
Electronics Representatives Association

®

SPRING 2019

Inside:
Highlights from the 2019 ERA Conference pages, 8 & 22

From the Top, page 15
Where Are They Now?, page 17

2019 ERA Conference keynote speaker
Curt Steinhorst discusses the great challenges

we face in a constantly-connected world.

How to Reach
the Distracted Customer



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



Don’t miss all the services, information and resources 
available online, 24/7, on ERA’s website.

Visit era.org.

ElEctronics

rEprEsEntativEs association

Advancing and supporting the 
professional field sales function in 
the global electronics marketplace 

through programs and activities 
that educate, inform and advocate 
for manufacturers’ representatives, 

distributors and their principals

Founded 1935

Era HEadquartErs officE
T: 312-419-1432 
F: 312-419-1660

info@era.org  •  era.org

Chief Executive Officer:
Walter E. Tobin
wtobin@era.org

Editor: 
Neda Simeonova

nsimeonova@era.org

Cover: 
Katherine Green

In Bits

Era is a MEMbEr of tHE:
• Alliance of Manufacturers’
Representatives Associations

• Manufacturers’ Representatives 
Educational Research Foundation 

• Small Business Legislative Council

n THE REPRESENTOR (ISSN 1057-0373) 
(Vol. 30, Issue 2), is published by Electron-
ics Representatives Association, 1325 S. 
Arlington Heights Road, Suite 204, Elk Grove 
Village, IL 60007. First annual subscription 
per ERA member company or manufacturer 
member is $15.00. Additional ERA member 
company or manufacturer member annual 
subscriptions are $12.00 each. Non-member 
annual subscriptions are $24.00. Foreign 
annual subscriptions are $40.00. Single 
copies are available at $6.00 per copy. (All 
prices quoted are payable in U.S. dollars.) 
American Express, MasterCard, Visa and 
Discover charges accepted.  

n Copyright 2019 by Electronics Representa-
tives Association. All rights reserved. Printed 
in the United States of America. Except as 
permitted under the United States Copyright 
Act of 1976, no part of this publication may 
be reproduced or distributed in any form or by 
any means, or stored in a data base retrieval 
system, without the prior written permission 
of the publisher.  

n Statements of fact and/or opinion are the 
responsibility of the authors alone and do not 
imply an opinion of the officers or members 
of ERA. Send letters to the editor (regarding 
magazine material) to: Editor, THE REPRESEN-
TOR, c/o ERA, 1325 S. Arlington Heights 
Road., Suite 204, Elk Grove Village, IL 60007; 
info@era.org; F: 312-419-1660. 

Era ExEcutivE coMMittEE
2019 - 2021

Chairman of the Board:
David Norris

President:
Chuck Tanzola, CPMR 

Senior Vice President/Fiscal & Legal:
John O’Brien, CPMR

Senior Vice President/Education:
Tom Griffin, CPMR

Senior Vice President/Membership:
Cameron English, CPMR

Senior Vice President/Industry:
Bob Evans, CPMR

Senior Vice President at Large:
David Fitzgerald

Manufacturer Delegate:
Ken Bellero 

Distributor Delegate:
Chris Beeson

Chief Executive Officer 
(Ex-Officio):

Walter E. Tobin

consultants availablE for 
ExpErt accEss

Accounting & Taxes:
Stan Herzog 

Legal:
Gerald Newman

Executive Searches:
Carla Mahrt

Insurance:
John Doyle

Rep & Mfr. Services: 
Bryan Shirley

Rep Network Management: 
Cesare Giammarco

Sales/Business Strategy:
Craig Conrad

Sales/Marketing Strategy:
Jeff Shafer

Sales/Marketing Strategy:
Steve Cholas

Sales Consulting/Coaching:
John Simari

Sales Team Management:
Timothy L. Conlon

Start-ups:  
Alex Gabbi

For contact information, go to the  
Member Services page at era.org.

advErtising MEcHanical 
spEcifications

Book size: 8-1/2” wide by 11-1/4” deep, untrimmed;  
                8-3/8” wide by 11” deep, trimmed.

Advertisement Sizes (width by depth):

 Non-bleed               Bleed 
                           (untrimmed)*
2-page spread        15-1/4 x 10” **    17-1/4” x 11-1/4”

Full page                   7” x 10”                8-1/2” x 11-1/4”

2/3 page               4-1/2” x 10”          5-1/8” x 11-1/4”

1/2 page island       4-1/2” x 7-3/8”      5-1/8” x 7-3/4”

1/2 page vertical  3-3/8” x 10”         4” x 11-1/4”

1/2 page horizontal  7” x 4-7/8”           7-1/2” x 5-3/8”

1/3 page vertical   2-1/4” x 10”         2-7/8” x 11-1/4”

1/3 page square     4-1/2” x 4-7/8”     5-1/8” x 5-1/2”

1/4 page                 3/8” x 4-7/8”         Not available

1/6 page vertical     2-1/4” x 4-7/8”     Not available

1/6 page horizontal  4-1/2” x 2-1/2”     Not available

* Keep all live matter 3/8” from outside edges.  
** Allows for gutter bleed of 5/8” per page.

To place an advertisement in 
The Representor, contact:

Neda Simeonova at
nsimeonova@era.org.

TA B L E  O F  C O N T E N T S

4 COVER STORY:
 How to reach the distracted customer  
 by Curt Steinhorst 

8 FEATURE ARTICLE:
 Highlights from the 2019  
 ERA Conference 
 by John Hutson, CPMR

22 FEATURE ARTICLE:
 Scenes from ERA’s 50th Anniversary  
 Conference

SPRING 2019

COLUMNS & DEPARTMENTS 

7 SOMEONE YOU SHOULD KNOW:
 Kevin Davis

13 EXECUTIVE COMMENTARY: 
 ‘You’re gonna need a bigger boat!’ 

15 FROM THE TOP:
 Moving ERA forward

16 WELCOME, NEW MEMBERS! 

17 WHERE ARE THEY NOW?: 
 Bruce Anderson

19 LEGALLY SPEAKING: 
 Not so fast! 
 Rep’s statutory rights are protected  
 from getting contracted away

21 MEMBER SERVICES

25 DISTRIBUTOR UPDATE
 Smartsizing electronic distribution,  
 from Long Island to the world

27 MARKETING GROUP DIGEST:
 • Components
 • Materials, Assembly, Production & Supply

29 NEWS BEAT

30 CHAPTER NEWS

33 BUSINESS BOOK REVIEW:
 GAP Selling: Getting the Customer to Yes:  
 How Problem-Centric Selling Increases Sales by  
 Changing Everything You Know About  
 Relationships, Overcoming Objections,  
 Closing and Price

35 EDS AD SUPPLEMENT



2019 ERA Conference keynote speaker
Curt Steinhorst discusses the great challenges

we face in a constantly-connected world.

How to Reach
the Distracted Customer



In the age of distraction, human attention 
is a scarce commodity. 

At the recent ERA 50th Anniversary 
Conference in Austin, Texas, keynote speaker 
Curt Steinhorst addressed the pressing issue of 
reaching an increasingly distracted customer 
at a time when technology developments have 
fundamentally altered the way people work, 
engage, communicate and relate to one another.

According to Steinhorst, the latest research 
shows that despite all available communica-
tion options, people are increasingly harder to 
reach and digital distractions play a huge role. 

“We check our phones every 4.3 minutes 
and we receive more than 200 emails per day,” 
Steinhorst said. “We go home and we spend 
60 percent more time connected to digital 
[devices] than we do in a conversation with 
our significant other.”

In the era of distraction, there is no place 
or activity that is safe, he explained. Even 
when people go to places to be entertained, 
like the move theater, they find themselves 
back on their devices. “In 
fact, nine out of 10 people 
when watching TV today 
are actively using a second 
device,” he added.

Distraction is a massive 
problem that has no age 
boundaries. Surprisingly, 
according to Steinhorst, mil-
lennials are not the genera-
tion spending the most time 
connected to digital devices 
in a given week. While 
research indicates that Gen 
Xers are spending the most 
time on social media every 
single week, when it comes 
to TV watching, baby boom-
ers exceed all age groups. 

So how does digital con-
nectivity translate to connect-
ing with customers? 

While there have never before been so 
many access points to connect with custom-
ers as there are today — phone, email, social 
media, etc.— there is also that much more 
competition for customer attention.

“We have never had so much within our 
immediate reach, but we have never been so 
immediately reachable. We have never been so 
connected or so interrupted. We have never 
had so much information or so little space to 

process any of it. This is what we mean when 
we say we have never been so distracted,” 
Steinhorst stated. 

According to him, “there is nothing more 
valuable than our atten-
tion.” Ultimately, however, 
technology has created a 
radical shift in the way 
people make decisions about 
their attention. One of the 
great challenges people face 
in a constantly-connected 
world is how to grab, capture 
and keep the attention of 
a shifting customer base. 
More importantly, how 
do they manage their own 
distractions and capture the 
attention of others who work 
alongside them? 

“The way we know that 
[attention] is valuable, is by 
how offended we get when 
people won’t give us theirs,” 
Steinhorst said and added: 
“We know that attention is 

evidence of what matters. The truth is, while 
we value it, there are three areas that we often 
undervalue. 

“The first one is we value our customers’ 
attention. But do we value it in the way that 
they value it? People often ask, how do I get 
my customer’s attention and what I often 
ask in return is ‘Are you getting it or are you 
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We have never had 
so much within our 

immediate reach, but 
we have never been so 

immediately reachable. 
We have never been 
so connected or so 

interrupted. We have never 
had so much information 
or so little space to process 

any of it.

by Neda Simeonova
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stealing it?’
“Second, we want customers’ attention 

but we don’t realize that often the most 
effective way of getting it is by better man-
aging our own. 

“And third, we severely misunderstand 
how [attention] actually works.” 

So how does attention work? How do 
people make sure that they put their atten-
tion on what matters? 

At any given moment, people have end-
less options competing for their attention. 
The problem is that they can’t do all of them.

“Our brain is actually hard-wired to 
decide what we are going to pay attention 
to based on what’s most pressing,” Stein-
horst explained. “The pri-
mary system in our brain 
makes us pay attention 
to new, surprising, novel, 
interesting, things that 
would make us die, or 
things that would make 
us thrive. That’s how our 
brain works.”

However, according 
to him, technology has 
eliminated the boundar-
ies and complicated how 
people manage attention 
with customers, family, 
kids, providing infinite 
availability to explore new 
things all the time.

Places are another fac-
tor that shapes people’s attention; however, 
technology has altered that as well. People 
can be on vacation and working; on a 
beach, working; at a family event, working; 
at a baseball game, working; and people can 
be at work, but not working. All this is also 
having an impact on people’s relationships 
with their customers, Steinhorst explained. 
One of the key reasons for that is that 
everyone is trying to do more. 

“The volume of what people have to 
manage has never been higher,” Steinhorst 
said. “On average, people today are con-
suming 500 percent the amount of infor-
mation as someone in 1990. If we put too 
much in our short-term memory, nothing 
moves to long-term. Despite that fact, we 

see an acceleration. But how much more 
can we get done? We don’t have an acceler-
ated relationship with time. And when we 
try to, we end up with some significant 
consequences [because] we are not wired to 
be able to accomplish work in that manner.” 

Thus, Steinhorst suggested that people 
have to recognize the need to take time in 
order to actually be efficient with time. 

“When you try to do two things at the 
same time, the quality of the work goes 
down and our ability to differentiate impor-
tance is lost,” he said. “If we start to under-
stand what creates frustrations in a world 
where all is available all the time, it changes 
what we expect with how we are going to 

put in our attention and 
where we are going to put 
it.” 

He added, “In the face 
of infinite competition, 
confusion reigns.”

So how do people deal 
with all this confusion? 
Steinhorst recommended 
that people shift from 
the belief that their only 
value proposition is being 
available and responsive. If 
not, he warned, they will 
actually lose what makes 
them competitive and 
what makes them valuable 
in the process. 

Thus, there must be 
a shift in the critical role that sales reps 
play to capture customers’ attention. The 
number one responsibility of sales reps 
today is to help their customers identify 
what matters; number two is to save their 
attention for what matters the most; and 
number three is to actually reaffirm that 
they matter. 

“Your value proposition has never been 
more clear if you value your own and your 
customers’ attention,” Steinhorst said. 
“Access is the enemy of ingenuity. We have 
to find time when we are reliably unavail-
able by simply creating intentional times 
and places throughout the day to be fully 
unplugged in order to prioritize and assign 
what actually matters today.”

