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of consumer and business applications.”
As the page turns from 2017 and 2018 begins
The Electronics Representatives Association
to unfold, all signs point toward a healthy U.S.
(ERA) strives to stay on top of industry trends and
economy and electronics industry growth.
opportunities. To keep its members informed and up
According to a November 2017 CNN Money
to date on today’s industry issues, ERA put together
report, the U.S. economy picked up a strong
its Industry Forecast for a second consecutive year.
momentum in the summer of 2017, growing
The report was generated via an electronic
3.3 percent on an annual basis between July and
survey, which was conducted entirely over the
September. An increase in exports, as well as busiInternet in December 2017. It offers a current
ness and consumer spending, contributed to the
assessment and 2018 outlook of the electronics
improved growth.
industry, based on rep, distributor and manufacHowever, the Federal Reserve projected that overall
turer ERA member feedback.
economic growth will remain at about 2 percent for
Key highlights of the report include demographthe foreseeable future. The modest growth is attribics of the surveyed respondents, business perforuted to a sluggish increase in wages (up by only 2.4
mance, operating costs and areas of importance.
percent in October 2017 compared with 2016), slow
Seventy-six percent of responproductivity growth and millions
dents identified themselves as
of Baby Boomers retiring.
ERA strives to stay on
reps, 19 percent stated that they
In December, the Federal
are manufacturers, and 5 percent
Reserve raised interest rates and
top of industry trends,
stated that they are distributors.
predicted that the tax cuts would
oppotunities and
The majority of survey
modestly increase economic
challenges. To keep its
respondents (87 percent) rated
growth for the next few years
2017 as a good, very good or
without resulting in inflation.
members informed and
excellent business year for their
Unemployment rates have
up to date on today’s
organizations, while only 13
also played a positive role.
industry issues, ERA
percent rated 2017 as a poor to
In November, unemployment
mediocre business year, down
dropped to 4.1 percent the lowconducted its Industry
from 54 percent in 2016.
est since December 2000.
Forecast survey for a
This trend is expected to
In addition, the Institute
second consecutive year.
continue into 2018 as 93 percent
for Supply Management (ISM)
of survey respondents expect
reported that manufacturing fin2018 to be either a good, very good, or excellent
ished 2017 in solid shape. Since the U.S. presidenbusiness year for their organization. This is likely due
tial election in 2016, the manufacturing sector has
to the healthy economic growth in 2017, optimism
gained 156,000 jobs. Economists attribute the gains
over expected tax cuts and positive job growth in the
to the renewed strength of the global economy and
private sector.
a weak U.S. dollar, according to CNN Money.
So what does all this mean for the electronics
In addition, the majority of respondents
industry?
ranked the economy, business partnerships with
According to SourceToday's thought leadership
reps, manufacturers and distributors, as well as
series report, titled, “What's Ahead for 2018? Rosy
strategic planning, new technology and staffing
outlook, transformation in the forecast,” the positive
as the top five most important issues for their
economic outlook is fueled by the accelerating pace
organizations in the upcoming year.
of digital transformation.
For a second consecutive year, surveyed ERA
The report predicts that 2018 will be a pivotal
members shared that when planning for 2018,
year as a number of emerging technologies begin
the highest sales growth is projected to come
to enter the mainstream, including: “the rapid
from the military/defense, medical, industrial,
growth of Internet of Things (IoT) applications
IoT, and automotive markets.
in both the consumer and industrial sectors and
Everything points toward a strong year for the
the treasure trove of Big Data they will produce;
electronics industry. Read on for detailed survey
the integration of artificial-intelligence technolodata of ERA’s 2018 Industry Forecast (pages 6
gies, such as machine learning, deep learning and
and 12).
natural language processing, embedded in a growing
(continued on next page)
number of business applications including supply
chain management; as well as other innovations
This article was written by Neda Simeonova,
such as augmented and virtual reality applications
editor of The Representor.
that are being hyped as game changers for a variety
The Representor | Winter 2018
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Please identify your firm.

How do you rate this year (2017)
as a business year for your organization?
Excellent

Rep

76.23%

Manufacturer

9.02%

Very Good

31.15%
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Distributor

4.92%
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How do you expect to rate next year (2018) as a
business year for your organization?
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How would you rate the overall
health of your firm today?
Very Good

31.15%

Good

48.36%
13.93%

Average

6.56%

Weak
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COVER STORY, CON’T

How has your organization’s revenue
changed in 2017 compared to 2016?
No change

14.41%

Increase

66.10%

Decrease

19.49%

0
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20
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S O M E O N E YO U S H O U L D K N O W
Tell us a little about yourself.

I manage the northeastern U.S. territory for
Aces North America and the DNA Group, Inc.,
based in Raleigh, N.C.
My wife of 36 years and I are natives of Ohio
and have been residents of North Carolina since
2004. We have two adult children. I studied
industrial electronics during my high school years
and business at the University of Akron.

What are some things you enjoy outside
of the workplace?

Bill Romick
Vice President, Business Development
DNA Group, Inc.
With so many ERA members, it
is not easy to get to know every rep,
manufacturer and distributor in the
business.“Someone You Should Know” is
The Representor department that gives
readers the chance to learn about fellow
ERA members, including how their time
is spent both in and out of the office.
Meet Bill Romick, vice president,
Business Development, at DNA Group,
Inc., located in Raleigh, N.C.
The Representor asked Bill a few
questions about the electronics industry
and his experiences with ERA. Here is
what he had to say.

Weekends are filled with family and church
activities. When not in my office chair, you may
find me on my BMW motorcycle exploring
twisty mountain roads (Blue Ridge, Smoky or
even the Black Hills of South Dakota) or just
looking for a new, long way home. Occasionally,
I find time to punch some holes at the target
range, shoot a round of sporting clays, drown
some worms with my fishing gear or slow down
for a round of golf.

How long have you been an ERA
member and how long in the electronics
manufacturing business?
I started my first “real job” in the electronics
industry with ITT Power Systems in Galion,
Ohio, in 1978. One of my project assignments
was the power supplies for Amdahl — yes, that
long ago.
I first heard about ERA in 1983 from Gene
and Sandy Lowman of Electrical Systems
Company, the first manufacturers’ rep company
I ever met. I eventually saw the light and joined
the Lowmans’ rep company and ERA in 1987.
I joined DNA Group in 1995, making this my
30th year as an ERA member.

I credit my fascination with electronics to two
of my uncles — one was an appliance technician and the other a field engineer with United
Telephone. I got hooked building my first
Heath-Kit and learned how to apply technology
from outstanding industrial electronics instructors in school. I found my passion in working
in the field. As a field repair technician, I found
success asking customers a lot of questions. I
started returning from service calls with purchase
orders, and the company owner put me on the
road full time. I had the privilege to learn the rep
business from Gene Lowman, who also made his

What have you found to be most rewarding about being in the manufacturing
business and/or the electronics industry?
Winning the SECOND order! I will not be
bashful — we all love to win. The most rewarding aspect of prospecting, digging, nurturing, listening, presenting, explaining, solving, adjusting
and representing in our industry is winning my
customers’ confidence to win the second order.

Briefly describe your company.

DNA Group, Inc. is the North American
sales and marketing team for our Asian factories, disciplined in HMI (human-machine
interface), connectivity, smart illumination and
contract manufacturing. Our business practices are complimentary to and dependent on
the manufacturers’ representatives we hire to
acquire new customers and deepen our existing
customer relationships.

What recent innovations, best practices
and/or changes has your company made?
Our founder and CEO, Eric Vaughn, named
Michael Owens president and COO in 2017.
Our smart illumination team has pioneered
applications of UV light spectrum LEDs for
indoor agriculture and sterilization of air and
water. In conjunction with our rep council,
we have developed an innovative plan to fund
pioneering sales activities, and we have put the
“mutual” back into mutual action planning.

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

I find that I still draw on something I learned
from the Jack Berman class I attended at an
ERA meeting early in my career at least once
with every new customer, and frequently in my
routine interactions with reps and colleagues.
I encourage all ERA members to continue
building great value from the ERA teleforums,
local chapter meetings, national conferences,
networking events and workshops.

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

I am active on LinkedIn for business, and
our company is active on LinkedIn, Facebook,
(continued on page 16)
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How did you become interested in being
a manufacturing executive in the electronics industry?

son Sandy and I study the Jack Berman Institute
of Agreeable Selling.
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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.
Brandel-Stephens & Co., Inc.
Contact: Ted Toomey
ttoomey@brandel-stephens.com
561-998-2790
CBC Electronics, Inc.
Contact: William Keikes
bill@cbcelectronics.net
352-735-2242
CBX Electronics
Contact: Pat Walsh
jpw@cbxelectronics.com
407-774-9100
Conley & Associates, Inc.
Contact: Mark Dietrich
mdietrich@conleyrep.com
407-365-3283
Cornerstone Technical Sales
Contact: Doug Martell
doug@ctsrep.com
727-789-4802

Current Solutions
Contact: Al Johnson, Jr.,
CPMR, CSP
aljr@currentsolutions.com
813-996-1922
Graham Performance Tech, LLC
Contact: Art Scornavacca, Jr.
art@gptrep.com
772-463-1056
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
phnixhqs@cfl.rr.com

Precision Marketing Services
Contact: Joe Penna
joe.penna@precision-marketing.com
954-752-1700
South Atlantic Component Sales
Contact: Keith Bonucchi, CPMR
kbonucchi@sacs-rep.com
813-855-6542
Southeastern Sales RF
Contact: Glenn Oliver
goliver@sesrf.com
321-591-0349
Sun Rep
Contact: Brian Gunnin
bgunnin@sunrep.com
813-884-4805
Sunland Associates
Contact: Rick Callinan, CPMR
rickcallinan@sunlandrep.com
407-365-9533

CHAPTER AD

321-723-4414
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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 more information, email rtally33@cfl.rr.com.
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F E AT U R E A R T I C L E

by Liz Beer man

The one percent difference:
At 211 degrees, water is hot. At 212 degrees, it boils. So what?

