
Xerox Internal Use Only

©2016 Xerox Corporation. All rights reserved.

Partner and Co-marketing Guide
February 2016, Version 3.0



Xerox Internal Use Only

©2016 Xerox Corporation. All rights reserved.

Table of Contents

Introduction & Overview� 3
The Purpose of These Guidelines� 4

Partner Categories� 5

Xerox/Fuji Xerox Asset Use� 6

Channel Partners� 7
About Channel Partners� 8

Channel Partner Badge� 9

Badge Use� 10

Corporate Materials� 14

Advertising		  16

Website	 17

Partner Internet Banners� 18

Exterior Signage� 19

Interior Signage� 20

Vehicles� 21

Retail� 22
About Retail� 23

Signage� 24

Website� 25

Retail Usage� 26  

Print & Copy Service� 27
About Print & Copy Service� 28

Signage� 30

Other Applications� 31

Premier Partners� 32
About Premier Partners� 33

Collateral Materials� 34

Website� 35

Customer Site Branding� 36
About Customer Site Branding� 37

Compound Brand Environment� 38

Customer Brand Environment� 39

Business Partners & 			 
Co-marketing� 40
About Business Partners and 		
Co-marketing� 41

Business Partner Badge� 43

Co-marketing� 44

Co-marketing Usage� 47

Acquired Entities� 48
About Xerox Acquired Entities� 49

About Fuji Xerox Acquired Entities� 50

Acquisition Examples� 51

Sponsorships� 52
About Sponsorships� 53

Sponsorship Environment� 54 

Social Media� 55
Social Media� 56

Social Media Examples� 57

Video� 58

Trademarks� 59
Xerox Trademarks� 60

Xerox Owned Trademarks� 61

Fuji Xerox Trademarks� 62

Fuji Xerox Owned Trademarks� 63

Examples of Trademark Statements� 64

Resources� 65
Contact� 66



3

Xerox Internal Use Only

©2016 Xerox Corporation. All rights reserved.

Introduction & Overview

The Purpose of These Guidelines          4
Partner Categories		 5
Xerox/Fuji Xerox Asset Use  	         6



4

Xerox Internal Use Only

©2016 Xerox Corporation. All rights reserved.

Partner Use in the Brand System
Xerox/Fuji Xerox business expansion and 
diversification, sales partnerships or joint development 
with third parties have been increasing over the years. 

Xerox/Fuji Xerox operates with a multitude of 
partners—each having its own distinct relationship 
with our company. There are specific approaches 
for expressing these unique relationships and 
this document will provide instruction for the 
communication of these affiliations to ensure there is 
no confusion on who the customer is interacting with.

Partner Benefit
A key benefit to a partner relationship with Xerox/Fuji 
Xerox is the ability to leverage our brand. It is critical 
our brand and our partner's brand are expressed 
properly.

Using this Document
Each partner category is described in terms of its focus 
area, and how to visually express the Xerox/Fuji Xerox 
relationship. It is important to pay close attention to 
the subtle differences between each partner’s brand 
relationship. 

The appropriate implementation of these guidelines 
will serve to protect the Xerox/Fuji Xerox brand from 
inappropriate use, and keep our image consistent. It 
will also ensure that the partner relationships are clear 
for our partners and end-users alike. 

This guideline covers the most common forms of 
partnership branding. If you have a need that is not 
addressed in this guideline contact the Xerox Brand 
Team / FX Corporate Communications and obtain 
approval. Please do not make any decision on your 
own.

Throughout this document Xerox, and/or the Xerox 
signature are used. Please note, all of the guidelines 
and conventions apply equally to Fuji Xerox, unless 
otherwise noted.

The Purpose of These Guidelines

Partner and Co-marketing Guide, Version 3.0  > Introduction & Overview > The Purpose of These Guidelines

4

mailto:NABrandSupport%40xerox.com?subject=Channel%20Partner%20Inquiry
mailto:NABrandSupport%40xerox.com?subject=Channel%20Partner%20Inquiry
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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Category Summary
The chart on the right lists all the categories for 
our partners, and their respective focus areas. The 
chapters that follow will provide more details. 

To decide which case applies, find the Description 
to the right which best fits the relationship you are 
handling, and proceed to the detailed section in this 
guideline for the Category associated with it. See the 
Table of Contents to locate the appropriate section.

Partner Categories

Partner and Co-marketing Guide, Version 3.0  > Introduction & Overview > Partner Categories

Category Description / Focus Area Approved Designation Visual

Channel Partners Sell Xerox/Fuji Xerox equipment and document 
services under a dealer contract

Authorized Distributor

Authorised Channel Partner

Authorised Dealer

Authorised Sales Agent

Authorised Reseller

Channel Partner Badge

Retailer �Sell Xerox/Fuji Xerox equipment and supplies in  
multi-branded retail storefronts 

Xerox/Fuji Xerox Signature

Print & Copy Service Commercial print centers or companies using 
Xerox/Fuji Xerox equipment

Quality Prints & Copying

Printing & Copying

Print & Copy Service Badge

Premier Partners Large Commercial Printers using our production 
equipment who are members of the Xerox or Fuji 
Xerox Premier Partners Global Network program

Xerox/Fuji Xerox Premier 
Partners Global Network

Premium Partner Badge

Customer Site Branding In-customer Print Centers using our document 
outsourcing services

Customer Dependent Customer Site Branding

Business Partners Sell Xerox/Fuji Xerox solution components, software, 
accessories under a partner contract

Business Partner Business Partner Badge

Co-marketing Combined marketing efforts Customer Dependent Business Partners & Co-marketing

Sponsorship An event or other activity operating under its own 
identity which is being funded or brought to the 
audience in part by Xerox/Fuji Xerox

Sponsorship Dependent Xerox employees, refer to: 
Sponsorship Guidelines

Fuji Xerox employees, refer to: 
Sponsorships

Acquired Entities Xerox/Fuji Xerox-owned company, operating with an 
independent name and identity system

Company Dependent Acquired Entities
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Authorized Distributor

Printing & Copying

Business Partner

http://xeroxbrandcentral.external.xerox.com/applying-the-brand/sponsorship-guidelines
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Partner and Co-marketing Guide, Version 3.0  > Introduction & Overview > Xerox/Fuji Xerox Asset Use

Summary
The chart provides a summary of Xerox/Fuji Xerox 
brand assets and their use. The majority of brand 
assets (signature, brand elements, etc.) are not to be 
used by partners, unless the asset is noted. Details 
regarding approved use are provided in the remainder 
of this document and the chapters within. 

•	 �Regardless of the partner, the Xerox/Fuji Xerox 
signature is not owned by any group other then 
Xerox/Fuji Xerox. 

•	 Do not use the Xerox/Fuji Xerox signature, instead 
use the provided and appropriate badge.

•	 No partners should use the Xerox/Fuji Xerox assets 
such as connectors, Xerox Sans typeface, color 
palette, etc.

Special Exceptions for the following partnerships: Retail, 
Customer Site Branding & Sponsorship.

Xerox/Fuji Xerox Asset Use

6
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Partner and Co-marketing Guide, Version 3.0  > Channel Partners > About Channel Partners

About Channel Partners

8

Communicating the Relationship 
Channel Partners sell Xerox/Fuji Xerox equipment and/
or document and document outsourcing services. 
These partners, under the dealer contract, may utilize 
an “official partner badge” in order to communicate 
this unique relationship. The badge is comprised of 
a rectangle that holds the Xerox/Fuji Xerox signature 
and describes the relationships (examples shown). 

Other Brand Assets 
Do not use any other Xerox/Fuji Xerox brand assets 
such as the signature, connectors, typeface, color 
palette, photography, iconography, etc. 

Examples of a Channel Partner badge

Authorized Service 
Provider
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Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Channel Partner Badge

Types of Channel Partners
The most common types of channel partners include: 
Authorized Agent, Authorized Channel Partner, 
Authorized Document Technology Partner, Authorized 
Solution Provider, Authorized Volume Partner, 
Authorized Distributor, Authorized Dealer, Authorized 
Sales Agent & Authorized Reseller.

Each of these channel partners has its own logo—
called a “badge” (shown to the right). It is important 
to maintain the use of the separate badges, as they 
indicate different contractual agreements for the 
respective partners. Some versions exist that include a 
tier and specialization(s). These will be dependent on 
the program/locale, etc. These badges can be placed 
on a number of channel partner branded applications, 
such as stationery, signage, online advertisement and 
vehicles.

Common Set
The examples represent some of the available channel 
partner badges and they are the recommended 
versions. Xerox/Fuji Xerox allows for local language/
custom variations, therefore some countries may 
have derivative versions. Other partner signature 
badges do exist depending on the program/locale, 
etc. If a representative in another territory needs to 
create a new badge they must first consult with the 
legal department for the appropriate translation, 
in addition contact the Xerox Brand Team / FX 
Corporate Communications regarding badge asset 
design and delivery.

Channel Partner Badge

Authorized Agent

Authorized Volume
Partner
Gold

Specialization

Advanced Production
Continuous Feed
Wide Format

Authorized Solution
Provider
Platinum

Specialization

Advanced Production
Continuous Feed
Wide Format

Authorized Document
Technology Partner
Platinum

Specialization

Advanced Production
Digital Color Production
Personalized Software 
Applications for Xerox
Advanced Managed 
Print Services

Authorized Agent
Silver

Authorized Document
Technology Partner

(vertical - shown on left & horizontal 
version - shown on right).

mailto:NABrandSupport%40xerox.com?subject=Partner%20Badge%20Translation%20
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Badge Usage

Badge Usage

When you need to place the badge close to the company logo, 
ensure that you follow the minimum clear space rule, as shown 
above. 

