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LMI Solutions is an R2 certi�ed manufacturer, distributor and recycler of 
premium replacement toner cartridges, related imaging supplies, 
remanufactured printers and turnkey Managed Print Infrastructure services. 
LMI distributes more than 5,000 SKUs, including the most popular OEM 
products, and is a recognized global leader for empowering dealers with 
Managed Print Services & Support. Recently, BTA channel member voting 
selected LMI as the Winner of "Best Remanufactured Cartridges" following 
recognition from the MPSA and the coveted Readers’ Choice Award for the 
industries "Best MPS Program" and "MPS Infrastructure Provider".

REMANUFACTURED
CONSUMABLES

MPS EXTENDED YIELDS 
KODAK BRAND

DIGITAL MARKETING
WEBSITE SERVICES, SOCIAL MEDIA,
MOBILE APPS, EMAIL MARKETING

ONLINE SALES TRAINING
NEW HIRE 

MANAGED PRINT

IOT CLOUD 
REMOTE MONITORING & 

DATA ANALYTICS
WHOLESALE 

COST-PER-IMAGE
À LA CARTE 

INFRASTRUCTURE

END OF LIFECYCLE 
SERVICES

ZERO LANDFILL 
R2 CERTIFIED

INSTRUCTOR-LED & 
ONLINE PRINTER 

TECHNICIAN TRAINING
18 COURSES
100 MODELS

TECHNICAL SUPPORT &
NATIONAL BREAK FIX 
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LEASE / RENTAL
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Expect More 

© 2015 OKI Data Americas, Inc. OKI, Reg. T.M. OKI Electric Industry Co., Ltd., Reg. T.M. OKI Data Corporation. 

Partner with the only manufacturer that delivers a full-line
of printing technologies & solutions - Call Today (856) 222-7083 

A full line of printing & MFP solutions to meet all of your customers' needs.

Ground-Breaking 
Technology 
Leadership

Outstanding color output on a wide-
range of media. 

Channel Loyalty

Other OEMs may look to sell directly to 
your end-users, not OKI.  

For over 40 years, we have been 
focused on our channel partners and 

keeping them profitable.

Smart MFP
Open API to embed solutions 

directly in the MFP. 

Comprehensive 
Sales & Marketing 

Support
Providing the necessary tools—
including eMail Marketing, TCO 

calculator, proposal generator—
to help you engage end-users & 

drive profitability. 

Product Line 
Recognition

 

24x7x365 
Customer Support
OKI is on your side 24 hours a day, 

every day, with a US-based 
customer service center.  We provide 
a dedicate BTA hot-line to keep your 

customers up & running.
2015

Grow Your Business & Profits with OKI Data

OPPORTUNIT Y
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Contributors
TOM CALLINAN is the President of Strategy Development and an engaging 
speaker and facilitator.  After quickly rising through the ranks from an 
award winning sales professional, front line manager, director of sales and 
ultimately vice president of sales, Tom founded a technology company with 
the support of an angel investor.  A public Fortune 500 Company acquired 
Tom’s company in 1997. Since 2006, Tom has been consulting on sales 
strategy and training sales forces in large and mid-market companies.   He 
can be reach at via email at callinan@strategydevelopment.com.  

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 Hey and John Hansen 

for Sharp Electronics.  He additionally completed the University of Wisconsin training program for 
technical trainers. He can be reached at ken.edmonds@cke-enterprises.biz.

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.

CARY SHERBURNE is a well-known author, journalist and marketing 
consultant for the printing and publishing industries. She was inducted into 
the Soderstrom Society in 2015, recognized as a 2009 Woman of Distinction 
by Output Links and was awarded the 2009 Thomas McMillan Award 
for excellence in journalism. Sherburne has written six books, including 
Digital Paths to Profit, published by NAPL; and most recently, No-Nonsense 
Innovation: Practical Strategies for Success, written with the late Bill Lowe, 

the Father of the IBM PC. Prior to launching her consulting practice in 2002, Ms. Sherburne was 
the VP of Marketing and Outsourcing Solutions at IKON Office Solutions.  She was a Director at 
InfoTrends before joining IKON and held sales and marketing positions at Xerox Corporation, HP 
Indigo and PageFlex.  She can be reached at cary@SherburneAssociates.com. 

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., and a member of 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 him at (402) 330-2160 or jaz@cfaomaha.com.

TECHNICAL ARTICLE CONTRIBUTOR
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 JULY 31, 2016

Printers & MFPs

MX510DE
45PPM MONO LASER MFP

MS315DN
37PPM MONO LASER PRINTER

MX511DTE
45PPM MONO LASER MFP

CX310N
25PPM COLOR LASER MFP

PLEASE CALL FOR MARCH REBATES INFORMATION!

$300
REBATE

$75
REBATE

$175
REBATE

$225
REBATE

$225
REBATE

$125
REBATE

MS610DN
50PPM MONO LASER PRINTER

MS610DTN
50PPM MONO LASER PRINTER

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

MS610DTE | 50PPM MONO LASER PRINTER..$275 REBATE

MX511DHE | 45PPM MONO LASER MFP........$325 REBATE

CX310DN | 25PPM COLOR LASER MFP..........$150 REBATE

$1215 $755

MFPs & Faxes
MP201SPF

21ppm B&W 
Copier

FAX-3320L
33.6 Kbps
Laser Fax

ALL REBATES VAILD THROUGH JULY 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...............................................

$75 REBATE!
$45 REBATE!

$100 REBATE!
$180 REBATE!
$200 REBATE!
$125 REBATE!
$80 REBATE!

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

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

ALL REBATES ARE VALID WHILE SUPPLIES LAST!

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.................................................$150 REBATE
COLOR LASERJET M477FNW...................................$150 REBATE
COLOR LASERJET M477FDN....................................$200 REBATE
COLOR LASERJET M477FDW...................................$200 REBATE
COLOR LASERJET M570DN.......................................$200 REBATE
LASERJET M225DN......................................................$40 REBATE
LASERJET M402N......................................................$100 REBATE
LASERJET M553N......................................................$120 REBATE
LASERJET M553DN...................................................$160 REBATE
LASERJET P2035..........................................................$60 REBATE
COLOR LASERJET M452NW.....................................$200 REBATE
COLOR LASERJET M452DN......................................$200 REBATE
COLOR LASERJET M277DW........................................$50 REBATE

BIG
SALE!
$270
REBATE
M605DN

BIG
SALE!
$100
REBATE
M605N

BIG
SALE!
$100
REBATE

BIG
SALE!
BIG
SALE!

SD375......80-100-130 sheets per minute
SD440..............60-130 sheets per minute
SD710..............60-135 sheets per minute

BIG SALE!Image 
shown:
SD375

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

BEST
BUY

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!

BIG
SALE!

B4600 PRINTER C331DN PRINTER

• 50/50ppm BW/Color
• 530 Sheets (T1-3)

• 27ppm
• 250 Sheets

• 55ppm
• 530 Sheets

• 25/23ppm BW/Color
• 250 Sheets

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..............................BIG SALE!
C831DN............................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

C911DN PRINTER

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!

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...................$60
M6550NW | MONO MFP     | 23ppm | 128MB Memory................$109
M6600NW | MONO MFP     | 23ppm | 256MB Memory................$125

LASER PRINTERS

NETWORK
WIRELESS

*700-Page 
Starter 

Cartridge 
Included

*Get FREE PB-210S TONER with purchase of M6550NW / M6600NW

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/2552ci
Color Copy, Print, Scan with 
Duplex, Fax (Option), Network

• 25ppm BW/Clr
• 150-Sheet MPT
• Dual 500 Sheets
• 33.6 Kbps Fax
  (Option)

SAVE ON

PACKAGE
DEALS!

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

CS-2552ci
$550
Rebate

CS-2551ci
$900
Rebate

CALL FOR

SPECIAL
PRICING!
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ALL REBATES ARE VALID THROUGH JULY 31, 2016

Printers & MFPs

MX510DE
45PPM MONO LASER MFP

MS315DN
37PPM MONO LASER PRINTER

MX511DTE
45PPM MONO LASER MFP

CX310N
25PPM COLOR LASER MFP

PLEASE CALL FOR MARCH REBATES INFORMATION!

$300
REBATE

$75
REBATE

$175
REBATE

$225
REBATE

$225
REBATE

$125
REBATE

MS610DN
50PPM MONO LASER PRINTER

MS610DTN
50PPM MONO LASER PRINTER

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

MS610DTE | 50PPM MONO LASER PRINTER..$275 REBATE

MX511DHE | 45PPM MONO LASER MFP........$325 REBATE

CX310DN | 25PPM COLOR LASER MFP..........$150 REBATE

$1215 $755

MFPs & Faxes
MP201SPF

21ppm B&W 
Copier

FAX-3320L
33.6 Kbps
Laser Fax

ALL REBATES VAILD THROUGH JULY 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...............................................

$75 REBATE!
$45 REBATE!

$100 REBATE!
$180 REBATE!
$200 REBATE!
$125 REBATE!
$80 REBATE!

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

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

ALL REBATES ARE VALID WHILE SUPPLIES LAST!

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.................................................$150 REBATE
COLOR LASERJET M477FNW...................................$150 REBATE
COLOR LASERJET M477FDN....................................$200 REBATE
COLOR LASERJET M477FDW...................................$200 REBATE
COLOR LASERJET M570DN.......................................$200 REBATE
LASERJET M225DN......................................................$40 REBATE
LASERJET M402N......................................................$100 REBATE
LASERJET M553N......................................................$120 REBATE
LASERJET M553DN...................................................$160 REBATE
LASERJET P2035..........................................................$60 REBATE
COLOR LASERJET M452NW.....................................$200 REBATE
COLOR LASERJET M452DN......................................$200 REBATE
COLOR LASERJET M277DW........................................$50 REBATE

BIG
SALE!
$270
REBATE
M605DN

BIG
SALE!
$100
REBATE
M605N

BIG
SALE!
$100
REBATE

BIG
SALE!
BIG
SALE!

SD375......80-100-130 sheets per minute
SD440..............60-130 sheets per minute
SD710..............60-135 sheets per minute

BIG SALE!Image 
shown:
SD375

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

BEST
BUY

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!

BIG
SALE!

B4600 PRINTER C331DN PRINTER

• 50/50ppm BW/Color
• 530 Sheets (T1-3)

• 27ppm
• 250 Sheets

• 55ppm
• 530 Sheets

• 25/23ppm BW/Color
• 250 Sheets

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..............................BIG SALE!
C831DN............................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

C911DN PRINTER

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!

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...................$60
M6550NW | MONO MFP     | 23ppm | 128MB Memory................$109
M6600NW | MONO MFP     | 23ppm | 256MB Memory................$125

LASER PRINTERS

NETWORK
WIRELESS

*700-Page 
Starter 

Cartridge 
Included

*Get FREE PB-210S TONER with purchase of M6550NW / M6600NW

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/2552ci
Color Copy, Print, Scan with 
Duplex, Fax (Option), Network

• 25ppm BW/Clr
• 150-Sheet MPT
• Dual 500 Sheets
• 33.6 Kbps Fax
  (Option)

SAVE ON

PACKAGE
DEALS!

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

CS-2552ci
$550
Rebate

CS-2551ci
$900
Rebate

CALL FOR

SPECIAL
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 SEPTEMBER 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

LBP351DN / 352DN
B&W Laser Duplex Printers
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

$325
REBATE

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

• 58ppm
   (LBP351DN)
• 65ppm
   (LBP352DN)
• 1GB Memory

$275
REBATE
7780CDN

$200
REBATE
7660CDN

$85
 DISCOUNT

251DW

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

$175
 REBATE
MF726CDW

$215
REBATE

MF729CDW

$80
 DISCOUNT

MF216N

$115
REBATE
MF229DW

$75
 DISCOUNT
MF227DW

$50
 DISCOUNT
MF624CW

$60
DISCOUNT
MF628CW

$75
 DISCOUNT
MF414DW

$115
REBATE
MF416DW

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!

$425
REBATE

352DN

$350
REBATE

351DN

Both models 
can only 
be sold 
to 3P

Authorized 
Dealers!

