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COVER STORY

The digital transformation era is here. The
transition is occurring from a world that is
mostly human — where tasks are almost always
performed by a human — to a world where
technology is integrated into almost every aspect
of modern-day life.

In the past five to seven years alone, technol-
ogy has shifted from being a utility to being a
weapon inside organizations. According to Scott
Klososky, consultant, author and founder of Fu-
ture Point of View, not being able to understand
this historic shift in technology is fatal.

To help representatives, manufacturers and
distributors get a better grasp of this critical time
of change, ERA invited Klososky to present the
keynote address at the association’s 47th Manage-
ment and Marketing Conference,
recently held in Austin, Texas.

“We have got to take a look
at the digital transformation and
understand that it is historically
significant. This is not a small
change,” Klososky told confer-
ence attendees. “It is hard when
you live through all of this to
understand the historical impli-
cations of what is going on.”

He believes that in a 100
years, historians will look back at
this period as the time before the
Internet and the time after the
Internet. They will talk about the
time before the Internet as being crude, the Dark
Ages of getting information.

Moreover, this is the period during which
people are beginning to trust the Internet, “a
magic box,” more than they trust a human being
as a reliable source of information. “This is a
historical change in how we get information,”
Klososky stressed.

This is also the time when everything is be-
coming connected. Technology is able to connect
things that have never been connected before —
devices, people and organizations all are becom-
ing connected. This connectivity is resulting in
frictionless communication.

Today, thanks to technology, anyone can talk
to anyone else in the world instantly and for free.
A blog post, for example, can be read by a million
people in an instant. Twenty or 30 years ago, if
an organization wanted to reach a million people,
it had to spend a lot of money. In the digital
transformation era, communication is instanta-
neous, easy and free.

Everything is becoming more automated as
well, Klososky told conference attendees. It is not
just robotics replacing what factory workers used

In the past five to seven
years alone, technology
has shifted from being a
utility to being a weapon
inside organizations
... not being able to

understand this historic

shift ... is fatal.

to do. Software is replacing what humans used to
do in white collar jobs.

“We have what’s called a DSS, a decision sup-
port system. That’s a piece of software that makes
a decision that a human used to make. And we
are building [these systems] at a high rate,” he
explained. “You [also] hear a lot about artificial
intelligence. Well, all that means is that we are
building software that makes decisions that hu-
mans used to make.”

Research is indicating that as a result of this
shift, in 20 years, 35 percent of the current jobs
will be gone. While some people worry about
what this means, Klososky believes that despite
the job loss, the boom in the technology sector
will make up for it. “We seem to be creating jobs
in the technology sector as fast
as we are losing them in other
sectors,” he added.

Technology is having a signifi-
cant impact on mobility as well.
Klososky urged organizations to
look at the explosion of mobil-
ity and the role these mobile
devices or “outward brains” are
starting to play in everyday lives,
including:

* storing memory;

* solving problems; and

* providing access to huge
amounts of information.

It is especially important to
understand the significance of mobility in busi-
ness. When organizations hear talks about mobile
apps, for example, if they are not already building
a mobile app but have customers who are using
their outward brains in such way, then these orga-
nizations are not serving their customers well.

Relationships also have undergone a dramatic
transformation because of technology. Personal
relationships — how people find mates and
how they communicate — are changing because
many are using technology and websites like
eHarmony, match.com and Tinder. According to
Klososky, this shift is occurring in the business
world as well. Building new business relation-
ships with customers and how these relationships
are nurtured is changing because technology has
given organizations new tools. And business lead-
ers must make note of this change.

The humalogical balance
During his presentation, Klososky introduced
attendees to the term “humalogy” — the integra-

tion of humans and technology. One way to
think about the digital transformation is as a shift
(continued on next page)
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(continued from previous page)

in the humalogical balance, he said. To under-
stand the humalogical balance, one can simply
look at a process and apply a scale, with human
on one end and technology on the other, to de-
termine what balance of human and technology
is being applied to complete this process.

Using Amazon as an ex-
ample of this balance in favor of
technology, Klososky asked at-
tendees, “How many of you have
talked to an Amazon customer
service rep on the phone? The
vast majority of you are spend-
ing thousands and thousands of

Companies like Kodak,
Borders Books and
Blockbuster were on

the wrong place on the

body dies we want empathy. We want to talk

to a human to pick the right casket, to pick the
flowers ... Most people are not prepared to buy a
casket on Amazon or send in a drone to pick up
the ashes, or Skype into the funeral home. We are
not there yet,” Klososky explained.

It is important to understand
the humalogy balance because as
every process — hiring people,
accounting, product develop-
ment, marketing and sales — is
starting to be an integration of
humans and technology, smart
business leaders will have to

dollars with a screen. You don't humalogical scale. determine what is the right place
know anybody there; you haven’t Their leaders didn’t on the scale for their organiza-
met an Amazon employee in understand the digital tion. Kl9sosky called this Digital
your life. Yet, Amazon is the Darwinism.

number one trusted brand on the transformation and the Companies like Kodak,

Internet.”

For the human end of the
scale, where human beings still
are a fundamental part of the
process, he used funeral homes as
an example.

“A funeral home has a lot of human involve-
ment in it. That makes sense because when some-

SalesReplawyers.com

NI R The “GO-TO Law Firm”
for Sales Reps Nationwide
N R Based in Chicago, Serving Sales Reps Nationwide
SCHOENBERG FINKEL
NEWMAN' g, ROSENBERG, LLC

Is a principal refusing to pay Need drep, sub-rep or employment
({or underpaying) commissions due? t confract drafted or reviewed?

We have recovered millions We have decades of experience

in commissions for reps. preparing rep contfracts.

with over 80 Years Experience Prolecting Independent Sales Reps

Buying, selling or merging a rep firm?

Terminated after landing
We have lawyers expetienced in rep

the big customer?
We know how to obtain payment.

firm economics.
FREE 604,
20 MINUTE _

Initial Consultation I} 28
with NO obligation. . e

Just mention =
ERA. ™

CONTACT: 312.648.2300

We'll help you
get there.

impact of technology on

their businesses.

GERALD NEWMAN
gerald.newman@sfnr.com

SalesReplawyers.com

ADAM GLAZER
adam.glazer@sfnr.com

222 S Riverside Plaza, Suite 2100 » Chicago, IL 60606 « 312.648.2300

6 Spring 2016 | The Representor

Borders Books and Blockbuster
were on the wrong place on the
humalogical scale. Their leaders
did not understand the digital
transformation and the impact of
technology on their businesses, he explained. On
the flip side, there are companies like Instagram.
“[Instagram] sold for a billion dollars cash. Does
anyone remember how many employees they had
when they sold? They had 12 ... There are win-
ners and losers,” he said.

Low-beam and high-beam

The pace of technology change is growing
exponentially. Leaders who do not understand
the gravity of what all these changes mean are in-
troducing risk to their companies. In the middle
of the digital transformation, leaders must build
digital maturity. One of the ways to do this is by
being able to see into the future accurately. When
technology is changing the market faster and
faster, the earlier leaders can look into the future
and understand how this change will impact their
business, the faster they can get the resources in
place to make the right investments and prosper.
For Klososky this means having a preemptive
knowledge of technology in order to see change
before the competition and remain relevant.

“Think about all this in terms of being low-
beam and high-beam,” Klososky said. “Low-beam
is not necessarily bad. It is what managers do. A
manager gets a mission, and [he or she] tries to
execute the mission. Whereas a leader is high-
beam. High-beam means you can look out at
least five years to see what technology is going to
do in your industry so that you make those good
investments.”

Throughout his presentation, Klososky
showed attendees several videos and asked them
to think about what they see in high-beam. One



of the videos stirred a lot of emotions among
attendees as it introduced the Touch, a wearable
device that allows users to control other devices
and things that they see on a

screen simply with the power of

world with a click of a button. Yet, according to

him, some businesses that still lack sophisticated

marketing are not taking advantage of this tool
and relying on email instead.

Next, Klososky talked about

their minds. The Internet of Things Web 3.0, which connects devic-
Klososky explained that, while o) G es. While the majority of devices

the device may look futuristic, will “radically change still only perform tasks, they are

it is a brain computer interface what it feels like for us starting to be intelligent and spin

(BCI) that has been around for
a while. Not only have BCls
been around for some time, but
they can be put over the head as
well as inserted subdermally to
control prosthetics.

“They seem very unnatural
to us at the moment,” Klososky
described, “but over the course
of our lifetime, it will become
more and more normal to have a brain computer
interface at times to be able to control something
around you.”

To stir even more high-beam thoughts,
Klososky asked attendees to imagine what would
happen once a six-year-old child is chipped with
a BCI and is able to just think and control the
devices around him. He then posed several other
unsettling questions: Once you have one child
in school that is chipped and can now learn at a
much higher rate, would then other kids have to
be chipped? Would schools have to hold different
classes for the brain computer interfaced and for
those who are not? And once these children enter
the business world, will they go back to doing
things the old way or try to use that device to get
everything done?

“This is what being high-beam is like,”
Klososky stated. “I just want you to understand
how critical that is. In times of change, the bet-
ter ability you have to look out into the future,
extrapolate trends and invest in them, the more
likely you are to win.”

The world of connectivity

Klososky shifted gears a bit and went on to
discuss how technology has impacted connectiv-
ity. He spoke about how today’s websites connect
organizations with their constituents everywhere
around the world pretty inexpensively. This has
created things such as e-commerce — the abil-
ity to do a transaction online and actually sell
something and build a digital relationship with
a customer. Klososky asked attendees to think of
this as Web 1.0.

He then focused on Web 2.0, which connects
people through social technologies, mobile and
cloud computing. This technology transforma-
tion has allowed businesses to connect to tens
of thousands of customers anywhere around the

in the world because

devices will know us.

They will adjust to us,
and they will talk to us.”

— Scott Klososky

off data. According to him, the
Internet of Things will “radically
change what it feels like for us
in the world because devices will
know us. They will adjust to us,
and they will talk to us. We will
gather data from these devices
like we have never seen before.”

Web 4.0 will lead to connect-
ed information streams. “Think
about rivers of information flowing in real time,”
Klososky explained. “Some people will say that
Web 4.0 will feel like ambient intelligence. There
will be information flowing around you all the
time, and you will get much better at hooking it
so that you are learning the things that you need
to learn.”

Finally, Web 5.0 will connect humans and
technology. This will bring on heavy integra-
tion of humans and technology. According to
(continued on page 29)
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SOMEONE YOU SHOULD KNOW

Jim Gleason
Owner and Managing Partner

EIM

With so many ERA members, its not easy
to get to know every rep and manufactur-
er in the business. “Someone You Should
Know” is The Representor department
that gives readers the chance to learn
about _ﬁ‘l[yw ERA members, including
how their time is spent both in and out
of the office.

Meet Jim Gleason, the owner and
managing partner of FIM, headquar-
tered in Victor, N.Y. Although he is a
relative newcomer to the rep business,
Jim now serves as president of Empire
State ERA.

‘The Representor asked Jim a few
questions about his time in the rep busi-
ness and bis experiences with ERA. Here’s
what he had to say.

Tell us a little bit about yourself.

A lifelong resident of Upstate New York, I
grew up in Binghamton and now live in the
Finger Lakes with my wife Katie and our three
young children, including five-year-old twins.
I am a graduate of Keuka College and spent
my years prior to electronics manufacturing in
organizational development roles.

What are some things you enjoy outside
of the workplace?

I enjoy watching our children participate
in new experiences and sharing time with
friends and family. When not with them,

I love to travel doing anything outdoors,
including golf, fly fishing and anything on or
near the water. I find time to participate in lo-
cal music groups, particularly in the boutique
breweries and unique spaces in the Finger
Lakes.

How long have you been an ERA mem-
ber and how long in the rep business?
The company I acquired in 2014 had been
a long-time ERA supporter, and so I jumped
right in on day one when joining the firm.
Pve been in electronics manufacturing for five
years, all of which have been with ERA.

How did you become interested in be-
ing a rep in the electronics industry?

I saw a unique opportunity to participate
in a company succession plan that happened
to be a manufacturers’ rep company. I was
attracted by the prospect of having ownership
control and deploying my organizational de-
velopment background into a well-established
business model.

What have you found to be most re-
warding about the rep business?

I've found the culture to be very profes-
sional and intelligent, with a lot of people
willing to genuinely help you out. On the rep
side of things, I have a lot of fun meeting and
engaging with industry peers, creating solid
friendships and being part of a great commu-
nity. The electronics industry is challenging
yet can be rewarding. There’s constant pressure
that keeps you sharp and focused.

Briefly describe your rep firm.