Clear Space
The channel partner badges have specific guidance 
that should be followed to ensure brand consistency. 
The most important rule covers badge clear space. 
Minimum clear space is the required space around the 
badge, established to maintain signature visibility and 
legibility. 

Use this clear space as a minimum distance guideline, 
keeping the badge separate from other graphic 
elements within the layout. The clear space is 
measured by using the height of the “x” character 
within the Xerox/Fuji Xerox signature. See the exhibit 
directly below for details. 

3-line and 2-line Signatures Within the 
Badge
The Fuji Xerox signature within the badge is available 
in two versions: 3-line or 2-line. 

Minimum size usage for each of these signatures:

•	 The 3-line signature should be used within  
a badge with a minimum width of 1.69" or 43 mm 
for print and 185 px for web. 

•	 The 2-line signature should be used within a badge 
with a minimum width of 1.10" or 28 mm for print 
and 121 px for web. 

x

x

Authorised Distributor

x

Authorized Distributor

Print: 3-line, minimum width 43mm

43mm or larger

Print: 2-line, minimum width 28mm

Web: 3-line, minimum width 185px

185px or larger

Print: 2-line, minimum width 121px

28mm or larger

121px or larger

Print: 3-line, minimum width 43mm

43mm or larger

Print: 2-line, minimum width 28mm

Web: 3-line, minimum width 185px

185px or larger

Print: 2-line, minimum width 121px

28mm or larger

121px or larger
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Developing the Badge/Partner Logo 
Relationship
The channel partner badge should not be larger 
or more prominent than the partner logo, with a 
recommended size of approximately one-third of the 
partner logo in the majority of applications. Due to 
the potential shape variables that could exist with 
partner logos, this relationship may not be exact. 
We have created a general guide (shown right) that 
outlines 4 potential formats. You can use this guide as 
a tool to approximate the partner logo and badge size 
relationship. 

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Badge Usage

Badge Usage (continued)

Horizontal Format 2x8=16 Square Format 4x4=16 Tall Format 3x5=15Wide Format 3x6=18

Authorized Reseller Authorized Reseller

Step 2: All logo formats use the same size Xerox/Fuji Xerox badge. The badge fits on a 6-unit grid, making the badge approximately one-
third of the partner logo size. This rule seeks to create a consistent sizing relationship for the Xerox/Fuji Xerox badge/partner logos. 

Step 1: There are four grid systems are available for sizing the partner logo. Place the partner logo on the most appropriate grid format. 
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Suggested Logo Placement
Here is some general guidance around badge use and 
layout placement:

•	 As per the size recommendation on the previous 
page, the badge should be approximately one-third 
of the size of the partner’s logo. 

•	 �It is best to place the badge opposite the partner 
company logo, keeping a strong visual separation. 

•	 Distant logo spacing is ideal, as it demonstrates 
the distinction between the partner and Xerox/Fuji 
Xerox. 

•	 The relationship should always emphasize the 
partner company, not Xerox/Fuji Xerox. 

• �The badge can be placed above, below, or to the left 
or right of the partner’s logo. Always follow the clear 
space and minimum size rules. The exhibit shown 
below on the right demonstrates the placement 
options. 

For demonstration purposes, “Nuvaprint” will serve as 
an example of a reseller that will be used throughout 
this section.

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Badge Usage

Badge Usage (continued)

This example demonstrates a good size relationship between 
the badge and partner logo, as well as the preferred distant logo 
separation.

Lorem ipsum dolor sit amet, 
consectetur adipiscing elit.

Vestibulum ante ipsum primis in faucibus 
orci luctus et ultrices posuere cubilia

Phasellus nisl quam, fermentum eget accumsan a, fringilla in 
massa. Sed pretium est quis nisl posuere ultricies. Vestibulum 
tempor consectetur lobortis. 

Suspendisse porttitor, tortor ac fringilla cursus, quam risus 
suscipit nisi, et congue dui elit in diam. Morbi ut arcu odio, a 
viverra tellus. 

• Phasellus nisl quam, fermentum eget accumsan a, fringilla in massa. 
• Sed pretium est quis nisl posuere ultricies. Vestibulum tempo
• Suspendisse porttitor, tortor ac fringilla cursus, quam risus suscipit 

nisi, et congue dui elit in diam.
• Morbi ut arcu odio, a viverra tellus. 

Aliquam ac enim libero, non iaculis lectus. Nullam lacinia tristique risus vel sollicitudin. 

Authorized Reseller Authorized Reseller Authorized Reseller

Right/Left Badge Placement Top Badge Placement

Authorized Reseller Authorized Reseller Authorized Reseller

Bottom Placement
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Do Not
It is important to follow the guidance provided to 
ensure a clear distinction between the partner logo 
and the Xerox/Fuji Xerox channel partner badge. 

The example demonstrate some common errors in 
size and placement of the channel partner badges.

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Badge Usage

Badge Usage (continued)

Authorized Reseller

Authorized Reseller

Do not size the badge out of scale with the partner logo. The 
channel partner badge should be a secondary element to the 
partner logo. 

Do not place the badge too close to the partner logo, violating 
clear space rules. 
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Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Corporate Materials

Corporate Materials

The following pages contain several examples of  
materials that are meant to be illustration samples 
based on possible partner branding. 

Stationery Examples
For business cards, use the badge containing the 2-line 
signature. The size relationship between the partner 
logo  and the badge may have to be adjusted in favor 
of the minimum signature size; in this instance, it is 
permitted to increase the badge size to larger than 
one-third of the size  of the partner logo. 

For stationery items, please follow the general rules as 
outlined in the Channel Partners section. 

0-0-0 Akasaka, Minato-ku, Tokyo 107-0052 JAPAN
Tel: 00.0000.0000  Fax: 00.0000.0000

Fusce semper, 
erat sed volutpat 
pellentesque.
NAM ODIO AUGUE, PULVINAR EU 
LAOREET VEL, VIVERRA VITAE LIBERO 
NUNC AUCTOR METUS QUIS.

Marke�ng Manager
Office Products Business Group

Street Address 
Mail Stop/Suite Info
Tel: 00.000.0000  Fax: 00.000.0000
firstname.lastname@xerox.com

John Doe

Authorized Reseller

Business Card

Company Brochure

0-0-0 Akasaka, Minato-ku, Tokyo 107-0052 JAPAN
Tel: 00.0000.0000  Fax: 00.0000.0000

Fusce semper, 
erat sed volutpat 
pellentesque.
NAM ODIO AUGUE, PULVINAR EU 
LAOREET VEL, VIVERRA VITAE LIBERO 
NUNC AUCTOR METUS QUIS.

Marke�ng Manager
Office Products Business Group

Street Address 
Mail Stop/Suite Info
Tel: 00.000.0000  Fax: 00.000.0000
firstname.lastname@xerox.com

John Doe

Authorized Reseller

0-0-0 Akasaka, Minato-ku, Tokyo 107-0052 JAPAN
Tel: 00.0000.0000  Fax: 00.0000.0000

Fusce semper, 
erat sed volutpat 
pellentesque.
NAM ODIO AUGUE, PULVINAR EU 
LAOREET VEL, VIVERRA VITAE LIBERO 
NUNC AUCTOR METUS QUIS.

Marke�ng Manager
Office Products Business Group

Street Address 
Mail Stop/Suite Info
Tel: 00.000.0000  Fax: 00.000.0000
firstname.lastname@xerox.com

John Doe

Authorized Reseller

Company Envelope
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PowerPoint Examples
Xerox/Fuji Xerox-specific presentations that use the 
resellers’ brand may incorporate the channel partner 
badge. The channel partner badge can only be used 
in this specific circumstance. Please confirm with the 
Xerox Brand Team / FX Corporate Communications 
before using the partner badge in this type of 
application. 

For PowerPoint layouts, please follow the general rules 
as outlined in the Channel Partners section. 

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Corporate Materials

Corporate Materials (continued)

PowerPoint cover PowerPoint content page

Content

Marke�ng 
Presenta�on
Day, month, year 

Fusce semper, erat sed volutpat pellentesque, 
ante neque tempus neque, eget egestas odio 
quam sed justo. 
• Morbi vel nulla sit amet erat ullamcorper mollis. 
• Lacinia �ncidunt eros, sit amet egestas augue vehicula sed. 
    Donec nec nisi et neque bibendum commodo vel ac turpis. 
• Nam quis dolor at erat ves�bulum elementum. Curabitur 
   vitae purus ipsum, ac interdum odio. Proin vitae nibh lectus

Content

Marke�ng 
Presenta�on
Day, month, year 

Fusce semper, erat sed volutpat pellentesque, 
ante neque tempus neque, eget egestas odio 
quam sed justo. 
• Morbi vel nulla sit amet erat ullamcorper mollis. 
• Lacinia �ncidunt eros, sit amet egestas augue vehicula sed. 
    Donec nec nisi et neque bibendum commodo vel ac turpis. 
• Nam quis dolor at erat ves�bulum elementum. Curabitur 
   vitae purus ipsum, ac interdum odio. Proin vitae nibh lectus

http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi%3Flang%3Den
mailto:NABrandSupport%40xerox.com?subject=Channel%20Partner%20Badge%20Usage
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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Maintaining Company Separation
The exhibit demonstrates the use of the Xerox/Fuji 
Xerox badge within partner advertising. It is important 
that this type of advertising utilizes only the Xerox/Fuji 
Xerox partner badge; no other brand elements can be 
used by the partner. 

