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Parlaying MPS and Mobility
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Challenge

What We See (10%)

Labor

Hardware/Software

Maintenance, Parts and Consumables

What We Don’t See (90%)

Volume of Storage

End user productivity
Help Desk Resolution

IT support / Infrastructure
Administrative costs
Environmental costs

The Mobile Revolution

Tablet Computers:
* 2012 tablet computers 107.4 million units sold worldwide
» 2013 tablet computers 142.8 million units sold worldwide

Source: IDC
Smartphones:
* 2012 smartphones 687.9 million units sold worldwide

* 2014 smartphones 1.05 billion units sold worldwide

Source: Credit Suisse
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Downloaded Applications:

L. » 2010: 10.9 billion downloaded apps
« 2014: 76.9 hillion downloaded apps

Source: IDC
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1977 Ford Pinto




How Are We Doing Today?

@
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Vv ECONOMY DOWN...RECOVERY?

V¥ PRINTED PAGES ARE DOWN
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Scurce: Lyra Research, based on data from 10 vendors that report their hard copy revenue
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North America Uncoated Freesheet Demand
Electronic Substitution Has Been Manageable ..o @rares
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Total Revenue Composition?

Total Revenue YTY -1% +1% +1% -4% 4% 12% -“M% 9%

Imaging Solutions?
Hardware, Supplies, <
Software, Services

5% and MPS Revenue
More Than Offset By
Non-MPS Decline

Perceptive Software Solutions™ E!!!!

1Q11 2Q11 3Q11 4Q11 1Q12 2Q12 3Q12 4012

Imaging & Software Solutions  76%  79% 80% 81% 81% 83% 84%  85% _—
) i _ v S
YTY Currency Impact® +1% +5% +3% 1% 2% 4% 4% 1%~ Headwind YTY

(1) Non-GAAR. Bars dapict parcanaga of 1ozl revanun
(2) imaging Solutions Reverwe = ISS revenus axciuding inkjot xit revankio

8% Growth in
Combined MPS +

Perceptive Software
Revenue

(3} Based on coporits uvumi

Growth in Perceptive
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Key Metrics

Q4 EY

Business Process
1.4 6.1

Outsourcing $ $
Information Technology $04 815
Qutsourcing : :
Document Outsourcing $1.1 $3.3
Totai $29B §$10.9B
Signings Growth TTM (25)% (25)%

Q4 EY

Renewal Rate (BPO and ITO) 79%  85%

Total signings impacted by shorter contract lengths,
fewer mega deals and some decision delays

Highest ARR* signings quarter of the year
Added over $2B in new business in 2012

q "ARR « Annug Recurring Revenue

Installs. color revenue, pages and MIF include both the Document Technolegy and Sendces segments. Color ravenue and

color pages refiect revenus and pages Irom color capatle devices.

Install, MIF and Page Growth

Entry Installs Q4 FY
A4 Mono MFDs 24% 23%
A4 Color MFDs 34% 39%
Color Printers (28)% (7)%

Mid-Range Installs
Mid-Range B&W MFDs (19)%  (10)%
Mid-Range Color MFDs (13)% (2)%

High-End Installs

High-End B&W (36)%  (26)%
High-End Color 15% 34%
Q4 EY
Digital MIF 4% 3%
Color MIF 14% 14%
Digital Pages (3)% (2)%
Color Pages 7% 9%
Color Revenue (CC) (7)% (4)%
it
Xerox g,)
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So, You think we’ve got it bad?

millions

Worldwide Computing Device Shipments
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PC % of Computing Devices

70% 1 64.6%

65% Deloitte debunks ‘post PC era’ as

th - ‘Tablet computers replace
paper, not PCs’
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Transistors
Per Die

1010-’ = c 2
4re 520 _ &

4 Moore's Law, states that the number of = s
| transistors on a chip will double
approximately every two years, 18
months, 6 months...

¢ 1965 Data (Moore)
| Memory
@ Microprocessor

1960 1965 1970 1975 1980 1985 1990 1995 2000 2005 2010

Image Source:www.etereaseestudio.com

13



First,

what is

Mobility?
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Cloud
Freedom
Communications
Droid
Transformation
SmartPhone
Apple ..
BYOD Tablets
salegf)rce MicroStrategy
Cloud
PERSONAL /«

2,

C?.l @0
M Google
o & B9

amazon
webservices™ 1

©

&
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Managed Services...
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CompTIA

Lexmark

IBM Dual Monitors

SN
Toner  Staff Augmentation
BrandX  Archive
Rental OEM Technicians CIsco

Billing/Invoicing Hot Site
Engineers sales

hird Party
Storage HP g Xerox Share Point
Response Time Data Center
Fax Servers Direct Software el
) Training Leasing i i
MicroSoft L Great America Trip Fees
Distribution Switches TIL
Verticals Time/Materials

End Use I's Supplies 1 Call Close Synnex PI"OfIt

Heat management Next Day On Site

MSP’s Current and Planned

Managed Service Offerings

_ Currently offer | Plan to offer in next year
Type of service | Small MSPs | Large MSPs | Small MSPs | Large MSPs
78% 21% 12%