This article was written by Neda Simeonova, editor of The Representor.

Curt Steinhorst 
Founder
Focuswise Inc.

Curt Steinhorst is the 
bestselling author of “Can 
I Have Your Attention? 
Inspiring Better Work 
Habits, Focusing Your Team, 
and Getting Stuff Done in 
the Constantly Connected 
Workplace.”

He is on a mission to 
rescue us from our distracted 
selves. After years studying 
the impact of tech on human 
behavior, Steinhorst founded 
Focuswise, which equips 
organizations to overcome 
the distinct challenges of 
the constantly-connected 
workplace.

Diagnosed with ADD 
as a child, Steinhorst knows 
intimately the challenges 
companies face to keep the 
attention of today’s distracted 
workforce and customer.

For more information, 
visit www.curtsteinhorst.com.

Technology has eliminated 

the boundaries and 

complicated how people 

manage attention with 

customers, family, 

kids, providing infinite 

availability to explore new 

things all the time.



SOMEONE  YOU  SHOULD  KNOW

Tell us a little bit about yourself.
I live in Scottsdale, Ariz., and I am 52 years 

young. I am one of the few Arizona natives. I 
live with my wife, Jennifer, and our two chil-
dren Katelyn (age 7) and Chase (age 5). I have 
four children with two of the four living with 
us. Ryanne (age 24) lives in Brookings, S.D., 
and Rhett (age 22) works as a line man for 
our power company in Chandler, Ariz. Both 
older children are from my first marriage. 
I have run Techni-Source Corporation as 
President since 1996 when I took over for my 
father at the age of 31. Last year, I celebrated 
30 years in the rep business. Prior to that, I 
worked for Motorola from 1984-1988 while 
attending college at Arizona State University 
where I earned a Bachelor of Science Degree 
in Business Marketing.

What are some things you enjoy outside 
of the workplace?

I play hockey three times a week. I like to 
ski, hike and golf. I also enjoy doing things 
with the family like attending events, festivals 
and vacations. I like to cook at home, but also 
enjoy dining out and listening to music, as 
well as watching sports.

How long have you been an ERA mem-
ber and how long in the rep business?

Techni-Source has been in business since 
1987 when my father, Ken Davis, founded the 
company. He was western regional manager 
of Sprague Electric company (Acquired by 
Vishay around 1990). Sprague made a decision 
in 1987 to go rep and my father hired all the 
reps in the Southwest and then put himself on 
in Arizona. I left Motorola and came on board 
in 1988. I made the decision to join ERA in 
2017 and I am happy that I did. I became 
vice president of the Arizona Chapter of ERA 
shortly after joining, and since then our chapter 
has been recognized with Chapters of The Year 
awards for its activities. 

How did you become interested in 
being a rep in the electronics industry?

My father got me interested when I was 
in college. He taught me a lot about the rep 
business.

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

I like the fact that I have the freedom to 
go out every day and make my own schedule 
and meet lots of different people. It is freedom 
over most jobs which makes the business so 
enjoyable and successful. I believe that if you 
are pulling into the same parking space every 

day and are told what time you have lunch 
and breaks, or told what to do every second 
of every work day, job satisfaction will not be 
there and you will watch the clock to get out 
of there. I found that at Techni-Source I am 
always trying to slow the clock down during 
the day to get more done, while at Motorola, I 
was looking to speed things up.

Briefly describe your rep firm.
Techni-Source is a highly respected manu-

facturers’ representative firm celebrating 30 
years in business. We represent select electron-
ics component and connector manufactur-
ers, and are responsible for the sale of their 
products in Arizona; Clark County, Nevada; 
New Mexico; El Paso, Texas; and the Mexico 
border areas of Nogales and Juarez.

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

Our CRM system has really helped us do 
more with less. We have eight people on staff, 
but we can accomplish the work of a 12- to 
14-person firm. We don’t hold staff meetings 
on Mondays anymore. We used to spend from 
half to a full day every Monday getting orga-
nized, but now everything is done on the fly 
and paperless through the CRM. This gives us 
up to 20 percent more time with customers.

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

I have met a lot of great people in my local 
market as vice president of the Arizona Chap-
ter that I would not have met normally. I feel 
more comfortable reaching out to them. Also, 
I have met a lot of great people all over the 
country through ERA National. People feel 
more comfortable referring new lines to you if 
they know you. You really can’t have enough 
friends in this business.

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

I try to keep up with LinkedIn and Face-
book and I have Techni-Source sites on both. 
I think they are great tools for the trade.

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

I enjoy doing IT work and fixing things. I 
have learned that as soon as you fix someone’s 
computer one time, you are now their IT 
person for life!

I also have dabbled in beer making!
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Kevin Davis
President
Techni-Source Corporation

 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 Kevin Davis, president of 
Techni-Source Corporation, located in 
Mesa, Ariz.
 The Representor asked Kevin a few 
questions about his time in the electron-
ics rep business and his experiences with 
ERA. Here is what he had to say.



FEATURE  ART ICLE
 

ERA asked 2019 Conference Committee Chair 
John Hutson to share his insights about this year's 
50th Anniversary Conference, including what were 
some of his personal and professional experiences at 
the conference in his role as conference chair; how 
will the knowledge and new business connections 
gained during the conference impact his business; 
and what are his key takeaways from the event? Here 
is what he had to say.

What was the highlight of this conference? 
Wow – this is a very difficult question for me 

to answer.  
I struggle with this question because my role as 

conference chair was such an incredible experi-
ence both personally and professionally that pro-
viding a single highlight is extremely challenging.

Personally, I get a tremendous sense of reward 
in being part of a team that creates something 
from scratch as part of a project. This experience 
is even more rewarding when the team is as dedi-
cated to a project as this planning committee was 
to ERA’s 50th Anniversary Conference. My posi-
tion as conference chair allowed me to work with 
all the members of this team. To see the results of 
their efforts come together and be on full display 
over two and a half days instilled in me a tremen-
dous sense of pride. This was certainly a personal 
highlight for myself and I encourage all of you 
to consider being part of future ERA Conference 
Planning Committees.

On a professional note, a highlight of this 
year’s ERA Conference that resonated with me 
can be tied directly back to the “Embracing 
Tomorrow” part of the conference theme. Many 
of the general and breakout sessions had a very 
futuristic theme and I always like to hear what 
others think about how the future is going to 
affect how we do our jobs. Much was shared 
about what the manufacturers’ rep firm of the 
future might look like and what will be expected 
of them; what the salesperson of future might 
look like and what skillsets will be required for 
their success; and what changes the future might 
bring to the roles and responsibilities of the 
manufacturers’ rep, manufacturer, and distribu-
tor in order to best sell product to the customer. 
I found the diverse perspectives around what 
changes the future might bring relative to these 
interrelationship topics to be incredibly valuable. 
And the conference provided me the opportunity 
to reflect on what changes I should consider now 
to assure that my organization is well positioned 
to adapt to these changes tomorrow.

Were there any parts of the conference that 
you found especially useful for your business?

ERA’s focus on education as a core component 
in its’ goal to set high standards for professional-
ism in our industry is always front and center 
at the conference and this year was no different. 
The conference program continually provides 
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Highlights from the 2019 ERA Conference



opportunities to be better informed and enlight-
ened of best practices and trends that are taking 
place in our industry. Although I always like to 
hear from professionals about certain topics, the 
fact that so much of the learning opportunities 
come from industry peers is very special.

This year, I was particularly impressed by 
the prognostications around the importance of 
data, automated intelligence, virtual reality, and 
changes to the manufacturers’ representative’s role 
in marketing to be very insightful. These perspec-
tives left me convinced that we are going to be 
doing things differently in the very near future 
and the conference has me thinking of changes 
that I need to be considering now to assure that 
my organization is best positioned for success 
when these changes come. This was certainly 
worth the price of admission.

How will the conference impact execution 
of your job/business?

I have a long list of things that I learned from 
the conference that I am excited to implement, 
but how much the conference impacts your busi-
ness depends on how willing and disciplined you 
are to execute on a manageable number of your 
takeaways. This is so important, because after the 
conference, we all return to the tactical part of our 
business that is our hamster wheels and we have a 
hard time addressing some of the strategic lessons 
that were learned. I hope that this article reminds 
attendees to take a strategic time out, review their 
notes, and consider a timeline for the top things 
that they have learned.  

I see the ERA Conference as the best profes-
sional learning experience that our industry has 
to offer, and therefore I try to bring as many team 
members as I can. Although I find that there are 
many advantages to having my teammates partici-
pate, our ability to attend all breakout seminars 
and get different perspectives on all that the 
conference has to offer is the most valuable. This 
requires an immediate download that we have 
after the conference closes, along with a follow up 
once we get off our hamster wheel. If possible, I 
encourage attendees to bring other members of 
their team and to make sure that providing for the 
same collective download is done. I always find 
the feedback to be very interesting.

How would you rate the quality of the 
networking at this event?

MacInnis Group continually tries to support 
as many industry events as possible on a local, 
regional, national and international basis with 
networking in mind. We are very much in the 
people business and networking remains a very 
important part of what we do. However, network-
ing is not just shaking someone’s hand, or getting 
their business card. The true magic of network-
ing is when an introduction is reinforced by the 

sharing of knowledge. Out of all the events that 
we participate in, no other event provides the 
opportunity to network at this level by design.  

Be it the all-inclusive cocktail reception, 
round table assignments for keynote and general 
sessions, the interactive breakout seminars, the 
fun that is had at the networking dinner, or all 
of the time in between, ERA strives to create an 
environment where everyone is encouraged to 
make introductions, ask questions and share their 
experiences and ideas; be engaging. As a result, 
I am convinced that no other event provides as 
much opportunity to network with top profes-
sionals in our industry at the level of intimacy as 
does the ERA Conference.

Personally, I can think of multiple individuals 
that I had the opportunity to meet at ERA con-
ferences that are not just colleagues, but friends. 
I don’t know if I ever would have had such an 
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opportunity elsewhere.

What is it about the breakout session that make them so popular?
The breakout sessions continue to be one aspect of our conference that probably 

stands out the most. You know that it was a great conference when 100 percent of those 
who responded to our post conference survey said that they would highly recommend the 
ERA Conference to a colleague and that the most common complaint was that the break-
out sessions were so good that the respondents wish that they could attend them all.  

This was not always the case. We only have so much time, and to add breakout ses-
sions requires that we take time from somewhere else. In fact, the first ERA Conference 
that I helped plan in 2013 had six general sessions, but since that time, in response to the 
post conference feedback, the Conference Committee reduced that number to five and 
then to four. It is interesting that as much feedback as we get about disappointment in 
not being able to attend enough breakouts, we continue to get feedback asking for more.

I firmly believe that the breakout sessions continue to be a key part of the conference’s 
success because of the degree of interaction that is considered in their planning and encour-
aged in their delivery. A high level of participation from the attendees is a key element 
for a successful breakout, and the willingness of some of the industry’s top minds to lead 
breakouts has been a major contributor to the breakout sessions success. At the end of the 
day, however, the breakout sessions are all about content, content, content — and the credit 
for this belongs entirely to the creativity, diversity, experience, and professionalism of the 
Breakouts Planning Sub-Committee. Working with them was truly an amazing experience.

Who would benefit from attending the conference? 
In the past, the ERA Conference was attended predominately by rep owners, along 

with some manufacturing members, but that has certainly changed to some degree. The 
addition of distributor members has contributed to a more diverse attendee list. How-
ever, I feel that the real driving factor as to who benefits from attending the conference 
is the content.

On the surface, the content of the conference has become very relative to anyone 
who has a vested interest in how to successfully participate in the field sales function of 
electronic parts and services. As a result of this content, anyone who needs to or wants to 
better understand and contribute to all aspects of a field sales team has much to benefit 
from attending an ERA Conference. I always try to bring my team members who are 
active in sales and distribution management, contribute to the long-term strategy of the 
organization, or have not been to an ERA Conference and wish to do so.

What is involved in the conference planning process? .
The planning process for the ERA Conference begins before the prior conference ends 

because the following conference chairperson is already planning to align their team. After 
the post conference survey results are digested and a list of volunteers is created, the chair-
person strategically picks four reps and four manufacturers/distributors to co-chair the four 
sub-committee positions — Keynote, General Sessions, Breakout Sessions, and Sponsor-
ship. This group, along with a few others, makes up the core Conference Committee.