The example reflects the general badge use guidelines 
noted on pages 8–11. This is suggested placement 
based on this partner's branding. Ensure that clear 
space rules for partner badge are always followed.

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Advertising

Advertising

Big Savings
Small Cost

Introducing Xerox® ColorQube®, color prints 

Xerox® ColorQube 8570 from £599 ex VAT

Xerox® Phaser 6110 from £99 ex VAT

are now 62% cheaper.

Enibh esto commy nit ut ver irilla consecte vercilit, vel ut wissi 
tatum dunt do dui eniam zzrit erostrud molobor iuscidunt 
wisl dignim dio duisisi.

• Eliquipismod tin henim irit dolore vullutpat nos autpat.

• Os el dolorem veliqui piscin vel enismolore consed. 

• Feu faciduisl dolestrud ming eum ea commolestie vent.  

• Accummy non ea faccummy nis at dolessisl utpat.

• Em dit num quate consed eum del dolore dio eum quis et

• Asum ad ming el eugiamc ommoloreet ex eraestie magna 

• Nulla am ilisl do od dolorting ent lore delisi tat. 

• Bullam incip et nullaore dit lore tem vel dunt augait adio.

• Eliquipismod tin henim irit dolore 
vullutpat nos autpat.

• Os el dolorem veliqui piscin vel 
enismolore consed. 

• Feu faciduisl dolestrud ming eum ea 
commolestie vent.  

• Accummy non ea faccummy nis at 
dolessisl utpat.

Xerox® Phaser 6110 from £285 ex VAT

• Eliquipismod tin henim irit dolore 
vullutpat nos autpat.

• Os el dolorem veliqui piscin vel 
enismolore consed. 

• Feu faciduisl dolestrud ming eum ea 
commolestie vent.  

• Accummy non ea faccummy nis at 
dolessisl utpat.

• Em dit num quate consed eum del 
dolore dio eum quis et

Xerox® Phaser 7400 from £1899 ex VAT

• Eliquipismod tin henim irit dolore 
vullutpat nos autpat.

• Os el dolorem veliqui piscin vel 
enismolore consed. 

• Feu faciduisl dolestrud ming eum ea 
commolestie vent.  
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Recommended Badge and Partner 	
Logo Space
The exhibits demonstrate two options for the 
placement of the badge with the partner logo. 
Although Option B is acceptable, Option A is preferred. 
The distant spacing on the preferred option provides 
appropriate separation between Xerox/Fuji Xerox and 
the partner. 

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Website

Website

Preferred badge and partner logo spacing Acceptable badge and partner logo spacing

Option A Option B 

Authorized Reseller
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The example below shows an appropriate partner 
badge placement.

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Partner Internet Banners

Partner Internet Banners

Square: Place the partner badge opposite 
partner logo. 

Authorized Reseller
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These exhibits shows the emphasis on the partner 
company with the badge as a supporting element in 
exterior signage. 

Window Decal
The benefit of the two exterior doors is that the 
partner company logo and partner badge have broad 
spacing, providing distinction between the two. When 
there is one door, place the badge below the partner 
logo, and ensure minimum clear space. 

Signboards & Facade Signs
Use the channel partner badge with a rectangle in 
signs that predominately display the channel partners 
company name and logo. See examples (Figure 1 & 2). 

In a scenario where the partner sells other brands, the 
Xerox/Fuji Xerox signature can be placed in a multi-
branded layout. See examples (Figure 3).

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Exterior Signage

Exterior Signage

Decal use on double doors

Decal use on single door

Authorized Reseller

Company Name

Options for a multi-branded layout.

Figure 1 Figure 2

Figure 3

Authorized Reseller

Authorized Reseller
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Interior design of a Channels’ dealer shop

Interior design of a Channels’ dealer shop

Using the Xerox/Fuji Xerox Logo in 
Merchandising Areas
When an area is dedicated only to Xerox/Fuji Xerox 
products, the channel partner badge is required to 
appear only once. It is acceptable to use both the 
Xerox/Fuji Xerox signature (without badge) and 
Connector graphics as part of the environment 
graphics. Below are some examples of this type of 
signage implementation. 

Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Interior Signage

Interior Signage

Authorized Dealer
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Partner and Co-marketing Guide, Version 3.0  > Channel Partners > Vehicles

Vehicles

Ensuring Clear Space Usage
Below are some examples of the badge in use on 
company vehicles. The badge and the company logo 
can be shown in close proximity when needed (see 
minimum clear space rule on the right), but can also 
be separated. 

x

Authorized Reseller

Minimum clear space reminder: When you need to place the 
badge close to the company logo, make sure you follow the 
minimum clear space rule as shown above. 
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Partner and Co-marketing Guide, Version 3.0  > Retail > About Retail

About Retail

Unique Circumstances
The retail partner category represents these specific 
retail situations:

•	 �Exterior and interior signage applications where 
the partner company has a multi-branded retail 
presence

•	 Store floor space dedicated to Xerox/Fuji Xerox 
products, but they live among other brands

In these unique circumstances, the Xerox/Fuji 
Xerox signature can be used to promote the sale of 
our products. The signature can only be used for 
signage, and should exist among other brand logos. 
Additionally, no other Xerox/Fuji Xerox assets can be 
used in these spaces. 

Signature Clear Space
The main concern for retail partner applications is to 
ensure the signature is used with the clear space taken 
into consideration. This clear space is shown below. 

It is recommended that the signature be placed in 
applications using more than the required minimum  
clear space. 

General Placement Rules
In addition to the minimum clear space, here is some 
general guidance around retail signature placement:

• �The retail brand should always hold the primary 
position, with Xerox/Fuji Xerox being secondary 
among the other brands.

• �Always ensure that the minimum clear space is used. 
It is desirable that the signature be placed with more 
than just the minimum clear space. 

Other Brand Assets
Do not use any other brand assets such as connectors, 
typeface, secondary color palette, etc.

x

xx

The signature should remain free of typography, photography, 
and other design elements. Use the height of the “x” character 
as a measurement for the minimum amount of allowable clear 
space. 
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Signage

Retailer In-Store Signs
People come to these retail shops to buy Xerox/
Fuji Xerox products, which exist in a busy retail 
environment. 

Be conscious of brand rules when the opportunity 
arises to include Xerox/Fuji Xerox branding in this 
environment. 

The ideal placement of the Xerox/Fuji Xerox signature 
is on a white background to keep the brand visible 
and consistent. Horizontal placement is preferred, 
but vertical placement can be used as well. The key 
concern is to ensure the proper signature is being 
used—not an old or incorrect version. 

Refer to About Retail for more information on the 
minimum amount of clear space.

Retailer Exterior/Facade
Retailers will advertise their sale of Xerox/Fuji Xerox 
products. The examples below demonstrate the 
types of exteriors that could exist in this category. 
The key concern is that clear space be used to provide 
optimum visibility and reduce clutter. It is understood 
that there is less opportunity for control in these 
environments.

Retail environment examples

Retail environment Xerox/Fuji Xerox 
signature signage examples. In vertical 
placement (right) the logo should read 
top to bottom. 

In both examples, the Fuji Xerox signature has generous clear 
space that offers good brand visibility. 
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Website

General
Some retailers will include the Xerox/Fuji Xerox 
signature in their websites as part of their online 
product promotion. When possible, brand managers 
should attempt to correct inappropriate logo 
placement and use. Clear space is critical when using 
the signature through E-commerce. Refer to About 
Retail for more information on the minimum amount 
of clear space.

On the right is a recommended layout where the logo 
clear space is maintained, providing better brand 
visibility. 

The Fuji Xerox signature now has the appropriate amount of clear 
space, and therefore stronger visibility. 

Product Pages 
The product brand, Xerox/Fuji Xerox is presented in 
the product name. The logo may also be placed on 
the page. 
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Retail Usage

Current Signature 
As mentioned earlier, it is imperative that the 
signature used in retail environments is the current 
Xerox/Fuji Xerox artwork. In addition, no other brand 
elements should be used in this partner category. 

Do not use connectors, Xerox Sans font, or any other proprietary 
brand elements. 

This example shows a retailer that is using an old version of the 
Xerox signature. It is imperative that the current signature be 
used. 
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About Print & Copy Service

Badge Use
Customers providing Print & Copy Service through 
Xerox/Fuji Xerox equipment can use the badge shown 
below. This badge will typically be used as a decal for 
a door or window, and may also be used in interior 
signage (e.g., on a counter-top). 

As with the channel partner logo badges, this should 
be a secondary element to the partner logo.

Artwork 
Below are important details regarding the Print & 
Copy Service badge:

•	 The Print & Copy Service badge can be used for 
exterior and/or interior signage as a door/window 
decal . 

•	 The Print & Copy Service badge can be used on the 
homepage of an online print shop. 

•	 The Print & Copy Service badge can also be placed 
on promotional materials such as flyer's. 

•	 A banner and shop decal are available for use.

•	 Always use eps master artwork provided by Xerox/
Fuji Xerox.

•	 Do not change the designator, “Quality Prints & 
Copying” (for Fuji Xerox) or "Printing & Copying" (for 
Xerox).

Print & Copy Service badge

Printing & Copying
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About Print & Copy Service (continued)

Print & Copy Service Badge Clear Space
Minimum clear space is the required space around  
the Print & Copy Service badge, established to 
maintain signature visibility and legibility. 