We are currently an IP&E rep company
covering Upstate New York. Our manufactur-
ing clients represent a truly global marketplace
and feature factories on four continents. Our
OEM and end user clients are continually

challenging us to bring value and helping us
to look toward where the electronics industry
will be in the future which is a lot of fun.

What recent innovations, best practices
and/or changes has your firm made?

We are advocates of the franchise model
and so spend a lot of time on systems and
processes. We've built a board of advisors
made up of our close service providers in the
business intelligence, strategic marketing,
transformative I'T and digital spaces to help us
understand the current marketplace and how
and why our story matters. On the opera-
tions side, we use Evernote and DropBox to
manage email processes more efficiently in the
“do, delete, delegate” model. On the demand
creation side, we leverage new product infor-
mation from our manufacturing clients using
MailChimp and WordPress. All of this helps

to build and deliver our brand promise.

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

ERA has been fundamental as a resource
for me as I had no idea what a rep was five
years ago, much less electronics manufac-
turing. I was fortunate to attend COLT
(ERA’s Chapter Officers Leadership Training
program) where I was exposed to the vast net-
work and resources ERA has available. From
working with Expert Access to validate net
effective tax rates and rep company valuations
to gaining mentors in the industry, I wouldn't
be here today without ERA.

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

I am active on several social media plat-
forms and do follow ERA. ERA conversations
on social media have demonstrated value in
delivering content and, more critically, active
discussions on topics relating to our industry
from succession planning to supplier con-
solidation impacts. It’s topical and relevant
to have the individual voices in our industry
shared at a peer level. ERA facilitates this
exposure in a conversational way, which is
important in social media context.

What is one interesting fact that people
may not know about you?

I play the five-string banjo and am an avid
bluegrass and folk musician.

The Representor | Spring 2016
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EXECUTIVE COMMENTARY

2016 is shaping up to be
a great year for ERA!

Elsewhere in this issue, you will read the
From the Top column by ERA President Dan
Parks, CPMR, on our 2016 Management and
Marketing Conference that was recently held
in Austin, Texas. It was truly an outstanding
event, so check out Dan’s article to learn more.

The conference was a great way to kick off
2016. But wait ... there is more to come! The
“New Era of ERA” is just beginning. Here is
what we have in store for our valued members
for the balance of this year.

EDS: First, we will be
“large and in charge” at
EDS. Our staff is working

can rep model into Europe, the Middle East
and Africa — to bridge the gap between the
two rep models and to help morph ERA into a
global organization. Stay tuned for details.

NEW ERA Rep-Principal Contract — Also
in this issue, you will hear from Gerry New-
man and Adam Glazer about our new ERA
Rep-Principal Model Agreement that has been
updated to provide a fair and balanced docu-
ment for our rep and manufacturer members.
'This update is both relevant and timely due
to the changing landscape
of our industry and the
consolidations and changes
of control that have been oc-

by Walter E. Tobin
ERA CEO

e: wtobin@era.org

p: 617-901-4088

diligently with the EDS
Board to make EDS 2016
(May 10-13 at the Mirage
Hotel in Las Vegas) the best
ever. Our plate is almost
100 percent booked with
meetings with current and
prospective ERA rep and
manufacturer members to
continue to spread the word
on the value that the manu-
facturers’ rep sales model

The conference was a great
way to kick off 2016. But
wait ... there is more to come!
The “New Era at ERA” is just
beginning. Here is what
we have in store for our
valued members for the

balance of this year.

curring over the past several
quarters. Give this a strong
look see! Gerry and Adam
are available as always to help
you navigate any legal ques-
tions or issues around this
contract.

Chapter Events: Whew!
I am on the road a lot trying
to help the chapters with

their local events. Here are

provides to our manufactur-
er and distributor members.

Second, we will be offer-
ing a “free lunch” (Who says that there is no
such thing? Anything is possible in Vegas!) to
any ERA member who brings a non-member
to listen to a BRIEF presentation on ERA. And
if the non-member joins, both the existing and
new ERA member will get a $100 discount off
their annual dues. Details on this have been
sent to members.

Third, the ERA-ECIA FREE breakfast
program on May 12 at 6:45 a.m. (yikes!) will
feature guest speaker Don Hnatyshin, senior
vice president and chief procurement officer
of Jabil. He'll focus on how Jabil supports the
“authorized channel” and share his thoughts on
the worldwide manufacturing movement and
our need to have strong “digital images.” This is
a can’t-miss event.

COLT (Chapter Officers Leadership
Training) is coming again this fall. Watch this
space for news. Our chapters are fully-engaged
and ready to attend this next session.

Electronica: ERA will be in Munich on
Nov. 8-11 to help introduce the North Ameri-

some of the places where I'll
be “out and about:”

* April 5 — Empire State Rep-Distributor
Forum (DTAM Event);

* April 18 - XCOM Meeting in Chicago;

* May 23 - Carolinas Event;

* June 20 - Metro New York Golf Event;

* Aug. 18 - Chicagoland-Wisconsin Cubs-
Brewers Baseball Outing.

I am available to attend your local chapter
events as you see fit. | have a BRIEF updated
presentation on your ERA and its value propo-
sition to our members as well as near-future
projections for our industry. I promise I will
not bore your audience!

In addition, many of our chapters are plan-
ning local customer events, golf outings, table-
top shows and DTAM presentations to help
our members with networking, data collection
and navigating through these uncertain yet
exciting times. The value proposition that ERA
offers has never been stronger, more relevant or
more needed.

As always, please send me your thoughts,
comments, criticisms and suggestions on what
you want from ERA. My bags are packed, and
my phone is aways ON!
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MANUFACTURERS: For maximum productivity and
performance, let the professional field sales firms of
MICHIGAN ERA take your product to market.

C C Electro
Matt Cohen, CPMR
matt_cohen@ccrep.com
734-455-0000

Jay Marketing Associates
Dan Jakubowski
djakubowski@jaymktg.com
734-459-1200

Mike McAuliffe Sales Inc.
Mike McAuliffe
mmcauliffe@mcauliffesales.com
248-545-7177

R. C. Merchant & Co., Inc.
J. Brook Merchant, CPMR
bmerchant@rcmerchant.com
248-476-4600

Milsk Co., Inc.
Charles L. Milsk
mbrown@milskco.com
248-354-3310

Mike Pecar Sales, LLC
Michael Pecar, CPMR
mpecar@mikepecarsales.com
248-608-2660

TMC - Technology Marketing Corporation
Matt Folk, CPMR
mfolk@tmcc.com

248-592-0814

R. O. Whitesell & Assoc.
Brad Thinnes, CPMR
brad_thinnes@whitesell.com
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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FROM THE TOP

ERA’s Conference Committee hit
a home run with recent event

“Best conference I have ever attended!” were
the words offered up by one participant at ERA’s
recent 47th Management and Marketing Con-
ference in Austin, Texas. As a longtime attendee,
it was rewarding to hear that this event was be-
ing so well received.

‘This was truly the case on Feb. 28-March 1
as 215 representatives, distributors and manu-
facturers converged on the Lone Star State for
a two-day program. The venue (the AT&T
Conference Center and Hotel) was outstanding
and more than met the needs of the attendees.

Many thanks to all our sponsors (see the roster
on page 8) and the ERA Conference Commit-
tee, chaired by Tom Griffin,
CPMR, of Catalyst Sales, Inc.,
for designing such a successful
program. The volunteer rep
committee members (Kathie

Attendees come to ERA

man of the board, Mark Conley of O’Donnell
Associates North.

Our first morning of programming kicked
off with a keynote address by consultant-author
Scott Klososky, founder of Future Point of View.
His presentation, tied to our theme of “Smart
Solutions: Navigating the Connected World,”
focused on “Building Relationships with Con-
nected Customers.”

After breakout seminars (there were 12 in
all, each offered twice over the two days) and
lunch, CEO Walter Tobin introduced three new
consultants to ERA — Frederick Myers, Cesare
Giammarco and Alex Gabbi — plus a returnee
to our team of resources, Bob
Terwall. Our next speaker
was Len Jelinek of IHS who
outlined his research firm’s
perspectives and projections

Cahill, CPMR, of Net Sales
Company; Tobi Cornell,
CPMR, of Kruvand Associ-
ates; John Hutson, CPMR, of
The Maclnnis Company; Rick
LaPiana of the Cain-Forlaw
Company; and Holly Myers,

conferences for varied reasons.
Some come for the networking;
some come for the programs;

and some come to connect with

old friends. I believe this event

for our industry.

After additional breakouts,
John Mayhall of LinkedIn
closed out the day with his
presentation on “Unlocking
Your Company’s Potential in a

Networked World.”

CPMR, of Wallace Electronic
Sales) plus the staff members
on the committee (Walter
Tobin, Tess Hill, Neda Sime-
onova and Stephanie Tierney)
really hit a home run.

Attendees come to ERA conferences for
varied reasons. Some come for the networking;
some come for the programs; and some come to
connect with old friends. I believe this event met
or exceeded the needs of all of these folks.

The program opened with a well-attended
welcome reception on an open air patio adjacent
to the hotel and conference center. Also on
Sunday evening, the ERA White Pin Group
came together off-site for its 2016 reunion to
initiate the latest class of White Pin inductees
(who have served at least two years as volunteers
at the national level of ERA) and to present
awards for exemplary service to our association
and our industry. The award recipients — Bruce
Scoggin, CPMR, of Electro-Rep Associates, and
Holly Myers, CPMR, of Wallace Electronic Sales
— were presented with the Jess Spoonts - ERA
White Pin Scholarship Awards for 2014 and
2015, respectively. As part of this year’s reunion,
a special White Pin was awarded posthumously
to Sarah Rooker of Arkco Sales in tribute to her
long and courageous battle with cancer. It was an
extremely moving presentation by our past chair-

met or exceeded the needs of
all these folks.

At the conference theme
party, the prestigious Ray
Hall Spirit of ERA Award was
presented (for 2014) to Bob
Evans, CPMR, of EK Micro,
and (for 2015) to Tom Sha-
nahan, our recently retired CEO. Bob Terwall,
former president of Cherry Electrical Products,
was awarded an Honorary Membership in ERA
in gratitude for his many years of service.

The second day began with a wonderful
presentation by Michael Knight of TTI, Inc., on
how distribution trends are impacting the elec-
tronics industry. More breakout seminars were
followed by a session featuring consultant Cesare
Giammarco, Mike Lasley of ION Associates and
Mike Swenson, CPMR, of the Mel Foster Com-
pany. They addressed “Reps and Manufacturers:
Reinforcing the Mutual Value.”

Closing the conference, Walter Tobin con-
ducted a Q and A discussion among a panel of
millennials on how to work with, buy from and
sell to their generation. Many of our members
commented that this presentation may have
been worth the price of admission alone.

All in all, this was an extremely productive
two days, and I would strongly suggest that, if
you did not attend, you missed a truly great op-
portunity to network, learn, make new contacts
and catch up with old friends.

by Dan Parks, CPMR
West Electronic Sales

ERA President

e: dan@westelec.com

GREAT NEWS!
ERA’s next conference
is coming in 2017!
Save the dates —
Feb 26-28 — for a
return to Austin, Texas.
Watch for details
coming soon!

The Representor | Spring 2016

13



The professional field sales firm members of

Florida-Sunshine ERA

know YOUR markets and YOUR customers!

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

Coaxial Systems Associates

Contact: Bill Alexander

bill@coaxialsystems.com

561-744-6399

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

EIR, Inc.
Contact: Brian McClannahan
bmcclann@eir.com
407-332-6650

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

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
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Introducing ...
ERA’s New Rep
Sales Agreement .

S e o P e W =

At the ERA Board meeting, held at the 47th Management
and Marketing Conference in Austin, Texas, the board reviewed
the new ERA Sales Rep Agreement, prepared by Gerald M.
Newman and Adam ]. Glazer of Schoenberg, Finkel, Newman &
Rosenberg, LLC, legal counsel to ERA.

According to Newman, the new agreement supersedes
guidelines first drafted more than 20 years ago. It is more of a
“model agreement” rather than guidelines, and it is not intended
for the parties to merely fill in the names of the principal and the
representative, sign the agreement and do business.

“The intention is that the new model agreement be reviewed
in detail by the parties together with their attorneys, and then
modified so that the terms fit their particular situation. No rep
agreement is ‘one-size fits all, ” Newman explains.

Key agreement updates

Some of the more significant changes in the new agreement
compared with the earlier guidelines include strict limitation on
house accounts. “We have too often seen unfair provisions that
enable principals to unilaterally add house accounts after the
agreement is signed,” Newman says.

Another key change in the new agreement is an optional
provision for payment of a stipend for pioneering work.

