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COVER STORY

by Michael Knight

In 20106, using various main stream news
sources, I began capturing interesting technology
developments that I thought would be important
drivers of the ongoing demand for electronic
components. My objective was to build our some
material to share during the TTI Breakfast
Briefing ar EDS ro support my optimistic projec-
tions for the electronics industry. I wasn’t far into
the project when some common themes became
obvious. There is a lot going on in the world
thar will significantly change how we live in the
world tomorrow. For instance, the next wave of
automation has its sights set on jobs well beyond
the manual, highly repetitive manufacturing jobs
that the last wave crashed over. The observations
that follow are delivered as a tenured individual
working in the electronic component supply chain,
not as an employee of TTI, the component supply
chain company I work for.

Mainstream media is full of news on tech
advancements clumped under a couple of mega,
overlapping categories: the advance of auto-
mation, the proliferation of medtech and the
emergence of artificial intelligence. Countless
articles on these topics can be found in obvious
places like Wired Magazine, Scientific Ameri-
can and Popular Science Magazine. But they
are just as common occurrences in the pages
of Forbes, Fortune, Newsweek and Vanity Fair.
This is equally true for virtually every newspa-
per. All are full of arresting images of robots
that look and move like people, and robots that
are performing intricate surgeries on peoples’
hearts, joints, eyes and even brains.

Automation deployment

In many ways, robotics is the ultimate physi-
cal manifestation of automation. As mentioned,
robots in manufacturing are nothing new. Nor
are robots in service industries ... think ATM
machines, which do the work of bank tellers,
kiosks that do the work of airline ticket counter
people, or self-serve gas pumps that arrived
in the ’60s to replace millions of gas station
attendants. What is in the news is the acceler-
ated deployment of automation that displaces
human workers in grocery stores, fast food
restaurants, bars, hotels and many other people-
intensive, service-oriented businesses.

Self-driving cars are another modern-day
news staple. A self-driving car is simply a robot
with wheels. They are among us already, and
the big auto companies are firmly committed
to the concept. Leading the charge are the new

It is safe to say that the not too
distant future of ground-based,
personal transportation is going
10 be autonomous,

electric and shared.

app-based companies
that are revolutionizing
the industry — like Uber
and Lyft — who see the
technology as a way to
remove the half million-
plus people who drive for
them from their business
models. At this point, it is
safe to say that the not too
distant future of ground-
based, personal transporta-
tion is going to be autono-
mous, electric and shared.
But even these compa-
nies are likely to suffer some
disruption in the process as
autonomous flying cars are
racing to market in paral-
lel with their earthbound
counterparts. Right now, a
trial is being run in Dubai
of an autonomous flying
taxi service using vehicles
manufactured by a Chinese
company. Whether it rolls
or flies, both forms of vehicles have the same
obstacles and requirements before becoming the
de facto way we move around — the accumulation
of enough safety data to satisfy the government
bodies that need to rewrite the related rules,
regulations, standards and laws that are necessary
to integrate these people-moving-robots into the
public space. Today, only California, Michigan

(continued on next page)

About Michael Knight

Michael Knight is a senior vice
president of TTI Americas, a Berkshire
Hathaway subsidiary, and is responsible
Jfor product management, corporate
marketing and sales for key vertical
markets. Michael has worked in the
electronic components industry since the
mid-1980s. Prior to TTI Americas, he
worked for a number of distributors and
component manufacturers, including
a manufacturers’ rep firm in Northern
California. He has held a variety of
national and global leadership roles in
sales, marketing, operations and general
management. In the late 90s, Michael
launched a successful tech start-up in the
semiconductor materials space.

The Representor | Spring 2017



COVER STORY: Robots among us

(continued from previous page)

and Florida have proposals in motion to legalize
the use of fully driverless vehicles for transporta-
tion of passengers.

Alongside this is an effort to bring autono-
mous trucks and ships to our roads and water-
ways. The technical and regulatory challenges
are probably going to be more quickly over-
come than those for cars, so chances are we’ll
have self-driving long-haul and delivery trucks
among us even sooner.

Impact on employment

The unemployment ramifications of the
self-driving vehicles are staggering. For example,
there are more than 3.5 million people in the
U.S. who drive a truck of some sort for a living,
according to the American Trucking Associa-
tion. It is the number one full-time occupa-
tion in most states in our nation. The average

SalesRepLawyers.com
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N R for Sales Reps Nationwide
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FREE €04,
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Initicl Consultation
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Just mention

ERA. U We'll help you
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222 S. Riverside Plaza, Suite 2100 « Chicago, IL 60606 « 312.648.2300

ADAM GLAZER
adam.glazer@sfnr.com
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annual salary of a truck driver per the Bureau
of Labor Statistics is $40,000, which is higher
than almost half of all tax filers. Beyond the
drivers themselves, there is an infrastructure of
businesses built to support the industry that

is going to be squashed. A prime example is
the nationwide network of truck stops. These
businesses employ an estimated additional 5.2
million people. And beyond truckers, there are
millions of more people driving taxis, limos,
shuttle buses and ambulances, with infrastruc-
ture businesses behind them employing millions
more, all of whom face the same future.

What about all the people in the auto insur-
ance business? One of the core promises of self-
driving vehicles is that they are inherently safer
than human driven vehicles. They are immune
to the four major causes of accidents: distrac-
tion, drowsiness, drunkenness and driver error.
In fact, the future may very well be accident and
death-by-vehicle free (a concept widely pro-
moted by both Toyota and Volvo), in which case
insurance will no longer be required. Even if
there remains some need for it, if all the vehicles
are owned by the vehicle manufacturers or
transportation companies, which is exactly what
is predicted, then the insurance will be carried
by them, and the cost is certain to be a frac-
tion of what it is today. In the U.S. alone, this
will be very disruptive for the $150-plus billion
insurance industry, according to the Insurance
Industry Institute.

How likely is this to happen? The technol-
ogy and regulatory piece of the puzzle aside,
the personal math will make us ready and will-
ing, and industry will make us able. Our cars
are not in use 95 percent of the time. Assuming
an average new car cost of $33,560 (per Kelley
Blue Book), which will lose 60 percent of its
total value in the first five years, some simple
math shows the following;:

During five years, a typical car is used 91
days or a total of 2,190 hours at an upfront,
out-of-pocket cost of $20,136 (60 percent of
the $33,560 assuming that cash was paid, a lot
more if the car was financed), which works out
to a baseline cost of $9.19 per hour. Add to that
the average annual operating cost of a car (gas,
maintenance, insurance, etc.) of $8,698 (per
AAA), which works out to be $19.85 per hour
used. Add it up, and we are on average spending
at least $29 an hour to own, operate and garage
our personal vehicles. The new transportation
paradigm is centered on the idea of paying only

(continued on page 32)



SOMEONE YOU SHOULD KNOW

Michael Jacobsen
President
Jacobsen Associates, Inc.

With so many ERA members, it
is not easy to get to know every rep,
manufﬂcturer and distributor in the
business. “Someone You Should Know”
is The Representor department that
gives readers the chance to learn about
fe[law ERA members, inc[uding how
their time is spent both in and out of
the offfice.

Meet Michael Jaconbsen, president
of “Jacobsen Associates Inc., a second-
generation, family-owned and operated
company located in Horsham, Pa.

‘The Representor asked Michael a
féw questions about his time in the rep
business and his experiences with ERA.
Here is what he had to say.

Tell us a little bit about yourself.

I live and grew up in the northeast suburbs
of Philadelphia. I am a graduate of Bloomsburg
University located in northcentral Pennsylvania.
I majored in marketing with double minors in
business administration and economics. I spent
my years prior to joining the rep business work-
ing in advertising,

What are some things you enjoy outside
of the workplace?

I am a bit of a history buff and am fas-
cinated with World War II, the Civil War,
Ancient Rome, as well as Norse and Roman
mythology. I like to draw and paint, enjoy play-
ing golf, and spend as much time as I can at the
Jersey shore.

How long have you been an ERA mem-
ber and how long in the rep business?
Jacobsen Associates, Inc. (JAI) has been a
part of ERA for more than 35 years. I joined
JAI eight years ago and ERA shortly thereafter.
I really enjoy being in the rep business. I like
the flexibility of being able to manage my time
and yet have the ability to change direction on
a moments notice. I enjoy working with the
principals, customers, distributors and getting to
know other reps throughout the industry. It is
such a great group of people, and I feel honored
to be a part of it.

How did you become interested in
being a rep in the electronics industry?
I grew up in the industry. Some of my

carliest memories are of putting our com-
pany address labels on principal literature. I
remember when my father first started the
business in our home; we transformed our
living room and front porch into a suite of
offices. We had an interview for a product
line, and my father had to lock our Irish
Setter in the Suburban in our back yard so
they wouldn’t hear him barking. We got the
line and still have it to this day.

The first 10 years of my career were spent
working in marketing and advertising. After
college, I wanted to establish myself out-
side of the family business and I did well,
working my way up to running the advertis-
ing department for a business credit card
company. We designed those wonderful
credit card solicitations you get in the mail
(you are welcome). In 2008, the company
went from more than a 1,000 employees
down to less than 100. I was one of the
last to go before they closed doors. I had

several opportunities to continue working in
advertising, but JAI’s business was expand-
ing. I had always had a strong desire to be in
business for myself and thought it presented
a great opportunity.

What have you found to be most
rewarding about the rep business?

There is no doubt that the rep business
is a huge challenge. Technology changes
at such a rapid pace, and Michael Knight’s
presentation at the latest ERA Conference in
Austin, Texas, certainly highlighted that fact.
You have to find ways to differentiate your-
self and continue to evolve in this business.
I enjoy meeting with fellow reps throughout
the country, creating lasting friendships, and
learning best practices from one another, as
well as through the many resources ERA has
to offer.

Briefly describe your rep firm.

JAL is an interconnect, passive and elec-
tromechanical rep firm with a design-in focus
covering the Mid-Atlantic and Chesapeake
markets. We are a second-generation, family-
owned and operated company, and we are
proud to say that we represent companies that
have been with us for more than 30 years.

What recent innovations, best practices
and/or changes has your company made?
Opver the past few years we have redesigned
our website, line card and created a LinkedIn
company page. We developed principal-
specific banner ads embedded into our emails.
We have created email and direct mail mar-
keting campaigns and utilize resources such
as EverNote, DropBox, Constant Contact,
Hoovers and Lexis Nexis. We are always
exploring new ways to promote the compa-
nies that we represent and finding new ways
to communicate effectively and efficiently
with our customers.

What have you learned and/or what
contacts have you made through ERA
that have had the greatest positive
impacts on you and/or your business?

I really respect the leadership in ERA.
They have done a tremendous job to revital-
ize the organization. Events such as EDS
and the ERA Conference provide so much
opportunity to get to know fellow reps and
learn from one another. It’s hard not to
respect self-made individuals who are willing
to share their great ideas.

(continued on page 23)
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Whether you are playing in the World Series,
running for President of the United States or
interviewing for a new line, the outcomes will all
have two things in common. Number one is that
there is no prize for second place. And number
two is that, although preparation won’t guarantee
your success, the lack of preparation will almost
certainly guarantee your failure.

I have had the opportunity to interview for
some very powerful and lucrative product lines
over the years. When it was a line I really, really
wanted, I usually got it, and the way I got it
was preparation.

The first part of preparation is to understand
the audience to whom you will be presenting,
and also to understand who will be the decision-
maker. You want to be sure that your presentation
addresses the concerns of the audience so they
won't throw up roadblocks. But you especially
want to be sure that you address the concerns of
the decision-maker.

The decision-maker could be the national sales
manager or vice president of sales who is think-
ing, “Will hiring John put me on track to hit my
forecast and make my bonus?” It could be the

regional manager who is thinking, “My terri-
tory is foundering. Will hiring John turn things
around so I can keep my job?” Or it could be the
president who is thinking, “The venture capital-
ists who financed this company want to get this
company ready for sale so they can take back
their equity. Will hiring John help me make the
company more salable?”

How do I find out? I ask questions before the
interview, carefully but purposefully, to find out
whom I need to give special attention to and
what they need to know to be comfortable giving
GSA Optimum their line.