After the core committee is established, the chairperson assists the sub-committee co-
chairs in picking their sub-committee members, at which point a series of core committee 
and sub-committee conference calls are scheduled.

It is during these sub-committee calls that the content for each sub-committee is 
created, while the progress of these calls is reported by the co-chairs back to the core com-
mittee for further discussion and review.

This structure allows for the delegation of responsibilities and the entire process has 
been incredibly streamlined. When you add the professional support of ERA Events 
Coordinator Erin Collins and the rest of the ERA staff, the commitment in time is mini-
mal and your participation can be very rewarding.

I have answered questions at length regarding how invaluable ERA’s conference has 
been to my organization and our industry, but I have neglected to recognize the generous 
support of the conference sponsors.  

This year’s 50th Anniversary Conference brought in a record number of sponsors. This 
allowed us to spend money on world class speakers and support the entire event from 
start to finish. Without all of you we would not have a conference and the entire ERA 
membership is grateful for your support. n

FEATURE ARTICLE: Conference highlights
(continued from page 9)  
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John Hutson, CPMR 
President 
MacInnis Group

John Hutson, CPMR, is president 
of MacInnis Group and 2019 ERA 
Conference committee chair. He joined 
MacInnis in 1992. Prior to that, he held a 
sales engineer position at the Tyco Printed 
Circuit Group.

Hutson has held numerous New 
England Chapter level positions, is 
presently chapter president and has been 
involved on the past two ERA conference 
committees. He has a B.A. from Syracuse 
University, and an M.A. from Wesleyan 
University. 

During his free time, John enjoys 
skiing in the winter, golfing in the 
summer and travels year-round. 

Hutson can be reached at  
john@macinnis-company.com, or  
at 781-762-8090.



12   Spring 2019  |  The Representor

C
H

A
P

T
E

R
 A

D

New York ERA is proudly 
led by these volunteers:

Chairman of the Board: 
John Beaver
GSA Parallax

President 
& National Delegate:

Steve Alford
Superior Technical Solutions 

Corp. 

VP / Membership & Secretary:
Paul Pacent

Pacent Engineering Corp.

Treasurer:
Art Rea

Board Members:
Rick Vairo

Aurora Marketing

Robert Foertsch
Win-Cor Electronics

For information about 
New York ERA, visit 

erametrony.org

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-MacInnis
www.cfe-macinnis.com

hank@cfe-macinnis.com 

Fusion Sourcing Group Inc.
www.fusionsourcingcom

ctanzola@fusionsourcing.com

GSA Parallax
www.gsatech.com

jbeaver@gsatech.com

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

Sertech MCM
www.sertechmcm.com
joed@sertechmcm.com

Smith/Hartman Co.
(div. of Sidney Smith Assoc., Inc.)

smhtmnco@aol.com

Superior Technical Solutions Corp.
www. superior-tek.com
sales@superior-tek.com

Sylvester Sales Associates Inc.
sylsales@earthlink.net

www.sylvestersales.com

Three Technologies LLC
www.threetechnologies.com

jfrank@threetechnologies.com

Vertical Engineering Sales 
www.verticalengineeringsales.com

eprevot@verticalengineeringsales.com

WIN-COR Electronic Sales Corp.
www.win-cor.com

wilson@win-cor.com 

For top sales coverage in metro 
New York, lower New York State, 
Long Island, northern New Jersey, 

Fairfield County, Connecticut, 
count on these member firms of 
New York ERA!
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“You’re gonna need a bigger boat!” 

This statement was made to Quint as 
Captain of the Orca, the shark-hunting boat 
in JAWS. It remains as one of the all-time 
great ad-libbed lines. If you have never seen it 
as it was out 44 years ago (Yikes! Am I dating 
myself?), go find it on the web and watch it. 

Several folks reminded me of this line dur-
ing our 50th Anniversary Conference in Aus-
tin back in February. The funny reference was 
to the fact that our confer-
ence was SOLD OUT 
once again this year with 
the audience in the room 
approaching 400! Many of 
the attendees came up to 
me with congratulations 
while noting the SRO 
atmosphere. However, 
they also “cautioned” me 
to not become a victim 
of our own success; not 
to lose that “secret sauce” 
that makes our conference 
so special and somewhat 
unique. Our conference of-
fers attendees the opportu-
nity to choose the breakout 
topics that THEY want to listen to as opposed 
to a one-size-fits-all agenda. 

We certainly are looking to take this advice 
to heart while we walk the tightrope dur-
ing the planning session for our 2020 ERA 
Conference, scheduled for Feb. 23-25. But 
exactly how do we pull this off? An interesting 
dilemma for us for sure!

All of us at ERA are most appreciative and 
quite humbled at the resounding turnout at 
our conference. As we often say, it is YOU, the 
ERA members, who make ERA the great or-
ganization that it is. Your investment in time 
and precious treasury do not go unnoticed. 
More importantly, your active participation in 
our conference “hands-on” format allows for 
many lively discussions at both the General 
Sessions and the Breakout Sessions. Trust me 
when I say that your passion and commitment 
is never taken for granted. 

Our conference is perhaps one of the 
most tangible services that ERA provides 
to its members. It provides a venue that is 
casual and informal, allowing for small and 
large reps, distributors and manufacturers 
to mingle and discuss common issues. As 
we often learn, regardless of the size of our 
company, our issues are the same. Even if we 
are competing reps or distributors in the same 
territory, or manufacturers with the same 
products/technology, we can often quickly 
get on a common ground, share best practices 

on how we may have ad-
dressed this issue ourselves 
and learn from each other 
as fellow industry citizens. 
It allows our company 
presidents, VPs and sales 
personnel to actively in-
teract with and learn from 
each other. In many cases, 
this one-of-a-kind event 
provides us the opportunity 
to meet industry folks that 
we would never meet due 
to geography or competi-
tive challenges.

So, how can you help, 
you ask? 

Our planning process for the 2020 Con-
ference has already begun! We are position-
ing our different conference committees 
and sub-committees who will guide us in 
selecting the best content for our general 
sessions and breakout sessions and providing 
speaker recommendations. We are looking 
for volunteers to help us put on another great 
conference - with real and applicable content 
delivered by OUR ERA experts! The hours 
are long and the pay is lousy, but the reward 
is priceless!

So, do we really need or even want a “big-
ger boat”? It is really up to you as you guide 
our committee into the 2020 Planning Process 
- come help us figure out how to keep our 
boat the same size while delivering another 
great event! 

Your captain.

EXECUT IVE  COMMENTARY

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

‘You’re gonna need a bigger boat!’

All of us at ERA are most 
appreciative and quite 

humbled at the resounding 
turnout at our conference. 

As we often say, it is 
YOU, the ERA members, 
who make ERA the great 
organization that it is. 
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Celebrate the Past, Embrace Tomorrow
Feb. 24 - 26, 2019 • AT&T Conference Center • Austin, TX

50th Anniversary ERA Conference

ERA extends its deepest thanks to these generous sponsors
of ERA’s 50th Anniversary Conference! 

ANNIVERSARY SPONSOR
The TTI Family of Companies: TTI Inc., Mouser Electronics, Sager Electronics, TTI Semiconductor Group, RFMW, Ltd.

Save the date for next year’s ERA Conference - February 23 - 25, 2020!

BENEFACTOR 
Triad Magnetics 

DOUBLE PROGRAM SPONSOR
Sensata Technologies

PROGRAM SPONSORS
Avnet Inc.
Newark element14
Schaffner EMCDIAMOND SPONSORS

Budde Marketing Systems
Catalyst Sales Inc.
Empowering Systems Inc.

Fralia Co. & Associates
Kruvand Associates Inc.
MacInnis Group
WESCO Sales Group

Allied Electronics & Automation
American Bright Optoelectronics Corp.
ArKco Sales Inc.
Astron Electronics Inc.
Bivar Inc. 
Brainard-Nielsen Marketing Inc. 
CC Electro Sales Inc.
Cain-Forlaw Company
Coakley Boyd and Abbett
Control Sales Inc.

Cornell Dubilier Electronics Inc.
D-M Associates LLC
E-T-A Circuit Breakers
EK Micro
Hughes-Peters
Luscombe Engineering of San Francisco (LECSF)
Mel Foster Company
R. C. Merchant & Co. Inc.
Mornsun Guangzhou Science & Technol. Co., Ltd
Net Sales Company

New England ERA
Norris & Associates
Northern California ERA
O'Donnell South Inc.
Para Light
Performance Technical Sales Inc.
Pinnacle Marketing
South Atlantic Component Sales (SACS)
Spectrum Sales
STRAUBE Associates Inc.
TDK-Lambda Americas Inc.

PLATINUM SPONSORS

Erickson Sales Inc.
JJM Search

Johnson Company Inc.
Laird Performance Materials 

GOLD SPONSORS
Peerless Electronics
Sumer Inc.

AiSHi
Allied Enterprises
Astec Components Limited
Aurora Group
Chicagoland-Wisconsin ERA
ComRep Inc.
Doran Associates
Florida-Sunshine ERA
Fusion Sourcing Group Inc.
GSA Parallax

Huntsinger Group LLC
ITEM Media
Logix Sales & Marketing
Master Electronics
Metz Connect USA
Michigan ERA
OTTO Engineering Inc.
Repfabric
Rocky Mountain ERA
Signal Enterprises Inc.

SMC Diode Solutions
G. L. Smith Associates
Southwest ERA
Spirit of St. Louis ERA
Superior Technical Solutions Corp.
TSJM Group
Tech Marketing
Tech-Mark Sales
Tech-Trek Ltd.
Wallace Electronic Sales

SILVER SPONSORS

Aces North America/DNA Group 
Carolinas ERA
Conquest Technical Sales
Empire State ERA

Empire Technical Associates
Metro New York ERA
Octopart
Schoenberg, Finkel, Newman & Rosenberg LLC 

BRONZE SPONSORS
Vicor Corporation
VirTex Enterprises



Let me begin by thanking the ERA Board 
of Directors for the distinction of being 
elected your president — I am truly humbled; 
and in recognition of the trust inherent with 
this honor, I will work hard with you, the  
Executive Committee (XCOM), our CEO, 
and the entire talented ERA staff to continue 
to strengthen the association.

Speaking of the XCOM, let me also wel-
come Cameron English, CPMR, of English 
Technical Sales Southwest; Dave Fitzgerald of 
WESCO Sales Group Inc.; 
and Tom Griffin, CPMR, 
of Catalyst Sales Inc. as they 
join the committee. I look 
forward to your collective 
insight, and working with 
each of you.  

And, I would be remiss 
if I did not acknowledge the 
significant contributions of 
Dan Parks, CPMR, of West 
Electronic Solutions and Ka-
thie Cahill, CPMR, of Net 
Sales Company, whose terms 
on the XCOM have come to 
an end. You have both served 
with wisdom, distinction, 
and faithfulness — and I 
speak for the entire association in extending our 
sincere thanks and appreciation to you both. 
While your terms on the XCOM have ended, 
your contribution to our association continues.

Impressions from Austin
As I write this, I’ve just returned from 

the ERA 50th Anniversary Conference in 
Austin, Texas, where we “Celebrated the Past” 
while learning to “Embrace Tomorrow.” This 
conference continues to be one of the premier 
networking and educational events in our 
industry; and our association should be very 
proud of both the product and the devoted 
efforts of the large team of volunteers and 
staff who put the conference together. Thank 
you all for a job well done!

A number of takeaways from the confer-
ence are running through my head: What 
better questions can I ask? How do I get the 
distracted customer’s attention? How do I 
apply data analytics more effectively? What is 

your non-verbal communication telling me? 
(More importantly, what are my non-verbals 
saying to you?) I’m sure I will need some time 
to process these and other thoughts, but two 
things from the conference stand out to me.

First, when we celebrate the past, it is the 
people and relationships in our industry that 
are the focus of our attention. 

Second, as we embrace the future, it is the 
accelerating rate of change in the technologies 
of tomorrow that dominate our thoughts. I 

invite you to take a look 
at the conference open-
ing video — available on 
the ERA website. I think 
you’ll see what I mean.

Embrace the future: 
ERA objectives

With these two points 
providing perspective, 
I believe ERA must 
continue to move forward 
as an association, facing 
the inherent challenges 
in front of us with the 
following objectives and 
priorities.  

1) Focus on our mission 
and relationships; prioritizing and never losing 
sight of providing value to the people of the 
600-plus member companies of our association; 
including on the national level and through our 
unique local chapter structure.  