“In most cases, a contract should reflect the additional risk
and effort undertaken by the rep who creates demand in a virgin
territory or for a new product,” notes Glazer.

The new agreement also includes an expansion of the definition
of “order” to include “planned orders,” “blanket orders” and
“follow-on orders.” According to Newman, commissions are
traditionally due on all orders, and this change is designed to
limit the availability of technical arguments or loopholes in
the agreement that a principal searching for a way to avoid its
payment obligations might seek to exploit.

Requirements of OEM and POS reports with monthly
commission payments also have been updated. “It is basic
that reps should be furnished with a reasonable accounting of
commissionable sales to reconcile the payments received,” Glazer

zmu 2l Tunes »w

comments. “The information covered in OEM and POS reports is
already utilized by principals, so sharing it with the rep creates no
significant extra work and is only fair.”

Another update in the agreement includes a structured
provision for split commissions. This change better organizes
and explains how “splits” should be paid. What remains the most
important consideration in split commissions is that the principal
pays out the entire commission to the affected reps and does not
retain any portion for itself, Newman adds.

The next key changes in the new agreement are mutual
indemnification and hold harmless clauses. “Many principals want
to see indemnification or hold harmless clauses in rep agreements,
and this is understandable,” Glazer explains. “The use of such
clauses, however, must be fully mutual.”

The clarification of post-termination commission rights also
has been revised, Newman points out. Manufacturers cannot
avoid commission obligations by terminating reps after they
have done their jobs. “Other contract terms ought not fall by
the wayside if such an opportunistic termination is attempted,”
Newman explains. “Reps should remain eligible for commissions
on orders that come in post-termination based upon the rep’s pre-
termination efforts.”

Yet another key revision is the elimination of arbitration
provision and substitution of litigation in a jurisdiction to be
selected by the parties. Although often held out to be faster and
cheaper than litigation, too often arbitration is neither.

“We strongly recommend resolving disputes over rep contracts
via the court system, where, unlike in arbitration, recognized rules
of evidence apply, the discovery process enables us to accumulate
the evidence we need, and appellate review is available, if
necessary,” Glazer adds.

Finally, the new agreement assesses attorneys’ fees and costs
to the prevailing party. “This relatively standard provision should
help incentivize manufacturers to avoid expensive legal fights over
unpaid commissions,” Newman notes.

(continued on page 30)
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The most productive and high-performance rep firms belong to

CHICAGOLAND - WISCONSIN ERA!

Action Integrated Resources
847-394-1891
dave.skupien@actionir.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

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

EK Micro
847-776-1758
bevans@ekrep.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
jeffhunt@execpc.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

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

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

Victory Sales
866-885-1364
pmeiss@victorysales.com

DISTRIBUTOR MEMBERS

Carlton-Bates Company
847-528-5820
jhacek@carlton-bates.com

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

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

For details on Chicagoland-Wisconsin ERA,
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LEGALLY SPEAKING

Court awards rep post-termination

damages with a nod to ERA

Is an independent rep really entitled to
continue receiving commissions after getting
terminated for as long as the manufacturer con-
tinues receiving orders from the customer? Even
though the parties never discussed, much less
agreed upon, any post-termination payments,
can a manufacturer who refuses to pay these
commissions find them tripled by a court? Plus,
can a manufacturer be made to pay the rep’s
attorneys’ fees, and interest on top? Finally, can
the language in the Electronic Representatives
Association (ERA) contract form affect a court’s
consideration of any of this?

‘These questions proved far from rhetorical in
one of the most astute rep decisions ever issued,
LindyManufacturing Co. v. TwentiethCentury
Marketing, Inc. The Supreme Court of Ala-
bama answered “yes” to each question en route
to affirming a jury’s $2.2 million award to the
terminated sales rep.

Electronics components manufacturer
LindyManufacturing Co. and independent sales
representative TwentiethCentury Marketing,

Inc., both out of Huntsville, Ala., (where court
opinions consolidate parties’ names ForNoAp-
parentReason), entered into an oral rep agreement
that did not address termination or commissions
to be paid upon termination.

TwentiethCentury was to promote Lindy’s
products to a Huntsville division of Chrysler
in exchange for a 5 percent commission on the
resulting Chrysler orders. For the initial six years
of the relationship, Lindy paid the commissions
due on orders arising from TwentiethCentury’s
successful efforts.

When Chrysler required all suppliers to
maintain a “Just In Time” inventory mainte-
nance and delivery system (JIT), Twentieth-
Century installed a JIT at its facility at its own
expense for Lindy to use. Chrysler later request-
ed Lindy to install a JIT at its plant. In response,
Lindy took the all-too-common step of reducing
TwentiethCentury’s commissions to cover the
expense of adding the JIT system, only to later
inform TwentiethCentury it wanted to move the
Chrysler account in-house.

TwentiethCentury then asserted its rights to
receive commissions on Chrysler business, even
if Lindy terminated their oral contract, and the
rep warned that the failure to pay commissions
would also violate the Alabama Sales Representa-
tive’s Commissions Contracts Act. Like in many
other states, Alabama’s statute provides that a
principal who fails to pay commissions when

due is liable to the sales rep for three times the
unpaid commissions, plus attorneys’ fees.

Not surprisingly, Lindy then sent Twentieth-
Century, a termination notice, and it also sent
along a summons and complaint. Forewarned
of TwentiethCentury’s belief that it was entitled
to continue receiving commissions post-termi-
nation, Lindy sued first, bringing a “declaratory
judgment” action that asked the court to declare
the rights of the parties.

Lindy asked the court to declare that
TwentiethCentury had no right to receive post-
termination commissions and that the Alabama
sales rep statute did not apply. TwentiethCen-
tury filed a counterclaim asserting the converse:
Because it obtained the Chrysler account for
Lindy, it was “continually due” the commis-
sions, even after termination, and Lindy’s
failure to pay those commissions subjected it to
liability for three times the amount under the
Alabama rep statute.

At trial, TwentiethCentury called a Chrysler
witness to testify that its business was projected
to reach $16 million over the next five years,
and Lindy knew this at termination. The witness
further testified that, as a Chrysler “partner” who
stayed off its “no bid list” by promptly supplying
a quality product, Lindy can expect to receive
future orders. Even if a Chrysler vehicle requir-
ing the Lindy part is discontinued, Lindy parts
would still be needed as “service” parts.

The jury accepted TwentiethCentury’s argu-
ment that once Lindy was assured of the $16
million business level, it decided to cut out the
rep to save the commission obligation in breach
of the parties’ contract. The trial court further
determined the rep statute did apply, trebled the
amount of unpaid, post-termination commis-
sions awarded by the jury, and added interest
and some $300,000 in attorneys’ fees on top.
The total jury verdict came to $2.2 million.

On appeal, Alabama’s highest court took
a hard look at Lindy’s important arguments.
Buying into TwentiethCentury’s claim forces the
parties into “an interminable contractual rela-
tionship contrary to public policy and the law of
the State of Alabama,” Lindy argued, particularly
when no evidence suggested it agreed to pay
post-termination commissions. The Supreme
Court wouldn’t have it, pointing to evidence that
TwentiethCentury brought the Chrysler account
to Lindy with the understanding it “would re-
ceive a 5 percent commission on all the Chrysler

(continued on page 36)

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
partner, 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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Aurora Marketing, Inc.
(The Aurora Group)
www.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, LL.C

www.cfe-macinnis.com
hank@cfe-macinnis.com

Fusion Sourcing Group
www.fusionsourcing.com
ctanzola@fusionsourcing.com

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

LCA Sales Co.
www.lcasales.com
joel@lcasales.com
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R. P. Luce & Co., Inc.
www.rpluce.com
rich_boziwick@rpluce.com

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

Prime Manufacturers Representative
WWW.pmr-rep.com
mwasiluk@pmr-rep.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.
www.sylvestersales.com
sylsales@earthlink.net

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
Arrow Electronics

For information about
New York ERA, visit
erametrony.org




THE SUBJECT IS TAXING

Form 1099: New 2016 IRS

developments are of concern

Congress has once again decided that the
easiest way to collect money is to increase
penalties. If you are guilty, the only thing you
can do is pay up. So it’s easy to make taxpay-
ers pay more.

This time, it is once again form 1099 that
has attracted Congress’ interest. Just a few
years ago, the penalty for failing to file a 1099
form was $10. No big deal. Then the IRS
increased the amount to $30. Now it’s $50
per 1099 if filed within 30 days after the due
date, and $250 for failure to file. Don’t even
think about knowingly not filing. So now it is
a big deal.

These forms must be filed by businesses
who pay for the services of individuals who
are not employees, such as part timers,
commission-only salespeople, and individu-
als hired for a specific job such as day labor,

a repair project or computer services. The
individuals must earn more than $600 during
the calendar year. Forms need not be filed if
the services are performed by a corporation.

There is one exception — lawyers must be
given a 1099 for any amount paid for their
services and even if incorporated.

The tax court has a case of interest to
those who have multiple corporations. Reps
sometimes have two corporations, one for
commission basis and one for distribution of
stocked merchandise. In this case, the owner
had two different businesses, one successful
and the other basically a start-up organization
developing a new product in a different mar-
ket area. To develop this product, a computer
technician was employed by the start-up
company with the understanding that he
would also work for the successful company.
On this basis, the successful company paid
large fees to the start-up for the technician’s
(part-time) services.

Upon audit, the IRS did not merely disal-
low most of the expense, but it declared the
amounts as dividends to the shareholders.
Only a “reasonable” fee for services was al-
lowed to the successful company.

This represents a danger to any multiple
corporation situation. While not specified,
it appears that both companies were regular
corporations. The results with S corporations
could yield different results. The tax position

in the case of the regular corporation would
remain the same; disallowance would result in
taxable income to the shareholders. However,
that would give them basis in the start-up
corporation to deduct the resulting loss,
largely offsetting the taxable income.

The IRS may be able to successfully argue
that the start-up costs should be capitalized
and amortized over 15 years. Even then, the
shareholders would get the deduction. Also,
a consolidated corporation tax return could
alleviate the problem because the sharehold-
ers would not be involved as intermediaries.

Finally, we have a case won by the IRS that
again concerns compensation. In this case it
was a law firm that distributed its profit in
full to the attorney shareholders at the end
of the year. Because this is a “service” cor-
poration, its net profit is taxed at a flat rate
of 35 percent instead of the graduated rates
for regular corporations. This results in the
shareholders” desire to distribute all profit to
the shareholders whose combined tax rates
may result in total taxes less than 35 percent.

The IRS successfully attacked the com-
pensation as excessive based on two concepts.
First, the firm had many employees who were
not stockholders; they helped provide the
excess of income over expenses, so the corpo-
ration should have shown a reasonable profit
based on their initiative. Second, the stock-
holders should be rewarded with a return on
investment, hence a taxable profit. The court
admitted that capital doesn’t rate much im-
portance compared with accomplishment in a
law firm, but said that nothing was too little.

It seems we've lost something here. The
35 percent tax was imposed because “service”
firms were letting corporations accumulate in-
come at the graduated rates rather than taking
the money out as personally taxable. Congress
wanted the professionals to withdraw the
money and pay tax rather than have the funds
accumulate.

So here we've come full circle where you're
NOT supposed to take it ALL out. How
much is enough? Where there are not many
non-shareholder employees, the IRS argu-
ment might not stick. It seems that corpora-
tions should not be so exacting that the profit
always amounts to zero.

by Stanton B. Herzog, CPA
ERA Tax, Audit & Accounting Consultant

Stanton B. Herzog, CPA, principal in the
firm of Applebaum, Herzog & Associates,
PC., Northbrook, Ill., serves as ERA’
accountant and is a regular contributor to
The Representor. He is available to speak
at c/mpter or group meetings on a variety
of financial and tax-related topics. He also
participates in Expert Access, the program
that offers telephone consultations to ERA
members.

You can call Stan Herzog at 847-564-
1040, fax him at 847-564-1041, or email
him at sherzog@theahagroup.com.
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Electronics Representatives Association €@l

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
dfh@jthco.com
jthelectronics.com

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

Use these five steps to develop
your ‘hustle muscle’

The old adage, “He who hesitates is lost,” is
more true today than ever. Business is moving
fast, and results (more sales) go to those who
are poised and ready to take action. But those
attributes are not sufficient alone.

There is no mystery to the fact that you've
got to hustle. That means moving rapidly to
achieve results. It does not mean just scurrying
about in a frenzy, hoping that you'll impress
others (or even yourself) just by being busy.
Today, we hear many talk about how busy
they are, as if this is the ultimate goal. Success-
ful people focus on goal-achieving, rather than
tension-relieving action.

