


Bob Dixon grew up on a small farm in northern Illinois.  Bob worked alongside his father on the farm 
from an early age until he graduated from high school.  During these formative years, his mother and 
father instilled the basic characteristics that were essential in running a successful farm - hard work, 
dedication, investment, commitment and sometimes sacrifi ce.  Even as a young man working on the 
farm, Bob Dixon dreamed of owning his own business.  Together with his wife, Carla, and son, David, 
RK Dixon opened its doors February 1, 1983 and Bob’s dream became a reality.

Bob graduated from Valparaiso University earning his Bachelor’s of Arts and Science degree with 
majors in chemistry and business. He began his career with Thermo Fax Sales, Inc., a division of 3M, 
in 1962, selling the fi rst dry copier.  He received many sales awards and rose through the ranks into 
management.  For an eight-year period, Bob sold visual products, later becoming regional visual 
sales manager, responsible for offi  ces in Chicago, Davenport, Rockford, Peoria, Bloomington and 
Springfi eld.  He was later promoted to sales manager of the Chicago branch, responsible for sales and 
service for copy products.  His last position with 3M was as area sales manager for the eastern United 
States in the dealer organization.

Carla grew up in a small town in Illinois and attended Augustana College in Rock Island, Illinois. 
Before starting a family, Carla enjoyed working in administrative positions in the Chicago area. 
When their sons reached high school, she returned to work in the corporate regional offi  ce of a 
convenience food franchisor.  Her responsibilities included interviewing prospective franchisees, 
applying for all licenses and tax numbers and coordinating the preliminary steps necessary to 
open a new franchise.  The last year there, she was given the added responsibility of coordinating 
maintenance for the 21 stores in the Wisconsin region which included heating/air-conditioning, 
refrigeration, parking lots, and exterior and interior decorating.  Ultimately this background provided 
valuable experience when RK Dixon began.

3M had been operating their offi  ce equipment business using two diff erent business models.  The 
fi rst model was as a direct business in which all the sales, service and administrative staff  were 
employees of 3M and conducted business as 3M.  The second model was distributing their products 
through independent dealers, thereby not incurring the cost of operating the business.  In 1982, 
3M determined that the independent dealer organizations in the secondary markets were more 
profi table than the 3M direct offi  ces, so a decision was made to replace the direct offi  ces with 
independent dealers.  Bob’s responsibility during this time as dealer area manager was coordinating 
the transition to dealers in his region.  Managers of various locations were given the unique 
opportunity to buy the local business from 3M.  Many declined due to the fi nancial risk involved.  The 
Quad Cities, Peoria, Rockford and Bloomington markets were available, and having worked in those 
markets previously, Bob knew them well.  After careful consideration and encouragement from Carla, 
Bob approached 3M with the plan to purchase those market areas.  The purchase from 3M included 
the transition of service contracts on the existing copier base and the rental assets for copiers and 
micrographics equipment.  

The History of RK Dixon



Bryan Dixon attended the University 
of Wisconsin - Madison, earning his 
Bachelor’s of Business Administration 
in 1987 with a double major in 
accounting and information systems.   
Bryan has been involved in the family 
business from the beginning. During 
his breaks from college, Bryan worked 
in many of the administrative positions 
in the company and also wrote several 
computer programs to improve 
business processes.  After graduating 
from college, Bryan was recruited by 
Hewitt Associates, the nation’s largest 
benefi t consulting fi rm, to work as a 
computer systems analyst in the north 
suburbs of Chicago. In 1990, Bryan was asked to join RK Dixon as controller for the company.  Bryan 
gained experience in every facet of the business and was promoted to president and COO in 1997 
and fi nally to president and CEO in 2003. From 1997 to 2008, under Bryan’s leadership, RK Dixon has 
grown from 110 employees to over 200.   

Jeff  Dixon attended the University of Wisconsin – Eau Claire earning his Bachelor’s of Business 
Administration degree in management information systems in May of 1982.  Beginning his career in 
June of 1982, Jeff  worked as a programmer for Northwestern Mutual Life in Milwaukee, Wisconsin.  
Through his 9+ years at Northwestern Mutual Life, Jeff  received numerous promotions, attaining the 
position of manager of information systems for fi eld fi nancial services in 1989.  At that time, he was 
the youngest person to achieve that level of management.  Jeff  joined RK Dixon in September of 
1991 after being recruited by Bob Dixon to build the IT business.  Initially, Jeff  was a selling manager 
of the fi le management division with responsibility for imaging and microfi lm systems.  Since being 
promoted to president of information technology in 1997, the IT business, under Jeff ’s leadership, 
has grown to 30 employees and is recognized by its vendors as the go-to partner in RK Dixon’s 
territory. 