$125
REBATE

253DW

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

• 24ppm (MF216N) 
• 28ppm 
  (MF227DW,
  MF229DW)

• 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

$150
REBATE
MF419DW

$250
REBATE
MF515DW

$115
DISCOUNT

D1520

$200
REBATE

D1550
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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 SEPTEMBER 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

LBP351DN / 352DN
B&W Laser Duplex Printers
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

$325
REBATE

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

• 58ppm
   (LBP351DN)
• 65ppm
   (LBP352DN)
• 1GB Memory

$275
REBATE
7780CDN

$200
REBATE
7660CDN

$85
 DISCOUNT

251DW

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

$175
 REBATE
MF726CDW

$215
REBATE

MF729CDW

$80
 DISCOUNT

MF216N

$115
REBATE
MF229DW

$75
 DISCOUNT
MF227DW

$50
 DISCOUNT
MF624CW

$60
DISCOUNT
MF628CW

$75
 DISCOUNT
MF414DW

$115
REBATE
MF416DW

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!

$425
REBATE

352DN

$350
REBATE

351DN

Both models 
can only 
be sold 
to 3P

Authorized 
Dealers!

$125
REBATE

253DW

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

• 24ppm (MF216N) 
• 28ppm 
  (MF227DW,
  MF229DW)

• 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

$150
REBATE
MF419DW

$250
REBATE
MF515DW

$115
DISCOUNT

D1520

$200
REBATE

D1550
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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

$2111
REBATE

CLX-9251NA
25ppm Color MFP

SCX-5935NX 
35ppm B&W MFP

$305
REBATE

SCX-8123NA
23ppm B&W MFP

SL-K3300NR
30ppm B&W MFP

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

SL-X3280NR
28ppm Color MFP

$200
REBATE

$500
REBATE

$200
REBATE

$300
REBATE

BIG
SALE!

$2453
REBATE

$1301
REBATE

NEW
INTRO

NEW
INTRO



SUMMER
SALE NEW

INTRO!

TEL: 888.372.3700       •       EMAIL: SALES@IDSWC.COM       •       FAX: 562.921.1167
ALL SUPPLIES & PARTS AVAILABLE FOR PROMPT DELIVERY! PARTS ORDER HOTLINE: 562.977.4949

SAVE BIG!
MAXIMIZE PROFIT
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TBPC - TOSHIBA BUSINESS PRODUCT CENTER
CALL IDS TODAY TO APPLY!

The Reason to Become One: Online Sales & Service Tools | Training and Certification | Technical Support | NO QUOTA

4505AC/5005AC
Color Copy, Print, Scan, Fax (Option)

• 45/45ppm (Color/B&W) (4505AC)
• 50/50ppm (Color/B&W) (5005AC)
• 100-Sheet RADF (Option)
  or 300-Sheet 
  DSDF 
  (Option)

3508A/4508A/5008A
B&W Copy, Print, Scan, Fax (Option)

• 35 pages per minute (3508A)
• 45 pages per minute (4508A)
• 50 pages per minute (5008A)
• Standard 1,200-Sheet 
  Paper Capacity
• Automatic Duplex
• 100-Sheet RADF (Option)
  or 300-Sheet DSDF (Option)

2008A/2508A/3008A
B&W Copy, Print, Scan, Fax (Option)

• 20 pages per minute (2008A)
• 25 pages per minute (2508A)
• 35 pages per minute (3008A)
• Standard 1,200-Sheet 
  Paper Capacity
• Automatic Duplex
• 100-Sheet RADF (Option)
  or 300-Sheet DSDF (Option)

2505AC/3005AC/3505AC
Color Copy, Print, Scan, Fax (Option)

• 25/25ppm (Color/B&W) (2505AC)
• 30/30ppm (Color/B&W) (3005AC)
• 35/35ppm (Color/B&W) (3505AC)
• 100-Sheet RADF (Option)
  or 300-Sheet DSDF 
  (Option)

2000AC/2500AC
Color Copy, Print, Scan, Fax (Option)

• 20/20ppm (Color/B&W) (2000AC)
• 25/25ppm (Color/B&W) (2500AC)
• 250-Sheet Paper Drawer
• Automatic Duplex
• 100-Sheet RADF 
  (Option)

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

INTRO SPECIAL B&W and COLOR MFPS

PACKAGE 1: All Models + RADF + Stand + Toner + Developer
PACKAGE 2: All Models + DSDF + Stand + Toner + Developer

PACKAGE 1&2: All Models + RADF/DSDF 
+ Stand + Toner + Developer

PACKAGE 1&2: All Models + RADF/DSDF 
+ Stand + Toner + Developer

PACKAGE 1: All Models + RADF + Stand + Toner + Developer
PACKAGE 2: All Models + DSDF + Stand + Toner + Developer

All Models + RADF + Stand 
+ Toners (CMYK)
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There’s no doubt that greater 
familiarity with technology 
is affecting user expecta-

tions in the modern office space. A 
younger generation has entered the 
workplace and their understanding 
and attitude towards technology 
is much different than their prede-
cessors. These millennials grew up 
with computers and computerized 
devices. They embrace technology 
and expect innovation, simplicity, 
ease of use, and even fun.

However, beyond the obvious 
shift in the generational paradigm, 
there are other factors at play that 
govern these evolving expectations.  

We wanted to learn more from 
the people who actually encounter 
this phenomenon on a daily basis, 
so we reached out to several dealers 
and manufacturers to learn what 
they are experiencing, why they 
think it is happening and how they 
are positioning their offerings to 
support it. 

The Dealer’s Perspective: 
Evolving Expectations

What have dealers identified as 
the most significant changes in user 
expectations over the years? Chris 
Taylor, CEO of Fisher’s Technolo-
gy, told us that they have witnessed 
expectation shifts primarily with 
the user interface experience, 
system to system integration, and 
information security.   

When it comes to basic device 
operation, Taylor said that custom-
ers now demand interfaces that are 
simple, easy to learn, and familiar. 

“Overcomplicated, non-intuitive 
UIs are no longer tolerated,” he said. 

Taylor added that information 
security is a significant point of em-
phasis across all the technologies 
they implement.  

“Health information is perhaps 
the most obvious expectation in-
crease in recent years, with HIPAA 
compliancy becoming a dominant 
concern for health IS profession-
als,” he said. “But protection of 
information from theft, corruption, 

and being taken hostage spans all 
industry verticals.”

Patrick 
Layton, 
Director of 
Managed 
IT Services 
for Chica-
go-based 
dealership 
Impact Net-
working, 
also cited 
increased 

security concerns and attributed our 
‘throw away culture’ which sees 
customers quickly cycle through 
technology – especially mobile de-
vices and computers – as the driver 
for these concerns.

“Customers expect releases of 
new versions of technology, and 
updates to software much more 
frequently because consumer tech-
nology changes so rapidly,” he 
explained. “Network security has 
always been a concern of ours, but 
it has become a more prominent 
issue for our customers in recent 
years.”

Unsurprisingly, greater connec-
tivity and speed of service were 
mentioned as one of the more 
significant expectation changes. 
Layton noted that customers today 
expect to be connected at all times 
and from anywhere. He added that 
most of them also want to be able 
to use a single device for both work 
and personal applications. 

“They don’t want to carry 
around two phones or have multiple 
laptops or iPads,” he maintained. 
“For all of the departments at Im-
pact, we’ve seen a demand for both 
a faster turnaround time on service 
and a more connected service.”

The customers’ need for greater 
efficiency, connectivity, conve-
nience, and greater speed is echoed 
by Frank Grasso, CEO of New 
York-based dealership, TGI. He 
believes that with equipment now 
being an integral part of business 
processes, dealers must anticipate 

issues and 
provide 
outstanding 
service to 
succeed. 

“In the 
past, con-
sumers 
accepted 
slower com-
munication, 

lackluster equipment, and cumber-
some workflow processes,” said 
Grasso. “With evolving technology, 
this is now a thing of the past.”

Dave 
Mueller, 
vice presi-
dent of sales 
for Modern 
Office Meth-
ods, pointed 
out that as 
the industry 
has changed 
from prod-

uct-based to service-based, the end 
user’s sophistication has increased. 

“I think clients are better in-
formed today,” he said. “Informa-
tion is much more readily available 
for them. They do a lot of the re-
search on the products themselves. 
Where they need help is how to put 
a program together that best fits 
their needs and their culture, along 
the products and services that we 
have to offer.”

Of course, 
new expec-
tations also 
lead to dis-
ruptions. Jon 
Balter, COO 
of Houston’s 
Seamless 
Solutions, 
noted how 
customers’ 

expectations of increased remote 
support and less face-to-face time 
can adversely affect equipment 
sales.  

“They want instant contact,” he 
said. “In the MFP work, it is com-
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ing down to cost and nothing else. Custom-
ers are picking based only on cost and the 
value sale is getting harder and harder.”

What is no longer 
of great concern to 
users is also reveal-
ing. Dawn Abbuhl 
of Repeat Business 
Solutions said that 
they rarely discuss 
hardware features 
during a customer 
presentation.  

“It is all about 
applications, ease of 

use and software,” she said. “Customers are 
almost always interested in mobile printing. 
That never came up five years ago.”

Abbuhl added that they’ve also seen 
greater interest in environmental concerns 
such as energy conservation. 

“Ricoh, the manufacture we carry, has an 
incredible program for being environmen-
tally friendly and has won an impressive 
number of awards for this,” she said.

The Root Causes of Change
The habits of millennials are certainly a 

driving force in these new expectations, but 
other factors were discussed. Taylor attribut-
ed the higher expectations of ease of use to a 
maturation process that naturally seeks higher 
levels of efficiency and simplicity. He com-
pared the evolution of user interfaces to how 
programming evolved from machine lan-
guage to increasingly higher levels of code.

“The drivers of integration are similar, 
requiring higher levels of simplicity for 
cross-system communication and ease of 
working with those systems,” he explained. 

Taylor added that he thinks information 
security requirements have been driven by 
ever-increasing threat of exploitation of cus-
tomer information.  

“As the interest in inappropriate use of 
information breaches increases, the demand 
on the technology and human processes 
around that technology increases,” he said. 

Layton agreed and cited heavy media 
exposure as a contributing factor in driving 
greater security expectations. He maintained 
that security risks are neither new nor more 
substantial, but they’re often presented that 
way in the media. 

“More people are paying attention to 
data breaches because everyone is aware of 
the incidents with such companies as Target, 
Sony, or Amazon that was felt personally by 
millions of consumers,” he said.

Balter believes that the increase in home 
technology has played a role in the change 
of attitudes, particularly when it comes to 
remote support.   

“When end users have TV or cable issues 
they have to deal with support remotely more 

and more at home,” he said. “This is creating 
a better understanding of remote support.” 

Abbuhl thinks that the growing familiar-
ity with software among many segments of 
the population has provided a different level 
of comfort and acceptance.   

“The hardware is now just a way to 
access an amazing array of workflow ap-
plications,” she said. “In addition, people 
are more environmentally conscious and 
feel good about using products that support 
these initiatives.”  

Ultimately, Grasso stated that it is the 
combination of technology improvements 
and a new generation that have contributed 
to today’s expectations. 

“Expedited information and service to 
consumers is what they are accustomed to,” 
he said. “They expect an easy way to com-
municate and a quick and custom response.”

The Manufacturer’s 
Perspective: Tailoring Solutions 
to Expectations

Clearly these new expectations are plac-
ing pressure on manufacturers to provide 
new and innovative offerings. Manufactur-
ers today are thinking beyond the device 
by providing solutions, tools, training, and 
support to the channels. The manufacturers 
we spoke to gave us their thoughts on the 
impact of millennials, other new expecta-
tions and how they plan on supporting it. 
The most commonly discussed themes were 
mobility, workflow and education. 

Tom O’Neill, 
director of product 
marketing, Canon 
USA, acknowledged 
that the “consumer-
ization of complex 
technology” charac-
terized by the millen-
nials has brought a 
level of “technology 
transparency” and a 

new set of expectations into the workplace. 
Ultimately, he stated, Canon educates 

their channel partners to help them gain a 
full understanding of the business outcomes 
that their customers aim to achieve. 

“Customers are not acquiring technology 
for the sake of technology,” he explained. 
“They expect technology to deliver mea-
surable and positive improvements to their 
business. Once the sales person understands 
the business outcomes desired, they can 
then choose the most appropriate Canon 
technology and solution software or ser-
vices to apply to help the customer get those 
outcomes.”   

O’Neill also explained how Canon is ex-
panding its portfolio of software, services, 
and solutions to enable their dealers to sup-

port the evolving document workflows in 
the office.   

“Canon understands that office workers 
today are more mobile, and are looking for 
innovative solutions to reduce output and 
streamline document workflow, and expect 
on-demand information on the care and 
feeding of their document output fleet,” 
he said. “Our approach provides sales and 
technical training and support, tools, and 
consulting to allow our dealers to capitalize 
on these trends without having to internally 
develop all of the assets and competencies 
normally needed to sell and support these 
solutions.”