You get paid for results. Period. You've got
to generate results, and for we entrepreneurs
who believe in cultivating relationship market-
ing, it means you must have the mindset that
says, “Take action now!”

Here are five steps you can implement to
accomplish what you need to do.

#1: Plan how you are going to hustle.

Think about how you need to take action.
For many of us today, that means having the
means available to quickly send a “like” to
someone on Facebook or retweet a good quote
from someone. When you see a contact doing
something right, take the time to recognize
them and give them a shout out. Make this a
regular part of your daily routine.

Usually this doesnt take more than a few
moments, but it means a lot to the person
getting the shout out. I know as I'm one of
the people who feels great when someone tags
me on social media promoting my work. It
doesn’t have to take a lot of time. Plan for this.

#2: Put your systems in place to hustle.

Don’t wait to have your systems working
for you. Put them in place now. Plan on how
you'll have your tweets, your Facebook likes
and replies ready to go.

Bonus: One of the best ways to get text
into your computer is through dictation. I'm
using that regularly now. You can talk faster
than you can type. Plan for it, and learn how
to make it happen. Yes, you'll have to practice
a bit, but it pays off richly.

Extra Bonus: Use a noise cancellation
headset to increase accuracy of diction and
speed entry. I use a headset in the office for

phone calls, dictating text (often on these
articles) and sending other email messages,
Facebook posts, tweets, LinkedIn messages
and more. Noise cancellation is very impor-
tant as it increases your accuracy, thus saving
correction time.

#3: Streamline your personal contacts.

We know that the more personal the con-
tact the better. A personal visit is better than
a phone call. But these can take a lot of time.
I've found that using tools like Eyejot or even
a quick video on YouTube (use the “Unlisted”
open for more privacy) makes a big difference.

Video is hot. Now with Facebook’s ability
to do live streaming, your community, your
tribe, can get to know you better. Look at
wonderful video tools like Periscope and Blab
(from Blab.im), and see if they are right for
you to develop your Hustle Muscle.

#4: Streamline your connection process.
Just recently I got a tool called Schedule-
Once. It gives the ability to present a block of
time slots where I am available for conferenc-

ing, calls, meetings, etc. When I send a link,
people can choose a time that works for them
for us to connect. It saves time in the selection
of a time to meet. Because many meetings

for me are on tools like Zoom or Skype, this
makes it faster to put meetings together.

A competitor of ScheduleOnce is
TimeTrade. I've heard good things about
both. Find the right tool, and build relation-
ships by streamlining this important process.

#5: Follow up, follow up, follow up!

This is the secret sauce of building relation-
ships. Many people go through the motions
of saying hello, sending the “good to meet
you” notices, etc. However, the real gurus in
relationship marketing practice regular follow-
ups. Find lots of good reasons to provide value
to others. Continually provide value, and
don’t worry about keeping score.

As you implement these features you’ll be
able to build your relationship marketing; it is
never over and it is ongoing. This is just like,
well, relationships! You can’t do something
once and expect to coast. You need continual
value contributions. This is not selling, but
providing value.

by Terry Brock

Terry Brock is a marketing coach who helps
business owners market more effectively
leveraging technology. He shows busy pro-
Jessionals 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.
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WELCOME, New Members!

These companies joined ERA during the first quarter of 2016.

(The ERA chapter of each rep firm is listed in italics after the company name.)

REP FIRMS

Elec-Rep UK, Ltd. (United Kingdom)
Damian Brooks
Kevin White

elec-rep.co.uk

James Associates (Arizona)
Jim Hyde

james-associates.com

JCI Global (Dixie)
John Milligan
jci-global.com

Spectrum Sales
(Heart of America and Spirit of St. Louis)
Jeremy Cott
spectrumsales.net

The Zonk Group (Southwestern)
John Lanzillo, CPMR

zonkgroup.com

MANUFACTURERS

Altran Magnetics
Gary Stachelski

altranmagnetics.com
American Bright Optoelectronics Corp.

George Lee
americanbrightled.com
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Eagle Tech, Inc.
Curtis Okumura
eticircuits.com

DunAn Sensing
Gary Winzeler

dunansensing.com

Fremont Micro Devices
Jim Panfil
fremontmicrousa.com

KS Electronics, LLC
Kirti Shah

kselectronics.com

KinnexA, Inc.
Jeremy Chiu
kinnexa.com

Parker Overseas
N.K. Verma

parkeroverseas.com

QT Brightek Corp. (QTB)

Murali Samy
qt-brightek.com

Solers, Inc.
Robert Hanes
solers.tech

Umtec, Inc.
Maple Chen

gzumtec.com

dio

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.




SA1ESWISE

How to navigate paradox when
making business decisions

As I work with leaders and their teams, I
am often struck by the role paradox plays in
struggling with business decisions. For exam-
ple, my colleague Joanne and I were playing
around with the idea of creating a Leadership
Academy. We were wrestling with the paradox
that we wanted this academy to be both a
small-group experience and yet include a lot
of people.

One choice meant close connections
among a small number of people; the other
involved a wider circle with
fewer deep connections.
There was no simple answer
to our quandary.

I agree with H. L.
Mencken who said, “For ev-
ery complex problem, there is
an answer that is clear, simple
and wrong.”

Many decisions involve
dealing with paradoxes; few
situations lend themselves to
black or white solutions that
work on all levels.

Here are some ideas that
may help when you're struggling with a busi-
ness decision.

Notice and appreciate the paradoxes

As I pick my way through complex deci-
sions, I find it helpful to look at the major
paradoxes in my thinking when figuring out
what route to take. It’s about trying to find the
right mix of getting both to fit whatever situa-
tion I'm trying to solve.

Here are three paradoxes that I fre-
quently encounter. Maybe you face the same
ones. Hopefully, they will spur your ability to
recognize the paradoxes you face and help you
sort out how to solve problems.

Paradox 1: Fast and slow

Hurry up and slow down. Hurry up be-
cause you've only got a certain amount of time
to live. Life is short, and you want to squeeze
the juice out of it. “Hurry” gets you places
and spurs you to accomplishment.

Slow down because if you're going too fast

Many decisions involve
dealing with paradoxes;
few situations lend
themselves to black or
white solutions that work

on all levels.

you won't notice yourself and your life. Slow
down because mindless doing isn't life at all,
but just doing. “Slow” connects you to what’s
around you.

Paradox 2: Tasks and relationships
Check off and check up. Check off tasks
on your to-do list. Get things done. Follow up
and follow through. Be efficient because your

desk is caving in with projects you're work-
ing on and loose ends to tie up. Getting tasks
done is good for business.
Check up on the people
you care about. Build new
relationships within your own
company and the businesses
you serve. Have conversa-
tions. No check list here.
Without relationships, you
have no projects. You can
become lonely. Relationships
are the fire and fuel that build

thriving businesses.
g

Paradox 3: Big picture
and small details

Look up and look down. Look up and see
the bigger picture. Understand the context.
Step back to see where you've been and where
youre going.

Look down to notice the details. Draw
closer to discover the beauty and see the pat-
tern in the minutiae. Fine tune what’s there.

Have Joanne and I figured it out? Not yet.
We're still wrestling with the paradoxes. And
we both appreciate the struggle.

Please send me the paradoxes you encoun-
ter in your life and work.

by Nicki Weiss
Certified Professional Sales Management
Coach and Master Trainer

Nicki Weiss is an internationally recognized
Certified Professional Sales and Leadership
Coach, Master Trainer, thought leader,
speaker and facilitator. Since 1992, she has
trained and coached more than 20,000
business leaders, sales teams and reps. Nicki
has a particular passion for working with
manufacturers, distributors and rep firms
in the electronics industry.

Nicki is ERA’ sales consultant, the
brainchild and facilitator of ERA’ free
teleforum programs and the founder of
the SalesWise Academy. Every day, leaders
wake up knowing that they, their techni-
cal reps and field sales engineers need ro
sharpen their focus and their skills. But
they don’t have the tools, resources or
patience to continually help enhance their
strategy, communication and relationship
building skills. The SalesWise Academy fills
that void and delivers those skill-building
lessons. To learn more, go to saleswise.ca or

call 416-778-4145

To save your place at the ERA-ECIA
Breakfast at EDS on May 12,
please register by APRIL 22!

For details and to sign up, go to era.org.
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NEWS BEAT

ERA-ECIA BREAKFAST AT
EDS COULD BE
LARGEST EVER

ERA ANNOUNCES MAJOR
AWARDS AT 2016
CONFERENCE

ERA WHITE PIN GROUP
PRESENTS JESS
SPOONTS AWARDS

ERA Chairman Paul Nielsen, CPMR (left), and CEO Walter Tobin
(right) surprised Tom Shanahan with the 2015 Ray Hall Spirit of ERA

Award in Chicago in early February.

24 Spring 2016 | The Representor

The annual ERA-ECIA (Electronic Components Industry Association) breakfast program at
EDS 2016 appears to be drawing record-setting attendance. More than 400 registrations had been
received by mid-March for the event scheduled on Thursday, May 12, from 6:45 to 8 a.m. in the
Mirage Hotel Events Center. The breakfast is open to all EDS attendees at no charge.

The guest speaker will be Don Hnatyshin, chief supply chain officer of Jabil. In his position,
he leads a team of 4,000 supply chain and procurement professionals responsible for $15 billion
in annual spending with 20,000 suppliers. His presentation will focus on “The Digital Economy:
Impacts on the Design Chain, Manufacturing and Supply Chain.”

To register for the EDS breakfast, go to era.org.

During ERA’s 47th Management and Marketing Conference, held Feb. 28-March 1 in Austin,
Texas, the association announced several major awards. The 2014 Ray Hall Spirit of ERA Award
had been announced previously, but the conference was the first opportunity to present the award
to Bob Evans, CPMR, of EK Micro. (See photo on page 28.) Evans has served in many leader-
ship chairs of Chicagoland-Wisconsin ERA and is now a member of the team that designs ERA’s
industry surveys. He also chairs the association’s Chapter Leadership Council, which manages the
Chapter Officers Leadership Training (COLT) and Chapter of the Year recognition programs.

The 2015 Ray Hall Spirit of ERA Award had been presented in early February to ERA’s re-
cently retired CEO, Tom Shanahan (see photo on this page), but it was announced for the first time
at the conference. Shanahan was recognized for his unselfish leadership of ERA through some
difficult years. The surprise presentation was made during a dinner in Chicago hosted by ERA
Chairman Paul Nielsen, CPMR, and CEO Walter Tobin.

The Ray Hall Award was established in 2004 to honor the retired CEO who had served the
association for more than 40 years. The award recognizes individuals who exemplify the spirit of
ERA through their commitment to serving and advancing the professional field sales function.

Also honored at the conference were consultant Bob Terwall, ERA’s past association president,
and Mark Conley of O’Donnell Associates North, ERA’s immediate past chairman. By unani-
mous vote of the ERA Board of Directors, Terwall was awarded an Honorary ERA Membership.
Conley received the first ERA Key Award that’s been presented in more than 10 years. (See photo
on page 28.) He was singled out for his “superlative leadership and unflagging support of ERA,
its members and projects.” This presentation was also a “total surprise” to Conley, who credited
his company team for allowing him to volunteer so freely. He also acknowledged the “many great
friendships” he has formed because of his involvement with ERA.

The ERA White Pin Group, whose members have served at least two years as volunteers at the
national level of the association, presented two awards at its 2016 reunion, held during the recent
ERA Conference in Austin, Texas. The 2014 and 2015 Jess Spoonts - ERA White Pin Group
Scholarships were presented by the Group Chair, Mark Motsinger, CPMR, to Bruce Scoggin,
CPMR, of Electro-Rep Associates, and Holly Myers, CPMR, of Wallace Electronic Sales. (See
photos below.) The awards are named for the late Jess Spoonts, ERA Hall of Fame member and
long-time coordinator of the White Pin Group. The award salutes individuals who have provided
exemplary leadership within ERA and who are committed to continuing their volunteerism.

Bruce Scoggin and Mark Motsinger — Holly Myers and Mark M.otsinger



ERA MOURNS ... ... the passing on Jan. 1 of Leroy Moss, the owner for many years of Moss Marketing, one of
ERA’s oldest member firms (since 1936). While managing his multi-territory company, headquar-
tered in Denver, he helped shape the ERA organization in the Rocky Mountain area. The Life
Member of ERA is survived by two children, three grandchildren and three great-grandchildren.
The family has requested that memorial donations be made to the National MS Society, P.O. Box
172625, Denver, CO 80217.

... the loss in mid-January of Tom Mollard, formerly of Mollard Marketing in Los Altos, Cal.
He was 89. The Navy veteran of World War II and graduate of Santa Clara University was a long-
time ERA member and also served as a director of the Wescon trade show. Survivors include two
daughters, three grandchildren and three great-grandchildren.

