
     
 

 

 
  

 
 

 

Overview 
The copier/printer/MFP market has changed dramatically over the past five years.  

Traditional copier companies have attempted to increase their presence in the printer and 
print output marketplace.  More importantly, Hewlett Packard has entered into the 
multifunction device (copy and print as a minimum set of functions) marketplace.   

The market is lucrative and has a great potential for profit.  The copier vendors 
have traditionally understood that while there is some profit in the sale of equipment, the 
major profit opportunity is in the service and supplies during the life of the product. 

The Hewlett Packard distribution partner channel also has managed to this 
marketplace in the past, but with the convergence that has occurred in the market, the 
opportunity for them is growing exponentially. 

For the purpose of this white paper, although examples will be applicable to both 
monochrome and color print output, our focus will be exclusively on laser technology, 
and not, at this time, the ink-jet product lines. 

Market Status—Historical 
Hewlett Packard and laser printer are almost synonymous in the minds of most 

corporate customers.  Being first in the mainstream market is certainly a part of the 
reason, but the valid market perception is that HP printers work. Period.   

There are significant reasons for this perception. While HP generally OEM's the 
manufacture of the laser engine component of the printer, they control the electronics of 
the print controller.  And no one attaches to the network as easily, as surely, and as 
effortlessly as an HP.  Part of reason is market share, since every major computer 
operating system assumes an HP printer will be attached and, therefore, has software to 
accommodate it already installed.  Another is a solid, constantly improving, controller 
technology within the printer. And finally there is the fact that HP is the inventor of PCL, 
the default standard of page description language for laser printers. 

Copier manufacturers and their dealers came to use copiers as printers only a 
decade ago.  Starting with color copiers and separate controllers, the copier dealers could 
provide a very high quality laser print output from the expensive color copiers.  EFI's 
Fiery controller made the phrase "Make me a Fiery print" an often heard request in the 
marketing graphics department.  



It took three or four years for the same market acceptance of a black and white 
copier to be connected and used as a print output device.  In those early years, the cost of 
adding a print controller to a copier was often close to the cost of buying a printer 
outright.  The allure to the customer, however, was two-fold.  First, the multifunction 
device had finishing capabilities (sort and staple mainly) that a printer often did not easily 
possess.  And second, the copier channel was offering what was promoted as a more cost 
effective solution for print output. 

Market Status—Today 
 The copier distribution channel, as well as copier manufacturers, have evolved 
and become more responsive to customer print output requirements. 
 Hewlett Packard has produced copier oriented solutions to address both the copier 
needs of customers as well as the printing needs. 
 The customer has become more sophisticated, understanding this convergence, 
and seeking the most cost effective solution for them.  Fortunately this often is the most 
profitable for the distribution channel because it ties together the sale of the devices with 
an ongoing supplies and service component. 
 Traditionally copiers were not sold, they were leased.  Traditionally printers were 
often purchased outright, not leased.  Today, a savvy customer is looking for the best of 
both worlds in a "cost per page" contract.  Often financed in the background by a lease 
arrangement, this gives a buyer the ability to pay for copiers and prints, and thereby 
acquire the hardware, the service, and the supplies needed for those pages under a single 
umbrella arrangement.  
 This counting of revenue by the "click" (a term coined by copier dealers when 
mechanical counting meters clicked each time a copy was made) is not new to the copier 
industry, but has become a new opportunity for the HP distribution channel. 

Market Status—The Challenge 
 Meter Readings.  It is that simple to state the challenge. 
 In order to effectively manage a business based upon the volume of output from 
printers and copiers, you need accurate, up to date data to provide correct billing. You 
also need an effective way to get this information into your billing system without 
drowning in paperwork and re-entry of data. This is true of black and white output, but 
even more important for color print output.  Per page charges (and profits) are 
significantly higher for color output, therefore accurate meter reading information is 
essential.  
 Sending a technician to every device monthly is cost prohibitive.  Asking the 
customer to provide the meter reading is problematic.  They generally don't want to do it 
at all, and even if they agree to do it, they sometimes do it wrong. Do you want to base a 
business model on a scenario where your customers tell you every month how much they 
should be billed? 

The Solution 
 The solution is available, which can give a real competitive edge to the HP 
partners.  



 HP printers today, and ones produced during the past decade after the SNMP 
messaging standard was agreed upon, send out their meter reading information to the 
network.   
 Imaging Portals is the company that provides a remote meter reading solution that 
will capture the meter reading information, aggregate it in a secure central database, and 
can then pass it along to OMD Software via OMD iManager product. 

Getting the Meter Readings 
 Imaging Portals has a self-contained device specifically designed for collecting 
meter readings. The ImageTrak 500n is a network resident appliance that safely monitors 
and transmits information from up to 25 devices.  Physically, it does not interfere with 
space requirements because it is small--the size of a package of 4x6 index cards.  
Logically it does not interfere with network security requirements. It does not accept 
inbound communication--once set up and its initial communication is made with the 
Imaging Portals CDR, it sets itself to report on a scheduled basis.  External initiated 
communication, a major security issue with network managers, is not permitted or 
accepted.  It is designed to work within the confines of virtually every security and 
authentication requirement that is standard in the corporate network environment. 
 Total meter count is reported for black and white printers.  For color printers, 
there is a separate meter reading for black and white images printed and color images 
printed. 
 The ImageTrak 500n is able to collect meter data from virtually every HP printer, 
everything currently being sold, and virtually every network printer produced in the past 
ten years.  It has the added advantage of being able to monitor many other network print 
devices, so that if a partner is taking over service of an existing fleet while it is being 
upgraded, the current assets are monitored during the deployment process. 
 OMD is a partner with Imaging Portals in the solution.  The data collected by the 
Imaging Portals device and securely stored in the IPI central data repository can be 
seamlessly transferred into the OMD iManager solution.  This provides an automated 
solution from data collection, through asset management for the customer, and finally to 
accurate usage billing information. This billing now allows for both black and white 
meter readings as well as a second color meter when the device is color printing capable.  
 It does not stop there.  Both OMD's ability to monitor an unlimited number of 
meters per device, and Imaging Portals's ability to collect and transmit data on all the 
meters available provides today's dealer the information they need today and tomorrow.  
With multifunction devices that can print copy and scan, the ability to monitor scan 
meters, for example, may yield billing opportunity today and certainly provides the data 
for measured, documented usage based pricing at contract renewal.  Imaging Portals 
collects the data on a scheduled  basis, and with OMD you have the option to collect the 
meter for billing or for evaluation and analysis 
 This instant access to a wide variety of device use information allows for instant 
assessment of actual use by a customer.  A multifunction device placed as a printer, but 
with copy functions, may be underutilized as a copier by the customer.  Instead of 
waiting months to observe this pattern, it will  be immediately visible so that while the 
device is still "new" the sales team can make a courtesy call to make sure everyone 
understands all the device's capabilities.  This would also apply to business color devices 



that do not produce the required mix of color and monochrome output to generate the 
required service margins.  
 Looking to the future, the Imaging Portals ImageTrak solution can monitor 
multiple conditions of the print device including toner replenishment needs, service 
requirements, etc.  As the marketplace develops, and automated access to this data 
becomes feasible, the combination of Imaging Portals and OMD will provide this 
additional capability to the HP Partner's ability to serve their customers. 

More Information 
More information on these products can be found at: 
www.imagingportals.com 
1-877-537-8371 
and 
www.omdcorp.com 
573/893-8930 ext. 207 
 