David Dixon joined his parents in starting the company in 1983 after attending the University of 
Wisconsin - Eau Claire.  David managed the warehouse and distribution of products, supplies and 
parts.  After two years as the warehouse manager, David began his sales career.  David quickly 
learned marketing and selling skills, enjoyed early success and earned top recognition from our 
manufacturing partner throughout his sales career.  He was eventually promoted to major accounts 
executive, managed the largest accounts of RK Dixon and continued to receive many top honors.   
The warmer climate of Florida lured him away from the Midwest and David now resides in Tampa, 
Florida. 

Preparation to start the business began in January of 1983 at the Moline, IL home of Jim and Marlene 
Larson, Carla’s sister and brother in-law. Printed fl iers announcing the opening of RK Dixon were 
stuff ed and mailed to all customers in the area.

In February of 1983, Bob and Carla opened the corporate headquarters of their business at 5111 
Tremont Avenue, Suite C, Davenport, Iowa with son, David, two sales representatives and one 
operations employee.  3M continued to service the copiers until May 1, at which time RK Dixon 
established its own service department with a manager, service technicians and dispatch personnel.

Bob and Carla divided their responsibilities by their talents.  Bob, benefi ting from his experience 
in the business, had the vision that guided the new company.  Bob managed the sales and 
service aspects of the business and was responsible for hiring, managing, training new sales and 
service employees as well as directly selling and marketing to customers.  Carla, with her skills in 
administration, established the operations and distribution.  She hired, trained and managed the 
administrative employees and set up the accounting and billing systems.  David managed the 
warehouse and distribution of products, supplies and parts.  Although they had their respective areas 
of responsibility, each learned to wear many hats to ensure that the business was successful and that 
they satisfi ed their customers’ needs.  

By the end of 1983, the staff  had increased from 4 to 30 employees.  Today, as they celebrate their 
25th anniversary, they have over 200 loyal employees working in seven offi  ces.  Bob and Carla are 
so thankful to their customers who have allowed them to provide products and services for 25 
years.  Bob and Carla believe their success is due to their employees exceeding their customers’ 
expectations.  They thank their customers and employees and look forward to the future as their sons 
continue to lead the company.
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RK Dixon started in February of 1983 during a very diffi  cult economic climate.  Interest 
rates in 1983 hit a high of 18.5% and the US unemployment rate was 10.4%.  This did not 
deter Bob and Carla from opening the doors of their fi rst offi  ce in Davenport, Iowa.  

Bob and Carla entered into an agreement with 3M to purchase a fl eet of rental copiers.  
The purchase was fi nanced through a note with 3M to be paid off  in three years.  To 
ensure meeting the note payment and overhead expenses, every eff ort was made to 
keep expenditures at a minimum.  The offi  ce furniture was purchased from used offi  ce 
furniture stores and some was inherited from 3M.  The corporate offi  ce of RK Dixon did not, 
in fact, enjoy the luxury of new furniture until 1997.  As revenues increased, Bob and Carla 
managed to expand their young company and open offi  ces in Peoria and Rockford.  

In the early years, RK Dixon’s main revenue stream was from rentals of 3M Secretary II copiers. The 
equipment was aging, many of the contracts were month-to-month, and rental fees did not 
produce enough income to justify replacing the old copiers with new equipment.  
Bob kept customers happy by keeping their equipment running smoothly through 
hard work, ingenuity and a passion for service.

In 1985, a fourth branch offi  ce was opened in Bloomington, Illinois. 

Sales of fax machines fi nally gained traction and became so popular that RK Dixon 
hired a dedicated sales force to exclusively market fax machines, thus adding another 
revenue source for the company.  

During 1986, just three years after starting their business, the note with 3M was paid in 
full. With that imposing debt behind them, the future of RK Dixon was looking brighter.  
To commemorate the landmark event, they bought their fi rst delivery truck. 