Use this clear space as a minimum distance guideline, 
keeping the badge separate from other graphic 
elements within layouts. The clear space is measured 
by using the height of the “x” character times two. See 
the exhibit directly below for details. 

3-line and 2-line Signatures Within the 
Print & Copy Service Badge
The Fuji Xerox signature within the Print & Copy 
Service badge can be either the 3-line or 2-line 
signature. Here is a review of the minimum size usage 
for each of these badges:

•	 The 3-line Print & Copy Service badge should be 
used at a minimum width of 43 mm for print and 
186 px for web. 

•	 The 2-line Print & Copy Service badge should be 
used at a minimum width of 29–42 mm for print 
and between 124–185 px for web.

x

Printing & Copying

When you need to place the Fuji Xerox badge close to the 
company logo, ensure that you follow the minimum clear space 
rule, as shown above. 

x

When you need to place the Xerox badge close to the company 
logo, ensure that you follow the minimum clear space rule, as 
shown above. 

3-line Minimum size
Print: 43mm

Web: 186 px

2-line Minimum size
Print: 29 –42mm

Web: 124 –185 px
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Signage

Exterior
Monument and Door/Window Decals

The exhibit shows a Print & Copy Service badge as it 
could be applied to both a monument sign and to the 
door of a Print & Copy Service shop. The decal could 
also be placed on a window. It is important that the 
badge does not compete with the Print & Copy Service 
shop’s logo, but function as a secondary element. 

Interior
In-Environment

A Print & Copy Service badge can be placed 
strategically within the Print & Copy Service shop in 
order to communicate the use of Xerox/Fuji Xerox 
equipment. Some points of consideration:

•	 Artwork should originate from Xerox/Fuji Xerox to 
ensure appropriate sizing. 

•	 Do not use an oversized version of the Print & Copy 
Service badge when placed in the interior of the 
Print & Copy Service shop.

•	 Do not place more than one badge in the 
environment. 

•	 Do not use any other Xerox/Fuji Xerox brand assets 
such as connectors, typeface, secondary color 
palette, etc.

Printing & Copying

Decal use on double doorsDecal use on single doorDecal use on a monument
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Other Applications

Promotional Materials
The exhibit on the left demonstrates a Print & Copy 
Service promoting their services, and the use of a 
Xerox/Fuji Xerox printer. The main concern with this 
layout is that the Xerox/Fuji Xerox signature should 
not be used; it provides an improper impression of a 
Xerox/Fuji Xerox endorsement. 

Revised Layout
By adding the Print & Copy Service badge, we better 
describe the partner as a premier partner. The 
layout still emphasizes the printing group, while also 
promoting the use of Xerox/Fuji Xerox equipment. The 
product imagery on these types of promotions should 
always be a Xerox/Fuji Xerox supplied photo. 

Online Print Shop
Online print services that would like to appeal to 
their end-customers can use the “Quality Prints and 
Copying” badge in web environments. The logo can 
be used on a home page, or on banner ads promoting 
the shop. 

It is important that only the “Quality Prints and 
Copying” badge be used in a secondary, not primary, 
role. Do not use the Fuji Xerox signature or other brand 
elements for this application. 

Do not feature the signature prominently in the layout. Noting 
the Xerox/Fuji Xerox Color 1000 Press in the printer’s typeface is 
permitted (circled). 

The signature is removed and the Quality Print & Copying badge 
is added. Product imagery can come from the Xerox brand team / 
FX Corporate Communications. 
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About Premier Partners

Badge Use
Premier partners are part of a global network of 
large commercial printers that use Xerox/Fuji Xerox 
equipment. Members receive a badge that can be 
shown in collateral materials or online, demonstrating 
their affiliation to Xerox/Fuji Xerox. The badge for this 
partner is shown right. 

General Usage For the Premier Partner 
Badge
Below are important details regarding premier partner 
member badge use:

•	 Keep the premier partner company logo the focal 
point in all applications; the badge should always 
be smaller than the partner’s logo and second in 
the hierarchy. Note that the badge should not be so 
small that it becomes illegible.

•	 Distant logo spacing is recommended, as it 
demonstrates the distinction between the company 
and Xerox/Fuji Xerox. 

•	 The relationship should always emphasize the 
premier partner company, not Xerox/Fuji Xerox or 
the premier partner program. 

This badge is for Xerox in organizing events or programs specific 
for Premier Partners. 

This premier partner member badge can be used by the member 
to demonstrate their affiliation to Xerox. 

This badge is for Fuji Xerox in organizing events or programs 
specific for Premier Partners. 

This premier partner member badge can be used by the member 
to demonstrate their affiliation to Fuji Xerox. 
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Collateral Materials

Usage
The exhibit on the left demonstrates a Print & Copy 
Service promoting their services, and the use of a 
Xerox/Fuji Xerox printer. The main concern with this 
layout is that the Fuji Xerox signature should not be 
used; it provides an improper impression of a Fuji 
Xerox endorsement. The same principles apply to 
Xerox.

By adding the Premier Partner badge (circled), we 
better describe the partner as a premier partner with 
the example of the right. The layout still emphasizes 
the printing group, while also promoting the use of 
Fuji Xerox equipment. The product imagery on these 
types of promotions should always be a Fuji Xerox 
supplied photo. The same principles apply to Xerox.

Do not feature the Fuji Xerox signature prominently in 
the layout. Noting the Fuji Xerox Color 1000 Press in the 
printer’s typeface is permitted (circled). 

The Fuji Xerox signature is removed and the premier 
partner member badge is added. For product imagery 
contact the Xerox Brand Team or FX Corporate 
Communications. 

mailto:NABrandSupport%40xerox.com?subject=Product%20Imagery%20Request
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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Shown Amidst Other Logos
The premier partner member badge can be placed 
on a partner website, in order to advertise the 
positive affiliation. Partners should be encouraged 
to consider a comfortable clear space between the 
premier partner member badge and other affiliations/
designations. The exhibit below is an example of an 
online application. 

Partner and Co-marketing Guide, Version 3.0  > Premier Partners  > Website

Website
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Two Arrangements
There are two potential scenarios for customer site 
branding:

Compound Brand Environment: This is a business 
setting (e.g., a university or company) where Xerox/
Fuji Xerox provides in-house document outsourcing 
services that accommodate more complex customer 
needs than an average multi-function printer. In 
this case, the customer wants to emphasize that 
Xerox/Fuji Xerox is providing document outsourcing 
services within their company’s (externally) branded 
environment. The customer may want to leverage the 
Xerox/Fuji Xerox name with the presence of Xerox/
Fuji Xerox-branded signage. The conveyed message 
is: “Our printed materials are high quality, because we 
use Xerox/Fuji Xerox.” This is an allowable method, as 
long as the environment is not open to the public. 

Customer Brand Environment: Xerox/Fuji Xerox is 
providing document outsourcing services in a business 
setting, but the customer does not want to—or should 
not—leverage the Xerox/Fuji Xerox brand identity due 
to one of three reasons:

•	 The customer already has a strong brand or 
corporate identity guidelines that do not allow for 
co-branding with another company; 

•	 The customer does not want to offer any marketing 
concessions to Xerox/Fuji Xerox; or 

•	 The user/employee would be confused by the 
presence of the Xerox/Fuji Xerox brand in the 
environment. 

In this case, the customer may allow a small visual 
attribution to Xerox/Fuji Xerox. 

The following pages will outline the options and 
limitations for this category. 

Partner and Co-marketing Guide, Version 3.0  > Customer Site Branding  > About Customer Site Branding

About Customer Site Branding
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Xerox/Fuji Xerox Brand Usage
The photos below represent an example of a 
corporate print center that uses Xerox/Fuji Xerox 
equipment, and provides a presence of branded 
signage. This demonstrates the high value placed 
on the Xerox/Fuji Xerox products and capabilities, 
and is allowable due to the private space. Customers 
may opt to place their logo on signage so that their 
place of business is not mistaken for a Xerox/Fuji 
Xerox office. Combining the customer logo with 
Xerox/Fuji Xerox branding is allowable in this special 
circumstance, but the customer logo is not required. It 
is a customer-specific decision.

Artwork Origins
The graphic files should originate from Xerox/Fuji 
Xerox and approval is required. Approvals will be made 
on a case-by-case basis by the Xerox Brand Team / FX 
Corporate Communications. 

Client Logo Use with the Xerox/Fuji Xerox 
Brand
It is required to get necessary approval from the client 
for the use of the client logo.

The photos below demonstrate an example of a 
compound brand environment. 

Partner and Co-marketing Guide, Version 3.0  > Customer Site Branding > Compound Brand Environment

Compound Brand Environment

The large “PrintCentre” sign could be implemented to say “Optus 
PrintCentre”; this is because the service area is not the Fuji Xerox 
PrintCentre, but the Optus PrintCentre—supported by Fuji Xerox 
services and products. 

The PrintCentre signage the user encounters upon arrival employs the Fuji Xerox brand as the main visual, but includes the Optus logo, 
demonstrating that you are still in the Optus company offices. 

mailto:NABrandSupport%40xerox.com?subject=Channel%20Partner%20Badge%20Usage
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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Limited Brand Use
In the customer brand environment, only a secondary 
placement of the Xerox/Fuji Xerox signature is used. 
The primary visual focus remains with the customer 
brand. 

The example shown below provides a general visual 
direction for this scenario, and how the Xerox/Fuji 
Xerox signature could be placed in this environment. 

