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DocuSense

Complexity Simplified



                                                             The Six Tenets of the Copier Company

(and how to get a better deal)

	
	The Pitch
	Salesperson Incentive
	The Reality
	The Details
	The Solution

	1
	You need speed and therefore you need a large multifunction printer.
	Selling the bigger, higher-cost device is more profitable.

	Smaller machines (letter/legal) now have more features and print faster than before.
	Speeds higher than 45 pages per minute are now available in machines that print/copy A4 size (letter/legal).

	Determine if you really need to print A3, (11x17). If not, get the newer, smaller, faster A4 devices that print letter/legal and save a bundle.

	2
	You'll need to replace each multifunction printer in your fleet with another newer model.


	Copier companies make money by the number of devices sold and don't like to lose placements.


	As documents become more digital, many companies copy less and may need less equipment.
	Be judicious about where you place your machines. Reducing just one placement can add up to thousands saved in acquisition or lease cost.


	Ask to see volumes over time for each device and determine if you can consolidate or have low cost printers take-up some of the volume.

	3
	You need speed to get the documents printed fast.
	Higher speed devices cost more and are more profitable to sell.


	Most devices print well below their rated speed.

	Independent studies verify that devices will sometimes print/copy less than 20% of their rated speed.
	Stop paying for speed you don't need and won't get anyway. Know the actual vs. rated speed of the device you are purchasing.

	4
	The higher priced machine comes with a low cost per page rate.


	Higher cost devices do come with lower cost per page rate but, of course, the device sells for much more and is more profitable.
	Lower cost per page devices usually cost a lot more to purchase or lease. 
	If you are leasing, this higher cost of the machine is buried in the monthly payment.
	Make sure your acquisition cost is factored into your cost per page to see just how much you are really spending per page.

	5
	A 5-year term will give you the best leasing and cost per page rate.


	The customer is locked-in and the competition locked-out for 5 years.

	Your business needs are constantly changing.
	Technology improvements happen too fast to comfortably lock-in for 5 years.
	Try for a 3 or 4 year term.


	6
	Toward the end of your agreement you can get out of your current lease/contract if you buy the newer, better device.
	Customer never gets a chance to look at the competition.

	Other vendors can help with the cost.
	As your lease/agreement nears its end, competitive dealers will gladly buy-out your existing agreement.


	It pays to shop around.
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