What are the elements of a good presentation?
With your audience in mind, these are the things
you need to be sure to cover.

1. How does this line fit with the other lines
on my line card? If it is not synergistic to our cur-
rent products, what could we do to offer to build
some additional synergistic lines around it on our
line card?

2. How will we reinvest the commission from
existing sales in the territory to build this manu-
facturer’s sales? And in the rare case where we take
on a pioneering line, what can we do to build



sales without existing income?

3. We share what we have learned about their
company and their competitors, so they know we
have done our homework.

4. We talk to our own current customers who
might be candidates to buy this product to get
market information about whose product they
currently buy and, we hope, what they pay. We
can present the prospective principal with mar-
ket intelligence they didn’t have and demonstrate
our value.

5. We include our company’s history of growth,
but we remember to spend most of our time talk-
ing about their needs instead of our history.

6. A pie chart showing the markets your
rep firm serves is pretty much expected in any
good presentation, and they will probably want
to know how their product fits with your top
three or four lines. If you don't include it, they
may take a guess at how well your firm fits their
product, and they may guess in a way that is not
to your advantage.

7. My salespeople need to be in the room.
They aren’t just hiring me. They are hiring my
sales team, and they need a chance to know the
people who will be presenting their products.
(I'm also proud of my team, so I like to show
them off!)

8. Let them know that you will give them a
bound copy at the end of the presentation so
they don’t need to take notes, but don’t give it
to them until the presentation is over. If they are
flipping through the pages of your presentation,
they are not listening to you. And don’t cheap
out on the bound copy. If you can’t do spiral
binding and color printing in your office, have
a local office supply store like Staples or FedEx
print the bound copy.

9. Stand up to present. You can’t slouch if you
are not sitting down!

10. Send a thank-you email immediately, and
ask what else they would need to know in order
to hire your firm.

11. And mail a thank-you note by postal mail
the same day you send the email. You will prob-
ably be the only rep who does, and that could be
a tie breaker.

Remember, it isn’t good enough just to be the
best. You have to effectively communicate that
you are the best, and the best way to communi-
cate professionalism is by demonstrating that you
have carefully prepared for this meeting. Unless
you happen to be interviewing for a line that GSA
Optimum also is interviewing for — in that case,
I totally recommend that you wing it.

Article reprinted from Agency Sales magazine with permission from MANA.

John Beaver

John Beaver founded GSA Optimum,
Oakdale, New York, in 1984. The metropolitan
New York/New Jersey independent manufactur-
ers’ representative firm has 33 employees cover-
ing Maine to Virginia out of its four offices.

The agency specializes in electro-mechanical,
electronic and electrical components. This
growth can be partly attributed to his success-
ful acquisition of six firms. In 2015, he began
his tenure as a MANA Board member. He is
also an active member of ERA and NEMRA.
As a member of ERA, he serves as a national
delegate and is the chairperson of ERAs New
York chapter.

Develop a Sharper
Sales Team. Simply.

= 10-minute lessons for sales managers, reps, and sales
engineers that can last a career.

= Keep your sales team focused, motivated, inspired, and skilled.
= Specifically for highly technical, complex sales.

= Add millions to the bottom line.

, o]
saleswise

The SalesWise Academy delivers the tools and support you and your team need.
Visit www.saleswiseacademy.com or contact us at (416) 778-4145 or e-mail nicki@saleswise.ca

Nicki Weiss
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EXECUTIVE COMMENTARY

Optimism versus pessimism:
Which camp are you in?

We just returned from a GREAT 48th
ERA Management and Marketing Confer-
ence in Austin, Texas, where we experienced
RECORD attendance with record first-timers.
There was a great “buzz” about ERA and
about our industry — so much so, that we

will be DOING IT AGAIN in 2018!

at light speed — if we even see them coming,.
How many do we miss and have to catch up
and address after the fact? On the other hand,
we need to be aware of the impact that our
persona has on all whom we touch — our

families, our “work families,” supplier partners,
reps, channel partners and our customers.

by Walter E. Tobin
ERA CEO

e: wtobin@era.org

p: 617-901-4088

The ERA Conference will be back in Austin
at the AT&T Conference Center, Feb. 25 -27,
2018, so block out the dates and register early

If we walk around like the voice of doom,
spreading negative vibes to everyone we come
into contact with, we impact many folks, per-

for what is going to be anoth-
er great conference designed

haps without even knowing
it. In some cases, this pessi-

by YOU — our valued ERA Along with all of mism may cost us an order,
member volunteers. b . / a supplier, a relationship
LS LD e with our rep/channel part-
We had more than 60 confference, there was a ner or even a customer! No
ERA member volunteers great deal of uncertainty, one likes to hang around or
who helped plan the 2017 listen to pessimistic folks —

conference. Do you want to
help make 2018 even better?
Join the Conference Plan-
ning Committee as we put
2018 together!

Along with all of this
optimism at the conference,
there was a great deal of un-
certainty, perhaps even pes-

perhaps even pessimism,
about our industry, the
political landscape, world
affairs, rep commissions,
<« .
manufacturers going

direct,” the role of field

sales and engineers, branch

offices, etc.

they bring even the best of
us down.

So, WE decide what
camp we are in for 2017.
Are we folks who try and
overcome what is thrown at
them and join the “Make
Lemonade out of Lemons”
camp, or are we the “Angels

simism, about our industry,

the political landscape,

world affairs, rep commissions, “manufactur-
ers going direct,” the role of field sales and
engineers, branch offices, etc. These are real
and serious issues for all of us to wrestle with
as we run our perspective organizations.

of Death” camp that spreads
pessimism, fear, uncertainty
and doubt to all they touch?

Personally, I want to make lemonade in
2017. At the same time, I am not naive. These
are real and serious issues that we are facing,

SAVE THE DATES!

no question about it. All of us are in the same ERA’s conference is
I-iow do we, or should we try and -bal- boat with pe.rhaps a .few- different versions coming back in 2018 on
ance” both emotions ... walk the fine lineso to  of the same issue. It is time for us to try and
speak between optimism and pessimism? We bottle the excitement and esprit de corps that Feb. 25-27 in a return to
alll ncfed to be open and honest with our orga- most felt at the conference and USE IT in the Austin, Texas, at the AT&T
nizations, our employees and even ourselves real world to address our challenges. We can
as to what persona we take on and present to start by working closer together as ONE IN- Conference Center.

the world.

On one hand, we need to run our busi-
nesses to the best of our abilities while all of
these issues and challenges are coming at us

DUSTRY to do what is right for our partners

and customers. If we can keep both happy, we

will be OK!

Let’s make lots of lemonade in 2017!

Details coming soon!
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The most productive and high-performance industry professionals belong to

CHICAGOLAND - WISCONSIN ERA!

Abbey Sales Corp.
847-564-1133
dlevine@abbeysales.com

ALT Technical Sales
630-373-4151
tomt@alttsinc.com

Artmor Ltd. of Wisconsin
262-569-1555
terry@artmor.com

Brainard-Nielsen Marketing, Inc.
847-734-8400
paul@bnmsales.com

Cain-Forlaw Company
847-202-9898
rick.lapiana@cain-forlaw.com

Carlson Electronic Sales Associates
847-956-8240
barryc@cesa.com

Control Sales
847-595-2110
info@controlsales.com

DLK Technical Sales, Inc.
262-781-1517
danknuf@dlktechnicalsales.com

Dytec-NCl, Inc.
847-980-8077
mlinke@dytecnci.com

EAS Sales - A Mel Foster Company
847-843-9700
freds@eassales.com

Eclipse Technologies, Inc.
262-754-0340
eallen@eclipse-tec.com

Spring 2017 | The Representor

EK Micro
847-776-1758
bevans@ekmicro.com

Electronic Instrument Associates, Inc.

630-924-1600
frank@electronicinstrument.com

E M Sales, Inc.
847-772-6797
sales@em-sales.com

Emtronics, Inc.
800-258-3963
leej@emtronics.com

EPI Technologies, Inc.
847-395-1776
mikes@epitechnologies.com

ESA Technical Marketing
630-428-5662
tomm@esareps.com

Huntsinger Group, LLC
414-353-4874
jeff@huntsingergroup.com

L & W Power Corp.
630-448-5760
jdevine@lwpower.com

Larsen Associates, Inc.
262-293-9402
tcollette@larsenwi.com

Metcom Associates Corp.
847-993-1100
martyr@metcomassoc.com

RAH Associates
219-226-0539
richh@rahassoc.com

For details on Chicagoland-Wisconsin ERA,

go to chiwisera.com.

Rendell Sales Company
773-539-1820
bradr@rendellsales.com

Select Technology Group
630-539-1980
erics@stechnologygroup.com

Somers-Stanton, Inc.
847-991-2999
toddsomers@somers-stanton.com

Sumer, Inc.
847-991-8500
canderson@sumer.com

Synmark Sales, Inc.
847-390-9696
sales@synmark.com

Tech-Tron Sales, Inc.
847-843-7530
techtron@techtronsales.com

R. O. Whitesell & Associates
847-813-5770
mark_sekulich@whitesell.com

Richmar Electronics Corp.
630-968-0118
martins@richmarcorp.com

Victory Sales
630-421-2804
info@victorysales.com

DISTRIBUTOR MEMBERS

Hughes-Peters
262-542-9800
bfinnecy@hughespeters.com

Newark element 14
414-807-8653
mbychinski@newark.com




FROM THE TOP

Membership collaboration and
involvement drive ERA forward

2017 will be an exciting year for ERA,
and I feel most fortunate to take over as
president during such a dynamic time for
our association.

2016 saw a surge in membership as
we added 95 new members, increased the
ranks of representatives and manufacturers,
and welcomed 11 distributors as this new
category of membership was introduced. A
number of world class distribution organi-
zations joined to demonstrate their support
for and belief in the value
of manufacturers’ repre-
sentatives. We thank each
new member for their sup-
port and look forward to
delivering value to all who
have joined our ranks.

The rep value

In the upcoming edi-
tions of The Representor,
you will be seeing a series
of articles centered around
the theme, “Why Reps?”
where manufacturers and
distributors will share
their perspectives on why
and how the manufactur-
ers’ representative model provides value to
their organizations.

Often, we talk abour articulating the
reps’ value proposition and have a task
force, in fact, working on data that can
be presented to C level executives to help
reinforce that value. The articles to follow
will use the voice of industry leaders as
they share with us why and how they have
thrived working with manufacturers’ rep-
resentatives. Stay tuned for more to follow
as we help reinforce that message through
the perspectives of some very successful
organizations.

Membership collaboration

2017 also will bring greater collabora-
tion and local programming driven by all
three of our constituent members. One of

We certainly face many
challenges, but we are
strongest together, so please
raise your hands, get
involved and help us drive
OUR association forward
in ways that serve our

members and our industry!

our goals this year, and those to follow, is
to increase the opportunities for member
participation as we grow the deliverables
to our membership through involvement
by our membership. The best way to serve
members of our association is by having
members who serve!

Conference Committee

by David Norris
Many thanks to our 2017 Conference Norris & Associates. Inc.
Committee who delivered a program rich in ERA President

valuable content which drew a record crowd
to Austin in February. The
feedback from attendees
has been received and re-

e: dnorris@norrisrep.com

viewed, and all indications
are that we are continu-
ing to develop a strong
momentum and delivering
real value through our
conferences.

ERA also has wel-
comed both a manufac-
turer and distributor to
its Executive Commit-
tee (XCOM) as we've
expanded the structure
of our committee. Ken
Bellero of Schaffner
and Chris Beeson of Digi-Key joined the
XCOM effective in February and already
have begun to provide input and guidance
to our team. Both Digi-Key and Schaffner
are best-in-class examples of organizations
that support and value the rep model. We
appreciate their willingness to serve and
look forward to them helping shape our
efforts to move ERA forward.