Doug Frazier, 
solutions engage-
ment manager, NA 
channel, Lexmark, 
said that they are 
seeing a fulfillment 
of the expectations 
discussed for the 
past few years, but 
possibly at a faster 
rate than originally 
expected.  

“In today’s customer-driven environ-
ment, we all expect to exert minimal effort 
and enjoy a positive experience, from start 
to finish,” he said. “We want it digitally. 
We don’t want to deal with paper, scanning, 
faxing, frustration, complexity, or delays 
in the process. The challenge with this is 
that, today, the systems that run most busi-
nesses were not designed to meet customer 
demands for engagement and timely re-
sponse.”

Workflow is a chief concern for Lex-
mark. In the last few years, the company has 
invested heavily in capture and print man-
agement solutions. Frazier said that they are 
supporting dealers by providing training and 
solutions support to help them transition to 
a consultative sales approach. He explained 
that this helps them better understand a 
broader set of customer needs around pro-
cess and workflow.  

“With this information, the dealer can 
then build a set of recommendations and 
proposals that address the customer’s specif-
ic needs and will reflect a clear ROI,” said 
Frazer. 

Other compa-
nies now helping 
their dealers adapt 
to these evolving 
expectations include 
the major supplies 
manufacturers, such 
as Phoenix-based 
LMI. Chief Strategy 
Officer Doug John-
son believes today’s 
decision makers are 
continued on page 20
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being driven by millennials who derive 
their knowledge primarily from the web and 
social media sources, which, he said, funda-
mentally changes the way they interact with 
their dealer base.  

In order to help their dealers support the 
evolving document workflows taking place 
in the office, Johnson said that LMI is ex-
panding its portfolio of software, services, 
and solutions.

Johnson also stated that LMI is looking 
for innovative solutions that reduce output 
and streamline document workflow. He said 
that LMI will be prepared to help dealers as 
they meet the expectations of on-demand 
information relating to the care and feeding 
of document output fleets.  

“Our approach provides sales and tech-
nical training as well as support, tools, and 
consulting,” he said. “This allows our deal-
ers to capitalize on these trends without re-
quiring them to internally develop all of the 
assets and competencies normally needed to 
sell and support these solutions.” 

Lou Stricklin, 
director of marketing 
and sales support, 
Muratec, acknowl-
edged that mobile 
printing and con-
nectivity has been 
driven primarily by 
millennial habits. 
He said that they are 
addressing workflow 
by focusing on soft-

ware that modifies print behavior and eases 
integration between mobile devices and 
MFPs for mobile printing. 

Stricklin also said that their integration 
with Papercut enables companies to work 
smarter and enhance their print environment 
by increasing efficiencies and controlling 
costs. He added that their MPH101 solution 
can be installed on a printer or MFP and 
enables instant, secure printing from mobile 
phones and tablets.

“Smart solutions such as these are en-
abling us to evolve to meet our customer’s 
needs,” he said.

Senior Vice Pres-
ident of Sharp, Mike 
Marusic, said that 
user expectations 
range across age 
groups, but he noted 
that as more millen-
nials take over man-
agement positions, 
there are certain ex-
pectations that need 
to be met. 

“The first thing that comes to mind is 
that it is all about personalization,” he said. 
“Millennials not only expect you to know 

what their interests are, they expect organi-
zations to address them accordingly.”

Broadly speaking, Marusic said that 
today’s customers expect to not only pur-
chase hardware from dealerships, but also 
to get the service, support and technological 
resources that are associated with them. He 
maintained that Sharp is making it easier for 
dealers to be a “one stop shop” for their cus-
tomers through an alliance with Tech Data. 

“This initiative provides channel partners 
with cutting-edge technology, streamlined 
order processing and stellar logistical sup-
port along with access to a nearly endless 
combination of IT products and solutions,” 
he explained. “By using these partnerships 
to provide solutions and technology that 
might not be available if they provided 
those solutions on their own, our dealers 
can, in turn, strengthen the relationships 
they have with their customers.”

Robert Coving-
ton, product man-
ager, Toshiba, said 
that millennials were 
top-of-mind when 
Toshiba created their 
9-inch customizable 
tablet-style user in-
terface (UI). 

To account for 
a wide variety of 
expectations, Cov-

ington said that they hold comprehensive 
online training sessions with their dealer 
community when they launch products. 

“We emphasize just how the products 
meet specific applications for the seven 
primary markets we serve,” he says. “Our 
training team additionally touches on our 
network document offerings. When intro-
ducing any new software, Toshiba provides 
an overview of the solutions’ innovative 
elements while following up with how the 
software addresses many of our customers’ 
specific needs.”

Beyond the online training sessions, 
Toshiba visits dealers throughout the Unit-
ed States and Latin America for in-person 
training sessions. Toshiba’s training team 
typically sets aside half-day meetings to ad-
dress any questions that their partners may 
have. They also outline the features and 
benefits that best streamline their customers’ 
workflow. 

Covington said that Toshiba’s product 
engineers work with their sales force to gain 
a deeper understanding of their dealer and 
end users’ expectations while designing and 
incorporating features that improve business 
applications.  

Leah Quesada, vice president of content 
marketing and communications for chan-
nel partner operations, Xerox, noted that 
the chief concerns of millennials, which 

included flexibility, 
mobility and connec-
tivity, were all being 
addressed by Xerox. 

Quesada told us 
that Xerox is helping 
their partners meet 
these new expecta-
tions in four princi-
ple ways: creating 
products that suit this 
demographic better; 

creating managed print service offerings; 
creating seamless product support; and 
helping their partners navigate the digital 
marketing space to reach customers.

Citing one example, Quesada said that 
Xerox’s managed print services provide 
their partners the opportunity to optimize 
document-related processes and reduce 
costs for their customers.

“With multiple managed print services to 
choose from, customers can effectively out-
source management of their print fleet and 
infrastructure from their partners,” she said. 
“We make it easy for customers to choose 
the right managed print provider that suits 
their needs.”

Under those four principle categories, 
Quesada also cited Xerox’s automation 
capabilities, which includes remote tools, 
automatic supplies replenishment and 
document workflow applications. She said 
that Xerox’s document workflow apps are 
default in the machine, allowing custom-
ers one-button access to frequently used 
scanning and cloud access as well as easy 
customization. 

These evolving expectations are certainly 
pushing the manufacturers to become in-
creasingly innovative, often exploring areas 
beyond their traditional expertise. However, 
Chris Taylor advises that ultimately, it is the 
consultative approach that will help to better 
understand customers’ expectations and an-
ticipate their needs. He said, “Beyond tech-
nology, our customers expect us to engage 
strategically with them—not as a sales and 
service vendor, but as if we are the CIO—
taking a seat at the executive table with 
them and designing a technical infrastruc-
ture and support system to meet their needs 
now and well into the foreseeable future. 
This also includes our need to specialize in 
industry verticals—so that we understand 
and can adapt to the evolving needs specific 
to our customers’ industries.”

Whether millennial, baby boomer or 
whomever, it’s clear that manufacturers and 
dealers have been working hard together 
to ensure that users’ experience with office 
technology is what they have grown to 
expect. And as those expectations evolve, 
they will certainly continue to do that in the 
future.  ♦

The New Normal: Managing Expectations in a Changing Office Landscape

Lou Stricklin, 
Muratec

Robert Covington, 
Toshiba

Mike Marusic,  
Sharp

Leah Quesada, 
Xerox 
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I recently returned from Düs-
seldorf, Germany, where dru-
pa 2016 demonstrated that the 

graphic arts industry is rebound-
ing after several difficult years. 
The world’s largest printing 
tradeshow attracted more than 
260,000 visitors from 188 coun-
tries over 11 days. They came 
to learn about industry trends, 
future offerings, and innovative 
solutions from the 1,837 exhibi-
tors from 54 countries.

By all accounts, the show was 
a huge success. Attendees were in 
a buying mood, and almost every 
day, exhibitors were announcing 
large sales. Distributors and deal-
ers who attended also benefited. 
One distributor I spoke with who 
serves Central America and the 
Caribbean reported $25 million 
in sales (their annual turnover is 
usually about $35 million!).

drupa is about the future; in 
fact, its theme was Touch the 
Future. But it is also about today, 
and immediate opportunities 
for new business and revenue 
growth. It was a place to truly 
see Industry 4.0 in action for the 
graphic arts industry.

Industry 4.0, or the fourth in-
dustrial revolution, is the current 
trend of automation and data 
exchange in manufacturing tech-
nologies. It includes cyber-physi-
cal systems, the Internet of things 
and cloud computing. Industry 
4.0 creates what has been called 
a “smart factory.” And drupa 
clearly demonstrated that it is 
well underway.

Increased Multi-Vendor 
Collaboration Drives 
Industry 4.0

One thing that was clearly ev-
ident, and that is driving Industry 
4.0 for us, was the increase in 
collaboration among vendors, 
even those who are or have been 
competitors. This is an important 
development, a move away from 
the not-invented-here mentality 
that has plagued our industry in 
the past. It signifies a recognition 
that single-vendor operations 
are a thing of the past, and no 
one vendor can provide every-
thing that is needed in a modern 
printing operation. To the extent 
they collaborate with each other, 
the more they each will have a 
satisfied customer base. It also 
means that it becomes easier for 
dealers and distributors to more 
affordably and profitably offer 
end-to-end integrated solutions 
to their customers since much of 
the integration work is now hap-
pening upstream.

One example is a deeper col-
laboration between EFI and Esko 
with a plan to bring a combined 
workflow solution to market that 
will enable companies to produce 
packaging with a single seamless 
and integrated workflow. The 
idea is to connect EFI Fiery dig-
ital front ends, Esko workflows 
and EFI ERP/MIS solutions to 
provide a unified production eco-
system for packaging companies. 
And that was just one of many.

Even in single-vendor work-
flows, the end-to-end automation 
theme is evident. Using EFI and 
Esko as examples again, both 
EFI’s Productivity Suite offer-
ings and Esko’s Software Plat-
form 16 ensure full alignment 
and certified interoperability 
among various modules, which 
previously were updated sepa-
rately. With this new integrated 
approach, both companies ensure 
a more seamless install and up-

grade path, reducing opportunity 
for error and downtime due to 
software upgrades. Productivity 
Suites are available for enterpris-
es, packaging, wide format and 
more. Combining the two under 
the new agreement is a force 
multiplier.

Another good example is 
Aleyant. The company was 
showing its Pressero Web2Print 
solution, which has been inte-
grated with a number of MIS 
and other solutions for ease of 
building an end-to-end workflow, 
along with its cloud-based Print-
JobManager for shop manage-
ment. Aleyant was also showing 
Automated Workflow Integrator 
(AWI), a handy desktop applica-
tion that automates the transfer 
of Pressero orders into back-end 
production processes using hot 
folders. This makes it easier for 
users or partners to integrate 
solutions that have not already 
been addressed. Aleyant is also 
an early participant in HP’s Prin-
tOS.

With PrintOS, HP envisions 
an integrated, multi-vendor envi-
ronment through a cloud-based 
operating system that changes 
the way operations manages 
print production. At drupa, HP 
announced that more than 500 
presses at over 300 customer 
sites are now connected to Prin-
tOS. The vision is to continue to 
add HP and third-party apps to 
the PrintOS app store, making 
implementation modular and 
convenient.

Konica Minolta partnered 
with Tharsten (MIS) and Vpress 
(cloud-based Web2Print) to 
bring an end-to-end integrat-
ed workflow to its AccurioJet 
KM-1 production inkjet press. 
Kodak and Komori announced 
a strategic partnership set to 
deliver seamless interoperability 
between Komori KP-Connect 
(K-Station 4) Printing Task 
Control Software and KODAK 

drupa 2016: Industry 4.0
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PRINERGY Workflow for both digital 
and offset presses.

Another important solution for work-
flow integration, often overlooked and 
underappreciated, is Enfocus Switch. 
There is already a significant base of 
Switch configurators and pre-designed 
workflows available, but Enfocus is 
taking that to the next level with its own 
Appstore, where users can access appli-
cations that have been developed for the 
Switch community. Enfocus reports doz-
ens of interested app creators and more 
apps introduced daily.  

These types of communities – such 
as the Enfocus Switch community and 
HP PrintOS – are critical enablers for a 
profitable future. Expect to see more of 
this type of multi-vendor activity moving 
forward.

