced 
training and marketing support, including 
access to Lexmark’s online information 
resource, PartnerNet; a partner-specific 
training portal; and a completely revised 
set of sales and marketing tools. 

Here, PITR questions Martin Fairman, 
UK & Ireland Channel and SMB Sales 
Director at Lexmark, about the new 
programme and how it fits in with 
Lexmark’s growth strategy. 

PITR: Is the new Connect Partner 
Programme a replacement for existing 
programmes or additional to them?
Martin Fairman (MF): The Lexmark 
Connect Partner Programme has replaced 
the previous Channel Value Programme. 
Lexmark has consolidated its current 
channel programmes with the Lexmark 
Connect Programme, which packages up 
their features and benefits into a simple-
to-use global framework, to address the 
needs of the partner community.

PITR: Who is it targeted at?
MF: The Lexmark Connect Partner 
Programme has been specifically designed 
to support the partner community selling 
to customers who are increasingly looking 
to adopt a holistic, end-to-end approach 
to their data and document management, 
beyond just printing.

PITR: How does it differ from existing 
programmes?
MF: The new Lexmark Connect Partner 
Programme provides the channel with 
one unified programme framework that 
is designed to enrich partner offerings 
to their customers by connecting them 
to Lexmark’s expertise in providing MPS, 
solutions, software, supplies and services.

PITR: What is the main purpose of 
the new programme and why is 
Lexmark introducing it now?
MF: The main purpose of the new 
programme is to make things easier 
for Lexmark’s partners. We’ve definitely 
noticed that the channel landscape is 
evolving and we want to ensure that 
our partners are prepared for this as much 
as possible. The printer market is migrating 
to devices that can be integrated into 
end-to-end solutions, such as document 
management, and partners need to be 

Lexmark launches new channel partner programme 

Q&A
aware of, and fully prepared to exploit, the 
changing dynamics of the market.

PITR: Is it being introduced in 
response to feedback from resellers 
or is Lexmark being proactive?
MF: We’ve introduced the programme 
proactively to address the shifting dynamics 
of the market and the changing perception 
of partners. A recent IDC study (Western 
European Hardcopy SMB End-User Survey 
2014) found that 71% of SMBs that 
have looked beyond purchased hardware 
and towards services and solutions have 
purchased these solutions from a channel 
partner or recognised software provider as 
they look to ease the burden of document 
management and cost.
 
PITR: How are the needs of Lexmark 
resellers changing?
MF: The needs of partners are changing 
because their business role has grown. 
Alastair Edwards, Principal Analyst at 
Canalys, recently noted that resellers have 
evolved from being pre suppliers of products 
and support to becoming trusted business 
partners1. This is exactly what we’re finding. 
Companies are increasingly turning to 
advanced technology to solve these business 
challenges and relying on the specialist 
nature of their partners as providers.

PITR: Where was the new Connect 
programme developed and are there 
any regional variations?
MF: The Connect Partner Programme was 
developed from a global point of view. 
As with any rollout there will be regional 
variations. Through our online information 
resource, PartnerNet, Lexmark’s channel 
partners are able to access a partner-
specific portal for full details of the 
programme.

Lexmark channel partners can find 
out more about the programme at 
partnernet.lexmark.com.

1 Canalys, Media alert: Connected insights to 
revolutionize channel business models, 06 October 
2015. www.canalys.com

Cloud-based invoice processing for SMEs
Lexmark has expanded its solutions portfolio with a cloud-based invoice processing solution 
designed specifically for the accounts payable function in small and medium-sized businesses.

ReadSoft Online R8 automates invoice capture and processing, reducing manual data entry and cost-per-
invoice processing by as much as 90% and helping to eliminate duplicate or lost invoices.

 It can be used to upload invoices to ReadSoft Online, scan paper-based invoices and capture invoices 
received via email.

Business-critical content is extracted and verified 
and then automatically routed to an optional approval 
workflow. Invoice images and data can also be 
transferred to downstream applications and repositories.

ReadSoft Online R8 integrates with many ERP 
systems and incorporates business logic with country-
specific knowledge to efficiently capture data from 
vendor invoices. It runs on Windows Azure and offers 
secure 24/7 availability and access to real-time product 
updates.

More than 2,700 small and medium-sized businesses 
already rely on ReadSoft Online to improve their 
operations and productivity.   www.lexmark.co.uk

ReadSoft Online R8 
Highlights
n  Enhanced line item extraction and 

verification
n More intuitive, modern user interface
n  Excel imports for supplier and purchase 

order master data
n  Support for 18 languages of invoice origin, 

including simplified Chinese
n Expanded supplier recognition capabilities

Martin Fairman, 
UK & Ireland 
Channel and SMB 
Sales Director, 
Lexmark

http://www.canalys.com
http://www.lexmark.co.uk
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JOIN THE UK’S
MOST EXPERIENCED 
PARTNER ONLY
NETWORK

Here at UTAX, we believe in a true partnership approach. 
Through us, our network of authorised partners have access 
to industry leading sales, technical and marketing support to 
allow them to do what they do best. Be experts in their field.

For more information call +44 (0)1793 786 000 
or email sales@utax.co.uk

UTAX(UK) Ltd, 89 Shrivenham Hundred Business Park, Majors Road, Swindon, SN6 8TY
UTAX – A registered brand of TA Triumph-Adler GmbH

www.utax.co.uk
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In the latest ranking of preliminary 
patent results issued by IFI CLAIMS 
Patent Services, two of the top 
three US patent recipients in 2015 
were companies with substantial 
print interests. IBM topped the list, 
followed by Samsung in second place 
and Canon in third. Another printer 
company, Toshiba, was in sixth place.

Clearly, Samsung, Canon and Toshiba 
are highly diversified businesses with a 
history of innovation in IT, networking 
and consumer electronics, as well as print. 
Compared to developments in mobile 
communications, the cloud and emerging 
tech areas, such as healthcare and IoT, 
imaging can appear mature and unexciting.

Those involved in the industry see 
things differently. In our survey of industry 
trends reported in last month’s issue, there 
was little support for the notion that the 
print industry was suffering from a lack of 
innovation. 

As the success of HP’s PageWide 
technology shows (see page 30), the 
print industry still presents enormous 
opportunities for vendors that invest in 
R&D. And not just on the hardware and 
supplies side – the evolution of printers 
into document hubs opens up new areas 
for diversification into software, solutions 
and cloud services.  

Jeremy Spencer, Marketing Director 
of Toshiba TEC UK, says that with new 
technologies being developed in more 
than 30 R&D laboratories and over 300 
subsidiary companies around the world, 
Toshiba engineers are dedicated to finding 
new solutions in a range of industries.

“Toshiba is a world leader and innovator 
in high technology, spanning IT and 

communications systems, digital consumer 
products, electronic devices and home 
appliances. Year on year we file thousands 
of patents, leading the way within each 
industry sector, making innovation a key 
part of the Toshiba fabric,” he said.

This includes developments in imaging. 
According to Spencer, some of these are 
already in the pipeline and will be revealed 
shortly. “We have a fantastic range of new 
products and solutions that we will be 
showcasing over the coming months, so 
watch this space,” he said.

KYOCERA recently strengthened its 
focus on innovation in the UK, setting 
up a ‘Technology and Innovations’ team, 
headed by Eddie Ginja, which will focus on 
delivering and managing new technologies. 
Ginja said that research and development 
is extremely important to KYOCERA, 
“especially as we are crossing the chasm 
from a print manufacturer to a complete 
document management system company”. 

“An example of KYOCERA’s innovation 
is the latest release of our own ‘print and 
follow’ technology called KYOCERA Net 
Manager. Its functionality is not limited 
only to print and follow, but seamlessly 

Investing for  
the future

integrates mobile and cloud printing,” he 
said.

Ginja added that KYOCERA is also 
looking at opportunities for solutions 
integration using Solution Orientated 
Architectures (SOA).

Vital to our business
Another printer company with a strong 
focus on R&D is Sharp. 

Jason Cort, Director of Product Planning 
and Marketing, said: “R&D is vital to 
our business. Sharp’s overall vision is to 
transform the way that organisations 
engage with information through connected 
technologies. To achieve this, we spend a 
great deal of time with customers, partners, 
our own people and analysts, to look at 
what it is that Sharp really stands for. We 
also look at emerging technologies and how 
they can be applied to new devices, products 
and applications to align with this vision.” 

He added: “The research process has 
been fundamental to creating a vision which 
really resonates with our stakeholders. 
Our R&D functions are ultimately there to 
develop products and services based on 
existing technologies, but also to spot and 
exploit new, market-changing technologies, 
enabling entry into new markets or allowing 
us to leapfrog the competition.”

The company’s research establishment, 
Sharp Labs Europe, is based in Oxford 
and works closely with academic teams, 
commercial businesses, venture capital 
groups and Sharp’s own business units. 
“A great deal of development activity also 
takes place at our Japanese HQ, plus Sharp 
Labs America and our European software 
development team, based in Stockley 

PITR talks to leading print vendors about the 
importance of R&D as they make the transition from 
printer hardware manufacturers to providers of 
complete document solutions 

Jeremy Spencer, 
Marketing 
Director of 
Toshiba TEC UK

Continued...

In our survey 
of industry 
trends 
reported in 
last month’s 
issue, there 
was little 
support for 
the notion 
that the print 
industry was 
suffering 
from a lack of 
innovation. 
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Park,” explained Cort.
At last year’s Inspire Expo dealer event, 

Sharp unveiled major new products and 
services that have been developed in 
response to the needs of its customers. “This 
included a major refresh of our A3 colour 
MFPs and the introduction of our Optimised 
Solutions ecosystem, a range of print, 
document and content services designed 
to help SMBs streamline their document 
management and save on costs,” said Cort.

He added: “Investment in research and 
development is vital because it allows Sharp 
to better meet the needs of its dealers and 
end users. As the business environment 
changes, we can adapt and change with 
it and ensure that our offering is tailored 
to meet demand. It allows us to be more 
agile and more innovative. A key challenge 
that presents itself with this is knowing 
how to optimise investment by engineering 
flexible platforms that can be enhanced 
and adapted to add value continuously, or 
create spin-off products, thus extending the 
lifecycle of the platform overall.”

Innovation at speed
Few organisations spend as much on R&D 
as Samsung. As Head of Print Mark Ash 
said: “It’s what enables us to innovate new 
technologies at the rapid pace needed 
to stay competitive in today’s digital 
environment.” 

He added: “R&D is at the heart of 
everything we do. Over 25% of Samsung 
employees work within R&D and we spend 
in excess of $13 billion annually, which is 
the largest investment in the technology 
industry. With a global network of R&D 
centres, the right people and the right 

Steve Hawkins, 
Group Managing 
Director, Xeretec

continued...

...continued

processes, we’re creating market-leading 
technology that’s worth every penny of 
investment.  

“Technology is advancing at an 
unprecedented rate and there’s never 
been a more exciting time to work in this 
industry. R&D investment is crucial if a 
business wishes to stay ahead of the curve.  
At Samsung Print we can leverage the 
wider investments of the group, plus print, 
cloud, IoT and M2M technology, which 
enables the product line to integrate with 
the rest of Samsung’s offerings, enabling 
the most innovative solution of them all - 
the Connected Workplace.”

A cultural approach
For Toshiba’s Spencer, R&D is about much 
more than just the financial investment. 
“We very much adopt a strategy of growth 
through creativity and innovation,” he 
said. “I believe that investment can be 
defined in many ways, including financial 
and personal. This is evident in all of our 
products and activities, from our innovative 
e-STUDIO306LP e-copier to our award 
winning channel education programmes, 
such as the Toshiba Masters.”

Spencer says that Toshiba places 
as much emphasis on developing new 
solutions to support core business areas as 
it does to entering new markets. 