... the Jan. 24 passing of Ron Chalman, founder and longtime owner of Chalman Technolo-
gies in Southern California. He was 80. He was an electronics industry veteran with special
knowledge of glass-to-metal sealing and a speaker at many conferences. In the 1970s and early
1980s, he was vice president and general manager of Tekform Products Company in Anaheim,
Cal., and was heavily involved in the development of hermetic package design and technol-
ogy. He consulted with JEDEC (Joint Electron Device Engineering Council) of the Solid State
Technology Association to develop some of the early hermetic standards covering this topic. In
1986, he fulfilled a dream and founded the rep firm, Southern California Technical Services (later
becoming Chalman Technologies), where he worked with his sons, daughter and others until just
recently. Survivors include his wife, Marlene Chalman, two sons, three daughters and 12 grand-
children. In lieu of flowers the family suggests donations to the CHOC Children’s Hospital,
1201 W. La Veta Ave., Orange, CA 92868, choc.org, or to the Wounded Warrior Project, PO.
Box 758518, Topeka, KS 66675-8518, woundedwarriorproject.org.

... the death in mid-February of Eugene (Gene) Peake, Jr., founder of the CERCO rep firm
in San Diego. He was 76. After graduating from Finley Engineering College, he began his elec-
tronics career with General Electric in Syracuse, N.Y. , and ended up 10 years later in San Diego
where he established his rep firm. He continued working in his firm until stricken with brain
cancer. He was a long-time leader of the San Diego Chapter of ERA, was inducted into the White
Pin Group in 1985 and received ERAs prestigious Honor Award in 1990. He is survived by his
wife Carol, two sons, two step-daughters and seven grandchildren.

eCQ 2016 MAY10-13

ALL EDS ATTENDEES:

Make ERA’s Business and Hospitality Center
in the Mirage Grand Ballroom YOUR headquarters
for FREE information and services to boost your field sales.

E,(peﬂe And don’t miss the FREE ERA-ECIA Breakfast

\C

Ao on May 12 at 6:45 a.m. in the Mirage Events Center.
For details and to register, go to era.org.
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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 continues to hold
networking breakfasts in Charlotte and Ra-
leigh. These events offer a great forum to swap
stories and best practices.

The chapter held its annual Rep-Distrib-
utor Forum in mid-March at which 32 reps,
distributors and guests received the annual
territory DTAM report. During the forum,
the chapter awarded three $1,000 college
scholarships. The recipients are: Sam Winner,
son of Dave Winner, CPMR, of SACS, Inc.;
Andrew Frank, son of Bud Frank of Avnet,
Inc.; and Catherine Gemberling, daughter of
Scott Gemberling, also of Avnet, Inc.

Volunteer DTAM coordinators John
King of Battleship Technologies and Penny
Hoglund of the AEM Group developed the
DTAM report. In addition, they conducted
and reported on a survey among reps and
distributors about their working relationships.
The results indicate that reps and distributors
are working well together and that coopera-
tion yields increased business.

The chapter’s Annual Rep-Distributor
Bowling tournament was slated in mid-April.
Coming up is a May 23 program with ERA
CEO Walter Tobin as the guest speaker.

<>
643

Congratulations, ERA Chapters of the Year!

Four ERA chapters have been selected as the Chapters of the Year for their 2015
activities and projects. The award recipients and their entries, by category, are:

* Education — CHICAGOLAND-WISCONSIN for its breakfast round table
discussion titled “When Principals Merge: What to Expect, How to Prepare and
What to Do (or NOT Do);”

» Membership and Member Services — NEW YORK for its dinner program event
that featured a rep-manufacturer-distributor panel discussing present and future
developments in the electronics industry;

* Marketing Services — SOUTHERN CALIFORNIA for its series of ElectroTech
table top shows; and

* Special Projects — NEW ENGLAND for its co-sponsorship with ECIA of an
all-industry networking and education event that attracted 100+ attendees to hear a
presentation regarding technology trends.

Each award recipient receives a full-tuition scholarship to ERA’s Chapter Of-
ficers Leadership Training (COLT) program. The Chapter of the Year judges, who
reviewed all 14 entries and selected award recipients, are: ERA Senior Vice Presi-
dent/Education Kathie Cahill, CPMR; ERA Senior Vice President/Membership
John O’Brien, CPMR; ERA National Delegates Matt Cohen, CPMR (Michigan),
and Ellen Coan, CPMR (Indiana-Kentucky); plus ERA CEO Walter Tobin. The
Chapter of the Year program is coordinated by Bob Evans, CPMR, chair of ERA’s
Chapter Leadership Council.
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CHICAGOLAND - WISCONSIN

On Feb. 4, the chapter hosted an all-indus-
try program with ERA’s CEO, Walter Tobin,
as the speaker. The topic was “How ERA Can
Help Reps, Manufacturers and Distributors
Adapt to the FUTURE of the INDUSTRY"”

The chapter’s breakfast round table in early
April focused on an “ERA Conference Wrap-
Up: Reviewing Key Take-Aways.” Members
who attended the conference each highlighted
specific program sessions.

In addition to its events, Chicagoland-Wis-
consin has updated its website. A new feature
is a section for “Recommended Books.”

EMPIRE STATE

The Empire State Chapter held its annual
Rep-Distributor Forum and DTAM report
presentation in early April. The event featured
Leslie Whatley, the executive vice president
of START-UP NY, as a guest speaker who
delivered content on technology.

The chapter also continues to hold month-
ly rep-networking functions and recently was
represented by three rep firms at the ERA
National Conference in Austin, Texas. At the
conference, Dave Dasson, CPMR, CSP, of
Net Sales Company, was inducted into the
ERA White Pin Group, whose members are
recognized for national service and volun-
teerism. Dasson is the current president of the

Manufacturers’ Representatives Educational
Research Foundation (MRERF).

INDIANA-KENTUCKY

The Indiana-Kentucky chapter has plans
for a Cyber Security lunch meeting in early
May. Also on the calendar is a June program

with ERA CEO Walter Tobin.

NEW YORK

Leaders of New York ERA have been ac-
tive working on two upcoming events. For
the second year, the chapter is working with
the local chapter of the IEEE to co-sponsor
the 2016 Long Island Systems, Applications
and Technology Conference in late April.
The event provides the opportunity for reps,
distributors and manufacturers to exhibit and
demonstrate new products. The conference
runs concurrently with technical seminars run
by the IEEE. This year, with more advanced
planning, the chapter is hoping to triple the
attendance. For more information, visit
erametrony.org/events/LISAT2016.php.



The second event is coming up on June
20 and will be the chapter’s first Charity Golf
Outing. The site is the St. George’s Golf and
Country Club in East Setauket, N.Y. Pro-
ceeds will go to several charities, including
Long Island Cares for the benefit of wounded
veterans. The event is open to reps, distribu-
tors, OEMs, contract manufacturers and prin-
cipals. To facilitate registration, the chapter
has implemented updates to its website to
automate payments (via PayPal) and the col-
lection of attendee information.

NORTHERN CALIFORNIA

Northern California held its annual meet-
ing in early February and also conducted an
education class on Feb. 23. In March, an
Owners Forum program was also held.

SOUTHERN CALIFORNIA

The Southern California chapter has
remained active with several table top shows,
including the 2016 ElectroTech show in late
January and the Panasonic Adjacent - Irvine/
Lake Forest Show on March 9. The chapter
also hosted an Owners Forum in mid-March
that focused on rep best practices. Special
presenters for that program were consultant
Bryan Shirley, CPMR, and Scott Lindberg,
CPMR, of the Quell Corporation.

SPIRIT OF ST. LOUIS

Spirit of St. Louis members came together
in early January for a presentation by guest
speaker Bill Holschen, purchasing manager at
Becs Technology. He spoke to the group about
“Value Added/Value Engineering Turnkey
Manufacturing.” The chapter also held a
happy hour in January at the Train Wreck
Saloon in Westport.

The major event thus far this year for the
chapter was the biannual Electronics, Electri-
cal, Engineering and Manufacturing Show on
April 6 in Maryland Heights, Mo. The show
featured more than 50 exhibit booths and
technical seminars.

Don’t miss the EDS
Ad Supplement
starting on page 37!

At the 2016 Carolinas ERA Rep-Distributor Forum, the chapter’s annual territory

DTAM report was presented by the project coordinators, Penny Hoglund of the AEM
Group and _John King of Battleship Technologies. They also reported on the results of a
second yearly survey of reps and distributors about their mutual working relationships.

Don’t play
‘what if’ with
your family’s
well-being!

ERA’s REPCARE
LONG-TERM DISABILITY INSURANCE ...

« Is specifically designed to meet the needs of ERA member firm employees.
« Offers four LTD insurance plans.
* Provides coverage, on or off the job, 24 hours a day, worldwide.

PLUS ...

* Disabled employees don’t have to be confined to home or hospital
to qualify for benefits.

» Once employees begin receiving benefits,
premiums are waived until the disability is gone.

« If LTD insurance is cancelled for any reason, benefits will
continue to be paid for any established or approved claim.

For details, contact JOHN DOYLE or LISA GIDO
at 888-243-0174 or Repcare@adcbenefits.com.
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47th Management
and Marketing
Conference ...

where the first visit to Austin,
Texas, was a popular choice
among the 200+ attendees.

(Clockwise from top):
Thanks to the warm weather, the welcome reception was held outdoors.

Bob Evans, CPMR, (right), of EK Micro received the 2014 Ray Hall
Spirit of ERA Award from ERA Chairman Paul
Nielsen, CPMR.

CC Electro was represented at the event by (left
to right) David Gassman, CPMR, Ellen Coan,
CPMR, and Mart Coben, CPMR.

Jim Ward (left) of Astec Components, Ltd., and Jeff’ @

Huntsinger of Huntsinger Group, Ltd., attended

from Canada and Wisconsin, respectively. ", i
e

A

Past ERA President and Chairman Mark Conley 2 A
(center) of O’Donnell Associates North received the .
ERA Key Award ﬁom President Dan Parks, CPMR
(left), and Chairman Paul Nielsen, CPMR.

Conference Committee Chair Tom Griffin, CPMR,
of Catalyst Sales presided over the opening session.

Keynoter Scott Klososky addressed the first general
session audience.
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COVER STORY: Building Relationships
(continued from page 7)

Klososky, there is a debate that this is the line where people will
become transhuman, or the next level of being human.

Putting knowledge into practice

In the later portion of his keynote, Klososky took a more practi-
cal approach as he began connecting the technology transformation
dots. “We are in a world where there is an escalating amount of
technology. You have a choice of where you fall on the continuum
of innovation,” he told attendees.

According to him there are those people who
are dragged into using any kind of technology.
On the other side are those who are always on the

if the brands they use disappeared from their lives.

In order to reach today’s customers, businesses must build rela-
tionships with this new type of customer and influence his or her
decisions effectively through the use of content marketing, inbound
marketing, crowdvertising (i.e., an advertising platform that gener-
ates and spreads ads through social media) and by creating digital
centers of influence.

Klososky also explained that organizations have to understand
their customer personas so they can understand
who they are selling to. Once they understand
personas, they have to understand the different
touch points and how to manage them. What is

bleeding edge. They are not afraid to experiment; Customers now are more the buyer’s goal? What are his or her emotions?

however, they also tend to waste 50 percent of
their investments. Finally, there is the herd, or the

search savvy ... “[They]

Customer information has become a weapon
in the market and, Klososky insists, it is soon to

middle of the pack. will talk about you online.  be an asset on companies’ balance sheets. “Data

“Technology is a weapon, but you need to
know how to use it,” Klososky told his audience.

They will rate your services

creates visibility so you can see things that you
haven’t seen before, [so you can] understand more

Businesses must use technology to automate tasks whether you like it or not, about your customer,” he said.

and lower costs. They must use technology to raise
revenue and drive profit. In order to do this suc-

and they will look at your

It is obvious that the young generation that
is coming up is much more likely to engage with

cessfully, he recommends for companies to be on online reputation.” technology than with human beings. If a com-

the leading edge, or 18 months to two years ahead
of their competitors.

Companies must understand that the digital
transformation also is changing customers. A lot
has changed just in the past six years. Customers
now are more search savvy, and they don’t need to talk to a human
being to learn about a product or a company. They can do all that
simply by going to a company’s website.

“[Customers] will talk about you online. They will rate your ser-
vices whether you like it or not, and they will look at your online
reputation,” Klososky explained.

He added that privacy is getting to be less and less of an issue.
Customers are more and more willing to share information with
companies if it is going to be valuable to them. He also shared an
interesting statistic showing that 73 percent of people wouldn't care

CCQ 2016 MAY 10-13

At EDS, don’t miss the
ERA-ECIA'breakfastiprogram!