2) Work to strengthen the operations 
infrastructure of our association; including 
providing staff development and growth op-
portunities as appropriate; widening volunteer 
opportunities and engagement points for our 
members; and building our financial base 
within the guidelines of our association by-
laws to position us to both capitalize on future 
opportunities and weather future storms.

3) Continue to be a good industry citizen 
– globally; seeking to work collaboratively 
with complementary organizations such as 
ECIA, EDS, MRERF, electronica and others.

The XCOM has been working on all of 
these issues (and others); and will continue to 

FROM  THE  TOP

Moving ERA forward 

by Chuck Tanzola, CPMR 
The Fusion Sourcing Group Inc.
ERA President
ctanzola@fusionsourcing.com 
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I believe ERA must 
continue to move forward 
as an association, facing 

the inherent challenges in 
front of us ...

(continued on page 24)



WELCOME, New Member s !

These companies joined ERA since January 2019.  
(The ERA chapter of each rep firm is listed in italics after the company name.)

REPRESENTATIVES

Ardent Inc.
(Carolinas)

John Woodhouse
www.ardentgo.com

Q&T International LLC
(Dixie)

John Zhang
www.pcbfabservice.com

Remantech LLC
(Pacific Northwest)

Steve Wells
www.remantech.com

Veridane LLC
(New England)
Paul Fitzgerald

www.veridane.com

MANUFACTURERS

American Opto Plus LED Corp.
Eric Wu

www.aopled.com

BeStar Technologies Inc.
David Waddick

www.bestartech.com

Coto Technology Inc.
Bernd Helbig
Tim Resker

www.cotorelay.com

Cynergy3 Components LLC
Bob Manus

www.cynergy3.com

Epson America Inc.
Lisa Liotta-Valine
www.epson.com

HALO Electronics
Jon Heaton

www.haloelectronics.com

Hasco Relays & Electronics Intl. Corp.
Paul Kahan

www.hascorelays.com

Jauch Quartz America Inc.
Christian Schwenk

www.jauch.com

Linear Manufacturing
Robert McMartin 

www.linearmfg.com

Marquardt Switches
Peter Hogan

peter.hogan@marquardt.com

The Phoenix Company of Chicago Inc.
Mike Machura

www.phoenixofchicago.com

Semitech Electronics Inc.
Max Chen

www.semitech.cn

C.A. Spalding Co.
Javier Kuehnle

www.caspalding.com

SUNS International LLC
Fan Ye

www.suns-usa.com

TCE Inc.
Joseph Fama

www.tce-ems.com

Thales Visionex
Robert Morin

www.thalesvisionix.com

Wintec Industries Inc.
David Jeng

www.wintecind.com

Xiamen SET Electronics Co. Ltd.
Dennis Chen

www.setfuse.com

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.

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.

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 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. 

n Certificate of completion 
for each course.
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WHERE  ARE  THEY  NOW?

ERA asked me to let you know what old 
reps do. So, I am writing this on my 84th 
birthday from Bonita Springs, Fla. Hope you 
will not be bored. I was born and raised in the 
Chicago area, received a B.A. in economics 
from Ripon College where I met my wife Ann, 
then received an MBA from Indiana University, 
followed by service to our country as a Nike 
missile battery commander. In 1960, my father 
offered me a job in his five-year-old rep firm 
selling electronic components. The transistor 
had just been developed. We were off on a wild 
ride of success and growth!

My father encouraged me to get involved 
with ERA, which I did with the Chicagoland-
Wisconsin Chapter. I also attended the first 
Business Management Institute at the Universi-
ty of Illinois. I was present at the second annual 
ERA conference in 1964 and every successive 
one until my retirement in 2000. The ERA 
conferences made me aware of the advantages 
of continuing education, networking and suc-
cess by giving back. While our firm grew and 

prospered, I received great satisfaction from my 
friends, colleagues and industry involvement. A 
“rep study group” evolved where we met annu-
ally to exchange information on our successes 
and failures, borrowing from each other to 
improve our organizations.

I served as president of the Chicagoland-
Wisconsin Chapter, and then chaired both the 
National Business Committee and two annual 
conferences. I was later elected as the vice 
president of ERA National, and served 12 years 
on the Executive Committee (XCOM) going 
through the chairs to president and chairman. 
At the same time, I was a board member and 
president of the EDS Show Board. During this 
period, my sons, Craig and David, joined our 
growing firm.

At the 1984 ERA Conference held in 
London at the White Pin Dinner, we raised 
$250,000 which was used as seed money to 
create the Manufacturers’ Representatives 

Harry Abramson founded Electronic 
Salesmasters Inc. in 1972. He established 
industry notoriety by virtue of his firm’s 
peak performance, hundreds of articles 
and speaking appearances at ERA’s na-
tional conferences and chapter meetings 
and sister trade association MANA. He 
has an electrical engineering degree from 
Temple University and entered the elec-
tronics industry as an engineer at RCA in 
Camden, N.J. 

His ERA involvement includes serv-
ing as vice president of the Components 
Group and president of the Ohio Chap-
ter. Under his leadership, the chapter 
was awarded the National Chapter of 
the Year Award. Abramson recently was 
recognized with ERA’s prestigious Life 
Membership Award. 

You can reach Harry J. Abramson  
at 216-406-4119 or email him at 
hja725@yahoo.com.

by Harry J. Abramson 
Founder (Retired)
Electronic Salesmasters Inc. 

Recognizing past industry leaders

(continued on page 24)

ERA has had a limited number of iconic leaders, just as in the world of politics and 
business. This column is designated to salute their efforts and celebrate their accomplishments 
and contributions to ERA, our proud trade association. We are honored to recognize Bruce 
Anderson who epitomizes the perfect rep in the eyes of many. Keep reading and you will find 
out why he’s a “Hall of Fame” recipient. 

— Harry J. Abramson

 Bruce Anderson (center) with his sons Craig and David. 

Where is Bruce Anderson now… 



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

Adapt Electronics 
adaptelectronics.com 

Contact: Gary Hilgeman 
gary@adaptelectronics.com 

ATMI 
www.atmisales.com 

Contact: Kylan Gerard 
kylan.gerard@atmisales.com 

Cascade Sales Inc. 
cascade-sales.com  

Contact: Tim LeBrun 
tim@cascade-sales.com   

Doran Associates Inc. 
doransales.com 

Contact: Tim Doran, CPMR 
tim@doransales.com 

Electro-Design 
electro-design.com 

Contact: Casey Manfrin 
info@electro-design.com 

Electronic Component Sales 
ecsrep.com 

Contact: Brad Woolbridge 
ecsrep@ecsrep.com 

Halbar-RTS Inc. 
halbar.com 

Contact: Robert Shane, CPMR 
halbar@halbar.com 

HALCO Inc. 
halco-sales.com 

Contact: George Alecci, CPMR 
galecci@halco-sales.com  

W. Koop & Associates 
wkaei.com 

Contact: Walter Koop 
wkoop@wkaei.com  

Luscombe Engineering NW 
lec-nw.com 

Contact: Mike Volpigno 
mvolpigno@lec-nw.com 

MaRCTech2 Inc.  
marctech2.com 

Contact: Jennifer Eby 
jennifer@marctech2.com 

Northmar Inc.  
northmar.com 

Contact: Robert A. Entrop 
rick@northmar.com 

Remantech LLC 
remantech,com 

Contact: Steve Wells 
steve@remantech.com 

Straube Associates 
straubemtn.com 

Contact: Terry Uht 
tuht@straubepnw.com 

Tom Stevenson & Associates 
Contact: Tom Stevenson 

emgpdx@nwlink.com 

Temco Northwest 
temconorthwest.com 

Contact: Tod Ege  
tode@temconorthwest.com 

Temper Technical Marketing 
temper.com 

Contact: William P. Schaer 
wschaer@temper.com 

WESCO Sales Group Inc. 
wesco-sales.com 

Contact: Dave Fitzgerald 
davef@Wesco-sales.com 

Westmark Electronics Inc. 
westmarkco.com 

Contact: Dave Wilkes 
dave.wilkes@westmarkco.com 

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 
Jennifer Eby, Secretary - jennifer@marctech2.com 
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Not so fast! 
Rep’s statutory rights are protected 
from getting contracted away

(continued on page 26)

by Gerald M. Newman
ERA General Counsel

Gerald M. Newman and Adam J. 
Glazer are partners in the law firm of 
Schoenberg Finkel Newman & Rosenberg 
LLC, and they serve as general counsel to 
ERA. They are also regular contributors 
to The Representor, and participate in 
Expert Access, the program that offers 
telephone consultations to ERA members.

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
ERA General Counsel

LEGALLY  SPEAK ING

Just when independent reps seem to have 
grown familiar with the sales rep protection 
statutes enacted in most states to help level the 
playing field with their principals, more and 
more of their contracts seem to get drafted 
with the aim of stripping those protections 
away. But are provisions inserted into rep con-
tracts limiting sales rep statutes enforceable?

Before answering, a 
quick refresher is in order.  

State legislatures who 
have passed these statutes 
recognize the important 
function sales reps play in 
their economies and have 
taken thoughtful steps to 
protect their commission 
streams upon termination.  

California’s statute, for 
example, expressly notes 
“that independent whole-
sale sales representatives 
are a key ingredient to 
the California economy.” 
Because sales reps “spend 
many hours developing 
their territory in order 
to properly market their 
products,” the California legislature recognizes 
that they “should be provided unique protec-
tion from unjust termination of the territorial 
market areas.”

A common theme among the states with 
sales rep protection acts is incentivizing their 
principals to timely pay commissions due. 
More accurately, the state statutes that have 
“teeth” disincentivize principals from with-
holding commissions after termination by 
enabling such principals to be found liable for 
double or triple the amount of withheld com-
missions, plus attorneys’ fees.

Perhaps to get around these protections, 
manufacturers often insert language into rep 
contracts making them subject to the laws of 
a different state, which is often a state with no 
sales rep protection act, a weaker act or one 
that is not applicable. A Massachusetts rep, 

for example, expecting to be protected by her 
home state’s strong rep statute when a dispute 
erupts, can end up sorely disappointed should 
her rep contract be governed by the laws of 
Delaware, which has no rep statute.

Efforts to protect the sales rep  
protection statutes

Fortunately, many 
legislatures have grown 
wise to this maneuver, and 
have taken measures to 
prevent reps from losing 
the protections contained 
in their home state statutes 
upon signing a principal’s 
heavy-handed contract. 
While sales rep protection 
statutes vary state to state, 
most contain a provision 
invalidating any contract 
term that would negate or 
limit the rights provided 
or would make the con-
tract subject to the laws of 
a different state.

The New Jersey rep 
statute employs language 

similar to many others: “A provision in any 
contract between a sales representative and a 
principal purporting to waive any provision 
of this act, whether by express waiver or by 
a provision stipulating that the contract is 
subject to the laws of another state, shall be 
void.” Clauses like this ensure that what a state 
legislature giveth, a manufacturer cannot read-
ily taketh away. 

The facts presented in Hedding vs.  
The Pneu Fast Co.

The importance of these provisions was 
highlighted in a dispute decided earlier this 
year after Minnesota sales rep Curt Hed-
ding, the owner of Hedding Sales & Service, 
contracted with The Pneu Fast Company, an 

While sales rep protection 
statutes vary state to 
state, most contain a 

provision invalidating any 
contract term that would 
negate or limit the rights 
provided or would make 
the contract subject to the 
laws of a different state.
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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

MEC
Contact: Barbara Valentine

barbara@mec-corp.com
561-995-1406

Phoenix Components LLC
Contact: Rick Tally, CPMR

rtally@phoenixcomponents.com
321-723-4414

Precision Marketing Services
Contact: David Penna

david.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

Technical Products Inc.
Contact: Dan Monaco
dan@tpisource.com

407-352-2861

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

Conley & Associates
Contact: Lisa Dietrich

ldietrich@conleyrep.com
407-365-3283

Crossroads Electronic Marketing
Contact: Tom Plaggemars

tomp@crossroadselectronic.com
407-718-1690

Current Solutions
Contact: Al Johnson, Jr., CPMR, CSP

aljr@currentsolutions.com
813-996-1922

The Florida-Sunshine ERA Chapter promotes and advances the growth and  
professionalism of our members through education, networking, peer discussion groups 

and service to our customers and community.

