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BIO: 

Jeff Masters is a 30 year veteran of 

the Office Automation Business hav-

ing worked in both the independent 

dealer community as well as directly 

for a major manufacturer.  

 

About Laser Options: 

Laser Options started in 1993 primar-

ily as a remanufacture of laser printer 

cartridges and provider of HP printer 

services. The Company has trans-

formed itself into a full service busi-

ness technology organization offering 

a wide range of business solutions 

that help clients manage their internal 

resources while saving them money. 

 

Laser Options has developed a 

trademarked process called  “IN-

FOTRACK”™, which uses a three-

step process that gathers data, ana-

lyzes that date and then provides a 

solution designed to streamline work-

flows, increase staff productivity  and 

reduce printing and IT costs. 

 

Laser Options celebrates their 20

th

 

anniversary this year offers nation-

wide Managed Print Services and 

Office equipment distribution. The 

company is headquartered in Phoe-

nix, Arizona. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Masters, Laser Op-

tions, is a twenty year old business. 

What was the original concept and 

what are you doing today?  

Mr. Masters: The original concept 

was to be a remanufacturer of printing 

supplies and provide service for print-

ers. The company has evolved quite 

a bit over the years, especially in the 

last three years since I bought the 

company. Laser Options has evolved 

it into a national provider of print and 

technology services which includes 

management of printing devices, dis-

tribution of all kinds of hardware from 

many of the major manufacturers like 

HP, Toshiba, Xerox, Lexmark, Dell, 

and so on. We also provide execu-

tives, especially financial executives, 

with visibility to an area of their busi-

ness that they may not have really 

paid much attention to over the years.  

 

CEOCFO: Was that your plan when 

you bought the company? Was as a 

base for growth or did you develop 

the idea once you saw the “lay of the 

land”? 

Mr. Masters: I have been in the in-

dustry for thirty years now. Therefore, 

I have known for quite a while that 

Laser Options had a really solid foun-

dation that I could build upon. That is 

because the manufacturing aspect 

which gives us a very distinct advan-

tage in the marketplace. Most of our 

competitors who are dealing with end 

user organizations are buying from a 

manufacturer like us first and are then 

going to those end user organizations, 

so they have an extra layer of distri-

bution costs that we do not have. The 

original business model that the com-

pany started with twenty years ago 

was to sell to the end users organiza-

tions, not wholesale. That business 

model has served us very well, be-

cause it not only gives us a distinct 

advantage from a pricing perspective, 

but because we have the ability to 

provide additional services that our 

competitors cannot afford to add. 

 

CEOCFO: What is print management 

and why is it still somewhat under the 

radar for many companies? 

Mr. Masters: Most companies see the 

printing expense as a line item on 

their income statement, which en-

compasses many costs within that 

single line item. They don’t have spe-

cific details for the printing expense, 

so it is not on their radar. We come in 

and give them a lot of visibility by do-

ing a fairly in depth study that shows 

them what they are currently spending 

and then provides a strategic plan to 

reduce their costs. That is one of our 
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points of differentiation; we provide 

something that they really have not 

seen before.  

 

CEOCFO: How do you reach poten-

tial customers?  

Mr. Masters: Our business model 

enables us to service companies na-

tionally. Many of our customers come 

to us via referral as well as through 

our outside sales force. In addition we 

allocate a fair amount of resources to 

Search Engine Optimization.  

 

CEOCFO: What surprises people 

most when they look at the analysis 

and see the areas that are really 

scary?  

Mr. Masters: I think the thing that 

surprises most executives is how 

many pieces of office equipment they 

have, that they didn’t realize they had. 

Our clients are often shocked to see 

how much each of these devices cost 

them on a monthly basis. They are 

always pleasantly surprised to see 

how much our process can save 

them, often as much as forty percent.     

 

CEOCFO: Could you give us a basic 

case study of a company that you 

have looked at that had “this many” 

printers and you looked at what they 

were doing and showed them what 

was possible?   

Mr. Masters: For example, we have a 

company that worked through our IN-

FOTRAC™ process for. It was an av-

erage sized company; a local non-

profit.  They had a total of about forty 

five devices and were spending al-

most twelve thousand dollars a month 

on the leasing, upkeep and mainte-

nance of them.  We optimized their 

equipment by putting all the right de-

vices in the right places. We also re-

placed inefficient devices with more 

efficient ones. By the time we were 

done there new cost was seven thou-

sand dollars a month. In that case it 

was a forty percent savings. It took us 

about 30 days to accomplish this task 

and get them to the point where we 

could show them the value. One of 

our keys to success is not just about 

coming in and analyzing, optimizing 

and saving money; but also the ongo-

ing management of their IT equip-

ment, which is a service that we now 

provide for them. We meet with them 

on a quarterly basis and show them 

how much they’ve saved, quarter to 

quarter after taking over their ac-

count.  We review the state of their 

account over the last ninety days and 

make recommendations on what they 

can do differently to continue to drive 

their cost down and elevate efficiency 

in the organization.   