3D Printing Takes Center Stage
3D printing, also referred to as addi-

tive manufacturing, was a highlight at 
drupa 2016. Most 3D printing activity is 
currently taking place in the industrial 
segment, but there are other opportuni-
ties as well.

HP unveiled its Jet Fusion technolo-
gy, touted as 10X faster than anything 
else on the market. Kodak showed off 
its partnership with Silicon Valley firm 
Carbon 3D with a brand-new approach 
to 3D printing they claim is up to 100X 
faster than anything else out there.

Already, most airplanes contain 3D 
printed parts, from engine injectors to 
bulkheads. At the Berlin airshow, Airbus 
showed off a small windowless airplane 
weighing in at 46 pounds, made of parts 
printed from nylon (except for the elec-
tronics). The idea was to demonstrate 
how the airplane of the future could be 
made lighter, faster and less expensive 
using 3D printing. And technologies such 
as those from Carbon 3D and HP will 
accelerate these developments.

But what does this mean for graphic 
arts? The HP and Carbon 3D solu-
tions are interesting but pricey. Their 
work will help drive more 3D printing 
adoption. But there are plenty of devel-
opments at the lower end as well. 3D 
Systems (a Konica Minolta partner) has 
a wide range of 3D printers ideal for 
education, architecture and more. While 
not exhibiting at the show, SinterIt an-
nounced earlier this year that it would 
be making a 3D printer available in the 

$5,000 range. These printers are being 
used to create all kinds of objects, in-
cluding unique gift and giveaway items 
that almost any company can use. 

Xaar showed new print heads de-
signed for 3D printing. Ricoh and Canon 
were also showing off their 3D printing 
technologies. Mimaki had a technology 
demonstration of its CMYK full-color 
3D printing, expected to be available 
sometime next year. And perhaps one 
of the most interesting exhibits was the 
MASSIVit 1800 3D printer, designed 
specifically for the graphic arts industry. 
While at the top end (with two print 
heads), the printer sells for about a half 
million dollars, the opportunities it pres-
ents are boundless. The first North Amer-
ican install is at Carisma Large Format in 
New York. The company has had amaz-
ing success combining 2D and 3D in its 
bus and large vehicle wrap business for 
applications such as promotion of Sony’s 
Angry Birds movie.

Another interesting take on 3D print-
ing was found in the Highcon stand. The 
company was showing a future product 
called the Highcon Shape which uses 
paper (and it can be makeready waste) 
to build 3D objects and molds. On show 
was a concrete bench that was created 
using a Highcon Shape mold as well as a 
chair built out of layers of paper.

3D printing offers an interesting new 
business opportunity for dealers and 
distributors in both graphic arts and 
industrial applications, as well as in 
partnerships with educational institutions 
who are rapidly adding 3D printing to 
their curricula.

The other aspect of 3D that was inter-
esting was the ability to digitally print 
directly on 3D objects. This was shown 

by Mimaki, Heidelberg and Xerox, all 
of whom had very interesting solutions, 
printing on everything from hockey 
sticks to wine bottles.

Embellishing the Future
The other application that is reaching 

market maturity and was highly evident 
at drupa is digital embellishment. This 
ranged from Scodix and MGI’s offer-
ings of digital embossing and foiling, to 
a Xeikon technology demonstration of 
end-to-end production of embellished 
labels with its Fusion Technology, to the 
digital cutting capabilities of solutions 
from companies like Highcon, Mimaki 
and Esko, replacing the need for physical 
dyes.

As digital printing becomes main-
stream for a growing number of appli-
cations, being able to digitally finish 
printed products becomes increasingly 
important. As run lengths get shorter and 
there is increased demand for versioned 
and personalized materials, the ability 
to quickly and cost-effectively apply 
sophisticated finishing to short-run work 
is becoming a non-negotiable. And once 
brand owners and marketers understand 
how these technologies “take the hand-
cuffs off,” as one Highcon customer put 
it, they will be clamoring to take advan-
tage of these capabilities for packaging, 
point of sale, signage and more.

And Let’s Not Forget 2D Print
This was obviously a printing fair, 

and there was a vast array of 2D printing 
solutions on show. Both inkjet and toner 
technologies continue to advance, in both 
small and large format. New toners and 
inks, higher quality, more colors (includ-
ing white), a wider array of substrates—
these are just a few of the improvements 

drupa 2016: Industry 4.0
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shown by Canon, Ricoh, HP, Xerox, EFI, 
Durst, Konica Minolta, Kodak, Mimaki, 
Delphax, Epson, Fujifilm, Screen…the 
list is long.

And speaking of color, TECHKON, 
X-Rite Pantone and others were showing 
the latest generation of color measure-
ment instruments, along with quality 
control and ink formulation software, 
placing color management squarely in 
the middle of Industry 4.0. New digital 
front ends from Global Graphics, EFI, 
Color Gate and more also featured faster, 
easier ways to get to great color. And a 
hot topic at the show was fixed color pal-
ette printing (also referred to as Extended 

Gamut Printing), enabling more than 
90% of Pantone colors to be achieved 
with up to seven ink colors, minimizing 
the need for spot color inks. As fixed 
color palette continues to evolve, expect 
to see more digital presses using seven 
colors – usually CMYK + Orange, Green 
and Violet or Blue – to extend their color 
gamut as well.

More than a Box
A key message to come out of drupa 

2016 is that it is no longer enough to 
simply “sell the box.” Users in both of-
fice and production alike are looking for 
total solutions, and the vendors are step-
ping up to provide them, in both single- 
and multi-vendor configurations. Within 
the industry, we’ve been talking about 
solutions selling for years, and in many 
cases it has been more talk than walk. 
But today, as we saw at drupa, total solu-
tions are a market reality and not hard 
or expensive to achieve. In many cases, 
they operate right out of the box, mini-

mizing the need for heavy investments 
in IT resources. But don’t panic – there 
are plenty of opportunities still for pro-
fessional services to help organizations 
get to Industry 4.0 in their document 
and printing environments. Dealers and 
distributors should take a critical look at 
their staffing, skills and product portfoli-
os to make sure they are well positioned 
to address the needs of Industry 4.0 for 
their customers.

For more information …
With a show the size of drupa 2016, 

it is impossible to cover everything in 
one article. Here, we have tried to hit on 
the high points we think will be of most 
interest and importance to you. For more 
information, we recommend that you 
visit www.drupa.com.  We also recom-
mend that you talk to your current and 
potential partners to get their take on the 
show and understand how their offerings 
will help you take your customers into an 
Industry 4.0 state.  ♦

drupa 2016: Industry 4.0
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It seems that if there’s one les-
son that a successful business 
teaches us, it’s to evolve with 

technology but keep the core val-
ues constant. 

CBE was started in Columbia, 
South Carolina in 1975 by two 
service technicians who wanted 
to provide outstanding service. 
At the time CBE stood for Co-
lumbia Business Equipment, but 
to solve the issue of geographic 
name constraints, the name was 
changed to Carolina Business 
Equipment.  

John Eckstrom purchased the 
company 23 years ago. Even 
though CBE is now a pioneer in 
providing cutting-edge solutions 
that were unforeseen 40 years 
ago, one aspect has remained 
unchanged. 

“We are keeping that original 
vision of outstanding service 
alive today,” says Eckstrom. 

Today CBE generates roughly 
$7 million a year in revenue. 
They have showrooms, offices 
and warehouses in Columbia, 
Florence and Charleston with 
a total of 42 employees. Sharp, 
Toshiba, and Oki are their prima-
ry equipment vendors, and their 
document management vendor is 
Intellinetics. They offer in-house 
managed IT services and have 
multiple software vendors.

CBE covers a little over half 
of the state of South Carolina 
with their print-based offerings, 
but with managed network ser-
vices, they’re statewide, with 
nationwide capability. They 
are also the IT provider for the 
nation’s only television man-
ufacturer, Minneapolis-based 
Element Electronics. Element’s 
production facility is in Winns-
boro, about 30 miles from CBE’s 
front door. CBE can also boast 

to being the technology provider 
for what is arguably the minor 
leagues’ most technologically 
advanced park.

CBE was one of the first 
dealerships to provide in-house 
managed IT services, and John 
Eckstrom has been invited to 
speak on the subject several 
times. ENX spoke to President 
Eckstrom, CIO Kurt Beasley and 
John Morelock who is in charge 
of CBE’s managed network ser-
vices to see how business was 
doing, what was new and how 
they were progressing with man-
aged services. 
Let’s cut to the chase. How is 
business?
JOHN ECKSTROM:  It’s going 
well. We’ve experienced steady 
growth year over year. We’ve been 
fortunate enough to enjoy profit-
ability, even with all the growth 
that’s going on in the company. 
How would you describe the 
changes to your business within 
the past five years? What is dif-
ferent about the business today 
compared to five years ago?
JOHN ECKSTROM:  On the 
print side, probably the biggest 
thing is the new strategic alliance 
with Oki Data. On the IT side, 
we made some changes in our 
remote monitoring management 
software. We approach the mar-
ketplace the same way we ap-
proach our own house: It’s a con-
stant assessment. You can’t just 
sit back and say, “We’ve got that 
one figured out.” You check the 
box and then move on because 
things are in a constant state of 
change. It’s hyperchange.
Tell us more about your custom-
ers and the different approach 
to them in regards to managed 
services. 

JOHN ECKSTROM:  Well, 
clearly we are in the SMB space. 
Anybody getting into this space 
will begin with the breakfix mod-
el. Then they’ll graduate to block 
of time. The next stage is the ful-
ly managed services aspect.

Like anyone else that is in 
MNS we have already gone 
through this migration. We’ve 
graduated to the point where the 
solution that we have, while scal-
able, is probably over the budget 
of very small users. Our typical 
user is going to be in the 20 to 50 
node-sized range. That’s clearly 
our target group.
KURT BEASLEY:  One reason 
behind that relates to the level 
of service that you are able to 
provide to a budget. If a custom-
er has a very low budget they 
kind of box themselves in to that 
break fix mentality, rather than a 
more managed approach, which 
is going to include a backup sys-
tem of some sort. That’s the kind 
of mandate we have before we 
take anybody on.

For instance, if they have a 
sizeable amount of data that can 
eat up that $250 to $300 a month 
budget, that’s not a suitable 
customer for us. That’s because 
one computer outage without the 
proper backup could cost thou-
sands of dollars.
JOHN ECKSTROM:  It’s im-
portant to know that when they 
engage us, they are engaging 
us as a leader for their IT de-
partment. We’re not somebody 
who simply works on their 
equipment. We are going to be 
the people who take full respon-
sibility. That is a role that we are 
going to fill.  
Do you standardize your hard-
ware stacks when you provide 
the managed network services?

Carolina Business Equipment: 
Seeking to Amaze
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JOHN ECKSTROM:  We don’t nec-
essarily do the rip and replace, but we 
do have a standardized product set that 
we go to when it has to be done. Most 
engagements begin with a critical assess-
ment of the client’s environment and I’ll 
let John Morelock speak to that. 
JOHN MORELOCK:  We do a com-
plete onboarding and assessment. We’ll 
explain to them the pieces that need to 
be replaced and the pieces that need to 
be upgraded. Then we’ll help create a 
timeframe over the next 90 or 180 days, 
so that they can budget it out.
Do you charge for your assessment?
JOHN MORELOCK:  If somebody 
wants an assessment before we do busi-
ness with them, absolutely we charge for 
it. However, if someone takes that leap 
of faith and trusts that we’re going to do 
what we say we’re going to do, then that 
is part of the service we do during the 
onboard.

If someone wants to come onboard 
and get an assessment, one of the guar-
antees we give them is that we will credit 
that back to them if they move forward 
with us on managed network services.

They can take that assessment and 
get a thirdparty approval or a thirdparty 
quote if they want. The nice thing is if 
they choose not do business with us and 
elect to pay for that assessment, they 
have a good incentive to come back to 
us because they have some investment in 
the game.

JOHN ECKSTROM:  We’ve had the 
other side of that card presented to us 
before too. People came to us and asked 
us to provide a quote. With all the grace 
we could muster, we explained that we 
would not. It’s because we’d be putting 
our faith in the work that somebody else 
had done. We’re just not comfortable 
doing that. 
JOHN MORELOCK:  There’s high val-
ue in having a trusted advisor. When we 
get that business, we become their virtual 
CIO. That means we don’t view these 
folks as just clients. We’re their tech-
nology partner. There’s a big difference 
in selling somebody gear and having a 
longterm relationship where you actually 
have a partnership.
How difficult is it to find the right kind 
of talent to manage your network ser-
vices?
KURT BEASLEY:  I think many com-
panies struggle to find good people. Ini-
tially, there’s a lot of give and take. You 
can bring somebody on who has recently 
graduated from a technological school, 
and they may have the latest technology 
skills, but they don’t necessarily have 
any application skills. Or rather, they 
don’t really know how to apply that in 
business. We’ve partnered with several 
tech schools and we have great relation-
ships with them as well as some recruit-
ers. A lot of the vetting has already been 
taken care of by those trusted partners 
who are in the recruiting business.