For details on Florida-Sunshine ERA, go to
erasunshine.org

The most productive and high-performance  
industry professionals belong to 
Florida-Sunshine ERA 

know YOUR markets and YOUR customers!

OFFICERS
Rick Tally – Chairman – rtally@phoenixcomponents.com

Pat Bamberg – President – pbamberg@hhpai.com
Lisa Dietrich – Vice President/Membership – ldietrich@conleyrep.com

Greg Warren – Secretary – gwarren@brandel-stephens.com



UPRIGHT is a New York City-based team 
that supports businesses through web design, 
development, branding, content strategy, and 
corporate innovation. With diverse backgrounds 
in the startup tech community, Upright provides 
resources for companies to expand their growth 
through technology. Upright is familiar with 
the manufacturers’ rep model and its interaction 
with their manufacturers and distribution part-
ners. For more information, go to upright.nyc. 

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

SPYRE GROUP offers resources that help 
sales rep firms provide value to the manufactur-
ers 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 913-499-6014, or visit  
spyregroup.com/reps.

ITEM MEDIA is a results-driven marketing 
company that serves electronics manufactur-
ers, suppliers and representatives. The company 
specializes in brand awareness, content creation, 
online event creation and lead generation. Visit 
item.media for details.

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.

HUNTER WINSTON CONSULTING  
specializes in sales management consulting, 
global management consulting and channel  
sales consulting. For more information, visit  
hunter-winston.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. For details, visit  
empoweringsystems.com. 

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

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. 

BUDDE MARKETING SYSTEMS is a lead-
ing 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.

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. 

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

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. Call 603-560-1673 
or email slcolantuone@tsjmgroup.com for 
more information.

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

MEMBER  SERV ICES

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).
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ERA’s 50th Anniversary Conference 
“Celebrate the Past, Embrace Tomorrow.”

ERA’s 50th Anniversary Conference, 
held Feb. 24-26, drew record-
breaking attendance. Almost 400 reps, 
manufacturers, distributors, suppliers 
and consultants gathered at the AT&T 
Executive Education and Conference 
Center in Austin, Texas, to “Celebrate the Past. Embrace Tomorrow” and 
dedicate two full days to learning, sharing best practices and networking. 

The conference agenda included a welcome reception, an opening keynote, 
four general sessions, 16 breakout sessions and an 50th Anniversary party. 

The 2020 Conference Committee is now forming under the leadership of 
the new ERA Conference Chair, Mike Swenson, CPMR, and the 2020 ERA 
Conference is scheduled on Feb. 23-25, 2020, for a return to the AT&T 
Executive Education and Conference Center in Austin. Save the date and 
watch for early registration and conference details coming soon. 

Part of the 2019 ERA Conference Core Committee: (L to R )
Todd McAtee, Mouser Electronics/TTI; Tom Vanderheyden, TTI 
Inc.; Terri Straube, Straube Associates Inc.; Paul Dosser, Digi-Key 
Electronics; Holly Myers, CPMR, Genie Group; John Hutson, 
CPMR, MacInnis Group; Mike Swenson, CPMR, Mel Foster 
Company; Ken Bellero, Schaffner EMC Inc.; Brian Flynn, Sager 
Electronics; Bryan White, CPMR, Catalyst Sales Inc.; and John 
O’Brien, CPMR, Coakley, Boyd and Abbett Inc.

Bottom left: ERA's legal counsel Gerry Newman 
(left) and ERA's chairman of the board Dave 

Norris of Norris & Associates Inc. (right).

Bottom right (L to R): Hugh Shyba of Westech 
Associates, Paul Pacent of Pacent Engineering 

Corp., past ERA Sr. Vice President/Membership 
Kathie Cahill, CPMR, of Net Sales, and ERA's 
Sr. Vice President/Industry Bob Evans, CPMR, 

of EK Micro.

Top: Attendees at the 2019 Conference  
Welcome Reception

Center: Holly Myers, CPMR, of Genie Group (left) 
and Chuck Tanzola, CPMR, of Fusion Sourcing 

Group (right).

Conference survey 
evaluation shows that 

100% of 2019 Conference 
attendees would 

recommend the ERA 
Conference to a colleague!
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Top left: ERA Conference Committee Chair John Hutson, CPMR, of MacInnis Group

Top right: Committee Chair John Hutson, CPMR, delivering the 2019 ERA Conference opening remarks to a 
packed house.

Bottom left: Linda Clemons, an expert in understanding body language, presenting the General Session “I See 
What You Are Thinking: The Power of Nonverbal Communication.” 

Bottom center: Keynote speaker Curt Steinhorst presenting “Can I Have Your Attention? Reach the Distracted 
Customer.” 

Bottom right: Jim Moore, president of Fralia Co. & Associates, and his band The Empty Pockets at the Monday 
night Anniversary Party.

Bottom left: Kathie Cahill, CPMR, of Net 
Sales Company (right) presented the Third 
Annual Tess Hill Award to Bob Evans, 
CPMR, of EK Micro.

Bottom center: Mike Swenson, CPMR, 
of Mel Foster Company (right), presented 
ERA's Lifetime Achievement Award to 
Mark Larson of Digi-Key Electronics (left).

Bottom right: Mark Motsinger (right) 
presented the 2018 Jess Spoonts White Pin 
Award to Ellen Coan, CPMR, C C Electro 
Sales Inc. (left).

Top: ERA CEO Water Tobin (left) and ERA's Website 
Administrator Katherine Green (center) presented 
Dave Norris of Norris & Associates Inc. with the 2018 
Ray Hall Spirit of ERA Award. 

The Ray Hall Spirit of ERA Award was established in 
2004 to honor the late Ray Hall, who served as CEO 
of ERA for almost 40 years.

2019 ERA 
Conference 

feedback: More 
than 79.41% 

of conference 
attendees said the 

event delivered 
excellent value for 
their investment.
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ERA Officers

Chairman of the Board:
David Norris

dnorris@norrisrep.com

President:
Chuck Tanzola, CPMR

ctanzola@fusionsourcing.com

Senior Vice President/Fiscal & Legal:
John O’Brien, CPMR
jobrien@cbane.com

Senior Vice President/Education:
Tom Griffin, CPMR

tgriffin@catalyst-sales.com

Senior Vice President/Membership:
Cameron English, CPMR
cenglish@englishsales.com

Senior Vice President/Industry:
Bob Evans, CPMR

bevans@ekmicro.com

Senior Vice President at Large
David Fitzgerald

davef@wesco-sales.com

Manufacturer Delegate:
Ken Bellero 

ken.bellero@schaffner.com

Distributor Delegate:
Chris Beeson

chris.beeson@digikey.com

Chief Executive Officer (Ex-Officio):
Walter E. Tobin
wtobin@era.org

ERA Staff

Chief Executive Officer:
Walter E. Tobin
wtobin@era.org

Executive Assistant:
Karin Derkacz 

kderkacz@era.org

Communications Director:
Neda Simeonova

nsimeonova@era.org

Membership Outreach Coordinator:
Stephanie Tierney
stierney@era.org

Events Coordinator:
Erin Collins

ecollins@era.org

Database Manager and Webmaster:
Katherine Green 
kgreen@era.org

Finance Director:
William R. Warfield
bwarfield@era.org

ERA Office:
1325 S. Arlington Heights Rd., Suite 204

Elk Grove Village, Illinois 60007
T: 312.419.1432  •  F: 312.419.1660

info@era.org  •  era.org

Electronics Representatives 
Association

WHERE ARE THEY NOW?: Bruce Anderson
(continued from page 17)  

Educational Research Foundation (MRERF). The XCOM asked me to get it started. We 
recruited an education doctoral student, Marilyn Stevens, and provided her with an office 
in our building. Dr. Stevens completed her doctoral studies in continuing education and 
became the Executive Director of MRERF. I was president and Ray Hall used his contacts 
to recruit 40 other industry associations to become members of the foundation. This led to 
the CPMR program, where I served as president earning my own certification. My sons, 
Craig and David, followed my lead.

After retirement in 2000, Ann and I purchased a home in Bonita Springs, Fla. We 
spent half the year in Florida and the other half in Illinois. Besides travel, boating, golf and 
making many new friends, we did volunteer work. Ann helped raise money over an eight-
year period to build a hospice facility for the community. My cause of choice was Habitat 
for Humanity where neighbors formed a group to raise funds for H4H building homes for 
families in need in our area. I was assigned the task as construction supervisor for 80 “nail 
pounders.” We built as many as six homes in a four-month season. It was very reward-
ing at the end of a day when you can step back and see what you have accomplished. 
Other activities included programs for local veterans in need, raising funds for after school 
educational programs, and securing and improving land for low income housing. The 
late President George H. W. Bush discussed the “Thousand Points of Light” in support of 
volunteerism. They are everywhere! Participating in them is a very gratifying experience for 
an old rep.

The highlight has been the circumnavigation of the eastern half of the U.S. (5,000 
miles) on my own boat. On several legs we were assisted by fellow boaters and ERA mem-
bers: Gene Foster, Tim Coakley and Dave Locke with their wives. In April this year, I will 
complete my final cruising leg on my circumnavigation of the earth by ship.

I have maintained a relationship with Sumer Inc. They kept me on as non-executive 
chairman, bouncing ideas off of me and occasionally asking my advice. Sadly, my son 
David recently died which drew me closer to the firm again. Meanwhile, two of Craig’s 
sons have joined the firm: that makes Sumer Inc. a fourth generation firm! Is that a record 
for ERA?

My wife, Ann passed in 2010 after a five-year battle with cancer. She was my light, my 
compass and a terrific “first lady.” I now live with my partner Judy and plan to move into a 
retirement facility in Naples. Come see us when you are in southwest Florida. n

FROM THE TOP: Moving ERA forward 
(continued from page 15)  

do so over the coming days, weeks and months. We also welcome your input.

Closing thoughts – and off to EDS and Las Vegas
As I move to a close of this article, I also move to thoughts of the upcoming EDS 

Summit in Las Vegas the week of May 6th.    
From multiple discussions with colleagues about EDS, I can tell you that the 

weather will be gorgeous (probably). The elevators will be easy to navigate (probably 
not). All of the presentations you attend will be stimulating (you decide); every com-
mitted action item will be accomplished (or not); and you will win in the casinos (odds 
are against it). If this seems to be a bit “tongue in cheek,” it is. However, from those 
conversations, and years of personal experience, I can tell you that, in all seriousness, 
relationships will be made and built in Las Vegas (for sure), but only if you are there.  

That’s it for now – I think this weekend I’ll watch my favorite movie – Fiddler on 
the Roof (with the sound off).  #Tradition #IfIWereaRichMan

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

Oh, and see you all in Las Vegas at EDS! n
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Smartsizing electronic distribution, 
from Long Island to the world 

Moving from one business location to another 
generally involves upsizing or downsizing. However, 
in the case of Peerless Electronics Inc., a distributor 
of electromechanical and passive devices, their recent 
move involved smartsizing.

Moving can be exhausting for businesses regard-
less of type or size. Decision-makers have to balance 
vision with reality in considering the entire process. 
There is also much to consider: projected expenses, 
interminable planning, on-the-fly adjustments, 
contingency options and concerns about key people. 
The potential for downtime, interruptions in service 
and a litany of other vital items must be planned for. 
Moving is a challenge and requires thoughtful plan-
ning and a strategy to ensure success.  

Peerless Electronics experienced a number of 
challenges while also dealing with fast-changing 
markets, governmental flip flopping and the ever-
present need to stay ahead of the competition, but 
the 74-year-old distributor was motivated to achieve 
a seamless transition. That’s where smartsizing 
became a solution for the company.

Carpe diem
Peerless Electronics Chief Executive Officer 

Robert M. Levine explained the strategy behind the 
move. “The impetus for smartsizing originated with 
becoming an employee owned company (ESOP) in 
2012. We reassessed how we conducted business and 
implemented a plan to achieve better business today 
and in tomorrow’s world. Smartsizing our processes, 
procedures and operations were at the forefront, 
including switching to an integrated ERP system. 
The final step was the physical move to a facility that 
enabled us to incorporate more advanced automa-
tion into our warehouse.”

Armed with a goal and a purpose, Peerless’ 
leadership seized the day and took a long, hard 
look at its future and the industry’s future as well. 
The scope of the vision was expanded to modern-
ize the distributor’s identity, including image and 
logo modification, positioning and branding, in 
the same way that they were modernizing facilities 
and capabilities. 

