The reality is, most products on the market today are not designed to
manage print environments, ticket for service, track technician per-
formance, enable multiple levels of communication among service
providers and sub-service providers; manage alerts and service re-
quests, or an assortment of other MPS dealer friendly capabilities.

To truly deliver a strategic approach to print management, this must all
be integrated into one application. You need immediate access to cost,
gross profits, and performance data drilled down to an individual print
device or aggregated to full account reporting; pertinent data required to
manage print as a process; the very data required to make strategic and
analytical business decislons on print environments,

Parinering and vendor selection is as important to you, as it is to
your customers, Look for a technology partner that offers you and
your customer’s maximum versatility, flexibility, and overall value, Do
not [et a solution minimize your market reach or device management
options. Key considerations should be a solution that can:

+ Maximize equipment and cost performance efficiencies, return
on printer and copiler supply dollars, and resources.

+  Minimize costs, inventory, and waste.

+ Reduce operational costs, resources, IT Involvement in printer
related issues, unexpected expenditures, risk.

¢ Save time, money, effort.

+ Improve asset management, end user productivity and satisfac-
tion, operations, workflow, informed decision-making, return on
IT infrastructure investment, market value.

+ Increase employee productivity, service time and service level com-
mitments, margins, revenue, sales opportunities.

* QGain greater control with fewer resources, additionat market epportu-
nities, market share, and a competitive edge.

Conclusion

In summary, you can provide significant value to your customers and im-
prove your market position by understanding the business problems they
face; demonstrate how your approach to managing print can help resolve
these issues.

Being strategic is all about value. It's about moving beyond a strategy
focused solely on cost savings and marginalized pricing. Instead, focus
on process improvements as this will affect long-term operational and
financial objectives; not just savings and containment, but cost avoidance
and Improved business performance.

While understanding the business problems associated with the proper
management of print, problems your customers face every day, is critical,
knowing how to communicate the value of your solution, your point of
difference, is just as vital to the process. It's what will elevate you from the
role of vendor to trusted partner.

Rest assured, if you aren’t solving business problems; if you don’t know
what business problems your sclution addresses; if you can’t communi-
cate this; you wili not win the print management battle and in this margin-
alized market, our future requires the meost strategic of solutions.

If pressure can turn & lump of coal into sparkling diamend, can it also
transform technologies that address the ever-changing office equip-
ment industry and increasing end-user demand? The answer is yes.
In the office equipment industry, there are companies who manufac-
ture and service imaging devices, dealers who distribute and service
OEM equipment, and organizations who perform faclilittes manage-
ment and T services. In any of these environments, the companies
rely on consistent asset performance and uptime. Therefore, instant
notification of asset malfunction, consumable leve! depletion, service
or maintenance code information, asset focation and usage informa-
tion can be cructal to act quickly, effectively, and Inexpensively,

What type of applications do these companies need? They are look-
ing for M2M (machine-to-machins) and M2P {machine-to-people)
solutions that deliver managed print services, automated meter
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reading solutions, supply chain and service management applica-
tlons and mobile workforce automation.

These companies require information no matter what the device
{printer, copier or MFP). In addition, data must be collected in & vari-
ety of deployment scenarios, including data from network connected
and non-network connected imaging equipment and locally con-
nected printers. The foremost concern for these companies Is the
accuracy of data gathered regardless of the manufacturer or model
of machine. This data must be made available to the people who
need it, when they need it, and where they need it.

MWA [ntelligence as an M2M [eader Is the only company who can
capture business-critical data from any OEM equipment regardless
of connectivity and deliver that information Into the hands of dis-
patchers, service management, supply chain, remote mabile techni-
clans, administrative personnel, IT and end-user customers on the
fiy. MWA Intelligence is one of the only companies who have stra-



tegic partnerships with OEMs where MWAI technology Is embed-
ded Into the OEM printers and coplers achleved by advanced and
seamless technology collaboration to enhance dealer and end-user
productivity,

Companies whose business depends on servicing office equipment
know the daily challenges of providing culting-edge customer serv-
ice while managing operational expenses. Data gathered automati-
cally in real-time from office equipment dispersed at customer sites
is only as good as the information and intelligence It represents.
Knowing previous equipment service history, comparing real-time
and historic information of specific equipment against machines-
in-field and industry averages, having live access to maintenance
codes and assoclated parts needed as well as parts availability in
field and in warehouse all at once can significantly increase first-call
effectiveness and field productivity. Business intelligence Is the driv-
ing force behind MPS and customer service.

