2022 Industry Forecast

Manvufacturers look to the year ahead

Compiled by: Brent Hoskins, Office Technology Magazine

he COVID-19 pandemic and its col-
Tlateral damage will forever be viewed

as the cause of unparalleled challeng-
es for many within the office technology in-
dustry. Certainly, some of the challenges will
continue in 2022, but the new year will arrive
with opportunities as well. What will be the
greatest opportunities in the year ahead? To
find the answers, Office Technology maga-
zine asked 12 MFP and printer manufac-
turers to share their expectations for 2022.
Perhaps the insight shared in this year’s in-
dustry forecast will help you better position
your dealership for continued success.

Each of the contributors was asked to address four ques-
tions in essay form. The questions focused on: the primary
market and product opportunities, and best strategies for
success in the new year; the most significant challenges
dealers will face in 2022 and how can they best address
them; anticipated changes in demand/needs/expectations
for office technology among end users in 2022; and the char-
acteristics of the office technology dealership that is best po-
sitioned for success in 2022. Following are their responses.
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Dealerships and their ...
sales reps must become
more proficient digital
marketeers to gain

and retain interest,
demonstrate expertise,
and customize offerings ...

RISO Inc.
Andre D’Urbano, Executive Director,
Sales & Marketing

Since its inception, color printing
has been deemed a luxury. It is more
expensive than black-and-white
output, therefore it has been perma-
nently labeled as cost prohibitive.
Controllers, IT managers and every-
day people (in their homes) have put barriers in place that
prevent or control all forms of color output. Yet we live in a
world where kids are growing up surrounded by color moni-
tors, phones, TVs and tablets. Color imagery is in fact the
norm, yet people still have to find ways to avoid the printed
version. If this does not spell “opportunity,” nothing does.

Inkjet was created in large part to address the above —
to help bring the black-and-white world into the color arena
without “breaking the bank.” Its greatest advantage is the
ability to generate color output for about the price of black.
Over the past five years, production inkjet has evolved from
what was largely a roll-fed technology to cut-sheet, high-speed
devices with manageable footprints. Today, inkjet has kicked
open the door to unrestrained color printing. Print consum-
ers are seeking out this alternative to toner in fast-growing
numbers. As a dealer, you have to ask yourself: Are you in a
position to offer affordable business color to your customers?
Ifnot, you run the risk of seeing your monochrome production
MIF replaced by this freight train called production inkjet.

RISO offers the only oil-based ink in the inkjet market.
That means a cold, flat and dry image that eliminates the
need for a lengthy dryer. Eight feet is all you need and you
are printing 9,600 affordable color impressions per hour.
Make 2022 the year you reclaim your vanishing meter clicks.
Place RISO inkjet units in office mailrooms, in-plants and
large commercial print shops and watch millions of clicks
find their way back to your service department.

The “meter click” has been somewhat elusive for more than a
decade — and next year will bring more of the dreaded erosion.



Make 2022 the year you embrace the con-
version of monochrome production print More than ever, office

volume to color inkjet. In doing so, you not ’rechnology dealers need
to give their salespeople
an interesting, innovative

only increase your monthly clicks, but pro-
tect your base of color printers in the field.

Color in the curriculum is no longer
a discussion, but a mandate for magny story to tell. Affordable
school districts. K-7 school-aged students high-speed inkjet printing
respond better to color and, as such, is ... fresh and exciting ...
many districts have made hefty invest-
ments just so they can access color for a
penny a page. Workbooks, calendars, exams, worksheets, let-
ters, envelopes and forms are transitioning to color at a rapid
pace. Are you part of that transition?

Hiring has always been a challenge, but now it is testing
our resilience across all industries. More than ever, office
technology dealers need to give their salespeople an inter-
esting, innovative story to tell. Affordable high-speed inkjet
printing is new, fresh and exciting, and it comes at a time in
our history where a sense of “what matters most” has set in.
The COVID-19 pandemic has changed the way people are
looking at print budgets and production inkjet printers are
helping people meet the growing need for affordable color,
and providing eager salespeople with a chance to kick open
new opportunities with a story that most buyers want to hear.
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