Liz Beerman

1. Expertise

In all major golf tournaments combined, the
average margin of victory for the past 25 years
was less than three strokes, AND the winner
took home an average of 76 percent more in

Photo courtesy of Freepik.

prize money than the secondplace finisher.
The theme of ERA’s 2018
Conference is “Tools of Our
Trade — Constructing a Successful Future.” To develop
and certify sales professionals has been the focus of
MRERF over three decades.
Founded by ERA members
and dedicated to ensuring rep
success, MRERF stands with
you as you sort these tools to
sell more! Members of ERA
who have earned the Certified
Professional Manufacturers’
Representative (CPMR) and
Certified Sales Professional
(CSP) designations will attest
to the value and power these tools provide.
Your expertise is more than your performance. It is your reputation-building trust in
your ability to deliver. It is why customers and
manufacturers return to you to partake in that
expertise and move business forward. Resolve
to increase your expertise starting now. Use
or identify tools needed, like steam, to turn
up YOUR heat today. Craft no less than three
workable resources you will use to advance your
expertise. These are your tools, your future.

F E AT U R E A R T I C L E

Boiling water generates steam. With steam, the
power to drive an engine is realized. That single
degree — the boiling point — differentiates everything. So how does that relate to you?
Here comes a brand-new year. Like your competitors and colleagues, you have got the tools,
the plans, the timeline and goals lined up to
make 2018 the best, right? However, with every
talent you identify in yourself or your resources,
new skills you take on and/or new tools you
purchase, real frustration at the finish line can
too often finish YOU.
Think of the best class, lecture or presentation
you have ever heard. Identify that one terrific idea
you determined was going to change your life.
Did it? Why not?
Think about a single commitment that was
likely chipped away with day-to-day, moment-tomoment distractions. Now is the time to realign
small steps against the big goal, get up when you
fall and follow through on those actions.
This article discusses three key factors that can
make a real difference in your 2018 performance:
expertise, resilience and action.
These three steps will help set you apart — the
one percent difference. Turn up the heat!

Liz Beerman is past executive
director of MRERF/IPA –
Manufacturers’ Representatives
Educational Research Foundation.
Liz’s background includes
extensive terms as director of
operations for CQG, Inc.,
corporate marketing manager
for Arrow Electronics and global
training in consultative sales and
marketing for Hewlett-Packard.
A graduate in psychology and
education from California State
University in Los Angeles, she
received her Masters Degree at the
University of Northern Colorado.
You can call Liz Beerman at
303-463-1801 or email her at
liz@mrerf.org.

(continued on page 24)
The Representor | Winter 2018
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ERA extends its deep thanks to these generous sponsors!
KEYNOTE Sponsor
Digi-Key Electronics
DOUBLE PROGRAM Sponsor
Sensata Technologies
PROGRAM Sponsors
Master Electronics
Triad Magnetics
TTI, Inc., Sager & Mouser Electronics

ERA CONFERENCE

DIAMOND Sponsors
American Bright Optoelectronics Corporation
Cain-Forlaw Company
Catalyst Sales, Inc.
Empowering Systems, Inc.
Fralia Company & Associates
Kruvand Associates
Norris & Associates
Schaffner EMC
PLATINUM Sponsors
Aces North America / DNA Group
Allied Electronics
Arkco Sales, Inc.
Astron Electronics, Inc.
Bivar
Brainard-Nielsen Marketing, Inc.
CC Electro
Coakley, Boyd and Abbett, Inc.
Codaca (Shenzhen) Electronic Company
Control Sales, Inc.
Cornell Dubilier Electronics
D-M Associates, LLC
Doran Associates
EK Micro
English Technical Sales
E-T-A
Hughes-Peters
MacInnis Group
Mel Foster Company
R. C. Merchant Company
Mornsun Guangzhou Science & Technology

For current details on ERA’s 2018
Conference, go to era.org.
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PLATINUM Sponsors, continued
Net Sales Company
New England ERA
Newark element 14
Northern California ERA
O’Donnell South, Inc.
Pacific Northwest ERA
Performance Technical Sales
Pinnacle Marketing
Qualtek Electronics Corporation
Rutronik, Inc.
South Atlantic Component Sales (SACS), Inc.
TDK-Lambda Americas
Wallace Electronic Sales
WESCO Sales Group
GOLD Sponsors
Astec Components
Aurora Group
Chicagoland-Wisconsin ERA
Dedicated Computing
Erickson Sales, Inc.
Fusion Sourcing Group
GSA Parallax
Huntsinger Group, LLC
JJM Search
Laird
New York ERA
Otto Engineering
Para Light Corporation
RFMW, Inc.
Rocky Mountain ERA
G. L. Smith Associates
SMC Diodes
Spectrum Sales
Tech Marketing
Vicor Corporation
SILVER Sponsors
Carolinas ERA
Conquest Technical Sales
Empire Technical Sales
Indiana-Kentucky ERA
Michigan ERA
Schoenberg, Finkel, Newman & Rosenberg, LLC
Signal Enterprises, Inc.

E X E C U T I V E C O M M E N TA R Y

Adopt a ready, fire, aim mentality
in 2018 and fire away!

by Walter E. Tobin
ERA CEO
e: wtobin@era.org
p: 617-901-4088

E X E C U T I V E C O M M E N TA R Y

At this time of year, we often take a pause
helpful to getting anything done? It isn’t. It
to look back on the past year and reflect on
fosters a lack of decisiveness and complawhat we did well, what we did not do well
cency that is evident by all that you touch
and what we failed to do. We also map out
— either as a manager or a team member of
things that we want to do in the new year —
your company. Your organization takes on
our annual goals and business plans. It is ofthe personality of its members, trust me! We
ten during these reflective moments that we
all can think of organizations that fall into
“examine our conscience” and ask ourselves,
the category of non-risk takers, just marking
“What role did I play in the accomplishtime, getting along, safe ...
ments and failures of the past year?”
How do any of us deal with setbacks or
Did we take credit for
losses? What kind of selfthe accomplishments and
examination will we give
perhaps blame others for the
each other at year’s end?
failures? How much ownerWhat grade will we give
No one wants to be
ship did I/WE take in the
ourselves and our organizawhole bundle of successes/
tions on Dec. 31? How can
associated with a loss or
failures that our organizawe use the past experiences
failure. We run away
tions realized in 2017?
to help us all become a betfrom it because we have
There is a saying, “Sucter organization/company
cess has a thousand fathers,
in 2018? Are the goals that
been conditioned to be
failure is an orphan.”
you had set out to accomwinners at all times and
All of us want to be
plish in January 2017 even
in all things.
associated with success, to
considered if/when you do
stand proudly in the winyear-end performance rener’s circle, to be in the team
views? Do you even do anpicture when something
nual performance reviews?
great has been accomplished. No one wants to
Most companies don’t ... sad.
be associated with loss or failure. We run away
ERA has had a GREAT 2017. Not a perfrom it because we have been conditioned to
fect 2017 by any means, but a GREAT year.
be winners at all times and in all things.
Thanks to all of you — our valued members.
But is this possible? Of course not! There
The staff and I are going to do our own
can be only ONE first place winner. Second
ready, fire, aim analysis before year’s end.
place is the spot that all of us hate to be in.
We will grade our overall performance as a
After all, who wants to be told, “Of all the
team. (I bet we are all pretty close on how
losers, you came in first.”
WE did!) I will then ask the staff to grade
Yet, we can still be winners without
me on where I led and where I failed to lead.
finishing first!
What do I need to work on for 2018? I hope
Many GREAT organizations experitheir grade of me and my grade of myself are
ence failures throughout the year — missed
close. I will be sure to let you know.
deadlines, botched implementation plans,
Good luck in your own year-end “examilost orders, lost customers, etc. The truly
nation of your conscience.” It is good for the
GREAT companies embrace their misses,
soul and great for your organization. Adopt
failures if you will; they learn from them and
the ready, fire, aim mentality. Benefit and
implement a ready, fire, aim plan of attack;
learn from your experiences and mistakes,
they recalibrate and try again.
and use them to build an even better organiIf you never want to miss your target,
zation in 2018. Fire away!
never fire your weapon! But how is that
Happy New Year!
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Increase your sales in the COLORADO, UTAH,
ARIZONA and NEW MEXICO territories
with these ERA member firms!