“Both are as important as each other,” 
he said. “It is a key focus for us to support 
our core business partners with products 
and solutions that address real user issues 
rather than simply providing innovation 
without an emphasis, whilst at the same 
time continuing to explore new markets 
and industries. At the heart of all products 
we bring to market is a well-considered, 
well researched design that you would 
be proud to own, proud to display and be 
excited to use,” he said.

Ash, too, stresses the importance of 
innovating both in new and existing areas, 

pointing out that as convergence removes 
divisions between technologies, innovation 
spreads easily from one product area to 
another. “Samsung Electronics’ business is 
so wide-ranging that often the investments 
cover many areas, e.g. App Development 
for our customers can sit across display, 
mobile, tablets and print,” he said.

Time to market
The growing importance of software 
means that manufacturers can now react 
much more quickly to changing customer 
demand. Ginja said that KYOCERA typically 
takes three to five years to develop 
new hardware, whereas solutions can 
take anything from one to three years 
(depending on the complexity). 

Other manufacturers told PITR much 
the same.

Sharp’s Cort said: “Software 
developments can be turned around 
faster than hardware, especially when 
manufacturing timescales are factored 
in. New services can be developed and 
launched in a matter of months, because 
they tend to use existing technologies, 
combined with process and people, to 
create the offering. Next-generation 
hardware can take years to bring to 
market. If starting from pure research and 
development through to new products, 
it can be upwards of five years in some 
cases.”

For Ash, the speed with which Samsung 
can create new software is one of its key 
differentiators. “There’s a Korean phrase 
‘palli palli’, meaning ‘quickly, quickly’, which 
resonates with the speed at which Samsung 
takes products to market,” he said.

“A case in point would be the Samsung 
Diagnostics App, which we introduced last 
year. It enables a printer to be accessed 
remotely via tablet, diagnose the issue 
and demonstrate how to fix the problem. 
The inspiration came from a reference 
made by a colleague in a meeting, who 
felt frustrated at having to call a technician 
when there was an issue with a printer. We 
took the app from concept to beta test in 
three months.”

The next big thing
So what, then, are manufacturers working 
on now and what will be the next big thing 
in office printing?

For Ash, it’s all about the Connected 
Workplace, where all technology is 

Eddie Ginja,  
Head of Technology  
and Innovation, 
KYOCERA

Jason Cort, 
Director of 
Product Planning 
and Marketing, 
Sharp
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#1 Determine who is 
accountable for IT projects 

• Clarify roles and responsibilities of 
all employees tasked with IT duties. 
• Appoint a dedicated project 
manager accountable for reaching 
goals and requirements.  

#2 Assess existing IT inventory 

• Keep track of existing IT 
inventory and regularly evaluate 
assets to limit unnecessary and 
costly purchases.

#3 Know workforce needs

• Consult employees using the new 
technologies – are they relevant? Do 
they help?
• Before implementing new 
technology, run an employee trial 
and gather feedback.

#4 Align IT with business objectives 
 
• Identify gaps between the IT 
infrastructure and business objectives.
• Embed technology investments in 
strategic business decisions.  
• Make yourself heard at 
board level.

#5: Recognize the benefits 
of adopting new technology 

• Stay up to date on the latest 
technology trends. 
• Take advantage of new 
technology quickly to stay ahead of 
competition. 

#6 Invest in the most 
frequently used 
workplace technology  

• Invest in solutions that offer 
long term innovation potential.

1-3 FTI Consulting research on behalf of Epson Europe, 2014 

of increased employee productivity can be 
realised  by working more efficiently with 
the help of the right technology tools 1

21%

of employees believe the 
technology used in their 
workplace is not efficient 376%

of European businesses agree 
that new technology provides a 

competitive advantage 2

85%

6 SIMPLE STEPS TO ACTION 
PROFITABLE CHANGE IN YOUR BUSINESS 
Workplace technology today is helping European businesses maintain a competitive edge by enhancing 
productivity and efficiency. The good news is that every business can action this profitable change and 

technology-driven innovation by following six simple steps.
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connected inside and outside the office. 
“This will facilitate true mobility in the 
workplace and end-users will be able to 
print from any device, from phones to 
tablets and smartwatches. We’re aiming to 
have all of our products IoT-ready by 2020 
– it’s a really exciting time for the business. 
On top of this, we have moved back into 
the Windows market with the launch of the 
Tab Pro S,” he said.

Another key development is cloud 
storage and cloud printing “The time 
it takes to set up a desktop, connect to 
the network and print can be cut back 
drastically when one simply prints a 
document from a printer’s tablet interface,” 
explained Ash.

Cort also sees the Internet of Things as 
a key development, adding that the need 
for constant connectivity will see much 
more sophisticated office hardware and 
software come to market. 

In this context, he says that Sharp’s 
focus is to provide a truly optimised 
ecosystem to its community. “We’ll 
be implementing our vision strategy 
with resellers and partners and will be 
continuing to update our offerings. We’ve 
talked about our major MX series refresh 
and our next generation of cloud storage. 
Our overall business continues to grow 
year on year and, of this, approximately 
50% is generated by our dealer channel, 
so this will continue to be a key focus for 
the coming year.”

Cort expects developments in display 
technologies to have an impact too. 
“Throughout 2016, Sharp will continue 
to push the boundaries of realism on 
a large scale, leading the industry with 
Large Format Display Panels running at 
8K resolution, currently on sale in Japan. 
And we are continuing to expand and 
enhance our range of Interactive Flat Panel 
Displays,” he said.

...continued

Another person to highlight the 
importance of seamless integration 
between paper and digital document 
capture, storage, manipulation and delivery 
is KYOCERA’s Ginja. 

He said: “There are three main areas 
that we concentrate on when looking at 
document processing. Document Capture 
– this is where the document is captured 
from various sources, mainly physical 
sources (e.g. scanned paper) or electronic 
sources (emails, eForms, MS-Office etc.). 
Document Storage and Management – 
where we look at technologies such as 
OCR, HCR, OMR, ICR and IDR to translate, 
index and categorise the document into 
a recognised and pliable source. The 
document is then stored in a suitable 
repository either on-site or in the cloud. 
And Document Delivery, which looks at 
outputting the document into the required 
output format, either electronically or back 
to a paper/fax format.”

While the focus of KYOCERA’s 
‘Technology and Innovations’ team is very 
much on the document and information 
management, other emerging technologies 
that Ginja believes could be significant 
in 2016 include photonic ink, digital 
personal verification systems/solutions, 
e-procurement and online tendering and 
digital signatures.

Supporting his comments on the need 
to innovate in existing and new areas, 
Toshiba’s Spencer picked out security, 
mobility and 3D printing as key areas of 
focus for 2016. “Having recently launched 
a 3D printing system that uses metal, 
Toshiba continues to show that it is at the 
forefront of innovation,” he said.

www.toshibatec.co.uk,  
kyoceradocumentsolutions.co.uk. 
www.sharp.co.uk
www.samsung.com

Mark Ash, Head of Print, Samsung

Save the Date
VOW has announced the dates for this year’s free 
sales training events, where VOW partners can attend 
sessions with up to 10 industry-leading suppliers in 
the traditional, technology and facilities supplies 
categories. 

They are taking place on: April 12, Hinckley Island Hotel, 
Leicester; June 14, Mercure London, Watford; and September 29, 
The Hotel Club, Leeds. 

VOW head of marketing Emma Nourry said: “Resellers who 
were present at last year’s training days saw an average of 10% 
sales growth, as their sales team became more engaged.”

Places are available on a first come, first served basis and can 
be reserved through your VOW Account Manager. 

Duplo UK Managing Director Peter Jolly (left) shakes on the  
DC-746 multifinisher deal with first-time customer Adam Carnell, 
of RouteOnePrint, flanked by Duplo’s Matt Brown

Emma Nourry, Head of Marketing, VOW

Exceeding expectations
The second Northern Lights event, which took place at The Royal 
Armouries in Leeds (8-9 March), has drawn to a successful 
conclusion, with Duplo UK winning £350,000 of new equipment 
orders. Potential orders worth an additional one million pounds 
are in the pipeline. 

At the show, RouteOne Print invested in a Duplo DC-746 
multifinisher, which will enable it to offer a new one-day express 
turnaround service on simple marketing products, such as flyers 
and business cards; while KJB Print in Cannock, Staffordshire 
ordered an iSaddle for finishing A4 landscape products in-house, 
following its recent acquisition of Ricoh C7100 and C9100 
presses.
www.duplouk.com 

http://www.toshibatec.co.uk
http://www.sharp.co.uk
http://www.samsung.com
http://www.duplouk.com
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The Lexmark Cartridge Collection Programme 
(LCCP) combines high‑performance logistics 
and service with innovative tools to offer you 
a collection, recycle and reuse process that’s 
modern, efficient and ideally adapted to your 
consumption volumes.

In addition to paying the transportation costs 
of your used cartridges, Lexmark gives you 
convenient online access and interactive 
tools to schedule pick‑ups, track returns, order 
recycling containers and more.

To learn more please visit 
www.lexmark.com/recycling

A programme that works 

With your help, here’s what Lexmark have been 
accomplishing…

Contact Westcoast today to find out more

0118 912 6000

Become part of the 
Circular Economy with 
the Lexmark Cartridge 
Collection Programme

CONTAIN

28%
PCR PLASTIC

CONTENT

0%
LANDFILL

WASTE
POLICY

50%
OF CARTRIDGES

SOLD ARE 
REUSED OR 
RECYCLED

100%
CARTRIDGES
COLLECTED
ARE REUSED 

OR RECYCLED

http://www.lexmark.com/recycling


Westcoast 
Exclusives
4 Series printers with FREE 4 Year Warranty!

off

MS415dn A4 Mono Laser

£110
EX VAT

4
YEAR FREE 
WARRANTY

off

MS415dn Bundle

£175
EX VAT

4
YEAR FREE 
WARRANTYMS415dn + 10K black toner

+ 4 year warranty

OR
+

off

MX410de A4 Mono MFP

£199
EX VAT

4
YEAR FREE 
WARRANTY

off

MX410de Bundle

£295
EX VAT

4
YEAR FREE 
WARRANTY

MX410de + 10K black toner 
+ 4 year warranty

OR
+Pre-Installed Applications

• Scan to Network
• Forms and Favourites
• Change Language
• Card Copy
• My Shortcuts

off

CX410de A4 Colour MFP

£259
EX VAT

4
YEAR FREE 
WARRANTY

off

CX410de Bundle

£435
EX VAT

4
YEAR FREE 
WARRANTY

CX410de + FREE 4 Year Warranty 
+ 4K black toner + 3K CMY toner

OR +
Pre-Installed Applications

• Scan to Network
• Forms and Favourites
• Change Language
• Card Copy
• My Shortcuts

Save an additional 2% off your Lexmark printer when you 
place your order online! Visit www.westcoast.co.uk today!
Terms and conditions apply. Offers valid on the above Lexmark models while stocks last. Pricing up‑front to resellers and could be subject to change. Special bids are excluded. Maximum of 25 units per 
reseller and reseller exclusions apply. Promotion cannot be claimed in conjunction with any other Lexmark promotion, offer, or bundle. E&OE.

Meet Jose, our Lexmark Specialist... 
For all your Lexmark needs, please contact Jose today: Jose.Alfonso@westcoast.co.uk

Westcoast is the largest distributor of Lexmark hardware, toner and 
spare parts. Through a unique partnership with Lexmark, Westcoast is 
able to offer you an exclusive blend of margin rich opportunities.

Contact Westcoast today to find out more

0118 912 6000

http://www.westcoast.co.uk
mailto:Jose.Alfonso@westcoast.co.uk


Smart devices are changing the way the world does 
business, so making the right investment in print technology 
today, means making a smart choice for the future.

