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ed adoption of Managed Print Services (MPS) and document
management solutions as driving factors for the printer industry
in 2010.

Businesses are looking beyond a simple printer product, and
taking a solutions- and applications-focused approach to print
technology in an effort to maximize the value of their IT invest-
ments. The channel will have the greatest opportunity to help
customers in their quest for overall cost reduction as they look to
adopt Managed Print Services. As the MPS market becomes more
competitive, vendors will introduce more aggressive pricing
structures and service options, which will ultimately prove bene-
ficial to the end-user customer.

In an effort to achieve improvement in their business processes,
companies will look to integrate document management solutions
in order to maximize efficiency, productivity and print spend. Most
notably, with the continuing proliferation of MFPs (multifunction
products), customers will look to merge business processes with
MFP devices; for instance, the ability to scan directly from the MFP
control panel to document management systems such as
Microsoft® Office SharePoint®.

With this outlook in mind, the need for more efficient and eco-
nomical solutions and the quest for higher profit margins are driv-
ing solution providers to add new technology, new service models
and new vendors to their portfolios. It is also important to note that
the SMB (small to medium business) segment is driving growth in
all respective areas. This will be a top priority for vendors going for-
ward, and the channel should also recognize the SMB market as a
primary means to grow their profitability in 2010.
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After a major economic downturn, all signs indi-

cate that a fragile recovery is underway. There is still much con-
cern over public debt, unemployment rates and unstated liabili-
ties, resulting in companies not wanting to invest in technologies
without a proven ROI. Although a lot of projects were temporar-
ily put on hold in the past year, the digital signage industry fared
much better than most other industries and activity in the fall
was up as people prepared their budgets for 2010. That being
said, the economic environment in 2009 did have a significant
impact on the industry. The recession brought us a long overdue
“culling of the herd” and the future of several organizations is
still in question. Companies that continued to invest in their core
technologies over the past year are in a much stronger position
relative to their competitors who did not do so.

62 | REVIEW & OUTLOOK 2010

The competitive landscape will change in 2010. Some digital
signage vendors have changed their business models or created
extensions through service offerings, while new yet established
companies enter the digital signage market. This will not only
change the dynamics of the market, it will have a big impact on
distribution. For digital signage integrators, the shift from AV
focused to IT focused companies will be much more prevalent. A
few AV companies over the past five years identified the shift and
restructured their organizations around value added services and
IT competency. Those who only gave lip service to this shift will
regress back to the traditional (hang and bang) business model.

Technical innovation is alive and well in this industry, but we will
see greater disparity between high value products and low value
products (that compete purely on price). New hardware (both PC
and display technologies) coupled with more capable operating sys-
tems will extend the reach of digital signage to new markets.
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Operators will begin to demand the efficiencies

of handheld or mobile POS solutions from their partners. The
benefits have been well-proven outside the U.S., but adoption of
mobile POS has been slow here in the states primarily due to cost
and lack of features or slowness of those features on the past
devices. New hardware offerings have brought the price point for
a mobile solution down to be that point of a fixed terminal sys-
tem, and software manufacturers are adding in better support for
mobility to bring the full POS experience to the handheld which
is demanded in the Unites States.

With the challenges of 2009 behind them, operators are look-
ing for partners that bring long-term value to the table more than
simply who has the lowest price or shiniest features. Customers
are discovering that the lifecycle of a POS has gone from 3-5 years
to 10 plus, with periodic hardware refreshes as equipment fails.
This changes the dynamic of the VAR-end user relationship and
both need to focus on a long term commitment to each other.
Further, the changing economic environment has reinforced the
importance of finding business partners that are flexible and can
adapt to unexpected changes as they arise, either to take advan-
tage of new concepts, features, or hardware or perhaps simply to
enable them to keep the lights on.
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