Let’s talk MPS. How is MPS going for 
you?
JOHN ECKSTROM:  It’s going well, 
thank you. We consider ourselves very 
blessed. Clearly, it’s a byproduct of the 
relationship we have with a new supplier, 
Oki Data. This is not an Oki commercial, 
but I’m grateful for the relationship we 
have with them.
What segments of your business are 
growing the fastest? 
JOHN ECKSTROM:  The two man-
agement segments – print and network. 
That’s clearly where we see the opportu-
nity for our greatest growth, too.
Is there a product or solution that 
you’re not currently providing, but you 
plan on providing in the future?
JOHN ECKSTROM:  Our approach 
is to bring solutions to the marketplace 
that are applicable to the way business 
will be conducted. We’re very deliberate 
about who we bring in, so we’re focus-
ing on our core competencies right now. 
There will be other things that come, but 
we are not going to be all things to all 
people when we’re not positioned for it. 
How would you describe your compa-
ny’s culture?
JOHN ECKSTROM:  We have a true 
team approach that’s more than just 
talked about – it’s lived out. As a man-
agement team, we preach to the support 
group that every engagement begins with 
this question: “In the end, will it have 
amazed?” I don’t know if you’re a chess 
player, but I’m sure you’ve played. You 
know that when you play the game you 
don’t just take that next move. Before 
you take that next move you’re looking 
at the next one after that, and potentially 
the third one after that. Is that a fair state-
ment?
Yes, it is.
JOHN ECKSTROM:  When we go into 
a business engagement, particularly on 
the managed network side, we’re think-
ing two and three steps into the game. 
KURT BEASLEY:  Internally, what 
keeps us focused and balanced as a com-
pany is we keep the proper perspective, 
which is God first, family next, and com-
pany third. We believe that if you keep 
those things in balance, you can’t help 
but be successful. You just will. That’s 
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something that permeates through our 
company culture.
What would you consider your biggest ac-
complishment has been in the past year?
JOHN ECKSTROM:  The recognition 
by ENX of course! Actually, we ap-
proach everything as an ongoing process 
as we continue to push to grow. We have 
reached several milestones and collec-
tively, these are our biggest accomplish-
ments.
You seem like you have an impressive 
consultative sales model going on. 
JOHN ECKSTROM:  Well, interest-
ingly I heard John Morelock in a team 
meeting this week talking about bringing 
managed services to the marketplace. He 
said, “I want you to think like a consul-
tant, and I want you to act like a techni-
cian.”
JOHN MORELOCK:  It’s important 
that all of our team members have a ho-
listic approach when they do these proj-
ects, because it’s not just the technology 

we’re supporting, it’s the users. Those 
users make up the company, and we’ve 
got to help them watch out for their bot-
tom line.
Turning to the future, where do you see 
CBE in the next five years?
JOHN ECKSTROM:  We’ve enjoyed 
good growth over the past two decades. 
We certainly expect that to continue for 
the next five years. We think we’re pretty 
good at what we do, but our systems take 
constant oversight in this environment of 
hypergrowth and hyperchange. While it 
is sound today we are always looking at 
different ways to do things. In short, this 
is called being proactive. We’re continu-
ing to push down this managed services 
line, and it’s going to be fun as we not 
only ride the wave, but try to shape it as 
well.
John, you were an ENX Difference 
Maker and also BTA’s Volunteer of the 
Year. Please let us know how you felt 
about that.

JOHN ECKSTROM:  What can you 
say other than honored? When you get 
recognized for anything like that you 
think, “How in the world did I deserve 
that?” I mentioned to Bob Goldberg 
I was quite certain there’d been some 
mistake when I was awarded with that 
Volunteer of the Year award for BTA, but 
Bob told me that it was well deserved 
and probably long overdue. This got me 
to thinking and it dawned on me that 
this was easy lifting because the stuff 
that I do there is just enjoyable. When 
you’re doing something part of a cause 
that makes a difference, it’s just fun. It 
doesn’t seem like work in a way.  ♦

Carolina Business Equipment: Seeking to Amaze
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Recently at an onsite sales 
training session I saw the 
lights go on for a group 

of 20 transactional “box sling-
ing” salesmen as to how they 
would share a value proposition 
to a C-Level prospect. They’ve 
had absolutely NO success in set-
ting appointments with C-Level 
targets and had all but given up 
trying.

The reason why someone 
would want to meet with you and 
allow you to share your compa-
ny’s value really comes down 
to creating an interest around 
increasing success to a level in 
their company that they them-
selves can’t create. Additionally, 
they would want to meet with 
you because they hear the exper-
tise in your words that assures 
them that you know what you’re 
doing.

Boxes are sold mostly because 
of features, speed, color, pages 
per month, and of course price. 
I guess all of those features are 
important to someone. But in to-
day’s business environment, the 
higher priority is profitability and 
growth; in other words, success!

Your company’s reputation, 
service levels, response times, 
and feature set are all contrib-
utors to your ability to hit your 
sales objectives. The definition of 
success can be a hundred things 
to a hundred different people, 
but can only be defined by your 
prospect.  

In any training workshop, 
when I hear a sales rep ask me 
for a phone script which they 
can use to recite to a prospect, 
I immediately know that they 
do not have the skillset and un-
derstanding to be able to deliver 
a conversation that would earn 
them a first appointment with a 

new C-Level prospect.  
This is not simply about a pre-

defined conversation. It’s using 
your expertise and understanding 
of strategic business matters to 
assess their needs and create a 
better path of success for your 
prospect. One of the greatest 
challenges in our industry has 
been to transform our value prop-
osition language from technology 
to business. 

I guess you could say that an 
MFP has been more of a tactical 
solution than a strategic solution 
and over the years that’s how it’s 
been positioned. But as services 
infiltrate your marketplace, it’s 
not the tactical solution that wins 
the day. Helping an owner or 
executive team find their next 
best strategic idea is paramount. 
Our industry is moving from a 
tactical value set to a strategic 
value set. 

So how do you get there? I 
recently had lunch with a friend 
who owns an office equipment 
business and he asked the ques-
tion, “Where do you find the 
great sales reps, Charles?” He 
continued, “I can’t afford the 
mature, more tenured reps, they 
want too much, so I’ve gone out 
and recruited younger reps who 
are affordable and won’t cost 
me as much. We’re training and 
nurturing them to be the reps we 
want them to be!” I asked him 
about the success of his program. 
He looked down at the table and 
said, “Not great.”

There are so many moving 
parts to this dilemma. How do 
you drive success in your sales 
organization so you can drive 
success in your client’s organiza-
tion and do it better, quicker and 
faster than your competition? I 
can’t tell you how many times I 

have met with an owner and de-
signed a plan that complements 
every concern and issue they 
have on the sales side. But two 
months into the program, they’ve 
dissolved back into the organi-
zation they had said they didn’t 
want to be.  

IT’S HARD TO CHANGE, 
but if you don’t want to change, 
you should just call up a compet-
itor and start giving them your 
accounts. That way, you’ll save 
yourself so much anguish and 
pain in losing deal after deal in 
the near future. Great companies 
adapt, morph and transform 
themselves in a real-time basis. 
They make the necessary chang-
es to be successful, so they can 
deliver success to their clients. 
When someone is successful, you 
like doing business with them! 
Don’t you?

Here’s reality in your face, I 
see it every day. Folks in our in-
dustry sell technology and some 
services, BUT THEY THEM-
SELVES DO NOT USE THEM, 
as a rule. Sure the great ones do. 
But I can’t tell you how many 
times I see tenured sales reps 
who have no idea, or interest for 
that matter, in learning the strate-
gic side of business. The technol-
ogy that they use in their compa-
ny is embarrassing, like a 1990’s 
laptop or there are no superior 
communication tools to support 
their efforts. Training is limited 
to the sales manager riding along 
with reps as they both fail to 
secure enough appointments to 
drive success.

I have conversations every 
month where a dealer calls me to 
see if I could sprinkle a little pix-
ie dust on an MPS deal they’re 
losing and yet they waited until 
they were losing the deal before 

Your Success is Their Success
News BriefingSales ManagementCharles Lamb
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they called. Great leaders have 
always subscribed to the prac-
tice of having smart people 
around them, but you want 
them around you when you’re 
planning the battle, not after 
you’re in the battle. The prob-
lem might be that you think the 
smartest person in the room is 
the person you see in the mir-
ror every morning. 

Of course you’re a very 
smart person or you wouldn’t 
be running your own business 
in this competitive world. But 
failing to seek outside help 
to increase your company’s 
success, for whatever reason, 
makes you vulnerable to a 
prospect’s objections, when 
they choose not to do it either. 
You both have a similar mind-
set, and because you can relate 
to their reasons, you won’t get 
beyond their objections.

Creating success takes all 
hands on deck, a proven plan 
and weekly correction to stay 
on course. Don’t load yourself 
down with too many major 
tasks at one time. Change your 
business from within with 
small adjustments of redirect, 
while you transform your busi-
ness’ high-level direction in a 
great way. How many times 
have you heard a prospect ask 
you, “Why would I do business 
with your company?” and you 
spew out the words they just 
heard your competitor say in 
the meeting before you, “We 
have great service, our re-
sponse time is only 90 minutes 
and you’ll have me to manage 
your account or I’m not going 
anywhere!” Really! What about 
a real success story where your 
success is their success and 
your answer sounds something 
like this:

“Mr. Jones, that’s a great 
question and I’m glad you 
asked me. At Gee Wiz Tech-
nology we decided years ago 

that the only way forward for 
us was to research, develop and 
deliver technology that drives 
success inside our client’s com-
pany.

“We saw that helping our 
clients realize real cost savings, 
visibility and control from 
within the technology segment 
of their business drove real 
value for them. Thus, every-
thing we do must have those 
performance characteristics 
before we would recommend 
them to anyone. You might say 
we’re more of a success partner 
than a technology provider and 
because of that, 85% of the 
owners we engage realize those 
same results.”

Creating success in your 
company will create success 
for your prospects. If you do it 
before your competitors you’ll 
enjoy that fun in business that 
very few people do. So tell that 
person in the mirror tomorrow 
morning that you need help, 
that you want to win and go 
find someone who can help 
you achieve greater success 
in your business, which will 
reflect very well to those pros-
pects who want to drive greater 
success in theirs. Just like you, 
they’ll love doing business with 
someone who is exceptionally 
successful. Now, go create your 
success!  ♦
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In the mercurial world of 
imaging supplies, success is 
often a product of experience, 

knowledge and solid core prin-
ciples. 

With over 25 years of industry 
experience and know-how, Car-
tridge Warehouse International 
(CWI) has succeeded by standing 
strong by the company’s three 
core principles: Excellent Cus-
tomer Service, Premium Product 
Quality, and Equitable Success.   

CWI, a wholesale distributor 
of imaging supplies, was started 
by CEO Natalie Rubin in 2000. 
Rubin had worked in the imaging 
supplies industry since 1992, but 
felt she had risen as far as she 
could and decided to venture out 
on her own. She had her own 
ideas of how to run a successful 
business and she knew how to 
implement them. 

“I wanted to give personal 
one-on-one customer service and 
I wanted to take better care of 
clients,” says Rubin.  

Since then, CWI has been qui-
etly assisting the OEMs, distribu-
tors, dealers, MPS providers, and 
the independent service techni-
cian by providing excellent qual-

ity product, delivered seamlessly 
through them to the end-user. 

“We are like the invisible 
hand,” explains Rubin. “We are 
unknown to the end-user, but 
through our exceptional service, 
our clients are able to provide 
that same level of impressive ser-
vice to the end-user. The level of 
commitment and reliability is felt 
by our clients across all channel 
lines at CWI.”

Today CWI is run by Rubin 
and her business partner, Vice 
President of Operations, Michael 
Van Grove. With over 8,000 
SKUs available in both west 
coast and east coast distribution 
centers, CWI offers a wide vari-
ety of OEM and premium alter-
native products.  