 

CEOCFO: I know you have IN-

FOTRAC™ that does the analysis. Is 

it all software and technology or is 

there your experienced input to say 

“this is what is going on and we think 

this is what they need”? Is there some 

subjectivity in what they should be 

changing or is it all laid out with tech-

nology?   

Mr. Masters: The critical piece is the 

initially walk through of a client’s fa-

cilities. We are in front of every single 

device and end user of that device. 

We talk with each user to find out 

what their biggest issues or problems 

are so we can make sure that our 

recommendation will address their 

individual needs. Every company has 

unique needs and different work flows 

at the user level. For example, they 

may have a device that worked well 

for them five years ago, yet replacing 

it with “like for like” may not serve 

them best. Therefore, we have to un-

derstand their individual needs, so we 

can implement changes that will 

make them efficient as possible, while 

providing them with the tools they 

need to do their job. That’s why the 

initial walk through is very important; 

getting a clear understanding of 

where things are physically, how the 

equipment is laid out and what the 

users are experiencing. From there, 

we can give the key decision makers-

-who may not previously have had all 

of this pertinent information--our pre-

liminary thoughts and suggest some 

of the cost-saving opportunities avail-

able to them. That all feeds into our 

INFOTRAC analysis. We then enter 

all the information we’ve compiled 

into a program that enables us to cre-

ate an initial recommendation with the 

customer. We work synergistically 

with our clients, so we want them to 

understand our thought process and 

the recommendations that we feel 

would benefit them best—we discuss 

our initial findings and recommenda-

tions to make sure they agree with our 

assessment before submitting a final 

plan. Since each business is different, 

we may not know some of their limita-

tions, future plans or changes within 

the organization, these are all things 

that may impact our final recommen-

dation. Once we get their feedback 

we develop a final proposal which is 

geared to help their business fun 

more efficiently and achieve their 

business goals.  

 

CEOCFO: You said that you work 

nationwide. Who is doing it for you in 

other parts of the country? Are your 

people going out there or do you have 

local people? 

Mr. Masters: Yes. For example, I was 

just in New York City the other day 

visiting the headquarters of a local 

client here in our market. We met with 

them to discuss a national implemen-

tation. Because we are what we call 

“equipment agnostic” we are not tied 

to any one particular brand for sales 

or service—our goal is to provide the 

right equipment to each client. We 

are connected to most of the major 

manufacturers and their service net-

work so we are a “one stop shop” 

where our clients can have all their 

equipment managed under one pro-

gram—this then in turn enables them 

to focus on their core business. Typi-

cally, this area of the company is 

managed by the IT department and 

they are usually very busy with higher 

level projects and welcome the oppor-

tunity to get this ‘off of their plate”. 

The “brick and mortar” or geographi-

cal headquarters of branch offices 

doesn’t matter to us, we can service 

“The original concept was to 

be a remanufacturer of print-

ing supplies and provide ser-

vice for printers. The com-

pany has evolved quite a bit 

over the years. Laser Options 

has evolved it into a national 

provider of print and technol-

ogy services which includes 

management of printing de-

vices, distribution of all kinds 

of hardware from many of the 

major manufacturers.” 

                            - Jeff Masters 
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them anywhere in the country with 

almost any device or combination of 

devices that they might have. We 

streamline the process for them and 

alleviate the need to deal with numer-

ous vendors and hundreds of different 

invoices each month. With Laser Op-

tions, everything comes through one 

vendor; us. Everything is handled 

from a servicing and billing standpoint 

through one vendor. They really, real-

ly like that concept.    

 

CEOCFO: With so much changing 

technology, even though you obvi-

ously have a lot of experience and 

expertise, how do you keep up?  

Mr. Masters: As I mentioned, we 

partner with some of the world’s larg-

est manufacturers, and they too have 

staff that spends their time research-

ing the latest technologies and where 

the industry is headed. Because of 

our partnerships, they provide us with 

information about where the industry 

is going at the distribution level, so we 

can see and make choices about 

where we want to take our company. 

For example, “Managed Print Ser-

vices”, is a term that may be very 

common now, but seven or eight 

years ago it was virtually unheard of. 

It was a new concept that all the trade 

publications were writing and talking 

about.  People like me understood the 

concept and its’ importance in the 

industry and started developing pro-

grams incorporating Managed Print 

Services into our business plans ena-

bling us to provide our clients with the 

newest technology and services.  We 

stay on top of the latest industry tech-

nologies; we listen to our customers, 

understand their needs and try to see 

our business through their eyes.  Our 

customers are our best resource in 

understanding where they are headed 

and what their future needs will be, 

this enables us to utilize our business 

associations across the country to 

bring them the best business automa-

tion solutions available. 

 

CEOCFO: Have you found that the 

downturn in the economy was helpful 

and that people were looking more in 

areas they might not have looked at 

before? 

Mr. Masters: It was extremely helpful 

for us. Over the last 36 months we 

doubled the size of our company. I 

attribute that to the fact that people, 

especially financial executives, are 

much more receptive to understand-

ing how they can save money in an 

area that they may have never really 

looked closely at before. Our business 

model and our ability to execute 

changes for our customers has been 

very advantageous for us in the cur-

rent challenging economy. We have 

been able to prosper from it because 

we have a financial advantage in the 

marketplace and we have been able 

to pass that through to our customers.  