AKI Enterprises, Inc.
Dean M. Akiyama
303-756-0700
dean@akienterprises.com
akienterprises.com
CTM, (Con-Tek Marketing)
Alan W. Foss
303-699-7100
alan@ctmrm.com
CTMRM.com
Component Technology, Inc.
James J. Beam
303-850-0087
jbeam@comp-tec.com
comp-tec.com

CHAPTER AD

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

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

W. Howard Associates, Inc.
Steve Chiles
303-766-5755
stevec@whoward.com
whoward.com

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

J. F. Hurlbut Company
Dave Hurlbut, CPMR
303-279-7796
dfh@jfhco.com
jfhelectronics.com

Trembly Associates Corp.
Gary Mulryan
505-266-8616
gmulryan@trembly.com
trembly.com

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

Williams & Associates
Pete Petrou
303-289-5647
ppetrou@wacoelectronics.com

Seale & Associates
Gary Swanson
303-779-8005
gary.swanson@sealeinc.com
www.sealeinc.com

For information about ROCKY MOUNTAIN ERA
membership, programs and activities, go to rmera.org.
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FROM THE TOP

Get involved, collaborate and help
build a stronger association together
Why “associate?” This is an ongoing quesprogram. They did so not for personal gain,
tion as we work to serve members of our assobut to help elevate the professionalism of
ciation and attract new members to the fold.
manufacturers’ representatives and the image
At the Electronics Representatives Assoof reps in our industry.
ciation (ERA) recent Executive Committee
The challenges we face in our individual
(XCOM) meeting, we had lively discussions
businesses are likely quite similar. Yet, more
about two core subjects near and dear to those
often than not, we try to face them alone.
who serve ERA: How can we better serve our
ERA, YOUR association, continues to
membership, and how can we engage more of
bring together representatives, manufacturour members to do so?
ers and distributors to face the issues that
An active and relevant aschallenge us all, together!
sociation requires more than
It is through the process
just membership numbers
of “associating” that we
to serve the needs of its
have the opportunity to
members. As with all associanetwork, collaborate, share
It is through the process
tions, the biggest challenges
best practices and help one
of “associating” that we
are identifying the needs of
another in the process.
its constituents and engaging
Collectively we strengthen
have the opportunity to
active member participation
not just our own ability
network, collaborate, share
in order to serve the memto grow and innovate, but
bers. The more we “associthose connections we debest practices and help one
ate,” the more relevant we
velop within our industry
another in the process.
become to our members and
through involvement in
our industry.
our association.
The history of ERA tells
As the founding fathers
the story of many selfless
of MRERF demonstrated
volunteers who took time from their business
decades ago, the best thing we can do to imto help reps become better and more successful.
prove the conditions within which we earn our
People like Tim Coakley, Bob Trinkle, Gene
livelihood is to take the time to invest together
Foster, Bruce Anderson, Jess Spoonts, Jack Bertoward the betterment of our ecosystem. That
man, Scott Lindberg and Lloyd Mullin invested
is best done through association with our peers
in the formation of the Manufacturers’ Repand business partners.
resentatives Educational Research Foundation
Membership is not a spectator sport. Come
(MRERF), which has educated countless reps
join us at the table and get involved. We’ll
over the years as part of the Certified Profeswelcome your thoughts and energies, and ERA
sional Manufacturers’ Representative (CPMR)
will be a stronger association as a result!

by David Norris

Norris & Associates, Inc.
ERA President
e: dnorris@norrisrep.com

2018 ERA TELEFORUM SCHEDULE

Visit ERA.org for more information on the
upcoming 2018 schedule.

Selling Environment
April 19: How Do You Find Customers in
New Markets?
June 21: Reviewing Your 2018 Goals
Aug. 2: Effective Professional Development:
How to do it and make it stick
Oct. 11: Evaluating Your Product Offering
(Keeping/Finding Partners)

Feb. 15: Your Digital Image in Today’s

* 2018 schedule is subject to change.

FROM THE TOP

ERA provides FREE access for members
to teleforums that cover a variety of
business and sales-related topics designed
specifically for rep firm, manufacturer and
distributor participants.
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UNIVERSITY
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.

WELCOME, New Members!
These companies joined ERA during the fourth quarter of 2017.
(The ERA chapter of each rep firm is listed in italics after the company name.)

ERA UNIVERSITY,
in partnership with ed2go, an
affiliation of 1,500 U.S.
educational institutions, delivers:
n Instructor-facilitated
classes with live interaction to
connect with both faculty and
fellow students.
n

REPRESENTATIVES
Advanced/PLM Sales & Marketing, Inc.
(Chicagoland-Wisconsin)
Dan Bonilla
advancedplm.com
ATMI
(Pacific Northwest)
Kylan Gerard
atmisales.com
Jos. V BeLusko Co.
(Pacific Northwest)
Brian French
Engineering Solutions - West
(Northern California)
Dennis Gagne
eswest.com

NEW MEMBERS

Giesting & Associates
(Indiana-Kentucky)
Pat Ferry
giesting.com
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Thom Luke Sales, Inc.
(Arizona)
Joseph Marvin
thomlukesales.com
Mission Technologies, Inc.
(Minnesota)
George Kennedy
missiontechnologies.com
Rathsburg Associates, Inc.
(Michigan)
Amy Rathsburg
rathsburg.com
Winter 2018 | The Representor

SennTec Sales Corp.
(Empire State)
Laura Senn-Sanborn
senntec.com
Sierra RF
(Dixie)
Karl Haiden
sierrarf.com
Straube Associates
(Rocky Mountain)
Matt Ogden
straubemtn.com
WIN3, Inc.
(Minnesota)
Larry Fossen
win3inc.com

Access to lessons when you
choose, where you choose,
any time, 24/7.
n A vast array of courses,
covering sales and
marketing,
business skills,
software training and
technology, personal
development and much,
much more.

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

MANUFACTURERS

n Certificate of completion
for each course.

Label-Aid Systems, Inc.
Steve Harris
label-aid.com

Most classes run for six weeks

Octavo Systems
Gregory Sheridan
octavosystems.com

and include 12 two-hour lessons
(that’s 24 hours of
instruction!) for just $79 per

Shenzhen Codaca Electronic Co., Ltd.
Ann Zhang
codaca.com

course. To view the entire catalog

DISTRIBUTORS

class and instructor ... and then

Avnet, Inc.
Chuck Delph
avnet.com

register, go to ed2go.com/era.

... read all the details about each

FROM THE FLOOR

Keep calm and respect sales leads

by David Foster
Americas Channel Manager
Sensata Technologies
David Foster is the Americas Channel Manager for Sensata’s Industrial
Solution business and has been a student
of distribution for more than 35 years.
He serves on the ERA 2018 Conference
Committee and chairs the Sponsorship
Sub-Committee.
You can reach David Foster at
david.foster@sensata.com.

FROM THE FLOOR

between inquiries, marketing qualified leads, sales
Few of us have participated in sales meetings
accepted leads, sales qualified leads and closed
where the subject of sales leads does not come
business. By thoughtfully filtering leads into
up. “We need more leads,” or “Show us followcategories, we as manufacturers accomplish two
up on the leads we’ve given you” are perennial
things: respect for our reps’ time and respect for
rallying cries heard in virtually every QBR or
the customer.
rep/supplier/channel partner business meeting.
Our reps deserve qualified referrals with real
As sales professionals, we are constantly hunting
revenue potential, and our customers — large or
for new opportunities, prospects and markets to
small — deserve answers, fast. It is simply more
serve, and rightfully so.
practical to place the onus of lead management
As a manufacturer, we have teams who atonto the manufacturer, and own responsibility to
tend trade shows, study CRM results, analyze
honor the hectic pace and day-to-day workload
point of sale, assist with technical inquiries,
of our manufacturers’ reps.
process online RFQs, and
It is the reps who provide
in general, have oversight
access to accounts, projects
responsibility for tracking
and decision-makers. As the
the global business. Our
supplier, we need to respect
manufacturers’ reps, like
How customers get
how that access was earned
yours, are bright, capable
and can be squandered by
and hungry. Despite our
information, what they
mismanaging our reps’ time.
collective zest for exemshare, what they want
Another sales lead source
plary service, however, our
is
not
inquiries at all, but
customers too often tell us
and don’t want have
rather the sensible tracking
that we either 1) ignore their
transformed the balance
of our customer churn —
requests (quite common), or
those end users who have
2) bombard them with adand understanding of
trailed off or are new to
ditional questions or qualiwhen to push and when to
our business. Some manufiers, require registration or
facturers weave this funccause some other “friction”
step back.
tion onto their inside sales
that crosses the line from beteams; others have true sales
ing responsive to becoming
development reps; but again,
intrusive.
a reasonable approach is to
In this area, our induspass qualified revenue opportunities to reps via
try has been caught napping, and we need to
the CRM and then track accordingly. A good
more quickly recognize, respect and react to the
lead can also be an expiring quote or a suggested
dramatic shifts taking place in our customers’
upgrade from an existing product.
worlds. How customers get information, what
Manufacturers and reps have an opportunity
they share, what they want and don’t want have
to collaborate on these ideas in advance and intetransformed the balance and understanding of
grate the concepts into the formal lead program.
when to push and when to step back.
Prospective buyer sources are not infinite, so
Electronic commerce and Internet retailers
let’s treat all inbound inquiries with TLC.
have taught us a thing or two about the new
How about this as a message to our fellow
concepts of selling. No one likes the idea of being
suppliers? Respect.
defined by their competition, but it is beneficial
R - Reply to the customer, quickly. Answer
to consider for a moment how each of us likes
the question, interpret the data sheet, send the
to be treated when we shop in our personal lives.
list of authorized distributors and do whatever
When we want the full service of a salesperson, a
the customer asked.
call back, or when we just want the information
E - Expect no details. Commonly requested
we asked for are probably not much different for
information should be shared by us, without
an engineer or purchasing professional.
hesitation, or conditions, such as answering
In his book “Digital Body Language,” author
surveys, registering, etc.
Steven Woods covers in detail the difference
(continued on next page)
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FROM THE FLOOR: Sales leads
(continued from previous page)

S - Selling while replying is OK. Remind
the customer why we are the best at what we
do, how our products outperform, save time
and money.
P - Propose an action. Would the customer
like a sample? A white paper that explains a
concept in greater detail? A follow-up call? The
answers here determine if we have permission
from the customer to push further.
E - Elevate only the best leads for follow-up
and action. Agree with the reps prior at what
point they would be expected or want to dedicate

time and see the customer.
C - Coaching while replying is OK. Offering
tips, options and examples, especially when the
customer does not expect it, establishes us as
teachers and full-service experts in our field. If
the customers want more details, they will know
who to call.
T - Thanking while replying is mandatory.
Giving the customers a clear path (if you need
more information, call, click, etc.) is expected.
With thanks to Aretha Franklin for the above,
wishing you all a successful 2018. n

SOMEONE YOU SHOULD KNOW: Bill Romick
(continued from page 7)

Instagram and Twitter. I have had to face the
reality that I am an “old guy.” (My son told me
“old guys” use Facebook only a month before a
new customer made the same observation!) The
ERA team has provided great opportunities to
learn how our customers use and respond to
social media.
I think Scott Lindberg and John Hutson
are a bit overboard on their social media posts

though! (You can get me back later, guys.)

