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®

FINANCING FLEXIBILITY
Wherever your customers are headed, you need 

to be ready. At GreatAmerica, we take pride in 

our deep understanding of the offi ce technology 

industry—from software to IT and services; we’re 

helping you get there.

®

“GreatAmerica does a great 
job supporting my sales 
efforts at Kelley’s. Whether 
it’s a software deal or an 
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and service no other fi nance 
provider can.”

Aric Manion
Owner & President, Kelley Imaging Systems

Kent, WA
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B E T W E E N  T H E  L I N E S

No June Gloom, Please

Summer is approaching and that means we’re nearing the 
halfway point of 2016. So far, it’s shaping up to be quite an 
eventful year. There have already been several eyebrow-
raising news stories, Foxconn’s acquisition of Sharp and 
Apex’s (pending) acquisition of Lexmark being particularly 
noteworthy. 
As the year moves forward, we will continue to report 
and discuss the transformative changes that affect dealers 
today. These include the emerging solutions-based model, 
non-traditional hardware, innovative ideas to counteract 
commoditization of consumables and CPP, and even the 
exploration of adjacencies to adapt and grow. 
In this issue, our feature article explores how leading finance 
companies are tailoring their products and services to meet the 
evolving demands of dealers. Unsurprisingly, as the industry 
evolves, the leasing and finance companies are evolving along 
with it. They discuss their strategies, latest offerings, and 
how they plan to build relationships to better predict future 
demands. 
So much transformation is going on in the document imaging 
industry right now. Sometimes the focus is too much on the 
disruptions and the opportunities are underplayed. So many 
dealers I’ve spoken to reported record first quarters. This is 
certainly a sign that companies are adapting and seizing upon 
these new opportunities and their efforts are being rewarded. 
Yes, these are very exciting times. Let’s hope that continues 
throughout the year. 
Enjoy your first days of summer, and best of luck. 

Todd Turner
Todd Turner 
Editorial Director

Contributors
Charles Brewer  |  Charles Brewer is the 
founder and president of Actionable 
Intelligence, the digital imaging industry’s 
leading market research firm. He was an editor 
for Inc. magazine and ComputerWorld during 
the 1990s, and more recently, the managing 
editor of The Hard Copy Supplies Journal. Mr. 
Brewer’s analysis is currently featured at his 

firm’s website, www.Action-Intell.com.

Ken Edmonds  |  Ken Edmonds is currently 
employed as a District Service Manager for a 
major copier manufacturer.  He has an 
extensive background in the imaging business, 
having owned a successful dealership, serving 
as service manager for multiple dealerships, 
and as a Document Solutions Specialist for 
Sharp Electronics.  Additionally, he has more 

than 40 years of experience in the electronics and computer 
fields.  He has attended the BTA Fix service manager training, the 
Pros Elite service manager training, and the Service Mangers 
Achieve Results training conducted by John Hay and John 
Hansen for Sharp Electronics.  He additionally completed the 
University of Wisconsin training program for technical trainers.

Charles Lamb  |  Charles Lamb is the 
President and CEO of Mps&it Sales Consulting. 
His firm delivers proven methodologies and 
processes that assist dealer principals seeking 
a successful transformation into the managed 
services space. He’s created complementary 
solutions including Funnelmaker, Gatekeeper, 
and Shield IT services.  For more info, call 

888.823.0006, e-mail him at clamb@mpsandit.com, or visit 
www.mpsandit.com.

Jim Zipursky  |  Jim Zipursky is the Managing 
Director of CFA-MidWest, an investment bank 
serving the middle market. Jim is a registered 
representative of Silver Oak Securities, Inc., 
member FINRA/SIPC. For more information 
visit www.cfaw.com/omaha. Follow Jim on 
Twitter (@jazcfane) for articles and information 
about M&A. For more information about Exit 

Strategies or Selling Your Business, feel free to contact Jim at 
(402) 330-2160 or jaz@cfaomaha.com.

TECHNICAL ARTICLE CONTRIBUTOR

Britt Horvat  |  Britt Horvat works for The Parts 
Drop, a company whose primary business is 
providing parts, supplies and information for 
Xerox brand copiers, printers and fax 
machines.  You can find more information, 
including many of Britt’s past ENX articles on 
their website, www.partsdrop.com.
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ALL REBATES ARE VALID THROUGH MAY 31, 2016

Printers & MFPs

MX510DE
45PPM MONO LASER MFP

MS415DN
40PPM MONO LASER PRINTER

CS410DN
32PPM CLR LASER PRINTER

CX410E
32PPM COLOR LASER MFP

PLEASE CALL FOR MARCH REBATES INFORMATION!

MS610DE | 50PPM MONO LASER PRINTER...$225 REBATE

CS410DTN | 32PPM COLOR LASER PRINTER.$160 REBATE

MX511DTE | 45PPM MONO LASER MFP........$300 REBATE

CX410DTE | 32PPM COLOR LASER MFP........$250 REBATE

$110
REBATE

$100
REBATE

$150
REBATE

$175
REBATE

$225
REBATE

$175
REBATE

MS510DN
45PPM MONO LASER PRINTER

MS610DN
50PPM MONO LASER PRINTER

$1215 $755

MFPs & Faxes
MP201SPF

21ppm B&W 
Copier

FAX-3320L
33.6 Kbps
Laser Fax

ALL REBATES VAILD THROUGH MAY 31, 2016!

SP 3600SF...............................................

SP 3610SF...............................................

SP 4510DN..............................................

SP 4510SF...............................................

SP 5200DN..............................................

SP 5210SR..............................................

$40 REBATE!

$50 REBATE!

$40 REBATE!

$150 REBATE!

$100 REBATE!

$200 REBATE!

SP C250DN..............................................
SP C320DN..............................................
SP C440DN..............................................
SP 5200S.................................................
SP 5210SF...............................................
SP C250SF...............................................
SP C252SF...............................................

$100 REBATE!
$45 REBATE!

$100 REBATE!
$180 REBATE!
$200 REBATE!
$150 REBATE!
$80 REBATE!

MP2501SP...............................$1869
MPC2003.................................$2915

FAX-4430L.................................$959
FAX-4430NF.............................$1109

ALL REBATES ARE VALID THROUGH MAY 31, 2016

LASERJET
PRO 

M604N/DN
52ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M605N/DN
58ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M606DN/X
65ppm B&W Duplex,

Network-Ready Printers

MONOCHROME & COLOR
LASERJET PRINTERS & MFPS

LASERJET M426FDN...................................................$70 REBATE
LASERJET M426FDW.......................................................BIG SALE!
COLOR LASERJET M477FNW...................................$100 REBATE
COLOR LASERJET M477FDN....................................$100 REBATE
COLOR LASERJET M477FDW..........................................BIG SALE!
COLOR LASERJET M570DN......................................$250 REBATE
LASERJET M225DN......................................................$40 REBATE
LASERJET M402N.........................................................$70 REBATE
LASERJET M553N.......................................................$150 REBATE
LASERJET M553DN....................................................$150 REBATE
LASERJET P2035..........................................................$42 REBATE
COLOR LASERJET M452NW.....................................$200 REBATE
COLOR LASERJET M452DN......................................$200 REBATE
COLOR LASERJET M277DW........................................$50 REBATE

BIG
SALE!
$270
REBATE
M605DN

BIG
SALE!
$150
REBATE
M605N

BIG
SALE!
$525
REBATE
M606X

BIG
SALE!
$350
REBATE
M606DN

BIG
SALE!
$180
REBATE
M604DN

BIG
SALE!
$100
REBATE
M604N

SD365......80-100-130 sheets per minute
SD440..............60-130 sheets per minute
SD710..............60-135 sheets per minute

BIG SALE!Image 
shown:
SD365

Digital Duplicators

CT-S801
300mm/s / 256K Mem.

CT-S601
200mm/s / 384K Mem.

CT-S310II
160mm/s / 384K Mem.

BIG
SALE!Image 

shown:
CT-S801

DOCUMENT SCANNERS

BIG SALE!

$899
INCREDIBLE

DEAL!

$695
INCREDIBLE

DEAL!

i2420
SCANNER

DOCUMENT
SCANNER
60ppm Color Scanner for PC & MAC

40ppm Desktop Scanner

DR-C225 
25ppm B&W/
Grayscale/
Color (Simplex)

DR-C240 
30ppm B&W/
Grayscale/
Color (Simplex)

Fi-7160

MULTIFUNCTIONS
& PRINTERS

BIG
SALE!

BIG
SALE!

BIG
SALE!

MB760 MFP

B4600 PRINTER C331DN PRINTER

• 49ppm
• 530 Sheets

• 27ppm
• 250 Sheets

• 55ppm
• 530 Sheets

• 25/23ppm BW/Color
• 250 Sheets

BEST BUY
$479

MB770+ MFP

B412DN............................BIG SALE!
B420DN............................BIG SALE!
B432DN............................BIG SALE!
B4600/N/NPS...................BIG SALE!
B512DN............................BIG SALE!
B721DN............................BIG SALE!
B731DN............................BIG SALE!

C331DN............................BIG SALE!
C531DN............................BIG SALE!
C610N/DN........................BIG SALE!
C711N/DN........................BIG SALE!
C831N/DN........................BIG SALE!
C911DN............................BIG SALE!
C9650N/DN......................BIG SALE!

MB472W..........................BIG SALE!
MB491+LP.......................BIG SALE!
MB492..............................BIG SALE!
MB562W...........................BIG SALE!
MB760+............................BIG SALE!
MB770+............................BIG SALE!
MB770F+..........................BIG SALE!
MB770FX+........................BIG SALE!

MC362W...........................BIG SALE!
MC562W...........................BIG SALE!
MC770+............................BIG SALE!
MC780+............................BIG SALE!
MC780F+..........................BIG SALE!
MC780FX+.......................BIG SALE!
MC873DN.........................BIG SALE!
MC873DNC......................BIG SALE!
MC873DNX......................BIG SALE!

MONOCHROME PRINTERS

MONOCHROME MFPS
COLOR MFPS

COLOR PRINTERS

DOT MATRIX 
PRINTERS

LABEL 
PRINTERS

POS 
PRINTERS

MFPs

ALL REBATES VALID WHILE SUPPLIES LAST!

MX-M266N
MX-M316N  
MX-M354N

MX-B402

MX-C250 FO-2081

MX-2616N
MX-3116N  

• Up to 35ppm

MX-C300P
MX-C300W  
MX-C301W
• 30 pages per
  minute

• 26ppm BW/Color 
  (2616N)
• 31ppm BW/Color 
  (3116N)

CALL FOR PRICING!

CALL FOR PRICING!

GREAT BUY

• 40 pages per minute
• 500-sheet paper
   drawers

• 33.6 Kbps Fax
• 23 pages per 
   minute

CALL FOR 
PRICING!

$150
REBATE

$899
AFTER REBATE

• 25/25 pages per 
  minute (BW/Color)

CALL FOR PRICING!

CALL FOR PRICING!

INTRO SPECIAL

BLI
2015 PICK

$35

• 23 pages per minute
• 128 MB Memory

• 1200 x 1200 dpi Res.
• 50,000 Pages Duty Cycle

P2500W

P3255DN  | MONO Printer | 35ppm | 128MB Memory................$125
M6550NW | MONO MFP     | 23ppm | 128MB Memory................$109
M6600NW | MONO MFP     | 23ppm | 256MB Memory................$125

LASER PRINTERS

NETWORK
WIRELESS

*700-Page 
Starter 

Cartridge 
Included

FAX-2840
High Speed Laser Fax | 33.6Kbps Super G3....

FAX-4100e
High Speed Laser Fax | 33.6Kbps Super G3....

PPF-4750e
High Perf. Laser Fax | 33.6Kbps | Network......

MFC-8220
B&W Laser AIO | 21ppm | 32MB Memory.........

MFC-8510DN
B&W Laser Printer | 27ppm | Dplx | W-Ntwrk...

MFC-9330CDW
Color Digital MFC | 23ppm | Dplx | W-Ntwrk.....

MFC-J5720DW
Color InkJet AIO | 35/27ppm (BW/Color)..........

MFC-L2740DW
B&W AIO | 32ppm | Duplex | W-Network............

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!
BIG SALE!
BIG SALE!
BIG SALE!

HL-L8250CDN
32PPM CLR PRINTER • DPLX • NTWRK..... BIG SALE!

BIG SALE!

BIG SALE!

MFC-L8600CDW
30PPM CLR MFP • DPLX • NTWRK...........

MFC-L8850CDW
32PPM CLR MFP • DPLX • W-NTWRK.......

Copiers, Faxes, MFPs, 
Printers, Scanners

FACTORY 
REFURB 
SALE!

MFC-7860DW
• 27ppm 
  (Copy/Print)
• 32MB 
  Memory $149

AUTHORIZED DISTRIBUTOR

INNOVATIVE •SMART •SIMPLE
**ALL REBATE PROMOS ARE VALID WHILE SUPPLIES LAST!**

ECOSYS P6021CDN
Color Printer with
Duplex and Network  

• 23ppm 
  BW/Color
• 250-Sheet 
  Tray
• 512MB
  Memory
• Hard
  Disk Drive
  (Option)

$359
AFTER

REBATE

$170
Rebate

P2035D.......................$149
P2135D.......................$225

ECOSYS P2135DN
B&W Printer with
Duplex and Network 

• 37ppm
• 250-Sheet 
  Tray

$189
FS-1320DBEST BUY

$249
SALE!

FS-6525MFP / 6530MFP
B&W Copy, Print, Scan 
with Network, Duplex, 
Fax (Option) 

• 25ppm (FS-6525MFP)
• 30ppm (FS-6530MFP)
• Standard RADF
• Up to 1,600 Sheets
• 33.6 Kbps Fax 
  (Option)

6525MFP
$500
Rebate

6530MFP
$550
Rebate

SAVE ON

PACKAGE
DEALS!

M3040IDN / M3540IDN 
M3550IDN / M3560IDN

B&W Copy, Print, Color Scan, 
Fax (M3540/3550/3560idn 
only) with Network, Duplex 

• 42ppm (M3040/3540idn)
• 52ppm (M3550idn)
• 62ppm (M3560idn)
• 33.6 Kbps Fax 
  (M3540/3550/3560idn)

Up to
$500
Rebate

Image 
Shown: 

M3540idn

62
ppm

Up to

AirPrint

7” LED
Touch
Panel

M2035DN / M2535DN
B&W Copy, Print, Scan with Network, 
Fax (M2535DN only) 

• 37ppm
• Standard Duplex
• 250-Sheet Capacity
• Standard Print, Copy, 
  and Color scan
• 33.6 Kbps Fax 
  (M2535DN)

$70
Rebate

ECOSYS M6530CDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 32ppm 
  BW/Color
• 250-Sheet 
  Tray
• 50-Sheet MPT
• 75-Sheet RADF
• Wireless 
  Printing Cable

$300
Rebate

CALL FOR

BEST
PRICING!

CS-3010i/3510i
B&W Copy, Print, Scan, Fax 
(Option) with Printer Network

• 30ppm (3010i)
• 35ppm (3510i)
• Dual 500 Sheets
• 33.6 Kbps Fax 
  (Option)

FREE!
DP-770B

$400
Rebate

SAVE ON

PACKAGE
DEALS!

CS-2551ci
Color Copy, Print, Scan with 
Duplex, Fax with Network

• 25ppm BW/Clr
• Dual 500 Sheets
• 33.6 Kbps Fax

• Gigabit Ethernet

FREE!
DP-770B

SAVE ON

PACKAGE
DEALS!

$900
Rebate

CS-306ci
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 32ppm BW/Color
• 600-Sheet Cap.
• 75-Sheet
  Doc. Processor
• 33.6 Kbps 
  Fax 
  (Option)

$500
Rebate

FS-C8520MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 20ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$2000
Rebate

SAVE ON

PACKAGE
DEALS!

FS-C8525MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 25ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$1400
Rebate

SAVE ON

PACKAGE
DEALS!

ECOSYS M6035CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB
  Memory

$300
Rebate

CALL FOR

BEST
PRICING!

ECOSYS M6535CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB Memory
• 33.6 Kbps
  Fax

$300
Rebate

CALL FOR

BEST
PRICING!

Image 
Shown: 

CS-3510i

CALL FOR

INTRO
PRICING!
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ALL REBATES ARE VALID THROUGH MAY 31, 2016

Printers & MFPs

MX510DE
45PPM MONO LASER MFP

MS415DN
40PPM MONO LASER PRINTER

CS410DN
32PPM CLR LASER PRINTER

CX410E
32PPM COLOR LASER MFP

PLEASE CALL FOR MARCH REBATES INFORMATION!

MS610DE | 50PPM MONO LASER PRINTER...$225 REBATE

CS410DTN | 32PPM COLOR LASER PRINTER.$160 REBATE

MX511DTE | 45PPM MONO LASER MFP........$300 REBATE

CX410DTE | 32PPM COLOR LASER MFP........$250 REBATE

$110
REBATE

$100
REBATE

$150
REBATE

$175
REBATE

$225
REBATE

$175
REBATE

MS510DN
45PPM MONO LASER PRINTER

MS610DN
50PPM MONO LASER PRINTER

$1215 $755

MFPs & Faxes
MP201SPF

21ppm B&W 
Copier

FAX-3320L
33.6 Kbps
Laser Fax

ALL REBATES VAILD THROUGH MAY 31, 2016!

SP 3600SF...............................................

SP 3610SF...............................................

SP 4510DN..............................................

SP 4510SF...............................................

SP 5200DN..............................................

SP 5210SR..............................................

$40 REBATE!

$50 REBATE!

$40 REBATE!

$150 REBATE!

$100 REBATE!

$200 REBATE!

SP C250DN..............................................
SP C320DN..............................................
SP C440DN..............................................
SP 5200S.................................................
SP 5210SF...............................................
SP C250SF...............................................
SP C252SF...............................................

$100 REBATE!
$45 REBATE!

$100 REBATE!
$180 REBATE!
$200 REBATE!
$150 REBATE!
$80 REBATE!