Partner and Co-marketing Guide, Version 3.0  > Customer Site Branding  > Customer Brand Environment

Customer Brand Environment

Brandco Managed by Xerox

Brandco Managed by Xerox
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Business Partners
Business partners create and sell solutions, software 
and accessories that extend the use of Xerox/Fuji 
Xerox products. The solutions enable and support 
Xerox/Fuji Xerox products and services. There is a 
business partner badge available for use in marketing 
and promotion.  

It’s required for business partners to complete a 
partnership contract for the use of the badge.

The badges below represent the standard set of 
Xerox/Fuji Xerox business partner badges, and 
they are the approved designations. Changing the 
designations is not allowed. The business partner 
badge is primary. However, in case the partner 
requires specific designations, the solution partner 
badge and technology partner badge are available 
form use.

Co-marketing 
In this special circumstance, Xerox/Fuji Xerox and an 
partner company team up to help each other market 
and sell each other’s products. Within co-marketing 
are specific subgroups that will be discussed in the 
pages that follow. 
Note: co-marketing partners do not use the business partner 
badge. 

Partner and Co-marketing Guide, Version 3.0  > Business Partners and Co-marketing  > About Business Partners and Co-marketing

About Business Partners and Co-marketing

Business Partner Badge

Solution Partner Badge Technology Partner Badge

Business Innovation 
Partner

Business Innovation Partner 
Badge

Business Partner
Business Partner Badge
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About Business Partners and Co-marketing (continued)

Clear Space
Minimum clear space is the required space around 
the business partner badge, established to maintain 
signature visibility and legibility.

Use this clear space as a minimum distance guideline, 
keeping the badge separate from other graphic 
elements within layouts. The clear space is measured 
by using the height of the "x" character times two. See 
the examples below for details.
Note: this page shows the business partner badge. The rules for 
the solution partner and technology partner are the same.

3-line and 2-line Signatures Within 	
the Badge
The Fuji Xerox signature within the Business Partner 
badge can be either the 3-line or 2-line signature. Here 
is a review of the minimum size usage for each of 
these badges:

•	 The 3-line Business Partner badge should be used 
at a minimum width of 43 mm for print and 186 px 
for web. 

•	 The 2-line Business Partner badge should be used 
at a minimum width of 29–42 mm for print and 
between 124–185 px for web.

When you need to place the Fuji Xerox badge close to the 
company logo, ensure that you follow the minimum clear space 
rule, as shown above. 

When you need to place the Xerox badge close to the company 
logo, ensure that you follow the minimum clear space rule, as 
shown above. 

xx

Business Partner

3-line Minimum size
Print: 43mm

Web: 186 px

2-line Minimum size
Print: 29 –42mm

Web: 124 –185 px
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Endorsement Badge
The Xerox/Fuji Xerox business partner badge can be 
used in a secondary role in marketing collateral. The 
exhibit (below left) represents an implementation of 
the badge in a brochure layout. Notice the collateral 
uses the business partner's brand entirely.

Xerox/Fuji Xerox Signature
If the partner has materials that show a range of 
partners that they associate with, it is acceptable to 
use the primary Xerox/Fuji Xerox Signature alongside 
the other partner logos (below right). 

Partner and Co-marketing Guide, Version 3.0  > Business Partners and Co-marketing   > Business Partner Badge

Business Partner Badge
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Co-marketing 1: Partnered Offerings	
When Xerox/Fuji Xerox and a partner work together to 
market each other’s products, it is called a “Partnered 
Offering”. Within this partnership are two different 
potential approaches:

A. Xerox/Fuji Xerox is the “offering leader*”

B. Xerox/Fuji Xerox defers to the partner as the 
“offering leader”

The primary principal in co-marketing is the following: 
if there is a reason that one brand should lead, then 
the materials should be in that brand’s identity. 
Only present the second brand’s logo when you 
reference the partner. Here are some details for 
implementation:	

Scenario A—When Xerox/Fuji Xerox is the lead in 
the offering, the layout should emphasize the Xerox/
Fuji Xerox brand including brand elements such as 
connectors, colors, font, etc., and only present the 
partner logo in a secondary role. Do not blend or 
merge the brands. 

Scenario B—When the partner leads, only the 
Xerox/Fuji Xerox signature should be shown, and in 
a secondary role. No other  Xerox/Fuji Xerox brand 
elements can be used; do not blend or merge the 
brands. 

If you would like to explore co-marketing using a 
50/50 equal branding approach, please contact the 
Xerox Brand Team / FX Corporate Communications.

General Rules 
Regardless of whether it is Scenario A or B here 
are some general rules to follow to maintain brand 
consistency:

•	 Depending on whether the partner or Xerox/Fuji 
Xerox is speaking, this will determine whose brand 
identity is shown in applications. For co-presenting 
situations, use a neutral layout.

•	 Ensure that the minimum clear space is always in 
use for the Xerox/Fuji Xerox signature. 

•	 It is desirable to leave broad spacing between the 
partner logo and the Xerox/Fuji Xerox signature. 

•	 Never blend or merge the partner and Xerox/Fuji 
Xerox; there should always be good separation 
between the two brands. 

Partner and Co-marketing Guide, Version 3.0  > Business Partners and Co-marketing   > Co-marketing

Co-marketing

Scenario B:  APTECH is the lead, therefore the only Fuji Xerox 
branding shown on the layout is the signature. 

Scenario A: As the lead in the offering, the overall look is Fuji 
Xerox branded. The partner is shown only as a logo. 

Extended-font Conversion Tool FontCnvX 
株式会社日本データコントロール 富士ゼロックス向け開発ツール 

ホストの外字ファイルを富士ゼ
ロックスプリントシステムで利
用可能な外字に変換します。  

ホスト外字一括変換ツール  
明朝を意識した 
アウトライン変換 
とめ、払い、ギザギザな斜め線を 
滑らかに表現 

ホストコードとUNICODE 
の対応表を自動生成 
任意の変更および外部ファイルから 
インポート可能 

外字一覧の 
印刷機能搭載 
変換結果確認として 
利用可能 

外字エディタ 
変換後の字体を 
修正可能なアウトライン 
エディタ搭載 

－FontCnvX で自動変換できない形式
の ホ ス ト 外 字 フ ァ イ ル か ら 、
EUDC .TTE とコード対応表を作成する
サービス（別料金）です。このサービ
スを受けるためには、FontCnvX 年間
保守への加入が条件になります。 

最大1W 

成果物 送付 

お試し 変換 

サポート窓口 
Eメール 

発注 

お試し変換結果送付 

納品 

Eメール 

Eメール 

外字ファイル送付 

顧客と業務毎に 
プロジェクト管理 
リピート案件に効率良く対応 
過去の変換結果を簡単に取り出し可能 

変換できない外字は 
T ru eT yp e変換サービスX  
で個別対応(� 1 ) 

（※１）変換に関しては、別途個別相談となる旨ご了承ください。 

ホスト外字 
ファイル 

外字一覧 
PDF 

コード対応表 

変換結果 
を確認 

EUDC.TTE 

お客様 

(※2) 

（※２）カートリッジ磁気テープ等の記憶媒体での受け取りはできません。Eメールに添付したファイルでの受け取りに限ります。 

*The offering leader is the brand who will be presenting to the customer or 
market.

mailto:NABrandSupport%40xerox.com?subject=Channel%20Partner%20Co-Marketing%20Inquiry
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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Co-marketing 2: Xerox/Fuji Xerox is the 
Dealer
This is a special co-marketing situation where Xerox/
Fuji Xerox acts as a dealer for a company’s products. 
Because of this special scenario, Xerox/Fuji Xerox can 
carry forward the value of the product’s branding. The 
partner’s marketing material can be used in its present 
condition, with only the addition of the Xerox/Fuji 
Xerox signature. 

In the example below, Fuji Xerox is a distribution 
channel for NEC phones. The marketing material 
remains the same, except for the addition of the Fuji 
Xerox signature on the back/bottom right. 

Signature Placement Rules
Some general rules for signature placement when 
Xerox/Fuji Xerox is the product dealer:

•	 Do not lock up the Xerox/Fuji Xerox signature with 
any of the product layout elements.

•	 Only use the Xerox/Fuji Xerox signature; do not use 
any other Xerox/Fuji Xerox brand elements.

•	 The Xerox/Fuji Xerox signature should be placed in a 
secondary position in the layout.

•	 �Always ensure the minimum clear space is used. It 
is desirable to place the logo with more than just 
minimum clear space. 

Partner and Co-marketing Guide, Version 3.0  > Business Partners and Co-marketing   > Co-marketing

Co-marketing (continued)

Do not place the  signature in the primary position in your layout. Only place the signature in a secondary position in your layout.
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Co-marketing 3: A Fuji Xerox Solution, 
Partner Ingredient
In this co-marketing situation, Xerox/Fuji Xerox sells a 
partner’s product within a solution that also includes 
Xerox/Fuji Xerox services. By doing this, the partner’s 
product becomes an ingredient in the Xerox/Fuji Xerox 
offering. 

The exhibit is an example of this type of co-marketing 
situation. Fuji Xerox sells the “Automate” product in a 
solution. 

General Rules 
When a well-known brand provides the ingredient to 
the Xerox/Fuji Xerox offering, there could be interest 
in surfacing the partner and/or the product due to 
existing brand equity. Here are some rules to follow for 
showing the partner product:

•	 On collateral interiors (or back cover), it is acceptable 
to show the partner/product logo within the context 
of introducing their products and services, but it can 
appear only once in the marketing material and 
within a rectangle.

•	 The partner/product logo can be shown in a natural 
setting (e.g., an employee badge, or the side of a 
building) with the partner’s permission. 