In fact, CWI states they will 
always have what their clients 
are looking for. From toners, inks 
and lasers to drums and devel-
opers, CWI says they offer them 
all. They even support ribbons, 
maintenance kits, fusers, MICRs, 
and some printer parts.  

“We carry everything,” says 
Rubin. “We are extremely com-

petitive and we carry every sin-
gle manufacturer.”  

“[Including] all the popular 
product lines and many of the 
hard-to-find ones,” adds Van 
Grove. 

If you ask CWI what they do 
best, they will reply, “Excellent 
customer service.” From big 
distributors to small independent 
dealers, CWI is proud to say they 
deliver the same attention to de-
tail with every single customer. 

Their staff stays up-to-date 
on all the industry trends and 
news and they communicate that 
knowledge to their customers, 
ensuring they remain well in-
formed.  

“Our entire team has extensive 
product knowledge and contin-
ues to learn and grow within the 
industry,” says Rubin.  

“We are a great resource to 
our customer, you can call in, ask 
a question and get an answer,” 
adds Van Grove. 

Product quality is the golden 
rule and all of CWI’s premium 
product lines undergo extensive 
R&D before being offered to 

CWI: Succeeding by Treating 
Customers as Family
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clients. In addition, CWI has over 85 
years of combined industry knowledge 
and their team studiously researches new 
machines and products as the market 
demands. 

They offer ISO 9001 and 14001 cer-
tified cartridges as well as STMC and 
TAA compliant products. Rubin says 
that the industry knowledge helps their 
purchasing operations identify trends and 
recognize the quality suppliers. 

“Our dealers have trusted us with 
their reputation,” she says. “We take that 
seriously. We represent them and they 
represent us.”

With consistent double digit annual 
growth, it is clear that CWI has found a 
winning formula. CWI attributes much 
of their success over their 15 years of 
operations to their family-oriented busi-
ness model and their equitable successes 
mantra. 

“We are invested in our dealer’s suc-
cess,” explains Rubin. “Our prices are 
competitive and our large buying power 
allows us to pass those savings to the 
dealer. If we get a better deal on a ship-
ment of OEMs, our prices reflect that 
savings and our customers appreciate 
that.”

In addition, CWI offers private la-
beling and custom packing sheets. They 
also do blind drop shipments and double 
blind drop shipments. Rubin says they 
even stock a customer’s private cartons 
for their larger customers. 

“We are their warehouse,” she says. 
“Continuing to pass the savings al-

lows our clients to compete head-on with 
lower quality, price-driven importers,” 
adds Van Grove. 

Rubin recalls that their greatest chal-
lenge in the beginning was trying to 
balance growth while remaining a com-
pany that stayed true to its principles. 
However, they built long lasting relation-
ships based on mutual success and their 
retention rate reflects that. Today, CWI’s 
consultative value lies in their customer 
service, quality product and experience. 

“I’ve been here for nearly 25 years,” 
says Rubin. “I understand the product 
and my clients’ needs. We strive to be 
our customer’s one and only phone call.”  

That doesn’t mean that there are no 
challenges for CWI though. Rubin re-
calls that sales were easier and the mar-
gins were greater back in the 90s when 
her customers were competing mostly 
against telemarketers and big phone 
rooms. She states that overseas manu-
facturers selling direct to consumer on 
e-commerce sites currently present the 
biggest threat for her clients.

Van Grove seems to take that in stride 
though. “A lot of the time the price is 
very attractive – almost intoxicating,” 
he says. “But it’s often a classic case of 
buyer beware because they get what they 
pay for. They usually end up coming 
back to our clients.”

CWI is also adapting to the evolving 
solutions-based model. With its major 
dealers CWI is now fully incorporated 
with Electronic Data Interchange (EDI). 

“We just started up with EDI,” says 
Rubin. “EDI has allowed CWI to pro-
cess upwards of 36 percent more daily 
shipments, reduced shipment errors, and 
allowed for faster delivery of product.” 

“Our trading partners love EDI and 
so far it has been a great resource for the 
business,” adds Van Grove.

They recently revamped their website 
and Van Grove says that they will be 
adding 3D supplies and increasing their 
wide format offerings.  

“The demand’s increasing,” he says. 
“We have a lot more phone calls coming 
in for those two lines and we plan on 
adding them to our catalog.” 

Moving forward CWI will continue 
to rely on the underlying strengths that 
brought them where they are today. This 
includes product diversity, logistical 
organization and one-on-one customer 
attention. Rubin says they want to make 
sure their customers continue to get the 
quality products they deserve and when 
they need them.

Van Grove adds that they will also 
continue to keep pace as the industry 
evolves. 

“We have a solid foot in our core 
competencies, and we must continue 
growing in the right direction as we 
prepare to share our new products and 
knowledge with our customers,” he says. 
“Their success is our success.”  ♦

CWI: Succeeding by Treating Customers as Family
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In the last month’s article, I 
spoke about the opportuni-
ties in the A4 space and how 

many dealers have thrown in the 
towel on MPS. In this article, I 
will address the common MPS 
mistakes and how to avoid them.

The first mistake companies 
make when selling MPS is sell-
ing a blanket cost savings. If 
your goal is going to be to put 
printers under contract and do it 
for less than the prospect is cur-
rently spending, there is a high 
probability that you will fit into 
the “can’t make money in MPS” 
camp I referenced in the first half 
of this article. With the correct 
approach and environment you 
can save a company money but 
it isn’t by taking the 12 printers 
they buy toner and service for on 
a transactional basis and putting 
those devices under a contract.

The Customer Segments
When you look at A4 place-

ments you ‘ll find single function 
printers (SFP) and multifunction 
printers (MFP) in single place-
ment dental offices through thou-
sands of the devices in a large 
enterprise account. Although the 
actual device may be the same, 
the sales approach is not. The 
sales approach is the first mistake 
that has been and continues to be 
made by companies with a copier 
heritage.

Small customers, those with 
fewer than 25 devices, do not ex-
perience a lot of pain with their 
printers. Let’s face it, printers 
are highly reliable so a company 
with 10 or 12 printers simply 
goes about their daily printing 
without any involvement with 

the printer other than picking 
up their prints and changing the 
occasional cartridge. This is usu-
ally not the optimal print envi-
ronment to put under a managed 
program due to the fact that there 
isn’t a lot of motivation for the 
customer to change their current 
approach. Your sales department 
can go in and “save them 30%,” 
but given the long-term com-
petitiveness of the office supply 
industry (the type of company 
they are probably buying their 
cartridges from) and cartridges 
in general, you may actually be 
selling below cost when you cut 
their price by 30%. Moreover, 
the customer will see very little 
value in the arrangement and 
when the contract expires you 
may find yourself losing your 
account to a competitor that is 
willing to sell the same arrange-
ment for less than you.

With these small environ-
ments you can save the customer 
money but that savings should 
be driven by a balanced de-
ployment. Let’s stick with the 
12-printer example and assume 
they have three copiers as well. 
Let’s further assume that through 
a thorough discovery you were 
able to identify two legacy pa-
per processes that the company 
moved to digital in the last two 
years, cutting 20% of their paper 
usage. After highlighting the 
reduction in paper to the CFO 
of this company you suggest 
an assessment to determine if 
the current print infrastructure 
matches the current use of paper. 
At the end of that assessment 
you determine that the customer 
actually needs one copier, two 

A4 MFPs in areas where they 
need scanning but don’t use 
finishing or print in A3, and six 
A4 SFPs, reducing their devices 
from 15 to nine. They have two 
fairly new high volume SFPs in 
their fleet so you keep those in 
place and sell them seven new 
devices, putting the entire solu-
tion on a five-year lease. Since 
you reduced their fleet by 40% 
they’d certainly expect to pay 
less and given the fleet reduction 
you should have no issue making 
very high gross margin while 
reducing their cost.

Note that the solution was 
sold on a five-year lease so there 
is no need for quarterly business 
reviews; it’s just like today’s 
“copier sale.” In fact, every sin-
gle account with fewer than 25 
devices should be approached 
this way. No sales specialist 
needed; simply go sell. The key 
is the discovery meeting—iden-
tifying changes in the processes 
that would logically suggest to 
the decision maker that they 
probably have too many devic-
es—and the assessment. The 
decision maker for this sales is 
always the business owner or 
CFO; it is a financial sale. Keep 
the assessment simple—there 
is no reason why you can’t 
complete this assessment in 90 
minutes without ever having to 
install software or return for sec-
ond readings.

The second customer seg-
ment is those companies with 75 
– 500 printers, major accounts. 
These companies are where your 
MPS efforts should be focused. 
The IT department handles the 
printers in these larger organiza-

MPS: You Need to Get It Right Now 
– Part II
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Hyperion offers a significant 
savings over the OEM 
products. You’ve found the 
right mix between price and 
quality with Hyperion.

Buy Hyperion Risk Free

100% performance guarantee 
compared to OEM yield and 
print quality.  We guarantee 
each cartridge to be free of 
defects in both material and 
workmanship for a period of 
one year from the date of 
purchase.

Extra High Yield 
cartridges available

Increase your profits even more 
by lowering your cost per page 
with Hyperion Extra Yield cartridg-
es. Less shipping and reduced 
environmental impact by using 
fewer cartridges. 

Or visit us at 
imagestar.com

Call us
888-632-5515

sales@imagestar.com
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Full Line Of OEM And 
Compatible Supplies

Nationwide Delivery With 1-2 
days ground to most of the US

24/7 Access at ImageStar.com

Open 8:00am - 8:00pm EST

Image Star Benefits

tions and they do not relish that respon-
sibility.  

With 200 printers a company has ap-
proximately 150 service incidents a year, 
or 12+ per month. The devices are a nui-
sance for IT support and they would rath-
er not deal with them. The great aspect 
about this is that IT is also very accus-
tomed to outsourcing so MPS is a very 
comfortable approach for this group. Al-
though everybody likes saving money—
you always ask in some form or another 
if you can get a discount when you buy 
something, don’t you—this outsourced 
decision isn’t made on saving money (In 
your own experience if what you are buy-
ing is a benefit or a desire you still buy it 
even though there is no discount, correct). 
IT wants to ensure you will provide at 
least the same level of service the users 
currently get from their team without 
it costing them any more than they are 
currently spending. They want those 12+ 
hours per month back so that they can use 
them on more important projects but they 
don’t want to hear any complaints from 
the print users about the new vendor.

The third segment is enterprise ac-
counts, those with 500+ printers. Al-
though you use the same approach as 
you do in major accounts, the complexity 
with these accounts are usually multi-
ple locations so service becomes more 
difficult. Although the major players in 
the MPS space routinely work with this 
segment, I’d suggest you get comfortable 
with major accounts before tackling en-
terprise accounts.

Other Common Mistakes
The second mistake made with MPS 

is the wrong contact level. In small to 
midsize companies the decision maker 
is the owner or CFO. In major accounts 
the decision maker is the director of IT, 

VP of IT, or CIO. It is a mistake to target 
IT in small companies and a mistake in 
large companies to go below the director 
of IT—to a manager or help desk em-
ployee, the purchasing team, or in most 
cases finance. If you think back to the 
customer segments, the small to medium 
sized business makes a financial and cul-
tural decision based on business process 
change, hence the owner or CFO, and in 
large companies the decision is made to 
outsource based on quality of delivera-
bles, hence the department currently pro-
viding the support, IT, and at a level that 
understands budgets as well as workload, 
hence at least the director level.

The third mistake made is in the as-
sessment. For small accounts you want to 
make the assessment as quick and pain-
less as possible. You don’t need software 
for this assessment nor do you need to get 
print volumes over any period. Simply 
print out a configuration sheet and calcu-
late out the average monthly volume over 
the life of the SFP or MFP. The copier 
volume should be easily attainable from 
their invoices. With larger companies you 
do need to install software and conduct a 
walk through to get volumes from print-
ers not identified with the software. Final-
ly, as part of the assessment you need to 
understand what the company is currently 
spending per SKU for the cartridges. Do 
not take shortcuts with pricing.

Once you have the major account cus-
tomer under contract the biggest profit 
leak is the quantity of cartridges you ship. 
Service only represents 35% of the reve-
nue and cost; the risk is in the cartridges 
and you need a program in place that en-
sures, and validates, that you are not over 
shipping cartridges.

Finally, you need to conduct quarterly 
business reviews with a focus on re-
freshing the older devices throughout the 
agreement.

