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1. French Market Trends 



SUMMARY OF FRENCH MARKET TREND 

ω Color (21~30ppm): Unit +10%, Value -2% with color market ҧ 10% in units, Ҩ -2% in value  

ω Mono (21~30ppm): Unit -59%, Value -60% with mono market Ҩ -3% units, Ҩ -14% in value 

1.Market Trend 
   2014~2018 

Increase of the market in 2015H1 compared to 2014H1: 
- Color: segment 3 is increasing 
- Mono: segment 2 is increasing 

2.Market Size 

ω Top 4 Verticals: Government, Healthcare, Banking, Discrete Manufacturing 47% M/S  
ω bŜŜŘǎΥ ŜƴǘǊȅ mfp, basic needs of printing, copying and scanning, AMPV from 3500 to 5000 pages 
ω 9ȄǇŜŎǘŀǘƛƻƴǎΥ ŀǘǘǊŀŎǘƛǾŜ ǇǊƛŎŜΣ ŎƻǊǊŜŎǘ ǉǳŀƭƛǘȅ ƻŦ ǇǊƛƴǘƛƴƎ ŀƴŘ ǎŎŀƴƴƛƴƎ 

3.Target 
Customers 

ω Top 3 leading the A3 Color Seg3:   ω Top 3 leading the A3 Mono Seg2: 

4.Competition 

ω MX3 Target Sales Channel:  
- Major OA Dealers: provide end users and answer to tenders, prospection against price cutting competitors 

(Sharp, Kyocera) 
- Secondary Corporate Resellers: answer to big tenders, MX3 will allow to open new businesses (complete fleet of 

Samsung multifunction MX3, MX4 and MX7) 

5.Target  
Channel 

- Ricoh 22% M/S (units) 
- Konica Minolta 19% M/S (units) 
- Canon 14% M/S (units) 

  

- Ricoh 32% M/S (units) 
- Toshiba 17% M/S (units) 
- Canon 16% M/S (units)  



GLOBAL A3 MARKET 

ÁDecrease of the total market from 2013 to 2014 
ÁThe global A3 market should increase in 2015 due a better dynamic in 2015H1 compared to 2014H1 
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COLOR/MONO EVOLUTION ƛ 2015 H1 
ÁColor:  

ÅDecrease in 2015 Q2 (-8.6% in volume and -6.1% in value) 
ÅIncrease in 2015 H1 (5.2% in volume and 11.9% in value) 

ÁMono:  
ÅIncrease in 2015 Q2 (+3.3% in volume and 12.7% in value) 
ÅIncrease in 2015 H1 (+8.3% in volume and 29.3% in value) 

IDC ς 2015Q2 

 56    61    67    68     71  

 403    
 421    

 432    
 417    

 466    

 370

 380

 390

 400

 410

 420

 430

 440

 450

 460

 470

 480

 -

 10 000

 20 000

 30 000

 40 000

 50 000

 60 000

 70 000

 80 000

2011 H1 2012 H1 2013 H1 2014 H1 2015 H1

Evolution of A3 Color Market  
Volume (K units) & Value (M$)  

Volume Value

 41    41   35   31    36  

 221    
 202    

 164    
 134    

 174    

 -

 50

 100

 150

 200

 250

 -

 5 000

 10 000

 15 000

 20 000

 25 000

 30 000

 35 000

 40 000

 45 000

2011 H1 2012 H1 2013 H1 2014 H1 2015 H1

Evolution of A3 Mono Market  
Volume (K units) & Value (M$)  

Volume Value



SEGMENTS EVOLUTION ƛ 2015 H1 
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MX3 SEGMENTS: MARKET EVOLUTION 
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ω /ƻƭƻǊ ŀƴŘ aƻƴƻ ƛƴŎǊŜŀǎŜ ƛƴ нлмрIм ŎƻƳǇŀǊŜŘ ǘƻ нлмпIм 
 
            Color: +4% in volume and +13% in value         Mono: +37% in volume and +35% in value 
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FRENCH COMPANIES AND A3 MONO 

ÁIn 2015 H1, Seg 2 Mono represents 17% of total A3 products bought by French companies 
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FRENCH COMPANIES AND A3 COLOR 

IDC ς 2015Q2 
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ÁIn 2015 H1, Seg 3 Color represents 35% of total A3 products bought by French companies 
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FRENCH COMPANIES AND A3 EQUIPMENT 

IDC ς 2015Q2 
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TARGET CUSTOMERS BY VERTICAL 
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ÁTop 3 verticals are Government, Healthcare and Banking 



COMPETITION ƛ MARKET OVERVIEW 

ÁRicoh #1 thank to SAE  
ÁKM is expanding aggressive prices in geographic to compensate 14K lost against Ricoh 
ÁNew HR plan in Canon  
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COMPETITION ƛ SEGMENT 3 COLOR OVERVIEW 