Smartsizing ins and outs
Smartsizing an organization that was one of the 

founders of the electronics distribution industry 
following World War II required careful ergonomic 
streamlining with an emphasis on quality and total 
customer satisfaction. Efficiencies were realized rang-
ing from warehouse and office space to trying on 
new marketing protocols for size, and an invigorated 

web presence — all of which would benefit from the 
redefined identity and clarified mission.

“Smartsizing became a reality early on in our 
process of evaluation that went far beyond a physi-
cal relocation,” Peerless President Bill Gallucci 
stated. “We needed better utilization of space, so an 
initial goal was to identify and utilize the appropri-
ate size space. It was important to have space that 
was dedicated and efficiently designed to electronic 
distribution needs in order to achieve maximum 
efficiency. Similarly, we extended smartsizing on all 
fronts, including our positioning within the dis-
tribution industry, in our vertical markets, to our 
customers and end users and to our own people. 
This included revitalization of our messaging, our 
mission and our brand.”

Out with the old, in with the new
The Peerless executive management team consid-

ered several geographies, scoured available locations, 
but ultimately elected to relocate within the Long 
Island area. Smartsizing dictated that any new facil-
ity needed to be: 

1. Conveniently located to enable Peerless’ long-
standing, highly skilled employee owner (ESOP) 
work force to commute quickly and easily.

2. Capable of being repurposed for a modern 
distributor of electromechanical and passive devices 
and to accommodate time and labor saving practices 
proprietary to Peerless.

by Laura Heckman

(continued on page 28)

D e s i g n e d  b y  P r e s s f o t o  /  F r e e p i k
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LEGALLY SPEAKING: Sales rep protection statutes
(continued from page 19)  

Illinois manufacturer of nails and staples used in power tools. Hedding’s nine-state 
sales territory included Minnesota and Ohio, and his rep contract called for Ohio law 
to govern.

Hedding was to receive a 10 percent commission for the first year on new accounts, 
and 5 percent thereafter. This meant that when Hedding brought in the major home 
improvement chain Menards as a new Pneu Fast account, it was entitled to receive 10 
percent of the first-year sales, and then 5 percent of continuing sales. 

Although Pneu Fast never paid more than 4 percent, Hedding continued growing the 
account, and expanded it into additional states. In a not uncommon response to a rep’s 
hugely successful efforts, Pneu Fast terminated Hedding effective immediately — with-
out explanation or a chance to cure.  

Hedding responded by filing a one-count complaint in Minneapolis federal court 
alleging his termination violated the Minnesota sales rep statute. Pneu Fast moved to 
dismiss, pointing to the rep contract language calling for Ohio law to govern.

Unique among sales rep laws, the Minnesota statute is aimed at limiting the circum-
stances under which rep agreements can be terminated. Under the act, a manufacturer 
needs good cause to terminate a rep, and must give the rep at least 90 days’ notice before 
the expiration of the agreement or 60 days in which to correct the stated reason for 
termination. A manufacturer lacking good cause to terminate must either renew the rep 
agreement or notify the rep at least 90 days before it expires of its intent not to renew.

Hedding’s complaint alleged Pneu Fast violated the Minnesota rep statute by lacking 
good cause to terminate, failing to notify Hedding in advance of termination and with-
holding commissions upon termination.

The Minnesota statute was modified in 2014 to add language stating that its protec-
tions cannot be “circumvented” by subjecting a Minnesota rep to the laws of another 
state or by requiring the rep to waive any of its provisions. Any such attempt “is void 
and unenforceable.”

After quickly determining that Pneu Fast’s termination of Hedding did not comply 
with Minnesota’s sales rep statute, the court had to consider whether to apply that stat-
ute or the Ohio statute, as Pneu Fast argued. Ohio’s rep statute offered no comparable 
protections so a determination that Ohio law applied would end Hedding’s suit.

Courts traditionally honor contractual choice-of-law provisions, but parties do not 
enjoy “unchecked power” to select the governing law, particularly where the legislature 
“expressed an intent to protect its citizens with its own laws by voiding” such choice-of-
law provisions. The court explained that the state law chosen by the parties must give 
way where it is contrary to a fundamental policy of a state, and that state has a signifi-
cantly greater interest in the issue.

Such was the case here. The court found that the Minnesota legislature clearly 
expressed its intent to “prioritize the statute’s protections over parties’ choice-of-law,” 
and that Minnesota had “a clearly-defined policy of protecting its sales representatives 
from agreements purporting to waive the protections” of its rep statute.

Any other finding “would allow Pneu Fast to accomplish precisely what the Minne-
sota Legislature intended to prohibit when it enacted the 2014 Anti-Waiver provision. 
That is, it would allow  Pneu Fast to circumvent the requirements of” Minnesota’s rep 
statute “by discarding Minnesota law altogether in favor of the laws of another state.”  

Based on Minnesota’s strong interest in protecting its sales reps, the court concluded 
that “the parties’ Ohio choice-of-law provision is null and void,” and the Minnesota rep 
statute would apply. Finding that Hedding adequately alleged a claim for breach of that 
statute, the court denied Pneu Fast’s motion to dismiss.

Accordingly, Hedding’s case continued, and he would have the opportunity to take 
discovery and seek to hold Pneu Fast accountable for the commission underpayment. 
The court’s ruling applying the Minnesota statute to protect a Minnesota rep meant 
Hedding would get his day in court. n
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MATERIALS, 
ASSEMBLY,  
PRODUCTION  
& SUPPLY

Troy Gunnin
Sun Rep Inc.
Tampa, Fla.

Embracing a ‘New Co.’ 
mode to meet the demands 
of an ever-changing market

Staring at a blank sheet, or more accurately a blank screen, is how I begin to write these articles. 
Well not really, the real start is the research that goes into gathering material to fuel the content. 
Looking at periodicals, online blogs, talking to other folks in the industry and reflecting on my own 
experience are all sources of inspiration.   

Looking at all those inputs again this month, the story seems to remain the same. Component 
lead times, while beginning to show some improvement, are still extended beyond normal. The 
MLCC market is disrupted by “End-of-Life” scenarios as the manufacturers rationalize their product 
offerings and selections. The automotive industry, both internal combustion and electric, and the 
cellular telephony industry continue to drive volumes that impact the rest of the world’s ability to 
procure components. We are hearing that relief may be in sight; time will tell.

So I am going to take this opportunity to talk about something else. Anyone who attended the 
ERA National Conference this past February knows exactly what I mean when I say, how about that 
conference? Kudos to Conference Committee Chair John Hutson, CPMR, of MacInnis Group who 
led the team that put together this conference. Untold hours of time dedicated by the conference 
committee members yielded a fantastic tribute to the previous 49 conferences held by our organiza-
tion. The time spent in Austin was extremely valuable and sent all attendees home with unparalleled 
content and takeaways; not to mention the networking with fellow players in the electronics indus-
try. Thank you to everyone involved, and thank you to all attendees for your support and for taking 
the time to come to Austin. We’ll see you all in Austin next year, Feb. 23-25.

I just read an article in the March issue of Automotive Engineering titled, “New Co. vs. Old 
Co.” It discussed the impact that the progression of electrified, connected and autonomous 
vehicles will have, not only on the auto makers, but the OEMs supplying components for the 
vehicles. It also discussed the need to maintain the ability to supply the current components for 
today’s vehicles while funding the research and development for the new components needed 
moving forward. Essentially keeping the “Old Co.” funded and running smoothly while finding a 
way to fund and develop the “New Co.” all the while plotting a way to transition and stay profit-
able. It’s kind of like hitting a moving target.

This dilemma faces not only the automotive industry but most manufacturing industries. 
Think about the impact that technology is having on the aircraft industry, appliance industry, 
communications (new cell phone every year), healthcare, and the list goes on.

The “New Co. vs Old Co.” certainly is present in our industry. Having gotten my start in dis-
tribution, the progression has been dramatic. In the early years, inventory was pretty simple. The 
expected life cycle for components, especially in the replacement market, was pretty long, and you 
could establish and maintain inventory levels with reasonable assurance that the product would 
move off the shelf in a fairly predictable timeframe. Not so today. 

Life cycles are much shorter, especially in the “consumer” world where it’s a throw-away world. 
The industrial market is better, allowing electrical and industrial distribution to perform in a more 
conventional distribution model. Electronic OEM distribution performs a strategic function in 
the supply chain of insuring that needed components get to the OEM in a timely manner to 
insure an uninterrupted manufacturing process. 

This progression in distribution has been both “catastrophic” and rewarding. Catastrophic for 
those distributors who chose to remain in the “Old Co.” mode and continue in that format until 
they locked the doors, rewarding for the progressive distributors who embraced the “New Co.” 
format and explored and found ways to thrive in the environment.

The rep community falls into much the same format. I have fond memories of many good rep 
friends who continued in the mold of “that’s the way we have always done it” and unfortunately 
they are “no longer doing it.” Through our years in business we have “reinvented” ourselves many 
times to fit the ever-changing market we serve. So have many of our other rep friends. It’s neces-
sary if we are to survive and thrive. I implore each one to take a good look at the “New Co. vs. 
Old Co.” and take steps to ensure that as our industry moves ahead, each of us is constantly in the 
“New Co.” mode.

COMPONENTS

Bob Evans, CPMR
EK Micro
Rol l ing Meadows, I l l .

Component lead times 
remain extended



28   Spring 2019  |  The Representor

D
IS

T
R

IB
U

T
O

R
 U

P
D

A
T

E
 C

O
N

'T
.

3. Able to easily accommodate expansion and growth.
The new facility headquarters at 85 Adams Avenue in Hauppauge, N.Y., met the requirements. It was 

centrally located in western Suffolk County in Long Island’s largest industrial/manufacturing area.  
“This geography is eminently reachable for our workforce and also features close proximity to 

Islip MacArthur Airport,” Gallucci noted. “It is the heart of Long Island’s manufacturing area, has 
a strong business association and includes an international Foreign Trade Zone. This location made 
perfect sense for us as we distribute some of the top leading lines all over the country and interna-
tionally.”

Spacious and in good repair, the facility was gutted to a shell and repurposed for present and future 
efficiencies and distribution realities. For example, a new state-of-the-art barcode scanning system was put 
in place which allows for random inventory placement. The end results are greater efficiency, significant 
manpower savings and better space utilization.

Designing space ergonomically
“We recognized that in growing our business we needed to be increasingly more efficient over time,” 
Gallucci said. “That meant starting with a better layout for inventory placement and warehousing 

management that would reduce time locating, checking, packing and shipping the electromechanical and 
passive components that our customers required.”

“We also rethought our Value-Added Department in order to more efficiently handle the numerous 
operations that customers want such as assembly, kitting, military qualified packaging and soldering. Our 
VA offering includes over 50 services. Now, with rededicated space and improved capabilities, we are 
capable of tackling more types of VA services under one roof, a decided advantage for customers, offer 
faster turnaround time as well as compete better on cost while maintaining the commitment to quality 
that we are known for.”

Updating Peerless’ identity
While brick and mortar may be the most recognizable aspect 

of smartsizing, albeit one that most distributor customers will 
never encounter in person, the smartsizing of Peerless included 
more visible aspects.

Peerless Marketing Manager Edward Combs explained: “We 
understood the need to update our outreach and approach to both 
customers and suppliers. Our old Peerless logo had been in place longer than any existing employee could 
recall. 

“We asked ourselves: Why change something that many saw as an icon of the electronics distribution 
industry itself, since Peerless has been around since 1945?  

“A strategic survey conducted by an independent firm validated many beliefs held by our employees, 
and the decision to modernize, rather than to completely replace the symbol, was made. Today, our new 
identity involves the best of both worlds. The new logo design and color palette are reminiscent of their 
predecessors and all the good things that they stood for; however the star burst looking forward and 
embracing the future better reflects what we at Peerless are striving to do.”

The same held true for the way Peerless addressed existing customers and prospects. Smartsizing iden-
tity meant development of and adherence to a revamped mission to enable OEMs and other customers 
to meet their manufacturing and maintenance needs by providing them with the highest quality products 
from an extensive inventory, in an expedient timeframe backed by unparalleled levels of knowledge, 
expertise and service.

The results of smartsizing
“The electronics components distributor of today must be agile, consultative and solutions-oriented,” 

Gallucci remarked, “and must be able to assist designers, engineers as well as purchasing agents and 
buyers. Our new mission statement addresses those facts and includes something that we practice day in 
day out, ‘We do it all for you.’ It’s true. And we will be able to do it even faster and better from this new 
dedicated distribution facility with a new identity and the expertise of our experienced team.”

