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BusINEsS SoLuTIONs (HK) LtD

Art of Creating
Value & Leading
With Innovation!

|eaders in the world of imaging. gzlobally respected KONICA MINOLTA is setting new

standards. Managing Director YU NAKATA explains why investing in its total imaging

'-HIII[il.I'II.‘- Illil[ﬂ‘:‘ |H'I'JII‘['| IJIi'*iIE]IZ"-"'h. HIHJ .‘-Hl'iu"ll bl il ] bl

arket-driven image solutions
giant Konica Minolta is more
than a busingss solutions
provider. It is a thought leader
and that makes all the difference. This
passion to put more power in the hands of
the consumer comes across clearly when
vou talk to Yuji Nakata, the company’s
Managing Director in Hong Kong.,

To be a market leader today, you have
o be more than just cost-competitive,
Makata says drawing attention to the four
colourful toners on the table. Today, he
savs, the customer ¢xpects and demands
more than merely quality of imaging from
a global name like Konica Minolta.

“Going green 15 no longer an obligatory
buzz word but a dire necessity. It is no
longer "ok’ o just say you care for the
customer. You have to underscore that
statement with proven, acknowledged
substance,” he says pointing 1o the
colourful glass toners 10 percent of the
ingredients of which are made by plants.
Konica Minolta has very definite Green
itatves and objectives more laudable of
which is its target of reducing CO2
emissions by 800 by 20501

“Social responsibility is a very impor-
tant priority lor Konica Minolta. Our
efforts on the ‘eco’ romt have won us
‘Hong Kong's Green Label” and we've
drawn applause from all segments of our

mYUJI NAKATA: “With Konica Minolta you get total imaging solutions
“of, depend on and sleep well at night."




markets, for our Green thinking, and
that’s not all. Our product consume 20%
less electricity than our competitors.

Performance Matters

Eeeeping in step with the consumer s
easter said than done today, as people
grow more reliant on gadgeis like phones
and 1pads. Executive mobility 1s here to
stay and I'm proud to say Konica Minolta
saw this on the horizon and was prepared
much before the trend arrived. Today, you
can order prints from our maching, from
vour phone or ipad and that’s called
oiving customers the innovation and
creativity they expect from a market
leader, says Nakata.

Is there any end (o customer expecta-

tions at all? *No, and that’s good because
Increasing customer expectations fuels the
growth of the industry, fosters innovation
and puts more savings m the hands of the
customer,” says Nakata,

He cites the Asian Financial Tsunam as
an 1deal test of just how mmportant
cost-saving technology can be. “Compa-
nies can spend as much as 3% of their
revenue on printing and that is not a small
figure. During the cconomic ¢nsis where
all companies had to tighien their belis,
customers clearly saw the benefis of the
Konica Minelta brand. Our “total-
solutions” approach ensured users spent
only on what they consumed and that
made a huge difference to both,
competitive companics and those firms

struggling to survive, Customers appreci-
ated that Konica Minolta isn’t just a
hardware seller. We offer total integrated
solutions along with our *value-added”
consultancy services aimed at showing
customers how to get more for less.”

“Our core business 15 about offering
customers top quality at competitive
prices, reliable life-enhancing technology
and service you can depend on. Ofien
customers are astonished 1o sec our
service engineer, Digital Doctor, show up
when they haven't even noticed that
machine needs servicing. This ability o
offer the solution before the problem
arises 15 possible thanks to our remote
management sysiems where all machines
are remotely connected o our service
centre enabling us to monitor their
performance at all times and identify
1s5ues before they show up and cause the
customer inconvenience.”

Market Applause

“As a market leader, you have 1o
differentiate and specialize. You have to
be creatve and innovative, always linding
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your competitors cannot. Today, our
‘services” approach has made us success-
ful in the competitive commercial printing
market. Our varable data printing
solutions have won rich applause and our
cusiomers make huge savings in time and
mongy with our “print-on-demand’
service,” says Nakata adding that Konica
Minolta's OPS service 15 finding huge
acceptance with competitive multination-
als keen to drive expense down and cut
waste.”

This approach has resulted in double-
digit growth over the last decade proving
that the market is doing it right. “When
yvou offer value to our markets, you get
lovalty in return,” says Nakata. Come
visit our showroom, check out our home
page and discover how Konica Minolia is
improving business and life for so many
satisfied and impressed customers, Our
innovative approach to business 1s helping
companies all across the globe to get top
quality at competitive prices while caring
for our planet. Talk to us. Allow us to
unravel the possibilities.” concludes
Nakata, W

For additional information please visii
www. konicaminolta.hk
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