MP2501SP...............................$1869
MPC2003.................................$2915

FAX-4430L.................................$959
FAX-4430NF.............................$1109

ALL REBATES ARE VALID THROUGH MAY 31, 2016

LASERJET
PRO 

M604N/DN
52ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M605N/DN
58ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M606DN/X
65ppm B&W Duplex,

Network-Ready Printers

MONOCHROME & COLOR
LASERJET PRINTERS & MFPS

LASERJET M426FDN...................................................$70 REBATE
LASERJET M426FDW.......................................................BIG SALE!
COLOR LASERJET M477FNW...................................$100 REBATE
COLOR LASERJET M477FDN....................................$100 REBATE
COLOR LASERJET M477FDW..........................................BIG SALE!
COLOR LASERJET M570DN......................................$250 REBATE
LASERJET M225DN......................................................$40 REBATE
LASERJET M402N.........................................................$70 REBATE
LASERJET M553N.......................................................$150 REBATE
LASERJET M553DN....................................................$150 REBATE
LASERJET P2035..........................................................$42 REBATE
COLOR LASERJET M452NW.....................................$200 REBATE
COLOR LASERJET M452DN......................................$200 REBATE
COLOR LASERJET M277DW........................................$50 REBATE

BIG
SALE!
$270
REBATE
M605DN

BIG
SALE!
$150
REBATE
M605N

BIG
SALE!
$525
REBATE
M606X

BIG
SALE!
$350
REBATE
M606DN

BIG
SALE!
$180
REBATE
M604DN

BIG
SALE!
$100
REBATE
M604N

SD365......80-100-130 sheets per minute
SD440..............60-130 sheets per minute
SD710..............60-135 sheets per minute

BIG SALE!Image 
shown:
SD365

Digital Duplicators

CT-S801
300mm/s / 256K Mem.

CT-S601
200mm/s / 384K Mem.

CT-S310II
160mm/s / 384K Mem.

BIG
SALE!Image 

shown:
CT-S801

DOCUMENT SCANNERS

BIG SALE!

$899
INCREDIBLE

DEAL!

$695
INCREDIBLE

DEAL!

i2420
SCANNER

DOCUMENT
SCANNER
60ppm Color Scanner for PC & MAC

40ppm Desktop Scanner

DR-C225 
25ppm B&W/
Grayscale/
Color (Simplex)

DR-C240 
30ppm B&W/
Grayscale/
Color (Simplex)

Fi-7160

MULTIFUNCTIONS
& PRINTERS

BIG
SALE!

BIG
SALE!

BIG
SALE!

MB760 MFP

B4600 PRINTER C331DN PRINTER

• 49ppm
• 530 Sheets

• 27ppm
• 250 Sheets

• 55ppm
• 530 Sheets

• 25/23ppm BW/Color
• 250 Sheets

BEST BUY
$479

MB770+ MFP

B412DN............................BIG SALE!
B420DN............................BIG SALE!
B432DN............................BIG SALE!
B4600/N/NPS...................BIG SALE!
B512DN............................BIG SALE!
B721DN............................BIG SALE!
B731DN............................BIG SALE!

C331DN............................BIG SALE!
C531DN............................BIG SALE!
C610N/DN........................BIG SALE!
C711N/DN........................BIG SALE!
C831N/DN........................BIG SALE!
C911DN............................BIG SALE!
C9650N/DN......................BIG SALE!

MB472W..........................BIG SALE!
MB491+LP.......................BIG SALE!
MB492..............................BIG SALE!
MB562W...........................BIG SALE!
MB760+............................BIG SALE!
MB770+............................BIG SALE!
MB770F+..........................BIG SALE!
MB770FX+........................BIG SALE!

MC362W...........................BIG SALE!
MC562W...........................BIG SALE!
MC770+............................BIG SALE!
MC780+............................BIG SALE!
MC780F+..........................BIG SALE!
MC780FX+.......................BIG SALE!
MC873DN.........................BIG SALE!
MC873DNC......................BIG SALE!
MC873DNX......................BIG SALE!

MONOCHROME PRINTERS

MONOCHROME MFPS
COLOR MFPS

COLOR PRINTERS

DOT MATRIX 
PRINTERS

LABEL 
PRINTERS

POS 
PRINTERS

MFPs

ALL REBATES VALID WHILE SUPPLIES LAST!

MX-M266N
MX-M316N  
MX-M354N

MX-B402

MX-C250 FO-2081

MX-2616N
MX-3116N  

• Up to 35ppm

MX-C300P
MX-C300W  
MX-C301W
• 30 pages per
  minute

• 26ppm BW/Color 
  (2616N)
• 31ppm BW/Color 
  (3116N)

CALL FOR PRICING!

CALL FOR PRICING!

GREAT BUY

• 40 pages per minute
• 500-sheet paper
   drawers

• 33.6 Kbps Fax
• 23 pages per 
   minute

CALL FOR 
PRICING!

$150
REBATE

$899
AFTER REBATE

• 25/25 pages per 
  minute (BW/Color)

CALL FOR PRICING!

CALL FOR PRICING!

INTRO SPECIAL

BLI
2015 PICK

$35

• 23 pages per minute
• 128 MB Memory

• 1200 x 1200 dpi Res.
• 50,000 Pages Duty Cycle

P2500W

P3255DN  | MONO Printer | 35ppm | 128MB Memory................$125
M6550NW | MONO MFP     | 23ppm | 128MB Memory................$109
M6600NW | MONO MFP     | 23ppm | 256MB Memory................$125

LASER PRINTERS

NETWORK
WIRELESS

*700-Page 
Starter 

Cartridge 
Included

FAX-2840
High Speed Laser Fax | 33.6Kbps Super G3....

FAX-4100e
High Speed Laser Fax | 33.6Kbps Super G3....

PPF-4750e
High Perf. Laser Fax | 33.6Kbps | Network......

MFC-8220
B&W Laser AIO | 21ppm | 32MB Memory.........

MFC-8510DN
B&W Laser Printer | 27ppm | Dplx | W-Ntwrk...

MFC-9330CDW
Color Digital MFC | 23ppm | Dplx | W-Ntwrk.....

MFC-J5720DW
Color InkJet AIO | 35/27ppm (BW/Color)..........

MFC-L2740DW
B&W AIO | 32ppm | Duplex | W-Network............

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!
BIG SALE!
BIG SALE!
BIG SALE!

HL-L8250CDN
32PPM CLR PRINTER • DPLX • NTWRK..... BIG SALE!

BIG SALE!

BIG SALE!

MFC-L8600CDW
30PPM CLR MFP • DPLX • NTWRK...........

MFC-L8850CDW
32PPM CLR MFP • DPLX • W-NTWRK.......

Copiers, Faxes, MFPs, 
Printers, Scanners

FACTORY 
REFURB 
SALE!

MFC-7860DW
• 27ppm 
  (Copy/Print)
• 32MB 
  Memory $149

AUTHORIZED DISTRIBUTOR

INNOVATIVE •SMART •SIMPLE
**ALL REBATE PROMOS ARE VALID WHILE SUPPLIES LAST!**

ECOSYS P6021CDN
Color Printer with
Duplex and Network  

• 23ppm 
  BW/Color
• 250-Sheet 
  Tray
• 512MB
  Memory
• Hard
  Disk Drive
  (Option)

$359
AFTER

REBATE

$170
Rebate

P2035D.......................$149
P2135D.......................$225

ECOSYS P2135DN
B&W Printer with
Duplex and Network 

• 37ppm
• 250-Sheet 
  Tray

$189
FS-1320DBEST BUY

$249
SALE!

FS-6525MFP / 6530MFP
B&W Copy, Print, Scan 
with Network, Duplex, 
Fax (Option) 

• 25ppm (FS-6525MFP)
• 30ppm (FS-6530MFP)
• Standard RADF
• Up to 1,600 Sheets
• 33.6 Kbps Fax 
  (Option)

6525MFP
$500
Rebate

6530MFP
$550
Rebate

SAVE ON

PACKAGE
DEALS!

M3040IDN / M3540IDN 
M3550IDN / M3560IDN

B&W Copy, Print, Color Scan, 
Fax (M3540/3550/3560idn 
only) with Network, Duplex 

• 42ppm (M3040/3540idn)
• 52ppm (M3550idn)
• 62ppm (M3560idn)
• 33.6 Kbps Fax 
  (M3540/3550/3560idn)

Up to
$500
Rebate

Image 
Shown: 

M3540idn

62
ppm

Up to

AirPrint

7” LED
Touch
Panel

M2035DN / M2535DN
B&W Copy, Print, Scan with Network, 
Fax (M2535DN only) 

• 37ppm
• Standard Duplex
• 250-Sheet Capacity
• Standard Print, Copy, 
  and Color scan
• 33.6 Kbps Fax 
  (M2535DN)

$70
Rebate

ECOSYS M6530CDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 32ppm 
  BW/Color
• 250-Sheet 
  Tray
• 50-Sheet MPT
• 75-Sheet RADF
• Wireless 
  Printing Cable

$300
Rebate

CALL FOR

BEST
PRICING!

CS-3010i/3510i
B&W Copy, Print, Scan, Fax 
(Option) with Printer Network

• 30ppm (3010i)
• 35ppm (3510i)
• Dual 500 Sheets
• 33.6 Kbps Fax 
  (Option)

FREE!
DP-770B

$400
Rebate

SAVE ON

PACKAGE
DEALS!

CS-2551ci
Color Copy, Print, Scan with 
Duplex, Fax with Network

• 25ppm BW/Clr
• Dual 500 Sheets
• 33.6 Kbps Fax

• Gigabit Ethernet

FREE!
DP-770B

SAVE ON

PACKAGE
DEALS!

$900
Rebate

CS-306ci
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 32ppm BW/Color
• 600-Sheet Cap.
• 75-Sheet
  Doc. Processor
• 33.6 Kbps 
  Fax 
  (Option)

$500
Rebate

FS-C8520MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 20ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$2000
Rebate

SAVE ON

PACKAGE
DEALS!

FS-C8525MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 25ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$1400
Rebate

SAVE ON

PACKAGE
DEALS!

ECOSYS M6035CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB
  Memory

$300
Rebate

CALL FOR

BEST
PRICING!

ECOSYS M6535CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB Memory
• 33.6 Kbps
  Fax

$300
Rebate

CALL FOR

BEST
PRICING!

Image 
Shown: 

CS-3510i

CALL FOR

INTRO
PRICING!
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BIG SALE!
FAXES PRINTERS MFPs PANABOARDS

ALL REBATE 
PROMOS ARE 
VALID WHILE 

SUPPLIES LAST!

• 24ppm B&W 

• 50” Diagonal 
  (UB-5335)
• 62.1” Diagonal 
  (UB-5835)
• CIS (Contact 
  Image Sensor
• USB. 2.0 PC 
  Interface
• Stand (Option)

GENERAL SPECIFICATIONS

• 62.1” Diagonal
• 4-Panel
   Electronic 
   Board
• USB 1.1, 2.0,
   PC Interface
• 256MB Memory 
   or More 
   (Windows XP)

GENERAL SPECIFICATIONS

• 77” Diagonal 
  (UB-T880)
• 82” Diagonal 
  (UB-T880W)
• 46.26”H x 63.07”W
  (UB-T880)
• 46.26”H x 72.64”W
  (UB-T880W)

GENERAL SPECIFICATIONS

• 63” Diagonal 
  (UB-5338C)
• 76” Diagonal 
  (UB-5838C)
• 1.8” Color LCD
• USB 2.0 Full
  Speed
• SD Memory Card

GENERAL SPECIFICATIONS

UB-5335 / 5835 UB-7325 UB-T880 / T880W UB-5338C / 5838C
2-Panel Electronic White

Boards with Integrated Printer
Interactive Electronic White

Board with Integrated Printer
Interactive Elite Electronic

White Boards
2-Panel Electronic

Color White Boards

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONSGENERAL SPECIFICATIONS
• 33.6Kbps Fax 
• 4MB Memory 

• 33.6Kbps Fax 
• 8MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• PC Fax, Network Print/Clr Scan
• 33.6Kbps Fax 

• 24ppm B&W 
• 250 Sheets

• 6.5ppm B&W 
• 250 Sheets

• 19ppm B&W 
• 550 Sheets

• 19ppm B&W 
• 550 Sheets

UF-4500 UF-6200 UF-7200 UF-8200UF-5500
Laser Fax w/ PC Print, 

Color Scan
Laser Fax w/ Print, Scan, 

Internet Fax, Email
Multifunction Business Fax 

w/ Network Print
Multifunction Business Fax 

w/ Network Print
Laser Fax w/ PC Print, 

Color Scan

$309
AFTER REBATE

$10
REBATE

$30
REBATE

$50
REBATE

$10
REBATE

$419
AFTER REBATE

$20
REBATE

$625
AFTER REBATE

• 21ppm B&W/Color
• 250-Sheets/50-Sheet ADF
• Network Scan/to-Email 
• 33.6Kbps Fax Modem
• Duplex Unit (MC210D/
  MC210S1)
• 2nd 520-Sheet Tray 
  (MC210S1)

FREE DUPLEX 
WITH 40GB HDD

• 35ppm B&W 
• 520-Sheet Tray
• 50-Sheet RADF
• Hi Speed
  USB 2.0 Interface
• Network Scan/
  to-Email 
• 33.6Kbps 
  Fax Modem

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS

• 18ppm BW/Color
• 1200 x 1200 dpi Res.  
• 530-Sheet Cap.
• 128MB Memory
• Ethernet / USB 2.0
• Auto Interface
  Switching

GENERAL SPECIFICATIONS

BLOWOUT 
SALE!

DP-MB350 DP-MC210P / D / S1 KX-CL400
B&W Duplex Multifunction Copier, Printer,
Color Scanner, Fax Machine w/ Network

Desktop Color Copiers, Printers,
Color Scanners, Fax Machines w/ Network

Digital Color Laser Printer
with Network, One-Pass Print Technology

$20
REBATE

$515
AFTER REBATE

$359$555
MC210P

$665
MC210D

$799
MC210S1

**BLOWOUT SALE SPECIAL FOR ALL PANABOARDS**

INSTANT REBATE SALE!
ALL INSTANT REBATE PROMOS ARE VALID THROUGH JUNE 30, 2016 TO CANON PREMIER PARTNERS OR WHILE SUPPLIES LAST!

• 14/14ppm 
   (BW/Color)
• 33.6 Kbps Fax
   Modem Speed
  (MF628CW only)

• Up to 35ppm 
• 250 Shts, 50-Sht MPT
• 33.6 Kbps Fax 
  Super G3
• PS (MF416DW)

• 21/21ppm 
   (BW/Color)

MF624CW / MF628CW
Color Digital Copy/Print/
Fax/Scan MFPs 
w/ W-Ntwrk

MF414DW / MF416DW
Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

MF726CDW / 729CDW
Color Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

$75
REBATE
MF227DW

LBP7110CW
Color Laser Printer
w/ W-Network

LBP251DW / 253DW
B&W Laser Duplex Printers
w/ W-Network

• 21/10ppm 
  Color/B&W 
  (LBP7660CDN)
• 33/33ppm 
  Color/B&W 
  (LBP7780CDN)

LBP7660CDN / 7780CDN
Color Laser Duplex Printers 
with Network

• 42ppm
• 500-Sheets
   + 100-Sheet 
   MPT
• 768MB Memory
• USB 2.0 Hi-Speed, Ethernet

LBP6780DN
B&W Laser Printer with Duplex 
and Network

$350
REBATE

• 14/14ppm 
   Color/B&W
• 64MB Memory

• 30ppm
   (LBP251DW)
• 35ppm
   (LBP253DW)
• 64MB Memory

$275
REBATE
7780CDN

$200
REBATE
7660CDN

$100
REBATE

253DW

$85
REBATE

251DW

$50
REBATE

$69
REFURBS

$60
REBATE

6030W 6230DW

$50
REBATE

MF820CDN can 
only be sold to 3P 

Authorized Dealers!

MF515DW can 
only be sold to 3P 

Authorized Dealers!

Image 
Shown:

LBP7780CDN

Image 
Shown:

LBP253DW

Image 
Shown:

LBP6780DN
SPECIAL BUY!

NEW
INTRO

NEW
INTRO

NEW
INTRO

NEW
INTRO

$150
 REBATE
MF726CDW

$175
REBATE

MF729CDW

$75
 REBATE
MF414DW

$100
REBATE
MF416DW

$50
 REBATE
MF624CW

$100
REBATE
MF628CW

Image 
Shown:

MF729CDW

Image 
Shown:

MF628CW

Image 
Shown:

MF229DW

MF729CDW can 
only be sold to 3P

Authorized Dealers!

LBP253DW 
can only 
be sold 
to 3P

Authorized 
Dealers!

MF216N / 227DW/ 229DW
Digital Copy/Print/  
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

• 24ppm (MF216N) 
• 28ppm 
  (MF227DW,
  MF229DW)
• 250-Sheet 
  Tray + 1-Sheet 
  MPT

• 35 pages per minute (MF419DW)
• 42 pages per minute (MF515DW)
• 500 Sheets + 100-Sheet 
  Multipurpose Tray
• Duplex Versatility 
• 1GB Memory (Print)

• Up to 35 pages per minute 
• 256MB Memory
• 500 Sheets + 50-Sheet MPT
• Duplex Versatility
• 33.6 Kbps Fax 
  Super G3 (D1550)

• 26 pages per minute Color/BW 
  (MF810Cdn)
• 36 pages per minute Color/BW 
  (MF820Cdn)
• 550 Sheets + 1-Sheet 
  Multipurpose Tray
• Duplex Versatility

MF419DW / MF515DW
Digital Copier/Printer/
Fax/Scanner MFPs 
with Duplex & W-Network

D1520 / D1550
Digital Copier/Printer/ 
Fax/Scanner MFPs 
with Duplex & Network

MF810CDN / MF820CDN
Color Digital Copier/
Printer/Fax/Scanner MFPs 
with Duplex & Network

$200
REBATE
810CDN

$375
REBATE
820CDN

$175
REBATE

D1520

$210
REBATE

D1550

$150
REBATE
MF419DW

$250
REBATE
MF515DW

Special
Sale! VALID ONLY 

THRU 
5/31/16

Special
Sale! VALID ONLY 

THRU 
5/31/16
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BIG SALE!
FAXES PRINTERS MFPs PANABOARDS

ALL REBATE 
PROMOS ARE 
VALID WHILE 

SUPPLIES LAST!