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

I held an Ohio Peace Officer Certification
from 1982 to 1990. I joined the Wayne
County Sheriff’s Reserves in 1981 and later
served the city of Orrville as a part-time patrolman through 1990. n

INTRODUCING THE NEW...

AccountManager App
• Key AccountManager functions are
now available directly on your smart phone
• Quickly and easily create, update, and view
key sales pipeline data

Visit us at:
2018 ERA Conference | Austin, TX
Schedule your demonstration today
www.empoweringsystems.com/era

COLUMNS, CON’T

• Spend more time selling and less time
on admin functions
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DIAMOND SPONSOR
2018 ERA Conference
s a l e s @ e m p o w e r i n g s y s t e m s . c o m
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OFF THE SHELF

Connect the selling strategy dots to
engage and reward the sales team

by Brian Flynn

Vice President of Sales,
Sager Electronics
As vice president of sales at Sager Electronics, Brian Flynn leads an organization
of 175 inside and outside sales representatives and is responsible for driving his team
to achieve Sager’s sales goals. With more
than 20 years of experience at Sager, Flynn
is well-versed in all areas of the business,
from distribution to sales. Many of his
years at Sager were spent in sales operations where he is credited with refining
and implementing many of the company’s
sales processes and reporting. Upon joining
sales, he led a number of Sager’s service
centers in multiple regions before returning
to corporate to join the company’s executive
leadership team. Flynn is a current member
of ERA’s 2018 Conference Breakouts SubCommittee.
You can reach Brian Flynn at
bflynn@sager.com.

OFF THE SHELF

In our industry today, suppliers want
Detailed reporting becomes the next pillar
increased value from their distributors, value
of an effective program. The process must
beyond traditional fulfillment. When that
allow for early communication, from the team
value is delivered in the form of improved
working the design end to the team that will
design efforts, suppliers have responded by reeventually service the business. This is critical
warding those efforts with design registrations
in creating customer engagement and future
programs that have largely been successful.
supply chain programs.
This works especially well where the opportuThe ability to track and reward this design
nities are discovered, designed and delivered to
effort without burdening the salesperson with
a customer in a single location.
over-documentation allows for more selling
But how does one motitime and, therefore, more
vate and compensate both
engaged salespeople. As
distributor and manufaca distributor, the demand
turers’ rep salespeople for
creation aspect of the busibusiness that is outsourced
ness often times is a team
or moved outside of their
effort with manufacturers’
If distributors can work
primary sales regions? The
representative partners.
answer has primarily been a
Manufacturers’ representawith reps to supply
split commission program,
tives value distributors who
information that results in
but not enough progress
cover OEMs where design
has been made toward a
work is done. The ability
reps getting their deserved
system that rewards opof a distributor to provide
credit, they emerge as more
portunity development that
detailed reporting to a
leads to a design registramanufacturers’ rep ensures
advantageous partners.
tion and compensates
that partners can track busieveryone appropriately.
ness they’ve participated in
Distributors may eventucreating as POS reporting
ally see the quote opportugenerally lags real time shipnities emerge from wherever
ments to the customer.
the purchase is taking place,
A robust CRM is a critibut for reps, if they don’t get the sales in their
cal tool in a split commission program, offerterritory or spend an inordinate amount of
ing functionality to follow and communicate
time chasing down information, they lose.
the work throughout the design process and
If distributors can work with reps to supply
track book to win business. This is especially
information that results in reps getting their
so given that organizations may have multiple
deserved credit, they emerge as more advantasales representation involved in a program.
geous partners.
With field and inside sales representatives,
A quality program starts by addressing
sales specialists and manufacturers’ representathe sales process from inception to productives all potentially involved in the design to
tion. The market today is demanding more
fulfillment process, a distributor’s CRM needs
specialization and specialization costs money.
to provide detailed reporting and the necessary
A comprehensive splits program allows for
tracking to properly compensate all contribumore specialization within the sales team,
tors to the win. All of these people involved in
working backroom engineering while adthe design must be part of the communication
dressing the customer’s point of purchase.
flow, and all must be in position to update
Plans should be commensurate with the
the opportunity as it develops. To facilitate
contributions of each member with design
this, the distributor CRM must contain a base
efforts receiving the majority of the reward,
of data of assigned personnel, including the
but plans should also recognize the service
(continued on page 24)
levels required for fulfillment.
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COVER STORY: Industr y forecast
(continued from page 6)

How do you expect your organization’s revenue
to change in 2018 compared to 2017?
No change

Rate how important each of the following topics will be in the coming
year to your organization (1=not at all important, 7=very important).

Economy

12.30%

6.1
4.99

Staffing
Increase

79.51%

Decrease

Expanding My
Company

4.77

Consolidations,
Mergers and...

8.20%

3.97
4.56

Training/Education
0

20

40

60

80

100

How do you expect your total operating cost
to change in 2018 compared to 2017?

No change

4.99

Moving into New
Markets

4.85

Business
Partnerships...

23.77%

Increase

5.38
5.60

Strategic Planning

65.57%

Decrease

New Technologies...

New Marketing
Initiatives

10.66%

4.98

Social Media
0

20

40

60

80

100

4.36
0

1

2

3

4

GUARANTEED SALES GROWTH
Isn’t that why we are here?
Sales Boost Assessment

C O V E R S T O R Y, C O N ' T.

A specific process resulting in
methods for consistent sales growth

18

Motivational Compensation
Plans for Reps
Buy, Sell or Merge
Rep Firms

NBO tracking systems

New Business Opportunities

Strategic Planning
for growth
Rep Councils

Formulating and Facilitating

Creating success with Reps, Manufacturers and Distributors
Mobile: 267-463-7898 Email: bryan@bryanshirley.com
Winter 2018 | The Representor
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L E G A L LY S P E A K I N G

Sales rep prevents improper
termination with rare injunction

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

(continued on next page)
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L E G A L LY S P E A K I N G

It was this resignation that Leviton
Sales rep lawsuits commonly seek to
acknowledges led it to send a termination
recover unpaid commissions following the
letter to Apex, effective 30 days from receipt.
termination of a rep contract. When Apex
Over the next 30 days, Apex attempted to talk
Technology Sales, Inc., a Minnesota sales
Leviton out of the termination while continurep firm, was terminated, however, it went
ing to fully perform. Apex alleges, however,
unorthodox, responding with an underutilized
that Leviton did not continue performing.
remedy: seeking injunctive relief.
For example, Apex’s access to the Salesforce
Courts view injunctions as “extraordinary
software program utilized by Leviton reps
remedies.” When injunctions issue, they
to document projects was withdrawn. Apex
generally direct maintenance of the status
also claims that dating back
quo, including by preventeven before the termination
ing the responding party
notice was sent, Leviton
from moving ahead with its
Courts view injunctions as
visited customers in Apex’s
business plans.
“extraordinary remedies.”
territory directly without
This was exactly what
coordinating the visits with
unfolded after Leviton ManWhen injunctions issue,
Apex, in violation of indusufacturing, Inc. terminated
they generally direct
try norms.
Apex in May 2017. Leviton
Leviton’s side of the story
may have anticipated a suit
maintenance of the
holds that it was normal
for breach of contract, but it
status quo, including by
business operations to deny
could not have expected to
Salesforce access to termiface Apex’s action asking the
preventing the responding
nated reps, and that Apex
court to enjoin it from termiparty from moving ahead
should have reported any
nating the rep agreement.
projects during the 30 days
with its business plans.
after termination to a LeviThe parties’ contentions
ton agent rather than via
Leviton, based out of
Salesforce. Further, Leviton
New York, manufactures
denied interfering with customers in the Apex
and distributes electrical wiring devices
territory, and continued paying commissions
and network and data center connectivity
during the 30-day period.
solutions. In 1998, Apex signed on as its
Apex responded to Leviton’s terminaexclusive rep in Minnesota, the Dakotas, and
tion letter by claiming the termination was
western Wisconsin.
unlawful under Minnesota’s sales rep statute.
According to Apex, Leviton not only
Leviton wrote back claiming the law of New
never expressed dissatisfaction with its sales
York, not Minnesota, governed the contract.
efforts, but actually bestowed it with numerTired of exchanging letters, Apex filed suit
ous sales awards during the course of the
in the St. Paul, Minnesota, federal district
representation. Yet, in 2016, Leviton suddenly
court, asserting claims that included breach of
complained to Apex about a perceived high
contract by Leviton and under the Minnesota
turnover rate and asked for an action plan.
sales rep statute. At the start of the litigation,
Then, in April 2017, a Leviton official
Apex also brought a motion for an injunction
reached out to certain Apex employees to
against Leviton to halt the termination and
inform them that Apex’s future as its sales rep
require the parties to continue performing
was uncertain, dropping telling remarks like,
under the contract. The complaint also sought
“It was nice working with you.” In May, Levito recover money damages, but that part of
ton quietly contacted Apex customers to urge
the case would wait for later.
them to cut Apex out of the sales channel and
place their orders directly. Also during May, an
Apex rep on the Leviton account resigned.
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LEGALLY SPEAKING: Injunctive relief
(continued from previous page)

