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W elcome to the Winter, 2005 edition of Mattern Matters. My
name is Rob Mattern and I am the President of Mattern &
Associates, LLC.

When is enough, enough?
A good many of the clients we deal with are unhappy in their current sit-

uation. Whether it is outsourcing, copier or mail equipment, delivery
services or office supplies, the vast majority of them are not satisfied with
their current vendor. When we ask them why they don’t cancel their current
contracts and move their business to another vendor, we usually get one of
the following responses:

◆ No one else is any better

◆ I can’t get out of my contract

◆ I don’t have the time to make a change

◆ I don’t want to upset XXXXX (you can plug in the name)

Let’s examine each these comments:

◆ No one else is any better - Every vendor has issues, but some have fewer
issues then others. Talk to your associates and ask how their vendors are
doing. Get proposals and check references. To put it bluntly, some
vendors are just better then others.

◆ I can’t get out of my contract - Every contract your organization signs
should allow you to cancel for convenience or at the least,cancel for non-
performance.

◆ I don’t have the time to make a change - If you are judged by the friends
you keep, your career is judged by the vendors that support you. Don’t let
a sub par vendor prevent you from doing your job well.

◆ I don’t want to upset XXXXX - Some changes do make people upset, but
you can’t make an omelet without cracking some eggs. If the reason for
the change is well documented, the end users are kept informed, and the
transition is well planned, then the change will be a temporary inconve-
nience for a permanent improvement.

In closing, canceling a contract should be your last resort. Please be sure
your contracts include performance standards and penalties/incentives, also
notification and cure periods, etc. M
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Support Services Consulting

T he question is often asked, “Can I
send a fax document over the inter-
net?” and the answer is “Yes”.

Phone, fax and video calls (IP telephone
or fax) can now be placed over the Internet,
or any IP network, using software and or
hardware that is available on the market
today. In most cases, users will only have to
make a one-time purchase of the hard-
ware/software to begin sending fax docu-
ments over the Internet for the cost of an
Internet connection.

Ba s i c a lly, an In tern et fax app l i c a ti on
com presses and digi ti zes the fax tra n s m i s-
s i on and sends it as indivi du a l , s ep a ra te
p ackets using a pro tocol that the receivi n g
end (fax mach i n e , h a n d - h eld devi ce , f a x
s of t w a re , email acco u n t , etc.) can decom-
press and reformat as a doc u m en t .
Facsimiles can be sent over the In tern et from
PC to PC, PC to fax mach i n e , fax machine to
fax mach i n e , or fax machine to PC.

All you need to get started is a connec-
tion to the internet and the software and
hardware that enables you to send and
receive internet faxes. Most of the Internet
fax applications will only allow you to com-
mu n i c a te with other users of the same
a pp l i c a ti on , so both the ori gi n a tor and
recipient must be using the same Internet
fax application.

In d ivi duals or small businesses that want
to uti l i ze this tech n o l ogy must first down-

l oad an In tern et fax sof t w a re program or
obtain an In tern et fax devi ce or mach i n e . It
wi ll then need to be install ed in or con n ect-
ed to the devi ce (com p uter or fax mach i n e )
that you would like to use, and con f i g u red to
opera te properly. You are now re ady to go !

Medium to large-sized businesses can
utilize the same steps mentioned above,
however, those applications do not always
utilize and provide the best possible com-
mu n i c a ti ons qu a l i ty and typ i c a lly on ly
a ll ow one user per app l i c a ti on to sen d
and/or receive calls. There are other solu-
tions, typically servers,that are better suited
for larger organizations,as they allow many
more users to simultaneously access the
system, and many more fax documents to
be proce s s ed per hour. These more
adva n ced soluti ons are more ex pen s ive ,
but your investment can usually be quickly
retu rn ed thro u gh the less ex pen s ive
method of transmission.

Just another thing to consider in the
world of new technology!!!                    M

Is Internet Facsimile for You?



W elcome to Mattern Milestones! We use Milestones as a way to make
announcements of significant happenings within our company. Please feel
free to provide us with any comments you might have.

Upcoming Events
Legal Tech, New York City - We will have a booth at the upcoming Legal Tech in NY,
January 31 - February 2.  Other than presenting our normal services, we will be plac-
ing a special emphasis on the procurement of cost recovery and multi-functional device
technology.  Please visit our booth, number 602.