• 24ppm B&W 

• 50” Diagonal 
  (UB-5335)
• 62.1” Diagonal 
  (UB-5835)
• CIS (Contact 
  Image Sensor
• USB. 2.0 PC 
  Interface
• Stand (Option)

GENERAL SPECIFICATIONS

• 62.1” Diagonal
• 4-Panel
   Electronic 
   Board
• USB 1.1, 2.0,
   PC Interface
• 256MB Memory 
   or More 
   (Windows XP)

GENERAL SPECIFICATIONS

• 77” Diagonal 
  (UB-T880)
• 82” Diagonal 
  (UB-T880W)
• 46.26”H x 63.07”W
  (UB-T880)
• 46.26”H x 72.64”W
  (UB-T880W)

GENERAL SPECIFICATIONS

• 63” Diagonal 
  (UB-5338C)
• 76” Diagonal 
  (UB-5838C)
• 1.8” Color LCD
• USB 2.0 Full
  Speed
• SD Memory Card

GENERAL SPECIFICATIONS

UB-5335 / 5835 UB-7325 UB-T880 / T880W UB-5338C / 5838C
2-Panel Electronic White

Boards with Integrated Printer
Interactive Electronic White

Board with Integrated Printer
Interactive Elite Electronic

White Boards
2-Panel Electronic

Color White Boards

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONSGENERAL SPECIFICATIONS
• 33.6Kbps Fax 
• 4MB Memory 

• 33.6Kbps Fax 
• 8MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• PC Fax, Network Print/Clr Scan
• 33.6Kbps Fax 

• 24ppm B&W 
• 250 Sheets

• 6.5ppm B&W 
• 250 Sheets

• 19ppm B&W 
• 550 Sheets

• 19ppm B&W 
• 550 Sheets

UF-4500 UF-6200 UF-7200 UF-8200UF-5500
Laser Fax w/ PC Print, 

Color Scan
Laser Fax w/ Print, Scan, 

Internet Fax, Email
Multifunction Business Fax 

w/ Network Print
Multifunction Business Fax 

w/ Network Print
Laser Fax w/ PC Print, 

Color Scan

$309
AFTER REBATE

$10
REBATE

$30
REBATE

$50
REBATE

$10
REBATE

$419
AFTER REBATE

$20
REBATE

$625
AFTER REBATE

• 21ppm B&W/Color
• 250-Sheets/50-Sheet ADF
• Network Scan/to-Email 
• 33.6Kbps Fax Modem
• Duplex Unit (MC210D/
  MC210S1)
• 2nd 520-Sheet Tray 
  (MC210S1)

FREE DUPLEX 
WITH 40GB HDD

• 35ppm B&W 
• 520-Sheet Tray
• 50-Sheet RADF
• Hi Speed
  USB 2.0 Interface
• Network Scan/
  to-Email 
• 33.6Kbps 
  Fax Modem

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS

• 18ppm BW/Color
• 1200 x 1200 dpi Res.  
• 530-Sheet Cap.
• 128MB Memory
• Ethernet / USB 2.0
• Auto Interface
  Switching

GENERAL SPECIFICATIONS

BLOWOUT 
SALE!

DP-MB350 DP-MC210P / D / S1 KX-CL400
B&W Duplex Multifunction Copier, Printer,
Color Scanner, Fax Machine w/ Network

Desktop Color Copiers, Printers,
Color Scanners, Fax Machines w/ Network

Digital Color Laser Printer
with Network, One-Pass Print Technology

$20
REBATE

$515
AFTER REBATE

$359$555
MC210P

$665
MC210D

$799
MC210S1

**BLOWOUT SALE SPECIAL FOR ALL PANABOARDS**

INSTANT REBATE SALE!
ALL INSTANT REBATE PROMOS ARE VALID THROUGH JUNE 30, 2016 TO CANON PREMIER PARTNERS OR WHILE SUPPLIES LAST!

• 14/14ppm 
   (BW/Color)
• 33.6 Kbps Fax
   Modem Speed
  (MF628CW only)

• Up to 35ppm 
• 250 Shts, 50-Sht MPT
• 33.6 Kbps Fax 
  Super G3
• PS (MF416DW)

• 21/21ppm 
   (BW/Color)

MF624CW / MF628CW
Color Digital Copy/Print/
Fax/Scan MFPs 
w/ W-Ntwrk

MF414DW / MF416DW
Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

MF726CDW / 729CDW
Color Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

$75
REBATE
MF227DW

LBP7110CW
Color Laser Printer
w/ W-Network

LBP251DW / 253DW
B&W Laser Duplex Printers
w/ W-Network

• 21/10ppm 
  Color/B&W 
  (LBP7660CDN)
• 33/33ppm 
  Color/B&W 
  (LBP7780CDN)

LBP7660CDN / 7780CDN
Color Laser Duplex Printers 
with Network

• 42ppm
• 500-Sheets
   + 100-Sheet 
   MPT
• 768MB Memory
• USB 2.0 Hi-Speed, Ethernet

LBP6780DN
B&W Laser Printer with Duplex 
and Network

$350
REBATE

• 14/14ppm 
   Color/B&W
• 64MB Memory

• 30ppm
   (LBP251DW)
• 35ppm
   (LBP253DW)
• 64MB Memory

$275
REBATE
7780CDN

$200
REBATE
7660CDN

$100
REBATE

253DW

$85
REBATE

251DW

$50
REBATE

$69
REFURBS

$60
REBATE

6030W 6230DW

$50
REBATE

MF820CDN can 
only be sold to 3P 

Authorized Dealers!

MF515DW can 
only be sold to 3P 

Authorized Dealers!

Image 
Shown:

LBP7780CDN

Image 
Shown:

LBP253DW

Image 
Shown:

LBP6780DN
SPECIAL BUY!

NEW
INTRO

NEW
INTRO

NEW
INTRO

NEW
INTRO

$150
 REBATE
MF726CDW

$175
REBATE

MF729CDW

$75
 REBATE
MF414DW

$100
REBATE
MF416DW

$50
 REBATE
MF624CW

$100
REBATE
MF628CW

Image 
Shown:

MF729CDW

Image 
Shown:

MF628CW

Image 
Shown:

MF229DW

MF729CDW can 
only be sold to 3P

Authorized Dealers!

LBP253DW 
can only 
be sold 
to 3P

Authorized 
Dealers!

MF216N / 227DW/ 229DW
Digital Copy/Print/  
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

• 24ppm (MF216N) 
• 28ppm 
  (MF227DW,
  MF229DW)
• 250-Sheet 
  Tray + 1-Sheet 
  MPT

• 35 pages per minute (MF419DW)
• 42 pages per minute (MF515DW)
• 500 Sheets + 100-Sheet 
  Multipurpose Tray
• Duplex Versatility 
• 1GB Memory (Print)

• Up to 35 pages per minute 
• 256MB Memory
• 500 Sheets + 50-Sheet MPT
• Duplex Versatility
• 33.6 Kbps Fax 
  Super G3 (D1550)

• 26 pages per minute Color/BW 
  (MF810Cdn)
• 36 pages per minute Color/BW 
  (MF820Cdn)
• 550 Sheets + 1-Sheet 
  Multipurpose Tray
• Duplex Versatility

MF419DW / MF515DW
Digital Copier/Printer/
Fax/Scanner MFPs 
with Duplex & W-Network

D1520 / D1550
Digital Copier/Printer/ 
Fax/Scanner MFPs 
with Duplex & Network

MF810CDN / MF820CDN
Color Digital Copier/
Printer/Fax/Scanner MFPs 
with Duplex & Network

$200
REBATE
810CDN

$375
REBATE
820CDN

$175
REBATE

D1520

$210
REBATE

D1550

$150
REBATE
MF419DW

$250
REBATE
MF515DW

Special
Sale! VALID ONLY 

THRU 
5/31/16

Special
Sale! VALID ONLY 

THRU 
5/31/16
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Samsung Printer Solutions Division is pleased to announce the new Samsung Authorized Printer Partners Program. This 
program offers participating dealers access to award-winning Samsung A3 and A4 series MFP technology products to 

develop their local markets. 

The Authorized Printer Partners Program offers targeted sales opportunities and structured marketing support to 
registered Authorized Printer Partners. The new Samsung Authorized Printer Partners program offers the following 

advantages to quick start our participating dealer partners:

Targeted 
Sales 

Opportunities

Award-winning 
Samsung A3 
& A4 MFPs

Structured
Marketing 
Support

Quarterly
Performance

Rebates

Sales 
SPIFF

Program

Special BID
Pricing 
Support

Quarterly 
POS

Program

Authorized Printer Partners Program
THE NEW
I N T R O D U C I N G

D E A L E R  P A R T N E R

PROGRAM ADVANTAGES

Since 1985

L a r g e s t  S e l e c t i o n !

B l i n d  D r o p  S h i p p i n g

C l i c k  h e r e  t o  s e e  y o u r  O n e - S t o p  S h o p  C e n t e r !

T E L :  8 0 0 - 7 2 9 - 8 3 2 0
T E L :  5 6 2 - 9 2 1 - 2 2 5 6
FA X :  5 6 2 - 9 2 1 - 4 0 5 5

Your Prime Source
Copiers  •  Printers  •  MFPs  •  Faxes  •  Scanners

Q2 DEALER REBATES & SPIFFS

CLX-9201NA
20ppm Color MFP

$400
REBATE

$180
DEALER SPIFF

CLX-9251NA
25ppm Color MFP

$1465
REBATE

$200
DEALER SPIFF

SCX-5935NX 
35ppm B&W MFP

$305
REBATE

$55
DEALER SPIFF

SCX-8123NA
23ppm B&W MFP

$777
REBATE

$150
DEALER SPIFF

SL-M4580FX
47ppm B&W MFP

SL-M5370LX
55ppm B&W MFP

CLX-8640ND
40ppm Color MFP

SL-M4080FX
42ppm B&W MFP

CLX-8650ND
51ppm Color MFP

$200
REBATE

$500
REBATE

$40
DEALER SPIFF

$200
REBATE

$100
DEALER SPIFF

$300
REBATE

$150
DEALER SPIFF

$200
DEALER SPIFF

BIG
SALE!
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SPRING SALE
WHILE SUPPLIES LAST!

SAVE BIG!
MAXIMIZE PROFIT

COLOR MULTIFUNCTIONS
• COPY • PRINT • SCAN • SECURE MFP • FAX (OPTION)

• COPY • PRINT • SCAN • SECURE MFP • FAX (OPTION)

• COPY • PRINT • SCAN • FAX (OPTION)

• COPY • PRINT • SCAN • FAX (OPTION) • COPY • PRINT • SCAN • FAX (OPTION)

• COPY • PRINT • SCAN • SECURE MFP • FAX (OPTION)

• COPY • PRINT • SCAN • SECURE MFP • FAX (OPTION)

• 20/20ppm (Color/BW)
• Auto Duplex
• 250-Sheet Cassette, 
  100-Sheet Bypass

• 25/25ppm 
  (Color/BW)
• 250-Sheet 
  Cassette, 
  100-Sheet Bypass
• Auto Duplex 
  (Option)

• 25/25ppm 
  (Color/BW)
• 2x550-Sheet
  Cassette, 
  100-Sheet Bypass
• 33.6Kbps (Option)

• 25/25ppm 
  (Color/BW)
• Auto Duplex
• 250-Sheet 
  Cassette, 
  100-Sheet Bypass

$50 
Rebate

CALL FOR 
SPECIAL 
PRICING

$50 
Rebate

CALL FOR 
SPECIAL 
PRICING

$50 
Rebate

CALL FOR 
SPECIAL 
PRICING

CALL FOR 
SPECIAL 
PRICING

$230 
Rebate

CALL FOR 
SPECIAL 
PRICING

• 35/37ppm (Color/B&W)
• 530-Sheet Cassette
• Automatic Duplex
• 33.6 Kbps 
  Fax Speed (Option)

• 42/42ppm (Color/B&W)
• 530-Sheet Cassette
• Automatic Duplex
• 33.6 Kbps Fax 
  Speed (Option)

2050c PKG1

2551c PKG1

347CSL

2550c PKG1

2555c PKG1

ES2050c + RADF + Stand + Toner (CMYK)

ES2551c + RADF + Stand + Toner (CMYK)

ES2550c + RADF + Stand + Toner (CMYK)

ES2555c + RADF + Stand + Toner (CMYK)

• COPY • PRINT • SCAN • SECURE MFP • FAX (OPTION)

• 50/50ppm 
  (Color/BW)
• 2x550-Sheet 
  Cassette, 
  100-Sheet Bypass
• 2GB Main Memory

5055c PKG1
ES5055c + RADF + Stand + Toner (CMYK)

287CSL
• 30/30ppm 
  (Color/B&W)
• 530-Sheet 
  Cassette

407CS

$320 
Rebate

CALL FOR 
SPECIAL 
PRICING

CALL FOR 
SPECIAL 
PRICING

CALL FOR 
SPECIAL 
PRICING
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It’s no secret that the doc-
ument imaging industry is 
evolving rapidly. Once driven 

solely by hardware sales, service 
and supplies, the recurring reve-
nue model is becoming increas-
ingly solutions-based. 

For decades, finance compa-
nies have been integral partners 
with dealerships. But as the of-
ferings of the dealers evolve into 
software, managed solutions and 
even non-traditional hardware, 
what are the finance companies 
doing to ensure their offerings 
are keeping pace with the deal-
ers’ requirements?  

We spoke to some of the 
leading finance companies in 
the industry to learn how they 
are adapting their strategies to 
address these changes and how 
their new offerings will help 
dealerships be more successful 
and ensure a lasting relationship. 

CIT Equipment Finance
For CIT, the challenge begins 

with understanding the goals of 
their channel clients and align-
ing their services to help them 
achieve success. Nick Small, 
CIT’s Managing Director of 
Equipment Finance, points out 
that they average more than 15 
years with their marquee manu-

facturer re-
lationships 
and he 
credits this 
longevity to 
goal align-
ment, mu-
tual trust, 
service and 
flexibility.

“Leasing, like any industry, 
has to adapt to the market sit-
uation presented by changing 
client needs and the competitive 
situation,” he states. “The leasing 
companies who are best at deliv-

ering the highest value to dealers 
through product fit and service 
should continue to win.”

The uptick in mergers and 
acquisitions presents unique 
challenge for both dealers and fi-
nance companies. Small says that 
CIT’s FlexAbility, which aims 
to provide clients with unlimited 
flexibility to structure what they 
sell, how they bill, and who they 
partner with, to be uniquely tai-
lored for this challenge. 

“Often in such cases of expan-
sion, we see the channel acquir-
ing other companies to expand 
their offering, but are challenged 
to merge the sales function into a 
single, cohesive offering system-
atically,” explains Small. “Flex-
Ability addresses that challenge.”

Small believes that it’s critical 
for CIT to be innovative in the 
channel’s core areas as well as 
the adjacent spaces to positive-
ly impact the dealers’ potential 
needs. To address this, they have 
invested extensively in invoicing 
capabilities that allow dealers to 
provide accurate billing for the 
more complex solutions-oriented 
sales.

“Our FlexAbility offering 
gives dealers the ability to create 
nearly any kind of sales structure 
– fixed and variable charges, rate 
escalations, one-time charges – 
to differentiate themselves in the 
market and customize the sale to 
precisely how their clients want 
to purchase. Then, client invoices 
are highly customizable on both 
content and appearance to align 
with customer requirements.”

DLL Financial Services
For Bob Hunter, Senior Vice 

President of Sales, Office Tech-
nology at DLL, keeping up with 
the demands of the market is a 
critical element to retaining a 
relationship. 

“It is 
extremely 
important 
for finance 
partners to 
continue 
to meet the 
evolving 
needs of 

both dealers and their custom-
ers,” he states. “As customers 
continue to demand more sophis-
ticated products and services, it 
is our responsibility to provide 
the right financial solutions be-
cause it adds to the positive end 
user experience and enhances our 
partners’ brand.”

Hunter states that DLL is 
committed to providing a com-
plete digital product suite to help 
dealers create better efficiencies 
and foster competitive differenti-
ation. He cites Express Finance, 
a mobile app that serves as a 
comprehensive sales tool, as an 
example of helping dealers be 
more efficient. 

“Express Finance is our se-
cure, end-to-end mobile finance 
solution that enables dealers to 
quote, model scenarios, create 
contracts, obtain signatures and 
close sales anywhere, anytime,” 
he explains. 

Another DLL digital solution 
is their CRM portfolio integra-
tion which ensures dealers have 
real-time access to all of the 
important information associated 
with a customer’s lease. DLL 
sends the dealer the age of the 
lease, delinquency reports (if ap-
plicable), the number of remain-
ing payments, the total amount of 
each payment, as well as buyout 
figures for both the dealer and 
the customer.

Other DLL offerings include 
DLL Express Connect, which 
provides DLL partners with 
direct system-to-system connec-

Leasing and Financing: Providing 
Solutions for an Evolving Industry

News BriefingState of the IndustryTodd Turner

Nick Small

Bob Hunter

continued on page 22
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Leasing and Financing: Providing Solutions for an Evolving Industry

tivity. It also automates pass-through 
maintenance and meter billing as well as 
cash application. Additionally, they’ve 
partnered with ECi to develop a next 
generation cloud solution that eliminates 
the need for flat file transfers.

Hunter says that their electronic signa-
ture solution powered by DocuSign helps 
the sales force close deals more quickly 
and eliminates a lot of the back and 
forth, reducing the order to cash conver-
sion cycle and giving dealers more time 
to focus on servicing their customers and 
growing their business.

Additionally, DLL supports several of 
the leading technology providers and has 
significant experience in BTA adjacent 
products, such as 3D printing, digital dis-
play, storage, networking and software. 

“Although this may be a new asset 
class for BTA dealers, we view it as part 
of our core offering,” says Hunter.

EverBank Commercial Finance
EverBank’s VP of Originations, Fred 

Carollo, believes that staying relevant in 
today’s market requires a shift in focus 
from traditional hard assets to the new-
er technology solutions, products and 
services. He points out, however, that at 
EverBank they are careful to evaluate the 
product demand and review opportuni-
ties based on risk and opportunity.