If you call on the correct person given 
the customer segment, use the correct 
value proposition for that segment, ensure 
you capture the correct cost to justify 
your solution, and manage the cartridges, 
MPS will provide you with excellent rev-
enue and profit opportunities.  ♦

MPS: You Need to Get It Right Now – Part II
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Business Equipment Center 
(BEC), the close-knit deal-
ership co-owned by broth-

ers Bill Matthews, Jr. and Mark 
Matthews, has a lot of which to 
be proud. Not only are they a 
BEI and ENX Magazine’s Office 
Technology Service Excellence 
Diamond Award winner, they are 
also clearly a winner with their 
customers and employees. 

Located in Memphis, Tennes-
see, BEC was started in 1971 by 
W. C. Matthews Sr., the father of 
Bill and Mark. The company, at 
its beginning, had 10 employees 
and mostly sold typewriters, cal-
culators, and a few e-stat copiers.

Today, BEC’s primary equip-
ment vendor is Sharp Electron-
ics. Their customer base consists 
primarily of companies located 
in a tri-state area that include 

Memphis and surrounding coun-
ties. 

Each one of BEC’s techni-
cians has over 20 years of expe-
rience in the industry. BEC also 
retains a typewriter technician 
who works on a per call basis. 

“One of our strengths is that we 
stock all of our parts and supplies 
in Memphis,” Bill Matthews, Jr. 
says. “A lot of our competitors do 
not stock locally. We keep a large 
inventory for the machines that 
we have out in the field.”  

Service is a top priority. Mark 
Richardson, Director of Service, 
says that the distinguishing 
characteristic of their service 
is honesty. “That’s the number 
one point that we’ve always 
preached,” he says. “We’re the 
honest company. Our customers 
have the same view.”

BEC implemented the BEI 
services program in December 
of 2012. Chris Heuer, Business 
Manager, maintains that the in-
formation provided by BEI Ser-
vices software has allowed BEC 
to improve their operations in 
many important areas. 

“Our parts cost, inventory 
control and service to our cus-
tomers has seen a significant 
improvement,” he says.  

Heuer also points out that 
since they’ve implemented BEI 
Services their callbacks have 
decreased considerably and their 
on-site response time has also 
gone down.

“The techs now know, since 
they’re in their own territory and 
that they are responsible for the 
equipment in their territory, they 
basically own it, as far as perfor-
mance goes,” he says. “They’ve 
been able to keep up with the 
equipment and make sure that it’s 
running properly. Because you 
don’t have a different tech out 
each time, they know the history 
on the equipment. We’ve really 
been able to improve our service 
quite a bit because of this.”

“All that started with BEI,” 
continues Heuer. “If you look 
back at when we started, we had 
a first call effective rate of seven 
percent and now we’re running 
in the upper 50s. Our callbacks 
went from 67 percent to 29 per-
cent and our hold for parts went 
from 26 percent to about 17 
percent or even less. It’s been a 
huge improvement. It’s meant a 
lot money-wise and it’s improved 
the morale of the techs. The cus-
tomers like it, obviously. It’s just 
been great all the way around.”

Business Equipment Center: Honesty 
and Service on the Mississippi

News BriefingService Excellence Diamond Award Winner

O�ce Technology
Service Excellence Award

DIAMOND LEVEL

continued on page 48
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“The techs are also taking great pride 
in their car stock and in their work,” adds 
Krissie Heuer, Office Manager. “They’ve 
shown an excitement for the BEI bonus 
program, and I think it’s been a tremen-
dous boost to them.”

Chris Heuer runs the BEI reports once 
a month. He says the first thing he does 
is look at the snapshot page because it 
provides a month-to-month comparison 
in virtually every category. He then re-
views the callback page with the techs to 
ensure that there are no discrepancies. 

Heuer admits that most of the techni-
cians were initially skeptical of the BEI 
Services program. He says that one tech 
had worked for a dealer in Florida who 
had used BEI Services and he communi-
cated the benefits to the others. 

“They were still a bit reluctant,” says 
Heuer. “But as everything was imple-
mented and we started the car stock and 
assigned all the inventories, the attitude 
changed. Now they’re getting bonus-
es and they’re obviously happy to get 
them.”

BEC recently celebrated their 45th 
anniversary as a successful dealership. 
Asked what he believes to be the key to 
such longevity, Mark Matthews replied 

that he could cite several reasons, but 
the number one point he wanted to em-
phasize was that they’ve always worked 
hard to be an honest company.

“The overriding thing is that we be-
lieve that we can be 100 percent honest 
and transparent with our customers and 
still make a profit,” states Mark Mat-

thews. “That’s not always true of every 
dealership in our industry. That’s how we 
try to differentiate ourselves.”

OTSEA Diamond award winners 
score in the top five percent of all dealers 
evaluated. The evaluations are based on 
call back percentage, hold for parts per-
centage, MCBV (Mean Copies Between 
Visits) and technician grading. Tech 
grading encompasses time accountability 
and time management along with indi-
vidual HP, CB and MCBV rates. It also 
includes parts expense as it relates to 
parts CPC compared to world stats.  ♦

Business Equipment Center
Memphis, Tennessee 
Owner or President’s name: Bill Mat-
thews Jr. and Mark Matthews
Director of Service: Mark W. Richardson
Business Manager: Chris Heuer

Why They’re a Diamond Award Winner
First Call Effectiveness: 60%
Hold for Parts Rate: 13%
Call Back Rate: 27%
Ranking: 8th overall of the 200 dealers

Business Equipment Center: Honesty and Service on the Mississippi
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One issue in this industry is 
the lack of recognition of 
the accomplishments in the 

service department. When I worked 
for one manufacturer, they would 
occasionally invite the service group 
in for a joint meeting with the sales 
group. There would always be an 
awards dinner. During that dinner, 
every sales person that just met quo-
ta would be called to the stage and 
receive an award. During that time, 
I exceeded every goal set before me, 
and did not receive anything. This 
just caused frustration and resent-
ment with my company. 

This pattern permeates our in-
dustry. Sales people win contests, 
go on trips, and get spiffs from the 
manufacturer. I am not discouraging 
this process, but I do believe that 
overlooking the service department 
creates resentment and is counter-
productive. If we look at industry 
standard models, service generates 
all of the profit in a dealership. Ev-
ery sale to an existing customer is 
due to the quality of service they 
receive from your company.

In addition to service, there are 
other groups vital to the success of 
your dealership, and I believe that it 
is important to recognize their con-
tributions as well.

Why Recognize
Recognition can have a positive 

influence on employees. We recog-
nize high performing salespeople 
because doing so encourages them 
to strive even harder to sell. In fact, 
recognition is one of the carrots that 
motivate salespeople. In my last arti-
cle, I talked about putting the carrot 
where you want an employee to go, 
and recognition is a small piece of 
that process.

Service and administrative per-
sonnel are no different and properly 
placed and managed recognition has 
the ability to move individuals in the 
direction you want and need them 
to go.

What to Recognize
With sales people, normally we 

recognize sales performance, did 
they hit quota, did they take down 
a major account, and were they the 
top performer in the company. These 
types of awards are measureable 
results of job performance.  

With administrative and service 
personnel, these categories do not 
necessarily apply. It is important that 
you give recognition for objective 
categories. If you give recognition 
for subjective reasons, then the per-
ception may be that it is a case of 
being someone’s favorite.

It is important to recognize per-
formance factors that affect profit-
ability in the long term. In a service 
department that supports a wide 
variety of equipment types, one cri-
terion may not provide an equitable 
process. Following are several po-
tential metrics.
•	Mean Copies between Calls – If 

this is used as a metric, then it 
needs to be based on Printer, Of-
fice, B/W Production, and Color 
Production categories. You cannot 
compare performance across the 
spectrum and have it be equitable.

•	 First Call Efficiency (FCE) – 
This can be used across the board 
as long as the parameters are dif-
ferent for calculating FCE based 
on typical model performance. 
This means the number of days 
and copies required for the next 
failure would be different for each 
model.

•	Most improved – This would also 
be a valuable metric and would 
encourage individuals to try to im-
prove their performance no matter 
where they are in their stats.

•	Best Customer Rating – For 
dealers that survey their custom-
ers, using the customer’s rating 
of the technician will encourage 
technicians to work on improving 
their skills in managing this rela-
tionship. This in turn will increase 
customer loyalty.

•	Team Performance – For com-
panies with multiple branches or 
supervisors within a single branch, 
team recognition can help to en-
courage individuals to recognize 
that they are part of a team and 
work together.

How to Recognize
The question now becomes how we 
should recognize performance of 
other departments. I suggest that you 
start by looking at what you invest in 
rewarding sales. This includes com-
pany-sponsored trips and any other 
awards devoted to the sales team. 
The budget for other awards should 
be comparable.
Some forms of awards are more 
difficult than others. You cannot take 
the entire service department out of 
the field for a trip during the week. 
You could possibly provide a trip on 
a weekend, but then for hourly em-
ployees, does it count as work, and 
would they want to participate?
Financial rewards can be very ef-
fective, and if you have a company 
event where you recognize sales 
performance, this would be a great 
opportunity to recognize service per-
formance as well.   
It is important that you present any 
recognition for the service group and 
for other departments with the same 
level of enthusiasm as the awards 
for sales.  
I have seen organizations where 
the sales department would host an 
event for the service team with good 
results. They would provide food, 
cook, and serve the service depart-
ment. This worked well to improve 
relationships and develop comradery 
between the groups.

The Result
When you develop the proper recog-
nition program, the result will be a 
team of individuals that are working 
together to achieve greatness, both 
for themselves, and for your com-
pany. They will take your company 
farther and faster than you expect.  ♦

Employee Recognition
Recognizing Service, Not Just Sales

News BriefingService ManagementKen Edmonds
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Nation-Wide Repair Service  |  Customer Service: 866.655.8676  |  www.nwrsinc.com 
Fusion Image Technology   |   Customer Service: 816.979.1000  |  www.fusionimagetech.com 

We are very pleased to announce an amazing new partnership!

Nation-Wide Repair Service has acquired Fusion Image Technology!!!

NWRS and FIT are now partnering for the most quality-focused, full service team in the industry. 
FIT products are now available from NWRS. It’s business as usual at both organizations  
but keep watching for more news and updates as we move forward with this exciting merger.

Now Is The Time!

Let Us Show You Amazing!
Most sales tools today are buit for the business to get reporting and documented intel.  
Our research shares that most owners don’t even know how to use their CRM & sales tools 
correctly. We think differently, these tools should be built to promote and motivate sales 
people and the owner should be fed information in realtime at the speed of business. If you 
want to energize your sales reps contact us today.

888-823-0006  •  FunnelMaker.com  •  cal@funnelmaker.com

The Business Communication Platform
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In my last two articles, we 
looked at two factors impact-
ing the timing of the sale of 

your business: taxes and hockey 
sticks. In this article, we discuss 
the basic question: when is the 
absolute best time to sell your 
business?

Over the years, the question 
business owners ask us most of-
ten is, “Is now the right time to 
sell my company?” It is a funda-
mental and age-old question.

Sellers always want to “time” 
the sale of their businesses to 
maximize their return, either 
through a higher price, lower tax-
es, or, hopefully as we have seen 
in the past 15 years, a combina-
tion of both.

We’ve talked about taxes and 
whether or not Federal long-term 
capital gains rates will increase 
in the future. We talked about 
the health of your business and 
whether or not you are selling 
a hockey stick. Both taxes and 
hockey sticks have an impact 
on the timing of the sale of your 
business, but are not the single, 
most important factor. 

The overall health of the econ-
omy is a factor as well. Back in 
2009 and 2010, during the height 

of the Great Recession, there 
were not many transactions be-
ing completed. However, during 
those years, we at CFA complet-
ed several significant transac-
tions with clients whose business 
were not negatively impacted by 
the Recession (yes, there were a 
number of industries which did 
just fine during the recession). 

Market conditions can make 
it difficult to sell your business. 
If your industry is in decline or 
turmoil, buyers may be wary to 
make an acquisition. However, 
we recently closed a transaction 
in the imaging services indus-
try even though our client was 
subject to a patent infringement 
claim which arose during our 
selling process.

Which leads us back to the 
question: when is the best time to 
sell your business? At the end of 
the day, regardless of the econ-
omy, the market and the state of 
your business, the absolute best 
time to sell your company is 
when you are ready to do so. We 
call this “aligning the moons.” 

Even if taxes are low and your 
company is performing well, if 
you are not fully committed to 
the process of selling, if you are 

not mentally prepared to give up 
control of your business, if you 
are not emotionally ready to let 
someone else make the important 
decisions about your company, 
it is not the right time for you to 
sell. 