Cost Recovery Seminar, Philadelphia - We will be hosting a breakfast seminar the
morning of February 17th at the Union League in Philadelphia.  The seminar will focus on
the very challenging cost recovery environment in law firms today and review the latest
technology available.  Attending will also be the major vendors in the cost recovery indus-
try that will be available after the presentation to answer questions and provide product
information.  We hope to see many of you from Philadelphia’s law firm community.  Please
look for more information on this upcoming event.

New Contract Signings
Cooper Levenson PA, Atlantic City, NJ - Records Management Assessment
Lewis and Roca LLP, Phoenix, AZ - Outsourcing RFP
Morgan Lewis & Bockius LLP, Philadelphia, PA - Outsourcing RFP
Morgan Lewis & Bockius LLP, Philadelphia, PA - Off-site Records Storage 

Assessment/RFP
Paul Hastings Janofsky & Walker LLP, Los Angeles, CA - Pouch Mail RFP
Montgomery County Community College - Multi-Functional Device RFP
Squire Sanders & Dempsey LLP, Cleveland, OH - Outsourcing “Closed” RFP
Thompson Coburn LLP, St. Louis, MO - Cost Recovery & Outsourcing Analysis  
Zuckerman Spaeder LLP, Washington, DC - Outsourcing RFP

Mattern Chili Cook Off
The Mattern Chili cook-off was held during the months of November and December. Each
week a different participant made a batch of chili with their secret recipe. After much tast-
ing, burping and debating, Bill Tarrant with his no bean, Shotgun Willie recipe was
declared the winner. Bill’s prize was a roll of Tums and a bottle of Alka - S e l t z e r. Good job Bill.

F ive years ago, the procurement of
duplicating machines in a law firm
was basically straightforward - Get a

machine that can make copies at a specified
speed, will fit into a specified space and
connect it to the firm’s cost recovery system.
Typ i c a lly, the fac i l i ties dep a rtm ent was
responsible and the expense came from that
budget pool.

Times have changed.
Today, the procurement of duplicating

machines involves much more. Copiers are
now multi-functional devices (MFD) capa-
ble of not only producing copies, but also
printing documents, scanning documents
and, on some models, faxing documents.
Although not new in the market, the legal
community is beginning to see the advan-
tages of this type of technology and utiliz-
ing more of it.

As firms begin to incorpora te these
devices and their capabilities, a number of
issues must be addressed. These include:

◆ Ownership
◆ Workflow Requirements
◆ Network Integration
◆ Cost Recovery

This article will address each of these
issues, how they are related to the procure-
ment and maintenance of MFD’s and also
provide some insight into how firms are
handling each.
Ownership

IS (or IT) are an integral part of the suc-
cessful implementation of an MFD solu-
tion. Without the support, cooperation and
“buy-in” from the IS department, an MFD
may end up as a copy-only device.

One of the first items a firm must decide
is where the expense for these MFD’s will be
assigned. Is it facilities, as usual?  Or, are
there costs that should be associated with
IS?  Many firms are currently leaving the
ex pense with the fac i l i ties dep a rtm en t .
However, as budgets tighten, more facilities
managers are pushing for some sharing of
the costs.

When determining a fleet of copiers,
facilities managers would typically look at
current volumes and space requirements
and select equipment that would fit. With
the ability to print & scan, firms must take
into account the print volume that they
expect to migrate from their networked
laser printers to the MFD’s.

It used to be that the facilities depart-
ment and, more importantly, their budget,
were the owners of copiers throughout the
firm. If there were a jam, or any issue with
a copier, then an end-user would contact
the facilities department.

Now, facilities may be the key point of
contact, but to deal with the potential soft-
ware issues, IS has to play an active role. IS
and facilities must work together to make
sure that end users have working equip-
ment available to them.

More importantly, system and network
information must be provided to the equip-
ment vendor to connect the machines. The
lack of an IS person with this knowledge on
behalf of the firm can result in delayed or
even disastrous installations.

Firms are now designating IS people to
be part of the procurement team for MFD’s.
The initial benefit of this approach is get-
ting the IS department involved and realiz-
ing that copiers are no longer just copiers.

Workflow Requirements
A key part of the decision process is

determining what the firm wants the MFD’s
to accomplish. For some firms, migrating
print away from networked hi-speed print-
ers to MFD’s is enough. Others want to be
able to scan documents and have them
ro uted into a Doc u m ent Ma n a gem en t
System.

The technology is available to do a wide
variety of things with a document. The
question is, what does the firm need to do
with it?