“We take an old 
school approach to 
build deep relation-
ships and under-
stand our customer 
needs and develop 
relevant products to 
enhance their busi-
ness,” he maintains. 
“Having a collabo-

rative and mutually beneficial mindset, 
there are many elements or moments that 
we interact and we need to be willing to 
see the big picture and the day to day.”

EverBank is focused on delivering as 
complete an offering as dealers require, but 
Carollo warns that it can be risky to offer 
services outside of one’s core knowledge. 

“If an offering goes past financing or 
servicing of a solution, it runs the risk of 
increased contract and liability concerns 
for a lessor,” he says. “This is an area to 
tread lightly and intelligently, as all in-
dustries considering adjacencies in their 
business plan.”

EverBank is not ignoring the current 
market trends though. Carollo adds that 
they will soon be introducing new prod-
uct niches to include total solutions while 
continuing to improve their internal effi-
ciencies to be faster, more consistent and 
to provide the best customer experience 
possible.  

“We’ve enhanced our mobile transac-
tions and portfolio management solutions 
to help dealers close more transactions 
while in front of customers,” he says. 
“We are expanding our profit enhancing 
product mix to further create revenue 
streams for our customers.”

Ultimately, states Carollo, EverBank 
values the long term relationship over the 
individual transaction and operates with 
that mindset at all levels of their organi-
zation.  

“We truly view our vendors as our 
customers,” he says.

GreatAmerica Financial 
Services Corporation

As the dealer channel has evolved into 
being a more complete technology solu-
tions provider, GreatAmercia Financial 
has adapted right alongside it. Senior VP/
General Manager of the Office Equip-
ment Group, Jennie Fisher, says that 
their go-to-market strategy is to be more 
than just a financing company to their 
dealers. They currently provide a host of 
programs and other innovative offerings 
that support dealers beyond traditional 
equipment sales.

“Our philosophy is that if there are 
things we can invest in to help our deal-
ers evolve, and it makes sense to do it, 
we do it,” states Fisher. 

Some of the non-traditional offerings 
from GreatAmerica include S-L GAMIT 
Peer Groups and access to industry con-
sultants and trainers such as Paul Dippell 
of Service Leadership, and Alex Rogers 
from Chartec, who help dealers make a 
more successful transition to managed 
IT.  Fisher explains that they are unique-
ly positioned to provide these types of 
programs. 

“Our independence allows us a level 
of flexibility and creativity that may not 
be possible in other leasing company 
environments,” she says.

Additionally, GreatAmerica has de-
veloped more traditional programs to 
meet current dealer needs for newer 

products and solu-
tions. These include 
financing programs 
to help dealers sell 
IT equipment, soft-
ware and services 
as well as add and 
upgrade over the 
life of the contract. 

They have also made changes to their 
MPS offerings to account for renewed 
activity in the market. 

“Many tried doing MPS years ago, but 
didn’t find the success and margins they 
were after, and are now taking another 
run at it,” says Fisher. “We’ve even add-
ed contemporary enhancements to our 
managed print services programs as MPS 
has evolved.” 

U.S. Bank Office Equipment 
Vendor Services

For decades, U.S. Bank has looked 
to increase their dealers’ profitability 
and help them achieve a competitive 

advantage. Senior 
Vice President and 
General Manager, 
Phil Buysse, says 
that to continue to 
accomplish this, it 
is critical that they 
remain in sync with 
the changes in the 
channel.   

“This is the key to a finance part-
nership that goes beyond traditional 
financing and fosters mutual growth and 
success,” he says. 

Many of the challenges that finance 
companies face in this evolving market 
relate to systems integration. Buysse 
says that they are currently investing to 
support both the front end origination as 
well as the back-end support, including 
account management and maintenance. 

“This also includes interfacing with the 
dealer’s systems and allowing the dealer 
to access their leasing data through other 
partner systems, whether that is a CRM, 
ERP or another system,” he explains. 

Buysse states that U.S. Bank works 
with dealers to support a variety of needs 
demanded by their customers. These in-
clude invoicing features, on-line accessi-
bility, detailed reporting and many other 
capabilities to improve the efficiencies 
of their customers. This is done by an 

Fred Carollo

Jennie Fisher

Phil Buysse

continued on page 24



Learn more about our lending and leasing services. 
Visit cit.com.

BUSINESS AIRCRAFT  •  COMMUNICATIONS  •  ENERGY
HEALTHCARE  •  MANUFACTURING  •  MARINE
OFFICE PRODUCTS  •  RAIL  •  TECHNOLOGY  •  TRUCKING

© 2016 CIT Group Inc. CIT and the CIT logo are registered service marks of CIT Group Inc.

CIT provides lending and leasing services to 

businesses that manufacture — and use — the 

equipment that powers the economy. Our 

customized financial solutions for small and 

middle market businesses, as well as 

transportation companies, deliver the capital 

and ideas they need to grow.

Expertise and experience in equipment 
finance to help your business grow.

CIT Knows 
Equipment Finance
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Contact us today

 1.866.879.8795
or visit everbankcommercialfinance.com

EverBank Commercial Finance, Inc. is a subsidiary  
of EverBank and is not itself a bank or a member of  
the FDIC.  
© 2016 EverBank. All rights reserved.  16VEF5190.01

Managed  
print 

services

Personal
serviceComplete  

portfolio 
access 

Document   
management 

solutions
Cost  

per copy

TOGETHER 
IN THE 

PROCESS

WHEN EXPERTS TEAM UP,  

RESULTS 
FOLLOW
At EverBank Commercial Finance, Inc., we know 
the unique challenges your business faces every 
day. Our industry veterans are focused solely on 
the office products market and will work with 
you side-by-side to identify opportunities that 
build your bottom line.

extensive network of experi-
enced regional sales managers 
who frequently engage with 
clients on the emerging trends 
and changes in the industry.   

“This may include discus-
sion on third-party research, 
industry articles or manufac-
turer messaging,” he says. 
“Our ability to provide ser-
vices that meet the changing 
needs of the dealer starts with 
our ability to listen.”   

Wells Fargo Equipment 
Finance

Wells Fargo’s Equipment 
Finance Sales Leader, Glen 
Clark, thinks that the current 
level of disruption taking place 
within the office equipment 
industry demands partnership 
focused on forward thinking. 
The alternative, he cautions, 
could be disastrous. 

“Profitability can be wiped 
out 
quickly 
if there 
is unex-
pected 
change,” 
he says. 
“Working 
together 
to iden-

tify opportunities and solve 
problems with an eye on long 
term profitable growth is criti-
cal. We all need to be mindful 
of our customers and continue 
finding ways to add value to 
our relationships.”

For Wells Fargo, this means 
being more than just a source 
of financing to the dealer com-
munity. In addition to offering 
a number of services like cash 
flow and sales training modules, 
they are exploring ways to in-
troduce outside alliances that 
have the ability to provide prod-
ucts or services that address the 
challenges dealers face.

“The key word here is rela-
tionship,” says Clark. “A very 
important element to fostering 

a mutually profitable relation-
ship lies in the overall strength 
and stability of the leasing 
company.”  

Rob Parker, Equipment 
Finance 
Sales 
Leader, 
Wells 
Fargo, 
states that 
dealers 
are in 
business 
to pro-

vide equipment and support 
to their customers to facilitate 
document management, but 
the offerings are growing in 
sophistication.  

“At one time that simply 
meant a copier and a filing 
cabinet,” he says. “Today it 
means multiple layers of elec-
tronic storage, and work flows 
to move documents through 
organizations to facilitate ac-
cess and protect data.”  

Wells Fargo has developed 
a services model to meet these 
new challenges. Parker de-
scribes it as focused on three 
parts: programs, technology 
and knowledge. 

“Our programs and prod-
ucts are crucial to supporting 
dealer relationships,” he states. 
“We must continue to find 
ways to help with the chang-
ing landscape of the industry. 
Advances in technology, data 
and the speed in which we are 
expected to work with deal-
ers will continue to evolve. 
We want to integrate with 
customers from a technology 
standpoint and increase system 
capabilities to drive speed and 
ease of use.”

Parker also cites Wells Far-
go’s recent acquisition of GE 
Capital’s vendor business as 
an example of their investment 
in the industry and the desire 
to bring technology to their 
dealers.  ♦  

Glen Clark

Rob Parker

Leasing and Financing: Providing 
Solutions for an Evolving Industry



Our Express Finance solution 
allows you to quote and close 
a deal  quickly, easily, and 
securely on your smartphone.

Features:
 – One or multiple quotes on the go
 – Trade-ups on the showroom floor
 – Sign and close right on your phone

Benefits:
 – Real-time, customized rates in your hand
 – Quote to close in minutes, not days
 – Revise quotes in seconds
 – No paperwork and no waiting

At DLL, we are committed to our partnerships,  
and that is why we have invested in developing  
our Express Finance mobile app, not only to work 
better together, but also to progress together.

See what counts. Contact
DLL Express Finance Team
T + 1 610 386 3435

De Lage Landen Financial Services, Inc.
1111 Old Eagle School Road 
Wayne, PA 19087

Close more deals 
anytime, anywhere 
with our Express  
Finance mobile app  

www.dllgroup.com

Patent pending
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As ENX magazine went 
to press, the earnings 
season for the opening 

months of 2016 was wrapping 
up and the news from hardcopy 
hardware manufacturers was 
not good. The strengthening yen 
and weaker markets in various 
regions worldwide left Japanese 
firms with flagging sales and unit 
shipments as well as shrinking 
profits. Companies in the United 
States didn’t fare much better. As 
it has for several years, business 
continued to sputter for the U.S. 
companies in 2016 and revenue 
was off. Unfortunately, condi-
tions are not expected to improve 
much for the industry this year.

For the past couple of years, 
the best performing companies 
in the office imaging equipment 
industry have been based in 
Japan. Since Japan embarked 
on its mission to weaken its 
currency, most Japanese compa-
nies regardless of industry have 
benefited as the value of the yen 
has fallen. The performance of 
Japanese companies ailing prior 
to the yen’s devaluation such as 
Epson, Oki, Ricoh, and others 
has improved thanks in part due 
to favorable exchange rates. And 
at firms like Brother, Fujifilm, 
and Konica Minolta where things 
had been good before the yen 
weakened, business thrived. The 
ill effects of economic slow-
downs in certain regions such as 
Brazil, China, and Russia began 
to slow business at many hard-
ware vendors last year. Most of 
these firms don’t expect things to 
change anytime soon and the yen 
is strengthening, which can only 
make matters worse.   

Lacking the shot in the arm 
the weaker yen provided to their 
Japanese rivals, it’s been a long 
time since manufacturers in the 
U.S. have reported strong growth 
and the bad news has continued 
this year. Despite taking radical 
steps to restructure their respec-
tive companies and be more 
competitive, Hewlett-Packard, 
Lexmark, and Xerox has each 
reported its business has been off 
in 2016 and none is predicting 
growth.

HP and Canon
Because of its unique fiscal 

year, which ends on October 
31, HP was the first hardware 
manufacturer from the hardcopy 
industry to report its quarterly 
financial results in 2016 and the 
news was concerning. On Feb-
ruary 24, the firm reported that 
revenue from its printer business 
during the first three months of 
the current fiscal year dropped 17 
percent to $4.6 billion compared 
with $5.6 billion during the same 
period in 2015. 

The bulk of HP’s Printing 
revenue comes from supplies 
sales, and consumables revenue 
was down nearly 14 percent 
year-over-year from $3.6 billion 
in the first quarter of 2015 to 
$3.1 billion in the first quarter of 
2016. Declining supplies sales 
was 8 percent in constant cur-
rency. Hardware revenue fared 
no better. Commercial hardware 
revenue contracted 13 percent, 
declining from $1.4 billion to 
$1.2 billion. Meanwhile, con-
sumer hardware revenue shrank 
by a stunning 46 percent to $322 

million, down from $601 million 
in the first quarter of 2015. Ship-
ments of commercial hardware 
units slipped 15 percent and con-
sumer hardware units plunged 
23 percent as HP experienced 
some of its steepest hardware 
shipment declines since the 
recession. Total unit shipments 
in HP’s Printing business were 
down 20 percent compared to 
Q1 FY15 making it the seventh 
straight quarter of falling printer 
shipments. 

On April 26, HP’s long-time 
supplier of laser printer tech-
nology, Canon Inc., announced 
its financial results for the first 
quarter of 2016 and as one would 
expect the news was not good. 
Canon’s net sales shrank by 7 
percent compared with the year-
ago period to about ¥797.2 bil-
lion or just over $7 billion. Net 
sales fell 14.1 percent year-over-
year in Canon’s Office Business 
unit, which is responsible for 
marketing the firm’s printers and 
copiers. Net sales totaled ¥454.4 
billion or about $4 billion while 
the group’s operating profit fell 
by a whopping 37.7 percent to 
¥44.7 billion or just shy of $400 
million. 

Total unit sales of Canon’s 
office MFDs—a.k.a. “copiers”—
grew a tepid 1 percent. While 
color office MFD unit sales were 
up a respectable 11 percent, that 
growth was offset by a 6 percent 
dip in monochrome copier units. 
The big factor in the Office Busi-
ness’s downturn, however, was 
Canon’s laser printer business, 
which corresponded to HP’s 
lousy Q1 commercial hardware 
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sales. Total printer unit shipments were 
down 21 percent year-over-year, and net 
sales fell even more sharply, plummeting 
25.7 percent from the year prior.

According to Canon Executive Vice 
President and CFO Toshizo Tanaka, his 
firm also saw “lower laser printer con-
sumables sales” in Q1. Declines in laser 
consumables sales adversely impacted 
laser printer revenue, as well as profits 
in the Office Business and the company 
as a whole. Mr. Tanaka admitted that 
competition from non-Canon cartridges 
adversely impacted the firm’s business 
and said that Canon is possibly seeing a 
“growing shift towards third-party solu-
tions.”

Canon’s inkjet printer business also 
declined during the first quarter of 2016. 
Shipments of inkjet units shrank by 1 
percent year-over-year and inkjet printer 
net sales fell by 5.6 percent in the first 
quarter. Despite the lackluster results, 
Canon experienced an upturn in unit 
sales in developed markets such as Eu-
rope, the United States, and Japan, due to 
sales promotions for new products.

More Bad News from U.S. 
Vendors

The day before Canon reported its 
first quarter results, Xerox had more 
bad news for its shareholders. On April 
26, Xerox reported business was off in 
the first quarter of 2016 compared with 
the first quarter of 2015 and revenue fell 
4 percent to about $4.3 billion. Xerox 
blamed some of the decline on fluctu-
ations in foreign currencies but in con-
stant currency total revenue declined 3 
percent. Xerox divides its business into 
two units: Service and Document Tech-
nology. Service revenue grew 1 percent 
year-over-year (up 2 percent in constant 
currency) to $2.5 billion but Document 
Technology revenue was down 10 per-
cent from $1.8 billion in Q1 FY15 to 
$1.6 billion in the first quarter of this 
year. 

Total equipment sales for both the 
Service and Document Technology units 
were down 10 percent to $560 million 
during the quarter just ending. Xerox 
blamed the decline on weaker develop-

ing markets, bad product launch timing, 
and continuing price declines. Within 
Document Technology, equipment sales 
shrank from $509 million to $432 mil-
lion, a 15 percent decline. Document 
Technology’s operating margin in Q1 
FY16 dropped to 10.2 percent from 12.7 
percent during the first quarter of last 
year. Installs of black-and-white multi-
function devices were down 16 percent 
due to continued declines in developing 
markets, while installs of color multi-
function devices were up 1 percent. In 
the mid-range segment, installs of black-
and-white devices were down 14 percent 
due to the transition to color and weaker 
developing markets while installs of 
midrange color devices grew by 1 per-
cent. In the high-end segment, there was 
an 8 percent decline in black-and-white 
systems and an impressive 56 percent 
increase in color systems. 

Xerox’s April earnings call was the 
first following the January news that it 
plans to split into two companies. In a 
prepared statement, Ursula Burns, Xe-
rox chairman and CEO, said she was 
“pleased with our progress on our stra-
tegic transformation and separation.” 
Ms. Burns explained that the company 
is mapping its path to the separation 
and it has begun to build “the strategic, 
operational, and financial foundation 
of each company.” Xerox expects to 
realize approximately $700 million in 
annualized savings in 2016 from ongoing 
and incremental initiatives. It recorded 
$126 million in restructuring and related 
costs in the first quarter and expects total 
restructuring and related costs of $300 
million for the full year. Xerox had $124 
million in severance costs in Q1 FY15 
associated with reducing its headcount 
by 4,800 employees worldwide.

Lexmark reported its Q1 results on 
April 27, the day after Xerox. With reve-
nue down a mere 5.4 percent year-over-
year to $806.2 million during the quarter, 
Lexmark was the best performing U.S. 
firm in the hardcopy industry, but clearly 
that’s not saying much. Gross margin for 
the quarter was 38 percent versus 38.7 
percent last year and Lexmark had an 
operating loss of $38.5 million versus 

operating income of $42.2 million one 
year ago. The firm’s first quarter operat-
ing income margin shrank from 5 percent 
last year to 4.8 percent in the first quarter 
of 2016.

Like Xerox, Lexmark released its 
quarterly results after the firm made a 
major shareholder announcement. On 
April 19, Lexmark revealed plans to sell 
the company to a consortium of Chinese 
investors led by Apex Technology, PAG 
Asia Capital, and Legend Capital in an 
all-cash transaction valued at $40.50 
per share or $3.6 billion, well over Lex-
mark’s market capitalization of about 
$2.2 billion. Lexmark did not hold an 
earnings call with analysts and investors 
to discuss its first-quarter results, and the 
company says it will not conduct quarter-
ly conference calls while the transaction 
between the consortium and Lexmark is 
pending. This means that compared with 
prior quarters, Lexmark’s Q1 FY16 re-
sults lack much detail. Lexmark did not 
provide any guidance for the upcoming 
quarter and the year ahead.