•	 Language can be used to reference the product, 
for example, “Product Name, A Xerox/Fuji Xerox 
Solution”.

Partner and Co-marketing Guide, Version 3.0  > Business Partners and Co-marketing  > Co-marketing

Co-marketing (continued)

Automate
A Fuji Xerox Solution

Automate is easy to cost justify, implement and maintain.

Automate

September 2011

For more information or detailed product specifications,
call or visit us at
Fuji Xerox Australia 101 Waterloo Road,
Macquarie Park NSW 2113
Tel. (02) 9856 5000  Fax. (02) 9856 5003

h t t p : / / w w w . f u j i x e r o x . c o m . au

XEROX©, and the sphere of connectivity design are trademarks or registered trademarks of Xerox Corporation. in the U.S. and/or other countries. ApeosPort is a trademark or registered trademark of Fuji Xerox Co., Ltd. 
Other trademarks are the property of their respective owners.

Protecting the environment is fundamental to our commitment to corporate citizenship. Fuji Xerox 
Australia provides products that have been designed with both our customers and the environment in 
mind. We are known for our end-of-life product resource recovery and remanufacturing programs. Our 
products regularly lead the industry in energy performance and all our sites maintain ISO 14001:2004 
Environmental Management System Certification. Fuji Xerox Australia has been recognised for its 
achievements in environmental sustainability by the United Nations and the Banksia Environmental 
Foundation in Australia.

Reproduction Prohibitions Please note that reproduction of the following is prohibited by law:
Domestic and overseas bank notes and coins, government-issued securities, national bonds and local bond certificates.
Unused postage stamps and post cards. Certificate stamps stipulated by law. The reproduction of works for copyright
purposes (literary works, musical works, paintings, engravings, maps, cinematographic works, photographic works, etc.) is
prohibited except when they are reproduced personally, at home or within limited range according to the above. This product
is equipped with an anti-counterfeit feature. This feature is not intended to prevent illegal reproduction. Be extremely careful
about the management of equipment used. 

Environment
ISO 14001

Automate specifications:
• Pre-installed with Automate Document   
 Management Software. 
• Only 2 hour installation.
• Easy to install plug and play network appliance. 
• Connects to any corporate network with an   
 ethernet cable. 

• Provides 10 concurrent user access, 
 with unlimited logins.
• 250,000 document storage license +  
 unlimited archive to Network/DVD/HD 
• Automatic scheduled backups. 
• 10 Pre-configured applications with easy  
 setup configuration wizard.

For further information regarding product features, performance 
parameters and environmental requirements, please refer to the 
Fuji Xerox Customer Expectation Document.

About Fuji Xerox Australia

Fuji Xerox Australia is one of Australia’s leading document management technology and services companies marketing innovative technologies, 
products and solutions.

Our mission is to be the unrivalled leader in providing print and electronic document services and solutions, as well as business process expertise 
to government and business communities.

With more than 12 billion pages produced on Xerox technology in Australia annually, Fuji Xerox has the experience and knowledge to design 
and implement document solutions for offices, print rooms, commercial printers or publishing environments, with expertise that includes 
Print Solutions, Software, Managed Services, Consulting and Integrating Services and Supplies.

The company, its management and its staff are driven to create sustainable value for its customers and that is reflected in its commitment 
to environmental responsibility and continuous improvement across all aspects of the business.

For further information, please visit www.fujixerox.com.au or for sales enquiries call 13 14 12.

Features Include:

Importing

management process. It provides the tools that allow single click 
retrieval of documents from within other core applications.

Document Capture
Capture provides a simple interface that allows users the ability 
to see documents as they are scanned into the application. 
Document indexing allows the user to enter index information 
from the document.

Reporting
Automate can generate reports on demand. The reports assist 
users and companies to maintain superior audit procedures 
and comply with required agency regulations.

Desktop Integration
A unique and powerful collection of tools that adds 

applications.  The content can be added as new or to existing 
objects. Components are: Auto File, Context Menu, Microsoft 

Monitor and Manual Archive Solution.

Integration
With the Automate Integration tool, sharing data and 
documents between Automate and your current systems has 
never been easier. We can consult to map any data across to 
your current system.

Electronic Forms 
Allows you to create and store a library of on-demand forms to 

HTML, or Excel documents.

Introducing Automate
 
Automate was developed for small and medium sized 
organisations to automate and improve their business 
processes.

Automate provides the tools you need to scan paper documents, 

Everything you need right in the box

Automate is easy to initiate and can be installed by Fuji Xerox 
Australia in under two hours.

business requirements.

Simply plug the Automate appliance into your network and

Save Money Fast...Automate is the Answer

Automate delivers on the promises of document security,
control, and access without the technical complexity and cost

• Recognise immediate cost reduction, improve your bottom  
 line, and increase your business’ competitive advantage.

• Reduce your exposure to compliance policy violation, 
 litigation and penalties.

• Make intelligent business decisions with the visibility 
 gained from management, control, security and   
 

• Extend trust by developing more secure communication 
 between you and your customers.

• Quickly and cost-effectively reduce human error so you 
 can focus on your business priorities.

• Meet Service Level Requirements (SLAs).

Automate Provides:

• Document Integrity – Documents properly stored in   
   
 .

• Document Security – Documents stored in Automate 
 can have security policies applied to them so that 
 sensitive information can be protected.

• Document Access – Automate is an inherently multiuser 
 system and provides distributed access to documents 
 any time you need them right at the users desktop.

• Document Archiving – Automate makes it easy to setup 
 processes for archiving documents based on    
 predetermined criteria.

• Disaster Recovery – Automate makes it easy to create 
 and maintain back up copies of critical business 
 documents thereby providing quick recovery in the event  
 of a natural disaster.

• Regulatory Compliance – Automate provides the 
 functionality to address the legal requirements to 
 protect private information and documents.

Improve the way you work with Automate

Are you worried that your business processes might be costing your staff a lot 
of time and you a lot of money? 

to make the right decisions?

Australian businesses are increasingly reporting frustration with their document 
processes. Not only does this have an impact on employee satisfaction and 
productivity - it’s directly impacting your bottom line. 

In fact, research shows that 70% of businesses either had measured or were 

Automate delivers instant results 
for hundreds of applications
including:
• Accounting  •       Client Files 
• Human Resources •       Government Records 
• Student Records •       Contracts
• Medical Records •       Help Desk  

Simply plugs into 
any network

We tailor our solution to 
meet your organisations 
individual needs

The Automate brochure cover shows the 
product name in text. 

The brochure interior includes a photo of the product with branding on it. This is 
allowable in one instance per marketing piece. 

Automate
A Fuji Xerox Solution

Automate is easy to cost justify, implement and maintain.

Automate

September 2011

call or visit us at
Fuji Xerox Australia 101 Waterloo Road,
Macquarie Park NSW 2113
Tel. (02) 9856 5000  Fax. (02) 9856 5003

h t t p : / / w w w . f u j i x e r o x . c o m . au

XEROX©, and the sphere of connectivity design are trademarks or registered trademarks of Xerox Corporation. in the U.S. and/or other countries. ApeosPort is a trademark or registered trademark of Fuji Xerox Co., Ltd. 
Other trademarks are the property of their respective owners.

Protecting the environment is fundamental to our commitment to corporate citizenship. Fuji Xerox 
Australia provides products that have been designed with both our customers and the environment in 
mind. We are known for our end-of-life product resource recovery and remanufacturing programs. Our 
products regularly lead the industry in energy performance and all our sites maintain ISO 14001:2004 

achievements in environmental sustainability by the United Nations and the Banksia Environmental 
Foundation in Australia.

Reproduction Prohibitions Please note that reproduction of the following is prohibited by law:

purposes (literary works, musical works, paintings, engravings, maps, cinematographic works, photographic works, etc.) is
prohibited except when they are reproduced personally, at home or within limited range according to the above. This product
is equipped with an anti-counterfeit feature. This feature is not intended to prevent illegal reproduction. Be extremely careful
about the management of equipment used. 

Environment
ISO 14001

• Pre-installed with Automate Document   
 Management Software. 
• Only 2 hour installation.
• Easy to install plug and play network appliance. 
• Connects to any corporate network with an   
 ethernet cable. 

• Provides 10 concurrent user access, 
 with unlimited logins.
• 250,000 document storage license +  
 unlimited archive to Network/DVD/HD 
• Automatic scheduled backups. 
•  
 

For further information regarding product features, performance 
parameters and environmental requirements, please refer to the 
Fuji Xerox Customer Expectation Document.

About Fuji Xerox Australia

Fuji Xerox Australia is one of Australia’s leading document management technology and services companies marketing innovative technologies, 
products and solutions.

Our mission is to be the unrivalled leader in providing print and electronic document services and solutions, as well as business process expertise 
to government and business communities.

With more than 12 billion pages produced on Xerox technology in Australia annually, Fuji Xerox has the experience and knowledge to design 

Print Solutions, Software, Managed Services, Consulting and Integrating Services and Supplies.

to environmental responsibility and continuous improvement across all aspects of the business.

For further information, please visit www.fujixerox.com.au or for sales enquiries call 13 14 12.

The Automate brochure back cover shows 
the Automate logo. 
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Telling the Customer Story 
Not a partner situation, this is a case where our 
signature coexists with another brand. It is important 
to understand how we would surface another brand in 
this situation. 

Energex Case Study
Energex is a large electric utility company which Fuji 
Xerox made more efficient through its document 
management products and services.