Electronics Representatives
Association

The law

This choice of law dispute proved decisive to Apex’s case. Unlike virtually every
other state, the Minnesota sales rep statute is expressly intended “to afford some
protection to sales representatives by limiting the circumstances under which their
agreements may be terminated.” Minnesota greatly limits a principal’s ability to terminate a rep agreement without good cause, and even then requires written notice laying
out the reasons for termination at least 90 days before the termination takes effect.
Further, the rep must be afforded 60 days to correct the stated reasons for termination.
New York, where Leviton is based, offers no comparable protection, and the choice
of law section in Leviton’s rep contract squarely called for New York law to apply.
However, to foil attempts by manufacturers like Leviton to subject Minnesota sales
reps to the laws of another state, the Minnesota legislature added to its statute a “nonwaiver” provision, rendering contract language that would apply the laws of another
jurisdiction unenforceable.

L E G A L LY S P E A K I N G , C O N ' T.

The court’s decision

20

Consistent with Apex’s argument, the court ruled that the Minnesota statute’s nonwaiver language prevented Leviton from depriving Apex of the protections afforded
to sales reps by its state’s legislature. That provision rendered “null and void” Leviton’s
attempt to make its rep contract subject to New York law.
Leviton was therefore required to furnish a 90-day notice for good cause termination,
and a 60-day opportunity for Apex to cure any deficiencies in its performance. A “good
cause” is defined in the statute to mean “a material breach of one or more provisions of a
written sales representative agreement governing the relationship.”
The Leviton notice did not, of course, identify any reason for termination (much less
a material breach of the rep contract), did not give 90 days notice, and did not provide
Apex with an opportunity to cure any deficiencies within 60 days, all of which the Minnesota statute required.
Accordingly, the court found that these statutory violations sufficiently showed that
Apex was likely to succeed on the merits of the case, which is one of the most important
elements of a claim for injunctive relief.
Another key element, known as “irreparable harm,” is showing that legal remedies,
usually in the form of money damages, are inadequate. Leviton argued that even if the
court determined it had improperly terminated the contract, any harm inflicted on Apex
could be fully addressed with a monetary award, rendering an injunction unwarranted.
Apex responded that Leviton’s prominence in its line of business meant the termination
would diminish its goodwill and business relationships, both with customers and with
its own employees.
“Injury to goodwill,” the court stated, “may serve as the type of injury that constitutes irreparable harm for purposes of the issuance of injunctive relief.” While commission losses could be remedied with a monetary award, the potential damage to Apex’s
goodwill is the kind of intangible harm suitable for injunctive relief.
The court took the rare step of issuing a preliminary injunction to interrupt the
termination of the rep contract, and it ordered the parties to resume operating under its
terms while the litigation proceeded, including requiring Leviton to enable Apex to use
its Salesforce software.

The takeaway

While both reps and rep lawyers usually think in terms of obtaining monetary awards
when commissions due go unpaid following a termination, the Apex example is worth
remembering in the right case when an injury beyond the unpaid commissions can be
identified. Obtaining injunctive relief is often fast and can be highly effective in restoring a sales rep’s rights. Once obtained, it also can lead to early settlement discussions.
Not every contract termination or sales rep statute violation is suited for injunctive
relief, so reps unfairly terminated are well-advised to confer with their counsel about the
availability of this potential remedy. n
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T H E S U B J E C T I S TA X I N G

IRS changes — some pointers
for the immediate future

by Stanton B. Herzog, CPA

ERA Tax, Audit & Accounting Consultant
Stanton B. Herzog, CPA, principal in
the firm of Applebaum, Herzog & Associates, P.C., Northbrook, Ill., serves as ERA’s
accountant and is a regular contributor to
The Representor. He is available to speak
at chapter 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 847-5641040, fax him at 847-564-1041, or email
him at sherzog@theahagroup.com.

ATTENTION, ALL REPS, MANUFACTURERS, DISTRIBUTORS
AND SERVICE PROVIDERS:
The Spring 2018 issue of The Representor will include the annual
EDS Advertising Supplement.
Email nsimeonova@era.org or visit era.org to reserve your ad space by
March 9, 2018.
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T H E S U B J E C T I S TA X I N G

As this issue of The Representor prepares to
traded partnerships, the kind that taxpayers
go to press, the tax bill is not law, but it may
have been purchasing for some time. Most
be by the time you read this, and it would
brokers regard them the same as corporalikely be different from anything that I have
tions on the stock exchanges, like every othcovered in this column.
er corporation, but they are not. As investors
There are a few items that I can feel sure
know, they throw off K-1 forms instead of
to write about. Let’s start with the maximum
1099-DIV forms at the end of the year and
wages subject to Social Security tax in 2018.
contain numerous items that individuals
The FICA maximum wage limit is
must enter into their form 1040s.
$128,700, another increase in taxable wages
Retirement plans don’t have to make
from $127,200 in 2017. The maximum profit
those entries, with one important exception.
sharing contribution has
All non-profit entities
increased to $54,000
must pay tax on Unrelated
from $53,000 in 2017
Business Taxable Income
on maximum income of
(UBTI). Most UBTI
$270,000. Most of the
is related to interest or
One of the items that the
other items of deferral
dividends, and retirement
IRS is apparently looking
have gone up $50 each
plans are not taxable on
from 2017. For example,
investment income. Howinto relates to retirement
the flexible spending
ever, oil and gas companies
plans. They have money,
account (section 125) dein particular — and other
duction for medical reimcompanies — can have
and the usual idea is that
bursement is increased to
operating income that is
they are non-taxable.
$2,650 from $2,600. The
considered UBTI. This
gift allowance from one
would require the retireindividual to another was
ment plans to file a form
to increase to $15,000,
990-T and pay tax on the
but the whole estate tax
pass-through UBTI in
program is in debate as we go to press.
excess of a $1,000 deductible. Most trustees
One of the items that the IRS is apare not aware of this and are not filing the
parently looking into relates to retirement
990-Ts.
plans. They have money, and the usual idea
Because the most common entity for a
is that they are non-taxable. Non-taxable
retirement plan is a trust, the taxation of a
entities can get into trouble in only a few
trust reaches the maximum tax bracket at a
instances, but here is the one the IRS is
very low level (in 2017 the 39.6 percent rate
looking into.
is reached at $12,500 of taxable income).
Some of the plans are purchasing publicly
You can see the reason for IRS attention.
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MEMBER SERVICES
GROWTH DYNAMICS, a new ERA Recognized Resource, provides business development
processes, executive coaching, employee recruiting
and strategic planning services and products to its
clients. Visit growthdynamicsonline.com for more
information.
EYOND brings you Software as a Service (SaaS),
an application that integrates customer relationship management (CRM), sales force automation
(SFA), invoice and commission tracking, document
management, reporting, data analysis and more. For
details, visit mrsware.com, or call 866-795-8386.
ITEM MEDIA is a results-driven marketing
company that serves electronics manufacturers, suppliers and representatives. The company
specializes in brand awareness, content creation,
online event creation and lead generation. Visit
item.media for details.

For a complete list of
ERA’s Recognized
Resources, check out the
Member Services page
at era.org. Then link
to a service provider’s
home page for more
information. Or take
advantage of services
from companies like Avis
and Hertz Car Rentals
(which are accessible
ONLY via the
ERA website).

The SALESWISE ACADEMY is specifically
designed for engineers and other technical 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.
RPMS offers sales analysis, commission reconciliation and sales force data exchange software
designed exclusively for manufacturers’ reps. For
more information, go to rpms.com.
REPFABRIC is a mobile efficiency tool that
speeds up the entire workflow of business including
email, opportunity tracking, commission reconciliation and principal reporting. Contact Repfabric at
info@repfabric.com, or call 844-737-7253, x225,
to schedule a consultation.
SPYRE GROUP offers resources that help sales
rep firms provide value to the manufacturers they
represent and increase efficiencies for their sales
teams. It provides Web, print and presentation development services, along with packaged solutions.
For details, contact Patrick Knoelke at 913-4996014, or visit spyregroup.com/reps.

MEMBER SERVICES
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BUDDE MARKETING SYSTEMS is a leading
provider of point-of-sale (POS) reporting. With
15+ years of experience, BMS provides solutions to
drive business growth, improve 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.