Epson and Brother Grow Sales, 
But…

On April 28, Seiko Epson announced 
its financial results for the full fiscal year 
2015. While the news wasn’t as bad as 
what Canon reported, FY15 was not 
good for Epson. As the yen weakened 
during 2013 and 2014, Epson’s business 
surged. Not only did revenue grow but so 
did profits and in the previous fiscal year 
Epson achieved its highest-ever annual 
net income. Epson managed to grow rev-
enue in FY15 but at a sluggish rate, and 
profitability tumbled as net income fell 
by almost 60 percent. The firm missed 
some of its targets for its full-year per-
formance, and Epson’s forecast for 2016 
shows that the company expects to see 
its revenue and business profit decline in 
the year ahead.

Epson reported that it saw flat or 
weakening demand across most of its 
business lines and that in general busi-
ness conditions grew harsher in the 
second half of the previous fiscal year. 
As we heard from so many firms, Epson 
attributed its poor performance on the 
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sluggish pace of economic recovery 
worldwide and cooling economies in 
regions like Latin America and China. 
Epson noted that currency exchange was 
an aggravating factor as well. While the 
yen depreciated against the dollar, the 
company explained that the yen appreci-
ated against the euro and the currencies 
in some emerging economies, including 
in Latin America. 

For the full year, Epson had ¥1.092 
trillion ($9.7 billion) in revenue, which 
was up roughly 0.6 percent from the year 
prior but short of the company’s revenue 
forecast of ¥1.1 trillion. Epson’s profit 
for the period was ¥46.1 billion ($408.8 
million), down a whopping 59.2 percent 
from the year prior. Epson had anticipat-
ed a higher profit of ¥60.0 billion. Ep-
son’s profitability suffered in fiscal 2015 
due in part to a very tough comparison. 
In the first quarter of fiscal 2014, Epson 
realized a ¥30 billion one-time profit 
due to revisions in its pension plan. This 
helped drive up Epson’s net income to 
a historic high that year. Right from the 
very start of fiscal 2015, Epson was clear 
that profit for the period would decline 
compared with fiscal 2014.

Epson’s business profit in fiscal 2015 
was just shy of ¥85.0 billion ($753.9 
million), down 16.1 percent from fiscal 
2014, and the business profit margin 
shrank from 9.3 percent in 2014 to 7.8 
percent in 2015. Business profit is one 
place where the firm actually exceeded 

its guidance, however. Although its busi-
ness profit was lower in FY15 than in the 
year prior, it exceeded Epson’s earlier 
guidance. The firm had said it anticipated 
a business profit of ¥82 billion in fiscal 
2015, which it exceeded by ¥3 billion.

Brother reported on May 9 that it 
had record sales in 2015 but its operat-
ing income, operating margin, and net 
income for the year were down sharply. 
Brother managed to grow net sales 5.5 
percent to ¥745.9 billion ($6.6 billion) 
in FY15. Without the foreign exchange 
rates (FOREX) impact, net sales would 
have grown 4 percent. Brother, however, 
missed its guidance for net sales, which 
called 6.8 percent year-over-year growth 
to ¥755.0 billion. Still, Brother pointed 
out that its net sales total for 2015 was a 

record for the company thanks in part to 
the acquisition of the industrial printer 
manufacturer Domino Printing Sciences.

During fiscal 2015, Brother’s Printing 
and Solutions business grew 0.5 percent 
to ¥476.8 billion ($4.2 billion). How-
ever, the growth was largely a result of 
an uptick in sales of electronic statio-
nery and printing equipment business 
net sales were down 0.1 percent for the 
year. Printing and Solutions had an op-
erating income of ¥34.2 billion ($302.5 
million) for all of fiscal 2015, which is 
4.3 percent lower than in the year prior. 
The firm indicated that a big factor in the 
declining operating income was the yen’s 
appreciation against the euro. Without 
the FOREX effect, Brother said its op-
erating income would have been about 
the same in the Printing and Solutions 
business as last year. The group’s oper-
ating profit ratio was 7.2 percent for the 
year, compared with 7.5 percent in the 
year prior.

Brother termed conditions in printing 
business as “severe” due to the market’s 
maturity and the slowdown in emerging 
countries. In 2015, however, the firm 
reported it experienced steady sales 
of color laser MFPs and its launch of 
high-capacity CISS-based ink tank mod-
els helped drive revenue. For fiscal 2016, 
Brother says it expects sales revenue of 
¥657.5 billion, operating profit of ¥45.0 
billion, and net income of ¥31.5 billion. 
The Printing and Solutions segment is 
expected to bring in revenue of ¥384.5 
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billion, with ¥338.9 billion coming from 
communications and printing equipment, 
and the group’s target for operating in-
come is ¥29.4 billion. Because Brother 
plans to start using International Finan-
cial Reporting Standards (IFRS) this 
year, its guidance was given using IFRS 
standards rather than Japanese GAAP 
standards. As a result, Brother did not 
provide percentage changes for the up-
coming year from the year just ended 
because it is not a direct apples-to-apples 
comparison.

More Signs of Weakness
While the fiscal year ending in March 

2016 was not great for Ricoh, it was far 
from the worst we have seen from the 
firm. After suffering an absolutely di-
sastrous fiscal year that ended in March 
2012, the firm managed to turn things 
around, growing sales and margin in the 
fiscal years ended in March 2013 and 
2014. On April 28, the firm reported that 
it experienced modest revenue growth 
last year, but full-year operating and net 
profit shrank. Total net sales grew 2.7 
percent to ¥2.209 trillion ($20.6 billion) 
and, excluding any FOREX impact, 
net sales increased by 1 percent. While 
Ricoh managed to grow sales, its full-
year total fell short of its forecast, which 
called for net sales of ¥2.25 trillion.

Ricoh’s mainstay Imaging and Solu-
tions segment, which consists of Office 
Imaging, Production Printing, and Net-
work System Solutions, had a tough 

fourth quarter, with sales falling 3.2 per-
cent to ¥506.4 billion ($4.7 billion) and 
operating profit tumbling 39.3 percent 
to ¥28.2 billion ($263.4 million). The 
problem came mainly from the Office 
Imaging sector, which includes MFPs, 
copiers, and laser printers along with 
related supplies and services as well as 
devices like faxes and scanners. Sales 
slid 5.4 percent in this business in Q4. In 
contrast, sales were up in Q4 in Produc-
tion Printing and Network System Solu-
tions. For the full fiscal year, net sales in 
Imaging and Solutions grew 3 percent 
to ¥1.974 trillion ($18.4 billion). This 
was largely from growth in Production 
Printing and Network System Solutions, 
as sales in Office Imaging were down 
0.5 percent from the year prior. Full-year 
operating profit for Imaging and Solu-

tions was ¥147.5 billion ($1.4 billion), 
down 14.2 percent, due to a “sluggish 
business environment and intensifying 
competition.”

Ricoh is not optimistic about the up-
coming year and said the global outlook 
is unpredictable due to the slowdown in 
emerging markets, turmoil in financial 
markets, and declines in resource prices. 
Ricoh expects ¥2.17 trillion in sales, 
¥77.0 billion in operating profit, and 
¥44.0 billion in net profit. This would 
represent a 1.8 percent decline in net 
sales, a 24.7 percent decrease in operat-
ing profit, and a 30.1 percent decrease 
in net profit compared with the year just 
ended in March 2016. The firm shared 
how it plans to reinforce its Office Imag-
ing business by launching new products 
and making acquisitions. Future profit 
are expected from 3D printing and more 
focus on industrial applications such as 
thermal transfer ribbons, industrial laser 
and inkjet printing, and garment printing.

OKI Electric Industry Company re-
ported its financial results for the fiscal 
year ended on March 31, 2016. It was 
a gloomy year for the company, which 
saw revenue, operating income, and net 
income decline. OKI’s net sales for the 
fiscal year ended on March 2016 totaled 
¥490.3 billion ($4.5 billion), which 
represents a 9.2 percent decrease from 
the previous fiscal year. This is below 
OKI’s outlook, which called for full-year 
net sales of ¥515 billion. For the year 
ended in March 2016, OKI’s Printers 
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business had net sales of ¥124.6 billion 
($1.1 billion), down 3.6 percent from the 
previous fiscal year. While sales shrank, 
operating income plunged dramatically, 
falling 79.1 percent to ¥1.4 billion ($12.8 
million). OKI missed its outlook for full-
year Printers net sales of ¥130.0 billion 
and operating income of ¥2.0 billion.

OKI indicated that in the year ahead 
it expects economic conditions to remain 
sluggish in emerging countries. The firm 
anticipates that the office printer market 
will shrink and experience intensified 
competition. For the first half of the 
upcoming fiscal year, OKI expects net 
sales of ¥210 billion, operating income 
of ¥0, and net income of ¥0 and its 
Printer business is expected to see ¥64 
billion in sales and operating income 
of ¥0. For the full fiscal year ending on 
March 31, 2017, OKI expects net sales 
of ¥500 billion, operating income of ¥20 
billion, and net profit of ¥12.0 billion. If 
achieved, this would mark a 2 percent 
increase in net sales, a 7.5 percent in-
crease in operating income, and an 81.6 
percent increase in net profit from the 
year ended in March 2016. The outlook 
for full-year net sales in the Printers 
business is ¥133.0 billion, up 6.7 percent 
from the previous year, and the group’s 
outlook for operating income is ¥2.5 
billion, which would mark a 78.6 percent 
increase.

On April 27, Fujifilm Holdings 
announced its financial results for the 
fourth quarter and fiscal year ended on 
March 31, 2016. Overall, it was a bet-
ter year for Fujifilm than some of its 
competitors. This tells only part of the 
story, however. Fujifilm’s Document 
Solutions business, which is operated 
by Fuji Xerox Co. Ltd., reported weaker 
results over the course of the year. Like 
its rivals, Fujifilm noted that general eco-
nomic conditions continued to recover 
in the year just ended, but there was an 
economic slowdown in China and weak 
economic conditions in emerging Asian 
countries. The company was also nega-
tively impacted by depreciation in Asian 
currencies.

Missing its revenue target of ¥2.58 
trillion for the year ending March 2016, 

Fujifilm had revenue of ¥2.492 trillion 
($22.4 billion), about flat with the previ-
ous fiscal year. Sales fell by the low sin-
gle digits in the Imaging Solutions seg-
ment for the year as well as in Document 
Solutions, but revenue grew in the In-
formation Solutions business. Operating 
margin improved from 6.9 percent in the 
previous fiscal year to 7.7 percent. For 
the full year, Fujifilm’s operating income 
grew 10.9 percent to ¥191.2 billion ($1.7 
billion), and net income grew 4 percent 
to ¥123.3 billion ($1.1 billion). Fujifilm 
was able to exceed its guidance for op-
erating income of ¥190.0 billion and net 
income of ¥120.0 billion thanks in part to 
a reduction in the corporate tax rate.

For the full year ending March 2016, 
Document Solutions revenue dipped 0.3 
percent year-over-year to ¥1.174 trillion 
($10.55 billion). Looking at the group’s 
sales by product type shows a modest 
increase in revenue last year from office 
printers and production services and 
a bigger 5.2 percent uptick in global 
services revenue. However, full-year 
revenue shrank in office products (copi-
ers and MFPs) and the group’s “other” 
segment. The full-year operating income 
for Document Solutions fell 6.4 percent 
to ¥94.9 billion ($853.0 million) and the 
group’s operating margin contracted to 
8 percent for the year, compared with 
8.5 percent in the year prior. Fujifilm 
explained that Document Solutions’ in-
come was impacted by the higher cost 
of imports due to the appreciation of the 
dollar against the yen and a decrease in 
profit due to the depreciation of Asian 
currencies.

Fujifilm’s forecast for the year ending 
in March 2017 calls for revenue of ¥2.55 
trillion, operating income of ¥220.0 bil-
lion, and net income of ¥125.0 billion. If 
achieved, these figures would mark in-
creases of 2.3 percent, 15.1 percent, and 
1.4 percent, respectively, from the year 
that ended in March 2016. The outlook 
for the Document Solutions business 
is for full-year revenue of ¥1.2 trillion 
and operating income of ¥110.0 billion. 
Fujifilm said it will grow its Document 
Solutions business by attempting to “in-
crease sales through such measures as 

expanding sales volume by strengthening 
product line-up, strengthening business 
in the Asia-Oceania region, expanding 
service businesses of the global services 
business and the production services 
business, and by strengthening solu-
tions.”

No End in Sight
As of this writing, Konica Minolta 

had yet to report its financial results for 
the fiscal year ending on March 2016 but 
we shouldn’t expect any departure from 
the trend we saw from other Japanese 
firms. In the second quarter, which ended 
on September 30, Konica Minolta had 
recast its forecast downward as market 
conditions deteriorated and demand 
weakened in various markets. At the very 
least, it’s safe to assume the company did 
not have a banner year.

As we approach the end of the first 
half of 2016, it is hard to see any indica-
tion that the market will turn around for 
hardware vendors this year. The econo-
mies in China, Latin America, and Rus-
sia show no signs of improving. In fact, 
we’ve seen signs that the North Amer-
ican market, which was the industry’s 
strongest in 2015, is softening. More-
over, the yen has continued to strengthen 
and the word out from Japanese bankers 
is that they will not intercede. Obvious-
ly, more bad news for Japan’s hardware 
manufacturers. For the U.S. manufactur-
ers, word of a stronger yen will be wel-
come but it will do little to make up for 
flagging market demand. 

Hardware manufacturers seem des-
tined to experience more downward 
pressure on revenue, unit shipments, 
and profits as print volumes continue 
to decline and end users move away 
from hardcopy. It is inevitable that the 
competitive landscape will continue to 
change. The only thing that is for certain 
is that each year manufacturers continue 
to generate well in excess of $50 billion 
in revenue from the sale of hardcopy 
devices, supplies, and services. So, rest 
assured, gentle reader, the industry is 
huge and we’ll be watching to see which 
companies are able to grab some of that 
huge pot of gold as we move forward.  ♦
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Joe LoPresti calls himself a 
problem solver. The owner 
of Ipswich, Massachu-

setts-based MBI International, 
Inc., formerly Multi Brands Inc., 
has made his business buying 
and selling old and hard-to-find 
imaging supplies for 15 years. 

Once the managing director 
of Multi Brands Inc., LoPresti 
purchased the company after the 
previous owner decided to retire 
last year. The name was changed 
and he effectively took over on 
July 1, 2015. 

“Multi Brand Inc. was started 
in 1995,” explains LoPresti. “I 
joined the company in May of 
2001. For 14 years I was pretty 
much the sole person responsible 
for sales and managing the busi-
ness.” 

LoPresti’s experience did not 
begin at Multi Brands however. 
He has been in the imaging sup-
plies business since 1989, spend-
ing much of the 90s working for 
a large distributor, buying and 
selling the popular items of the 
day. At that time most of his cus-
tomers were the big box retailers 
and wholesale distributors like 

Staples and Daisytek. Joining 
Multi Brands was his introduc-
tion to the business model that 
involved buying and reselling 
new and unused imaging sup-
plies.

“It was interesting,” recalls 
LoPresti. “For much of the 2000s 
I was selling the same items that 
I was originally selling in the 90s 
because we were buying prod-
ucts that at that point were 10-15 
years old.”

Today MBI continues to buy 
and sell old and difficult-to-find 
items. Their 26,000 sq. ft. ware-
house contains a large inventory 
of products that spans four de-
cades of imaging supplies histo-
ry. These include mostly supplies 
for fax machines, inkjet printers 
and laser printers. But they also 
carry MICR supplies and sup-
plies for micrographic printers 
and other products. 

“We sell a supply for any kind 
of device that creates an image 
and uses any type of ink,” says 
LoPresti. “Even ribbons. A lot 
of people call us for ribbons be-
cause, as I say, we’re a problem 
solver.”

OEM product accounts for the 
bulk of MBI’s business, but Lo-
Presti says they added compati-
bles to meet customer requests. 
He points out that they have a 
relationship with a compatibles 
manufacturer and offer a full line 
of compatible toner. 

“It’s not where we make our 
money, but it’s an added value 
product and we have a lot of cus-
tomers who buy that line from 
us,” he says. 

MBI’s customers include 
dealers, print shops, stationers, 
distributors, and wholesalers, 
but their primary customers are 
companies whose lease with the 
copier dealership has lapsed and 
who now need to source supplies 
on their own. Typically, these 
customers are more economi-
cally-minded because they’ve 
grown accustomed to a managed 
print services program. He cites 
technicians as well because they 
are placing supplies into ma-
chines and the condition of the 
box isn’t of critical importance to 
them. LoPresti has also leveraged 
the global relationships he devel-
oped from his distribution days 
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and today they sell many items outside 
the United States. 

For MBI, the ideal customer is some-
body they can both sell to and buy from. 
Like most businesses they prefer to have 
many smaller customers, and LoPresti 
notes that in their case that’s really the 
only option because they typically don’t 
stock too many items anyway.

“If you need 10 of something I’m 
probably not your guy,” he cautions. 
“But if you need two or three you’re not 
going to find a better price.” 

Market Approach
The market for imaging consumables 

has undergone considerable change in 
the last 10 years. For a niche transaction-
al business like MBI, online competition 
presents the greatest challenge. Compa-
nies like Amazon and eBay represent the 
new “street price” and LoPresti admits 
that it is increasingly difficult to compete 
against it.

“My customers are very price con-
scious,” he says. “I could have 400 or 
a 1000 pieces of products online and I 
could be competing with Dave’s garage 
who found something in a storage locker. 
They don’t care what they sell it for. But 
that’s my competition. A customer will 
call me and say, ‘I see it online and it’s 
being sold for $20.’”

LoPresti cites his extensive product 
knowledge and the emphasis he places 
on customer satisfaction as a differentiat-
ing factor in retaining and growing busi-
ness. He says that he doesn’t consider 
himself a salesman. 

“My background is in customer ser-
vice,” he states. “I want to help people. 
There are other companies that are cer-
tainly bigger in revenue and have more 

employees, but I don’t 
think any of them can 
offer the level of exper-
tise that we can.” 

LoPresti says that 
he will talk himself out 
of a sale if he doesn’t 
think the product is 
right for the customer. 

Adapting to 
Ownership

For LoPresti, most 
of the challenges he has 
faced since transition-
ing to ownership have been completely 
unrelated to growing the business. In 
the past he was the primary commercial 
operator for the company, but new ad-
ministrative responsibilities diverted his 
attention to other matters. To address this 
and refocus on growth, he brought in Jeff 
Paru to serve as Vice President. He has 
known Paru for over 30 years and says 
that he can trust him to fill the role. 