 

CEOCFO: I know that giving back is 

important for Laser Options. What 

areas do you specifically give back 

into?  

Mr. Masters: A personal and com-

pany core principal is to give back to 

the community. Over the years I have 

been very involved with various non-

profit and community organizations; 

mostly those that serve children. I am 

past President of the Phoenix Chapter 

of International 20-30 Club. For seven 

years I served with the Executive 

Council of the Boys & Girls Clubs of 

Metropolitan Phoenix and am cur-

rently the Past Chair at the Scotts-

dale/ Paradise Valley YMCA board. 

Laser Options is also partners with a 

local organization called “Nobody’s 

Perfect”. Their mission is to put adults 

with developmental disabilities to 

work. We are proud to have two en-

claves of their people working inside 

of our organization right now. We feel 

that it is important that we help these 

important citizens. Laser Options has 

been very fortunate and we want to 

make sure that we are give back to 

the local community that we benefit 

so much from. 

 

CEOCFO: What is ahead? 

Mr. Masters: A lot of more of the 

same. There are many companies 

who are not aware of the opportunity 

to address these costs in such a 

meaningful way, so it will be our mis-

sion to reach out to them. We will 

continue to focus our efforts on 

search engine optimization, social 

media and various other marketing 

methods  so people can find us more 

easily. In addition, hopefully doing 

interviews like this will peak their in-

terest. From a technology standpoint 

we have seen continuing conver-

gence. In the past most companies 

had a fax, copier, scanner and a 

printer as individual units, today all of 

those technologies have converged 

into one device. The same thing has 

happened with services in our indus-

try. For example, you used to have 

companies that just did printer service 

and others that did copier service and 

yet others that helped manage your 

network--all of that is coming together 

with Managed Print and IT Services. 

Managed IT companies are trying to 

get into the managed print services 

business and traditional hardware 

vendors are now trying to get into the 

managed IT business, so that busi-

ness model is certainly on our radar. 

How that looks down the road, we do 

not know for sure, but we certainly 

think there are opportunities. As an 

industry, from the hardware distribu-

tion side, the managed print services 

business is on everyone’s radar.  Cus-

tomers want one vendor to manage 

everything for them so that they can 

focus on their core competencies and 

achieve their business goals. 

 

CEOCFO: Do you see a consolida-

tion? Do you envision taking over 

some companies along the way or are 

there not many around? 

Mr. Masters: Over the last twenty 

years we have bought a number of 

companies. In just the last thirty six 

months we have bought three small 

companies. I see that much of the 

consolidation in the hardware distribu-

tion side of our business has hap-

pened, mostly by manufacturers buy-

ing dealerships in order to insure 

market share.  Big manufacturers like 

Xerox, Ricoh and Konica Minolta 

have been voracious buying up deal-

erships.  This has led to a lot of con-

solidation over the last five or six 

years.  However, what I see happen-

ing now is that businesses are starved 

to get service from private dealers 

like us because we are much more 

nimble and able to provide a higher 

more flexible level of service.  There-

fore, I see that there will be a wave of 

dealerships opening up over the next 

five years because of the recent con-

solidation over the last five or six 

years.    



4 

 

CEOCFO: What about the manufac-

turing side of your business?     

Mr. Masters: A component of the 

foundation of Laser Options was the 

remanufacturing of printer supplies.  

We remanufacture almost every 

brand of laser printer cartridge on the 

market today. In addition to the tre-

mendous cost savings there is also a 

sustainability aspect. By purchasing a 

remanufactured cartridge from us, our 

clients spend 30-40% less than buy-

ing an original equipment manufac-

turers cartridge. In addition, many of 

our clients are very interested in “go-

ing green”. Traditionally when a com-

pany tries to be more “green” they 

have to do it at a premium. For ex-

ample, they may buy recycled paper, 

which is actually more expensive than 

buying a brand new box of paper that 

has never been recycled. Laser Op-

tions has one of the few products 

where businesses can “go green”  and 

actually save money. In addition to 

that, we do our best to recapture all 

the cartridges that we supply —our 

goal is to get them back into our facil-

ity to make sure they never see the 

landfill.  Even after we can no longer 

remanufacture them, we will part out 

the different components so that they 

can make their way back to those 

companies that remanufacture them 

and then the rest of the components 

that we cannot use get recycled for 

the plastic components and so forth.  

 

CEOCFO: Why should investors and 

people in the business community pay 

attention to Laser Options?   

Mr. Masters: The Managed Print 

Services side of our business has 

been forecasted to grow very signifi-

cantly over the next several years. 

Laser Options has set itself apart from 

the competition with our comprehen-

sive and unique combination of sup-

ply re-manufacturer and national dis-

tribution and service.  Companies 

looking from the outside in know they 

are attaching themselves to a growth 

market and an organization who can 

fulfill its promises.  
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