Gallucci summed up the smartsizing initiative at Peerless.
“Peerless Electronics has been an employee stock ownership plan (ESOP) organization since 2012, 

so the smartsizing of Peerless provides a stronger foundation built with loyal employees, loyal customers 
and loyal suppliers. That’s the Peerless brand in a nutshell. We feel confident that this focus will help the 
organization to prosper now and into the future.” n

DISTRIBUTOR UPDATE: Smar tsizing electronic distribution
(continued from page 25)  

This article was written by Laura Heckman, marketing assistant and website administrator for Peerless Electronics. 
Inc. You can reach Heckman at 516-594-3576 or by email at lheckman@peerlesselectronics.com.



NEWS  BEAT

The Electronics Representatives Association (ERA) has announced that its board of directors elected 
new national officers for the 2019-2021 term during its Feb. 27, 2019, meeting. They are: chairman 
of the board – Dave Norris of Norris & Associates; president – Chuck Tanzola, CPMR, of the Fusion 
Sourcing Group; senior vice president / fiscal and legal – John O’Brien, CPMR, of Coakley, Boyd 
and Abbett; senior vice president / education – Tom Griffin, CPMR, of Catalyst Sales Inc.; senior vice 
president / membership – Cameron English, CPMR, of English Technical Sales Southwest; senior vice 
president / industry – Bob Evans, CPMR, of EK Micro; and senior vice president at large – David 
Fitzgerald of WESCO Sales Group Inc.

Griffin, English and Fitzgerald are new members of the association’s executive committee. Norris 
succeeds the outgoing chairman, Dan Parks, CPMR, of West Electronic Solutions, who concluded 
seven years as a national officer. The continuing executive committee members are: Ken Bellero, presi-
dent of Schaffner EMC Inc., the manufacturer delegate; Chris Beeson, executive vice president of sales 
and supplier management for Digi-Key Electronics, the distributor delegate; and ERA CEO Walter 
Tobin, who serves as an ex officio member.

ERA announced that David Norris, president of Norris & Associates Inc. of Hingham, Mass., is the 
13th recipient of the Ray Hall Spirit of ERA Award. Norris is the association’s current chairman of the 
board and has served on the ERA Executive Committee since 2004.

The Ray Hall Spirit of ERA Award was established in 2004 to honor the late Ray Hall, who served 
as CEO of ERA for almost 40 years. The award recognizes individuals who exemplify the spirit of ERA 
through their commitment to serving and advancing the professional field sales (manufacturers’ represen-
tative) function. Norris was nominated for the award by Cameron English.

“I am honored and deeply moved to have been selected as the recipient of the 2018 Ray Hall 
Spirit of ERA Award,” Norris said. “Ray was the driving force behind ERA for most of my nearly four 
decades as a member. All that I know about the rep business I have learned through the generosity and 
support of fellow ERA members. Ray led the charge as the ERA community grew and expanded its 
reach and relevance during his tenure as CEO. I only wish he was still with us so that I could thank 
him for all he did for our industry and for the professionalism of manufacturers’ representatives.”

At its 50th Anniversary Conference, held in Austin, Texas, Feb. 24-26, ERA presented the third an-
nual Tess Hill Award to Bob Evans, CPMR, president of EK Micro in Rolling Meadows, Ill.

Evans was recognized for his nearly 20 years of contribution to ERA at the chapter and national lev-
els, his long-standing commitment to education as the current chair of the Chapter Leadership Coun-
cil, and his service to both the Chicagoland-Wisconsin Chapter and the ERA Executive Committee.

This award was created in 2017 to honor Tess Hill, a long-time ERA staff member. It recognizes 
individuals for their longevity of service to ERA, for inspiring volunteerism in its highest form and for 
their dedication to ERA’s educational mission.

“To say that it was humbling for me to receive an award bearing Tess Hill’s name, and one previous-
ly bestowed upon Tess and Kathie Cahill, would be a gross understatement,” Evans said. “In my mind, 
they have always been foundational figures of ERA, setting a standard of excellence rarely equaled. To 
be mentioned in their company was an amazing surprise to me, for which I am very grateful.”

Mark Larson, vice chairman of Digi-Key Electronics was presented ERA’s 2019 Lifetime Achieve-
ment Award at the association’s 50th Anniversary Conference in Austin. The award was created to 
recognize individuals who play an integral role in supporting the manufacturers’ representative model 
in the electronics industry. 

When notified of the award, Larson commented, “The success that Digi-Key has enjoyed, grow-
ing from a tiny electronic component distributor to become the fourth largest distributor in North 
America and the fifth largest distributor in the world, has not happened by accident. Its growth is the 
result of the natural synergies that are inherent in the three-point sales relationship of the manufactur-
er, the manufacturers’ rep and the unique business model that Digi-Key created. It has been personally 
very rewarding to have had a part in creating this remarkably efficient sales relationship that serves the 
customer with minimal redundancy and minimal sales channel conflict. We often speak of “win-win” 
situations, or better yet, “win-win-win”. But amazing as it may seem, we have created a “win-win-win-
win” — a win for the manufacturer, a win for the rep, a win for Digi-Key, and most important of all, a 
win for the customer.”

ERA ELECTS NEW 
OFFICERS FOR  

2019-2021 TERM

DAVID NORRIS NAMED 
RECIPIENT OF RAY HALL 

SPIRIT OF ERA AWARD

ERA HONORS BOB 
EVANS, CPMR, WITH 

2019 TESS HILL AWARD

MARK LARSON 
NAMED RECIPIENT 

OF ERA'S LIFETIME 
ACHIEVEMENT AWARD 
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CAROLINAS
Carolinas ERA is hosting bimonthly breakfast 

meetings. The chapter is planning an educational 
event featuring a Cyber Security expert in the 
spring. Details to come soon. The chapter also 
held its annual DTAM and 2019 Rep-Distribu-
tor Forum meeting on March 4. 

CHICAGOLAND - WISCONSIN 
The Chicagoland-Wisconsin Chapter held its 

spring program on April 5. The program featured 
a round table discussion and ERA Conference 
wrap-up highlighting the two must-see breakout 
sessions, “The Sales Person and Rep Firm of the 
Future!”

INDIANA - KENTUCKY
On April 11, Indiana-Kentucky ERA 

sponsored a “for fun” gathering at Top Golf in 
Fishers, Ind. The only competition was within 
the foursome so it was fun for golfers, non-
golfers and families alike.

NEW ENGLAND
New England ERA held a dinner event on 

March 27 at Waxy O’Connors in Lexington, 
Mass., The event featured guest speaker ERA 
Consultant Cesare Giammarco who presented 
“The Profile of the Manufacturers’ Rep Firm of 
the Future.” Giammarco’s presentation, which 

was also one of the most well-attended breakout 
sessions at the 2019 ERA Conference, focused on 
how the roles and responsibilities of the success-
ful rep have changed over time. He addressed 
what the successful manufacturers’ rep company 
of the future will look like, and what can reps do 
now to position themselves for success.

METRO NEW YORK
The chapter has set the date of June 24 for 

its Fourth Annual ERA Charity Golf Outing 
at St. George’s Golf and Country Club. Details 
to come soon.

NORTHERN CALIFORNIA
Northern California ERA hosted a dinner 

event on March 26 featuring guest speaker David 
Ginsberg, vice president of supply chain for Sonic 
Manufacturing Technologies Inc. Ginsberg’s 
presentation, “The Digital Supply Chain: Better, 
Faster, Cheaper & Now,” focused on the how-to 
and why of digital supply chains for the electronics 
industry and beyond; making inquiries into the 
limitations of yesteryear’s model, the tech that can 
literally be deployed today, and the measured cost 
and performance of the new digital supply chain 
as a competitive business and marketing strategy 
for tomorrow.

PACIFIC NORTHWEST
Jennifer Eby, secretary of the Pacific 

Northwest (PacNW) Chapter, led the first 
local “Women in Electronics” Seattle-area 
chapter event. Applied Technology Services, a 
large contract manufacturer in the Seattle area, 
hosted the event. Twelve women from all parts 
of the electronics industry were represented at 
the event, including distributors, manufactur-
ers, EMS companies and OEMs. 

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.

Chapter of the Year Awards announced

At its 50th Anniversary Conference, held Feb. 24-26 in Austin, Texas, the 
Electronics Representatives Association (ERA) announced the chapters that have 
been selected as Chapters of the Year award recipients for their 2018 activities. The 
awards are based on four categories: Education, Membership/Member Services, 
Special Projects and Marketing Services.

The award recipients were:
• Education - Chicagoland-Wisconsin ERA for its event called "Lie to Me: The 

Science Behind Reading Hidden Emotions."
• Membership and Member Services - Southwest ERA for its multi-city - Dallas, 

Austin and Houston - member lunch meetings.
• Special Projects - Northern California ERA for its Women in Leadership panel 

discussion and networking event. 
• Marketing Services - Arizona ERA for its Sonoran Silicon Valley Tech Show 

and Gathering in Phoenix. 
Seven chapters submitted a total of 18 entries. The judging panel consisted of 

ERA CEO Walter Tobin and former Chapter Officer Leadership Training (COLT) 
graduates Matt Cohen, CPMR, of the Michigan Chapter, Adam Grigor of the 
Canada Chapter and Peter Conlan of the Mid-Lantic Chapter. As chair of the 
Chapter Leadership Council, Bob Evans, CPMR, coordinated the awards and 
moderated the judging panel.

L to R: Mike Walsh, John Hutson, Cesare Giam-
marco, Julie Carr, Adam Anderson at the New 
England Chapter event.
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The chapter recently released a new web-
site (https://era-pnw.org).

On Jan. 30, PacNW ERA held a post-
holiday networking event at the Bellevue 
Brewing Company in Bellevue, Wash. This 
was the first event in the Seattle area that 
was open to representatives, distributors, 
and in one case, a principal in over 10 
years. Close to 30 participants discussed 
industry trends, concerns and changes. 
The chapter plans to do two more similar 
functions in 2019.

In appreciation of his outstanding 

contributions and achievements to the 
electronics industry and ERA for more 
than 37 years, ERA-PacNW recognizes 
Mark Taylor, formerly of EBCO, with the 
2018 Life Membership Award.

During his 37+ years as a representative 
and owner, Taylor has held various posi-
tions with PacNW ERA and has participat-
ed in numerous National ERA conferences. 

“Mark Taylor’s accomplishments speak 
for themselves. He has been a testament to 
what it takes to be a leading manufactur-
ers’ representative for such an extended 
tenure, he is a tremendous example to all 
of us in the industry,” said Dave Fitzgerald, 
president of PacNW ERA.

SOUTHERN CALIFORNIA
On March 6, Southern California ERA 

held a meeting for members to meet the new 
Board of Directors and support the local 
Southern California Chapter. The chapter 
had a special guest speaker, Dr. Raymond 
Sfeir. He spoke on Southern California Eco-
nomics at the Oak Creek Golf Club.

SOUTHWEST CHAPTER 
The chapter will be holding three events 

in 2019. Each is scheduled to be a lunch 
event, and the dates are tentatively set for 
June 7 in Dallas, July 12 in Austin and 
Nov. 1 in Houston. Southwest ERA also is 
considering organizing a donation aimed to 
support STEAM in schools in the area. Up 
for consideration are ideas like FIRST Ro-
botics (in various divisions), donations at 
campuses for STEAM activities, sponsoring 
school events or teams for STEAM, etc.

SPIRIT OF ST. LOUIS
The Spirit of St. Louis Chapter is 

reporting membership growth with 30 
current members. The chapter is work-
ing on slowly reorganizing to fit the ERA 
National model by implementing changes 
to its bylaws and being cognizant of hav-
ing distributors, manufacturers and reps, 
all working together. The chapter also 
is reorganizing its local show to include 
more seminars along with limited floor 
space and times. 

L to R: Dave Fitzgerald, Jennifer Eby, Mark 
Taylor, George Allecci of the PacNW Chapter.