ERA RepProtect is an insurance resource
for manufacturers’ representatives. Full package
coverage is available, including commercial general
and product liability. Unique to ERA, professional
liability is available for reps who advise or provide
design assistance which goes past what general liability covers. Learn more at normanspencer.com/
erarepprotect, or call Byron Spencer at 800-8423653, x223.
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ORGO SALES ENGINE, a new ERA Recognized Resource, is a software program for sales organizations on the go. It tracks sales from multiple
manufacturers; reconciles commissions with ease;
offers sales reporting tools; and makes communications with team, factories and customers intuitive
and quick. For details, visit orgosales.com.
JJM SEARCH is the global executive search
firm founded by Carla Mahrt, a 20-year electronics
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.
EMPOWERING SYSTEMS offers ERA members discounts on its CRM tools for both reps and
manufacturers. Online demos are available for both
the AccountManager and AccountReporter programs. Visit empoweringsystems.com for details.
INSPERITY provides human resources and
business solutions designed to help improve business performance. Visit insperity.com/era, or call
800-465-3800 for details.
SCHOENBERG, FINKEL, NEWMAN &
ROSENBERG, LLC, offers legal Expert Access
services to all ERA members. An initial consultation
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.
UPS is an ERA member service provider for
shipping of all kinds. For discounts of up to 34
percent, call 800-MEMBERS (636-2377).
REMBRANDT ADVANTAGE offers tools
for employee selection, development and evaluation. ERA members say they can’t do without this
company when bringing new people on board or
evaluating current personnel. For more information, visit rembrandtadvantage.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, go
to ed2go.com/era.
TSJM GROUP offers successful client and candidate placements within sales, engineering, quality
and executive leadership, both in North America
and internationally. For details, call 603-560-1673
or email slcolantuone@tsjmgroup.com.
ALL ERA TELEFORUM AUDIO FILES, covering 30+ educational topics for reps, manufacturers
and distributors, are now available at no charge to
members. To review the teleforum library and download files, go to era.org.

MARKETING GROUP DIGEST
Recently, while talking to an electronic manufacturing services provider with whom we are associated, the subject of lead time slipping came up as our customer was expediting his assemblies.
On these boards are some components that are rather unique to our customer’s product for which
there is a very limited number of suppliers. Our discussion on lead times was, I thought, limited
to those harder-to-get items. But when we talked about the troublesome parts, the EMS fellow’s
response was, “No, the unique parts are not the only problem; standard parts are going out to 36
and 40 weeks!”
In its Q4-2017 “North American Electronic Component Sales Trends” survey, ECIA received
feedback from close to 100 manufacturers, distributors and manufacturers’ representatives. The
clear majority of distributors and manufacturers’ representatives reported steadily increasing lead
times; and the manufacturers reported stable to increasing lead times. The biggest culprits cited
were capacitors, inductors, resistors and semis. Most likely, this is not a surprise to any of our
readers as I suspect we are all living it now.
In her article in the Nov. 16, 2017, issue of EPSNews, titled, “What’s Behind the Component
Shortage,” Barbara Jorgensen notes that the current component shortages are not only about increased demand. She goes on to say: “Any number of factors — production capacity, supply chain
disruptions, obsolescence and technology migration — can contribute to product scarcity.”
Component manufacturers are catering to their largest consumers — and I suppose that makes
sense in the short run — but the burden is falling out among the larger marketplace. They are
also opting to concentrate on newer and higher margin components, leaving the older parts,
whose margins have eroded, to languish within their capacity limits. Lower average selling price
items, the so-called “popcorn items,” are driving lead times because the profits that can be reaped
from these do not support investments in the capital equipment required to increase capacity. Of
course, some customers are, dare I say it, double-booking orders in the hopes that one of the suppliers comes through earlier.
As we enter 2018, the picture does not appear to be improving any time soon. Most industry
analysts predict this condition to last well into the year, and some are even mentioning recovery in
2019. It appears that this state of business will be around for some time and that it will affect all
our customers at some point. We can only take solace in the fact that no one seems to be immune.

Bob Evans, CPMR
EK Micro
Rolling Meadows, Ill.

The increasing lead time
saga continues

MATE RIALS,
ASSE MBLY,
PRODUCTION
& SUPPLY
Troy Gunnin
Sun Rep
Tampa, Fla.

Keeping up with fastmoving technology
advncements is key

(continued on next page)
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MARKETING GROUPS

As I write this column, 2017 is almost in the rearview mirror. We just came through Black Friday, Small Business Saturday and Cyber Monday. From all indications, a lot of people spent a lot
of money. Also, over the Thanksgiving holiday, it appears that a record number of people traveled.
The stock market is booming. All this seems to indicate a growing economy. We certainly hope
so and trust that it will continue into 2018. We should all evaluate what we did well in 2017 and
look at ways to do better, and more profitably, in 2018.
I just read an article in Industrial Supply titled, “Selling is Changing — Are You?” It was
pretty thought-provoking. It looked at selling 20 to 30 years ago. Think about it. Salespeople
probably had detailed scheduled “routes” that they did on a regular basis. We sold products and
built relationships. We did not have cell phones and Internet. We depended on those personal relationships, and most sales were “transactional” or product sales. Moving forward, that
personal relationship became more important since we and our competitors had much of the
same product and pricing. The scheduled “routes” have mostly disappeared, and we cultivate the
relationships with targeted calls and immediate contact availability by email and cell phones. We
make presentations via webinars, Skype and conference calls. However, to be competitive, we
must embrace the best of both worlds.
Relationships are important, but in today’s environment, millennials rely heavily on technology, meaning they look for it online, purchase it and move on. Here is a great example. On CyberMonday, Amazon processed some 700 packages per second. Relationship had little to do with
those sales. Thankfully, in our business there is still a significant amount of sales that depend on
fulfilling a need that simply does not fit well into the buy-it-online mold. Here the relationships
still play a significant role.
Another thing we encounter is the changing workforce in the plants we call on. For many
years, the average employee performed repetitive tasks and did not require extensive technical

COMPONE NT S
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MARKETING GROUP DIGEST
(continued from previous page)

knowledge or training. In today’s manufacturing environment, there are likely more
computers (or computer-based machines) than machine tools on the floor. This means that
the workforce of today must be more skilled and trained in various duties. They need to
be a mix of a machine operator, engineer and service technician. In another report I read,
respondents listed the top three challenges they faced, in the following order: 1) keeping
pace with evolving technologies; 2) managing client (customer) expectations with reality as
new solutions are promoted; and 3) finding and retaining technical and sales staff.
We, as salespeople, and our customers face the daunting task of keeping up with the
fast-moving changes in technology. It requires that we are constantly vigilant in our quest
to at least stay current and hopefully have enough insight to visualize and prepare for the
future innovations that seem to constantly bombard us.
We look forward to 2018 as we prepare for an exciting future for us, our principals
and customers. n

FEATURE ARTICLE: One percent difference
(continued from page 9)

2. Resilience

F E AT U R E A R T I C L E A N D C O L U M N S , C O N ' T.

The 2018 Winter Olympic Games are almost upon us. Did you know that in the 2014
games the difference between a gold and a silver medal in men’s giant slalom was 0:00:48?
That’s 0.48 hundredths of a single second.
How many times did those skiers fall, smash into the rock-hard course and consider
not getting up? Your last lost sale might have felt just like that. This is your life. YOU are
responsible for the results of your own races.
There is an argument that one cannot run at 212 degrees all the time. At some time
or another, we all fall and need help getting up. When you fall down, do you know
where to reach for help, internally or externally? Resolve to strengthen YOUR resilience.
Identify the one percent difference factors you can grab in your tool box, skill set, internal core strength and available external resources.
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3. Action

There is a saying by E. Hubbard: “The line between failure and success is so fine that we
scarcely know when we pass it, so fine that we are often on the line and do not know it.”
Do you believe in the possibility of achieving what you have never even tried? It isn’t the
contest; it is the belief that you can do it. Most of us unfortunately are held back thinking
we must see it to believe it. Resolve to believe first in the one percent difference, even if you
can’t immediately see it.
Your sales can outdo any goal set. Make one more call each day, follow up on one
uncomfortable challenge, research one new tool, recognize someone’s one outstanding
achievement. Each is an example of the one percent difference that will impact you and
your goals for 2018. n

OFF THE SHELF: Connect the selling strategy dots
(continued from page 17)

rep in the territory, and the specific folks, both at the rep and distributor, assigned to the
OEM and CEM. Also included must be any specialized sales team such as sales engineering or field application engineering, the inside sales team and the managers of all those
assigned. When this is done properly and the data are maintained, information flows easily
and is inclusive to all the key parties. It also sets up the next evolution, where ideally this
information can be provided on distributors POS reports to suppliers.
The sales process can be complex. Take the time to connect the selling strategy dots to
engage and reward the sales team. It will definitely pay off in the end. n
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SHIPPING!

N E W S B E AT
In a first for ERA conferences, both registration space and hotel rooms could be sold out for
the 2018 event by the time this magazine reaches readers. ERA’s 49th Management and Marketing Conference is scheduled Feb. 25-27 at the AT&T Conference Center in Austin, Texas. The
program theme is “Tools of Our Trade — Constructing a Successful Future.”
At press time of The Representor, more than 220 rep firm personnel, manufacturers and
distributors had registered for the conference. Registration spaces are capped for 2018 at 250 to
ensure that the main ballroom and breakout seminar rooms at the conference hotel can comfortably accommodate all attendees.
Conference program segments will lead off with a “tools”-focused keynote presentation by
humorist and former design engineer Wayne Cotter. The event’s four general sessions for all attendees will examine the customer of tomorrow, work-life balance, today’s all-inclusive workforce
and economic trends. The 14 breakout seminars are built around topics ranging from a sales techniques swap shop and software how-to workshops to sessions on cultural diversity, the “unsale,”
the rep value proposition, design registration and buying, selling or merging a rep firm. For details
on the conference and to determine if registration space remains available, go to era.org.