The answer to this qu e s ti on wi ll deter-
mine what type of work f l ow sof t w a re the
f i rm requ i re s . All of the manu f actu rers of fer
an “o ut of the box ” s o luti on , wh i ch all ows   

the devi ce to be con n ected to the firm’s net-
work , a n d , typ i c a lly, ro ute scanned doc u-
m ents to an en d - u s er ’s de s k top, or to a
s h a red fo l der on a net work . It wi ll also
provi de print drivers so print can be divert-
ed from the net worked laser pri n ters .

For firms with more specific need s , t h e
fo ll owing are some of the top soluti on s :

e Copy - This soluti on is ti ed to a Ca n on
M F D. With the latest Ca n on MEAP
( “ Mu l ti f u n cti onal Embed ded App l i c a ti on
P l a tform” ) , this tech n o l ogy is em bed ded in
the equ i pm en t . Typ i c a lly, e Copy has been
an ad d - on unit with a screen that attaches to
your MFD.

e Copy all ows users to print as well as scan
doc u m en t s . A user can walk up to an MFD
with eCopy, ch oose to scan the doc u m en t
a n d :
◆ Send it as an e-mail to anyone in the

f i rm’s gl obal ad d ress boo k , or anyon e
with an e-mail ad d ress by manu a lly
en tering that inform a ti on 

◆ Send it to the user ’s de s k top for ed i ti n g
and manipulati on 

◆ Send it direct ly into the firm’s doc u m en t
m a n a gem ent sys tem  (No te - the aut h or
has seen a dem on s tra ti on of this integra-
ti on with iMa n a ge )
e Copy wi ll also track cost recovery infor-

m a ti on , i n cluding cl i en t , m a t ter and user
nu m bers . These can be ex ported into the
f i rm’s cost recovery sys tem or as a Mi c ro s of t
Excel work s h eet . e Copy can va l i d a te co s t
recovery inform a ti on against the inform a-
ti on provi ded by your doc u m ent manage-
m ent sys tem .

Gl ob a l S c a n - This soluti on is propri et a ry
to Ri coh and can on ly re s i de on Ri co h
M F D’s . G l obal Scan is em bed ded in all of
the Ri coh MFD devi ces and does not requ i re
a ny ad d i ti onal screens or hardw a re .

G l obalScan all ows users to print as well as
scan doc u m en t s . A user can walk up to an
MFP with Global Scan, ch oose to scan the
doc u m ent and:

◆ Send it as an e-mail to anyone in the
f i rm’s gl obal ad d ress boo k , or anyon e
with an e-mail ad d ress by manu a lly
en tering that inform a ti on 

◆ Send it to the user ’s de s k top for ed i ti n g
and manipulati on 

◆ Send it direct ly into the firm’s doc u m en t
m a n a gem ent sys tem  (No te - the aut h or
has seen a dem on s tra ti on of this integra-
ti on with iMa n a ge )
G l obalScan wi ll also captu re cost recov-

ery inform a ti on but wi ll not va l i d a te it.
A firm can con n ect up to one hu n d red

devi ces thro u gh a single GlobalScan server.

F l owport - This soluti ons is propri et a ry
to Xerox and can on ly re s i de on Xerox
M F D’s . This soluti on approaches the scan-
ning process from a different angl e . Us ers
c re a te a covers h eet with ro uting inform a-
ti on em bed ded , t h en take the doc u m ent to
an MFD for scanning.

Wh en the doc u m ent is scanned ,
F l owport re ads the covers h eet , wh i ch iden ti-
fies wh et h er the doc u m ent is:
◆ Sent as an e-mail to spec i f i ed rec i p i en t s
◆ Sent to the user ’s de s k top
◆ Sent to a web or other repo s i tory

O n ce a doc u m ent has arrived at its de s ti-
n a ti on , F l owport wi ll gen era te an e-mail
n o ti f i c a ti on to yo u .

Acc u Ro ute - This soluti on is based on the
F l owport model . It uti l i zes custom i z a bl e
covers h eets to ro ute doc u m ents to e-mail,
de s k top’s or doc u m ent managem ent sys tem .
The latest vers i on is adverti s ed as being abl e
to work with Xerox MFD’s as well as Ca n on
and Ri coh produ ct s .

This is just an overvi ew of the fe a tu res of
these work f l ow too l s . O n ce a firm dec i de s
ex act ly what needs to be accom p l i s h ed ,t h en
s el ecti on of a work f l ow tool can be made .

Next issue we wi ll look at Net work
In tegra ti on and Cost Recovery and how yo u
can best use this inform a ti on to make an
i n form ed sel ecti on of a work f l ow too l .

( Pa rt Two co n ti nued next issu e )
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Procuring Duplicating Equipment in the 21st Century Law Firm [PART ONE]