IDC ς 2015Q2 
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ÁRicoh, Konica Minolta, Toshiba, Xerox and Kyocera are increasing while Canon and Sharp are decreasing 
ÁKonica Minolta focus on value (standard reseller price in 2014H1 = 3,095ϵ VS standard reseller price in 2015H1 = 4,397ϵ) 



COMPETITION ƛ SEGMENT 2 MONO OVERVIEW 
ÁRicoh, Toshiba, Canon Kyocera and Xerox increase in volume while Konica Minolta and Sharp decrease 
ÁSharp focus on value (-11% in volume but +11% in value) 
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BEST SELLING PRODUCTS -  SEG 2 MONO 

IDC ς 2015Q2 

ÁPeriod: 2015H1 
ÁIn the top 10: 6 models are 25ppm and 30ppm 
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BEST SELLING PRODUCTS -  SEG 3 COLOR 
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2. Launch Objective 
2-1. Who 

2-2. What 

2-3. How 



2-1. Who 



TARGET CHANNEL 

Á!о /ƻǇƛŜǊ ±ŜƴŘƻǊΩǎ /ƘŀƴƴŜƭ aƻŘŜƭ 

ü   
 

ü French, A3 Market Distribution based on IDC 2015Q2 

OA Dealers                         
 

Regional Offices 
Sales Offices 

Direct (24%) Indirect (76%) 

ÁMX3 Target Sales Channel: Major OA Dealers / Secondary Corporate Resellers 
 
V OA Dealers with service capability are the prime sales channel, they provide end users with integrated 

product offering (Product Ą SVC Ą Toners). 
 

V Corporate Resellers are important for sales volumes in tenders Ą MX3 is an opening gate on the A3 
Smart Printers. Price sensitive. 

 



TARGET CHANNEL 

OA DEALERS CORPORATE RESELLERS 

ω {ŀƳǎǳƴƎ h! 5ŜŀƭŜǊǎ ό{!a 
Services) with existing A3/A4 
copier line-up. 

ω bŜǿ h! 5ŜŀƭŜǊǎ ǿƘƻ ǿŀƴǘ 
to extend their A3 products 
portfolio. 

ω {a. όм ǘƻ рлл ŜƳǇƭƻȅŜŜǎύ ǊŜǇǊŜǎŜƴǘ 
37,521 units and 24,544M$ on Seg 3 
Color and Seg 2 Mono in 2015H1 (IDC 

2015Q2). 

ω ! ƭƻǘ ƻŦ ǘŜƴŘŜǊǎ ƛƴŎƭǳŘŜ ŀ ǿƛŘŜ 
range of A3 products, from entry to 
high volume range. 

ω [ŀǊƎŜ ŀŎŎƻǳƴǘǎ όрлл ǘƻ млллҌ 
employees) represent 6,401 units 
and 16,011M$ on Seg 3 Color and 
Seg 2 Mono in 2015H1 (IDC 2015Q2). 



TARGET CUSTOMER 

END USERS 

ω ±ŜǊǘƛŎŀƭ ƳŀǊƪŜǘǎΥ  
- Government (volume: from 11,8K units in 2015 to 15,9K units in 2019) 

- Healthcare (volume: from 5,5K units in 2015 to 7,9K units in 2019) 

- Banking (volume: from 7,3K units in 2015 to 7,9K units in 2019) 
 

ω ±ŜǊǘƛŎŀƭ ƳŀǊƪŜǘǎΥ  
- Mono: public sector (government) 

- Color: private sector (healthcare, banking) 

ω 5ŜǇŀǊǘƳŜƴǘǎ ƻŦ ōƛƎ ŎƻƳǇŀƴƛŜǎ ƻǊ {a. ŎƻƳǇŀƴƛŜǎΥ ƭŜƎŀƭΣ ŀŎŎƻǳƴǘƛƴƎΧ 
ω Local agencies 

ÁCustomer Target: end user who has simple needs of printing and scanning, looking for a good quality and basic 
use of mfp, convenient for the workspace and compatible with solutions. 



MX3 KEY MESSAGE 

Proven Quality, Economic &  
Versatile Options 

 

1.Inherit MX4 quality 

2. Sharing Option & Service Parts with MX4 

3. Inner Finisher and Wireless/NFC option 

Brand Essence 

Brand Personalities 

PRT Category Positioning 

Key benefit 

Powerful and Economic with proven quality 

X3280 / K3300 Series 



MX3 KEY MESSAGE: PERFORMANCE AND QUALITY 

MX4 MX3 

Inherit the Performance and Quality of MX4 

Family Look Design 

Sharing Options 
  - Inner Finisher, Punch Kit, Fax  

    Dual Cassette Feeder, Stand 

    Wireless/NFC 

            Keep Quality 
  - Improved Mono toner scattering 

  - Increased Color WTB Capacity 

     (33.7K pages) 

  - Long life Fuser (250K) 

  - Image Quality 

Sharing Service Parts 
  - Developer Unit(Mono), Tray 

    Roller, etc.  