MWA, Intelligence provides technologies that enable both the collec-
tion of business-critical data from any imaging device and securely
defiver the data into dealers’ infrastructure. Further, MWAL tech-
nologles translate the data into business intelligence that allows the
dealer to make educated decisions and to automate many business
processes within the organization. Bi-directional and real-time ERP
Integration is just one component of the MWA] Enterprise Solution
Suite, MWAI technologles deliver consumable levels Into e-Com-
merce englhes for automated replenishment and meter usage Infor-
mation into sales proposal generation software. Service data can
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be viewed through a comprehensive reporting server and compared
agalnst BEl Services data for automated dispatch and Increased
workforce optimization.

In teday's marketplace, office equipment dealers are beginning o
snter the print environment whether through comprehensive facilities
management programs, print services contracts or simply by adding
printer lines to the conventional copier OEM product lines as part of
thelr portfolio. Having hybrid customer sites can add complaxity to
the organization. The managsment of printers requires print assess-
ment, customer service optimization and business intelligence appli-
calions. Essential to managed print services and excelient customer
service is the implementation of a scalable, agnostic, secure and
dynamic business inteligence application. The more that is known in
advance and the more solutions are proactively monitored, the more
end-user production and satisfaction is increased. in addition, the
use of remote diagnostics and troubleshooting significantly impacts
the dealer’s bottom-line and customer satisfaction,

MWAI has developed a platform-independent approach to managed
print services, remote asset management, customer service and
mobile workforce automation that is flexible and scalable to accom-
modate compantes’ unique requirements and grow as their business
model evolves. MWA Intelligence solutlons not only support hybrid
dealers who sell and service coplers and printers, but also provide
appiications and information to their end-user clients.
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Leppert Business Systems is headquartered in Builington, On-
tario Ganada. Approximately 35 years ago the company started
by selling and servicing typewriters. When computers began to
take over the landscape, Leppert began to sell computers, print-
ers, and coplers. Ever since multifunction printers (MFPs) were
developed, Leppert has sold them as well. One of their major
strengths is to network ail of these devices together. Leppert selis
B28 through their store on the web along with being a brick-and-
mortar retailer.

Leppert Business Systems partners with a group of internationally
recognized organizations who offer the latest in technologies for
office environments. Their specialists match available solutions
to client needs which allow Leppert to bring additional value to a
wide range of issues identified by clients. By focusing upon Issues
which revolve around documents within their clients’ business,
both paper and electronic, Leppert has developed the expertise
to meet the chalienge.

L. Lee Kirkby is Vice President of Leppert Business Systems Inc.
and the person we interviewed for this article. Leppert is a technol-

ogy integrator...."Your Office Evolution Experts” as he describes.
He has a widely varied business hackground gained through ex-
perience in a family business, land development and real estate,
personnel management and retailing. Prior to joining Leppert he
spent over 15 years as the senlor staff officer for two of the Hamil-
ton area's largest business-focused associations. in that capacity
he had extensive experience in public relations, media relations,
public policy development and organization management. Lep-
pert is a leader In utllizing technology on a daily basis and much
of this comes from Kirkby's special emphasis on the acquisition
of new technologiss.

As mentioned above, Leppert’s slogan is “Your Office Evolution
Experts.” Leppert defines their slogan in this manner:

Your — invokes customer and emphasizes Leppeit's customer-
centrie principles

Office — the workplace and environment that Leppert specializes in
Evolution - the office is evolving and Leppert is evolving with it

Experts ~ Leppert people are focused office evolution experts

MPS INSIGHTS Journal 2008 13