Lexmark’s innovative technologies help customers capture, 
manage and access content in any form from any device, 
making the information instantly accessible, shareable and 
actionable.

Smart Business, 
Smart Choice

Smart Touch
Bringing standardise ease of use 
across the range

Smart Apps
Bringing efficiency and cost 
saving solutions across your 
business

Smart Access
Ensuring print on the go 
convenience across your 
mobile infrastruacture

Smart Savings 
Providing cost control 
features to save paper and 
energy

Smart Security
Ensuring secure access and 
regulatory compliance across your 
devices, network and documents

Smart Practices
Sustainability is at the heart of 
Lexmark’s business practices

If you want to make a smart investment 
for the future, Lexmark is the smart choice.

SMART ACCESS

SMART SAVINGS

SMART DEVICES

SMART TOUCH
SMART SECURITY

SMART APPS

SMART PRACTICES

Contact Westcoast today to find out more

0118 912 6000
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Last year, HP reinvented its LaserJet 
line-up with the introduction of low 
melt JetIntelligence toner that has 
enabled HP to reduce the size of its 
printers, lower energy consumption, 
increase printing speeds and reduce 
costs.

Now, in ‘its biggest launch for 10 
years’, HP has turned its attention to its 
business inkjet range. 

In the last two or three years, HP, along 
with Epson, Canon and Brother, has had 
great success in changing the perception 
of inkjet printing in the workplace, making 
much of the technology’s key benefits, 
including:
n low running costs – up to 50% lower 
than comparable laser devices; 
n quiet, cool and odourless operation; 
n low energy consumption for a smaller 
carbon footprint – 20 watts per hour 
in standby compared to 600-700 watts 
per hour in standby with an HP LaserJet 
6060/6070 MFP, according to HP customer 
Datapac; 
n minimal packaging and waste; and
n affordable hardware.

Enterprise appeal
IDC estimates that inkjet penetration of the 
printer market now stands at 25%. With 
its new announcements, HP will be hoping 
to make even greater inroads, especially in 
the enterprise market. Highlights include: 
1 The launch of HP PageWide as a printer 
brand in its own right, and the demise of 
HP Officejet Pro X as a distinct line;
2 New high-speed enterprise-class 
HP PageWide devices, including high 
capacity MPS-only models with three-year 
printhead warranties and integration with 
HP JetAdvantage Management and third 
party tools;
3 New ink formulations that offer faster 

print speeds, a wider colour gamut and 
increased durability; 
4 A new HP Print Forward Design for the 
HP OfficeJet Pro devices (the 8000 series) 
– a name that HP is keeping for its small 
business inkjet printers; and
5 HP Secure Managed Print Services.
With these announcements, and the 
prospect of an A3 PageWide device in 
2017, HP says it is reinventing business 
printing for businesses of all sizes.

Breadth of range
The importance of business inkjets to HP 
was highlighted in an introductory address 
given by Mick Heys, Vice President, Printing 
& Document Solutions, IDC.

Drawing on IDC research, Heys 
identified access to a wide selection of 
devices, services and solutions as a key 
driver for printer buyers, with 51% saying 
they would prefer a single point of contact 
for print solutions and services.

Breadth of range is important for 
printer resellers, too, especially when it 
comes to solutions. Not only can they help 
their customers achieve their number one 
priority – to reduce print costs, cited as 
a key driver by 76% of SMBs surveyed 

HP extends its PageWide 
business inkjets to 
enterprises ahead of the 
2017 launch of PageWide 
A3 printers and MFPs

Reinventing  
office printing

– but they also lead to repeat sales as 
organisations tend to address problems or 
workflows sequentially.

Heys said that 80% of MPS 
engagements renew with the incumbent 
supplier and, of these, 20% take the 
opportunity to extend the MPS by adding 
another service, site or country.

Ignoring the strategic benefits for HP in 
transitioning people from laser technology, 
which it licences, to inkjet technology that 
it owns, there are clear commercial benefits 
in expanding its product portfolio with 
other technologies and solutions, especially 
as customers are increasingly looking for 
a single provider for print hardware and 
software.

Gary Tierney, HP UK & Ireland Printing 
Category Director, told PrintIT Reseller that 
HP’s breadth of range had enabled it to 
increase sales overall rather than just replace 
low end colour lasers with business inkjets.

He said: “We place the OfficeJet Pro X 
in the small work team colour segment. In 
the UK and Ireland, the Pro X platform now 
accounts for about 20% of this category. 
Together with laser products, we now have 
a higher share than when we had laser on 
its own. So, it’s been a winning strategy.” 

IDC estimates 
that inkjet 
penetration 
of the printer 
market now 
stands at 25%

HP : PageWide A3 Printers & MFPs 
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HP PageWide for the Office
HP’s most significant announcement is the 
scaling down of its PageWide technology 
to office printers, from HP web presses 
where it has already been used to print 
140 billion pages. 

This is not quite the breakthrough 
that HP claims, as PageWide technology 
– a stationary page-wide printhead with 
40,000 individual nozzles below which 
paper passes at very high speed – has 
been deployed in the HP Officejet Pro X 
series for some time.

However, with the introduction of 
new enterprise and MPS-only models for 
workgroups of up to 15 people printing 
15,000 pages a month, HP clearly feels the 
time is right to launch HP PageWide as a 
brand name in its own right, offering best-
in-class TCO, print speeds, print quality, 
reduced maintenance requirements (no 
drum, no fuser, no transfer belt) and higher 
capacity ink cartridges. 

At the same time, it is retiring the 
HP OfficeJet Pro X brand to clearly 
differentiate its high speed, professional 
colour fixed printhead devices from the 
OfficeJet Pro Series for small businesses 
(see below).

The new HP PageWide Enterprise Color 
Flow MFP 586 and printer-only PageWide 
Enterprise Color 556 sfp represent a big 
upgrade in the capability of HP business 
inkjet devices. In almost all respects other 
than print technology (and hardware 
and running costs), they are identical to 
an enterprise laser device, offering the 
same solutions, security and management 
capabilities.

Highlights include a top print speed 

of 75 ppm in colour or mono, 
compared to 55ppm colour 
and 70ppm mono previously; a 
dual-head scanner; a cartridge 
capacity of 20,000 mono and 
16,000 colour; and improved 
pigment ink with vivid reds 
and true black, rather than 
composite.

HP has also announced the 
55ppm HP PageWide Pro 400 Series and 
the 45ppm HP PageWide Pro 300 Series of 
single function printers and MFPs for small 
businesses and workgroups printing 4,500 
and 3,000 pages per month respectively. 

HP PageWide for MPS
Meeting the needs of MPS providers, HP 
is also introducing two models specially 
modified for MPS engagements. To give 
MPS providers a low cost of operation, the 
HP PageWide Managed P57750dw MFP 
and HP PageWide Managed P55250dw 
sfp have an extra-large cartridge capacity 
of 21,000 pages mono and 16,000 pages 
colour. Suitable for workgroups printing 
6,000 pages a month, the devices have 
print speeds of up to 70ppm and include 
the ability to apply a lower accent colour 
click charge when just a small amount of 
colour is used on a page.

OfficeJet Pro re-design
HP has also made significant changes to 
its Officejet Pro line of business inkjets. 

Its new top-of-the-range OfficeJet 
Pro 8700 Series features a completely 
new printer design, the HP Print Forward 
Design, to meet the security and 
productivity needs of small but busy 
workteams of up to 5 people. Key features 
of the new design include:
n A laser-like internal output tray, rather 
than the pull-out paper collection tray 
found on most inkjets. This, combined 
with a re-oriented paper path, results in 
a smaller footprint and less waste. One 
of the drawbacks of pull-out trays is that 
paper can easily spill out and fall to the 
ground;
n Face down output for greater security;  
n Faster duplex printing. Because the 
paper path pulls in the next sheet while 
the first is still being printed, two-sided 
printing can be completed almost as 
quickly as single-sided printing (20 pages 
per minute duplex versus 24ppm simplex);
n Faster scanning. A dual head scanner 
scans both sides of a page in a single pass 
for faster throughput;
n Professional colour print quality on a 
variety of paper stocks; 

n A large, 4.3in colour touchscreen 
with smartphone-like swipe and tap 
functionality and customisable short-cuts;
n High capacity ink cartridges with 30% 
more ink to reduce refill frequency; and 
n WiFi Direct, USB Direct (including Word 
documents) and NFC-enabled Touch to 
Print mobile printing capability.
On top of this, you get the well established 
benefits of business inkjet technology. 

Secure MPS
In addition to an overhaul of its business 
inkjet range, HP has built on its last two 
major product updates – the launch of 
the world’s most secure laser printers 
with SureStart BIOS protection, run-time 
intrusion detection and whitelisting; and, 
before that, the introduction of low-melt 
JetIntelligence toner that has enabled HP 
to reduce the size, energy consumption and 
running costs of its laser printers.

HP is building on the security 
capabilities of its new LaserJet and 
PageWide printers with security services 
including HP JetAdvantage Security 
Manager and Secure MPS. JetAdvantage 
Security Manager lets you create and 
review security policies, add devices, assess 
the security status of devices, remediate 
devices, review certificates and review 
security reports. 

With Secure MPS, a service provider 
does all this on behalf of a client, ensuring 
that its printer fleet and network are 
always protected against evolving threats, 
with the major caveat that only compatible 
HP devices will be protected in this way. 
Secure MPS is also available to smaller 
businesses through HP channel partners.

New additions to HP’s range of 
JetIntelligence toner devices include the 
HP LaserJet Pro M501 printer and the 
HP Color LaserJet Pro MFP M377dw, the 
smallest MFP in its class – 40% smaller 
than its predecessor. Both have the 
fastest first page out time from sleep and 
lowest total energy consumption in their 
respective classes.
www.hp.com

A service 
provider does  
this on behalf 
of a client, 
ensuring that 
its printer 
fleet and 
network 
are always 
protected 
against 
evolving 
threats

http://www.hp.com


01732 759725

TECHNOLOGY SUITES

32

PITR: This is an interesting 
development. Is it something that 
your dealers have been asking for?  
Shaun Wilkinson (SW): “We’ve actually 
been looking for a suitable location for 
about two years, partly because existing 
dealers have requested it, but also because 
it will help us to attract newer partners, 
particularly in North London. 

“With managed print services, people 
want to come and have a look at the 
solutions and see what they are getting. 
Whereas five years ago, a machine was a 
machine – ‘There’s a brochure. How many 
do you want?’ – today,  you have to have 
a technology suite; you have to be able to 
sit people down and go through exactly 
what it is they are trying to achieve with 
their business and demonstrate how your 
software is going to help them do that. 

“And we are trying to establish a local 
presence. We have had something in 
Manchester for about four years, which has 
worked really well. That gets used about 
60% of the time. It’s important we get out 
to where the customers are. London will be 
a big focus for us over the next few years.”

PITR: Do you have plans to open any 
other technology suites?
SW: “Not yet. It would be nice to do 
something in Birmingham in a few years’ 
time when we’ve got this one bedded in. 

Birmingham is the next logical step, because 
it’s slap bang in the middle of the country.”

PITR: Do dealers have to pay to use 
the facility?
SW: “No, it’s free. All they need to do is let 
us know if they want to use it through our 
booking portal or by phoning up. The keys 
are left here; they come in, use it and that’s 
it. We make it nice and easy, because the 
easier we make it, the more they’ll use it.”

PITR: Is it manned?
SW: “No. The way it works in Manchester 
is they tell us when they have a customer 
coming in and we make sure we have 
one of our solutions guys there to do the 
demonstration. Or, if they’ve got their own 
solutions people, they can bring them 
along.”