In 1987, RK Dixon started an internal leasing and fi nance program to benefi t customers 
that wanted to lease their equipment.  While fi nishing his last year in college, Bryan Dixon 
wrote the computer program to manage the leasing business.  RK Dixon continues to off er 
in-house leasing to customers to this day. 
    
In 1985, 3M Company and Harris Corporation created a joint venture called Harris/3M. RK 
Dixon marketed their line of copiers and fax machines. In 1989, Harris Corporation bought 
3M’s share to create a new company named Lanier Worldwide.  RK Dixon continues today as 
an authorized Lanier dealer.

As its fi rst hectic but entirely successful decade came to a close, a new building was purchased 
for the Rockford, IL location in 1989. 

The 1980s The 1980s



At the beginning of a new decade, RK Dixon experienced impressive growth, 
organizational infrastructure and competitive power while Bob and Carla’s sons, Bryan 
and Jeff , joined the company. 

In 1990, Bryan became the controller and, under his dad’s wing, learned every facet 
of the business. A year later, he was joined by his older brother, Jeff , who took on the 
responsibility of managing the sale of fi le management and imaging systems. 

In January of 1992, with a strong and capable new management team in place, the 
company acquired the 28-year-old Peoria-based copier company Copy Products 
Corporation (CPC). CPC remained a separate company selling Canon products, while its 
parent company, RK Dixon, sold Lanier products. The friendly family competition, which 
still continues today, created a dynamic formula for success that was noticed by Canon 
USA. CPC soon became Peoria and Bloomington’s authorized Canon dealer and began 
selling Canon’s entire offi  ce product line--a major achievement for RK Dixon.

RK Dixon soon recognized the growing demand for networking services and that digital 
copiers would eventually be an extension of a company’s network so, in 1993, a new 
network integration services division, now known as the IT Group, was formed. Educating 
customers to keep them up to speed with all of the company’s products and services 
off ered became RK Dixon’s next big challenge. The “100% Sold” campaign was launched and 
succeeded in creating greater product awareness among customers. Within three months, 
sales leads multiplied and four major accounts upgraded their equipment and services.

Fast growth soon inspired physical expansion. In 1995, the Rockford site grew by 1,500 square 
feet. In 1996, the Peoria offi  ce moved into a brand new 12,000- square-foot building built at 8630 
North Allen Road. A year later, new 25,000-square-foot accommodations at 5700 Utica Ridge Road, 
Davenport, IA became RK Dixon’s corporate headquarters. 

By the end of 1997, the company employed more than 110 employees and had added 25 more 
counties to its territory by acquiring ZBM, Inc., a Lanier dealership in Springfi eld, Illinois. 
Bryan was promoted to president and chief operations offi  cer; Jeff  rose to the position 
of IT president, Carla continued as vice president, and Bob remained the company’s chief 
executive offi  cer. 

A new recognition initiative known as “Circle of Excellence” began in 1999. The theme, Circle 
of Excellence, signifi es an elite group of sales professionals. Sales reps who meet yearly goals 
are awarded an RK Dixon COE ring.  For each subsequent year of achievement, a diamond is 
added. This successful program is still very much a part of RK Dixon to this day. 
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As the 21st century rounded the curve, RK Dixon hit full stride with 
added enthusiasm and inspiration. The Witness Outstanding Work 
(WOW) initiative was introduced company-wide as a tool for all 
employees to provide immediate recognition for those whose eff orts 
have gone above and beyond the call of duty. To improve upon the Circle 
of Excellence, a recognition trip was added. Upon reaching this goal, 
reps are awarded a yearly vacation to destinations such as the beautiful 
Mexican coastline, the sparkling Caribbean and fun-fi lled Jamaica. 

The IT Group added consulting services to its already-strong network off erings in 2000. Partnering with 
some of the best in the business (Microsoft, HP and Cisco), the IT Group has helped businesses reach 
their goals through technology. In addition, CompuSuite was launched as an application service provider 
business.

In 2001, the corporate offi  ce became an authorized Canon dealer, which completed the expansion 
of the Canon line.  RK Dixon now had the authorization to sell and service Canon copiers and fax 
equipment in the entire geographical RK Dixon territory. 

In 2002, RK Dixon was recognized as a Microsoft Gold Certifi ed Partner – a distinction held to this day. 

A new location was opened in Champaign, IL in 2003. That same year, after a most successful career as 
CEO, Bob retired to the position of chairman of the board, appointing Bryan as president and CEO.