Thursday, May 12 — 6:45 to 8 a.m.

Mirage Events Center - C-1
Guest speaker: Don|Hnatyshin
Chief Supply Chain Officer of Jabil

To register, go to era:org.

— Scott Klososky

pany is good at technology, its customers see and
respect that.

Organizations that understand how to manage
the digital transformation are going to make more
profit. They must have the courage to invest in the
future, to implement different processes and be keen observers of
the humalogical shift.

In closing, Klososky stated: “We live in a blessed time and you
have limited time to do magical things. The digital transformation
is happening, and resistance is futile. When you live in the middle
of the digital transformation, you have an opportunity to create a
legacy. What is your legacy going to be?” M

This article was written by Neda Simeonova, communications director

of ERA and assistant editor of The Representor.

About Scott Klososky

A former CEO of three successful tech startup companies and principal
at consulting firm Future Point of View, Scorr Klososky specializes in
seeing beyond the horizon of how technology is changing the world.
His unique perspectives
on technology, business
culture and the future
allow him to travel the
globe as an international
speaker, consultant and
author, publishing three
titles to date and working
with senior executives in
01ganizations ranging
[from the Fortune 500 to
universities, nonpmﬁts,
and countless professional associations and coalitions. As a technology
entrepreneur, he also continually works in the trenches of building his
own companies.
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FEATURE ARTICLE: New Sales Rep Agreement
(continued from page 15)

Negotiation tips

Based on the amount of time and resources the rep expects to devote to developing
new business for a principal, attempts to limit or exclude post-termination commissions
should be resisted during negotiations, Glazer advises.

“Many rep agreements are silent about post-termination rights and obligations, and
this may be preferred to language setting an unfair cut-off date,” Glazer says. “For the
right products or relationships, reps may even be positioned to seek life-of-the-part or
life-of-the-program commissions.”

Another important provision involves the notice period that must be given before a
termination can be effective. “We generally recommend at least a 60 to 90-day notice
period in order to allow an orderly wind-down and to give the rep a better chance to get
paid on pending orders,” Newman adds.

Lastly, Newman and Glazer point out that this agreement is meant to serve for
informational purposes only and should not be used without consulting a lawyer. B

ERA MEMBERS: Find the new agreement on ERA’s website on the Contract Guidelines page.
This article was written by Neda Simeonova, assistant editor of The Representor.

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.

g
saleswise

The SalesWise Academy delivers the tools and support you and your team need.

Nicki Weiss

Visit www.saleswiseacademy.com or contact us at (416) 778-4145 or e-mail nicki@saleswise.ca
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BUSINESS BOOK REVIEW

ERA Member Service Action Lines

Avis Car Rental ............cccccooiiiiiiiiiiiince era.org
(Click the link on the Member Services page.)

Budde Marketing ...........ccccccooovviiiiiinininns 708-301-2111
buddemarketing.com

Empowering Systems................ccocoeruiinninnns 888-297-2750

empoweringsystems.com

ERA Customized Survey Service .............c.ccceoccuuee era.org
(Click the link on the Member Services page.)

ERA Teleforum Audio Library ...........cccccocccenicnnnee era.org
ERA University (online courses)
EYOND: MRSware

era.org
...866-795-8386

mrsware.com

Hertz Car Rental..............cccoooovniiiniiiniiininne era.org
(Click the link on the Member Services page.)

TIM Search w.eovroeeeeoereeeeeeeseeeee 402-721-6590
jjmsearch.com
MRERF (CPMR/CSP programs). ....mrerf.org

Perfection Data perfectiondata.com

RepCare insurance 888-243-0174

Rembrandt Advantage ... 800-292-7182
rembrandtadvantage.com

RPMS SOftware ..........ccccevrvveerererererrrnneenenens 800-776-7435
rpms.com

UPS shipping..........cccoooeuriniuiiniiiiniciiiciiciieeesieeeenns era.org

(Click the link on the Member Services page.)

Consultants Available for Expert Access
Accounting & Taxes: Stan Herzog............. 847-564-1040
Executive Searches: Carla Mahrt <. 402-721-6590
Insurance: John Doyle ... 888-243-0174
Legal: Gerald Newman <o 312-648-2300
Rep Network Mgmt.: Jim Hartranf.......... 262-945-9200

Other ERA Services & Publications
(Call 312-419-1432 or go to era.org.)

Locator Online Directory of Manufacturers’ Reps

Lines Available Service

Guidelines for: Becoming a Successful Rep; Establishing

and Benefiting from Rep Councils; Agreements between
Sales Reps and Manufacturers; Agreements between Stocking
Reps and Manufacturers; Agreements between Reps and
Sub-Reps; Agreements between a Rep Firm and Its Sales-
people; Evaluating a Prospective Principal; Evaluating a
Prospective Rep; Developing New Markets with Professional
Field Sales Reps

Line Portfolio Evaluation

Outsourced Field Sales: Adding Value for the Customer (CD)
Outsourcing Field Sales (Fortune Magazine Reprint)

The Value of Outsourced Field Sales (EBN Reprint)

Selling Through Manufacturers’ Representatives

ERA Code of Ethics

¢ ERA Commitment to Performance (Information and Certificates)

Recommended Technical Standards for Distribution

Point-of-Sale Reporting

FAQs Manufacturers Ask About Representatives

Split Influence Recommendations for the Electronics

Industry

State Rep Commission Protection Acts

Manufacturer Membership (Roster and Information)

Principal Information Exchange (PLE.)
ERA Membership Pins

ERA Meetings & Programs
Board of Directors Meeting - Fall 2016
ERA COLT Program - Fall 2016

A book review and recommendation by Dan Beaulieu

Talking to Crazy: How to Deal with the Irrational and Impossible People in
Your Life

by Mark Goulston
Copyright: 2016 Amacom
Price: $24.95 * 259 with index

A Surprisingly informative and pertinent book!

I have to say that I was pleasantly surprised by Mark Goulston’s new book, Talking
to Crazy: How to Deal with the Irrational and Impossible People in Your Life.

I picked it up because I thought it would be a smile. I also thought I might just
get something out of it because, like all of us, I know some pretty crazy people. I was
stunned, however, by how effective the advice in this book was and how much it per-
tained to my business life as a consultant.

Okay, so we all know crazy; we all know people who are somewhat irrational or
even completely bonkers. But we don’t know how to deal with them, right? Well, con-
sider this in past tense — we did not know how to deal with them until this new book
came along.

Author Dr. Goulston is a psychiatrist as well as business
coach, so he can write about both sides of an issue. He
explains why people act the way they do and how to deal
with them.

I especially liked the case studies highlighted in the
book in which he used real-life examples to show read-
ers how to interact with certain people who have specific

disorders. There also is an example of an “older” software
developer who has to deal with a bunch of “Young Turks”
who start working with him and want to change everything he has worked on for
the past 15 years. He finds himself getting madder and madder until he starts using
a technique recommended by Dr. Goulston. He levels with them, explains the way
he feels, apologizes and asks for their help by attaining middle ground where they all
benefit from one another’s cooperation. The result? They produced a better product.

This is just one of many examples of how to deal with difficult people in tough
situations. I strongly recommend that you buy this book, read it and keep it handy
because you will find it infinitely useful, no matter what profession or life situation
you are in.

Dan Beaulieu is the president and founder of D.B. Management, LLC, a consulting
Jfirm specializing in all aspects of sales, marketing and branding with a focus on rep-prin-
cipal 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 Com-
mon Sense,” a weekly sales column appearing at pcb007.com. Dan can be reached at
207-649-0879.
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MARKETING GROUP DIGEST

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

ERA Senior VP/Industry

Gary Ponto, CPMR
GP Marketing
Kirkland, Wash.

Price drops are yielding
a ‘race to the bottom’
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I pen this having just returned from the 47th ERA Management and Marketing Conference in
Austin, Texas. It was overflowing with valuable information from high-caliber presentations and
thoughts to digest, such as: just how much time should my team invest with “time vampires?”(If
you attended the conference, you recognize this from Alex Gabbi’s breakout session entitled “The
Start-Up Scene.”)

Interestingly, Alex subtitled his presentation “Universe of Opportunity or Black Hole,” and
while he was talking about start-ups specifically, after hearing multiple economic forecast presen-
tations, I am wondering if this applies to the components market in general. Regardless of the
answer, I am convinced more than ever that, “If you line up all the economists in the world end
to end, you never reach a conclusion!”

I make this last statement somewhat tongue in cheek because there were a number of conclu-
sions concerning the components market I reached from the conference.

* 2016 is going to be a challenging year overall — filled with economic headwinds, mixed
market signals, continued uncertainty and frequent forecast revisions (most recently in the down-
ward direction).

* Awareness of the global economic drivers is certainly important data and information, but
knowledge and wisdom still come from locally developed customer understanding.

* Everything is getting more expensive — except electronic components.

* While electronic content in products continues to increase, the days of double-digit market
growth have been replaced by years of “treading water.”

* The pressure on profitability is greater than ever — for everyone (customers, manufacturers,
distributors and representatives).

* We have not seen the end of change or disruptive forces in the components market.

As a final note, I want to thank the ERA Conference Committee, the ERA staff, the speakers
and presenters, and all the attendees who made the conference a valuable experience — and it
truly was. I look forward to picking up the conversations at the upcoming EDS Summit in early
May. See you in Las Vegas!

Every conversation I have with an integrator or distributor ends up getting around to a con-
versation about “the race to bottom” regarding product pricing. There are more products coming
in from offshore now than ever before at really low pricing in both the AV and security markets.
There are no longer many products that stand out with unique feature sets. This blur in the
market of “me too products” is further fueling low cost products to capture marketshare from key
brands that once were the “top dogs” in a product segment. Brand loyalty is a thing of the past;
competing with pricing has replaced brand loyalty for the majority of integrators and distributors.

The economy is still not where it was predicted to be, and that is evident by the limited num-
ber of projects being released due to budgets. This seems to also be fueling partner changes in the
sales channels. Already in 2016, there have been many changes in sales strategies by manufactur-
ers hoping to grow their monthly and quarterly sales volumes, even for products that have longer
sales cycles, by changing their go-to-market strategy.

Several manufacturers that were using reps for many years have gone to a direct sales force
model, while others have simply changed long-term rep relationships. I have spoken with several
reps who are experiencing market slowdowns for one reason or another and who have been
terminated without any pre-termination conversations with the manufacturer about performance.
One thing that has not changed for years is, when changes are made in sales forces, sales drop for
a period of time. It seems counterproductive to fail to try to work with your long-term partner
rather than starting from scratch.

So in closing, I would say 2016 started out being a year of many changes in the industry for
reps, and I hope that reps will prosper and be noticed for their value add, with the result being
the year ending on a high note.



There are many new innovative products that have recently been hitting the instrumentation,
sensor and control marketplaces.

Not long ago, bench top oscilloscopes became available on PC I/O cards. Their bandwidth
was limited to the bandwidth of the PC in which they were installed. Now there are handheld
measurement devices with wider bandwidths that can be used as RF spectrum analyzers, EMC/
EMI and calibrators.

There are many types of data loggers that record various parameters for months and up to a

Tom Diercksmeir, CPMR
A. G. Technologies, LLC

Scottsdale, Ariz.
year. Many also come with multi-level alarm levels.

Naturally, temperature and humidity are the most popular, but there is a unique version of
temperature that monitors either frozen, chilled or ripening goods. As with other types of loggers, More manufacturers are
these contain software and USB communication ports to allow a user to generate quick reports. seeking highly technical
Food transportation and storage industries are prime candidates for this type of product and rep- sales reps
resent an industry that has previously not used much instrumentation. Many new industries are
finding that they can benefit from the use of instrumentation and controls.
All of these types of instrumentation, from a growing number of manufacturers, use repre-
sentatives to sell their products. Many of these manufacturers whom I have spoken with seek
representatives with a highly technical background. They expect to and will pay more commission
dollars for this high quality sales team.
To achieve this level of sales performance, individuals will have to develop ever higher techni-
cal application demonstration skills on top of professional sales training. The many educational
and professional development resources offered by ERA, coupled with the technical demonstra-
tion training offered by the manufacturers, will ensure the high level of salesmanship required.
If you have any questions or comments, please email tom@agtechnologiesllc.com.

As I write this, baseball spring training is in full swing in Florida and hope springs eternal in all
the baseball camps with visions of a trip to the World Series dancing in the dreams of all. By the
time you read this, some of those dreams are probably already nightmares. In the same vein, some
of those “best laid plans” that we all laid out early in the year may also have turned into night-
mares. That’s especially true if you are heavily into the stock market. The roller coaster ride has,

I'm sure, caused quite a few sleepless nights. ]
Troy Gunnin

Sun Rep
Tampa, Fla.