There is lots in store for 2017 to be sure.
The best way for us to succeed together is
through the participation of our members.
We certainly face many challenges, but we
are strongest together, so please raise your
hands, get involved and help us drive OUR
association forward in ways that serve our
members and our industry! We welcome
your participation!
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Aurora Marketing, Inc.
(The Aurora Group)
Wwww.auroragroup.net
rvairo@auroragroup.net

Cambridge Allen & Assoc., Inc.
www.cambridge-allen.com
gary(@cambridge-allen.com

CBA Empire
www.cbaempire.com
cchapman@cbaempire.com

CFE-Maclnnis Technology Group
www.cfe-macinnis.com
hank@cfe-macinnis.com

Fusion Sourcing Group
www.fusionsourcingcom
ctanzola@fusionsourcing.com

GSA Parallax
www.gsatech.com
john@gsatech.com

LCA Sales Co.
www.lcasales.com
joel@lcasales.com

R. P. Luce & Co., Inc.
www. rpluce.com
rich_boziwick@rpluce.com

Metro Tech Rep LL.C
www.metrotechreps.com

Spring 2017 | The Representor

Pacent Engineering Corp.
WWW. pacentengineering.com
paul@pacentengineering.com

Prime Manufacturers Representative

WWW. pmr-rep.com
mwasiluk@pmr-rep.com

S J Associates
WWW.sjassoc.com
info@sjassoc.com

Smith/Hartman Co.
(div. of Sidney Smith Assoc., Inc.)
smhtmnco@aol.com

Superior Technical Solutions Corp.

www. superior-tek.com
sales@superior-tek.com

Sylvester Sales Associates, Inc.
sylsales@earthlink.net
www.sylvestersales.com

Three Technologies LL.C
www.threetechnologies.com
ketans@threetechnologies.com

Vertical Engineering Sales
www.verticalengineeringsales.com

eprevot@verticalengineeringsales.com

WIN-COR Electronic Sales Corp.
WWW.Win-cor.com
wilson@win-cor.com

For top sales coverage in metro
New York, lower New York State,
Long Island, northern New Jersey
and Fairfield County, count
on these member firms of

New York ERA!

New York ERA is proudly led
by these volunteers:

Chairman of the Board
& National Delegate:
John Beaver
GSA Parallax

President:
Steve Alford
Superior Technical Solutions Corp.

VP / Membership & Secretary:
Paul Pacent
Pacent Engineering Corp.

Treasurer:
Art Rea

Distribution Advisor:
Jeff Bergstein
GSA Parallax

Board Members:
Rick Vairo
Aurora Marketing

Robert Foertsch
Win-Cor Electronics

For information about
New York ERA, visit
erametrony.org




LEGALLY SPEAKING

'Two ships may pass in the night

but not commission-free

In certain industries, sales reps are accus-
tomed to fighting tooth and nail to recover
commissions from manufacturers, both during
and after their representation. And in situa-
tions where the rep procured sales before ter-
mination that do not close until after — when
a new rep is in place — the hunt for commis-
sion dollars can grow fierce, even cutthroat.

Surely, the upper crust world of yachting is
above such unseemliness. The millionaire and
billionaire customers occupying this segment
of the social strata must dictate a more digni-
fied and genteel marketplace. Double-dealing
and selling behind the back of another are
simply intolerable practices when the products
involved are glistening, 64- and 78-foot luxury
vessels. Surely?

As a recent California case demonstrates,
visions of sales reps finding smooth sailing
when seeking to recover commissions on
yacht sales must be tossed overboard. The
defendant on the winding voyage is the Tai-
wanese yacht manufacturer, Ocean Alexander
Marine Yacht Sales or “OAMYS,” and the
plaintiff cast adrift is Newport Beach yacht
dealer Orange Coast Marine.

The sales of two ships procured by Orange
Coast are at issue here.

Sale No. 1: The Halberda crossing
Orange Coast was appointed an indepen-
dent dealer of OAMYS boats in Southern
California with the right to receive a 6 percent
commission on the total sales price of all sales
to customers in the territory. When a Southern
Cal customer named Halberda upgraded from
his existing 47-foot Riviera to a new 64-footer
from OAMYS, the commission payable to
Orange Coast was complicated by his trade-in.
The commission on the cash portion of the
deal was paid immediately, but as an OAMYS
email made clear, the commission on the trade-
in portion would await the sale of the Riviera
boat. It took over a year for the trade-in to sell,
reaping about $635,000, and Orange Coast
waited patiently for its payment. During this
interim period, Orange Coast was terminated

and replaced with a captive OAMYS dealership.

With the termination, OAMYS demanded
that Orange Coast remove from its website
statements claiming it was the exclusive dealer

of OAMYS boats. The website statements

remained four months later, leading OAMYS
to view this as leverage when Orange Coast
finally inquired about its commission on the
Riviera sale. OAMYS responded that it owed
no further commission payment but would
consider some “courtesy payment” if Orange
Coast promptly changed its website.

Although Orange Coast then complied,
no payment followed. Several months later,
OAMYS answered a further Orange Coast
inquiry by informing that fees were paid to
an outside broker in connection with the
Riviera sale.

Sale No. 2: The Smith passage

Well after the termination, an Orange Coast
salesperson who previously sold the Smith fam-
ily a 64-foot OAMYS yacht knew they were in
the market for a replacement. The salesperson
happened to meet an OAMYS manager at a
shipyard and learned of a new 78-footer on its
way, news he shared with the Smith mogul.
Soon, the Orange Coast representative was
taking Smith to the Lido Boat Show to tour
the vessel, but not before he negotiated a four
percent commission deal with OAMYS.

The OAMYS manager blocked the ship off
from other attendees so the Orange Coast rep
could make his sales pitch to Smith. The rep
did his job well, and Smith told him the family
was ready to make an offer, using their existing
boar as a trade-in. Here is where it gets good.

Because the Orange Coast rep did not
have a sales contract on him, he scurried to
get one at the office located three miles away.
Not long after he left, Smith called him to
say he would no longer be “involved in the
negotiations.” Instead, the Smiths would deal
with OAMYS directly.

‘The next call, of course, was from the
OAMYS manager to say he would be unable
to pay more than three percent on this sale.
After Orange Coast refused the deduction, the
purchase directly from OAMYS proceeded,

and no commission payment was made.

The ensuing squall

Orange Coast filed suit in Orange County
to recover the unpaid commission on both
yacht sales. OAMYS defended not on the

(continued on page 23)

by Gerald M. Newman
ERA General Counsel

Gerald M. Newman, partner in the law
firm of Schoenberg, Finkel, Newman &
Rosenberg, LLC, serves as general counsel
to ERA and is a regular contributor to The
Representor. He participates in Expert
Access, the program that offers telephone
consultations to ERA members.

Gerry co-authored this article with his
pariner, Adam Glazer.

You can call Gerry Newman or
Adam Glazer at 312-648-2300 or send
email to gerald.newman@sfnr.com or

adam.glazer @sfnr.com.

Adam Glazer
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MICHIGAN

ERA

MANUFACTURERS: For maximum productivity and
performance, let the professional field sales firms of
MICHIGAN ERA take your product to market.

C C Electro Milsk Co., Inc.

Matt Cohen, CPMR Charles L. Milsk
matt_cohen@ccrep.com mbrown@milskco.com
734-455-0000 248-354-3310

Jay Marketing Associates Mike Pecar Sales, LLC
Dan Jakubowski Michael Pecar, CPMR
djakubowski@jaymktg.com mpecar@mikepecarsales.com
734-459-1200 248-608-2660
Mike McAuliffe Sales Inc. TMC - Technology Marketing Corporation
Mike McAuliffe Matt Folk, CPMR
mmcauliffe@mcauliffesales.com mfolk@tmcc.com
248-545-7177 248-592-0814
R. C. Merchant & Co., Inc. R. O. Whitesell & Assoc.
J. Brook Merchant, CPMR Brad Thinnes, CPMR
bmerchant@rcmerchant.com

brad_thinnes@whitesell.com
248-476-4600 248-348-5454

For information about MICHIGAN ERA,

contact Matt Cohen, CPMR, at 734-455-0000 or matt_cohen@ccrep.com.
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MEMBER SERVICES

REPFABRIC is a mobile efficiency tool
that speeds up the entire workflow of business
including email, opportunity tracking, commis-
sion reconciliation and principal reporting. Con-
tact Repfabric at info@repfabric.com, or call
844-737-7253 x225 to schedule a consultation.

SPYRE GROUP offers resources that help
sales rep firms provide value to the manufacturers
they represent, and increase efficiencies for their
sales teams. It provides Web, print and presenta-
tion development services, along with packaged
solutions. For details, contact Patrick Knoelke at
913-499-6014, or visit spyregroup.com/reps.

PERFECTION DATA has partnered with
manufacturers since 1988 to provide POS report-
ing and data management with a package tailored
to meet monthly and other informational needs.
Reporting and data management services are now
also available to rep firms. To learn more, visit
perfectiondata.com.

The SALESWISE ACADEMY is specifi-
cally designed for engineers and other techni-
cal salespeople. Nicki Weiss offers bi-weekly,
10-minute audio lessons with follow-up calls to
help participants feel more confident in work-
ing with customers. For a free trial, go to
saleswiseacademy.com/era.

ERA RepProtect is an insurance resource for
manufacturers’ representatives. Full package cover-
age is available, including commercial general and
products liability. Unique to ERA, professional
liability is available for reps who advise or provide
design assistance which goes past what general
liability covers. Learn more at normanspencer.
com/erarepprotect, or call Byron Spencer at
800.842.3653, x223.

EYOND brings you Software as a Service
(Saa$), an application that integrates customer
relationship management (CRM), sales force
automation (SFA), invoice and commission
tracking, document management, reporting, data
analysis and more. For details, visit mrsware.com,

or call 866-795-8386.

BUDDE MARKETING SYSTEMS is the
industry’s leading provider of point-of-sale (POS)
reporting. With 15+ years of experience, BMS
provides solutions to drive business growth, im-
prove efficiency and maximize profitability. BMS
offers a vast selection of standard reports or can
customize reports to achieve your business goals.
For details, call 708-301-2111, or email

sales@buddemarketing.com.

RPMS offers sales analysis, commission rec-
onciliation and sales force data exchange software
designed exclusively for manufacturers’ reps. For
more information, g0 to rpms.com.

INSPERITY provides human resources and
business solutions designed to help improve busi-
ness performance. For more information, visit
insperity.com/era, or call 800-465-3800.

REPCARE is the employee benefits resource
for manufacturers’ reps. It provides information
and advice about employee benefits and helps rep
firms obtain the insurance coverage they need.
RepCare offers group life, long-term disability,
voluntary life and accident insurance. For details
and/or to request a proposal, contact John Doyle
or Lisa Gido at Repcare@adcbenefits.com. You
can also visit repcare.com or call 888-243-0174.

REMBRANDT ADVANTAGE offers tools for
employee selection, development and evaluation.
ERA members say they can’t do without this
company when bringing new people on board
or evaluating current personnel. For details, visit
rembrandtadvantage.com.

JJVI SEARCH is the global executive search
firm founded by Carla Mahrt, a 20-year elec-
tronics industry veteran. JJM is part of the MRI
Network — leaders in the search and recruitment
industry for over 40 years. Let Carla connect your
company with bright, qualified candidates for your
openings. For details on JJM, go to jjmsearch.com.

SCHOENBERG, FINKEL, NEWMAN &
ROSENBERG, LLC, offers legal Expert Access
services to all ERA members. An initial consulta-
tion on any commission recovery or other rep-
related business matter is available without charge.
Visit salesreplawyers.com. Or call Gerry Newman
or Adam Glazer at 312-648-2300.

ERA UNIVERSITY provides members,
employees and families with hundreds of online
college, business, technology and special interest
courses through 1,500 educational institutions.
The instructor-led classes offer live interaction
and access to lessons 24-7. Most classes run six
weeks and include 12 two-hour lessons for $79.
For details, go to ed2go.com/era.

UPS is now ERA’s member service provider
for shipping of all kinds. For discounts of up to
34 percent, call 800-MEMBERS (636-2377).

EMPOWERING SYSTEMS offers ERA
members discounts on its CRM tools for both
reps and manufacturers. Online demos are avail-
able for both the AccountManager and Account-
Reporter programs. For information, visit
empoweringsystems.com.

ALL ERA TELEFORUM AUDIO FILES,
covering 30+ educational topics for both reps and
manufacturers, are now available at no charge to
members. To review the teleforum library and
download files, go to era.org.

For a complete list of ERA’s
Recognized Resources, check
out the Member Services page
at era.org.