2-2. What 



WHAT: PRODUCT CONCEPT 

Powerful and Economic with proven quality 

2015 INNOVATION 

1.  Do Your Work  
      Smarter & Faster 
   Print anywhere. 

. Mobile Printing with Wireless Options 
   Ą 802.11 b/g/n + NFC 
 
. Print without printer drivers 
  Ą Google Cloud Print, AirPrint, Mopria,  
       Samsung Cloud Print 

2. Stay worry-free!  
    From printer failure,  
    security and more. 

. SPDS App  
   Ą Easy, prompt issues handling by  users 
        or service man on site 
 
. More Secure Ą HDD Overwrite, Encrypted Data 

3. Save Operational   
    Cost!  
    Save your money 

. Sharing Options & Service Parts with MX4 

X3280/K3300 Series 

MX3 Series  
(A3 Color & Mono)  



WHAT: DO YOUR WORK SMARTER & FASTER 

Use Mobile Features with Wireless/NFC Option 
 - Mobile Print/Scan 
 - User Authentication 
 - Easy to Set up & Manage with Pro Solution 

Print without Printer Drivers with various mobile 
standard 

Google Cloud Print 
Print via the internet regardless OS or device 
type 

* SL-NWE001X is required 

AirPrint 
Print from Mac, iPhone, iPad, or iPod touch 
without additional software.  

Mopria Print Service 
Print from any Android phone or table 
(Android version 4.4 or later) after 
connecting Mopria-certified printer without 
additional set-up 

Samsung Cloud Print 
SCP allows you print from mobile device or 
PC and share your printer  

Print from Anywhere, Share with others 

https://www.samsungcloudprint.com/main.html


WHAT: STAY WORRY-FREE ABOUT FAILURE 

On-Site Service Tool for Printer Failure Diagnosis  
Installed on Smart Phone  

SPDS 
Server 

Guide Search 
Technical Info. Search 

Diagnosis/Configure 
Error Collection 

Service 
Engineer 
(Dealer, SVC Partner) 

Measurement Guide(Movie Clip)/Diagnosis/Pattern Printing/Information 

GALAXY Apps 

Play Store 

ΨмпΦ Wǳƭȅ (9 languages)  

Samsung SPDS  
(Smart Printer Diagnostic System) 

Device  
(A3/A4) 



WHAT: SAVE OPERATION COST 

Share and Save your Cost 
 - All options and some service parts are sharing with MX4 or Polaris 
 - Save inventory and management cost 

 

Items Model Code MX3 Polaris MX4 

Stand SL-DSK502T   

Dual Cassette Feeder SL-PFP502D   

Job Separator SL-JSP500S   

Inner Finisher SL-FIN501L   

Punch SL-HPU501T/F/S   

FAX CLX-FAX160    

HDD (only for Mono) SCX-HDK471   

Wireless/NFC SL-NWE001X   

Items MX3 Polaris MX4 

Color Developer (C/M/Y/K)** ǒ ǒ ǒ 

Mono Developer (K) ǒ ǒ ǒ 

Pick-up, Forward,  Retard Roller ǒ ǒ 

RADF Pick-up Roller ǒ ǒ 

ITB Unit ǒ ǒ 

ITB Roller ǒ ǒ ǒ 

Color FUSER (110V/220V) ǒ 

Mono FUSER (110V/220V) ǒ 



2-3. How 
 

a) Product  positioning 



HOW: PRODUCT POSITIONING 

ÁDifferentiation in terms of features and performance regarding MX4 and MX7 

MX4 

Feature Price 

Speed Range 

MX3 

Å Basic Feature  

- Price Sensitive Customers 

- Basic Solution (BCPS, XOA-Web) 

ƴ Durability :  MX4 > MX3 

Å Full Feature & Expandability 

   -  Smart UX : UI / App / SDK 

   -  ISV Solutions 

 -  VAP : High Volume/Booklet 
Finisher 

MX7 

ƴ Feature :  MX7 > MX4 > MX3 

- AMPV (Mono) 

- Max Monthly Duty Cycle (Mono)  
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HOW: MX SERIES FULL LINE-UP 

The New Way of Printing. 
Innovated for Smarter Business. 

Ą Smart UX Center (For Individuals) 
    - Usability & Extensibility 
 
Ą Ultra-fast Dual Scanning (For End-
users) 

Ą 1.5GHz Quad-core  (Industry 1st) (For End-user) 
    - Faster processing 
 

Ą Smart UX Center (Industry 1st) (For End-user) 
    - Usability, Editing & Extensibility 
 

Ą Reliability (for Dealers/ITDM) 
    - Long-lasting supplies 

2014 Flagship 

Ą Cover simple needs of printing and 
scanning 

Ą XOA-Web for solutions with another 
XOA Printer (for example 2680FX) 

 Samsung Printing: 

 Smart Office Solution 

SMART 

The Office Transformer.  
Innovated for ALL. 

SMART 

2015 Flagship 

  MX7 series   

  MX4 series   

SMART 
An entry MFP that offers an alternative 
on a range of smart printers 

  MX3 series   

ÁDifferentiation in terms of range: Entry (MX3), Middle (MX4), High (MX7) 


