
grenke &
Markem-Imaje:

the working partnership worth its weight in gold

Markem began life in the USA in the early twentieth 
century when the company produced machinery to print 
markings on the inside of shoes. Over a hundred years 
later, and having merged with Imaje, Markem-Imaje is a 
global business leading the way in industrial printing solutions, equipment, software 
and consumables.

It’s all in the data
Imagine the impact of not labelling a product. No barcode for tracking and tracing it, 
no ‘best before date’, and no label of ‘authenticity’. This list goes on and most of us 
would agree that printing key information on products – to be read by humans and 
machines - has become a necessity.

Whilst printing technology has changed, finding an efficient way to acquire or upgrade
assets can be a hurdle for some businesses. In France Leasing had already proved
to be a popular form of finance for a number of years. Around 10 years ago the team
decided to follow suit and began promoting Leasing as an alternative finance solution.

And over time, attitudes changed as customers’ understanding of the advantages
grew. The sales team found that customers who had already leased Equipment saw
the benefits and were likely to continue using this way of financing new Assets when
their Equipment came up for renewal.

Laying the foundations of a

Fa
ct

 F
ile

Name: Markem-Imaje Ltd. 
Industry sector: Industrial printing 
solutions, equipment, software, 
UK location: Manchester 
Year established: Early 20th century 
(originated in the USA) 
Specialties: Customised printing 
technology for various industries, with 
roots in printing machinery for shoes.
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Markem-Imaje close working relationship

Markem-Imaje’s North West 
Europe Director, Martin Bailey, 
and Sales & Marketing
Administrator, Jane Bennett, 
started to work closely with 
Grenke’s Manchester branch
leader, Paul Bond, to provide 
the option to lease products 
to their customers.

Jane describes the early days, 
“We had lots of meetings and 
conversations with Paul to set 
out how Markem-Imaje’s 
business works so we could 
create a smooth process for 
both sides.



Our team was concerned that introducing Equipment Finance rather than a capital 
purchase would slow the sales process down. But because Grenke had such a 
good understanding of our customer agreements and what they covered, it meant 
that some of these potential hurdles were addressed before they ever became 
issues.”

The interaction during the early days meant that Jane and Martin built a strong 
working relationship and established open lines of communication with Paul and 
his team, which Martin describes as “gold dust”.

The vital role played by technology
Grenke’s technology simplified the process and in doing so also played a 
significant role in strengthening the working relationship with Markem-Imaje.
If a customer wants to order a new piece of Equipment, more often than not it 
can all be done in one day – from the initial discussion about the product and 
agreement on the cost, to generating and sending out the paperwork, obtaining 
signatures and approval and then ordering the kit. It’s become a very slick and 
efficient process for everyone involved.

Leasing Equipment makes businesses more agile
Martin explains that by choosing to lease Equipment, their customers are now 
more agile in their buying decisions. “No one likes surprises and one of the 
beauties of Leasing is that the costs are entirely predictable. Imagine having an 
eight year old inkjet printer while the rest of the market has moved on to the latest 
model or new printing technology. In the past, you would have to weigh up whether 
to replace it and therefore find the capital to do that. Or, you would have to fork out 
the necessary maintenance costs and continue to use an old piece of kit. But with 
Leasing, you know exactly what you are paying over what time period. This allows 
you to manage your cash flow. And if, for example, you know that you may need
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to replace something sooner than 
planned – for say technological, 
design or policy changes – you 
have the flexibility to upgrade 
when you need to which could 
be before the end of the initial 
lease period. It’ll save you buying 
something that quickly becomes 
obsolete and leaving you with 
a book write-off.”

Equipment Finance - it’s the modern
mindset
Now, the Markem-Imaje team can 
easily provide an Equipment finance 
quote and a traditional capital 
purchase quote. That way the 
customer has both options to 
consider.

But, as Paul adds, “Our consumer 
mindset is changing and companies 
now see and appreciate the value 
of paying for things as they use them, not when they first acquire them. You wouldn’t take 
on a new employee and pay them their salary for 5 years on their first day! Assets, just 
like people, are there to do a job. The big difference is that we’ve become a subscrip-
tion-based society and that’s an important change.”

Should any customers have questions about how Leasing as a form of Equipment
Finance works, Paul is always on-hand. Grenke’s branch system means that the team
are geographically close to clients, which Martin feels is a huge differentiator, as it’s
created a partnership relationship. And, rather than relaying any queries and answers
between Grenke and Markem-Imaje’s end customers, Paul steps in as a ‘one-stop
shop’ to address them.

The successful working relationship that has developed between Markem-Imaje and
Grenke is based on strong, clearly defined and efficient systems and processes,
open lines of communication and the overall ease of doing business together. It is a
reflection of the twenty-first century approach to buying assets - matching them with a
business’ needs, and at the same time managing cash flow … with no surprises.
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challenge
// Financial barriers to upgrading equipment: Many businesses 
   struggled to afford or upgrade essential labeling equipment. 
// Leasing concerns: Markem-Imaje’s team feared leasing would 
   complicate and slow down the sales process.
// Lack of equipment flexibility: Businesses were stuck with outdated 
   equipment, facing high maintenance costs and obsolescence.

  
solution

Markem-Imaje’s strategic partnership with Grenke allowed them to imple-
ment a leasing model that directly addressed these challenges. By offering 
leasing options instead of capital purchases, Markem-Imaje was able to:
 
// Eased financial barriers, allowing businesses to acquire new equipment 
   without large upfront costs. 
// Streamlined the sales process, ensuring fast approvals and efficient 
   transactions.
// Provided flexibility for upgrades, enabling businesses to stay current 
   with the latest technology and avoid maintenance costs.

results
// Quicker Access to Technology: Grenke’s leasing options 
   enable businesses to quickly acquire the latest equipment with
   out large upfront costs. 
// Faster Transactions: Grenke’s streamlined process ensures 
   quick approvals and smooth sales, reducing delays.

// Improved Cash Flow: Grenke’s flexible leasing terms allow 
   businesses to manage cash flow effectively and upgrade 
   equipment as needed.