Then link to a service provider’s
home page for more
information. Or take
advantage of services from
companies like Office Prod-
ucts, Avis and Hertz Car
Rentals (which are accessible
ONLY via the
ERA website).
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To discover all the value ERA members bring to YOUR company,
contact one of these focused-on-quality rep firms.

CBC Electronics, Inc.
Contact: William Keikes
bill@cbcelectronics.net

352-735-2242

CBX Electronics, Inc.
Contact: Pat Walsh
jpw@cbxelectronics.com
407-774-9100

Conley & Associates, Inc.
Contact: Mark Dietrich
mdietrich@conleyrep.com
407-365-3283

Cornerstone Technical Sales
Contact: Doug Martell
doug@ctsrep.com
727-789-4802

Current Solutions
Contact: Al Johnson, Jr.,
CPMR, CSP
aljr@currentsolutions.com
813-996-1922

Graham Performance Tech, LLC
Contact: Art Scornavacca, Jr.

art@gptrep.com
321-504-1042

HHP Associates, Inc.
Contact: Barry Farber
bfarber@hhpai.com
407-468-0841

PANAMTECH, Inc.
Contact: Ric Carreras
carreras@panamtech.com
954-587-3769

Phoenix Components, LLC
Contact: Rick Tally, CPMR
phnixhgs@cfl.rr.com

321-723-4414

Precision Marketing Services
Contact: Joe Penna

joe.penna@precision-marketing.com

954-752-1700

South Atlantic Component Sales
Contact: Keith Bonucchi, CPMR
kbonucchi@sacs-rep.com
813-855-6542

Southeastern Sales RF
Contact: Glenn Oliver
goliver@sesrf.com
321-591-0349

Sun Rep
Contact: Brian Gunnin
bgunnin@sunrep.com

813-884-4805

Sunland Associates
Contact: Rick Callinan, CPMR
rickcallinan@sunlandrep.com

407-365-9533

Florida-Sunshine ERA is the proud sponsor of the
annual Florida DTAM data collection and reporting project,

annual scholarship awards to member firms and many educational programs.
For details on the association and its members, go to

floridaera.org

18 Spring 2017 | The Representor



This convenient, low-cost
educational service offers ALL
ERA member company
personnel (and your families)
HUNDREDS
of ONLINE COURSES to
boost your knowledge, skills and
professionalism.

ERA UNIVERSITY,
in partnership with ed2go, an
affiliation of 1,500 U.S.
educational institutions, delivers:

Instructor-facilitated
classes with live interaction to
connect with both faculty and
fellow students.

Access to lessons when you
choose, where you choose,
any time, 24/7.

A vast array of courses,
covering sales and
marketing,
business skills,
software training and
technology, personal
development and much,
much more.

Easy online registration
... with NO textbooks required ...
and NO minimum or maximum
class sizes, so there are NEVER
any cancellations.

Certificate of completion
for each course.

Most classes run for six weeks
and include 12 two-hour lessons
(that's 24 hours of
instruction!) for just $79 per
course. To view the entire catalog
... read all the details about each

class and instructor ... and then

register, go to ed2go.com/era.

WELCOME.-New Members!

These companies joined ERA during the fourth quarter of 2016.
(The ERA chapter of each rep firm is listed in italics after the company name.)

REPRESENTATIVES

Centre frequency Technical Marketing

(Midlantic)
Richard P. Whitman

cf-tm.com

Meridian Technical Sales
(Northern California)
Rey Bautista
rey@meridiantech.com

Rep One Associates, Inc.
(Dixie)
Ty Daniel

repone.com

Seale & Associates
(Rocky Mountain)
Gary Swanson
sealeinc.com

Spectron Components Inc.
(Southern California)
Brian Burnevik
spectron.net

Unity Sales, LLC
(Indiana-Kentucky)
Jeff Cybulski

unitysales.net

Vertical Engineering Sales, LLC
(New York)
Ed Prevot
verticalengineeringsales.com

MANUFACTURERS

Automatic Coax & Cable
Gary Martinet
autocoax.net

The Cubbison Company
Daiju Saltz
cubbison.com

E-T-A
John Guetens
e-t-a.com

EFC/Wesco
Bob Fountain
filmcapacitors.com

Good-Ark Semiconductor
Gary Pendola
goodarksemi.com

Siemens Manufacturing Co.
Lisa Boland
siemensmfg.com

DISTRIBUTORS

Rutronik Inc.
Mary Ellen Bauchman
Sean Sisson
rutronik.com
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«CAROLINAS

ELECTRONICS REPRESENTATIVES ASSOCIATIC
extends its deepest gratitude to these generous sponsors of the

2016 Dick PADEN MEMORIAL GOLF TOURNAMENT

FLAG SPONSORS TEE SPONSORS

Altech Abracon Crystals & Oscillators Maxwell Technologies

ATS Advanced Thermal Solutions

Aurora Techical Sales Mouser Electronics

Aurora Technical Sales
ComRep, Inc. Murata

Carlton Bates NC Wireless Research Center

ERA National Cartwright & Bean
. L PICA Manufacturing
General Microcircuits, Inc. CTS _
b Hushes Good LLp Pinnacle Marketing, Inc.
: : ixon Hughes Goodman,
Laird Technologies PUI Audio
. Electrocraft Motors
Performance Technical Sales . Qualtek
Electro-Rep Associates
Resource Circuits
SACS, Inc. E-T-A Circuit Breakers
; Richey C itor, Inc.
Switchcraft / Conxall Future Electronics 1chey Lapacitor, Inc
Syncron EMS Hagemeyer NA R. O. Whitesell & Associates
. SACS, Inc.
Triad Magnetics IMO Automation ne

Sager Electronics

Wallace Electronic Sales Industrial Marketing & Sales

SNC Manufacturing
JM Harris Sales
Sur-Seal

Tech Marketing

Tenn Tech
Triad Magnetics
TTI, Inc.
United Chemi-Con

Em— and theVAmericaniDiabetes
Association. For/details on.the 2017 event,
go to carolinasera.com or, contact Penny

Hoglund at phoglund@aemgrp.com.

20 Spring 2017 | The Representor



TECH TOOLS AND TIPS

Embracing seven key principles

of ultra successtul people today

What does it take to be successful today?
There are certain principles that have worked
through the centuries for entrepreneurs and
people who want to get ahead and be success-
ful. As you study these and look at people who
are successful you can see certain traits that
emerge over and over.

Here are seven traits that continue to
emerge when you look at people who succeed
no matter what:

Always learning

I have had the oppor-
tunity to visit 37 countries
around the world and see

Provide value for others

Life is ironic in that the way you get ahead
is by focusing on others rather than yourself.
We are all born to exist in our own shell where
we breathe only for ourselves, we sleep only for
ourselves, we have internal communications,
and it is natural to focus on ourselves. How-
ever, those who are successful make it a point
to think of the needs of others and always
wonder how they can help. It is one of the
ironies of life that as you focus on others, you
help yourself more.

Find ways that you can
add value to others and help
them. This is the key for

very successful people in Matke it a pars of your you to achieving what you
many walks of life. I noticed life to always learn from want for yourself.

that people who are most . .

successful are constantly mistakes and stop beating Physically fit

learning. Most of them are your head against the Although there are

great readers. Some learn
best from listening to qual-
ity audio, and others are
constantly going to seminars
and enhancing their educa-
tion. Even though they
know a lot and have studied
a lot, they are always open
to learning new things that
can help them in their busi-
ness and their lives.

Relentless pursuit of excellence

Let’s face it, sometimes life is tough. Some-
times you get knocked down. Sometimes you
skin your knee and even bleed. Successful peo-
ple understand that this is just part of the way
things work on this planet. They don't like the
pain any more than anyone else; however, they
are willing to be relentless and keep going no
matter what happens to them. They learn from
mistakes so they don't have to repeat them.
They get up and go after it again relentlessly.

Make it a part of your life to always learn
from mistakes and stop beating your head
against the same wall. I like to call this “smart
persistence” in that you are persistent, but you
don’t keep repeating the same mistakes over
and over.

same wall. I like to call
this ‘smart persistence” in
that you are persistent, but

you don’t keep repeating

the same mistakes over

and over.

exceptions, generally people
who are successful are aware
that they have to maintain
good physical health. They
know that the body they
have is the house they will
live in. Ultimately, you have
to be responsible for your
health. This means you have
to be smart about what you
put in your body, how you
exercise, how you maintain appropriate stress
levels, how you sleep, and other variables that
are part of the health equation.

Get the professional help you need and
relentlessly practice healthy living. If your body
(the “house” where you live) falls apart, you
will not be fully successful. You don’t want to
be the richest man in the cemetery.

Learn from setbacks

Part of the formula for living is that you
are going to have setbacks from time to time.
Successful people learn from these setbacks. I
like the way my friend, Willie Jolley, says, “A
setback is just a setup for a comeback.”

Look at each setback that you face (and you

(continued on page 34)

by Terry Brock

Terry Brock is a marketing coach who helps
business owners market more effectively
leveraging technology. He shows busy pro-
fessionals how to squeeze more out of their
busy days by using the right rules and tools.

You can reach Terry at 407-363-0505,
by email at terry@terrybrock.com or through
his website at terrybrock.com. Also, look for
Terry on Twitter @TerryBrock.

GCQ2017 MAY 16:19

Don't miss the ERA-ECIA
Breakfast at EDS on
Thursday, May 18, at the
Mirage Events Center in
Las Vegas.

Register by April 28 by
email at info@era.org, or
visit era.org for details.
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ERA is deeply indebted to these VOLUNTEERS

and others whose invaluable time and expertise made the
48th Management and Marketing Conference a success!

Conference Committee Members

Holly Myers, CPMR, Committee Chair,
Wallace Electronic Sales
Kathie Cahill, CPMR, General Sessions Chair,
Net Sales Company
Tobi Cornell, CPMR, Keynote Chair,
Kruvand Associates
John Hutson, CPMR, Breakouts Chair,
Maclinnis Group
Rick LaPiana, Sponsorships Chair,
Cain-Forlaw Company
Ken Bellero, Schaffner EMC
Zach DeVillers, CPMR, Brainard-Nielsen Marketing
Tom Griffin, CPMR, Catalyst Sales

Sub-Committee Members

Mike Budde, Budde Markeeting
Jennifer Chilcote, Southern California ERA
Steve Cooper, Cover 2 Sales
Amy Cuttrell, Ecliptek
Bob Evans, CPMR, EK Micro

Bob Finnecy, Hughes-Peters

Brian Flynn, Sager Electronics

Bob Kirkland, Aurora Group

Todd McAtee, Mouser Electronics
Mike Swenson, CPMR, Mel Foster Company

Dawn Lowery, CPMR, Sumer, Inc.
Jeff May, Logix Sales
Tom Stevenson, Tom Stevenson Associates
Bryan Teen, Tech Marketing
Jim Ward, Astec Components

Speakers, Moderators and Panelists

Chris Beeson, Digi-Key Electronics
Ken Bellero, Schaffner EMC
Jean Anne Booth, Unaliware

Wayne Breitbarth, Power Formula

Steve Cholas, AspenCore
Kingsland Coombs, CPMR, CSP,
Control Sales
Zach DeVillers, CPMR,
Brainard-Nielsen Marketing
Bob Finnecy, Hughes-Peters
Dave Fitzgerald, WESCO Sales Group

Dave Foster, Sensata Technologies

Cesare Giammarco, ERA Consultant

Adam Glazer, Schoenberg, Finkel,

Newman & Rosenberg
Tom Griffin, CPMR, Catalyst Sales
Gordon Hunter, Littelfuse
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John Hutson, CPMR, Maclnnis Group
Mike Kasparian, Atlas Wearables
Bruce Kellar, Sager Electronics
Michael Knight, TTI, Inc.