This brochure example is a case study on the Fuji 
Xerox-Energex relationship and its success. The 
example on the top is the original layout, and the 
example on the bottom shows the recommended 
cover revision and interior page layout. 

Using a Partner/Customer Logo in Xerox/
Fuji Xerox Applications 
Points of consideration for using a partner/customer 
logo in an application:

•	 On the collateral cover, the partner/customer logo  
should not be used; the name can be shown as a 
type treatment only. 

•	 On collateral interiors (or a back cover), it is 
acceptable to show the partner/customer logo—but 
it can appear only once in the marketing material. 

•	 This type of customer logo usage must be in 
conjunction with the customer’s story and placed 
within a rectangle. 

•	 The partner/customer logo can only be shown in a  
natural setting (e.g., as an employee badge, on 
the side of a building [with the partner/customer's 
permission]). 

Partner and Co-marketing Guide, Version 3.0  > Business Partners & Co-marketing  > Co-marketing Usage

Co-marketing Usage

Recommended cover revision Interior page sample

Original cover layout

Duis autem vel eum iriure 
dolor in hendrerit.
Vulputate velit esse molestie autem 
consequat, vel illum.

3

Lorem ipsum dolor sit amet, 
consectetuer adipiscing elit.
Sed diam nonummy nibh euismod 
tincidunt ut laoreet dolore magna 
aliquam erat volutpat. Ut wisi enim ad 
minim veniam, quis nostrud exerci tation 
ex ea commodo consequat. 

Duis autem vel eum iriure dolor in 
hendrerit in vulputate velit esse molestie 
consequat, vel illum dolore eu feugiat 
nulla facilisis at vero eros et accumsan et 
iusto odio dignissim qui blandit praesent 
luptatum zzril delenit augue duis dolore 
te feugait nulla facilisi. Nam liber tempor 
cum soluta nobis eleifend option congue 
nihil imperdiet doming id quod mazim 
placerat facer possim assum. 

Typi non habent claritatem insitam; 
est usus legentis in iis qui facit 
eorum claritatem. Investigationes 
demonstraverunt lectores legere me 
lius quod ii legunt saepius. Claritas est 
etiam processus dynamicus, qui sequitur 
mutationem consuetudium lectorum.

Mirum est notare quam littera 
parum claram.
Anteposuerit litterarum formas 
humanitatis per seacula quarta decima 
et quinta decima. Eodem modo typi, qui 
nunc nobis videntur parum clari, fiant Ut 

Duis autem vel eum iriure dolor 
in molestie consequat.
Vel illum dolore eu feugiat nulla facilisis 
at vero eros et accumsan et iusto odio 
dignissim qui blandit praesent luptatum 
zzril delenit augue duis dolore te feugait 
nulla facilisi. Nam liber tempor cum 
soluta nobis eleifend option congue 
nihil imperdiet doming id quod mazim 
placerat facer possim assum. 

Typi non habent claritatem insitam; 
est usus legentis in iis qui facit 
eorum claritatem. Investigationes 
demonstraverunt lectorexs legere me 
lius quod ii legunt saepius. Claritas 
est etiam processus dynamicus, qui 
sequitur mutationem consuetudium 
lectorum. Mirum est notare quam littera 
gothica, quam nunc putamus parum 
claram, anteposuerit litterarum formas 
humanitatis per seacula quarta decima 
et quinta decima. 

Eodem modo typi, qui nunc 
nobis videntur parum clari, fiant 
sollemnes in futurum.
Lorem ipsum dolor sit amet, consectetuer 
adipiscing elit, sed diam nonummy nibh 
euismod tincidunt ut laoreet dolore 
magna aliquam erat volutpat. Ut wisi 
enim ad minim veniam, quis nostrud 
exerci tation ullamcorper suscipit lobortis 

Qui blandit praesent luptatum 
zzril delenit augue duis dolore te 
feugait nulla facilisi. 
Nam liber tempor cum soluta nobis 
eleifend option congue nihil imperdiet 
doming id quod mazim placerat facer 
possim assum. 

Typi non habent claritatem insitam; 
est usus legentis in iis qui facit 
eorum claritatem. Investigationes 
demonstraverunt lectores legere me 
lius quod ii legunt saepius. Claritas est 
etiam processus dynamicus, qui sequitur 
mutationem consuetudium lectorum. 

Mirum est notare quam littera gothica, 
quam nunc putamus parum claram, 
anteposuerit litterarum formas 
humanitatis per seacula quarta decima 
et quinta decima. 

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Sed diam nonummy nibh 
euismod tincidunt ut laoreet dolore magna aliquam erat volutpat. 
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Types
There are three types of acquisitions for Xerox: 

Master Brand: These are entities that will be fully 
incorporated into Xerox. They adopt all Xerox 
branding. 

Endorsed Brand: These are entities that retain their 
own brand. Their existing logo is modified with a text 
endorsement line of "A Xerox Company". They cannot 
and do not use any Xerox brand elements. 

Independent Brand: These are entities that retain 
their entire brand and go to market as an independent 
company. Their existing logo remains as-is along with 
the rest of their visual system.

Partner and Co-marketing Guide, Version 3.0  > Acquired Entities  > About Xerox Acquired Entities

About Xerox Acquired Entities (applies to Xerox)

A Xerox Company
Text only endorsement
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Two Types
There are two types of acquisitions for Fuji Xerox: 

Traditional Acquisition: Entities selling business and  
services in Fuji Xerox territories are acquired by Fuji 
Xerox.  An endorsement decision is required.  

Fuji Xerox Subsidiary: A wholly-owned Fuji Xerox 
subsidiary that functions within Fuji Xerox business 
territory. This situation would use the new company 
name using Fuji Xerox brand identity. 

Fuji Xerox Text Endorsement
The most commonly used endorsement available 
for acquired entities is the “text only endorsement” 
(below). Usage will be discussed on the pages that 
follow.  

Partner and Co-marketing Guide, Version 3.0  > Acquired Entities  > About Fuji Xerox Acquired Entities

About Fuji Xerox Acquired Entities (applies to Fuji Xerox)

Text only endorsement
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Due to brand equity, the acquired company maintains 
its identity in the exterior realm. The exhibits show the 
retained the corporate identity, but updated the logo 
to include the text endorsement. Note that no Xerox/
Fuji Xerox assets are in use in the layout. 

Partner and Co-marketing Guide, Version 3.0  > Acquired Entities  > Acquisition Examples

Acquisition Examples

Original Upstream logo Revised Upstream logo with signature endorsement
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Sponsorships

About Sponsorships 	 53
Sponsorship Environment 	 54 
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Communicating the Relationship 
Sponsorship is an important part of how we express 
the Xerox/Fuji Xerox brand and build awareness and 
relevance in the marketplace.

The Xerox/Fuji Xerox signature may be utilized 
in partners’ applications in compensation for 
sponsorship.

This section is applicable to Fuji Xerox only. For Xerox, 
please refer to our Sponsorship Guidelines.

Partner and Co-marketing Guide, Version 3.0  > Sponsorships  > About Sponsorships

About Sponsorships
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Xerox/Fuji Xerox Signature Placement 
with Other Brands 
The Xerox/Fuji Xerox signature should appear alongside 
other sponsors’ logos when Xerox/Fuji Xerox is not the 
primary sponsor. 

The exhibits below demonstrate these placements.

General Rules
The main concern for sponsorship applications is to ensure 
the Xerox/Fuji Xerox signature is used with the clear space 
taken into consideration. This clear space is shown at right.

Partner and Co-marketing Guide, Version 3.0  > Sponsorships  > Sponsorship Environments

Sponsorship Environments

The Xerox/Fuji Xerox signature should remain free of typography, 
photography and other design elements. Use the height of the 
“x” character as a measurement for the minimum amount of 
allowable clear space.

x

Brochure Website Background event signage

xx



55

Xerox Internal Use Only

©2016 Xerox Corporation. All rights reserved.

Social Media
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Social Media Examples	 57
Video� 58
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Partner's Social Media channel name or URL cannot 
contain the word Xerox or XRX, see examples. The 
Social Media platform (Twitter, Facebook, blog, 
YouTube, etc.) account name and rights must be 
managed by Partner. The Partner Badge may be 
displayed only as a secondary identifier., typically 
in the cover image of the social channel. Partner's 
business name must be the primary identifier.

Partner's business identity and markings are used as 
the social media channel (Twitter Handle, FB page, 
Blog, YouTube channel) designs primary look and 
feel.  Linking to Xerox/Fuji Xerox social media channels 
is acceptable using hyperlinks that open in a new 
browser window or tab.

Content from Xerox/Fuji Xerox social media channels 
(or any other Xerox/Fuji Xerox owned website) cannot 
be displayed or positioned as partner business 
content.  If partner's reference any Xerox trademarks, 
please add the Xerox/Fuji Xerox trademark attribution 
statement. 

Do

•	 Use the partner business name and logo as partner 
social branding.  

•	 A partner may add the partner badge in the cover 
image. It should be clear that they are engaging 
with a channel partner and not directly with Xerox/
Fuji Xerox.

•	 Be transparent and declare the partnership with 
Xerox/Fuji Xerox.

•	 Use the appropriate partner badge where 
applicable.

•	 Reference Xerox/Fuji Xerox marketing content for 
key messages and Xerox social media accounts.

Do Not

•	 Use any portion of the logo for a wallpaper.

•	 Use the Xerox/Fuji Xerox logo as your major 
identifier.

•	 Use Xerox/Fuji Xerox in your social channel title or 
URL.