“I’ve baptized him in fire,” he says. “I 
needed the time to call the customers and 
have the conversations that created the 
bonds.” 

Service and Sales
LoPresti is now placing an even great-

er emphasis on increasing the company’s 
visibility, growing sales and expanding 
the purchasing end. He says that today 
they’re buying from a wide selection 
of sources, including dealers, corporate 
500 companies, learning institutions and 
hospitals. 

Increasing sales will be accomplished 
by doing what they do best. For MBI, 
sales growth is highly dependent on 
customer service. LoPresti says that be-
cause they don’t manufacture or provide 
a service other than customer service, 
referrals are an important part of their 
pipeline. They have a dedicated group of 
buyers who sell to them and after every 
deal they ask for a reference. 

“We ask if we did a good job and took 
care of a problem,” explains LoPresti. “If 
so, we ask if they know somebody else 
in the business. Most often, people have 
friends or relations in the business and 
they give us referrals.” 

He also makes sure he maintains con-
tact with all of his customers. LoPresti 
has a list of over 2000 names that he 
emails weekly. He says that some of the 
people call only once a year or even once 
every couple of years and that’s fine with 
him. 

“As long as they know they have a 
relationship with me and they can call 
me whenever they need to,” he says. 

To underscore the importance of 
building relationships, LoPresti recounts 
a story of a professor in Puerto Rico who 
contacted them looking for masters for 
a digital duplicator. The day they were 
preparing to ship the professor called 
and said he had to cancel the order. The 
school board had informed him that there 
was no money for it. 

“I made a couple phone calls and 
talked to a couple of my suppliers and 
found a supplier who had a handful of 
partially used rolls of masters,” he re-
calls. “We took them and donated them 
to the school. We shipped it on our dime 
and it got down to Puerto Rico in three 
days. They were extraordinarily happy. 
As a matter of fact they just sent me a 
photo of the professor and his class down 
in Puerto Rico.  They are not a big cus-
tomer but it made us feel like we did the 
right thing at the right time.”

As for long term plans, LoPresti says 
he wants to maintain the current compa-
ny size, but also to seek out additional 
product categories to offer. 

“If I can continue to run this business 
by offering a good selection of products 
at fair, competitive prices, then I’ll con-
sider it a success,” he says.  ♦

MBI International, Inc.: Solving Problems

Jeff Paru, Vice President
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I was rushing around this week 
trying to get a few more deals 
closed. It’s the last week of 

the month and we all know what 
that means. I have a fair amount 
of leases throughout the year, 
which keeps me at quota. My 
Sales Manager pushes us every 
week and although he’s a friend, 
he is all business when it comes 
to prospecting. The crazy thing 
is we’re all pounding the phones 
like mad; I have to make 30 calls 
a day!  Trying to set C-Level ap-
pointments is really a waste of my 
time. I already have my own deals 
and I make my own way. Making 
appointments with net new pros-
pects is amazingly hard so I just 
stick to customers and drive more 
profitable deals in my portfolio.

Our sales comp plan has 
just changed. I haven’t figured 
it all out yet but our owner told 
us that it is going to reward us 
more for new business, which 
typically means they’re lowering 
what they’re going to pay me on 
renewals. If that’s true I’m not 
going to be happy. The thing is, 
we have to find a way to separate 
our company from the pack and 

that’s not my job. They want us to 
practice these presentations and 
do role-playing to memorize this 
weird stuff about a value propo-
sition that quite frankly I’m not 
sure I even understand.  

There’s no reason to penalize 
me if the company isn’t growing! 
I’m hitting my numbers. Fancy 
words and presentations won’t do 
anything! Most of our competi-
tors can do everything we do and 
some do more. All things equal, 
they’ve got to find ways to differ-
entiate our company because if 
they don’t, it’s just going to be a 
price war! 

When it comes to closing 
business I can hold my own. My 
customers love me and I take 
excellent care of them. I seldom 
lose a renewal! Well, there were 
a few deals last quarter that I 
didn’t win. Only because one of 
the competitors bought the busi-
ness! I heard that the sales rep 
discounted those deals 20% be-
low his sales cost just to beat me! 
But those customers still told me 
they loved having me as their rep 
and will miss me, so that’s what 
really counts. Right? The main 

problem is our company has to 
be different, so different that our 
customers would never leave! 
That’s what we need to do.  

I don’t say this out loud, but 
I don’t think we’re really better 
than our competitors. Our owner 
says we are! My Manager says it 
too, but there are deals where the 
competitor proposes capabilities 
that we simply can’t compete. 
The only reason I do well is 
because I’m really that good. I 
know they want me to learn all of 
this new stuff. But I’m doing ok 
without it. I don’t really sell man-
aged services because the sales 
cycle is way too long.

Bobby and Laura have both 
been here as long as I have and 
between the three of us, we run 
this place. Without us, this com-
pany would be in deep trouble, 
they’d have no one to close our 
deals and the customers would 
probably follow us if we were to 
leave anyway. I truly believe they 
shouldn’t be messing with our 
comp. Things were just fine the 
way it was. Give ‘em an inch and 
they take a mile.  

The three of us often meet up 
at a coffee shop away from the 
office and talk about the things 
our owner should do to make us 
more competitive. Things like 
increasing our commission per-
centage to give us more incentive 
to try harder. Lowering our sales 
cost to be fairer and help us sur-
vive. Laura says they should hire 
someone to make appointments 
for us, but that’s never going to 
happen. I say they should just 
listen to us; after all we bring in 
all the business.

Dealer principals or sales reps 
alike take heed! You both share 
a responsibility in this matter. If 
the above story sounds familiar 
at your dealership YOU are re-

Lead Your Team to the Win!
News BriefingSales ManagementCharles Lamb

continued on page 42
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sponsible to change it. All too often the 
dealer is held as the only one who created 
this mess. They get blamed for everything 
but everyone has a play in it. It’s true that 
the dealer is sometimes the greatest adver-
sary to change. Whether it be onboarding 
new services or actually building products 
or services that are superior, it’s hard to 
turn around a death culture, especially 
if the dealer really doesn’t want change. 
They may say they want to, but the lack of 
action proves it’s just talk.   

I believe the dealer IS responsible to 
provide leadership, vision and culture and 
to energize his or her team. This means 
they have to do whatever it takes to find 
and communicate a successful path to the 
future. It’s missing in a lot of businesses 
today! No, they won’t always be right, 
but they do have to lead their organization 
to the future. If your flame is gone, hire 
a flamethrower and get out of the way. 
If you don’t apply the proper power (in-
centive & motivation) with your hand on 
the rudder (leadership), you may just find 
yourself in troubled waters.

But my real message is to sales reps. 
Not too long ago, people used to stay at a 
company their entire career. Once hired, 
they were part of a team and their personal 
responsibility was to help the business 
succeed. They took pride in personally 
leading the company to the win. I mean it 
was the sales rep’s personal habit to study, 
practice and be the best possible talent out 
there. Where did self-pride go?

My advice is, if you’re not 100% in; 
then get 100% out! You’re killing the busi-
ness. I can’t tell you how many tails are 
wagging the dog out there, it’s ridiculous. 
Sure I blame some of this on the Dealer, 
allowing mediocrity and even a mutinous 
culture to infiltrate their business just baf-
fles me. By settling for people who have 
no idea what hard work and appreciation 
is, they’re just seeding failure.  

By allowing a stale culture to exist and 
letting your company get kicked around 
every month just puts your company in 
a very risky situation. In the same light, 
trying to appease anyone who always has 
one foot out the door just delays the inev-
itable. As soon as a change comes down 
they don’t like, they’re gone. The longer 
you allow that to exist the more dangerous 

it becomes and most of those reps that are 
like this, are the ones that wouldn’t sign a 
non-compete agreement when you hired 
them. Enough said.  

But the great news is, the sooner you 
start to drive a highly competitive, highly 
motivated, energized company the sooner 
you create that differentiation that’s miss-
ing in our industry. It’s that day that you 
can rebirth your competitive edge, because 
I’m telling you, it seldom exists out there. 

A highly motivated and energized sales 
team is the most competitive and different 
thing you can create. It’s not price or the 
newest gee-wiz that drives a winning cul-
ture; it’s a sales team that can’t be stopped. 
It’s a team that wants to win at the rep 
level. So start today, get rid of those fifty 
per-centers! Sure it may slow down for 
a while, you may even be forced to get 
deeper involved in your business than you 
have been in years. But you will reignite 
that flame you had when your business 
was new and for the first time in a long 
time you’ll feel that excitement and pride 
you’ve been missing. Do you feel that? 
When you get your mojo back, you’ll be 
amazed at how easy it will be to recruit 
and motivate the right team members.

Failing to deal with this issue kills 
opportunity, but most importantly it kills 
your ability to stay pertinent and compet-
itive. Dragging an anchor always slows 
the ship and sometimes causes it to sink. 
Trying to make everyone happy, every 
second of the day is a short-term play and 
you shouldn’t have to replace everyone’s 
batteries each week. 

Lead your team; show them your un-
stoppable desire to win. Get them involved 
in your vision for the company. Keep 
those who see it! Help them realize their 
part! Show them honesty, integrity and 
fairness and hold yourself accountable to 
them and them to you. Every day deliver 
all that can be delivered and teach them 
how to win again.  ♦ 

Lead Your Team to the Win!
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Dean Swenson, President 
and CEO of The Swen-
son Group (TSG), began 

his career at Xerox in California 
soon after graduating from UC 
Santa Barbara in 1991.

He recalled that at that time 
Xerox was in the early stages of 
channel marketing and they were 
incentivizing employees to start 
Xerox agencies. The agencies 
operated as a strict sales arm of 
Xerox, with the owners taking on 
daily management and the hiring 
of staff to sell the products, and 
Xerox taking care of supply ful-
fillment, billing and service. 

Swenson believed that if he 
could build a professional or-
ganization utilizing the Xerox 
name, it could grow into a solid 
business. He convinced his father 
to come out of retirement and he 
lured his brother, Jeff, back from 
the East coast. They started a 
family business in 1993. Over 10 
years they built it into an approx-
imately $30 million operation 
that included six branch offices. 
The only problem, he noted, was 
that the model lacked back-end 
revenue. 

In the early 2000s Xerox ran 
into some financial 
trouble. Although they 
were the largest Xerox 
agency in the nation, 
Swenson decided it was 
in their best interest to 
part ways with Xerox 
and partner with Koni-
ca. He wanted to move 
to the independent 
dealer space anyway to 
better control the client 
experience and build 
the back-end revenue. 

They began the new 
business in 2003. Swen-
son says that they went 

from a sizeable organization to 
almost nothing overnight. He had 
30 sales reps when he left Xerox, 
and Xerox took 29 of them with-
in two weeks. The one individual 
who stayed is still with him. 

For Swenson, it was important 
to build on their experiences. 
They took all the positives they 
learned from big business and 
made sure they heeded the les-
sons of what they didn’t like 
and they continue to keep that 
front and center daily. Today the 
Swenson group is located in Liv-
ermore, California, and services 
the five counties around the San 
Francisco Bay Area. They have 
26 employees. Their primary 
hardware vendor is Konica Mi-
nolta which accounts for the bulk 
of their device business. On the 
low end they offer Oki as well as 
Muratec. Their primary solutions 
vendors are Nuance and Square 
9 and they partner with All 
Covered for managed network 
services. They did $8 million in 
business last year. 
We know you’re bullish on man-
aged services. How is that going 
for you?
DEAN SWENSON: We love 
managed services. It’s recurring 
revenue and a high-level rela-
tionship sale. In general, we find 
if you earn the MNS business, 
you’re going to get the periph-
eral business at some point. 
You’re probably going to get the 
MPS too because you’re at the 
right level. It’s not easy though. 
There’s a lot of small mom and 
pop IT companies out there. 
When we call on companies and 
question that relationship and ask 
how it’s working, we discover 
that there’s not a tremendous 
amount of satisfaction in that 
space. But that doesn’t mean 

they’re going to jump ship and 
change because switching out 
IT providers isn’t like switching 
out one copier for another copier. 
We have to overcome that, but 
our position is we can bring in a 
more professional and compre-
hensive IT solution to them and 
do it cost effectively. The All 
Covered partnership has helped 
us provide our clients with pro-
fessional tier one, two and three 
Help Desk nationwide. In the 
appropriate situations, the All 
Covered partnership enables The 
Swenson Group to offer a wider 
breadth of services, resources 
and expertise than we could 
offer by ourselves. This flexible 
strategy brings more value to our 
clients and we are excited about 
the MNS space.
Who makes the best customer 
for managed solutions?
DEAN SWENSON: When we 
go after accounts we ask them if 
they are currently in a vendor re-
lationship or if they are in a true 
business partnership. We want a 
true business partner. If we can 
bring a comprehensive managed 
program to them that addresses 
their pain points, then they don’t 
have to hire more people which 
allows them to focus on their 
growth initiatives. That’s a good 
foundation for that partnership. 
Those are the companies we tend 
to keep because they value our 
model and our approach. The 
support is deep and wide. It’s not 
just a plug and play thing that 
can be replaced at the end of a 
lease. 
What are the challenges with 
Managed Solutions? 
DEAN SWENSON: To under-
stand the importance of respon-
siveness and uptime. When your 
network is down it is stressful. 

The Swenson Group:  
People, Passion, Purpose 
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It has a different level of intensity and 
set of challenges than just a copier being 
down. We’re fortunate that we have a 
lot of tools to manage these situations. 
Our whole focus is to take a proactive 
approach, avoiding problems whenever 
possible as opposed to waiting to fix 
problems. That has absolutely worked 
in most cases. Also, sometimes a client 
will want something that’s not your area 
of expertise. You want to say yes, but if 
you’re in it for the long haul, you may 
not be the right answer for that compo-
nent. 
What about MPS? How is that going 
for you?
DEAN SWENSON: We’re actually re-
vamping our MPS program right now. I 
do believe that it has become something 
of a commodity. We’re now focused on 
two things for MPS. Instead of a sin-
gular focus on a hard dollar percentage 
savings, which everybody has done 
for years, we’re also focusing on time 

savings. We’re now leading with that. 
The combination of those two gives us 
more traction than just going after the 
savings of just managing their fleet and 
predicting the costs. We’re excited about 
making that focus change and trying to 
capture all of their spend.
There’s a lot of talk about seat-based 
billing right now. Is that something 
you’re considering?
DEAN SWENSON:  We’re interested 
in seat-based billing. Our ideal client is 
one who we’re supplying IT services, 
copiers, and we’re providing break-fix 
service on printers. If you do seat-based 
billing and you’re able to pull it off, then 
it’s different in the marketplace and it’s 
predictable for the customer. They can 
actually budget all those things. Organi-
zations like Print Audit are pushing Seat 
Based Billing and we’re talking to them 
to try to learn more. We’re not there 
yet, but 99 percent of our clients have 
bundled agreements where we’re billing 

multiple things for them in one invoice. 
Seat based takes it to the next level. 
Is there a product or solution that 
you’re offering today that would have 
been unimaginable 10 years ago?
DEAN SWENSON: Well, 10 years ago 
I wouldn’t have seen 3D printing coming, 
but we are not offering that. Ten years 
ago I would not have imagined the im-
portance of the multi-function product on 
a network; how it’s now connected to the 
Internet as well as to Google Docs and 

continued on page 48
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SharePoint, and the importance of the 
solution and the integration with all the 
different applications out there. I certainly 
didn’t see that 10 years ago. It’s changed 
the way we go about our business. 
Is there a product or solution that you 
are not currently providing that you 
plan on providing in the future? Maybe 
3D printing?
DEAN SWENSON: We’ve had a lot of 
conversations about bright shiny objects. 
If you are not careful, it is easy to lose fo-
cus of your core business. Who’s making 
money at 3D printing? What’s the recur-
ring revenue? In a service-based business 
we focus on how we build recurring reve-
nue. How to build recurring revenue with 
3D printing is still evolving.
Do you have any plans to enter digital 
signage or wide format?
DEAN SWENSON: We’re considering 
it. Oki just released some new wide for-
mat. Konica Minolta has the KIP prod-
ucts. We will always consider adjacent 
technologies or offerings. If it has recur-
ring revenue, absolutely. 

What segments of your business are 
growing the fastest?
DEAN SWENSON: Managed network 
services by far. It was about 10 percent 
of our revenues last year. We’ll take that 
to at least 15 percent this year. Solutions 
is growing very rapidly too. By and 
large, we need to sell the Nuance suite 
with copiers as part of a packaged solu-
tion. So if they’re not in the market for 
copiers or they’re already in a lease with 
somebody else, you’re not going to get 
that business right now. With Square 9 
or document management, we’re finding 
that you can solve a problem that has 
nothing to do with the copier leases. For 
example, if they have all new MFPs, it 
doesn’t matter because you’re focused on 
how you manage, retrieve, store, index 
and secure their documents. You can get 
in the door that way.
What percentage of your business is 
MPS?
DEAN SWENSON: MPS is roughly 
10 percent of our business. When people 
start talking about percentages I pause 

because our total services business out-
put is approximately 55 percent of our 
revenues. 
Business owners often talk about the 
difficulties of finding and retaining 
good employees. How do you retain 
good employees?
DEAN SWENSON: We’re all about 
culture and our core values. We hire 
by our core values and we partner with 
clients who have similar core values. 
When we interview people, we explain 
our six core values. If that’s not you, then 
we’ll find out quickly. We are a family 
business and we make an effort to treat 
people like they’re family. When people 
have hardships or get sick, we ask, ‘How 
would you treat a family member?’ We 
seldom lose people and I think it helps 
recruiting. It also makes it a fun and sup-
portive work environment.
What was your biggest accomplishment 
of the past year?
DEAN SWENSON: We grew the busi-
ness about 20 percent last year without 
adding head count. I feel that we’re 

continued on page 50
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growing in the right direction. We have a great team of people 
and to accomplish that type of revenue without sacrificing the 
bottom line makes me proud. I take limited credit for that be-
cause it was accomplished by our people’s efforts by everyone 
wearing a lot of hats. 
Can you imagine yourself doing anything else?
DEAN SWENSON: I wouldn’t mind being a golf pro, but that 
takes a lot of imagination because I’m not that good [laughs]. 
We have a lot of fun. We work hard. Whether you’re selling of-
fice technology or promotional products or widgets or whatever 
you’re doing, it’s important to have good people who are having 
fun and helping clients. It’s really fun to see people grow and 
develop and be part of the team. It’s rewarding in that aspect. 
How do you see the next five years for the Swenson Group?
DEAN SWENSON: I’m bullish. It’s critical that the next hires 
we make fit into our culture and have the same mentality of the 
26 people we have today. We’ve really pushed the vision of the 
company throughout the whole organization. The whole team 
has bought into the vision. They came up with the “People. 
Passion. Purpose.” I sent an email out to the company one day 
and asked each employee to give me three words that would 
explain why we are different. We compiled those. It’s printed 
on our walls. That whole mentality is how we treat customers, 
regardless of position or title.  ♦ 

The Swenson Group: People, 
Passion, Purpose 
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In the last article, we discussed 
parts as related to the techni-
cian and service calls. In this 

article, we will focus on areas 
where we can reduce parts ex-
pense without impacting FCE. We 
will consider three separate areas 
where opportunities exist to im-
prove profitability.