HUTSON TO RECEIVE
2017 JESS SPOONTS ERA WHITE PIN AWARD

The ERA White Pin Group has announced that John Hutson, CPMR, of the Massachusettsbased MacInnis Group is the 2017 recipient of the Jess Spoonts - ERA White Pin Scholarship
Award. He was nominated for the honor by White Pin member Tobi Cornell, CPMR, of Kruvand Associates.
To qualify for this award, nominees: must be from an ERA member rep firm; must have been
involved in ERA activities and leadership roles on the local and/or national levels for a minimum
of two years; and must be willing to devote significant volunteer time to ERA in the foreseeable
future. The award is named for the late Jess Spoonts, an ERA past president, member of the organization’s Hall of Fame and past coordinator of the White Pin Group.
“John Hutson is a passionate, creative volunteer who epitomizes the new generation of rep
firm owners involved in ERA ... He is the ultimate volunteer whom Jess Spoonts had in mind
when this award was created,” said Mark Motsinger, CPMR, of Wallace Electronic Sales, a past
president of ERA and the coordinator of the White Pin Group. As the award recipient, Hutson
will receive a $1,000 grant to be used for continuing education as a professional rep.

CHARITY FUNDRAISING
CALLS ARE NOT
COVERED BY TCPA

Are you exasperated by pesky calls from fundraisers, despite having signed up for the Do-NotCall list? Relief may not be on the way. According to the latest newsletter from Howe & Hutton,
Ltd., a Chicago law firm that works with many associations, the Northern Illinois U.S. District
Court has ruled that charities’ professional fundraisers can solicit funds by phone without violating the federal Telephone Consumer Protection Act. The act’s prohibitions specifically exempt
organizations that are recognized by the IRS as tax-exempt and nonprofit. Howe & Hutton
points out that this exemption stands even if the fundraising company keeps a large percentage of
the revenue it generates.

MRERF RELEASES 2018
CALENDAR OF COURSES

The Manufacturers’ Representatives Educational Resource Foundation (MRERF) reports that
the Certified Professional Manufacturers’ Representative (CPMR) first-year course for 2018 is
sold out. The session runs in January at the University of Texas in Austin. Other 2018 programs
available from MRERF are: the Certified Sales Professional (CSP) courses that will run March 5-9
in Atlanta, April 2-6 in Dallas, Sept. 10-14 in Denver and Oct. 8-12 in Chicago; plus the Manufacturers Best Practices courses that are slated March 20-21 in Atlanta, May 22-23 in Denver and
Sept. 25-26 in Chicago. For details and registration information, go to mrerf.org.

IN MEMORIAM

ERA mourns the passing in August 2017 of Robert B. (Bob) Dillon, the long-time manager
of the Spirit of St. Louis Chapter. The World War II Navy veteran joined ERA through the Ensco
Rep firm in 1970 and was a leader of the St. Louis Chapter, including serving in numerous offices
and as the chapter’s delegate to the ERA National Board. After retirement from the rep business,
he began managing the St. Louis Chapter in 2001 and continued in that role until his death. He
was both a White Pin and Life Member of ERA. Memorial contributions can be made to the
Ronald McDonald House.
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BOTH REGISTRATION
AND HOTEL SPACE ARE
SELLING OUT FOR ERA’S
2018 CONFERENCE
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CHAPTER NEWS
ARIZONA

DIXIE

Chapter Secretary and Treasurer Mario Rossetti of English Technical Sales attended ERA’s
COLT program in November 2017.
Arizona ERA is excited to have future
leadership in place. Chapter membership and
participation also continue to grow.

The Dixie Chapter has new leadership with
Todd Ford, CPMR, of South Atlantic Component Sales (SACS) as chapter president; James
Brooks, CPMR, of SACS as vice president;
Greg Gilbert of Performance Technical Sales,
Inc. as VP/secretary and Amy Bailey of Wallace
Electronic Sales as VP/treasurer. Ford successfully completed the 2017 COLT program.
The chapter momentum is strong and
more programs are expected to come in 2018.

CAROLINAS

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 ERA is continuing its monthly
networking breakfasts through the winter. The
chapter sent Bryan Teen to the 2017 COLT
program. He also was nominated to serve as a
director on the board in 2018.
The annual Dick Paden Memorial Golf
Tournament, held on Oct. 16, was a big success with more than 100 participants. Profits
will be used to fund three scholarships and
make a donation to the Diabetes Association
in the name of the late Dick Paden.
The chapter’s fall board of directors meeting
was held in Manteo, N.C. Buzz Reynolds was
nominated by the board to serve as the chapter
president in 2018.

CHICAGOLAND - WISCONSIN
Chicagoland-Wisconsin ERA elected a new
board for 2018 with Rick LaPiana of Cain-Forlaw as the new chapter president. The board also
is excited to welcome two new chapter officers.
Diana Nawrocki of ESA Technical Marketing
and Patrick Pajor of Abbey Sales Corporation
will serve as directors starting in 2018.
On Nov. 17, the chapter hosted a supply chain breakfast round table featuring an
expert panel which consisted of a commodity
manager from Shure Electronics, a purchasing
manager from Doran Scales and a buyer from
SPX Genfare.

CHAPTER NEWS

ERA announces 2017 COLT graduates

26

Seven chapter leaders graduated from this year’s Chapter Officers
Leadership Training (COLT) program. COLT is an intensive
educational program that offers practical knowledge, tips and ERA
insider information about effectively running a chapter.
ERA congratulates the following chapter leaders on successfully
completing the COLT program:
• Mark Bowers, Spirit of St. Louis Chapter
• Peter Conlan, Mid-Lantic Chapter
• Pat Ferry, Indiana-Kentucky Chapter
• Todd Ford, CPMR, Dixie Chapter
• Robert Foertsch, Metro New York Chapter
• Mario Rossetti, Arizona Chapter
• Bryan Teen, Carolinas Chapter
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EMPIRE STATE

Julie Baker and Jim Gleason presented a check to
the American Cancer Society and Hope Lodge in
Rochester, N.Y. on behalf of Empire Chapter of ERA.

The chapter presented a check for $1,500
to the American Cancer Society and Hope
Lodge in Rochester, N.Y. The money was
raised from member and guest dontations at
Empire ERA’s annual golf event. The chapter
invited the Cancer Society to attend and present at next year’s golf event.
The chapter also hosted more than 30 people
for its annual holiday luncheon in Victor, N.Y.,
on Dec. 8 at the Champion Hills Golf Club.
Chapter and national officers spoke about the
growth of ERA’s membership, promoted the
ERA conference and asked for renewed volunteer efforts to help run the chapter.
FLORIDA-SUNSHINE
Florida-Sunshine ERA has new officers in
place for 2018. Pat Bamberg will be leading the
chapter as the new president in 2018.

INDIANA KENTUCKY
Indiana-Kentucky ERA hosted a meeting with speaker Dwight Howard, Delphi
Electronics Engineering manager, on Dec. 4.
The discussion covered Intelligent Transportation Systems (ITS) and Delphi Corporate
structure changes.
Pat Ferry of Giesting & Associates, chapter
president, successfully completed the 2017
COLT program.

MID-LANTIC

SOUTHERN CALIFORNIA

Peter Conlan of Parallax South represented
the Mid-Lantic chapter at COLT. Mid-Lantic
ERA has new leadership and is keeping busy.
The chapter’s holiday party and networking
event was held on Dec. 12.

On Nov. 7, the chapter held a table top
show at Sunset Hills Country Club in Thousand Oaks, Calif. The chapter also held an
educational event on Dec. 12 at Old Ranch
Country Club in Seal Beach, Calif.

METRO NEW YORK

SOUTHWESTERN CHAPTER

Metro New York ERA held its annual endof-year holiday dinner and networking event
on Dec. 7. More than 35 people attended the
program, which featured guest speaker Robert
(Bob) Wild, senior vice president of Intelligent Product Solutions (IPS).
Robert Foertsch represented the chapter
at the 2017 COLT program. Foertsch shared
chapter ideas with other COLT attendees and
said that he expects to bring some information and plans of action back to his chapter.

The Southwestern Chapter of ERA has
marked its first year as a revived chapter! The
chapter is excited about its work in the industry
and the attendance and enthusiasm at recent
chapter events. In 2018, the chapter looks
forward to hosting another Dallas event and an
event in the Houston market — more details
to come. The chapter also will continue to hold
regular breakfast meetings in the Dallas area.

NORTHERN CALIFORNIA
On Nov. 9, Northern California ERA
hosted its first-ever Electronics Industry
Night Out, a social and networking event for
reps, distributors, manufacturers, customers
and peers.

Adapt Electronics
www. adaptelectronics.com
Contact: Gary Hilgeman
gary@adaptelectronics.com
Cascade Sales, Inc.
Contact: Tim LeBrun
tim@cascade-sales.com
Duerfeldt Engineering
Contact: Phil Duerfeldt
phil@duerfeldtengineering.com
Doran Associates, Inc.
www.doransales.com
Contact: Tim Doran, CPMR
tim@doransales.com
Electro-Design
www.electro-design.com
Contact: Casey Manfrin
info@electro-design.com
Electronic Component Sales
www.ecsrep.com
Contact: Brad Woolbridge
ecsrep@ecsrep.com

HALCO, Inc.
www.halco-sales.com
Contact: George Alecci, CPMR
galecci@halco-sales.com
MaRCTech2, Inc.
www.marctech2.com
Contact: Jennifer Eby
jennifer@marctech2.com

The Spirit of St. Louis Chapter of ERA
sent Mark Bowers to attend the 2017 COLT
program. Bowers plans to implement the new
ideas generated during the COLT training in
2018 chapter programs.
The chapter also held a holiday party on
Dec. 7.