PITR: So, you will be showing 
machines and software…
SW: “Yes, it’s all here. We’re calling it a 
showroom, but it’s really a technology suite. 
An MFP is an MFP – it’s a box that prints 
and scans. What people really want to see 
is how the software is going to interact with 
their existing systems. That’s normally the 
first stage. Negotiations may have taken 
place; then they come in to get hands on. 
After that, you may go to proof of concept 
mode and put some software in for a month 

PrintIT Reseller caught up with UTAX (UK) MD Shaun Wilkinson at the opening 
of its new Technology Suite at One Olympic Way, Wembley, London. The new 
showroom, modelled on existing facilities in Swindon and Manchester, has 
been established to help the company’s dealers in London and the South-East 
attract new business. 

Going for gold

to see how it works. That’s normally the 
precursor to signing a deal.”

PITR: You said that you were weak in 
North London…
SW: “We’ve had a lot of success in London 
and we’ve got some good dealers in North 
London. But to help strengthen their 
presence we felt this was needed. Dealers 
tell us that because they can piggy-back 
on our direct service and solutions team, 
they are now talking to bigger customers 
and going after bigger deals with more 
professional purchasing practices. They want 
to see exactly what they are getting, and 
this centre gives them that comfort factor.”

PITR: How many dealers make use 
of your direct services and solutions 
team?
SW: “Most of our partners use our direct 
services in some way, shape or form, 
because it allows them to do deals all over 
the country, which they couldn’t do before. 
You may have the scenario where a dealer 
in Scotland does all his own servicing 
locally, but we look after everything in this 
neck of the woods. At the other end of the 
scale, we have dealers who use our direct 
servicing for everything. They see it as a USP, 
because when they go and see a customer 
they explain that the servicing is done by 
the manufacturer. With a lot of big dealers, 
engineers need to service machines from 
five manufacturers. They can’t be specialists, 
because there’s too much to learn, whereas 
our guys have all the parts on board, so the 
first time fix is quick. It works very well.”

PITR: Are you aiming to recruit more 
dealers?
SW: “We are, but we are also getting 
more involved with the IT channel and the 

Shaun Wilkinson, 
Managing Director,

UTAX (UK)

continued...
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small title

 Get up to £55 cashback when 
you purchase Original HP toner 
multipacks. Offer details 
and all eligible cartridges at   
 www.voweurope.com  .1 

The world’s most preferred printers: Worldwide printer market share, and HP brand awareness, consideration, and preference study in nine markets in 2014. 
For more info on the Green award logo, please go to www.thegreenorganisation.info. 
1 Only available until 30th April 2016. Limit of 10 products per customer. Off er only valid for selected SKUs. For more details, visit hp.com/uk/savemoney. 2 A SpencerLab 2013 study, commissioned by HP, compared 
Original HP LaserJet mono toner cartridges with eight major brands of non-HP toner cartridges available in Europe, the Middle East and Africa for the HP LaserJet P2035 and P1102 printers, HP 05A and 85A cartridges. 
For details, see spencerlab.com/reports/HP-Reliability-EMEA-2013.pdf. 3 Savings compared to purchase of individual cartridges at RRP. RRP are non-binding recommended prices. Actual prices may vary. 
© Copyright 2015 HP Development Company, L.P. The information contained herein is subject to change without notice.

More than 
you expect
Get up to £55 
cashback now.1

 More toner. More quality.2 More savings.1 For a limited time, 
get up to £55 cashback1 on top of everyday 10% savings 3 
when you purchase Original HP toner black or colour multipacks. 
Original HP toner. Works right the fi rst time, every time.2 
Buy now at    www.voweurope.com 

Authorised
Distributor

www.voweurope.com   0844 980 8000

http://www.voweurope.com
http://www.thegreenorganisation.info
http://www.voweurope.com
http://www.voweurope.com


01732 75972534

TECHNOLOGY SUITES

We want 
good selected 
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we can work 
with and 
where we can 
add value to 
their business 
and they can 
add value to 
ours

stationery channel. Over the last couple 
of years these guys have started to get 
into managed print, but they have done 
so by partnering with dealers and losing 
the customer. Effectively, they are handing 
the customer over. They get a profit share, 
but there’s no on-going benefit. We have 
a different approach. If you are an IT VAR 
and your customer says ‘You are doing a 
great job looking after our IT. Do you want 
to extend it to print devices?’, instead of 
handing that customer over and risking the 
relationship, use us as a contracted partner. 
We can go in and do it all for you; we 
handle the billing and everything else, but 
you retain the customer. That’s really, really 
important.”

PITR: Is there any upper limit to the 
number of resellers you would take 
on?
SW: “No, but we want the right type of 
partner. We want partners that share our 
business ethos, that share the way we want 
to go to market. We don’t want to have 
hundreds and hundreds of dealers flooding 
the market. We want good selected partners 
that we can work with and where we can 
add value to their business and they can 
add value to ours.”

PITR: Did you have a good 2015?
SW: “Our financial year finishes at the end 
of March. We are currently on track to get 
double-digit growth again, for the sixth 
consecutive year. In key market areas, like 
A3 colour MFPs, we’ve doubled our market 
share in the last two years. That’s proof of 
the quality of the product and the quality of 
the partners we are attracting.

“We’ve got lots of new and exciting 
products coming out in the next 6-9 months 
and some really, really exciting stuff coming 
through in March. A3 colour MFPs is where 
the market is at right now, but the rest of 
the market is moving from printers to A4 
colour MFPs. What customers want now are 
finishing options on those machines and 
solutions to fit in with their managed print, 
and we will have a full complement within a 
couple of months.”

PITR: What proportion of your dealers 
are now active in managed print 
services?
SW: “Our fastest growing partner is heavily 
into MPS – and has been for many years. 
Those that are into MPS are seeing better 
growth than those that aren’t. Some people 
still don’t quite get it. It does lengthen the 
sales cycle and that’s a hurdle we have 
to help them get over. But the quality of 
customer you end up with is better.”

PITR: Your double digit growth is 
happening even as the print market 
declines. To what do you attribute 
your success?
SW: “I think it’s because of what we offer 
as a business. We are not just saying buy 
some kit from us and this is what it will 
cost. We are saying let us engage with you 
in a partnership and help you win business. 
Our partners are winning bigger and bigger 
contracts that three or four years ago they 
probably couldn’t have entertained. Before, 
they could offer a nationwide service, but 
they would have to engage other dealers 
to do it for them, so they would lose an 
element of control. We take all that pain 
away from them – for a fixed cost, so there’s 
no risk.” 

PITR: How is Triumph Adler doing?
SW: “Triumph Adler is doing very well, 
actually. It’s a small part of our business 
and our focus is still on dealers and the 
IT channel, but it’s had some good wins 
in the last 12 months in the medium to 
large enterprise segment. We keep channel 
integrity. We’ve always been very open 
about the fact that should one of our 
dealers be in a deal against TA we will back 
out and support the dealer, and that has 
happened.”

PITR: Do you expect to achieve double 
digit growth again in 2016?
SW: “Yes, I see no reason to stop, because 
we are getting more dealers, more business. 
We are going into the IT channel, where I 
believe there is a big gap in the market and 
where we won’t be treading on traditional 
dealers’ toes. We are 2.8% of the total UK 
market, so we’ve got 97.2% to go after.”

PITR: What do you see as some of the 
big challenges you will face this year?
SW: “As we grow, we have to make sure we 

do so in a controlled way, which is why we 
are not opening a showroom in Birmingham 
yet. You can do too much, too soon and 
make a mess of things – it’s about making 
sure we do things properly and don’t take 
on too much. And, as it always has been, 
the challenge is to get the message across 
to dealers that with our help and support 
we can both grow.”

PITR: Do you have many more 
software solutions coming out this 
year?
SW: “Yes, we have a launch event in 
March for the new hardware, and we will 
be announcing some new products then.  
We don’t want to be jack of all trades. 
We could have 100 different software 
products, none of which we could support 
very well. We’d rather have 10 key products 
we know we can support properly. We’ve 
also got some unique finance products 
coming out including partnerships with a 
finance company that will enable us to sell 
on the back of our devices’ tiered billing 
capability.”

PITR: Was that not possible before?
SW: “No, it’s a first in the market. At the 
moment, there is no mechanism on a 
managed print plan to differentiate between 
Level 1, Level 2 and Level 3 colour. You can 
sell mono prints and colour prints, but you 
can’t divide the colour prints up. We’ve 
now got a facility where we can do that. 
It’s another differentiator that will open 
up more doors. Tiered billing is a great 
differentiator anyway, but we couldn’t 
incorporate it into a leasing document 
properly – you could put the machine on, 
but not the service, so you had a half-way 
house. This completes the loop so that we 
can now produce a complete managed print 
document.”
www.utax.co.uk

...continued

http://www.utax.co.uk


ADVERTORIAL

PRINTITRESELLER.UK 35
Your IT Distribution Partner

Up to

33%

Fast, productive Wi-Fi All-In-One 
for the home office with cloud 
connectivity

MARCH PROMOTION

Fast and productive All-In-One offering business quality 
colour printing for home offices. Features Wi-Fi and Ethernet, 
touch screen operation plus smartphone and cloud connectivity.

•  Print, copy, scan and fax functions

•  Quick First Print plus 15 colour pages/min and 23 mono pages/min

•  Wi-Fi plus Ethernet connection: 
   print from and scan to PCs, smartphones, tablets and cloud services

•  Integrated 50-sheet Automatic Document Feeder and 500-sheet paper capacity

Canon MAXIFY MB2350

@BetaDist
Search
Beta Distribution betadistribution

Canon | 020 7531 2828 | sales@betadistribution.com | www.betadistribution.com

Beta Distribution PLC Unit 2, Quebec Wharf, 14 Thomas Road, London E14 7AF

FREE 3 YEAR ON 
SITE WARRANTY
canon.co.uk/office-printers-scanners-promotion/ 
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End user only
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John Lees, 
Chairman,  
ABS UK

The Elland-based Authorised Develop 
Dealer and Ricoh Gold Customer 
Service Certified Partner was set up 
by Chairman John Lees back in 1990. 
At the time, Lees was in charge of 
what was then Alcatel’s northern 
copier division. When the telecoms 
giant decided to pull out of the 
business, Lees bought the ‘relatively’ 
small customer base, took on the two 
engineers and created ABS UK.  

“We started out small, initially as a 
Panasonic reseller,” said Lees. “Panasonic 
was a fantastic partner for small businesses 
and the agreement worked really well for 
us.” 

The business didn’t take off overnight. 
Lees describes the first year as slow and 
steady, until what he calls its breakthrough 
moment. “We were appointed as the 
preferred copier supplier on the Yorkshire 
Purchasing Agreement (YPO) in 1991, 
a positon we held for five years until 
they expanded into geographic areas we 
couldn’t cover,” he said.  

During that period, the company 
expanded: headcount rose to 13 staff, 
including three engineers; and turnover 
increased. 

Despite the success it brought, Lees 
says that the ending of the YPO contract 
provided ABS UK with a new opportunity 
for growth. “Our size actually worked 
in our favour,” he explained. “We were 
more cost-competitive and had the ability 
for fast decision-making, unlike some of 
the larger operations with multi-layered 
management structures.” 

A family business
Lees is proud of the fact that the company 
– a true family business in which his sons 
Paul and David are Managing Director 
and Marketing Manager respectively – has 
remained true to its roots. “My mantra is to 
work hard, to do your best and always to 
be honest, and that’s the foundation upon 
which we built this business,” he said. 