Ken Krakow, Roku
Mike Lasley, ION Associates
Scott Lindberg, Quell
Robert Logan, CPMR,
Kruvand Associates
Carla Mahrt, JJM Search
Holly Myers, CPMR,
Wallace Electronic Sales
Gerald Newman, Schoenberg, Finkel,
Newman & Rosenberg
Dave Norris, Norris & Associates
Jon Petz, Bore No More
Eric Pfaff, Allied Enterprises
Allison Pratt, Pratt & Associates

Colin Puckett, Amazon
Andy Regimbal, Dell
Randall Restle, Digi-Key Electronics
Mark Robinson, Finisar Corporation
Bill Romick,

ACES North America / DNA Group
Mike Scott, Mouser Electronics
Bryan Shirley, CPMR, ERA Consultant
Brad Starr, CPMR,
Performance Technical Sales
Laurence Sweeney, NKK Switches
Mike Swenson, CPMR,

Mel Foster Company
Perry Thornton, Pinnacle Marketing
Walter Tobin, ERA CEO
Tony Tomasso, Panasonic
Tom Vanderheyden, TTI, Inc.




ERA

MEMBERS

SAVE

UP TO

4%

ON UPS®

SHIPPING!

CALL:

1-800-MEMBERS
(1-800-636-2377)

SOMEONE YOU SHOULD KNOW: Michael Jacobsen
(continued from page 7)

Are you active on social media? Do you follow ERA? Have ERA updates via
social media been helpful to you?

We are active on several social media platforms, and we do follow ERA on LinkedIn
and Facebook. The ERA updates are helpful in that they provide a continuous education
whether it is regarding changes in the industry, technology advancements, succession plan-
ning or principal/representative contract language. It is absolutely essential to continuously
evolve in this business, and we appreciate the resources ERA provides in helping each and
every one of us succeed.

What is one interesting fact that people may not know about you?
I have backpacked through different parts of Europe three times. ™

LEGALLY SPEAKING: The hunt for commission
(continued from page 15)

grounds that it (or a third party) actually procured the sales instead of Orange Coast, but
on the grounds that the suit was barred by the running of California’s two-year statute of
limitations for oral contracts.

Had the court agreed the contract was oral, OAMYS would have prevailed. However,
both the trial court and the appellate court recognized that the four-year statute applicable to
written contracts controlled.

Although the parties plainly entered into a written Dealer Commission Agreement for
the sale of Halberda’s yacht, OAMYS argued it did not govern because it lacked two material
terms, leaving their relationship governed by oral promises. OAMYS seized upon the Agree-
ment failure to state that the Halberda trade-in had to be sold in Orange Coast’s territory
and its failure to spell out that payment was due on the actual sale of the Riviera.

The appellate court found neither omission “even remotely material.” First, the com-
mission due Orange Coast was owed in the total sales price paid by Halberda for the new
OAMYS vessel, and the amount owed on the trade-in was only “a component of that com-
mission.” Second, OAMYS confused Orange Coast’s attempt to accommodate the delay in
selling the trade-in with the basic terms of the Dealer Commission Agreement, specifically its
provision that 6 percent of the total sales price was due on the new OAMYS yacht.

Of note with respect to the Smith purchase, OAMYS’ defense did not include any
argument that Orange Coast did not procure Smith as the buyer of the 78-foot yacht, or
that the parties’ agreement did not call for compensation to Orange Coast upon its sale.
Instead, OAMYS essentially contended that because it successfully boxed Orange Coast
out by preventing it from actually negotiating the sale or completing the paperwork, no
commission was owed.

Not surprisingly, OAMYS was unable to cite any legal authority in support of its argu-
ment, and the appellate court did not consider it for very long. The court ruled “that a
salesperson cannot be cheated out of a commission by the unimaginative expedient of having
him or her cut out of the actual negotiations once the salesperson has done the real work of
actually finding a ready willing and able buyer.”

Quoting long-standing California law, the court noted that “otherwise, one might employ
an agent to interview persons, and secure them promises of contracts and then, by hav-
ing another one ‘close’ the contracts, deny the agent the fruit of his labor.” The conclusion
reached was “that if an agent (or broker) is the inducing or procuring cause of the contract,
he is entitled to the commission, even though the principal takes it out of his own hand
and completes it.” Finding that Orange Coast unquestionably found Smith, the buyer for
OAMYS’ yacht, the appellate court determined it plainly earned its commission.

Charting the way

This same rule has potentially broad application to other reps who find business for their
principals and are then terminated in response or otherwise denied the resulting commis-
sions. Equitable, common sense principles will generally protect the rep’s right to compensa-
tion for successful sales efforts, unless the contract is unusually manufacturer-friendly. If the
practice of cheating reps out of their hard-earned commission dollars is a tub that won’t float
even in the elite yachting industry, then legal remedies are equally applicable to industries
where such misconduct is more traditionally found.
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Increase your sales in the COLORADO, UTAH,
ARIZONA and NEW MEXICO territories

with these ERA member firms!

AKI Enterprises, Inc.
Dean M. Akiyama
303-756-0700
dean@akienterprises.com
akienterprises.com

CTM, (Con-Tek Marketing)
Alan W. Foss
303-699-7100

alan@ctmrm.com

CTMRM.com

Component Technology, Inc.

James J. Beam
303-850-0087
jbeam@comp-tec.com
comp-tec.com

Elotek Systems, Inc.
Steve Visosky
888-435-6835
sales@elotek.com
elotek.com

Federal Engineering &

Marketing Associates, Inc.

Francis E. Abate
240-401-4624
francis@femareps.com
femareps.com

W. Howard Associates, Inc.

Steve Chiles
303-766-5755
stevec@whoward.com
whoward.com

J. F. Hurlbut Company
Dave Hurlbut, CPMR
303-279-7796
dth@jthco.com

jthelectronics.com

Moss Marketing
David C. Basila, CPMR
303-979-1131
dbasila@mossmktg.com
mossmktg.com

Seale & Associates
Gary Swanson
303-779-8005

gary.swanson@sealeinc.com
www.sealeinc.com

Technical Marketing
Specialists (TMS)
Charles Badzik, CPMR
303-488-0220
cbadzik@tmssales.com
tmssales.com

Thorson Rocky Mountain, Inc.
Greg Miner
303-773-6300
gminer@thorsonrm.com
thorsonrm.com

Trembly Associates Corp.
Gary Mulryan
505-266-8616

gmulryan@trembly.com
trembly.com

Williams & Associates
Pete Petrou
303-289-5647

ppetrou@wacoelectronics.com

For information about ROCKY MOUNTAIN ERA

membership, programs and activities, go to rmera.org.
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NEWS BEAT

ERA BOARD ELECTS
NEW OFFICERS

FOUR MAJOR
AWARDS PRESENTED AT
ERA CONFERENCE

EDS BREAKFAST
PROGRAM SLATED

ERA SCHEDULES 49th
CONFERENCE IN 2018

MRERF ANNOUNCES
UPCOMING CLASSES

During its March meeting, the ERA Board of Directors elected new officers for the 2017-
19 term. They are: chairman of the board - Dan Parks, CPMR, of West Electronic Solutions;
president - David Norris of Norris and Associates; senior vice president / fiscal and legal - Chuck
Tanzola, CPMR, of the Fusion Sourcing Group; senior vice president / education - John O’Brien,
CPMR, of Coakley, Boyd and Abbett; senior vice president / membership - Kathie Cahill,
CPMR, of Net Sales Company; and senior vice president / industry - Bob Evans, CPMR, of EK
Micro. Evans is a new member of the association’s executive committee. Parks succeeds the outgo-
ing chairman, Paul Nielsen, CPMR, of Brainard-Nielsen Marketing, who concluded 12 years as
a national officer. The continuing executive committee members are: Ken Bellero of Schaffner
EMC, the manufacturer delegate; Chris Beeson of Digi-Key Electronics, the distributor delegate;
and ERA CEO Walter Tobin, who serves as an ex officio member.

A number of major ERA awards were presented at the association’s 2017 Conference, held in
Austin, Texas, in late February. Two were previously announced, and two were surprises.

The conference was the first opportunity to present the 2016 Ray Hall Spirit of ERA Award
to Dan Parks, CPMR, of West Electronic Solutions. Parks has served on the ERA Executive
Committee since 2011 and is the association’s new chairman of the board. The Ray Hall Award
was established in 2004 to honor the retired CEO who had served the association for more than
40 years. The annual award recognizes individuals who exemplify the spirit of ERA through their
commitment to serving and advancing the professional field sales function.

The Jess Spoonts - ERA White Pin Scholarship, announced in December, was presented to
Buzz Reynolds of Performance Technical Sales, who was recognized for leading the Carolinas ERA
efforts to re-establish the Dixie chapter. The award is named for the late Jess Spoonts, an ERA
Hall of Fame member and the long-time White Pin Group coordinator.

The first of the two surprise presentations was to outgoing ERA Chairman Paul Nielsen,
CPMR, of Brainard-Nielsen Marketing. He received the Key Award, honoring his 12 years of
volunteer service as a national officer and many additional years as a Chicagoland-Wisconsin ERA
chapter leader. Nielsen is only the 36th recipient of this award in ERA’s 82-year history. He told
the conference attendees, “My time working with ERA is probably the smartest thing I've done
professionally. I've learned a lot and met some great people whom I will count as friends long
after my career is over.”

The second surprise announcement was the first annual Tess Hill Award, presented to its
namesake in recognition of her 52-year association with ERA. CEO Walter Tobin has said, “The
Tess Hill Award will be presented annually to an individual who has worked tirelessly to advance
the initiatives and spirit of ERA.” In accepting the award, Hill thanked the CEOs, staff members
and countless volunteers she has worked with, and she stressed how fortunate she has been to
know three and even four generations of some ERA rep families.

ERA and ECIA (the Electronic Components Industry Association), the two co-sponsors of the
EDS Summit, will host their annual breakfast program at the event on Thursday, May 18, at the
Mirage Events Center in Las Vegas. The breakfast is open to all EDS attendees. At press time of
this issue of 7he Representor, the program guest speaker was not yet confirmed, but EDS attendees
can make reservations any time before April 28 by emailing info@era.org.

ERA’s 49th Management and Marketing Conference has been scheduled to return to Austin,
Texas, on Feb. 25-27, 2018. The venue will again be the AT&T Conference Center. ERA CEO
Walter Tobin says that the 2018 Conference Committee is being formed, and program planning
will begin immediately.

The Manufacturers’ Representatives Educational Research Foundation (MRERF) will conduct
Certified Sales Professional (CSP) classes in Boston on May 16-18, in Denver on Sept. 11-15 and
in Chicago on Oct. 9-13. MRERF’s Manufacturers Best Practices courses are slated May 22-24
in Denver and Sept. 25-27 in Kansas City, Mo. The next Certified Professional Manufacturers’
Representative (CPMR) courses will be held in Austin, Texas, on Jan. 7-12, 2018. For details on
all programs, go to mrerf.org. (Also see the MRERF ad on the back inside cover of this issue.)
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MARKETING GROUP DIGEST

COMPONENTS

Chuck Tanzola, CPMR
Fusion Sourcing Group
Ithaca, N.Y.

ERA Senior VP/Fiscal & Legal

Impressions and
observations from the
ERA Conference

ELECTRONIC
SYSTEMS
INTEGRATION

Gary Ponto, CPMR
GP Marketing
Kirkland, Wash.

Overview of changes and
opportunities in the AV
and security markets
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I've just returned from the 48th ERA Management and Marketing Conference in Austin,
Texas, and I thought I would devote this quarter’s article to discussing my impressions and
observations about the state of the industry from the meeting. The theme of this year’s confer-
ence was “Collaborate, Differentiate, Accelerate,” and it is in the spirit of this theme that my
observations fall.

Collaborate: The complexity and interconnectedness of the marketplace increases on
a daily basis, blurring historical boundaries and challenging industry “norms.” Typically,
non-technology companies are actively engaged in utilizing and developing new applications
and uses for technology products, and in many cases even the new technologies themselves.
Traditional competitors are cooperating in more ways than ever before. One trend in the com-
ponents segment I heard about from my fellow conference participants was that their manu-
facturers are increasingly looking to broaden their product offerings through these cooperative
arrangements.

For the rep, this “broadening of the product line phenomenon” has led to the proliferation
of the subsequent “overly synergistic offerings” result. It is unclear how far this historical elec-
tronics industry boundary will be blurred in the future. However, at the very least, it is being
tested more than ever before.