•	 Market your operation as Xerox/Fuji Xerox in social 
media channels. Rather, refer to a Xerox/Fuji Xerox 
Partner.

•	 Use Xerox/Fuji Xerox brand elements in social media 
pages.

•	 Quote Xerox employees without obtaining 
permission from Public Relations manager.

•	 Identify anyone as a Xerox/Fuji Xerox spokesperson.

•	 Use Work Can Work Better messaging – this is 
reserved for Xerox only

Partner and Co-marketing Guide, Version 3.0  > Social Media  > Social Media 

Social Media

Authorized Distributor
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Partner and Co-marketing Guide, Version 3.0  > Social Media  > Social Media Examples

Social Media Examples

Acceptable				                 Not Acceptable
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It is important to properly display your partner brand 
along with the Xerox/Fuji Xerox brand to effectively 
communicate with your customers. This document will 
provide you guidance for displaying Xerox/Fuji Xerox 
branded videos in your partner branded showroom. 
The “Video Introduction Screen” should be utilized as 
described in this document.  

Assumptions:
•	 Xerox/Fuji Xerox Branded video(s) will be unedited from 

the original.

•	 Videos will be displayed in fully partner branded 
showroom, not a Xerox/Fuji Xerox Branded environment

Requirements:
•	 All Xerox/Fuji Xerox Branded video(s) will be unedited 

from the original.

•	 Video Introduction Screen will be placed in front of 
Xerox/Fuji Xerox branded videos only.

•	 The Video Introduction Screen will contain the 
designated text, your partner logo and your Xerox/Fuji 
Xerox partner badge.

•	 The Video Introduction Screen will be shown on screen 
for a minumum of 3 seconds and then transition using a 
simple fade of approximately 0.5 seconds in length.

Template Usage
A template (PSD, JPG) is available to create the 
introduction screen for. For Xerox partners please visit 
the Customer Videos section of the SMART Centre to 
download the template. For Fuji Xerox partners please 
contact FX Corporate Communications.

Contact Information
If you have any questions or wish to arrange a 
consultation, please contact the Xerox Brand Team / FX 
Corporate Communications.

Design Assembly

Video

The above video introduction screen should be displayed prior to 
a Xerox/Fuji Xerox branded video. The Xerox/Fuji Xerox partner 
badge should be one-third of the size of the partner logo.

After the above video introduction 
screen transitions out, the Xerox 
branded video can play.

BROUGHT TO YOU BY

BROUGHT TO YOU BY

Introducing the New 
Xerox® Color 8450 Production Printer

Concessionaire

Concessionaire

http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
mailto:NABrandSupport%40xerox.com?subject=Partner%20Branding%20Inquiry
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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The Xerox corporate logo and design (wordmark 
+ sphere of connectivity design) is a registered 
trademark in the United States and most other 
countries. Therefore it must always appear with 
the ® mark and be accompanied by the trademark 
attribution statement.

Xerox’s policy mandates that trademarks be 
accompanied by a statement that specifically states 
that Xerox Corporation is the owner in the United 
States and/or other countries. This trademark 
attribution statement is worded as follows:

Xerox® and Xerox and Design® [add any other 
trademarks that are used here] are registered 
trademarks or trademarks of Xerox Corporation in 
the United States and/or other countries.

This statement covers both the trademarked word 
Xerox® as it may appear in print (in any font) as 
well as the corporate logo which is comprised of our 
wordmark next to our unique “sphere of connectivity” 
design, referred to as “Xerox and Design” in the 
statement.

When other trademarks are used within the same 
work, list them after the corporate marks. Registered 
marks carry ® within the statement. Marks pending 
registration are merely listed by name. Do not add the 
TM in the attribution statement, but do add the TM at 
the first mention in the body copy.

Special Cases
Words or offering names that have been cleared to 
be used but are not going to be trademarked are not 
listed in the statement.

Trademarks which Xerox Corporation licenses from 
others, like DocuColor, are indicated with special 
wording as demonstrated here: Xerox,® Xerox and 
Design® and DocuColor® are trademarks of, or 
licensed to, Xerox Corporation in the United States 
and/or other countries.

Nuvera is also a special case. The Nuvera mark 
alone is not registered to Xerox Corporation, 
only the combined words “Xerox Nuvera®”. This is 
handled in the attribution statement as follows: 
Xerox,® Xerox and Design® and Xerox Nuvera® 
are trademarks of Xerox Corporation in the 
United States and/or other countries.

For more information on creating an attribution 
statement, please refer to BrandCental.

For a list of current trademarks, please go to the 
Trademark Search Tool located on BrandCental.

Partner and Co-marketing Guide, Version 3.0  > Trademarks  > Xerox Trademarks

Xerox Trademarks (applies to Xerox)
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The following represents many names owned or 
licensed by Xerox Corporation and cannot be used by 
a channel partner without the appropriate marking 
(e.g. ® or TM) along with the Xerox trademark 
attribution statement. The below list is not exhaustive. 
Note: the ® and TM are not required in the Fuji Xerox territory.

In addition, Xerox owned or licensed trademarks are 
not to be used in an affiliates domain name, web 
domain address or business name. 
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Xerox Owned Trademarks (applies to Xerox)

CentreWare®

ColorQube®

ColorStix®

ConnectKey™

DocuColor®

DocuPrint®

eConcierge®

FaxCentre®

FinePoint™

FreeFlow®

iGen3®/iGen4®/iGen®

InfoSMART®

LiveKey®

Made for Each Other®

Xerox Nuvera®

Phaser®

PhaserCal™

PhaserMatch™

PhaserShare®

PhaserSMART®

SMARTsend™

TekColor®

Total Satisfaction 
Services™

Walk-Up™

WorkCentre®
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The Xerox and Fuji Xerox corporate logos and designs 
(wordmark + sphere) are registered trademarks in the 
United States and most other countries. 

Xerox Corporation and Fuji Xerox have many 
registered trademarks which are valuable assets to the 
companies and thus need to be protected. 

To further protect the trademarks, a mandatory 
trademark statement must appear on all our 
advertising and promotional literature, including in 
newspapers, magazines, posters, product catalogs, 
manuals, company brochures, press releases and 
similar publications. 

Trademark Statements are not necessary when it is 
not practical to include them (i.e. on gifts, tchotchkes, 
attire, business cards, sponsorships, etc.). Other 
exceptions include signage for events, sponsorships 
or facilities, electronic advertisements, small (business 
card size) print ads,  and physical product badges.

The sentence must be in readable type, set in upper- 
and lowercase letters as shown below. 

The trademark sentence needs to appear once in 
an item. Do not use the “(R)” symbol alongside the 
corporate signature. 

Special Cases
Words or offering names that have been cleared to 
be used but are not going to be trademarked are not 
listed in the statement.

Trademarks which Xerox Corporation licenses from 
others, [licensed trademark] are indicated with special 
wording as demonstrated here: Xerox, Xerox and 
Design and [licensed trademark] are trademarks of, 
or licensed to, Xerox Corporation in the United States 
and/or other countries.

Nuvera is also a special case. The Nuvera mark 
alone is not registered to Xerox Corporation, 
only the combined words “Xerox Nuvera”. This is 
handled in the attribution statement as follows: 
Xerox,  Xerox and Design, as well as Fuji Xerox and 
Design, and Xerox Nuvera are trademarks of Xerox 
Corporation in Japan and/or other countries. 

For questions about usage of other Fuji Xerox 
trademarks, please contact the Intellectual Property 
Department, Fuji Xerox.
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Fuji Xerox Trademarks (applies to Fuji Xerox)

English:
1.	 Standard statement: 
	 “Xerox, Xerox and Design, as well as Fuji Xerox and Design are registered trademarks or trademarks of Xerox Corporation in Japan and/or other countries.”

2.	 If any of Fuji Xerox trademarks such as Apeos are used, the following must be added to the trademark statement:
	 “Xerox, Xerox and Design, as well as Fuji Xerox and Design are registered trademarks or trademarks of Xerox Corporation in Japan and/or other countries. Apeos is 	a registered trademark of Fuji Xerox Co., Ltd.”

3.	 Whenever any of Xerox Corporation’s trademark such as FreeFlow are used, the following must be added to the trademark statement:
	 “Xerox, Xerox and Design, as well as Fuji Xerox and Design and FreeFlow [add any other trademarks that are used here] are registered trademarks or trademarks of Xerox Corporation in Japan and/or other
     countries.”
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Examples of Trademark Statement
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The following represents many names owned or 
licensed by Fuji Xerox and cannot be used by a 
channel partner without the appropriate Trademark 
attribution statement. The list below is not exhaustive.
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Fuji Xerox Owned Trademarks (applies to Fuji Xerox)

ApeosPort

ApeosWare

ArcSuite

ArcWizShare

DocuCenter*

DocuPat

DocuScan

DocuShuttle

DocuStation

DocuWorks

Knowledge-Drive

MediaDEPO

OpenGate

PrintXchange

SkyDesk

*Xerox Owned Trademark
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This guideline covers the most common forms 
of partnership branding and if you cannot find 
categories shown in this document, contact the Xerox 
Brand Team / FX Corporate Communications and 
obtain approval. Please do not make any decision on 
your own.
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Contact

mailto:NABrandSupport%40xerox.com?subject=Partner%20Branding%20Inquiry
mailto:NABrandSupport%40xerox.com?subject=Partner%20Branding%20Inquiry
http://dmcservice.fxh.fujixerox.co.jp:8200/cgi-bin/CI/inquiry/inquiry_form.cgi?lang=en
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