ABS UK has a number of customers 

who’ve been with the company since day 
one. Employees, too, have shown great 
loyalty, racking up many years’ service. 
“We value our staff and we look after 
them,” explained Lees. “People retire 
here!” In 2014, the company launched an 
annual employee recognition scheme to 
support staff in achieving their goals.

ABS became a Ricoh reseller 20 years 
ago and signed up with DSales to sell the 
Develop range in 2010. “As we grew, we 
recognised that as a single-line vendor you 
can’t meet every single customer’s needs 
and we needed a strong second partner 
to really position us as an independent 
reseller. The Develop line ticked a lot of 
boxes for us. The product range is really 
very good and we’ve got a superb working 
relationship with DSales,” explained Lees. 

Turnover now sits at £5.5m, and the 
company is one year into a four-year plan 
to reach £9m by 2019. “We’ve got targets 
in place and we’re already way ahead,” 
he said.

Giving something back
Five years ago Lees took a sabbatical and 
travelled to Sri Lanka where he stumbled 
across an orphanage in Tangalle and 
volunteered to help out for a few days. 
“That experience opened my eyes and I 
decided then and there that we needed to 
give something back,” he said. 

He pledged to support them in building 
an infirmary and volunteer accommodation 
block at the Eliya Children's Home. “The 
construction costs came in at under 

As mission statements go, the ABS UK strapline ‘looking after 
much more than just documents’ could not be more apt.  
Since 2013, its charitable foundation has donated thousands 
to worthy causes.

A dealership  
with CSR at its core

£11,000 for a building equivalent to a 
standard four bedroom house in the UK, so 
we donated the full amount,” Lees said. 

That marked the beginning of the ABS 
Foundation, which has subsequently paid 
for solar panels to be fitted, a move that 
has enabled the orphanage to become self-
sufficient in energy and earn an income 
each month equivalent to their monthly 
food bill. ABS UK has also organised 
and funded a volunteer trip for four staff 
members to spend eight days in Tangalle 
providing support and assistance.

In addition, the ABS Foundation 
supports East Coast Primary School in 
India, where it has funded a roof for 
two classrooms, and regularly fundraises 
for local charities. In December 2014, it 
supported Bradford Nightstop, a charity 
that provides a safe place for young 
homeless people in Bradford, raising 
£2,000 by spending a night on the streets.

“Over and above the feel-good factor 
of helping others, our charitable ethos 
actually attracts people to come and work 
with us. They want to be part of a company 
that gives something back and that’s the 
real value-add,” said Lees.

ABS’s CSR activities were a factor in 
its success at last December’s Business 
of the Month awards run by law firm 
Eaton Smith in conjunction with the Mid 
Yorkshire Chamber of Commerce and UK 
Trade & Investment Yorkshire. The judging 
panel was impressed with the growth and 
employment figures of ABS, as well as its 
emphasis on corporate social responsibility.

With the business in capable hands, 
Lees has taken a step back and is semi-
retired. “We have a fantastic team and 
they are doing a superb job,” he said. “The 
time is right for me to leave them to it.” 
www.abs-print.co.uk

My mantra 
is to work 
hard, to do 
your best and 
always to be 
honest

http://www.abs-print.co.uk
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What are the biggest pain points 
for businesses?

Chris Mills, Marketing Manager - Indirect 
Channel, Toshiba TEC:“Operational 
effectiveness; data security; and saving 
time, resources and money are all areas 
that can be addressed and improved upon 
within many organisations. Introducing 
intelligent and automated processes to 
everyday document workflow activities can 
enhance organisational processes.”

Nigel Allen, Marketing Director, 
KYOCERA Document Solutions: “The 
ability to access documents whenever and 
wherever they are is key, in the context of 
an increased amount of mobile workers 
and millennials starting to enter the 
workforce. 

“Mobility can be a huge benefit to 
organisations, bringing with it increased 
productivity and job satisfaction, but 
managing documents when not in the 
office is hard if the right tools aren’t in 
place. Transferring data from site-to-
site can also be tricky, without the right 
infrastructure.”

Chris Hale, Solutions Product Marketing 
Manager, Sharp: “The biggest focus for 
businesses is typically the need to cut 

costs, reduce waste and improve overall 
operational efficiency. Additionally, as 
increased rules and regulations continue to 
disrupt businesses, compliance and security 
are key concerns. 

“Increasingly, organisations are under 
threat from security breaches. The threat 
of documents falling into the wrong hands 
has always been a cause for concern. 
This, added to the significant threat of 
cyber security breaches and prevention 
of external and sometimes internal 
threats to the corporate network, is the 
most prominent issue for the majority of 
businesses worldwide. Internal threats, 
in particular, can be highly dangerous 
because of the additional levels of access 
provided to staff.”

Graham Lowes, Marketing Director 
OKI Systems: “One of the biggest 
pain points is that, as businesses move 
towards digitised working in order to 
boost productivity, they struggle to find 
affordable solutions that provide genuine 
security while also meeting the real need 
for employees to use smart, connected 
devices.

“For small and medium-sized 
businesses, there are considerable data 
security challenges associated with 
emerging technologies such as mobility, 

With information security and data breaches regularly hitting the 
headlines, this month’s panel discusses the importance of securing the 
print infrastructure, an area that’s often overlooked in risk management.

Let’s talk security

big data and cloud. These businesses are 
already finding their growth is hindered by 
inefficient day-to-day working processes in 
relation to printer use and technology.”

What are the potential security 
risks associated with the print 
environment?

Chris Mills: “Organisations are required 
by law to put adequate measures in 
place to ensure that information isn’t lost 
or stolen. Therefore, all print workflows 
must be optimised to protect sensitive 
documentation, to ensure what is yours, 
stays yours.”  

Nigel Allen: “When it comes to the 
print environment, company data such 
as financial details or human resources 
documentation is particularly sensitive, but 
also often printed. Due to concerns about 
losing this company data, the traditional 
answer was to have a desktop printer. 
However, this is now no longer necessary 
as workgroup printers have the tools to be 
just as secure.”

Chris Hale: “Although much is being 
done to secure hardware - BYOD has had 
a lot to do with this, of course - printers 
and MFPs can be an area of potential 
oversight. This can have potentially harmful 
consequences; a leaked confidential 
document or a device that allows for easy 
access could have huge implications for 
the business, as could information being 
leaked when a unit is taken away for 
disposal or repair. Today, there is also the 
issue of printed files, like Microsoft Office 
files, that are known to carry viruses. The 
overall network could be jeopardised if an 
infected file is sent to the printer.

“These issues need to be considered 
if companies want to provide a thorough 
assessment of their security vulnerabilities. 
Sensitive company information needs to 
be protected, whether it is being emailed, 
hosted, printed, scanned or copied. 
Companies should additionally be focusing 

continued...

Nigel Allen, 
Marketing 
Director, KYOCERA 
Document Solutions
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on potential network penetration through 
infected files, which can render devices 
unusable (if a Denial of Service attack 
were to take place) and ultimately cause 
problems across the business.” 

Andy Johnson, Head of Product 
Management, Brother UK: “Over the 
past decade, printers have become much 
more sophisticated and this has increased 
the potential for certain security risks. Print 
systems now have similar vulnerabilities 
to PCs, due to their network ability and 
memory storage. Data can be at risk 
when it’s shared with print devices, so it's 
important to have a secure print structure 
in place.”

Francis Thornhill, Product Marketing 
Manager, Canon Europe: “Traditional 
security threats from paper documents are 
still a very real problem for offices of all 
sizes. Whether it’s sensitive information 
being accidentally left on the output tray 
or improperly disposed of, the threat of 
hardcopy documents being leaked has 
not disappeared. In the age of cyber 
security, digital data leaks and anti-virus 
software, it’s easy to forget that paper-
based leaks still account for over half of all 
data breaches (according to the ICO). To 
eradicate this problem, paper documents 
need to be incorporated into security 
policies in the same way as networks and 
servers.”

Graham Lowes: “The risk of losing data, 
or having it stolen, arises as a consequence 
of many businesses not having a document 
security system in place, as emerging 
technologies such as mobility, big data, 
social business and cloud become part of 
day-to-day operations. 

“The failure to have a security 
system relating to print and document 
management effectively leaves businesses 
powerless to reduce their exposure to risk. 
In particular, unclaimed documents left 
unattended on multifunction printers and 
limited audit control over the use of these 
devices are areas for concern. 

“Likewise, small and medium-sized 
businesses may not currently have the 
ability to safeguard information stored on 
the hard drive of an MFP, or to regularly 
and automatically erase this data.”

What level of importance should 
businesses attach to the security 
of networked print devices? 

Chris Mills: “Although the vast majority 
of organisations secure their IT networks, 
the same level of attention isn’t always 

given to MFPs. It may look like a harmless 
piece of office equipment but an MFP 
that is used to scan, print, fax and copy 
documents is a highly sophisticated piece 
of equipment often containing a hard 
disk drive (HDD), a web server and its 
own IP address. This technology captures 
processes and stores data and is, in 
essence, a computer.

“An MFP isn’t typically considered to be 
a security risk – or something that is open 
to abuse from unauthorised personnel. 
But, often, documents can be printed 
and then left lying around for anyone to 
read or take away. This is a risk if you are 
printing highly confidential information. If 
you don’t extend security policies to MFPs, 
information can easily fall into the wrong 
hands.

“The business benefits of adopting a 
secure document strategy are compelling 
and the consequences of not doing so may 
be costly. Aside from the obvious harm 
that can be experienced by a business if 
confidential data is exposed to the wrong 
audience, all employers and businesses 
have a duty of care to adhere to the Data 
Protection Act. An insecure MFP leaves 
those working with sensitive information 
vulnerable to attack and at risk of 
prosecution if they don’t keep data safe.”

Nigel Allen: “Safeguarding company 
documents is the highest priority for all 
companies, as information is a company’s 
biggest asset, especially when it comes 
to intellectual property and research and 
development materials.”

Chris Hale: “Businesses should make the 
security of their networked print devices 
an absolute priority. Firstly, the device itself 
should be secured against any potential 
attacks, which is typically done through SSL 
secure print and firewalls. Secondly, access 
to the device should be secured via some 
form of authentication and authorisation. 
Thirdly, data being shared via the device 
should be secured via encryption and 
timely erasure of print job data from 
the HDD. Finally, printed documents 

themselves should be secured, via either a 
secure printing option or a watermark or 
stamp of some kind. 

“A secure printing solution allows 
an organisation’s output to be correctly 
assigned to the relevant department and 
individual. This not only boosts the overall 
security of an organisation but also helps 
address the ongoing battle to control costs 
and reduce operational expenses.” 

Andy Johnson: “An increasing number 
of businesses recognise cyber security 
as a potential concern and networked 
printers fall well within that remit. 
Enabling multiple users to access 
machines from a number of different 
devices has strong business benefits, but 
can also present some of the biggest 
print security challenges. Businesses with 
networked print devices should invest in 
hardware with excellent security features, 
and consider services such as print 
management software to help ensure 
confidential information remains safe."

Graham Lowes: “Corporate security 
breaches continue to hit the headlines, 
so the security of networked print devices 
must be a high priority. Customers rightly 
want reassurance that their information 
will be secure.”

What steps can organisations 
take to safeguard sensitive or 
confidential information?

Nigel Allen: “When it comes to printing, 
there are a range of tools you can use to 
safeguard your information, starting with 
SSL encryption. You should also ensure you 
delete any files stored on the device’s hard 
drive; use PIN/card authentication in order 
to access documents on printing devices; 
and add a data security kit to your MFP.”

Chris Hale: “It’s all about raising 
more and more barriers in order to stop 
intelligent hackers from getting in. It’s a 
continuous process and businesses need 
to be switched on constantly to what’s 
happening and to potential threats. 