What is good for some causes anguish for others. Consider oil and gas prices. We really like
the prices at the pump right now when we fill up, but if we own petroleum stock, we are probably
one of those with the sleepless nights.

Think about the fact that high fuel costs drove the efforts in the aerospace industry to build

more fuel efficient planes. That has brought the aerospace industry to a high point today. Current Aerospace industry is

driving new sales and
MRO potential

backlogs are about 10 years deep. The most recent data suggest that Boeing’s backlog was about
5,700 commercial airplanes worth about $485 billion, and Airbus reported a backlog of 6,787
aircraft worth about $996 billion. (Side note here: Airbus has opened an assembly plant in the
Mobile, Ala., area.)

What does that mean for us? First, all of that manufacturing means that there is the potential
for considerable sales in that huge market for the next several years. Second, with all those air-
planes going into service, the MRO potential is also huge. Some forecasts suggest that the global
MRO market will grow to more than $100 billion by 2025. The North American share is pegged
at between $17 and $21 billion. That can help offset the current downturn in the oil and gas
industry. I would suspect that downturn will not be long term, so a rebound there, coupled with a
strong automotive market, could bode well for us.

Shifting gears a bit, a recent headline read “Consolidation is everywhere.” It highlighted the
merger of Tyco and Johnson Controls and some others. Check out some of the distribution
changes in our industry. Have you followed the HISCO trail of acquisitions? How about EWD is
now Test Equity. Tek Products is now part of VWR. Stanley Supply and Services just assumed the
name of one of its brands. That company is now Jensen Tools & Supplies. Some suggest that is a
precursor to a sale. Stay tuned. I expect that we will see more in the not too far distant future.

(continued on next page)
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MARKETING GROUPS, con’t.

Note: much of the information in this column has been compiled from either High Frequency Elec-
tronics Magazine andfor Microwaves ¢ RF Magazine.

Electronic Warfare System (EWS) spending is expected to grow at a compound annual growth
Mike Harris  rate of 3.7 percent for the next eight to 10 years. That works out to an approximately 36 percent
JM Harris Sales, LLC  total growth from 2014 to 2024. Frequency agile radar systems (airborne platforms and land
Apex, N.C.  based) could become the highest priority. Existing system (drones/RPV) performance in an ever
more congested and contested RF/microwave spectrum will become increasingly critical design
requirements. Overall, DoD spending in command, control, communications computers, intel-
ligence and reconnaissance (“C4ISR”) systems is expected to be flat over the next five to six years.

Seamless connection into the Internet of Things and “5G” systems, with additional embedded
sensor capability, are becoming essential. New components and capabilities will, in turn, further
occupy available spectra.

All this calls for more comprehensive and better test equipment. Watch as Keysight Technolo-
gies, Rhode & Swartz, Anritsu, Tektronix and others turn out test products with new capabilities
just ahead of new requirements.

Not to be overlooked are increasing RF/microwave applications in the medical field. Devices
can be worn or implanted which communicate at high data rates using the ISM “tri-band” fre-
quencies available at 2.4 GHz, 5 GHz and/or 60 GHz.

While the normally lucrative “military market” may be slow or flat over the next few years,
commercial, research and medical business should continue to be strong. Biggest requirements
will come from ever increasing RF power needs, higher data rates, extreme component and sensor
miniaturization and long-term reliability.

Upcoming trade shows of interest to those in the RF/microwave sector are:

* MTTS-Integrated Mobility in San Diego on May 19-20;

* MTTS-IMS in San Francisco on May 22-27; and

* MTTS-RF Circuit Symposium in San Francisco on May 22-24.
Reps on the West Coast might be able to visit them all.

REPS and MANUFACTURERS:

Access to ERA education programs has NEVER been easier or cost less!

All ERA WEBINAR presentations and audio files are available for just $20 per program for
members ($30 for non-members). Listen and learn WHENEVER and 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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MEMBER SERVICES

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 working
with customers. For a free trial, go to
saleswiseacademy.com/era.

BUDDE MARKETING SYSTEMS is the in-
dustry’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.

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.

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 and a catalog, go to ed2go.com/era.

EYOND brings you Software as a Service
(Saa$S), an application that integrates customer
relationship management (CRM), sales force
automation (SFA), invoice and commission
tracking, document management, reporting,
data analysis and more. Bring your sales agency
together with a single, shared solution to increase
productivity and reduce costs. For a demonstra-
tion, visit mrsware.com, or call 866-795-8386.

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.

JJM 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. Catla is also one of ERA’s Expert
Access resources, so members can call her for a
free telephone consultation at 402-721-6590.

RPMS offers sales analysis, commission
reconciliation and sales force data exchange
software designed exclusively for manufacturers
reps. For more information about its programs,
g0 to rpms.com.

REMBRANDT ADVANTAGE is ERA’s new-
est member service provider, offering 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.

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

JLH CONSULTING advises domestic and
foreign manufacturers who want to establish the
best sales and distribution networks in North
and Latin America. The firm also can provide
extensive background checks on potential new

Then link to a service provider’s
home page for more
information. Or take

advantage of services from
hires. For a free consultation, contact Jim Har-

tranft at jlhconsultinginc@earthlink.net; or companies like Amazon.com,

Office Depot, Penny Wise

visit jlhconsult.com.

PERFECTION DATA has partnered with Lo Loty Abib i)
manufacturers since 1988 to provide POS Hertz Car Rentals (which are
reporting and data management with a package caralhle O i e
tailored to meet monthly and other informa- )
tional needs. Reporting and data management ERA website).

services are now also available to rep firms. To
learn more, visit perfectiondata.com.

REPCARE is the employee benefits resource
for manufacturers’ reps. It exists to provide per-
tinent information and advice about employee
benefits and to help rep firms obtain the insur-
ance 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.

SCHOENBERG, FINKEL, NEWMAN &
ROSENBERG, LLC, offers legal Expert Access
services to all ERA members. An initial con-
sultation 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.

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, including descriptions of each program,
and to listen to or download individual files, go
to era.org.
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LEGALLY SPEAKING: Court awards rep damages
(continued from page 17)

business” it generated for Lindy. E R A

Once liability for post-termination commissions is established, the question becomes
“for how long?” Here, TwentiethCentury didn’t claim the parties agreed commissions
would be paid “indefinitely,” merely that a 5 percent commission would be paid as long as
Lindy enjoyed the Chrysler business that TwentiethCentury procured. Lindy responded by
contending the industry standard was 30 days.

As “evidence,” Lindy relied on its in-house rep who took over the Chrysler account. He M E M B E RS
testified at trial that the 30-day post-termination commission limit in his written contract
was “typical.” However, on cross-examination, the Lindy employee admitted that his nego-
tiations with Lindy began by his handing them “a standard contract form developed by the
Electronics Representatives Association.”

The ERA form contract provided for compensation “for representative’s efforts in devel-
oping customers in its territory, which because of representative’s efforts, would be likely to S AV E
continue to purchase products from the manufacturer after termination.” Lindy’s direct rep
also acknowledged that when he signed on with Lindy, the company had never heard of a
30-day limit on post-termination commissions.

Meanwhile, another independent rep for Lindy testified it was his expectation while
working with Lindy that he would receive post-termination commissions on any business
he procured. The testimony of TwentiethCentury’s owner echoed the view that post- P T O
termination commissions were expected. Unknowingly, the owner accurately defined the U
“procuring cause doctrine” applied by many courts when he testified: “unless the parties
agree otherwise, a manufacturer’s representative should be paid commissions on all busi-
ness generated by the efforts of the representative.”

Because no other agreement was reached here, commissions were owed on all sales at-
tributable to TwentiethCentury’s efforts. The court found the custom and usage evidence o
favored TwentiethCentury. However, it noted such evidence cannot be considered if it
conflicts with a statute, so it turned to analyze the Alabama Sales Representative’s Com- o
missions Contracts Act.

That statute requires not only that commissions due at the time of termination be paid
within 30 days, but also that commissions yet to accrue be paid within 30 days of the date
when they become due. Thus, the statute contemplates payment of commissions that ac-
crue on accounts post-termination due to the rep’s pre-termination efforts. Lindy’s failure ®
to timely commission TwentiethCentury post-termination required trebling of the amount O N U P S
due under the statute.

On appeal, Lindy also contended the jury award was excessive, and that at most,
TwentiethCentury could collect gross commissions, deducting its expenses and overhead.
Alabama’s Supreme Court quickly dispensed with this claim on the basis that sales reps
don’t incur expenses or overhead post-termination.

Lindy also claimed the jury’s award of future commissions was improperly speculative
when “too many contingencies” could plague its relationship with Chrysler. The Court re-
jected this argument as well in light of the Chrysler testimony about five years of projected
business if Lindy simply stayed off its “no bid list.” This rendered non-speculative the jury’s
conclusion that “TwentiethCentury’s efforts on behalf of Lindy reasonably resulted in

SHIPPING!

Chrysler’s five-year projection for its business with Lindy.” C A L L "
In seeing its $2.2 million recovery of post-termination commissions, treble damages, =
attorneys fees and interest affirmed by Alabama’s highest court, TwentiethCentury scored
an important victory that could well aid similarly situated independent reps shorted by 1 -800 -M E M B E RS

their principals in the 21st century. ™ {1 -800 -636-2377]
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At EDS, be sure to visit the ERA Business and
Hospitality Center in the Mirage Grand Ballroom.
And don’t miss the ERA-ECIA Breakfast on
May 12 at 6:45 a.m. in the Mirage Events Center.
For details and to register, go to era.org.
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busfomer Relaionship Management
for Manufacfurers and Representafives
Don't Miss Us at EDS
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PartnerAccess

Get automatic updates
from your representatives

Automatically update your
principals’ Salesforce™ CRM

PartnerConnect

o

11-13, 2016
T rage .
Las Vegas, NV °
P Register for a demonstrat ion at
www i

Empowering




T Tl Recognizes
Global Excellence ¢

BOURNS'

Congratulations to Bourns, Inc., recipient of
the 2015 Global Operations Excellence award!
TTI's exclusive Supplier Excellence Award recognizes

the supplier earning the most program peoints around the
globe in Morth America, Europe, and Asia.

O

Best Quality Award Diamond Award KOA SPEER ELECTROMIES, INC.

KEMET O\  Fduteituse

WE SFEEF FLEETRENIES, 16 Emperihin dpplind | drcwers Dmirearnd

&TDK @

Platinum

molex /AVA( YAGEO

Silver Bronze Tst Win

The Specialist in Electronic Component Distribution 3 eCla,
A Berkshire Hathaway Company | 1.800.CALL.TTI * ttiinc.com MEMBER



ABOUT SUNS INTERNATIONAL

For over 25 years, SUNS has been delivering world-class electromechanical and electronic components to
customers around the globe. With a fully stocked sales office in Massachusetts, we offer an extensive line of
products critical to your application. Our focus revolves around our customers receiving precise and reliable
components at the most competitive price. Our manufacturing facilities are compliant under ISO9001:2008
and certified by UL, CSA, CE and CCC standards.

SNAP SWITCHES PUSHBUTTON & CONTROL STATIONS
Large assortment of snap switches with your choice of ~ Full line of 22mm and 30 mm NEMA style
operating force, actuator, and electrical rating. Ratings ~ pushbutton switches. Pendant and control stations

include 10, 15, 20 and 25A, up to 600V and waterproof  for crane, lift, and various industrial applications.
(IP67) available. SPDT, DPDT, double break. Customize your button configuration with maintained,

~ interlock, or 2-speed features available.

LIMIT SWITCHES

The widest range of limit switches with over 3,000+
models. Whether your application requires a standard
IP65 or an explosion-proof NEMA style body we have

your switch.

NEMA & ATEX EXPLOSION-PROOF

|

SAFETY SWITCHES PROXIMITY/MAGNETIC SWITCHES
Extensive offering of reliable safety switch models Inductive, capacitive and magnetic proximity
including key interlock, solenoid key interlock, cable-pull, ~ sensors with various detection distances. NPN/
hinge and remote reset. PNP, NC/NO, and AC/DC options available.
- ;’-’ ’
‘f‘i A, i : ﬁ;‘f ,
FOOT SWITCHES AND MORE!
The highest quality industrial and medical foot switch SUNS also offers the following products:
products for any application. Choose from various robust  terminal blocks, indicator light, signal lights,
glass reinforced plastic or aluminum die cast bodies. tower lights, alarm bells and float switches
USB and wireless (RF or bluetooth) versions also
available. i
X L2 [ﬁ A, l Eg !
L 2 ' Bil

Representatives and Distributors Wanted Visit Us at EDS 2015 (Suite#107)

127 Riverneck Rd, Chelmsford, MA 01824 USA | P:978.349.2329 | F:978.349.2330

WWW.SUNs-usa.com info@suns-usa.com ISO 9001:2008 Registered
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You're Always
Welcome at Allied

Think of Allied as your home away from home when you need a place for:

* Local training » Joint sales calls
* Joint customer fairs Local account and territory planning

ELI 2 l!