Warranty
All manufacturers offer a war-

ranty period on equipment. As a 
service manager, you need to be 
familiar with the terms of the war-
ranties available and use them to 
the full. You need to take advan-
tage of every possible warranty 
claim to improve profitability.  

If your back office system has 
the ability to flag potential war-
ranty parts usage, make sure it 
is configured and implemented. 
Technicians need to bring parts 
that might be under warranty back 
to the shop for determination. The 
technicians also need to obtain 
any needed documentation. If the 
manufacturer offers a program 
that guarantees the yield of con-
sumable items, then you should 
treat these in the same manner as 
a warranty part.

One challenge in some compa-
nies is how the warranty credits 
are applied. When replacing a 
part, the cost is charged to the in-
dividual device. If possible, apply 
the credit back to the individual 
device; this is important when 
analyzing equipment profitability.  

Aftermarket
Most service managers receive 

calls on a regular basis from after-
market suppliers. The sales person 
describes how the profitability of 
the service department improves 
when using their products. Most 
service departments use aftermar-
ket items to some extent.

Service managers need to be 
selective about using aftermarket 
products. You should test each 
item in use to see what impact on 

MCBC the use of the part creates. 
You should also compare the 
difference in page cost between 
two parts. A third factor is any 
manufacturer rebate program that 
reduces the cost of OEM parts.    

Reclaimed
 Most dealers reclaim at least 

some parts from used equipment. 
In most dealerships, these parts 
machines are stored in some sort 
of boneyard where technicians 
can remove needed items. This 
process is either a source of in-
creased profitability or a drain 
on company resources, and most 
dealers do not know which.

Boneyard systems create sev-
eral issues that affect profitability. 
The first is the lack of tracking. 
In most cases, there is no way of 
accurately measuring impact of 
these parts. A second issue is the 
lack of information on parts avail-
ability in the boneyard. The third 
issue is the amount of time it takes 
a technician to search the bone-
yard, find a part, and then remove 
it. A fourth issue is the viability of 
the removed part. In most cases, 
the technician does not have infor-
mation on how long that part was 
in the machine or whether the part 
was causing problems. The final 
issue is the amount of warehouse 
devoted to storing the boneyard.

The first step in resolving these 
issues is to develop a process for 
dealing with used equipment as it 
comes in to the dealership. Most 
equipment will fall into one of 
four categories: lease return, re-
furb for sale or rental, loaner pool, 
or parts/disposal. Someone has to 
have the responsibility of making 
the determination. With the ex-
ception of lease return equipment, 
they should review the service 
history determining the age, re-
liability, and potential value of 
the equipment. Models with high 
reliability and low volume are 
potential candidates for the rental 
and resale pools.  

For remaining equipment, de-
termine if there are still enough 
machines in the field to justify 
deconstructing it for parts. If there 
are not, then check to see if the 
machine has had any significant 
parts replaced recently and re-
move them, then send it to scrap.  

For machines that may have 
parts value, the choice is whether 
to leave them intact and pull as 
needed, or to dismantle and put 
the pulled parts in inventory. For 
small dealers, leaving them intact 
may be a viable option. To solve 
the issue of wasted tech time and 
control, you need a system that 
allows you to track the removed 
parts so that techs will not waste 
time looking for a part that does 
not exist. If your software allows, 
one possibility is to do a negative 
install of the part number with an 
additional character at the end to 
show it is a reclaimed part. This 
should then show as available in 
the inventory and be accessible to 
a technician to use in a customer’s 
machine.  

As these machines are sal-
vaged, they will reach a point 
where there is little left of value. 
After performing a final salvage, 
send the bones to scrap. Regularly 
culling these machines reduces 
the amount of storage space re-
quired.

For larger dealers having a 
dedicated technician disassem-
ble, label, and store the parts in a 
separate inventory location may 
be a better solution. For midsized 
dealers, this may be a good task 
for new technicians. If you have 
slow times, use field technicians 
to assist with this process. Once 
the technicians have removed and 
labeled all of the parts, scrap the 
remaining plastic and steel. This 
process reduces the floor space 
devoted to storage of equipment 
being salvaged and provides defi-
nite availability and tracking of 
reclaimed parts.  ♦ 

Saving Opportunities in Parts
News BriefingService ManagementKen Edmonds
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Kingsport Imaging Sys-
tems, Inc., located in 
Kingsport, Tennessee, 

began doing business in 1924 as 
Kingsport Office Supply Com-
pany. President John Demuth, 
who’s familiar with the long his-
tory, says that at that time type-
writers and rubber stamps were 
their biggest-selling products 
and the employees would deliver 
typewriters and office supplies to 
the various downtown businesses 
on bicycles. 

Demuth notes that at one time 
there were also four companies 
selling office supplies in one 
block in downtown Kingsport. 
However, because they were 
the only ones who adapted to 
the changing technologies, they 
are the only one remaining. The 
company name was changed in 
the 90s to reflect that evolution.

Today their annual revenue is 
around $3-5 million. They cover 
a territory that includes Northeast 
Tennessee and Southwest Virgin-
ia, and their clients range from 
mom-and-pops to the enterprise 
level.

Kingsport Imaging is an ex-
clusive Canon dealer, offering a 
range of products from desktop 

devices to 105 ppm 
machines. They main-
tain seven people in 
the service department 
and 19 employees who 
work in other capac-
ities, including sales 
and administration. 
They are 100 percent 
ATSP certified by 
Canon.

Demuth says that 
business is good right 
now and they intend 

to grow it more by improving 
efficiencies. Service Manager 
Wayne Gardner, a 28-year vet-
eran at Kingsport Imaging, sees 
service playing a major role in 
that growth.

“I’ve been a service guy for 
40 years,” says Gardner. “I don’t 
think any company is going to 
survive without a superlative ser-
vice department.” 

Initializing Automated 
Reporting

Kingsport Imaging faced the 
same challenges that many copi-
er dealerships are faced when it 
comes to monitoring and moti-
vating their service team. They 
were looking for a program that 
could provide automated reports 
while also incentivizing their 
technicians. 

Demuth says that BEI Ser-
vices addressed these pain points. 
It not only provided a more ef-
fective way to manage and track 
the efficiencies of the service 
department, it allowed them to 
compare their performance to 
other similarly-sized dealerships 
in similar marketplaces. It also 
provided a bonus structure to 
reward the technicians.

“As long as we know we’re 
entering the data in the same 
way as everybody else and if 
our numbers are right, we can 
see how we’re doing,” explains 
Demuth. “That gave us a bench-
mark to measure ourselves. We 
could see where we were coming 
up short and where we were ex-
celling and we could tell what we 
needed to work on.”

With an average tenure of 20 
years in their service department, 
Kingsport Imaging had prided 
itself on its service long before 
adopting BEI Services. But as 
Demuth points out, even the best 
technicians can benefit from a 
new perspective. That’s partic-
ularly the case with long-term 

Kingsport Imaging Systems, Inc.: 
Taking the Lead
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employees who work on the same equip-
ment for extended periods. 

“It’s easy to get into bad habits and 
not know it,” advises Demuth. “When 
you compare yourself to somebody in a 
different state who you’re not even com-
peting with you can find out what you 
can do better. The next thing you know 
is that you’re saving quite a bit of mon-
ey and quite a bit of time. Your service 
department is much more efficient. It’s a 
win-win for everyone.”

Although an avid supporter now, 
Gardner admits that his initial experience 
with BEI’s reports was a struggle. He 
says that BEI Services was very helpful 
and helped guide him through it. 

“There was so much information,” 
he recalls. “I’m not really an analytical 
mind. I’m more of a screwdriver type 
of guy. We were getting better, but we 
weren’t doing what I wanted to do. I 
talked to BEI Services about it and I’m 
really grateful for their advice.”

Teamwork and Efficiencies
Gardner says that the service tech-

nicians now work more as a team. He 
convened them after the first report in a 
closed-door meeting and they all agreed 
that they were a lot better than the num-
bers were indicating. They put some new 
procedures in place, and now Gardner 
gets together with them as a group every 
month to review their numbers.  

“We have a model-specific checklist 
that everybody completes so we know 
that everybody’s on the same page,” he 
explains. “It has enabled me to promote 
teamwork instead of individualism.” 

Gardner adds that it has improved his 
leadership skills as well. The checklist 
and the common goals have allowed him 
to lead by example as opposed to dictat-
ing to the team. 

“Now I can point out how not doing 
something correctly hurts the whole 
team,” he says. “It really works. It 
sounds corny, but it does.”

Demuth cites the reporting features, 
which they use in conjunction with CEO 
Juice, as being helpful in streamlining 
how they resolve issues. He notes that 
the information on the call back report 
is particularly useful because it provides 
automated information on the customer, 
the issue and the technician involved. 

“I can choose to send it on to the sales 
manager so they can in turn send out the 

sales person to see what’s going on,” he 
explains. “Or I can call the technician to 
see what’s going on. If nothing else, the 
technician knows that I’m going to be 
aware that he messed up the first time. 
It’s just another automated tool that takes 
just two seconds of my time. I can look 
at it and delete it or start a process to dig 
into the problem with a customer. It’s 
definitely a nice report that comes out of 
the BEI Services.” 

“Call back is a nasty word in this 
company,” agrees Gardner. 

“The total call work sheet has been 
essential in eliminating quite a lot of call 
backs,” adds Demuth.

Gardner says that the technicians were 
initially skeptical but now understand the 
procedures and what they are trying to 
achieve. The compensation plan and the 
structure have been helpful in making the 
adjustment. 

 “There are bonuses and a program 
now,” he says. “We set some goals and 
said this is what we’re going to do and 
everybody bought into it.”

Kingsport Imaging has been a BEI 
Services customer for three years.  
They’ve always been known for their 
superior service, but as the sole surviving 
dealership on their block in Kingsport, 
they can certainly attest to the impor-
tance of keeping up with technology.

“We’ve always done a good job, but 
now we’re doing it smarter,” says Gard-
ner.  ♦  

Kingsport Imaging
Kingsport, Tennessee 
President: John Demuth
Service Manager: Wayne Gardner
Number of Techs: 7
Number of Devices Serviced: 1200

Why they’re a Diamond Award Winner
First Call Effectiveness: 69%
Hold for Parts Rate: 7%
Call Back Rate: 24%
Ranking: 9th overall of the 175 dealers

Kingsport Imaging Systems, Inc.: Taking the Lead
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Continuing our subject of 
The Right Time To Sell 
Your Business, in this 

month’s article, we talk about 
Hockey Sticks and Selling Your 
Business.

What do hockey sticks have to 
do with selling businesses? More 
than you realize. 

As I have discussed previous-
ly, business owners usually try 
to time the sale of their business 
in order to maximize the selling 
price. Unfortunately, trying to 
time the sale can lead to the phe-
nomenon of either the Upward 
Hockey Stick or the Flattening 
Hockey Stick.

What do we mean by an Up-
ward Hockey Stick? Consider the 
situation of Company A. It’s a 
nice little office equipment deal-
ership. They’ve been in business 
for years and growing steadily at 
2% per year. Then, Company A’s 
owner decides to sell the business 
and he lets buyers know: “Com-
pany A is going to grow signifi-
cantly. Trust me, this is the year!”

The graph below depicts 
Company A’s sales history. You 
will see what we mean by an Up-
ward Hockey Stick:

When Company A’s sales 
history is plotted over time, the 
owner’s prediction of substantial 
growth the year he plans to sell 

the business makes the graph 
look just like a hockey stick.

What is the problem with this 
picture? Why would a buyer 
believe after 10 years of 2% an-
nual growth the 
business will 
suddenly grow 
by 50% or more 
in the year the 
owner is trying 
to sell? 

There is 
an old adage: 
“One year is an 
accident, two 
a trend.” Buyers are reluctant to 
pay a high price for a business 
coming off its best year in his-
tory. 

We are very accustomed to see-
ing Upward Hockey Stick graphs 
with start-ups or young compa-
nies. Owners will predict flat sales 
with a huge spike in growth in one 
year. While some Upward Hockey 
Sticks really do exist, buyers are 
very, very wary of them. Pro-
jecting this type of growth can 
negatively impact your credibility, 
never something you want to do 
with buyers or investors.

While the Upward Hockey 
Stick is a difficult sell, there is a 
bigger mistake business owners 
make in timing the sale of their 
business, otherwise known as the 
Flattening Hockey Stick.

Consider this situation: Com-
pany B is a distributor/reseller of 
compatible toner products and 
supplies. Company B has been 
growing rapidly over the past 10 
years, anywhere from 10% to 20% 
annually. Then, growth starts to 
slow in 2014 and 2015 to 3% per 
year. Most owners with businesses 
similar to Company B would be 
tempted to try to sell the business 
after its sales have flattened out, 

thus seemingly “maximizing” the 
value of the business. However, 
the wise owner sells when there is 
still growth left in the company. 
Consider the graph below:

In the Flattening Hockey 
Stick graph above, to maximize 
the sale value of your business, 
you should sell where you see 
the arrow pointing (2011-2012) 
rather than when growth has flat-
tened (where the star is placed, 
i.e. 2013-2014). You want to sell 
your business when there is still 
room to grow on the “handle” 
rather than when you’ve reached 
the “blade.”

In our experience, buyers are 
willing to pay more for a rapidly 
growing business than a flat-line 
growth business. That’s why it is 
important if you are considering 
a sale of your business not to 
wait until there are no growth 
opportunities for the company. 

Trying to figure out the best 
time to sell your business is nev-
er easy. Most people’s crystal 
balls are murky at best. However, 
if buyers tell you they do not 
want to buy or invest in your 
hockey stick, now you know 
what they mean.

I am happy to answer any of 
your questions regarding this 
subject or any previous articles. 
In my next article, I’ll discuss the 
subject: The Absolute Best Time 
to Sell Your Business.  ♦  

Want To Buy My Hockey Stick?
News BriefingExit StrategyJim Zipursky
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Classified Ads

Empties For Sale

Industry Events &  
Trade Shows

BTA Mid-America 
June 8-10,2016/Kansas City, MO 

www.bta.org

CompTIA ChannelCon 
Aug 1-3,2016/Hollywood, FL 

www.comptia.org

BTA West 
Aug 4-5, 2016/Las Vegas, NV 

www.bta.org

BTA East 
Sep 15-16, 2016/Boston, MA 

www.bta.org

Navigate Conference 2016 
 by Continuum 

Sept. 27-30,2016/The Seaport 
Boston, MA  

www.continuum.net

BTA Southeast 
Oct 21-22,2016/Asheville, NC 

www.bta.org

Printer Tech Tip
Part Number Listing for the  
HP Laserjet M477 MFP series Printers 
There has been a few formatter failures with the HP Laserjet 
M477MFP series formatters with problems such as Blank 
Display, “Ready to download” message and failed Embedded 
Network.
Until the parts manual is released, the following is a list of the 
formatter part numbers for the specific models:
Formatter PCA part number
CF388-60003
CF388-67018

Formatter PCA (M452nw)
Formatter PCA (M452nw; China only)

CF389-60002
CF389-67018

Formatter PCA (M452dn)
Formatter PCA (M452dn; China only)

CF394-60002
CF394-67018

Formatter PCA (M452dw)
Formatter PCA (M452dw; China only)

CF377-60001
CF377-67018

Formatter PCA (M477fnw)
Formatter PCA (M477fnw; China only)

CF378-60002
CF378-67018

Formatter PCA (M477fdn)
Formatter PCA (M477fdn; China only)

CF379-60003
CF379-67018

Formatter PCA (M477fdw)
Formatter PCA (M477fdw; China only)

This Printer Tech Tip is contributed by LaserPros (www.laserpros.com).  
Email any questions to marketing@laserpros.com
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Hard to believe it’s been 
eight years since we first 
took a good look at the 

C123 style fuser modules (ENX 
magazine - summer of 2008). 
Well Xerox loves this machine 
for good reason and there have 
been two more waves of new 
models since then in which the 
fuser designs were nearly identi-
cal. The old fuser rebuild article 
is still good, but the addition 
of newer models over the years 
makes these worth revisiting. 
First we’ll go over the part num-
bers for the fusers found in the 
newer models in this series. Then 
we’ll touch on the importance of 
updating the firmware and how 
to go about that. Finally we’ll go 
over the fuser related fault codes 
and temperature settings avail-
able to you in the NVM.  

Each new family of models 
has its own part numbers for the 
fuser. The good news is that the 
parts in these fusers, including 
the heat roll and pressure roll, all 
cross from one fuser version to 
the next. The procedure for re-
building each is the same as well. 
Here are the part numbers for the 
fusers for each family of models:

• C123 Family CC-C123/
C128/C133, WC-M123/
M128/M133, Pro123/Pro128/
Pro133:  
126K16480, 126K16481, 
604K20342, 604K20343, 
604K20344, 622S00191

• WC-5230 Family (WorkCen-
tre) WC-5222/5225/5230:  
126K24980, 126K24981

• WC-5335 Family WC-
5325/5330/5335: 
126K29391, 126K29392, 
126K29393, 126K29394, 
126K29395

These models are all very fin-
icky about the fuser temperature 
and the timing of the warm up 
cycle at start up. Customers need 
to be made aware that if the ma-
chine is in a cold room and you 
try to start it up, it is likely to fail 
to come to ready; it will time out 
and call a “failure to warm up in 
time” type of fault code. Some 
of these codes require that you 
reset the fault from the diagnostic 
mode (which we will cover later 
in this article).  