“Networked MFPs can be a weak spot 
for an organisation, so it is worth checking 
what level of Common Criteria (CC) 
security validation a new device is certified 
to. This is an international security standard 
used across the IT industry and will help to 
determine whether a new device could be 
a network penetration weak spot.

“During installation, admin passwords 
should be changed as soon as possible 

An MFP isn’t 
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be a security 
risk – or 
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that is open 
to abuse from 
unauthorised 
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from the factory default value, in order 
to minimise future security risks. By 
controlling admin access, security is greatly 
heightened. Many devices enable general 
access for the administrator, but have a 
deeper access level which these users 
are locked out of. Many also will only 
allow access for users with a particular 
IP address. This will help to ensure that 
would-be hackers aren’t able to use this to 
access the company’s wider network.

“IT teams should also be aware of the 
potential risk of data stored on the device’s 
HDD and take steps to ensure that before a 
device leaves the workplace, it is scrubbed 
clean of sensitive data. Some disposal 
companies will offer certificated HDD 
erasure and disposal as a service.

“User access control defines the 
limitations of what can be accessed and 
controlled by the user. For example, the 
USB port can be disabled so that any 
potential security risk from documents 
being directly printed at the device can be 
avoided. Secure pull printing solutions are 
another option. These only release print 
jobs once the authenticated user provides 
a password or proximity card and ensure 
that any confidential content is not left on 
the output tray of the MFP. Additionally, 
companies should consider the security 
of access to scanned data, which can 
be controlled by utilising encrypted pdf 
formats.”

Francis Thornhill: “The most important 
step any company can take is to carry 
out a thorough risk assessment. Every 
organisation is different depending on 
size, IT infrastructure and the profile of 
the workforce so a bespoke approach to 
information management is crucial. 

“It’s also important to look at the 
company’s complete data workflow 
and the nature of the data that is being 
shared in the organisation. For example, 
if your company is holding confidential 
medical records, they need to be 
secured at all stages of the document 
lifecycle and printing must be limited to 
those with security clearance. For most 
organisations, the tools are available 
to prevent leaks. For instance uniFLOW, 
Canon’s integrated management solution, 
enables businesses to manage printing 
and scanning efficiently, securely and cost 
effectively. What’s vital is that IT managers 
and CSOs take a holistic view of the 
company’s information and classify data 
appropriately.”

Graham Lowes: “It is important that best 
practice processes are always followed and 
that high level checks and protections are 
in place to protect data. Currently, only 
25% of European small to medium-sized 

businesses have implemented document 
security solutions such as user IDs, which 
are the primary means of protecting 
information in relation to printers. 

“Companies must pay close attention 
to what information can and cannot be 
printed by their employees, as well as 
identifying which staff require access to 
certain data and which only need restricted 
access.”

What security features are built 
into your MFPs and printers?

Chris Mills: “Toshiba TEC has developed 
sophisticated self-encrypting hard disk 
drives with ‘wipe’ technology and these 
are implemented within its MFPs, further 
enhancing their suitability for business 
sectors where security of confidential data 
is a priority.

“The data on the secure HDD is 
encrypted with a 256 bit algorithm in 
near real-time and requires authentication 
from the MFP that houses it to access the 
data. Removal of the HDD and connection 
to any other device initiates a ‘self-
destruct’ process and all data is erased, 
automatically making the data totally 
secure and impossible to read.

“IPv6 ensures IP security with a larger 
IP address range; protection from scanning 
and attacks; and support for authentication 
and confidentiality as part of our optional 
IPSec. Secure Sockets Layer (SSL) employs 
encryption technology to protect all data 
travelling to and from the MFP, while IP 
Filtering acts like a firewall to protect your 
internal network from intruders.

“Network Authentication allows 
administrators to control access at the 
device in the same way it’s controlled 
from the desktop. Department Codes 
provide valuable data tracking and 
usage information, giving authorised 
users full functionality at the device. 

Usage Limitations enable administrators 
to set limits for copy and print jobs, as 
well as track and control costs. Strong 
Passwords utilise a ten-digit alpha-numeric 
administrative password for added 
protection along with a log-on attempt 
limitation. To streamline the user login 
process, our Card Authentication requires 
the simple swipe of a card while allowing 
limited user access to specific features and 
functions.”

Nigel Allen: “The majority of our devices, 
as standard, now have private print with 
PIN release.”

Chris Hale: “Sharp MFPs come with 
robust security features, including 
encryption and secure erasure of data on 
the hard disk (automatically as well as 
on-demand); password-controlled access 
for routine user authentication; and a 
useful Data Initialisation feature to erase 
data from your MFP when the time comes 
to replace it. 

“For even greater security, a card 
reader adds tighter access control and a 
secure network interface, SSL, IPsec and 
port-based network protection defend 
against the most determined attacks. Sharp 
MFPs also help prevent the unauthorised 
copying, scanning, faxing and filing of 
confidential documents through our 
Document Control Function, available with 
the addition of a data security kit.

“Other security features of Sharp MFPs 
include password-protected PDFs; a Hidden 
Pattern Print feature that can reveal a 
watermark (e.g. ‘CONFIDENTIAL NOT FOR 
COPY’); and Confidential PIN Printing, 
which requires the user to be present at 
the MFP before printing begins.”

Andy Johnson: “It’s important that 
organisations invest in the right technology 
to safeguard sensitive information. 
Customers should look for machines that 
offer connection via Active Directory or 
LDAP for password authentication, as 
Brother’s devices do. In addition, some of 
our machines have inbuilt NFC readers to 
be used with pull print solutions, helping 
to ensure optimum security for networks. 
To ensure data is secure when sent over 
the network, we suggest features like SSL, 
IPSEC and IEEE 802.1x are used.”

Francis Thornhill: “We always take 
the security of our products extremely 
seriously and provide a number of 
configuration options so that a device can 
be implemented into any environment, no 
matter what the exposure to risk. uniFLOW, 
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Canon’s integrated management solution, 
has a range of features, such as document 
tracking, encrypted secure printing, 
user-based authentication and function-
level restriction. Additionally, we provide 
a further layer of services to support 
customers, for example security audits and 
end-of-life services for devices to ensure 
they minimise the risk of exposure.”

Graham Lowes: “OKI’s smart, mobile 
print-ready multifunction printers feature 
a range of advanced security controls. They 
offer secure printing from mobile devices to 
guard against threats and viruses, as well 
as controlling and protecting intellectual 
property. Here, the fact that smart MFPs 
can be programmed for use by individual 
end-users or departments and accessed 
using a secure ID card, PIN code or mobile 
device means they can act as important 
security tools, as well as productivity 
solutions.

“Rather than allowing documents to 
sit unattended on MFPs, controls that only 
allow print jobs to be released when the 
user is physically at the device and has 
swiped a security card or entered a PIN 
code reduce risk even further.

“Authentication tools control access 
to sensitive information, along with 
permission-based access, protecting 
employee, customer or patient data and 
helping ensure document confidentiality.

“With next-generation print and 
document management solutions now 
incorporated into the devices, smart 
MFPs offer a richly-featured, cost-efficient 
hardware tool capable of meeting 
businesses’ evolving workplace productivity 
and security challenges.”

What software solutions can be 
included within an MPS deal to 
further tighten up security?

Chris Mills: “Cost recovery solutions 
such as PaperCut not only reduce overall 
print volume and print costs, but the 
pull printing function tightens security 
measures by only allowing a user to 
print documents when they present their 
method of authentication at the device. 
This removes the possible scenario of 
confidential documents being left on the 
device. Additionally, the administrator can 
set the software to take ghost images of 
documents and these can be interrogated.

“EveryonePrint mobile printing software 
is an enterprise solution to support 
mobile printing on secure networks. With 
mobile devices and applications flooding 
the market, mobile device management 
(MDM) is growing ever more important. 

By optimising the functionality of mobile 
devices, while controlling and protecting 
the data and configuration settings for all 
mobile devices in a network, support costs 
and business security risks are lowered.

“Biometric authentication systems such 
as BioStore ensure that the person looking 
at your data is who they say they are, even 
if their username and password are stolen. 
Using fingerprints for identification ensures 
it’s impossible for users to lose or forget 
IDs.

“DocuWare digital rights management 
is required to restrict certain types 
of information to those who have a 
legitimate business need for access. With 
paper documents, you might control this 
information by locking them in a filing 
cabinet and giving the keys to certain 
people. With an electronic document 
management system, it’s easy to secure 
your documents using digital rights 
management. You could restrict access 
to a certain document by individual user, 
group or business function, so that only 
the right people have access. This not only 
safeguards the documents, it also proves 
that you’re following regulations. Simply 
generate the security report and hand it to 
the auditor.”

Nigel Allen: “A number of HyPAS 
and third party apps are available for 
enhancing document security, including: 
KYOCERA Net Manager, a server-
based application that streamlines and 
secures document management; our 
USB card reader portfolio, which allows 
organisations to control access to MFPs 
by having users identify themselves with 
an ID card before the device unlocks; 
Equitrac Office print management software, 
which helps companies gain control and 
management of their printing to reduce 
costs, increase document security and 
enable sustainability programs; MyQ, a 
server-based application that streamlines 
and secures document management – 
instead of sending a document to a given 
device, users send it to the MyQ server, 
which all the devices in the office can 
access and print from; and Print&Follow, 
which provides a secure print release 
system without the need for a separate 
print server.”

Chris Hale: “Solutions such as Sharp’s 
Optimised Print Solutions help users to 
proactively monitor and manage print and 
copy usage, which helps companies to 
track and recover costs, reduce waste, save 
time and resources, as well as diminish 
unauthorised usage.

“A secure output management 
solution enables the printing needs of an 

organisation to be correctly assigned to the 
relevant individual and department. Not 
only does this boost the overall security of 
an organisation by significantly supporting 
their compliance with security and 
government directives; it also helps in the 
ongoing battle to control costs and reduce 
operational expenses.”

Andy Johnson: “MPS packages are 
adapted and tailored to meet the needs of 
the customer. Using our Brother Solution 
Interface (BSI) platform, customers are able 
to adapt and create customised solutions 
which can include features such as Print 
Smart Secure Pro, enabling IT managers to 
enhance print security through pull printing 
and secure release capabilities.”

Graham Lowes: “Responding to the 
key workplace trends, OKI’s powerful 
multifunctional printers combine 
sophisticated software with advanced 
technology to ensure the highest level 
of support for printing securely from 
tablets and smartphones and enhance 
productivity while improving document 
input, throughput and output using 
OKI’s embedded sXP (smart Extendable 
Platform). 

“These kinds of secure printing 
solutions can be offered as part of a 
comprehensive managed print services 
approach, enabling organisations to keep 
costs under control and enhance document 
management and workflow, while 
maintaining the highest possible standards 
of security.”

  
kyoceradocumentsolutions.co.uk
www.toshibatec.co.uk
www.sharp.co.uk
www.brother.co.uk
www.canon-europe.com
www.oki.co.uk
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innovations to help improve your
information management strategy, with
expert advice from John Mancini,
President, AIIM International – plus many
of the industry’s most innovative thinkers.

Time to Transform your Information Processes

The UK’s FREE Independent Forum for 
Information Management
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PRINTERS

KYOCERA Document Solutions is 
building on a successful, but difficult, 
2015 with the launch of a new range 
of A4 devices that it believes will 
appeal to businesses that tend to buy 
A3 devices purely for their finishing 
capabilities, paper capacity and print 
quality. 

According to its analysis of print 
volumes, 95% of pages printed on A3 
MFPs in a typical office environment 
are A4, with just 5% being A3. “This,” 
said product marketing manager Trevor 
Maloney, “begs the question: why are 
people still looking to buy A3 MFPs?”

He suggests that for most 
organisations, the reason has little to do 
with paper size and a lot to do with input 
and output paper capacity.