2005 brought about a new corporate identity and a new brand 
image which better refl ected the business, products and service 
off erings. The new brand image, logo and tagline “Everything just 
runs better” applied to both the IT and document solutions groups of 
the company. The last two letters of the RK Dixon logo form a bright 

green “on” button, serving as a visual reminder of the company’s commitment to keeping machines and 
networks up and running. CompuSuite transitioned to a managed services business in 2005, helping 
companies manage their IT needs remotely and securely through RK Dixon’s network operations center in 
Davenport, IA.

That same year, RK Dixon embarked upon a new venture involving the 
sale of state-of-the-art water fi ltration systems called Purity Plus. By 
2006, the Purity Plus business had expanded its territory and proved 
to be a successful addition to the company. 

A new home for the Springfi eld, IL branch was purchased in 2005, and in 2006, the Rockford, IL site was 
completely remodeled and a new offi  ce was opened in Cedar Rapids, IA.

In 2006, RK Dixon developed a 
campaign to help our local 501c(3) 
non-profi t organizations with their 
offi  ce technology needs.  This was, 

and continues to be, RK Dixon’s way of 
acknowledging and thanking non-profi t organizations 

for their charitable services.  Make My Non Profi t Run Better 
travels each year to one of their seven locations. After two 
rounds of public voting, an offi  ce technology makeover 
is awarded to the organizations with the most votes. In 
the fi rst two years, RK Dixon gave over $100,000 and have 

budgeted $35,000 for the current year. 

In 2007, RK Dixon purchased Command 
Business Systems, one of the oldest and most successful Canon dealers in the Quad 
City market. This made RK Dixon the largest independent Canon dealer in the Quad 

Cities market and the fi fth largest dealer in the Midwest region.

RK Dixon launched “Operation Green” in August of 2007.  The employees of 
RK Dixon wanted to signifi cantly change the well-being of the environment. 
To achieve this, employees developed a program called “Operation Green – 
Helping our environment just run better”.  The new internal campaign was 
designed to help the company and employees examine how their behaviors 
impact the environment and what they can do to reduce their carbon 
footprint.

In 2008, RK Dixon announced the creation of the Business Solutions Group, a 
division of RK Dixon dedicated to helping customers develop strategies to reduce 

document output and distribution costs. This group was developed in response to customer demand 
and will assist them in reducing copying and printing expenses. 

RK Dixon was featured in branding guru Duane Knapp’s book The Brand Promise  in 
April of 2008. According to Knapp, “RK Dixon is a regional, family-owned company 
headquartered in Davenport, Iowa. They promise their copier, printer and network 
clients that everything just runs better. Their employees take ownership of the 
customer experience. RK Dixon proves that success comes from the size of the 
promise, not the size of the company.”

The future looks more promising than ever, based on an enduring pledge and 
commitment to our expanding family of RK Dixon customers.
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Our Mission

Our mission is to develop long-term business
relationships with our customers that will increase
productivity and profi tability within their organizations.
We accomplish this by listening to our customers’ needs,
consulting each organization on an individual basis and
providing a solution with superior products and services.
We realize that our customers have a choice in their
purchasing decisions. Therefore, we strive daily to exceed
our customers’ expectations by seeing our business
through our customers’ eyes.



QUAD CITIES
Corporate Offi  ce
5700 Utica Ridge Road
Davenport, IA 52807
Phone 563.344.9100
Fax 563.355.4888

BLOOMINGTON
2205 E. Empire Street - Suite K
Bloomington, IL 61704
Phone 309.662.6500
Fax 309.663.0525

CEDAR RAPIDS
855 Wright Bros. Blvd. SW Suite 2A
Cedar Rapids, IA 52404
Phone 319.365.0096
Fax 319.363.1104
Iowa City Phone: 319.248.3830

CHAMPAIGN
806 Parkland Court - Suite 2
Champaign, IL 61821
Phone 217.353.0701
Fax 217.353.0704

PEORIA
8630 N. Allen Road
Peoria, IL 61615
Phone 309.692.3300
Fax 309.692.3325

ROCKFORD
1560 S. Alpine Road
Rockford, IL 61108
Phone 815.397.2700
Fax 815.399.3996

SPRINGFIELD
2912 Stanton Street
Springfi eld, IL 62703
Phone 217.529.7899
Fax 217.529.8529