Network management 52%

Security management 58% 73% 22% 10%
Server management 59% 83% 23% 9%
Software/patching 52% 71% 27% 20%
Storage management 58% 67% 31% 22%
Desktop management 61% 61% 13% 24%
Email 55% 67% 26% 18%
Help desk 60% 71% 19% 16%
Database management 66% 88% 22% 6%
Custom app dev 52% 73% 29% 16%
Application management 63% 82% 25% 10%
Business continuity/DR 52% 59% 25% 33%
Managed print 2% 49% 28% 35%

Mobile device management

Source: CompTIA’s Trends in Managed Services Operations
Base: 198 U.S. Managed Service Providers
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Steps MSP’s are Taking for
Managed Services Transition

Retrain existing sales reps
Retrain technical staff

Restructure sales compensation models

Invest in building a NOC/data center in-
house

Hire new sales reps with experience
selling managed services

Obtain credit/access to capital to provide
cash flow

Contract with a third-party NOC/data
center

Investing in software applications (e.g.
RMM tools)

8
*

Source: CompTIA's Trends in Managed Services Operations stucy
Base: 198 U.S. Managed Service Providers

The Dealer and VAR/IT...
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Managed Services Engagement

Value Proposition/

Strategy >ame

Assessment Free
Design and Propose Same

Negotiate Agreement/

Leasing, Standar:
R easing, Standard

Implementation/

Call avoidance
Change Management Ol

Service and

. Phone, In person
Operational Support P

Continuous Quarterly Business
Improvement Reviews

Same

Billable
Same

Procurement, Custom
SOW

Time and Materials

Remote, Billable

Technology Roadmaps

Sales Differences Between
Dealer and VAR/IT Services

Hunter/Net New Farmer/Nurture

Profit (5% - 50%) Profit (3%-8%)

Purchasing Contacts IT Contacts

10-15 - Face to face meetings Inside — Phone, E¥Commerce

Sales Representatives Business Development Managers

Professional Services Experts/Certifications — Ex. CDIA

OEM Big Deal pricing Back-end rebates

2/5/13
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Service Differences Between
Dealer and VAR/IT

Technicians/Cost Engineers/Revenue

Dispatch Help Desk

Annual Service Agreement Warranty Management
Guaranteed Response - Standard Service Level Agreement-Custom

Call avoidance Time and Materials
Delivery, Installation & Training Drop Ship, End User Installation
Onsite Technicians Tiered Remote, T & M Onsite

8x5 24 x7

Finance/Ops Differences Between
Dealer and VAR/IT Services

Leasing Capital, Budget cycle
Minimum Monthly Volume # Seats/Licenses
Inventory Turns Customer Owned Inventory

Lease Expirations Technology Refresh
Days Sales Outstanding (DSO"s)  Purchase Orders (Cashflow)
Click Charge Cartridge

Meter Monitoring Remote Monitoring Management

20
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Managed Mobility Opportunities

Asset Management Identify and track
Expense Management Managing billing/expenses

Device Lifecycle Procurement, Operations, retirement,
replacement

Operations Management Monitoring performances/outages
Security Management Protecting assets and data

Application Management Provisioning, configuration, updates,
backup, removal, policies

Application Development Custom development

Policy Management Best practices and default settings

Self/Service Help Desk Support services

In Summary...
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‘ IP Telephony/
Unified
) . Backup & ‘ Communications
‘ Email,

Remote Collaboration Security ‘

. . Management
File/Print 94‘—‘— ‘
Managed Remote ‘ On-premise Local backup with

‘ Managed

Monitoring & Exchange and remote backup

servesre?\f;(e:;ed as Management SharePoint option, Managed IP-PBX
of devices services Security & VPN
US$150 to US US$50 to US US$20 to US
$250 per $100 per ‘ o | Uo%8 to 29 | $30 per montty
month/site month/site P P user

Note: Typical prices

Actionable Steps To Parlaying

* Build — Expand distribution, education, hiring
* Buy — Do your due diligence

e Partner - Reach out and establish a solid
relationship with a VAR — Co-Develop

* Current Base — Assess demand, work with
existing MPS clients

* Improve your internal IT services pedigree
* Re-evaluate your current talent pool
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Transactional
Commodity price
Product focus

Specified
Deliverables

Value Added

Some
customization

Flexibility/Service
Special Knowledge

Specialized
Individualized

Process & data
integration

Solutions oriented

Shared rewards

Relationship Spectrum
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Unique

Shared risks &
investments

Deeply integrated

Mutually
dependent

Source: Dr. John C. Henderson of Boston University and MIT’s Sloan School of Management

=

People
=
Technology People
& People & Process
YOU
MPS & Mobility
Client
¥y
by -\ P
! o)
Technology X R
Technology ;
& Process o S
s

Parlaying MPS and Mobility

Process
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Parlaying MPS with Mobility...

Accelerate Revenue in a Changed Economy
Sustain Operations by going where demand is
growing

Transform the What, Not the Why

Build New Recurring Monthly Revenue

Your Current Ways of Servicing Clients are
Valuable

Thank You

Questions?

Walters & Shutwell Inc.
Charlotte, NC
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