“People who produce large print 
volumes and large print runs will typically 
look at A3 devices rather than A4 because 
those devices are able to produce large 
print volumes and accommodate pages as 
they come out of a device,” he said.

He added: “Where people need true 
finishing capabilities and need to staple 
and punch documents, they will look at 
A3 devices because, typically, A4 will not 
have the options that meet their needs. The 
perception is that print quality is better in 
the A3 market and that running costs are 
lower – traditionally click charges on an A3 
device are lower than on A4, so if someone 
is looking to reduce print costs they will 
typically look at an A3 device.”

For all these reasons, many businesses 
end up buying devices that have a higher 
price tag, take up more room and consume 
more energy than their print needs warrant.

Now, KYOCERA Document Solutions is 
giving them another option, in the shape 
of the TASKalfa 306ci (30ppm), 356ci 
(35ppm) and 408ci (40ppm) – A4 colour 
MFPs that have the look and feel of an A3 
device but the compact footprint of an A4 
model.

In particular, they bring highly 
productive paper handling and finishing 
capabilities to the A4 market segment. 
These include a maximum paper capacity 
of 3,100 sheets (500-sheets as standard); 
a 5-bin mailbox (1,000 sheet capacity); an 
internal 300-sheet stapler-finisher; and a 
1,000/3,000-sheet stapler-finisher with 

hole punch (35  
and 40ppm models).

Other features include:
n  duplex printing (up to 220gsm) at the 

rated engine speed;
n  Customisable colour touchscreens  

(4.3 or 7in);
n 1200 x 1200 dpi print quality;
n Mobile Print support;
n Longlife components for a lower TCO;
n 3-tier billing for flexible click charges;
n Card authentication;
n Data Security Kit;
n  HyPAS for integration with document 

workflow solutions, including HyPAS 
apps and enterprise print management 
solutions like AutoStore, Equitrac, 
Papercut and drivve; 

n  up to 120ppm two-sided, single pass 
scanning; and

n  Scan Extension Kit with automatic OCR 
(35 and 40ppm devices).

More choice
Despite their many A3-like qualities, 
KYOCERA’s new A4 MFPs are not the 
equal of A3 devices in every respect. They 
are designed for lower print volumes than 
A3 devices, from 3,000-15,000 pages per 
month (depending on model), compared 
to 6,000-20,000 pages per month on 
comparable A3 MFPs;  click charges are 
still slightly higher than on A3 devices; and, 
of course, they can’t print in A3.

For these reasons, Maloney does 
not expect the new devices to eat 
into KYOCERA’s A3 sales. “With the 
introduction of these new A4 products we 
are not looking to cannibalise A3 sales. 
We are looking for these products to 

KYOCERA’s new TASKalfa devices fill a gap in the market by 
offering A3 finishing on an A4 device

Do more with A4

complement our existing range and give 
our partners and our end customers more 
choice,” he said.

This they certainly do. Last year, 
KYOCERA had just one TASKalfa colour A4 
MFP – the TASKalfa 266ci, now replaced 
by the 306ci – sales of which grew by 
32%. By tripling the number of colour 
A4 TASKalfa MFPs in its range, KYOCERA 
and its dealers can capitalise on growing 
demand for colour A4 MFPs, especially in 
the high growth parts of the market (21-
30ppm and 31-44ppm).

KYOCERA also has six ECOSYS A4 
colour MFPs, with print speeds from 26 
-35ppm, for transactional sales and the IT 
channel.
kyoceradocumentsolutions.co.uk

The 
perception 
is that print 
quality is 
better in the 
A3 market and 
that running 
costs are 
lower

Managed print
The new MFPs are complemented by KYOCERA Net Manager, a print tracking and print 
accounting solution that also incorporates document workflow and process automation. 

It can be scaled up from simply monitoring who is printing, what, where and when to a full secure pull 
printing solution, including integration with single function devices with print release by ID number via keypad 
or card reader.

It can offer reporting; personalised home screens, showing only those functions a user is authorised to 
access; and OCR and scanning workflows – scanned jobs are sent to the KYOCERA Net Manager server from 
where they can be converted to Word, scanned to email or network folder, or routed to Sharepoint or another 
document management system.

It can track and account for three-tier costs and integrate with KYOCERA’s mobile print app, for monitoring 
and tracking mobile users’ print activity.

KYOCERA : TASKalfa 



MPS is more than just Device Management

@printaudeu printauditeurope

Toner Alerts

Meter Readings

Billing System 
Integration

Applications Printed
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Duplex Usage

Rules for Print
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For one inclusive low cost, flexible monthly subscription
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Storage company Exablox has 
appointed Beta Distribution as its 
exclusive UK distribution partner in 
recognition of its expertise in the 
storage market.

Founded in 2010 and headquartered 
in Sunnyvale, California, Exablox enjoyed  
more than 400% revenue growth last year.

It is best known for OneBlox, a scale-
out object-based NAS solution that delivers 
enterprise-grade software, including in-line 
deduplication, compression, continuous 
data protection and disaster recovery, and 
OneSystem, a secure multi-tenant cloud-
based storage management service that 
enables organisations to manage OneBlox 
in any location from any web browser. 

The partnership with Beta enables UK 
VARS and resellers to benefit from the 
affordable, on-premise storage solutions 
that Exablox has been providing with great 
success to organisations in North America 
since 2013.

The two companies claim that the 

Beta Distribution appointed exclusive UK distributor for 
Exablox storage solutions

Beta adds new name to 
expanding storage portfolio

Exablox 
delivers 
storage 
benefits to 
companies 
of any size
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immediate availability of OneBlox from 
Beta Distribution will meet the need in 
Europe for a simple, powerful and flexible 
scale-out storage solution that can be used 
by customers of all sizes and expand as 
they grow. 

David Treadwell, Business Development 
Manager at Beta Distribution, said: “The 
partnership with Exablox marks the entry 
of a unique scale-out storage solution to 
Europe. Exablox delivers storage benefits to 
companies of any size that have historically 
been solely reserved for large enterprises. 
The ability to provide on-premises storage 
with the ease of use, scalability and 
manageability of OneBlox fills a gap in 
the European market that has not been 
addressed before.”

Ezra Hookano, vice president of sales 
at Exablox, said: “Like North American 
organisations, European organisations 
struggle with unstructured data growth, 
exorbitant storage prices and are fed up 
with fork lift upgrades. Organisations are 

demanding a better solution. Our goal is 
to deliver OneBlox, and its enterprise level 
functionality that businesses of all sizes 
require, worldwide. The partnership with 
Beta Distribution is a key component in 
fulfilling this vision.” 

Beta Distribution PLC has been 
established for over 30 years and is one 
of the UK’s largest independently owned 
IT products distributors, trading with over 
2,000 resellers and VARs and operating a 
strict ‘trade only’ policy. Sales in the last 
financial year were over £158m.

The Technology Solutions Division has 
seen rapid growth in recent years, driven by 
its expertise in NAS products and Data Tape 
technology. Today, Beta provides a wide 
range of storage solutions and services, 
for applications from the desktop to data 
centres. 
www.betadistribution.com
www.exablox.com

mailto:sales@printauditeurope.com
http://www.printauditeurope.com
http://www.betadistribution.com
http://www.exablox.com


01732 759725

Martin Weedall, 
National Sales 
Director, VOW

Richard Reed, 
co-founder of 

Innocent
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On January 22, 400 delegates 
including representatives from 200 
resellers gathered at the Hilton 
Birmingham, NEC for VOW’s Green 
Light 2016 exhibition and conference, 
which this year had the theme of 
‘Stepping up a Gear’.

Managing Director Adrian Butler kicked 
off the cross-category event by re-stating 
VOW’s commitment to the reseller channel 
– “Supporting the resellers that support 
us most remains our key reseller strategy,” 
he said. Last year partner sales increased 
by about 4% for the fourth year in a 
row, reaching £182 million out of a total 
turnover of £336 million. 

Butler highlighted a number of 
emerging growth categories that he said 
were opening up new revenue streams, 
including MPS, Tech and Facilities Supplies. 
He added that VOW would continue to 
broaden its range while increasing its 
relevance to resellers. 

National Sales Director Martin Weedall 
presented a VOW+ Partner update and 
launched VOW Venture, the wholesaler’s 
reinvigorated partner programme. Entry 
to the three-tier programme is open to 
resellers that place the majority of their 

wholesale business with VOW. 
In his presentation, Weedall confirmed 

that the wholesaler will continue to 
invest in specialists to focus on key 
growth categories, adding that recent 
appointments, including that of Paul 
Roberts as Commercial Operations Director, 
are geared to “bringing knowledge to 
expand across the sales team to aid 
category growth”.

The comprehensive line-up of guest 
speakers included Adam Noble, Managing 
Director of Irongate Group, who shared the 
secrets of his success with delegates; Adam 
Chester, Head of Economics at Lloyds Bank 
Commercial Banking, who described the 
economic outlook for 2016 and the role of 
business services in the UK economy; and 
Richard Reed, co-founder of Innocent, who 
entertained the audience with amusing 
anecdotes from the ‘the innocent story’.

In the afternoon VOW held a series 
of packed-out workshops covering Jan/
San, Social Media, Google Analytics and 
Managed Print. Head of Marketing Emma 
Nourry said: “The agenda and content of 
the day was set to enable delegates to 

VOW Green Light 2016 
VOW is already planning next year’s Green Light conference and 
exhibition after a successful 2016 event.

proactively prepare for fast-paced industry 
changes. We’re pleased to report that 
feedback from the workshops has been 
positive, with attendees finding the topics 
practical and useful.”

Trade exhibition
The accompanying exhibition featured 
new products and services from more 
than 100 business supplies brands. Amy 
Horn, Head of Collections, EBP Group 
(ST3Di 3D Printers), said: “The trade show 
this year has been non-stop all day and 
I’m looking forward to turning some of 
those leads into orders. We will absolutely 
be at Green Light 2017!”

Paddy Richards and Stephen Rooney 
from Igateoffice.ie said: “It’s very 
important for a business to be here at the 
Green Light event. As dealers, we get to 
see all the latest products showcased by 
manufacturers, see what the latest trends 
are and see what VOW’s initiatives are 
for the coming year.” Martin Turnbull, 
Director of Cambridge Office and Business 
Supplies Ltd, commented: “I’ve found 
it particularly useful to meet other like-
minded dealers who’ve had similar issues 
and I’ve found a lot of new products that 
we haven’t sold before.”

Alan Gray, Managing Director, Sarratt 
Office Supplies, said VOW Green Light 
was a good opportunity to catch up with 
dealers and buying groups and keep 
abreast of updates, innovations and new 
products. “I like the networking side 
because as a dealer you can feel quite 
isolated and it’s nice to hear how other 
people are feeling and how things are 
working out for them. Suppliers are always 
good for networking, arranging training 
and looking at larger projects,” he said.

Planning for Green Light 2017 has already 
commenced and interest can be registered 
by visiting www.greenlightevent.com

http://www.greenlightevent.com


Roberts joined the Evo Group as 
Commercial Operations Director in 
December 2015 with a brief to build 
a commercially sound MPS offering 
for the channel. He has racked up 20 
years’ experience within the market 
and was formerly with Balreed (now 
Apogee).

VOW initially introduced a Managed 
Print and Document Services programme 
in September 2014, signing partnership 
agreements with 78% of the resellers who 
attended the launch event.

At the time, the wholesaler structured 
the initiative in consultation with the MPSA 
(Managed Print Services Association) to 
provide a more flexible and accessible 
solution, with improved invoicing, reporting 
and communication tools. The initiative 
was designed to help resellers derive all 
the benefits of a brand-agnostic, customer-
focused Managed Print Solution capable 
of delivering cost savings of up to 25% to 
their customers. 