Differentiate: “Know your value proposition” was a phrase I heard often in discussions at
the conference. Whether distributor, manufacturer or representative, the realization that we
need to provide, and as importantly, demonstrate value is at the forefront of everyone’s mind.
I don’t think this is a surprise to anyone, but one new thought I brought home from Austin
was the concept of finding unexpected value in unexpected places. For me, and I suspect
maybe for others, accompanying this newfound awareness is the renewed call to vigilance in
merchandising value delivered. It’s always show time!

Accelerate: In my notes from Jon Petz’s keynote presentation, I have written, “The shelf
life of innovation is shrinking.” This is a statement with which I readily agree, and it probably
does not need much defense. The industry is moving faster than ever, and the associated pres-
sure that this puts on all of us is well known. The good news for today is that unlike the prior
articles I have written over the last few quarters, industry demand seems to finally be following
suit. In surveying people both at, and subsequent to, the conference, one phrase I have heard
repeatedly is, “We're building a backlog.” So, in conjunction with all the busyness everyone in
the industry I talk to seems to be experiencing, maybe we are also starting to see some general
industry progress as well. Time will tell.

I welcome your comments and feedback. If you attended the conference, I would love to
hear your thoughts. If you didn’t attend, you will get another chance next February, and 1
encourage you not to miss it. As always, I can be reached at ctanzola@fusionsourcing.com.
See you all in Las Vegas at EDS.

Q1 seems to be a strong start to 2017 for contractors and distributors in the AV and
security markets. However, the business has shifted from bid work to negotiated work within
a contractor’s existing customer base that is now pulling the trigger on projects that have been
on the back burner for the past couple of years.

This is creating a challenge in launching new products into the market as most contractors
are following up on bids in which they have already proposed products for their projects. Even
if the newer product adds features and benefits, we are seeing a push back from contractors
and distributors to change from what they have sold in the past. Most manufacturers are look-
ing for immediate market penetration with a new product which is making some relationships
difficult at times for the reps.

Adding to this market confusion are all of the mergers and consolidations happening cur-
rently. Even when one company buys another and makes no changes, the market is uneasy not
knowing if and when change may be coming.

The CCTV market is seeing a huge reduction in margins as companies are entering the
market at very low prices and selling “kits” through retail outlets. “Starter” software recording
packages are being given away for free in the commercial space to try to commit a customer to
a brand. Contractors are not happy with any of these marketing strategies by these companies.



AV contractors seem to be seeing a shift in their market too, “Huddle / Collaborative”
spaces, at least with their larger customers, are becoming the norm. We are seeing more
requests for training on products that apply to these types of deployments. We are also seeing
a large requirement for sound masking systems in office spaces. Where background music sys-
tems were once the norm, sound masking is becoming the new norm. With building construc-
tion changing, privacy is no longer a given when having a private office or work space.

In closing, I would say that the market is strong but changing. Distributors that were never
in the AV space are now looking at AV as a way to grow their business. Security and data have
flattened, and AV is a new space for them. With Samson purchasing Harmand, D&M Pro
being purchased by inMusic, and many others, distribution definitely sees opportunity in a
changing market for them. We will see how this plays out in the next six months.

I recently read an article by Frank Hurtte in The January/February issue of Industrial Supply
magazine. | am going to blatantly “borrow” some of his article because I think it is extremely
important to us as reps and to our distributor customers. It is also something that we encoun-
ter on almost a daily basis: SCAMMERS.

We all get calls at home or on our cell phones with offers, opportunities or something like
this: “Hello, this is Jack from Windows. Your computer has a problem, and I’ll help you repair
it.” I trust that we all have learned to just “hang up” and move on. If we don’t, the cost and
aggravation can be huge.

We represent some products that seem to attract these scammers. The products are relative-
ly expensive and easy to dispose of, like SLA batteries. They can be sold as scrap for the lead
content. The scammer really does not care about the cost. They charge them on a stolen credit
card and by the time the distributor finds that out, it’s too late. The batteries or other items
are delivered, probably to a rented facility and long gone. As reps we see requests, sometimes
from multiple distributors for the same items, and the red flag goes up. We will contact the
players and advise them to verify the request.

Mr. Hurtte makes the following comments in his article that deserve a mention.

“It can’t be stated strongly enough, these people are crooks. What’s more, a few of them are
criminals of the worst kind: intelligent, well financed and organized.”

“The new breed of scammer knows how to use Google keyword searches. They know who
you are.”

He further suggests, “Don’t assume everyone knows the ground rules. Review the topic
regularly. Never allow sellers to step outside the normal credit approval policy.”

Here are some points he makes to help you identify these scammers.

* “Poorly written emails are your first line of defense.” Many originate from developing
countries from people who speak poor English and are probably working from a script. If
in doubt, it is probably best to just hit the “delete” button.

“The email comes from a generic email account.” Some of these emails will come from

impressive companies, universities or other impressive accounts. If they have a generic
email account like “Hotmail” or “Gmail” or other generic email account, view them with
skepticism right away. Always verify, verify, verify before responding.

“The customer is from outside of your normal territory.” You should wonder why they are

contacting you.
“The customer has never done business with you before.” Why are they suddenly asking
for a quote or simply to purchase without a quote?
“Never call the number provided on the email.” I might add to this that it is also prob-
ably not wise to respond to the email either. That could add to the problem because many
of the phone numbers are “rip-offs” as well.
“Never accept a certified check.” Many people believe bank-issued certified checks are as
good as cash. In reality they are one of the most commonly counterfeited financial instru-
ments in the world.

Back to the old cliché, if something seems too good to be true, it probably is. We all need
to be smart and exercise caution in our everyday business and personal interface with not only
our customers but those who are intent on “ripping us off.”

MATERIALS,
ASSEMBLY,
PRODUCTION
& SUPPLY

Troy Gunnin
Sun Rep
Tampa, Fla.

Learning how to identify
and deal with ‘scammers’
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CHAPTER NEWS

Chapter News reports the local
activities of the 22 chapters

of ERA. The chapters sponsor
educational and training
workshops, local trade shows,
legislative and industry projects
to enhance the professionalism
of individual members and to
advance the goals and mission

of the national association.

CAROLINAS

The Carolinas Chapter is continuing its
monthly networking breakfasts throughout
the spring.

The chapter recently held the annual DTAM
meeting. More than 25 reps and distributors were
in attendance. ERA Conference Committee Chair
Holly Myers, CPMR, of Wallace Electronic Sales
presented a review of the recent conference where
15 chapter members were in attendance. The
chapter also held a drawing to determine three
$1,000 scholarship winners.

Buzz Reynolds of Performance Technical
Sales was recognized at the DTAM meeting for
receiving the Jess Spoonts White Pin Award and
for his efforts in the Chapter of the Year award

for membership services.

CHICAGOLAND - WISCONSIN

In January, the chapter held a largely at-
tended round table with MANA CEO Charles
Cohon. The discussion was about reps adapt-
ing to changes in the industry. More than 40
members attended the session. Cohon provided
a podcast from the event, which is available on
ERA’s social media pages.

The chapter’s April 7 round table was an ERA
RepProtect update. The session offered network-
ing with peers over breakfast and provided details
about the new ERA member service. Byron
Spencer, CEO of Norman-Spencer International,
was the guest speaker.

Congratulations, ERA Chapters of the Year!

Four ERA chapters have been selected as the Chapters of the Year for their 2016
activities and projects. The award recipients and their entries, by category, are:

* Education — INDIANA-KENTUCKY for its program on cyber security;

o Membership and Member Services — CAROLINAS for its re-establishment of

the Dixie chapter;

* Marketing Services — EMPIRE STATE for its annual Rep-Distributor Forum

and DTAM reporting project; and

* Special Projects — NEW YORK for its first annual industry golf outing.

Each award recipient receives a full-tuition scholarship to ERA’s Chapter
Officer Leadership Training (COLT) program. The Chapter of the Year judges,

who reviewed all entries and selected award recipients, are: George Alecci,

national delegate (Pacific Northwest); Ben Barden, past national delegate
(Northern California); Mike Kunz, CPMR, national delegate, (Spirit of St.
Louis); plus ERA CEO Walter Tobin. The Chapter of the Year program is
coordinated by Bob Evans, CPMR, chair of ERA’s Chapter Leadership Council.

28 Spring 2017 | The Representor

EMPIRE STATE

The chaprter is pleased to have been recognized
as Chapter of the Year in the marketing services
category based on the delivery of the DTAM
report and program. The chapter thanks the chair,
Rick Wray, and the chapter board for continuing
to make this a must-attend annual event with
relevant content.

Empire also co-hosted 2 Hockey Night at the
Rochester Americans AHL game in March. The
chapter sponsored the event for the first time with
the local chapter of the SMTA. Empire’s mem-
bers have requested new events and are looking
forward to mingling with colleagues at SMTA.

FLORIDA-SUNSHINE

The chapter is planning a DTAM presenta-
tion in April, with a possible combined program
to include a presentation from a member of the
ERA consulting staff.

INDIANA KENTUCKY
Indiana-Kentucky’s recent program in March
was titled, “The Future of the Industry and Its
Impact on Reps, Manufacturers and Distribu-
tors.” ERA CEO Walter Tobin was the guest
speaker and gave a presentation on the topic.

NEW ENGLAND

The chapter has big news, besides another
Super Bowl victory. New England ERA recently
elected the following to the chapter board: Vice
President Adam Anderson of Norris Associates;
Vice President Fiscal, Mike Walsh of Coakley
Boyd and Abbett; and Vice President Member
Services, Julie Carr of MacInnis Company.

‘The chapter says that their collective energy
and enthusiasm is already resulting in positive
plans for the remainder of the year. The new
members were instrumental in planning the first
in decades 2016 chapter holiday party. Members
gathered at Waxy O’Connor’, in Lexington,
Mass. Waxy’s will be the chapter’s new home for
future events.

‘The chapter’s next event is planned for May 3.
‘The “Technology Swap Shop Update” breakout
presentation from the recent ERA Conference
will be presented to reps, distributors and manu-
facturers. The chapter also will be honoring Nor-
man Maclnnis, who was recently awarded the
honor of ERA Life Membership at the National
ERA Board Meeting.

NEW YORK

The chapter’s own Art Rea was recently
awarded Life Membership in ERA at the national
board meeting in Austin, Texas.

The 13th annual IEEE Long Island Systems,



Applications and Technology (LISAT) conference
will be held on Friday, May 5, at Farmingdale
State College in Farmingdale, N.Y. IEEE has
invited New York ERA to participate in the exhi-
bition portion of the conference.

NORTHERN CALIFORNIA

The chapter held an event titled, “Engineers
and Supply Chain ... Preferences and Percep-
tions of Sales Professionals” in February, draw-
ing 62 attendees. ERA CEO Walter Tobin was a
guest speaker along with a panel offering insight
on the topic.

PACIFIC NORTHWEST

The chapter’s own Larry Brown and Art
Henderson were recently awarded Life Member-
ships in ERA at the national board meeting in
Austin, Texas.

SOUTHERN CALIFORNIA

On March 23, the chapter hosted an event
with Sasha Strauss as the guest speaker. The topic
was related to branding.

SOUTHWEST CHAPTER
The newly re-established ERA Southwest

Chapter conducted a meeting at the ERA Con-
ference in Austin, Texas, on Feb. 28. At the meet-
ing, the chapter confirmed four officers and two
directors, including: President Jim Moore; Vice
President Eric Zepp; Treasurer Mike Boswell;
Secretary Tobi Cornell; Director of Austin Rob
Curtiss; and Director of Houston Jeff May. The
chapter planned for two events to be held in June
and November for all ERA members (including
reps, distributors and manufacturers).

Southwest also plans to hold a few informal
breakfast meetings. The chapter held an officers/
directors meeting on March 14 to discuss and
begin planning the upcoming events. This newly
formed chapter looks forward to growing.

SPIRIT OF ST. LOUIS

At its March meeting, the Spirit of St. Louis
Chapter honored Bob Dillon for his 58 years
of service to ERA. Bob has held numerous
officer positions in the local chapter, as well
as a position with ERA National. He has been
the chapter administrator for the past 27 years,
after his retirement from the rep industry. Bob
retired as chapter administrator in January. The

chapter thanks Bob for all of his years of service
to ERA.