£ L :--r = l'.l - :.:' X ':1.:" = =
& 'L,.J " 1 .I' == i bl 1P -

.:?; 28 4 .;:'. f

With 43 North American Sales Offices, we make doing business together easy.

Call 1.800.433.5700 to schedule your next visit to your local Allied sales office.

thinkallied.com 1.800.433.5700




DISPLAYI

ELECTRONIC ASSEMBLY

IVISIONS]

ELECTRONIC

ASSEMBLY
new display design

e Unique display lines

¢ German engineering

e Intelligent TFT solutions
e ePaper, OLED, LCD

e Innovative chip-on-glass *‘Tm
e RS232, 12C, SPI, USB ‘_‘*“}:“?}‘_’_‘m .
* Easy to use RN

¢ Evaluation Kits
¢ No lead time
* Direct support

JOIN OUR
DISPLAY WORLD [

ELECTRONIC ASSEMBLY GmbH
sales@Ilcd-module.com - www.lcd-module.com
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For reps and
distributors:

Make an appoint-

ment at the EDS in
Las Vegas!

e May 10-13, 2016

¢ The Mirage,
Las Vegas




Digi-Key's New Global Partner

DII:IDE SOLUTIONS

SMC Diode Solution's Products
Are Now Available at Digi-Key
Open your design to SMC

http://www.smc-diodes.com
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FOR SALE

Semiconductor Technology, Inc.
Web: www.data-tech-inc.com
Company Phone: (772) 283-4500
Mobile Phone: (772) 341-0800
(Fred Seigel)

2

Semiconductor Technology, Inc. The discrete Semiconductor source for over
forty-eight years (48 years).

Semiconductor Technology, Inc.’s inception in 1968 quality is our corporate
benchmark, ISO9001-2008 certification is by an internationally accredited registrar.
The product line of high voltage N-channel enhancement mode Mosfets and NPN &
PNP bipolar transistors are a unique and specifically targeted product line comprised
in excess of 500 customers including Fortune 500 corporations. This customer base
will afford significant expansion of gross sales and a complementary semiconductor
product line. Semiconductor Technology, Inc. is an approved source on thousands
(1000’s) of Source Control Drawings (SCD’s). The spare parts requirements for SCD’s
addresses very limited sources of supply with pricing increasing exponentially.

Major manufacturers including Onsemi/Freescale/Motorola/STMicroelectroncs, and
others are phasing out of metal can transistors: TO-205AA (TO-5), TO-205AD (TO-39),
TO-206AA (TO-18), and TO-206AF (TO-72). These manufacturers are concentrating
their efforts on extreme volume requirements, Telecommunications, Computers,
Automotive, and Home Appliances. The on-going potential market for

Semiconductor Technology, Inc.’s product line is significant.

Semiconductor Technology, Inc. established inroads into the following
customer base:

AEROSPACE MINING EQUIPMENT

AGRICULTURE EQUIPMENT NUCLEAR POWER INTRUMENTATION
AVIATION OIL EXPLORATION

CONSTRUCTION EQUIPMENT POWER SUPPLIES

D.O.D. SEMICONDUCTOR MFG EQUIPMENT
DIESEL LOCOMOTIVES ULTRASONIC CLEANERS

MEDICAL (NOT IN BODY)
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wianaLystec husa.com

DC AXIAL FAN
AC AXIAL FAN

DC BLOWER &
Thermal Assemblies

Representation opportunities available in various regions,
meetings available here at the show late Thursday and
Friday. Text us at 714-654-2455 for meeting times.

CORPORATION

www.ystechusa.com M&&E

YOUR BEST PARTNER OF THERMAL SOLUTIONS

PROTOTYPES

PRODUCTION
Proven

PCB Source
Since 2003

/ =L/

High Quality PCB Supplier
seeks sales representation.

www.superpcb.com

O WL O

o PCBs up to 36 layers.
« Fast turn prototypes
« High volume productions.
« 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!
Jeff 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

The Representor | Spring 2016
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WE DISSIPATE YOUR CUSTOMER’S HEAT

Thermal Management Experts
Looking For Representation

Heat Sinks, Heat Pipes
Cold Plates, Vapour Chambers

Manufacturer Reps Wanted Thermal Designs, Analysis, Simulations
Thermal Engneering, Assemblies

Since 1979, Sceptre Power has been providing quality
and reliable power solutions to OEMs within industrial,
medical and lighting industries. It is actively seeking
professional and ambitious sales rep teams. The
following areas are currently open: New England, New
York, Chicagoland, Texas and Southern States.

Interested parties please send resumes and line cards
to: Golden Pacific Electronics, Inc, 560 South Melrose
Street, Placentia CA 92870 USA, email:

sales@gpelectronics.com, www.gpelectronics.com, or

call Tel: 714-993-6970 b d;k n O r

WO \f\my T( Coo[

vy, Dakrnorcorr

{:;. _
The Maclnnis Co. fﬂ FE;:EMUP%C Innls

Hretromis Manufacturet’ Repecimtatived ienisg Eleetionic &
Automation Markets in ¥ew England

The Maclnnis Company and CFE- Maclnnis provide professional sales coverage in the
New England, Metro New York, and Mid Atlantic Territories

Experienced Degreed Sales Engineers
Professional Distribution Sales Management
Technical Inside Sales Support
Strong Market Knowledge
Proven Success Record for New Business Development
Exceeding Expectations since 1981 & 1954

375 Vanderbilt Avenue - Norwood, MA - 781-762-8090
1650 Sycamore Avenue, Suite 9 — Bohemia, NY - 631-567-3377
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For over 30 years we have proudly served the
Mid-Atlantic & Chesapeake Regions,
successfully partnering with global
electro-mechanical manufacturers
with a design-in focus, building strong
relationships with our customers,
distribution partners and the
companies we represent.

Contact Michael Jacobsen
j AC 0 B S E N 21%.674.2I937 e Fax 215.441.8706

v

ASSOCIATES, INC. Michael@JacobsenAssociates.com
- - www.JacobsenAssociates.com
Manufacturers’ Representative 499 Easton Rd., Horsham, PA 19044
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Standard and Custom-Engineered
Products

Cambridge Allen & Associates, Inc.
Manufacturers’ Representatives

19 Forest Avenue

Berkeley Heights, NJ 07922

Tel: 908-898-1200

Email: gary@cambridge-allen.com
www.cambridge-allen.com

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

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
|425.483.1200

I W _
ENGINEERED COMPONENT SALES
SERVING OEMS & DISTRIBUTORS

3, / o
én%ﬁﬁlsﬁ.com
(Y

-
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Eloctvnmic Mbo R abrvocon toatiarn

40 years of electronics industry
experience in the Southwest

ISO 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.




RW K%

R. W. KUNZ & ASSOCIATES, INC.

THE KEY TO COVERAGE
IN THE HEART-OF-AMERICA

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

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

SERVICING:
OEM, DISTRIBUTION
& COMMUNICATIONS

di>

I,u’ Ardent

Need help building your
Sales Network?

Ardent has been an industry leader in building
Sales Rep Networks with manufacturers for
over a decade.

Let us:

¢ Set up your Sales Rep Network by region

¢ Create Marketing to generate more leads

e Stimulate field activity and monitor performance
e Create more opportunities to quote

If you are expanding in the US and having trouble
finding the right reps we can help.

Contact us for a free consultation while at EDS.

sales@ardentgo.com
919-868-7487

www.Ardentgo.com

ﬁ;onaussr
TECHNICAL SALES

If you are looking for a sales team that you
can call your own...look no further.
Conquest Technical Sales has you

covered. With 6 Sales Reps strategically
positioned in each of the major markets/
geographies within the So. California areq,
we can provide the bandwidth you need
to grow your sales. Our line-card is unique
and takes us into virtually every market
segment allowing significant visibility in to
our customer base that many “component
reps” simply won't see. So CALL us and
infroduce yourself and let us explain how
our limited Principal line card can help you
expand your foot print in So.
California.

805-241-5118 LA Office
949-825-5223 OC/SD Office

Bill Herold - President 805-402-7490

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 Indiana, contact:

Rich Hobby, CPMR
219-226-0539
richh@rahassoc.com
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Dytec-NCI Inec.
317-578-0474
www.dytecnci.com

Since 1975, Dytec-NClI has been providing
professional technical electronics sales
representation in the Midwest
(IL, IN, IA, WI, 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.

® 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 ~

POWEF{COMS

QUALITY
REPRESENTATION
NEW ENGLAND &

UPSTATE NY
8f

TEL 508-434-1401
FAX 508-434-1405
sales@powercompsales.com
www.powercompsales.com

ELECTRONIC MANUFACTURERS" REPRESENTATIVES

Covering SIX Southeastern States:
NC, SC, GA, AL, TN, MS

Respected ¢ Efficient ¢ Professional
Sales Representative Company
Serving This Area for 75+ Years

from Offices in Atlanta, Huntsville, Charlotte
and Raleigh

We specialize in Passive, Electromechanical and
Sub-System Products.

Adding Value Is Our Stated Job.

Budde Marketing Systems, Inc.

Your POS management solution since 1996

Check out our latest POS Index below. Ask us about
our POS DASHBOARD for Manufacturers and Reps

| e

Cartwright & Bean, Inc.
River Parc - 4855 River Green Parkway, Suite 310
Duluth, GA 30096
770-416-6075
dmccoy@cartbean.com
www.cart-bean.com
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POS Index January 2014 - December 2015
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Visit our website www.BuddeMarketing.com




CS CERTIFIED SALES P CERTIFIED PROFESSIONAL

PROFESSIONAL MR MANUFACTURERS
ENERGIZE YOUR SALES CAREER BY BECOMING ® REPRESENTATIVE
A CERTIFIED SALES PROFESSIONAL CONFIRM YOUR PLACE AS AN INDUSTRY LEADER
MINNEAPOLIS, MN - MARCH 8-11, 2016 JANUARY 9-13, 2017

(Arrive March 7)

?Aﬁr"‘vﬁsp’ri.{)g I')APR"- 12'15’ 2016 AT&T Conference Center

University of Texas at Austin
BALTIMORE, MD - SEPTEMBER 13-16, 2016
(Arrive September 12)

PHOENIX, AZ - OCTOBER 11-14, 2016
(Arrive October 10)

(Arrive January 8)

“| attended the CPMR training and it was one of the best

“’m a huge fan of your programs - They've helped shape experiences of my life.”
the business person | am today.” Brandon Smith, CPMR Candidate - G.L. Smith Associates

Colin Fein, CPMR, CSP - Associated Marketing, Inc.

MONEY BACK GUARANTEE ON PROGRAMS THAT IMPROVE

PRODUCTIVITY

& PROFITABILITY l

MBP

MANUFACTURER’S
BEST PRACTICES

WORKING WITH REPS

AUSTIN, TX - JAN. 12-13, 2016
LOS ANGELES, CA - MAR. 22-23, 2016

ORLANDO, FL - SEP. 27-28, 2016
Comments about MBP:

“Very applicable and high value.”
“The info picked up here will help us take the relationship to the next level.”
“Immediately useful.”

Two days. Dozens of ideas to
strengthen your rep network.

FOR PROGRAM DATES, LOCATIONS AND DETAILS, VISIT WWW.MRERF.ORG E = E
E MANUFACTURERS’ REPRESENTATIVES EDUCATIONAL RESEARCH FOUNDATION 1 [T v
P 303 463 1801 M Certify@MRERF.org M www.MRERF.org THIS QR

MRERF Building Sales Professionalism Through Certification E o



Electronics Representatives Association
ere 309 West Washington Street, Suite 500

Chicago, IL 60606

Road Warriors Welcome

Let Allied’s 43 Sales Offices throughout North America be your home base for:
® Local training * Joint sales calls

* Joint customer fairs @ Local account and territory planning

CANADA

MEXICO

Call 1.800.433.5700 to schedule your next visit to your local Allied sales office.

. . [ ]
s escTorect 1.800.433.5700
thinkallied.com .800.433.
.’ G] ©Allied Electronics, Inc 2015. ‘Allied Electronics’ and the Allied Electronics logo are trademarks of Allied Electronics, Inc. B An Electrocomponents Company.