Commenting on the scheme’s progress 
so far, Roberts said: “We have a number 
of reseller-led MPS contracts in place and 
are currently working with a variety of 
resellers to maximise current and future 
opportunities.”

During his presentation, Roberts 
said that since joining the company 
his focus has been on right-sizing and 
‘operationalising’ the MPS category for the 
channel to support sustainable growth, 
explaining that VOW has increased the 
size of its business development team 
to further maximise the opportunity for 
conversion.

He said: “We are building a robust 
operational and commercial platform 
to offer MPS through our direct and 
wholesale channels. Additionally, by 
dedicating highly experienced business 
development managers to our wholesale 
channel, we can align relevant expertise. 
Improving and strengthening our portfolio 
of suppliers will broaden our offering, 
further enhanced by UK and global support 
as required.”

The Gala Awards Dinner featured ground-breaking 
ventriloquist, BAFTA-nominated filmmaker and British 
Comedy Award winner Nina Conti, who also presented 
the Partner awards to VOW+ Partners and entertained 
the audience with her hugely successful stand-up 
routine. 

VOW+ Partner Award Winners 
Commercial 
Paper Round 
DP supplies 

Partner Award Winners
ACS 
Nectere 
Reflex 
Cowans Direct 
Sarratt Office Supplies 
Bridgewater

VOW Ireland Partner of the Year
Codex (which also picked up the Furniture Reseller of the Year 
Award)

FS Reseller of the Year
ACS 

Technology Reseller of the Year 
CCS Media 

VOW’s MPS methodology is designed 
to provide resellers with a seamless and 
professional approach to cross- and up-
selling and, by bridging the experience 
gap, help them win MPS opportunities. The 
wholesale model should provide dealers 
with an uncomplicated way to move into 
the MPS market, increase revenue streams, 
fend off transactional competition and 
achieve longer term security.

“This increase in business development 
headcount lets us provide an even higher 
level of support to our resellers, shortening 
the MPS learning curve and managing the 
‘up skilling’ process. Dedicating resources 
to the wholesale channel allows complete 
focus and maximises the conversion of 
opportunities,” Roberts explained.

Recent developments include access to 
a comprehensive finance package through 
HP Enterprise Financial Services, which 
offers a number of funding models as a 
flexible alternative to cash sales. 

Roberts added that the wholesaler 
is expanding the number of OEM 
relationships to provide a wider portfolio 
of hardware, software and services. 
“We are in the process of fine-tuning 
our portfolio of hardware and software 
suppliers. At present, we are working with 
KYOCERA, HP, OKI and Xerox to build 
mutually beneficial partnerships that meet 
the requirements of our reseller channel. 
In addition to the hardware relationships, 
we are in the early stages of identifying 
innovative software partners that will 
positively differentiate us from the rest of 
the MPS market,” he said.

With contraction in both the OP 
and EOS markets, MPS provides dealers 
with the potential to plug revenue gaps 
and increase wallet share. VOW’s offer, 
according to Roberts, will enable resellers 
to secure customers and expand the 
services they currently provide.

Managed Print Services
At Green Light, Commercial Operations Director Paul Roberts 
led a workshop promoting the opportunity within MPS for the 
independent reseller. 
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Partner of the Year £1m+ – 1st Place

Partner of the Year up to £500k – 1st Place
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AND FINALLY

Steven Hastings 
IT Channel Director, Ricoh UK

60 seconds with…

What was your first job?   
Working in a record shop in Chelmsford 
whilst still at school. Any money that I 
earned I spent on punk singles! And I 
still have most of them. 

What would be your dream job?   
Circus ringmaster or, if I had the ability, a pianist in a New 
Orleans bar covering Dr John riffs.

Money’s not an issue, what’s your perfect car … and 
where would you like to drive it?   
I’m not that into cars, so it would probably be a 1960s Volvo 
S1800 and a trip up Alpe D’Huez – the mythical hill climb 
featured regularly in the Tour De France and most associated 
with the troubled cyclist Marco Pantani.

Fine dining and good wine, or curry 
and a pint?  
No to curry and a pint, but you can’t 
beat a decent salt beef bagel from Brick 
Lane’s Beigel Bake anytime!

Favourite holiday destination.
Barcelona – fantastic mix of a vibrant artistic culture, incredible 
architecture, great bars, music and lifestyle.  And it’s close!

How do you like to spend your spare time? 
Road cycling when I can, but my spare time is mainly spent 
musically! I play the guitar and clump thump piano, plus I DJ 
regularly – and host a monthly radio show. I like to keep busy…

What’s currently having the 
greatest impact on your 
business?
Great value products from low 
to high end and the growing 
public awareness and visibility 
of the Ricoh printer range. 
We are the fastest growing 
printer brand in the UK and 
increasing our market share 
accordingly. Plus I am lucky to 
have a dedicated and creative 
team working in the channel 
supporting our distribution and 
reseller partners.
 
Where do you see the next 
big opportunity?
For Ricoh printers, it will be 
in the Public Sector/Local 
Government market sector. As 
a company we already have 
a very strong presence from 

an MFP/MPS perspective and 
we are now working with 
reseller partners to support and 
generate additional growth 
with our printer range.

What would make your day 
job easier?
If our distribution partners 
would not mind relocating to 
Southend….! And for me to 
learn the ability to remember 
passwords.  

What’s the best bit of 
business advice you’ve 
been given?
Probably to recognise the 
need to see a thing from a 
customer’s point of view, and 
that we all have the ability 
to influence that customer’s 
opinions and choices either 

positively or negatively, 
regardless of our role within 
the company.

If you had had a crystal 
ball, would you have done 
anything differently?
Studied harder, earlier!
 
Describe your most 
embarrassing moment.
Probably, many years ago, a 
product demonstration of a 
high speed duplicator to a print 
room in a convent. Behind 
the print room manager, more 
and more nuns kept crowding 
into the room, whispering and 
pointing out the nice young 
man who had come to visit 
them. So, being teased by 
nuns is my most red-faced 
moment…

50
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Top Distributors & Manufacturers 
                        and Key Diary Dates

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

01932 580100   www.toshibatec.co.uk
Toshiba TEC UK Imaging Systems Ltd is a leading 
supplier of information technology and office 
equipment products ranging from printers and 
multifunctional systems to fax machines and digital 
document management products.

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

www.ricoh.co.uk
In a nutshell, we are a total document and IT solutions 
provider. We offer a range of services tailored to your 
specific needs, from streamlining costs, to enhancing 
business processes and increasing staff productivity.

www.kyoceradocumentsolutions.co.uk
One of the world’s leading document output management 
companies, KYOCERA Document Solutions manufactures 
and markets monochrome and colour network printers, 
multifunctional products (MFPs) and a portfolio of software 
solutions.

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

www.brother.co.uk
Brother’s focus is on providing you with devices whose 
quality is unmatched by any other manufacturer. From 
our lasers and inkjets, to our A3, label and mobile 
devices, all our printers are built with both the customer 
and the environment in mind.

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

www.sharp.co.uk
Sharp make business equipment that is market leading 
and award winning this is why we keep innovating, to 
provide efficient reliable and cost effective solutions for 
our customers ever changing business needs.

www.lexmark.com
With our extensive understanding of technology and 
unique, industry-specific knowledge gained from devel-
oping custom output solutions for thousands of organ-
isations, Lexmark has the expertise to help you uncover 
hidden opportunities in your output environment and 
implement strategies and processes to streamline the 
flow of information in your business

0871 973 3000   www.ingrammicro.co.uk
Ingram Micro is the world’s largest technology distributor and 
the number one distributor for print in the UK, offering and 
supporting the broadest portfolio of hardware, supplies and 
print solutions.

0118 912 6000   www.westcoast.co.uk
Westcoast Ltd established for over 25 years distributes leading 
IT brands to a broad range of Resellers, Retailers and Office 
Product Dealers in the UK.

N: (01282) 776776   S: (01256) 707070    
www.exertismicro-p.co.uk
Welcome to Exertis Micro-P a true value-added IT 
Distributor dedicated to helping you grow your business.

0844 980 0377   www.dsales.eu
DSales (UK) Ltd is the exclusive UK distributor for the 
DEVELOP range of digital multifunctional devices, 
supplying through a national network of independent 
office equipment dealers. Based in West Yorkshire, DSales 
are entirely independent and have grown rapidly to 
become the largest DEVELOP distributorship in the world.

01256 788 000    www.techdata.co.uk
Tech Data is one of the leading distributors of IT, 
communications, consumer electronics products and services in 
the UK. We offer our customers specialist support in key areas 
of the market, underpinned by exceptional product choice.

020 8296 7066    www.northamber.com
Northamber is the longest established trade-only distributor 
of IT equipment in the UK. Since 1980, Northamber has been 
your partner in IT distribution. Today we are widely recognised 
as the largest UK owned trade-only distributor in our industry.

@MidwichLtd    

@OKIUK    

@KYOCERADUK  

@CanonUKandIE

@brother_UK    

@infotechsupply
Tel: 0208 869 1950

Tel: 01737 220000

@IngramMicroUK    

@Westcoast_UK    

@ExertisMicroP    

@DevelopUK    

@Northamberplc    

@Tech_Data

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

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

01933 420556   www.olivettiuk.com
Olivetti, established in 1908, is widely acknowledged as 
Europe’s leading office products manufacturer.

Olivetti’s extensive product portfolio provides its deal-
er network with a full complement of innovative solutions 
includes award-winning business colour and mono MFPs, 
desktop printers, and solutions for print  and document 
management.

@OlivettiUK

Apr – Jun 2016
19–20 April  
Olympia  
North, London

UC Expo 
www.ucexpo.co.uk

31 May–10 June  
Düsseldorf  
Germany

drupa   
www.drupa.com

 
22 June  
Ibis London Earls Court, London

aiim FORUM UK 
www.aiimforum.co.uk

Learn how effective information
systems can help you to:

• Integrate communications across
multiple channels

• Improve frontline service and
customer loyalty

• Reduce process costs without
sacrificing quality

• Minimise legal & financial risk
• Exploit mobile, cloud & social

technologies
• Gain competitive advantage
• Build sustainable growth

Your Business, Your Process, Your Information

Wednesday 22nd June 2016

And best of all...

ENTRY IS FREE 
WHEN YOU REGISTER ONLINE!

www.aiimforum.co.uk

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

This year’s AIIM Forum UK will identify and
explain the most significant trends and
innovations to help improve your
information management strategy, with
expert advice from John Mancini,
President, AIIM International – plus many
of the industry’s most innovative thinkers.

Time to Transform your Information Processes

The UK’s FREE Independent Forum for 
Information Management

110307 A4 Advert 2016 OEN.qxp_Layout 1  18/02/2016  10:56  Page 1

http://www.midwich.com
http://www.toshibatec.co.uk
http://www.oki.co.uk
http://www.ricoh.co.uk
http://www.kyoceradocumentsolutions.co.uk
http://www.canon.co.uk/imageFORMULA
http://www.brother.co.uk
http://www.printandcopycontrol.com
http://www.sharp.co.uk
http://www.lexmark.com
http://www.ingrammicro.co.uk
http://www.westcoast.co.uk
http://www.exertismicro-p.co.uk
http://www.dsales.eu
http://www.techdata.co.uk
http://www.northamber.com
http://www.voweurope.com
http://www.betadistribution.com
http://www.olivettiuk.com
http://www.ucexpo.co.uk
http://www.drupa.com
http://www.aiimforum.co.uk
http://www.aiimforum.co.uk


Scan the code. 
Protect your business.
Don’t be fooled by counterfeit.

Authorised
Distributor

                                    

www.voweurope.com   0844 980 8000
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