 Things to Look For in Your Next Office Equipment Search

(As well as things to absolutely avoid.)
· Do I need fast or slow? It is important to determine the correct speed of your next laser printer, fax or copier. If you do long runs of printed material, you probably need a fast output device. If you do short one or two page documents frequently, you might just need a system with a fast “first print” time. High speed costs money, while fast “first print” type systems may not. Of course, you can get really speedy products with fast “first print” times as well, as long as you have the budget. Evaluate what type of speed you need.
· Can I find a reliable system and a reliable supplier? Everyone has heard the horror stories of a new printer, fax, or copier that simply didn’t work correctly from the day it was installed. There are a number of independent organizations that test equipment and publish reports on new equipment performance and user feedback. We will be happy to provide these independent reports, or direct you to the organizations that actually do the testing. Remember even the best mechanical device will not work properly if it is assembled by idiots. Is the sales rep in front of you a goofball? Chances are, so are his company’s techs.
· Is it simple enough for the dumbest person in the office to use? No, we’re not accusing you of working with morons. If a stupid person would happen to wander in to your office and find their way to the digital copier, could they actually work it? No laser printer, copier, or fax is worth any investment if people can’t use it correctly. New users interfaces and cross platform compatibility issues make some systems very complex. Some products require a rocket scientist to operate. 
· What does my new piece of equipment cost to run? You pay for your office equipment three to four times in supplies, maintenance, and incidentals, over the life of the product. Look at the operational cost of your next product before you get it, because you will surely deal with the operational cost after you purchase or lease. (by the way, its too late then) 
· Is my new system current technology? Many companies close out their old products while representing them as “cutting edge” technology. Imagine buying a digital copier for your network and learning that it won’t support Windows Vista going forward. Now you get to buy a new copier when you upgrade your software. Exciting! Don’t wait for a sales rep to tell you “it’s a great product but a little outdated”. We’re pretty sure you won’t hear that statement unless you get the sales rep we talked about in our second point. And you certainly want to avoid that.
· Can this product handle my usage and grow? Okay, Enough said here.
· Is the company I’m working with any good? There are plenty of good reputable service and support groups. Pick one of those. By the way, we’re one of the good organizations.

· Am I paying for stuff I don’t need? Probably yes, but no one uses every feature available on today’s digital MFP systems. It’s important to get the stuff you really do need. Get that. Ignore the extras. 
What to Absolutely Avoid

(At this point, I just have to tell you that when we were creating this piece, my marketing staff told me to “avoid clichés like the plague”, which I found humorous even though they didn’t get the joke.)

· Do not finance service or supplies. Many organizations include a minimum number of copier/prints/receptions in your monthly payment. They call it the “imageplan” or the “assuranceplan” or some special marketing name. These companies sell your monthly payment to a finance company. If you have any service or supplies included in your monthly equipment payment, you are financing your equipment operating costs. Your sales rep has really written a long- term maintenance and supply contract and the company you are buying from received payment up front. 

If you are ever dissatisfied, or need to change, you have no leverage with your supplier. They already have your money. The best you can hope for is a credit on your account towards something new. If you are unhappy, this option is probably not you preferred one. Even if you are happy, you will still not be able to get competitive quotes to keep your current supplier honest. Never finance service or supplies. Never.

· Do not get significantly more than you need. Sometime you can get a great “deal” on a larger closeout or rebuilt product. Be careful! You might end up with a product that can’t run your jobs because you don’t use it enough. Most systems have an “optimum usage range” which some sales reps will never describe. Most sales reps are commission driven individuals who want to sell bigger equipment because it translates to bigger income. Overselling a prospect is often encouraged. 

· Do not buy, rent or lease something that everyone in your office relies on based on emotion or price. Don’t be pushed or rushed into a decision. Organizations that do not want you to compare alternatives are intellectually dishonest. Compare. Ask for and examine proof of sale rep claims. Deal with an organization that will actually listen to you, and talk to you like a business partner.

As an aside here, as you evaluate equipment, every sales rep will claim a 3-4 hour response time to service calls. A few of our competitors consider response time a call back after you place the service call. If they call you back in 3-4 hours, that’s a response. Not probably the response you expected, but a response. 

Every sales rep will claim to provide a free loaner if your equipment is down for over 24 hours. Reality check here is, most organizations don’t own their delivery vehicles, or even have a warehouse here in Southeastern Wisconsin. Without in house delivery staff and a local equipment warehouse, this is an empty promise.

I guess what I’m saying is there is often a significant disconnect between sales and reality. At Central Office Systems, our customer focus means we deliver on our promises. We have for 34 years. If you are seriously evaluating a piece of equipment for your office, we would be proud to be a part of your evaluation. Call me, Art Flater, or my partner Chris Rosecky (he’s the adult supervision in our office) and we will be happy to discuss any or all of these issues with you. We will respond personally to any inquiry.

Here is our contact info:  

Art Flater 

262 784 9698
aflater@centralofficesystems.com
Chris Rosecky

262 784 9698 
crosecky@centralofficesystems.com 
