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Overview
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• We will continue our market leadership in Document 
Technology and Outsourcing

• The print industry retains attractive profitability and cash 
generation
˗ focused on continued profitability and cash flow 

through ongoing productivity and benchmark 
operating efficiency

• We expect market contraction to be predictable and 
manageable



Performance Metrics
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Xerox trends in-line 
with market. 

Maintaining overall 
share leadership in 

Document Outsourcing 
and Technology 

Document Technology 
segment margin 

remains at high end of 
target range

Revenue Growth 
(Constant Currency)

Segment Margin

Note: DO = Document Outsourcing
Constant Currency (CC): See non-GAAP measures
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Printing Market: Focus on Attractive Segments

non-MPS

Production/GC

Total Xerox print markets in slow contraction, down low single 
digits; current economic environment amplifies contraction 

CAGR (‘12-‘16) 8% 6% 13% 9%

Office 
(non-DO) Total DO

B/W Color
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2012 Market 
Size $55B $35B $2B $4B

Market data based on internal analysis



An Advantaged Strategy

Market leader with new 
technology such as 
ConnectKey and our Next 
Generation MPS offering

Drive innovation with new 
Workflow Automation 
software solutions that 
generate higher value and 
margins

Leverage BPO and ITO 
synergies and increase 
industry vertical capabilities

Continue to Lead in 
Managed Print Services

Industry leading offerings 
such as Xerox Partner 
Print Services

Continue to invest in indirect 
channels

Provide greater value for 
partners

Align coverage and offerings  
to developing markets

Capture the SMB 
Opportunity

Lead Graphic 
Communications 
Transformation

Market leader with world 
class capabilities in 
productivity, digital 
workflow and automation

Deliver new growth via inkjet 
and next generation 
technologies

Realize digital transition with 
expanded workflow and 
services for GC customers
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Focus on Profitability and Cash Flow



Xerox Next Generation MPS

What We Do Client Value Xerox Capabilities

Automate 
and 
Simplify Productivity Insight

 Workflow Automation
 Content Management
 Document Analytics
 Digital Alternatives

SustainabilitySavings

Assess 
and
Optimize

 Assessment Services and Tools
 Xerox ConnectKeyTM

 Transition Management
 Business Intelligence

Secure
and
Integrate Security Mobility

 Security and Compliance
 Mobile and Cloud Solutions
 Print Server Mgmt. Services
 Help Desk Integration

Synergies

BPO

ITO
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Workflow Automation: 
Comprehensive Offering Suite

Industry 
Solutions

Cross- Industry 
Solutions

Automate

Workflow & Content
Management 

CollaborateCapture

Intelligent 
Capture

Using software, services and analytics to enable MPS customers to digitize & automate 
their key document centric processes

Customer value proposition

• Increased business velocity 

• Reduced back office overhead/cost 

• Improved security & compliance  

• Improved customer experience 

• Reduce environmental footprint

Market Opportunity

Provides access to a $7B, 10% CAGR 
market to expand our customer 
relationship and counteract page 
declines
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Gartner Magic Quadrant for MPS, Worldwide
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Client need: to transform and 
optimize time consuming, 
manual account opening 
process

Workflow Automation – Customer Success Story

Success Story:
• Cycle time reduced from three 

days to two hours
• Error rate decrease from double 

digits to one percent
• Client’s operating costs 

reduced in excess of $500K/ yr. 

9

Customer: 
Leader in the Wealth 
Management Industry



Digitizing Graphic Communications

Lead In Core 
Market

Winning 
Cut-Sheet

Capture New 
Growth

Inkjet-driven 
Applications

Enable 
Digital 
Transition
Workflow & 
Services

Superior Customer Intimacy and Value Creation

Effective Operations to Serve Our Customers

We are and will continue to be the preeminent leader in the 
graphic communications industry. 
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• Of 50 trillion worldwide Production Print pages, only 2% are digital

• Investment in Inkjet provides access, over time, to 10 trillion or more 
of additional eligible pages (eg collaterals, direct mail, signage)
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Transactional TransPromo Direct mail Books Newspapers Magazines

CiPress 500

Our Inkjet Portfolio
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CiPress 325

Field 
upgradeable

eVolution 
75/125 
TED

Compact

Reference
75/125 SED

eVolution 
150/250 TED

Field 
upgradeable

Reference
75/125 TED

Field 
upgradeable

eXtreme —Future



Capturing SMB Opportunities

• Leading MPS SMB offering continues 
strong double digit growth

• Remote management and 
provisioning

• ConnectKey platform launch
• Back office support and tools

• Growth within Global Imaging 
Systems

• 12% increase in multi-brand   
partners

• Developing Markets focus

Managed Print 
Services
Leadership

Channel 
Expansion

Value 
Proposition
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Represents 70% of 
total printing-related 
revenue 

SMB Market Xerox Response

Margin expansion 
through differentiated 
offerings and support

Capability to offer MPS 
with minimum 
investment and good 
reliability



• Customer Aligned Organization Models

• Focus on Simplification and Cost Reduction

• Leveraging Shared Services

Profitability and Cash Flow

Streamlining our infrastructure to align with market trends 
by proactively managing our cost base
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