Also we’ve found out that 
on the WC-5335 family in par-
ticular, it’s critical to update the 
firmware on the machine because 
they’ve corrected a few problems 
relating to the fuser. One known 
problem results in the fuser 
running too hot. The toner will 
ravel on the page if you smear 
at an area of heavy background. 
Then the toner will start to offset 
on the pages and on the therm-
istors, which makes it get even 
hotter until the black sleeve-like 
coating of the pressure roll sticks 
to the heat roll and peels off 

in patches. The book says the 
WC-5325/5330/5335 machines 
should all be updated to software 
version 53.30.11 or higher.  

You can go and download the 
firmware from www.support.
xerox.com (which is a great re-
source for anything which the 
customer needs to do, as far as 
changing administrator settings 
or reloading firmware, etc.). 
On the support site, you will 
enter the model of the machine 
and choose either “Support” or 
“Drivers and Downloads” for 
the correct model from the list 
that appears. In this case choose 
“Drivers and Downloads” and 
scroll down to the bottom where 
the firmware choices are found. 
Download the zip file and unzip 
it so you can see the .bin file that 
the machine needs. The support 
site does explain how to upgrade 
the software from the network, 
but I noticed that the instructions 
about how to install the software 
using the USB is missing (usu-
ally they include a pdf or a text 
read-me file with instructions in 
the zip file), so here is how that 
goes:

Updating Software on the 
5335 Family from a USB 
Flash Drive:

Create a folder in the USB 
flash drive and name it “DWLD.” 
Copy the .bin file obtained from 
the support.xerox.com website. 
It comes in a zip format, so un-
zip it and copy and paste it into 
the new folder. Make sure USB 
printing is enabled, and then 
turn the machine off completely. 
You need to turn off both power 

Fuser Repairs for Xerox WC-5335, 
WC-5230, & C123 Families–New 
Models, Very Similar Fusers 

News BriefingTechnical Tips

continued on page 66
WC-5335 Fuser Module

Britt Horvat

http://www.support.xerox.com
http://www.support.xerox.com
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switches (one is inside the front cover). Plug in the USB flash 
drive into the USB connector on the control panel (if avail-
able). Note that if the machine doesn’t have a USB connector 
on the control panel you will need to use the top one on the 
ESS PWB chassis on the right at the rear of the machine (it 
may have a metal shield held by one screw blocking). Next, 
hold down the “Energy Saver” button while powering on the 
machine. Keep holding the button until the message “Down-
load Mode” appears. It will eventually say “Transferring” and 
later “Processing 1/7.” When the download is complete, the 
machine will reboot itself, a progress bar will show up, and 
the machine will come to ready. Check the software version 
by pressing “Machine Status” and then selecting “General In-
formation” followed by “Software Version” to make sure the 
upgrade was successful. Now you can power down and remove 
the USB flash drive.

To clear some fuser fault codes and also to reset the HFSI 
(High Frequency Service Item) counters you’ll need to go into 
the diagnostic mode. Getting into diagnostics is slightly differ-
ent on the older models (C123 family), but it’s still pretty close:

Entering UI (User Interface) Diagnostic Mode:  
From the powered on state, hold down the “0” button for six 

seconds and then press the “Start” button while still holding the 
“0” button. The machine will prompt you for a password. Enter 
the default access number “6789” and press “Confirm.” The 
display will acknowledge that you are now in diagnostic mode 
(on the C123 family, the colors on the display will reverse). 
Next press the “Machine Status” button (or “Log In/Out” for 
the C123Family). Select the “Tools” tab, then “System Set-
tings,” “Common Settings,” “Maintenance/Diagnostics.” This 
will bring you to the main menu where you’ll find the memory 
settings (NVM) and lots of other important stuff. The HFSI 
counters for resetting fuser count and other High Frequency 
Service Items is found in “Adjustments/Others.”

Now let’s have a peek at a list of the fault codes which have 
to do with the fuser.

Fuser Related Status Codes & How to Reset 
Them:
C123 & WC-5230 Families: (C123/128/133, M123/128/133, 
Pro123/128/133, WC-5222/5225/5235)

010-313 Fuser Control Thermistor failure (open Control Thermistor)

010-314 Fuser Rear Thermistor failure (open Side Thermistor)

010-318 Fuser temperature did not rise quickly enough during heating 
cycle

010-320* Fuser Overheat - Must be reset from diagnostics by resetting 
NVM (Non Volatile Memory) code 744-220 back to “0” *

010-327* Fuser took too long to warm up - Must be reset from 
diagnostics by resetting NVM (Non Volatile Memory) code 744-
220 back to “0” *

010-398 Fuser Cooling Fan failure.  Check for debris or dust on the fan 
and make sure the machine has enough room around it to 
breathe.

WC-5335 Family: (WC-5325/5330/5335)
010-338 Fuser took too long to warm up, or temperature was detected 

as being too low during operation – This fault code must 
be reset from diagnostics by resetting NVM (Non Volatile 
Memory) code 744-005 back to “0” *

010-379 Fuser temperature did not rise quickly enough during heating 
cycle

010-420** Fuser Count end of life warning. 1000 copies left 
before end of life - You will need to reset the fuser 
counter from the HFSI (High Frequency Service Items) 
(954-850) in diagnostics **

010-421** Fuser Count at end of life  (yield is set for 175K) - You 
will need to reset the fuser counter from the HFSI (High 
Frequency Service Items) (954-850) in diagnostics **

010-398 Fuser Cooling Fan failure. Check for debris or dust on 
the fan and make sure the machine has enough room 
around it to breathe.

059-314 Fuser Control Thermistor failure (open Control 
Thermistor)

059-315* Fuser Control Thermistor detected a higher 
temperature than specified – This fault must be 
reset from diagnostics by resetting NVM (Non Volatile 
Memory) code 744-005 back to “0” *

059-316 Fuser Rear Thermistor failure (open Rear Thermistor)
059-317* Fuser Rear Thermistor detected a higher temperature 

than specified – This fault code must be reset from 
diagnostics by resetting NVM (Non Volatile Memory) 
code 744-005 back to “0” *

* Resetting Fuser Codes (010-320, 010-327, 059-315, & 059-
317) 

Accomplished by resetting NVM code 744-220 to “0,” or 
744-005 for the WC-5335 family.

First enter UI (User Interface) Diagnostic Mode (read above 
for details). Once you’re in the maintenance/diagnostics menu, 
you’ll see among other things a choice called “NVM Read/
Write” (NVM is Non Volatile Memory). Now you can enter 
your chain-link code (in this case 744-220, or 744-005 for the 
WC-5335 family, and press “Confirm/Change.” The current 
value will appear (if the machine is in a fuser fault condition, 
the value will be set to “1, 2, 3, or 4 depending on the exact 
fault). Select the “New Value” column and input your new 
value (“0”).  Select “Save” and the new number should now 
appear in the “Current Value” column. Choose “Call Closeout” 
to reboot. The machine will attempt to warm up the fuser again. 
If the condition that caused the fault in the first place is still 
happening, the status code will return after a few minutes of 
attempting to warm up. 

If you have a stubborn machine which keeps timing out 
when it’s turned on in the mornings, a few folks have reported 
that changing the NVM memory setting 744-043 to “1” extends 
the allowable warm up time. This helps to get the machine to 
be more forgiving. Still, it’s important that the owner of the 
machine keep it in a room that doesn’t get too cold at night. If 

continued on page 67

Fuser Repairs for Xerox WC-5335, WC-5230, & C123 Families
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the room is too cold when they turn the machine on, it’ll likely 
go into a fault code that requires a tech come turn the code off 
from diagnostics. You’ll want to test the fusing closely after 
changing any fuser setting to make sure it still fuses under var-
ious circumstances because variations on the firmware could 
make one machine behave slightly different from another.

There’s one more thing that will prove helpful in checking 
a fuser you’re about to rebuild. You’ll want to know which 
pins are for which circuits within the fuser. There are two heat 
lamps that are actually joined into one lamp assembly to check 
out. Those both share a common return lead that goes through 
the thermostat (thermal fuse). If the fuser overheated severely 
enough, the thermostat will be blown and will need to be re-
placed. There are also two thermistors, a rear overheat thermis-
tor and a center control thermistor.  

Here are the pin-outs for each of the fuser components for 
the C123 & WC-5230 families vs. the WC-5335 family.

Fuser Components For C123 & WC-5230 
Families

WC-5335 Family

Main Heat Lamp (red lead) Pins 3 & 7 Pins 2 & 4

Sub Heat Lamp (white lead) Pins 1 & 7 Pins 6 & 4

Rear Overheat Thermistor Pins 2 & 4 Pins 3 & 7

Front Control Thermistor Pins 5 & 6 Pins 1 & 5

Note that the C123 and WC-5230 families are interchange-
able, but on the WC-5325 the pin-out is completely different 

C123 or WC-5230 Families WC-5335 Family

and they’ve gone so far as to flip the connector over.  Check 
out the two photos on the right.

Either of the two heat lamp circuits should measure 100 
ohms or less and the thermistors should read over 3K ohms if 
they’re good. Each heat lamp circuit goes through the same 
thermostat (thermal fuse) and back through the same common 
lead.

That should bring everyone up to speed on the newer fusers 
in this style of Xerox copiers.  You can get to the fuser rebuild 
instructions by looking up the 2008 ENX article from the ar-
chives. It is pretty straightforward, although as usual it is help-
ful to have the instructional to help shorten the learning curve 
a bit.  

Enjoy rebuilding these fusers everyone!  ♦  
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Jumbo Toners • Ideal for MPS
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Cost Per 
Page

TN350, TN2000, TN2025 CBTN350J  2,500  5,000 100%  $20.00  $19.00  $0.0038 
TN360 CBTN360J  2,600  5,200 100%  $20.00  $19.00  $0.0037 
TN420, TN450 CBTN450J  2,600  5,000 92%  $15.00  $14.25  $0.0029 
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TN420, TN450 CBTN450J  2,600  5,000 92%  $15.00  $14.25  $0.0029 
TN550, TN580 CBTN580J  7,000  12,000 71%  $24.00  $22.80  $0.0019 
TN650, 3280, 3290 CBTN650J  8,000  12,000 50%  $24.00  $22.80  $0.0019 
CE255X PTCE255XJND  12,500  15,000 20%  $44.00  $41.80  $0.0028 
CE278A PTCE278AJ  2,100  3,000 43%  $17.00  $16.15  $0.0054 
CE285A PTCE285AJ  1,600  3,000 88%  $17.00  $16.15  $0.0054 
CE390A PTCE390AJ  10,000  18,000 80%  $54.00  $51.30  $0.0029 
CE505A PTCE505AJND  2,300  3,500 52%  $23.00  $21.85  $0.0062 
CE505X PTCE505XJND  6,500  8,000 23%  $26.00  $24.70  $0.0031 
CB435A PTCB435AJ  1,500  3,000 100%  $17.00  $16.15  $0.0054 
CB436A PTCB436AJ  2,000  3,000 50%  $17.00  $16.15  $0.0054 
CC364X PTCC364XJ  24,000  35,000 46%  $57.00  $54.15  $0.0015 
C3903A PTC3903AJ  4,000  6,000 50%  $25.00  $23.75  $0.0040 
C4096A PTC4096AJ  5,000  7,500 50%  $28.00  $26.60  $0.0035 
C4182X PTC4182XJ  20,000  32,000 60%  $59.00  $56.05  $0.0018 
C7115X PTC7115XJ  3,500  5,000 43%  $22.50  $21.38  $0.0043 
C8543X PTC8543XJ  30,000  38,000 27%  $115.00  $109.25  $0.0029 
Q2612A PTQ2612AJ  2,000  4,000 100%  $19.00  $18.05  $0.0045 
Q5949A PTQ5949AJ  2,500  4,000 60%  $25.00  $23.75  $0.0059 
Q5949X PTQ5949XJ  6,000  8,000 33%  $26.50  $25.18  $0.0031 
Q2610A PTQ2610AJ  6,000  10,500 75%  $33.00  $31.35  $0.0030 
Q1338A, Q5942A PTQ5942AJ  12,000  15,000 25%  $49.00  $46.55  $0.0031 
Q1338A, Q1339A, Q5942A, Q5942X, Q5945A PTQ383942XJ  20,000  28,000 40%  $57.00  $54.15  $0.0019 
Q7553A PTQ7553AJ  3,000  4,000 33%  $25.00  $23.75  $0.0059 
E260A11A, E260A21A CLE260JC  3,500  9,000 157%  $119.00  $113.05  $0.0126 

Our jumbo toners offer up to 100% more yield than OEM and with a low 1% defect rate, you’ll have 
fewer service calls.

The lowest cost per page (CPP) + Low Defect Rate = more MPS profi t!

WHY SUPPLIES WHOLESALERS HAS BECOME
THE LARGEST TONER CARTRIDGE IMPORTER IN AMERICA...

SW INTEGRATES WITH POPULAR PLATFORMS
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OVERNIGHT DELIVERY

SHIPPING INFORMATION
FREE Ground over $200

Under $200, fl at $6.90 for Eastern Connection 
and OnTrac or fl at $7.90 for UPS

UPS Surepost Ground (2-5 Days) 
$3.90 up to 2lbs • $4.90 for 2.1-7lbs
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Save up to 25% with volume!

MPS is growing, and SW offers the best
cartridge solution for MPS applications

Jumbo Toners • Ideal for MPS
OEM NUMBER SW NUMBER  OEM Yield  SW Yield % 

Increase 1 to 9 Cost 10+ 
Mixed

Cost Per 
Page

TN350, TN2000, TN2025 CBTN350J  2,500  5,000 100%  $20.00  $19.00  $0.0038 
TN360 CBTN360J  2,600  5,200 100%  $20.00  $19.00  $0.0037 
TN420, TN450 CBTN450J  2,600  5,000 92%  $15.00  $14.25  $0.0029 
TN550, TN580 CBTN580J  7,000  12,000 71%  $24.00  $22.80  $0.0019 
TN650, 3280, 3290 CBTN650J  8,000  12,000 50%  $24.00  $22.80  $0.0019 
CE255X PTCE255XJND  12,500  15,000 20%  $44.00  $41.80  $0.0028 
CE278A PTCE278AJ  2,100  3,000 43%  $17.00  $16.15  $0.0054 
CE285A PTCE285AJ  1,600  3,000 88%  $17.00  $16.15  $0.0054 
CE390A PTCE390AJ  10,000  18,000 80%  $54.00  $51.30  $0.0029 
CE505A PTCE505AJND  2,300  3,500 52%  $23.00  $21.85  $0.0062 
CE505X PTCE505XJND  6,500  8,000 23%  $26.00  $24.70  $0.0031 
CB435A PTCB435AJ  1,500  3,000 100%  $17.00  $16.15  $0.0054 
CB436A PTCB436AJ  2,000  3,000 50%  $17.00  $16.15  $0.0054 
CC364X PTCC364XJ  24,000  35,000 46%  $57.00  $54.15  $0.0015 
C3903A PTC3903AJ  4,000  6,000 50%  $25.00  $23.75  $0.0040 
C4096A PTC4096AJ  5,000  7,500 50%  $28.00  $26.60  $0.0035 
C4182X PTC4182XJ  20,000  32,000 60%  $59.00  $56.05  $0.0018 
C7115X PTC7115XJ  3,500  5,000 43%  $22.50  $21.38  $0.0043 
C8543X PTC8543XJ  30,000  38,000 27%  $115.00  $109.25  $0.0029 
Q2612A PTQ2612AJ  2,000  4,000 100%  $19.00  $18.05  $0.0045 
Q5949A PTQ5949AJ  2,500  4,000 60%  $25.00  $23.75  $0.0059 
Q5949X PTQ5949XJ  6,000  8,000 33%  $26.50  $25.18  $0.0031 
Q2610A PTQ2610AJ  6,000  10,500 75%  $33.00  $31.35  $0.0030 
Q1338A, Q5942A PTQ5942AJ  12,000  15,000 25%  $49.00  $46.55  $0.0031 
Q1338A, Q1339A, Q5942A, Q5942X, Q5945A PTQ383942XJ  20,000  28,000 40%  $57.00  $54.15  $0.0019 
Q7553A PTQ7553AJ  3,000  4,000 33%  $25.00  $23.75  $0.0059 
E260A11A, E260A21A CLE260JC  3,500  9,000 157%  $119.00  $113.05  $0.0126 

Our jumbo toners offer up to 100% more yield than OEM and with a low 1% defect rate, you’ll have 
fewer service calls.

The lowest cost per page (CPP) + Low Defect Rate = more MPS profi t!

WHY SUPPLIES WHOLESALERS HAS BECOME
THE LARGEST TONER CARTRIDGE IMPORTER IN AMERICA...

SW INTEGRATES WITH POPULAR PLATFORMS
DDMS®
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As a Toshiba Business Products Center, you’ll 
receive all the tools you need to provide the 
technology and support your customers want.  
Get trained to sell a full line of award-winning MFPs 
and fax machines backed by the Toshiba Quality 
Commitment Guarantee. Benefit from seamless 
Managed Print Solutions, unparalleled support, 
and competitive prices that make Toshiba a great 
value. Sell at your own pace without sales quotas, 
financial commitments or minimum orders.

To get a free brochure on becoming 
a Toshiba Business Product Center 
contact a distributor listed below.

National Distributors:
ACM Technology 800-722-7745
Collins Distributing Co 800-727-0884
International Digital Solutions 888-372-3700
Supplies Network 800 -729-9300

BECOME A 
TOSHIBA 
BUSINESS 
PRODUCT 
CENTER
AWARD-WINNING PRODUCTS

UNPARALLELED SUPPORT 

COMPREHENSIVE SERVICE TRAINING

COMPETITIVE PRICES
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