REPS, DISTRIBUTORS AND MANUFACTURERS:

Access to ERA education

programs has NEVER been easier '
or cost less! ‘
All ERA WEBINAR files are P

available for just $20 per program for mem-
bers ($30 for non-members). Listen and learn
WHENEVER and ‘i
WHEREVER you choose.

TITLES AVAILABLE:

- Becoming Your Reps’ Emotional Favorite + Boosting Your Time Management Skills
- Closing for Commitment Starts in the First 10 Seconds - Consultative Selling Skills for Reps
- The Five Worst Mistakes Reps Make and How to Fix Them
- Goal Setting: If You Don’t Know Where You're Going, You'll Probably End Up Somewhere Else!
- | Hate Cold Calling: Alternatives for High Impact Prospecting
-Managing Your Line Portfolio - Negotiating with Both Customers and Principals
- Redesigning the Rep-Principal Relationship - Strategic Planning for Any Size Rep Firm
- Time and Territory Management: Parts | and Il + Turning Objections into Sales
- Valuing, Buying, Selling or Merging a Rep Firm

For details and an order form, go to era.org.
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ERA’s 48th Management and Marketing
Conference claimed the
checkered flag in Austin!

Colilaborate, —r’j:_
Differentiate, ﬂ

Accelerate!
§ a4

~= " DRIVE TO EXCELLENCE * _

In addition to drawing the largest attendance in many years,
ERA’s 2017 conference featured many highlights. On the event’s
return to the AT&T Conference Center in Austin, Texas, attendees
took advantage of the six general sessions, 13 breakout seminars,
the opening welcome reception and the theme party to network
and learn from both experts and each other.

ERA has already scheduled the 2018 conference on Feb 25-27
at the same site. Save the dates, and watch for details coming soon.

ABOVE: At the “Drive to Excellence” theme party, slot car
racing was a popular fmture. The ﬁrst—p/ace winner, Bz'lly
Moore of Pinnacle Marketing, took home a gift card and the
ERA truck that decorated the center of the track.

BELOW: (Left) Awards presented at the conference included

the Jess Spoonts - ERA White Pin Scholarship to Buzz ABOVE: Four Austin-area design engineers — (1. ro r.) Andy Regimbal of Dell,

Reynolds of Performance Technical Sales. Ken Krakow of Roku, Jean Anne Booth of Unaliware and Mike Kasperian of Atlas
Wearables — were interviewed by ERA CEO Walter Tobin in the second of a rwo-

(Center) ERA Chairman Paul Nielsen, CPMR (at right) of  part general session focusing on demand creation.

Brainard-Nielsen Marketing presmtm’ President Dan Parks,

CPMR, 0f West Electronic Solutions with the 2016 Ray o e b\O“_:f"
Huall Spirir of ERA Award, and Parks then surprised Nielsen % YOU a“{ast'\c eﬂ’es‘
with the ERA Key Award. oy ent! 1‘:‘\::\‘0 it a;:?’ ve “a\N\es

ed \4 e ”
(Right) The first annual Tess Hill Award was presented by wpnat aa‘%‘; years :;‘:;\‘mg 593““3‘,‘{ ‘Jea“ o ciates North
Senior Vice President / Education Kathie Cahill, CPMR, of swea:(ot a\\.:;':' a“end'\“g S
Net Sales Company, to long- enc! orwa¥ c MR

time staff member Tess Hill.

(See News Beat in this issue
for details on these awards.)
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LEFT: Full classrooms were a
common sight among the 13
breakout seminars offered.

at
'—_'f
4 BELOW: Zach DeVillers,

CPMR, of Brainard-Nielsen

Marketing was one of 28 break-
out speakers, moderators and

‘ panelists.

LEFT: Antendees raved abour Jon Peiz’s keynote
that focused on the conference theme, “Collaborate,
Differentiate, Accelerate! Drive to Excellence.”

BELOW: To demonstrate the value of collabora-
tion, Petz “levitated” four attendees.

LEFT: Gordon Hunter,
executive chairman of
Littelfuse, Inc., was a
general session speaker
on the subject of new
energy markets.

ABOVE: Colin Puckett,

senior marketing manag-

: g 1y ~lp orh» 7 er of Amazon Business,
s i AP 5 Prage s ol Y A PE/ E/ectda ro’l'ese delivered a /gl'g/][),_dml’fi_
ABOVE: Conference Committee Chair Holly Myers, CPMR, (left) of "onje sale:’ pated presentation on his
Wallace Electronic Sales, and Jenni Brown of Quell were among the large company’s current and
crowd networking at the Welcome Reception, Sfuture sales models.
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COVER STORY: Robots among us
(continued from page 6)

for what we use, and the cost per use being a lot less than the cost to own and use.

Humanoid robots

Just as common in the news are articles about advances in the development of
robots with legs and arms, instead of wheels and wings. There are so many consumer-
oriented advertisements featuring lifelike robots that one can only conclude that
these constructions have grabbed hold of our collective imagination and tapped into
some sort of deep societal desire. Google for one has been investing heavily in com-
panies that are developing self-learning and self-replicating robots for use in manu-
facturing and in companies that build robots that lift, walk, run and even jump like
humans. In Japan, there are many examples of big, well-known companies investing
heavily in humanoid robots that are designed to take care of an aging population.

Robots that look like, and move like humans, are intended to do one thing ...
take on the work that historically only human beings with their wide range-of-
motion joints and manually dexterous hands could do. The early versions of these
“helpers” are already among us, vacuuming floors, cutting grass and delivering food.
It won’t be long before human shaped machines are among us as well. Core technol-
ogy advances in ultra-low power, superfast semiconductors, lightweight, high-energy
density batteries, haptic sensors, skin-like materials and artificial intelligence will
evolve the machines to the point that we begin to refer to them as “creatures.” In
fact, discussions that include really smart, well connected people about robots’ rights
have already begun as have discussions about what happens to our culture and our
economy if tens of millions of us lose our jobs to robots in a relatively short time.

In prior cycles of industrialization, largely centered on new waves of automa-
tion, we've had time to redeploy people into the new jobs that were needed to build,
maintain and operate the new automation technology that our companies created.

I read a striking analogy that the coming wave of automation will be like compress-
ing the time line for that last period of the industrial revolution into the lifespan of
a beagle. And to add to the strain, the related new job creation is likely to be a lot
smaller, as much of the technology is designed to be self-maintaining and even self-
replicating. So, the threat to widespread employment, including the so-called white
collar jobs (even selling), is greater and more pervasive than in past cycles.

The same really smart people are talking about how to deal with the disruptive
nature of extensive job loss created by technology. One concept that seems to be
growing in popularity is the idea of a guaranteed basic level of income for those who
are displaced. This would be funded by collecting a tax on robots that is equivalent
to the tax that workers would have paid on their income if they had not been dis-
placed by robots.

Personally, I am troubled by this as I think welfare can have really harmful, long-
term effects on a person’s view of self and one’s psyche. Much of my thinking on this is
heavily influenced by the writings of Thomas Sowell, and in particular his book, “The
Vision of the Anointed,” which is a researched-based dissection on the impact of social
programs on our citizens and our economy. People find meaning, purpose and a sense of
worth in the act of working to sustain themselves and their families. A society of people
who no longer work for a living, in my opinion, will be dysfunctional and not utopic as
many who write on this subject envision.

But in the end, a couple of things are likely to slow down this big wave that is build-
ing. One, is the simple fact that new technologies historically mainstream at a slower
rate than any of those whom are close to it, and/or would derive the most immediate
benefit from it, expect. The underlying reasons for that (which it would take another
article to explore) have not changed.

Another source of drag is the fact companies invest in automation in order to
improve their products and their productivity, and in doing so they (often by design)
eliminate jobs for people. Those jobs are the source of money which people spend on
the products and services that are often produced and/or supported by these very same
companies. If those workers aren’t reemployed, in a very real way, those companies are

(continued on page 34)
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BUSINESS BOOK REVIEW

A book review and recommendation by Dan Beaulieu
The Trust Factor: The Science of Creating High-Performance Companies

by Paul J. Zak

Copyright: 2017 Amacom
Price: $24

Pages: 248 with Index

It’s all about trust

Yes, this is a book about trust, and yes, it does deal with what your associates,
partners and customers think about you and how you can make trust the most im-
portant element of your relationships with them.

Here is the key: According to author and neuroscientist Paul J. Zak, the way to
make your employees more productive is to trust them and to allow them to use
their own judgement in doing their jobs. In fact, for most people, establishing true
trust in them raises them to a new level. He goes on to say that trust is more effec-
tive than money when it comes to raising performance, which is something I have
always believed.

There is an old saying that people die for a piece of cloth (read flag) rather than
for money and that is the essence of what I believe
Mr. Zak is talking about.

The thing about this book is that it talks about
things we in management have always known but
have not characterized. For example, as most sales
managers know, motivating salespeople is all about
campaigns, setting high goals and rallying your
sales team to make those numbers and achieve that
goal. People want to know they are doing impor-
tant work. We are not in a “leave your brains at the
door and just do your job” environment. Instead,
we have to encourage our people to think. We want
their brains as well as their brawn no matter what
their job is.

You will get a kick of how Mr. Zak uses the acronym OXYTOCIN to describe
the elements of building trust.

Ovation - which stands for appreciation.

eXpectation - which stands for creating strong but achievable goals.

Yield - which stands for letting your employees take control of their work.

Transfer - which stands for letting the workers decide who they want to partner with.

Openness - which stands for sharing everything in full transparency.

Caring - which stands for honestly caring about your associates as you want them to
care for each other.

Invest - which stands for investing in employees’ careers.

Natural - which stands for being honest with one another even when it means shar-
ing vulnerability.

If you think about it, all of these elements should always have been the building
blocks to successfully running any company or any organization. Our companies
should all be built on trust as should all of our relationships. I thank Mr. Zak for
bringing this out in the open so clearly in this fine book.

Dan Beaulieu is the president and founder of D.B. Management, LLC, a consulting firm
specializing in all aspects of sales, marketing and branding with a focus on rep-principal
relationships. His latest book is The PCB 101 Handbook which can be purchased online by
emailing danbbeaulien@aol.com. Dan is also the author of “It's Only Common Sense,”
a weekly sales column appearing at pcb007.com. Dan can be reached at 207-649-0879.
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COVER STORY: Robots among us

(continued from page 32)

TECH TOOLS AND TIPS:
(continued from page 21)
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killing off some portion of their customer base. As that realization sets in, that too will take a little
energy out of the wave.

For those of us in the electronic component supply chain, in the near term this future is full
of new customers and business expansion. We need to be aware of it, thinking about it, and
prepared to service it in new ways as it will emerge in nontraditional places, and may not come
to market in traditional ways, but in strange new ways. As citizens of the world, we need to be
aware of the tech-based things coming, thinking about them, and factoring those thoughts into
our expectations of our governments. The societal ramifications are vast, and we will need really
smart, really informed people in government and advising government if we are to have any hope
of surfing this wave in a way that moves us closer to utopia, versus being drowned. ®

Note: The audio and PowerPoint file of Michael Knight's presentation at the ERA Confer-
ence (on which this article is based) is available to ERA members and conference attendees on
ERA’s website at era.org.

Successful people

will have them in life), and view it as part of going to school in this game of life.

Help others

There are multiple reasons why you should help others. First of all, you are helping another
person to overcome his or her challenge. Also, I am a strong believer in the free market and liv-
ing your life your way. I have found that you can achieve your goals by helping others to achieve
theirs. Often, the payback of helping others doesn’t come from the person who you helped. When
helping others, somehow the Karma of life smiles, and the payback for your actions comes from
an unknown source in the future. This is uncanny, but many people see it happen over and over.
As you exercise your “helping others muscle,” you perfect those skills that are important for your
own success in life.

Embrace ‘new’

In contrast, people who are not successful are often longing for some imagined period of bliss
in the past. The reality is that this time in the past also had its challenges. The human mind tends
to forget about the disadvantages of the past and instead only remembers what it perceived as
good. The best way to live life is to have a fresh, youthful vision for new opportunities surrounded
by new challenges. This is the way life works. Make it your practice to embrace new, and keep
learning with a childlike sense of wonder.

