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Office equipment financing has drawn renewed attention from businesses across the South Shore over the

past year, and copier leasing in Quincy has become a frequent point of discussion among small and midsize

employers reviewing agreements signed before hybrid schedules reshaped print volumes. NBM, an office

technology provider based in Massachusetts, is one of several regional firms that have noted the trend as

organizations reassess commitments made three and four years ago.

Much of the renewed interest comes down to arithmetic. Print volumes at many professional offices dropped

sharply in 2020 and never fully returned to earlier levels, leaving some companies tied to agreements sized

for a workload that no longer exists. Others went the opposite direction, consolidating multiple locations into a

single office and finding that a device chosen for a smaller footprint now runs well past its intended monthly

duty cycle. Both situations tend to surface at the same moment: when a term ends, and renewal paperwork

arrives.

Lease agreements for copiers and multifunction devices generally run between thirty-six and sixty months,

and the structure varies more than many buyers expect. A fair market value arrangement typically carries a

lower monthly obligation but requires the equipment to be returned at the end, unless it is purchased for the

deviceis value on that date. A dollar buyout structure incurs higher monthly costs and transfers ownership at

the end of the term. Neither is inherently better, though the difference matters considerably for organizations

that intend to keep equipment past the original term.

Service coverage is another area where agreements differ in ways that are easy to miss. Some contracts

bundle maintenance, parts, and toner into a single monthly figure tied to a page allowance. Others separate

equipment financing from the service agreement entirely, resulting in two contracts with two end dates that

may not align. Overage rates for pages printed beyond the allowance are usually spelled out in the fine print,

and for offices producing a heavy share of color output, those rates can account for a meaningful portion of

annual spending.

Escalation clauses have received more scrutiny recently. Many agreements permit an annual increase to the



base payment, often a few percentage points, applied automatically without additional notice. Over a

five-year term, that compounding changes the total obligation in ways a first-year figure does not reveal.

Finance staff reviewing older contracts have occasionally found that the current payment bears little

resemblance to what was originally negotiated.

End-of-term provisions deserve equal attention. A number of agreements renew automatically unless written

notice is received within a defined window, typically 60 to 90 days before expiration. Missing that window can

extend an agreement by a full year or convert it to a month-to-month arrangement at the existing rate. Return

logistics carry costs in some contracts as well, covering de-installation, packaging, and freight back to the

leasing company. Anyone weighing copier leasing in Quincy against an outright purchase tends to find that

these downstream details influence the total figure as much as the monthly payment negotiated at the start.

A related wrinkle involves who actually holds the paper. Equipment dealers frequently assign leases to

third-party finance companies, meaning the organization that delivers and services a machine is not the same

entity that collects payments or enforces terms. Questions about billing, buyout figures, and end-of-term

notice typically route to the finance company rather than the local provider.

Accounting treatment has shifted, too. Under lease standards adopted in recent years, many arrangements

that once sat off the balance sheet now appear on it, prompting some finance departments to compare

leasing against purchasing more carefully than in the past. Section 179 deductions remain relevant for

purchased equipment, though the calculation depends on individual circumstances and generally warrants a

conversation with a tax professional.

Security has entered the discussion as well. Modern copiers store data on internal drives, and end-of-term

returns raise questions about how that information is handled before a device leaves the building. Wiping

procedures vary by manufacturer and by agreement, and organizations working in healthcare, legal, and

financial fields increasingly treat the matter as a compliance question rather than an afterthought.

Observers, including NBM, have pointed out that most of these issues are manageable when addressed

before signing rather than discovered at renewal, and that a straightforward review of current volumes,

existing terms, and upcoming expiration dates helps clear up a good deal of the uncertainty businesses in

Quincy and neighboring communities have been working through.

About NBM: 



Headquartered in Burlington, Massachusetts, NBM is an award-winning office technology company. As the

top Sharp Electronics office technology dealer in New England and a Top 10 Sharp Electronics dealer in the

country, NBM has earned a national reputation for excellence as an innovator in the office technology

industry.
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