Recently, we were working 
with a prospective seller who 
was approached by several 
buyers interested in acquiring 
his company. He had not previ-
ously thought about selling his 
company (an imaging supplies 
wholesaler) but with all the 
unsolicited interest shown by 
buyers, he thought maybe it was 
time to sell. In speaking with 
the potential seller, we learned 
he had been an entrepreneur for 
more than 40 years, had just 
brought his son and daughter into 
the business, and literally had 
no outside interests beyond his 
business. It was clear to us even 
if the buyers made amazing pur-
chase offers, he was not emotion-
ally prepared to walk away from 
his business. Ultimately, based 
upon our advice and counsel, the 
owner decided now was not the 
right time to consider a sale and 
is focusing on continuing to run 
his company. 

I leave you with the two 
maxims of the M&A industry 
which have always proven true 
when it comes to determining the 
absolute right time to sell your 
business:

1. A good company with good 
profits and good people in an 
industry of interest to buyers 
will always sell for a fair 
price regardless of the econ-
omy, and;

2. The best time to sell a busi-
ness is when you are ready 
to sell, never before.

#2 says it all, doesn’t it?

Is Now the Time to Sell? The Best 
Time to Sell Your Business

News BriefingExit StrategyJim Zipursky
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COLOR   I   MICR   I   NICHE   I    MPS 

Ask about our Free Shipping o�er &
 Empty Toner Cartridge 

Buyback Program!

Equipped and Staffed to Assist other Manufacturer’s Production Requirements

NO MINIMUM ORDER  
MICR AVAILABLE
SAME DAY AND BLIND 
 DROP SHIPPING  
NEWEST RELEASES

Made In
The U.S.A. 
Since 1994

WE BUY EMPTIES
RE-BUILD YOUR EMPTY 
 PROGRAM SAVE!

All of DPI products are
manufactured 100% in the USA!

We Design it... 
We Develop it...

We Manufacture it...
"Tailored towards 

your needs".

Cut costs, 
streamline processes 

and print for less 
with Extended Yield Brand 
(Managed Print Services).

1-888-376-7311
Call Us For Daily Specials!

www.directpreciseimaging.com

APRIL 2016
•  HP CF226A MICR
•  HP CF226X MICR
MARCH 2016
•  XEROX WC-4265  TONER
FEBRUARY 2016
•  OKIDATA B721/B731 
 CARTRIDGES
JANUARY 2016
•  CF-281A  EXTENDED YIELD
•  CF-281X  EXTENDED YIELD

DPI The Leader In New Development
& Niche Products

JULY 2016
•  Dell S2830 Toner 
JUNE 2016
•   HP CF287a  MICR
•   HP CF287x  MICR 
MAY 2016 
•  Xerox WC 6655 colors
•  HP CF410x colors series
APRIL 2016
•  HP CF226A MICR
•  HP CF226X MICR

Empties For Sale Industry Events &  
Trade Shows
CompTIA ChannelCon 

Aug 1-3,2016/Hollywood, FL 
www.comptia.org

Executing Sales Strategies Event 
Aug 3-4, 2016/Las Vegas, NV 

www.compasscontact.net

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

www.bta.org

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

www.bta.org

ISC 2016 Anti-Counterfeiting 
Conference 

Sep 18-20, 2016/San Diego, CA 
www.isc-inc.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

ECI Connect Conference 2016 
Nov 2-4, 2016/Nashville, TN 

www.eci-connect.com

Printer Tech Tip
HP Enterprise LaserJet Series M601, 
M602 and M603 Series - Continuous 
Tray Lifting message on control panel
Issue Description:

The printer will not initialize to a ready state because there is a 
message on the control panel saying “Tray Lifting,” which will 
not clear.

The action of the printer needing to remove the toner seal is the 
most likely cause for the “tray lifting” message on the control 
panel.

If the printer is new (just being installed) the toner seal can easily 
be overlooked since the cartridge comes already installed in the 
printer. Even when cartridge is removed from the printer, the 
side with the seal attached may not be in view of the customer to 
see the orange colored toner seal handle.

The toner seal covers the sensor to tell the printer that the toner 
cartridge is properly installed, allowing the tray lift to operate. 
When the seal is not removed, the tray is unable to lift and the 
control panel message remains “Tray Lifting.”

This Printer Tech Tip is contributed by LaserPros (www.laserpros.com).  
Email any questions to marketing@laserpros.com

http://www.comptia.org
http://www.compasscontact.net
http://www.bta.org
http://www.bta.org
http://www.continuum.net
http://www.bta.org
http://www.eci-connect.com
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Developers  Ribbons  Copy Cartridges  Maintenance Kits

Don’t Get Stung
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Cartridge Warehouse 
International, Inc.

Contact sales@CWItoner.com
ph: 747-888-9990    fx: 747-230-5127
7900 Alabama Ave., Canoga Park, CA 91304
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& Remanufactured Supplies
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www.mbitoner.com • International inquiries welcomed
Buying your new, unused, unwanted imaging supplies.
P. (978) 412-9502 • F. (978) 412-9960 • joe@mbitoner.com

Your source for discounted, discontinued and hard to find toners.
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When it comes to identifying which parts 
are needed to fix a problem with a finish-
er, it can be very confusing to figure out 

which version of finisher you’re dealing with. For 
any one particular copier model, there can be mul-
tiple possible finishers to deal with and if you’ve 
ever asked someone to describe which finisher 
they’re looking at, you already know that finishers 
tend to all kind of sound alike when someone’s 
trying to describe them. To make matters worse, 
the literature is often inconsistent. The finishers 
are called by one name in the sales brochures and 
something different in the troubleshooting section 
of the service manual, and then they often do not 
name the finisher at all in the parts book pages. 
Knowing which staple cartridges to order is just as 
confusing. So this month we’re going to demystify 
the most common versions of the finishers and the 
staples that go with each.  

There are two major types of finishers that we’ll 
concentrate on this month: A/P finishers and LP 
finishers. There are quite a few models within each 
type that we’ll list later, but even knowing which 
type you’re dealing with will be enormously help-
ful when ordering parts or staples. There are of 
course other types that are easier to identify. Those 
others we’ll save for a future article.

The A/P type of finishers includes the Advanced 
Finisher and the Professional Finisher. The Profes-
sional Finishers are extremely similar to the Ad-

vanced Finishers except 
that they have a booklet 
maker added on. If you 
check out the photos of 
the two, you can see the 
Advanced Finisher has 
a second exit tray down 
low, which catches the 
booklets as they’re pro-
duced.  

The LP types are the 
Light Production Finish-
ers and the Standard Fin-
ishers. They’re consider-
ably larger in width and 
include an intermediate 
piece that handles the 
paper as it leaves the ma-
chine, called the Inter-

face Module. The Interface Module isn’t optional, 
but it’s almost like its own piece of equipment. In 
this type, the Light Production Finisher is the one 
that has the Booklet Maker option.

For the A/P finishers, you can find the serial 
number plate with the finisher model inside the fin-
isher on the upper frame. For the LP finishers, you 
will open the right front door to find the serial num-
ber/model plate on the lower frame near the middle. 
The finisher models are named with three letters 
(for example DTX).

Below is a table showing each of the versions 
of the finishers and a list of which copier models 
use which model of finishers. The finisher models 
are often specific to the copier models even though 
they may be the same physical finisher type with 
mostly the same parts and staples.

Copier Family (F) U.S. Finisher Models
(European models in parenthesis)

A/P  (Advanced Finishers)
WC-Pro3545 F TWE
DC250 F GXU, VKM (GXR, VKN)
WC-7675 F, WC-7775 F GXU, PNX, VKM (GXR, PPB, VKN)
WC-7345 F FHX, MPX (AYH)
DCP-700 F GXU, PNX, VKM (GXR, PPB)
XC-550 F, J75 F XVG

A/P (Professional Finishers)
WC-Pro3545 F TWF
DC250 F GXP, PNB, VKP (GXT, PPA, VKL)
WC-7675 F, WC-7775 F GXP, PNB, VKP (GXT, PPA, VKL)
WC-7345 F FHB, MPA (AYL, MNX)
WC-7435 F PBH (PBK)
DCP-700 F GXP, PNB, VKP (TXT, PPA)
XC550 F, J75 F XVE (XVF)
WC-7556 F, WC-7855 F XLP (XLR)

LP (Light Production Finishers)
DC252 F DTX (DUA)
WC-7675 F, WC-7775 F DTX (DUA)
XC-550 F, C70 F YBF (YBG)
DCP-700 F, J75 F MGA, TKX (MHA, TLB)

LP (Standard Finishers)
J75 F  MLA (MGB)
XC-550 F, C70 F  YBH  (YBK)

Xerox® Finisher Guide Volume 1
 Identifying finisher types for many of the Xerox® Models:  (DocuColor®)  
DC-240/242/250/ 252/260, (Digital Color Press®) DCP700, C75/J75, (Xerox® Color) 
550/560/570, C60/C70, (WorkCentre®) WC-4110, 4112, 4127, 4590, 4595,  
WC-7655/7665/7675, 7755/7765/7775

News BriefingTechnical TipsBritt Horvat

continued on page 59

A/P Type Finishers

Advanced Finisher Professional Finisher 

Standard Finisher Light Production Finisher

LP Type Finishers
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Once you know which basic finisher type you have, ordering 
the correct staple cartridges is a lot easier:

Staples For A/P Finishers:   

Staple Cartridge 008R12964

Staple Refill Cartridges 008R12941

Staples for LP Finishers:

Staple Cartridge 050K56620

Staple Refill Cartridges 008R13041

Staples for Booklet makers  
(good for both A/P and LP finishers):

Booklet Staple
Cartridge 008R12925

Another tidbit that may prove helpful is the mounting brack-
et part numbers. Folks lose these brackets all the time after a 
move, and then they’re stuck with all the equipment but no 
way to put it back together. Here are the mounting bracket part 
numbers:

Mounting Brackets For A/P Finishers:
015K73210  – good for all DC250 styles: DC250F (DC240/250), 
DC252F (DC242/252/260), DCP700F (DCP700/700i/770, XC-550F 
(550/560/570, C60/C70), WC-7675F (7655/7665/7675), WC-7775F 
(7755/7765/7775)
015K78071 – good for all 7425 styles: WC-7435F 
(7425/7428/7435), WC-7556F (7525/7530/7535/7545/7556), WC-
7855F (7830/7835/7845/7855)
015K67230 – good for all C32 styles:  WC-Pro3545F (C2128/
C2636/C3545), WC-7345F (7328/7335/7345/7346)

Mounting Brackets For LP Finishers:
015K79240 – good for these families: DC252F (DC242/252/260), 
WC-7675F (7655/7665/7675), WC-7775F (7755/7765/7775)
015K73250 – good for these families: DCP700F (700/700i/770), 
XC-550F (550/560/570), C70F (C60/C70), J75F (C75/J75) 

I hope all of this helps you to order Xerox finisher parts and 
staple cartridges with confidence! Have a wonderful summer 
everyone!  ♦

Xerox® Finisher Guide Volume 1
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Over 1 Million Compatible Printer Cartridges In Stock!
• Over 97% order fi ll rate ensures we have the stock to satisfy any volume

The Broadest Cartridge Range with 3,000 Compatible Models!
• Including the latest toner & inkjet models to increase your profi ts

The Lowest Defect Rates (Near 1.0%) From Top Factories!
• Our best-of-breed global sourcing helps you keep your customers 

Respecting OEM Patent Rights!
• Sourcing patent-safe cartridges from only top tier factories

Shipping from our 3 warehouses in PA, TN & NV!
• Delivering by FREE Ground ($200+ Orders) to 90% of the U.S. in 1-2 Days!
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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 
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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!
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SW INTEGRATES WITH POPULAR PLATFORMS
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1-866-817-8795 sales@supplieswholesalers.com www.supplieswholesalers.com

Over 1 Million Compatible Printer Cartridges In Stock!
• Over 97% order fi ll rate ensures we have the stock to satisfy any volume

The Broadest Cartridge Range with 3,000 Compatible Models!
• Including the latest toner & inkjet models to increase your profi ts

The Lowest Defect Rates (Near 1.0%) From Top Factories!
• Our best-of-breed global sourcing helps you keep your customers 

Respecting OEM Patent Rights!
• Sourcing patent-safe cartridges from only top tier factories

Shipping from our 3 warehouses in PA, TN & NV!
• Delivering by FREE Ground ($200+ Orders) to 90% of the U.S. in 1-2 Days!
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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
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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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