So there you have it. Make it your goal in life to embrace these principles of successful people.
Keep learning and keep growing so that you embrace new opportunities as they become available.

Please share this with your community. This is a message that the world needs to hear particu-
larly at this moment in time. Share this on your social media networks and help others be success-
ful in their own lives. ™

i § MAY 16-19
edQ 201 7 MIRAGE ° LAS VEGAS

ALL EDS ATTENDEES:

Make ERA's Business and Hospitality Genter in the Mirage
Grand Ballroom YOUR headquarters for FREE information and services
to boost your filed sales.

And save your place at the ERA-ECIA Breakfast at EDS on
Thursday, May 18, at the Mirage Events Genter in Las Vegas.

Register by April 28 by email at info@era.org, or visit era.org for details.
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Sales Pipeline Management
for Manutacfurers and Representafives

Automatically sync with your
Manufacturers’ and Representatives’ CRM

PartnerConnect

Salesforce® Sync

AccountManager Sync K

>

AccountManager-
Mobile

Now available on
your Smartphone

» EDS May 16 - 18,2017
The Mirage
Las Vegas, NV

Empowernng

P Register for a demonstration at
www.empoweringsystems.com/EDS

30 Turnpike Road Southborough, MA 01772 P 888.297.2750 508.281.7981 www.empoweringsystems.com
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Providing Solutions I 11IISCHAFFNer
for EMC Compliance

www.schaffnerusa.com 52 Mayfield Avenue Edison, NJ 08837 800-367-5566
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KOA SPEER ELECTRONICS, INC.

BOURNS'

WA Littelfuse

Expertise Applied | Answers Delivered

PHCENIX
CONTACT

The Specialist in Electronic Component Distribution
A Berkshire Hathaway Company | 1.800.CALL.TTI - ttiinc.com

Excellence Earned.
Excellence Recognized.

BOURNS®

Honoring supplier excellence for

21 years, TTl's exclusive Supplier
Excellence Award Program recognizes
the supplier capturing the highest
performance standard around the globe.

Diamond Award Best Quality Award

Silver
FEAV/AS
molex

Platinum

Electronic Components 5
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KOA SPEER ELECTRONICS, INC.
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Graham Performance Tech, LLc

Manufacturers’ Representative Serving Florida & The Caribbean

‘Integrating Manufacturers with Solutions’

Difference Maker:
e Solution Selling
e Young Experienced & Motivated Sales Force
e Custom NBO Tracking & Data Mining Program
e Access & Influence in Florida & Caribbean Accounts

Target Solution Areas:
e Human Machine Interface
e Interconnect Products — Passive, Active & Surge Protection
e |oT /Wireless
e LED Lighting Components
e System & Board Level Power

‘If you have a technology which increases our value to the engineering community, we want to
speak with you’

Graham Performance Tech, LLC.
2696 SE Willoughby Bivd.

Stuart, FL 34994

772.463.1056

GPTREP.COM

Art Scornavacca, Managing Partner
art@gptrep.com

772.463.1056
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High-Tech
Components
for Your Innovations

® Semiconductors

m Storage Technologies
® Passive Components m Wireless Technologies
® Displays & Boards ® | ighting Solutions

m Electromechanical ® Photovoltaic Solutions

Components

sales-na@rutronik.com | Stocking in Austin, TX

www.rutronik.com ¢ [w]o]e:]in]

Committed to excellence

Proven p
PCB Source &%

!‘ Sllpﬂp'ﬁ 'r /?f."‘. www.superpcb.com
AL A R

High Quality PCB Supplier
seeks sales representation.

o PCBs up to 36 layers.
« Fast turn prototypes
« High volume productions.
o Quality certifications
(IS9001, UL and TS16949).

High quality + Competitive
pricing = great earning potential!

You bring us the leads.
We take care of everything after that!

Contact us today!
Jeft James

Super PCB
2222 W. Spring Creek Pkwy. Ste 101,

Plano, TX 75023

E-mail: jeff.j@superpcb.com
Phone: 214-550-9837, Ext. 710
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Eclipse Tools is seeking new reps in the following territories:

Upstate NY Mid-Atlantic
N. CA MN/WI
Pacific NW IL/WI

New England Southeast

Please contact Roger Scott at rascott@eclipsetools.com or
804-561-2610.

KAMARA WELL-ESTABLISHED DISTRIBUTOR
AL LA SEEKS MANUFACTURERS TO REPRESENT
wwnkamaka de IN GERMANY & CENTRAL EUROPE

Since 1992, we've been specialized in

» Hi-Rel Business

» Power Management

» Obsolescence Solutions
» Industrial Solutions

We are EN/AS 9120:2009 & IS0S001:2008 certified.

Looking for technically skilled professionals to sell your products? Contact us!
Roland Karasch: karasch@kamaka.de | +49-172-7273784
Roland is present at the EDS show in Las Vegas. Contact him to arrange a meeting.
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RFKsALES

Total Solutions Manufacturers Representative

CONTACT

TERRITORY

INDUSTRIES

Owner: Tom Ginter
Tom@rksales.com
763-571-1001

/LA‘-'\
/ North Dakota / :
Minnesota

Aerospace
Agriculture
ATV/UTV

11979 County Rd. 11
Ste. 140
Burnsville, MN 55337

www.rksales.com

Dedicated to providing professional sales & engineering

South Dakota

Automotive
HVAC
Industrial
Medical
Networking
Security
Telecom

Western
Wisconsin

solutions for OEM customers in the Upper Midwest

CC ELECTRO
Manufacturers’
Representative

“THE RESPONSIVE COMPANY”

Responsive to Customers,
Distributors and Principals

IN/KY/OH/MI

715 N. Senate Ave., Indianapolis, IN 46202
317-612-5000 FAX 317-612-5005
carol_cohen@ccrep.com
www.ccrep.com

TREND-ALL, INC.
SEEKS SMALL MANUFACTURERS REP

FIRMS
(1 to 4 Sales People)

Master Distributor for an LED
Lighting Manufacturer/Distributor
based in China with ETL & UL
listed products.

Territories: East of Mississippi River
and the State of Texas.

Selling To: Distributors & OEM’S

Products: Landscape LED Lighting
LED Tape & Flexible Strip Lights
Custom LED Projects & Assemblies

Please provide resume
with line card to:

Melissa O’Neill
info@trend-all.com
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New brand...
Same dedication
to exceeding expectations!

Maclinnis Company
New England

CFE-Maclnnis
Metro New York, New Jersey

CFE-Macinnis
Mid-Atlantic

Macinnis Group

Manufacturers’' Representatives

375 Vanderbilt Avenue, Norwood, MA - 781-762-8090

1650 Sycamore Avenue, Suite 9, Bohemia, NY - 631-567-3377

di Vatie

Are you looking to buy, sell,
merge or join a
representative firm in
Northern California/Nevada?

Call (530) 494-9332

LED Solutions, Microswitches
& Limit switches

www.WilbrechtLEDco.com
info@WilbrechtLEDco.com

LED Solutions

. Rugged panel LEDs - sealed to IP67

. LEDs customized to your application

. Front and rear mounting connector
options

. Wide array of LEDs for indoor and outdoor
applications - includes daylight readable,
bicolor, tricolor, IR and NVIS

Microswitches & Limit Switches
Industrial Applications

Sealing up to IP68 W
Customized =

High Performance

Industries Served:

Aerospace, Military, Automotive, Marine,
Industrial, Defense, Medical, Instrumentation,
Machinery, Mining, Transportation,
Telecommunications, and Vending & Gaming
Applications

Call to find your solution:

m Wilbrecht LEDCO, Inc.

a Microprecision Company
(888) 323-8751 1400 Energy Park Drive # 20
MICROPRECISION St PauL MN 55108
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ASSOCIATES

Since 1982, making YOUR sales
OUR business!

Our most important assets are
customers and principals.

For experienced, professional representation
in Chicagoland, Wisconsin and
Northwest Ind_iana, contact:

Rich Hobby, CPMR
219-226-0539
richh@rahassoc.com




41 years of electronics industry
experience in the Southwest

1ISO 9000-9002 / AS9100 Manufacturers

* PCB Fabrication

* Flex Circuits
* PCB Assembly
* Metal Fabrication
* Precision Machining
* Wire & Cable Assembly

* PCB Design

Contact: BILL MILLER ¢ E-mail: bill@bmatech.com
Call: 214-544-3777 or 972-740-0993.
Visit www.bmatech.com.

Dytee-NCl Ine.
317-578-0474
www.dytecnci.com

Since 1975, Dytec-NCI has been providing
professional technical electronics sales
representation in the Midwest
(IL, IN, IA, W1, OH, MI, W. PA, KY) region.

e Are you a technical salesperson looking for
a new challenge? We currently have openings
for outside Sales Engineers in our IA, WI, IN and
IL markets.

e Are you looking to merge or sell your rep firm?

e Are you a manufacturer looking for sales
representation?

If you answered YES to any of these questions,
Please contact Dan Connors at 317-919-0000 or
email dconnors@dytecnci.com to discuss further.

~ Over 35 Years of Integrity, Determination and Results ~

DORAN ASSOCIATES

Serving the Pacific Northwest since 1968

OREGON
1500 NW Bethany Blvd. Suite 200
Beaverton, OR 97006
503.640.4500

WASHINGTON
19125 NORTHCREEK PKWY. SUITE 120

BOTHELL, WA 98011

o A o
ENGINEERED COMPONENT SALES

SERVING OEIVIS & DISTRIBUTORS
LA\,

(« ./ 248 )

RW K%

R. W. KUNZ & ASSOCIATES, INC.

THE KEY TO COVERAGE
IN THE HEART-OF-AMERICA

St. Louis, Missouri
314-966-4977
FAX: 314-966-0718
E-Mail: stl@rwkunz.com

Prairie Village, Kansas
913-648-3535
FAX: 913-648-8427
E-Mail: ke@rwkunz.com

SERVICING:
OEM, DISTRIBUTION
& COMMUNICATIONS

di>
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760.945.0230 M www.interfacedisplays.com

@
U HIGH PRECISON TEMPERATURE SENSORS POWERCOMP
QUALITY
REPRESENTATION

Seeks Manufacturers Reps NEW ENGLAND &
UPSTATE NY

TEWA produces NTC Thermistor, PT RTD,
and Thermocouple elements as well as

custom assemblies incorporating all of these : ;
sensors elements. 2

For Information Contact: Joseph A. Sgambato TEL 508-434-1401
435-200-9550; joe.sgambato@tewa-sensors.com FAX 508-434-1405

sales@powercompsales.com
www.powercompsales.com
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MRERF stands ready to partner with you.
ENROLL or call us today! www.mrerf.org 303.463.1801

YOU can impact your bottom line, energize your management and rep teams,
improve your link between manufacturers and reps, define and implement your
succession plan - TODAY.

UPCOMING MRERF CLASSES
CPMR: 2108 (Certified Professional Manufacturers’ Representative)

I Your opportunity to access exceptional subject matter experts, build and
develop your business foundation and avoid the rep firm potholes on your
path to success. Set yourself apart from the pack as a CPMR.

AUSTIN, TX January 7-12, 2018
at the AT&T Conference Center

CSP: 2017 (Certified Sales Professional)

[ Becoming a sales professional didn’t come with a user’s manual. Get the
consultative selling tools, and certification you need, right here!
DENVER, CO  April 3-7
BOSTON, MA May 16-18
DENVER, CO September 11-15
CHICAGO, IL  October 9-13

MBP: 2017 (Manufacturers Best Practices)

M Facilitation and conversation with MRERF certified subject matter experts,
and manufacturers across industries, will uncover tools and resources to boost
your processes and bottom line.
DENVER,CO May 22-24
KANSAS, MO September 25-27
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Electronics Representatives Association
era 1325 S. Arlington Heights Road, Suite 204
Elk Grove Village, IL 60007

Road Warriors Welcome

Let Allied’s Sales Offices throughout North America
be your home base for:

e Local account and territory planning
e Joint customer fairs
e Joint sales calls

R -
CANADA Local training

MEXICO

Everything Under Control

()
thinkallied.com e 1.800.433.5700 ALLIED ELECTRONICS’

© Allied Electronics, Inc 2017.