Pacific Northwest ERA
In the Pacific Northwest,
ERA promotes and
advances the growth
and professionalism of
its member firms
through educational
programs, networking,
local trade shows,
industry events and
community service projects.
For the finest in field sales representation
in the Pacific Northwest territory,
contact one of these member firms.
Join our LinkedIn Group at https://www.linkedin.com/groups/13531787
Or go to www.era-pnw.org
Officers:
Tom Stevenson, Chairman – emgpdx@nwlink.com
Dave Fitzgerald, President – davef@wesco-sales.com
Tim Doran, Vice President – tim@doransales.com
George Alecci, National Delegate – galecci@halco-sales.com

Halbar-RTS, Inc.
www.halbar.com
Contact: Robert Shane, CPMR
halbar@halbar.com
Luscombe Engineering NW
www.lec-nw.com
Contact: Mike Volpigno
mvolpigno@lec-nw.com
Northmar, Inc.
www.northmar.com
Contact: Robert A. Entrop
rick@northmar.com
Tom Stevenson & Associates
Contact: Tom Stevenson
emgpdx@nwlink.com
Temco Northwest
temconorthwest.com
Contact: Pat Duggan
pattemco@comcast.net
Temper Technical Marketing
www.temper.com
Contact: William P. Schaer
wschaer@temper.com
WESCO Sales Group, Inc.
www.wesco-sales.com
Contact: Dave Fitzgerald
davef@Wesco-sales.com
Westmark Electronics, Inc.
www.westmarkco.com
Contact: Dave Wilkes
Dave.Wilkes@westmarkco.com

W. Koop & Associates
www. wkaei.com
Contact: Walter Koop
wkoop@wkaei.com
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GP Marketing
www.gpmkt.com
Contact: Gary Pronto
gary@gpmkt.com

SPIRIT OF ST. LOUIS
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CLASSIFIED ADS
REPS AVAILABLE

317-578-0474
www.dytecnci.com
Since 1975, Dytec-NCI has been providing
professional technical electronics sales
representation in the Midwest
(IL, IN, IA, WI, OH, MI, W. PA, KY) region.

New brand...

Same dedication
to exceeding expectations!

• Are you a technical salesperson looking for
a new challenge? We currently have openings
for outside Sales Engineers in our IA, WI, and
IL markets.
• Are you looking to merge or sell your rep firm?
• 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.

375 Vanderbilt Avenue, Norwood, MA - 781-762-8090
1650 Sycamore Avenue, Suite 9, Bohemia, NY - 631-567-3377

~ Over 35 Years of Integrity, Determination and Results ~

“THE RESPONSIVE COMPANY”
Manufacturers’
Representative

Responsive to Customers,
Distributors and Principals

Our most important assets are
customers and principals.
For experienced, professional representation in
Chicagoland, Wisconsin and NW Indiana, contact

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

IN/KY/OH/MI

CLASSIFIED ADS

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

19 Years Serving the SW
PCB Design, Fabrication & Assembly,
Flex Circuits, Metal Fabrication, Wire &
Cable Assembly, Precision Machining

BILL MILLER • bill@bmatech.com
Call 972-740-0993
Visit www.bmatech.com
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Classified ads continued on page 30

BUSINESS BOOK REVIEW

ERA Member Service Action Lines

Avis Car Rental...........................................................era.org
(Click the link on the Member Services page.)
Budde Marketing ......................................... 708-301-2111
buddemarketing.com
Empowering Systems......................................888-297-2750
empoweringsystems.com
ERA Customized Survey Service................................era.org
(Click the link on the Member Services page.)
ERA RepProtect..............normanspencer.com/erarepprotect
ERA Teleforum Audio Library...................................era.org
ERA University (online courses).................................era.org
EYOND: MRSware........................................866-795-8386
mrsware.com
Growth Dynamics.....................growthdynamicsonline.com
Hertz Car Rental........................................................era.org
(Click the link on the Member Services page.)
Insperity .................................................www.insperity.com
ITEM Media ..........................................http://item.media/
JJM Search ....................................................402-721-6590
jjmsearch.com
MRERF (CPMR/CSP programs)	��������������������������mrerf.org
Orgo Sales Engine	������������������������������������������orgosales.com
Rembrandt Advantage	�����������������������������������800-292-7182
rembrandtadvantage.com
Repfabric	��������������������������������������������� 844-737-7253, x225
RPMS software.	���������������������������������������������800-776-7435
rpms.com
Spyre Group........................spyregroup.com/reps/index.htm
TSJM Group .................................................603-560-1673
UPS shipping.............................................................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..................................312-648-2300
Rep & Mfr. Services: Bryan Shirley, CPMR .....267-620-6000
Rep Network Mgmt.: Cesare Giammarco .. ...401-595-7331
Sales/Business Strategy: Craig Conrad..............817-917-8268
Sales Consulting/Coaching: John Simari .........214-325-4117
Sales Team Mgmt.: Timothy L. Conlon...........314-378-3612
Start-ups: Alex Gabbi...............................alex@alexgabbi.com

Other ERA Services & Publications

ERA Meetings & Programs

Find the Fire: Ignite Your Inspiration and Make Work Exciting Again
by Scott Mautz
Copyright: 2017 Amacom
Price: $24.95
Pages: 246 with Index
An unbelievably entertaining read
This is a fabulous book for when you get the “blahs!” You know what I’m talking
about ... those times when you just cannot get out of your own way ... when everything you try to do gets stuck in park and you just can’t understand how you ever got
anything done in the first place.
This is one of those books you should keep in a glass case with a sign that says,
“When you get stuck in a rut, break glass and read book.”
The author, Scott Mautz, has filled each chapter with tips and tools on how to
handle the “anti-muses” that show up and put out your spark on initiative. You know
the ones: fear, boredom, inundation, loss of control,
swindling self-belief, disconnectedness, dearth of
creating, insignificance and lack of evocation. I can
feel the spark of my initiative to even finish this
book recommendation just listing them.
But have no fear, Mautz deftly shows how to
handle each one of these spirit suckers by demonstrating techniques to chase them away and move on
to more inspiring venues. For handling fear he gives
real-life examples of great men like Michael Jordan
and Walt Disney who failed miserably only to use
that failure as a true inspiration to become stronger
and get on the road to success.
For inundation, which is really another form of procrastination, he shows how to
break away from all the causes of putting things off and pays particular attention to the
ever dangerous tendency toward counterproductive perfectionism.
And when we are overwhelmed by loss of control, he demonstrates how to regain that
control with a few simple tactics to face your challenges, such as thriving on feedback,
good or bad, and that all important one we all should master embracing — change.
The one thing we all should remember is that inspiration is not automatic. None of
us has the time or the luxury of sitting around waiting for our muse to show up and
inspiration to strike. Instead, we have to turn to techniques like the ones outlined in
this important book to get our juices flowing again.
The next time you find yourself needing a good swift kick of inspiration, this is the
book to break into.
The next time someone starts taking control of your life, run, don’t walk to the shelf
where you keep this book and crack it open.
Whatever you do, make sure you do it with Mautz’s new book “Find the Fire.”
Dan Beaulieu is the president and founder of D.B. Management, LLC, a consulting firm
specializing in all aspects of sales, marketing and branding with a focus on rep-principal
relationships. His latest book is The PCB 101 Handbook which can be purchased online by
emailing danbbeaulieu@aol.com. Dan is also the author of “It’s Only Common Sense,”
a weekly sales column appearing at pcb007.com. Dan can be reached at 207-649-0879.

• 49th Management and Marketing Conference - Feb. 25-27, 2018
• Board of Directors Meeting - Feb. 28, 2018
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BOOK REVIEW

(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 Salespeople; 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
• 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
• ERA Membership Pins
• ERA Logos

A book review and recommendation by Dan Beaulieu
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CLASSIFIED ADS
(continued from page 28)

REPS AVAILABLE

REPS WANTED

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 area, 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 introduce 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
805-402-7490 Bill Herold - President

Quality PCB Supplier seeks
sales representation.
Rigid PCB, Flex PCB, Rigid-flex PCB, Aluminum PCB, RF PCB, etc.
Fast turn prototypes and high volume productions.
Quality certifications (IS9001, UL and TS16949).
We make it easy for you! Bring us RFQs, we handle the rest!
Very competitive pricing means you can close a high
percentage of sales!
High quality + low cost = great earning potential!!
Contact us today!
Jeff James
E-mail: jeff.j@superpcb.com
Phone: 214-550-9837, Ext. 710

SOLUTIONS PROVIDER
Reps wanted. All territories.

Full line manufacturer/importer.
Strong in PC boards & plastics.
URD AC & D.C. Current Sensors.
Must have following.
949-735-8446
larrysultan@eeurd.net
www.eeurd.net

CLASSIFIED ADS

Ads are due March 9 for
the Spring 2018 issue
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of The Representor, which
will feature the annual
EDS supplement.
Email info@era.org.

ADVERTISEMENT
The Representor | Winter 2018
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Electronics Representatives Association
1325 S. Arlington Heights Road, Suite 204
Elk Grove Village, IL 60007

Automation &
Control Freak?
Same here.

We carry more automation & control brand names
than any other distributor in North America.
It’s true – we checked.

© Allied Electronics & Automation, 2018

Get your A&C fill at

alliedelec.com

1.800.433.5700