EDS ATTENDEES:

Make ERA's Business and 
Hospitality Center in the Mirage 

Grand Ballroom, Booth #103,  
YOUR headquarters for  

FREE information  
and services to boost  

your field sales.
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Abbey Sales Corp.
630-778-6966

patpajor@abbeysales.com

ALT Technical Sales
630-373-4151

tomt@alttsinc.com

Artmor Ltd. of Wisconsin
262-569-1555

terry@artmor.com

Brainard-Nielsen Marketing Inc.
847-734-8400

paul@bnmsales.com

Cain-Forlaw Company
847-202-9898

rick.lapiana@cain-forlaw.com

Carlson Electronic Sales Associates
847-956-8240

barryc@cesa.com

Control Sales
847-595-2110

kingc@controlsales.com

Dytec-NCI
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@ekmicro.com

Electronic Instrument Associates Inc.
630-924-1600

frank@electronicinstrument.com

E M Sales Inc.
847-772-6797

sales@em-sales.com

Emtronics Inc.
800-258-3963

leej@emtronics.com

EPI Technologies Inc.
847-395-1776

mikes@epitechnologies.com

ESA Technical Marketing
630-428-5662

tomm@esareps.com

Huntsinger Group LLC
414-353-4874

jeff@huntsingergroup.com

L & W Power Corp.
630-448-5760

jdevine@lwpower.com

Larsen Associates Inc.
262-293-9402

tcollette@larsenwi.com

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

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

Richmar Electronics Corp.
630-968-0118

martins@richmarcorp.com

R. O. Whitesell & Associates
847-813-5770

mark_sekulich@whitesell.com

Victory Sales
630-421-2804

info@victorysales.com

DISTRIBUTOR MEMBERS
 

Hughes-Peters
262-542-9800

bfinnecy@hughespeters.com

Newark element 14
pmartin@newark.com

For details on Chicagoland-Wisconsin ERA,  

go to chiwisera.com.

The most productive and high-performance industry professionals belong to  

CHICAGOLAND - WISCONSIN ERA!



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 Teleforum Audio Library .................................era.org
ERA University (online courses) ..............................era.org
Hertz Car Rental .......................................................era.org

(Click the link on the Member Services page.) 
Hunter Winston Consulting................hunter-winston.com
ITEM Media.....................................................item.media
JJM Search....................................................402-721-6590

jjmsearch.com
MRERF (CPMR/CSP programs) .........................mrerf.org
Repfabric ............................................. 844-737-7253, x225 
RPMS software. ............................................800-776-7435 

rpms.com
Spyre Group.......................spyregroup.com/reps/index.htm
TSJM Group  ................................................603-560-1673
UPRIGHT ........................................................upright.nyc
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/Marketing Strategy: Jeff Shafer  ......... .....330-217-6501
Sales/Marketing Strategy: Steve Cholas.......... 949-413-1732
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
(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
• 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

ERA Meetings & Programs
• 2019 COLT Webinar - Oct. 23, 2019
• Board of Directors Meeting - Oct. 24, 2019
• COLT In-Person Workshop - Nov. 6-7, 2019
• 2020 ERA Conference - Feb. 23-25, 2020
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A book review and recommendation by Dan Beaulieu

GAP Selling: Getting the Customer to Yes: How Problem-Centric Selling Increases 
Sales by Changing Everything You Know About Relationships, Overcoming  
Objections, Closing and Price

by Keenan 
Copyright: 2018 
Price: Kindle Edition $9.99 / Hardcover $24.30
Pages: 197

This one will rock your world
This is the best book on selling that I’ve read in 10 

years. And I read all of them. Get ready for the ride of 
your life. 

This book debunks all of the so-called axioms about 
selling that you have heard over the course of your 
career. In this book, the author, Keenan, handles all of 
that sticky stuff that slows down; nay, just about kills 
your sales efforts.

Here are some of the more cogent examples from  
the book:

• Customers do not care about you. They do not 
care about your company, or how long it has been in business, or how it started. 
The customers only care about one thing, and that is, what can you do for them?

• The salesperson is dead. You are a consultant, an advisor, an expert, someone who 
is a peer, someone who the customer comes to rely on for valuable solutions.

• Customers don’t buy from friends, or drinking buddies, or golf partners. Cus-
tomers buy from someone who can bring them value ... Yes, even if they don’t 
actually like that person.

• Customers do like change. Heck, they will embrace change if you can prove to 
them that it will make their product and their company better.

• Show them the future. Customers will change when the future you show them is 
better than the present they told you they liked.

• Customers will return your phone calls and answer your emails: if they are pro-
vocative enough; if the messages surprise them; and if they are intrigued. You 
don’t like to answer boring sales calls, why should your customer?

And there is so much more. The author shows you how to move the customer 
off the dime when he is stalling. Or, how to get her to talk and into telling you 
what she needs, by asking her a series of questions that will drive her to let you 
solve her problems.

I started sending this book out to some of my sales training clients even before I 
finished reading it. Please, if you are the kind of person who never reads a book on 
sales, start today with this one. Or, if you are the kind of person who is reading sales 
books all the time, grab this one next. Heck, stop reading the one in your hand right 
now and pick this one up. I guarantee you that it is better than the book you are 
reading now.

 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-prin-
cipal 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 Com-
mon Sense,” a weekly sales column appearing at pcb007.com. Dan can be reached at 
207.649.0879.
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MRERF
Classes and certifications specifically 
designed for Manufacturers’ Reps  
and the Manufacturers they represent.

MANUFACTURERS’ REPRESENTATIVE EDUCATIONAL RESEARCH FOUNDATION

MRERF CLASSES

ENROLL OR CONTACT US TODAY!
www.mrerf.org      303.463.1801

certify@MRERF.org

Certified Professional Manufacturers’ Representative (CPMR) 2020

There are many different aspects to running a successful business ranging from legal 
to human resources to line profitability, and developing relationships with your principals, 
it can be very overwhelming. The Certified Professional Manufacturers’ Representative
(CPMR) program is designed to provide you with the tools you need to succeed.

January 5 – 10, 2020     AT&T Executive Education & Conference Center 
                                        on the University of Texas (Austin Campus)

Certified Sales Professional (CSP) 2019 

Becoming a sales professional didn’t come with a user’s manual. Get the consultative selling tools, 
and certification you need, right here!

Stay tuned for updates regarding a new and improved program. Check out our website or email us at
certify@MRERF.org to be added to our sales training update list. 

Manufacturers’ Best Practices (MBP) 2019

MBP is a workshop where sales leaders learn various strategies such as selecting the right reps for the 
business, leveraging reps to meet strategic plans, and how to align with your reps, so your business 
becomes top of mind. In short, the MBP program gives you the tools and processes you need to create 
strategic partnerships with your reps so that you can increase your sales.

May 14 – 15, 2019           Denver, Colorado

Fall date(s) will be announced soon! Email us at certify@MRERF.org to be notified of MBP in the fall 
or for more information. 

CPMR REGISTRATION IS OPEN
PLEASE NOTE: THE AUSTIN, TX CPMR CLASS IS FILLING UP FAST. SIGN UP TODAY!
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DISTRIBUTORS
Genie Group  ................................................................40
Kensington Electronics Inc.  ......................................36
Newark element14 .......................................................46
Peerless Electronics Inc. ............................................BC
Sager Electronics ........................................................IBC
TTI .................................................................................IFC

MANUFACTURERS
CAM Touchview Products Inc. ...................................37 
Display Logic ...............................................................40
Schaffner ......................................................................42
Super PCB ....................................................................44

REPRESENTATIVES
Blair Engineering Southwest ......................................39
BMA Technologies .......................................................45
Brandel-Stephens & Co. Inc. ......................................41
C C Electro ...................................................................45
Conquest Technical Sales ..........................................42
Dytec-NCI Inc. ..............................................................42
Groh Associates  .........................................................43 
GSA ...............................................................................44
Jacobsen Associates Inc. ...........................................41
MacInnis Group ...........................................................43
Performance Technical Sales .....................................42 
PMR ...............................................................................39
Power Component Sales ............................................43
RAH Associates ...........................................................45
RK Sales .......................................................................37
SACS (South Atlantic Component Sales) .................43 
SW Marketing Associates ...........................................44

PRODUCTS & SERVICES
Empowering Systems .................................................38
Schoenberg Finkel Newman & Rosenberg LLC .........9

The Representor’s Special Advertising Supplement begins on the next page. 
Participating advertisers are listed in alphabetical order by type of company.

THANK YOU to all the advertisers in this issue of The Representor! 
ERA is deeply grateful for your support.
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Contact us today:

Ph: 631-842-3400

On the web:

camgraphics.com

Look to CAM Touchview Products Inc

CAM has produced technology driven human interface 

products for 49 years including touch screens, membrane 

switches, Touchview lighting, overlays, and rubber keys.

LOOK TO A TRUE PIONEER

IMMEDIATE SALES REPRESENTATIVES WANTED

              10% COMMISSION     Call or email for consideration:

mcardinale@camgraphics.com

- Aerospace
- Agriculture

- ATV/UTV
- Automotive

- HVAC
- Industrial

- Medical- Medical
- Networking

- Security
- TelecomDedicated to providing professional sales & engineering 

solutions for OEM customers in the Upper Midwest

Total Solutions Manufacturers Representative

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

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

wwwww.rksales.com
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Customer Relationship Management
for Manufacturers and Representatives

30 Turnpike Road  Southborough, MA 01772       P 888.297.2750      www.empoweringsystems.com

EDS 
Booth 109
Las Vegas, NV
May 7–10, 2019 

       

Sell the way you want with an easy-to-customize, smart CRM system.
Go to www.empoweringsystems.com/events to learn how.

SELL from your in-box. 

SELL from your phone. 

SELL off-line. 
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ELECTROMECHANICAL MANUFACTURERS’ REPRESENTATIVE

Grow your business in the South.

• Degreed sales engineers. 
• Respected manufacturers. 
• A stellar record.

Call us today.

(AL, FL, GA, NC, SC, TN)
Steve Fabian
770.992.2256
Steve.Fabian@blaireng.com

(AR, LA, MS, OK, TX)
Jim Upchurch
972.964.1038
Jim.Upchurch@blaireng.com

PMR is a Manufacturers’ Representative firm consisting of 
experienced sales reps serving the Metro New York, Long Island, 

Westchester, Rockland and Northern New Jersey territory. 

We provide our customers with quality engineering 
and purchasing support. PMR seeks out Principals whose 
products and services are leaders in their respective fields. 

To learn more about PMR’s capabilities, contact: 
Steven Lane at 516-521-1822 or slane@pmr-rep.com.



A Leading Supplier of Display Solutions
LCD,OLED & LED Displays
Touch Screens

Display Enhancement
Assembly & Customization
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Manufacturer s ’ Representat i ve

Meetinghouse Professional Bldg.
499 Easton Road
Horsham, PA 19044

www.JacobsenAssociates.com
sales@JacobsenAssociates.com

215.674.2937

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
215.674.2937  •  Fax 215.441.8706
Michael@JacobsenAssociates.com
www.JacobsenAssociates.com
499 Easton Rd., Horsham, PA 19044

Connections count.
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Serving the Southeast technology 
markets for 52 years. 

The Brandel-Stephens engineering 
team brings outstanding customer
relationships and technical competence 
to every principal represented.

To learn how Brandel-Stephens can boost your sales, contact
Ted Toomey at the corporate headquarters: 

4720 NW Boca Raton Blvd., Suite D-102, Boca Raton, FL 33431
Phone: 561-998-2790
Email: ttoomey@brandel-stephens.com
URL: brandel-stephens.com

Offices in FL, GA, AL, NC, MD, PR
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317-578-0474
www.dytecnci.com

    Dytec-NCI has decades of experience  
providing professional technical electronics 

sales representation in the Midwest  
(IL, IN, WI, OH, MI, WPA, MN, KY) region. 

 • Are you a technical salesperson looking for a 
new challenge? We currently have openings for 

outside Sales Engineers in our 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.  

~ Over 40 Years of Integrity, Determination and Results ~

Dytec-NCI, LLC

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 
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TEL - 508-434-1401
sales@powercompsales.com

www.powercompsales.com
Power Component Sales, LLC

Representing Manufacturers of 
Electronic Components since 1990

Call PowerComp to discuss representation in 

NEW ENGLAND & UPSTATE NY

www.sacs-rep.com

sales@sacs-rep.com

704-525-0510

South Atlantic Component Sales

Professional & Technical Sales Representation
of Electronic Components 
& Peripheral Solution Products
Covering the Southeast & Mid-Atlantic

89 Access Road, Suite 10, Norwood, MA - 781-762-8090

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

                           
New brand...
Same dedication  

to exceeding expectations!
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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

SW Marketing Associates

If you are looking for a rep firm that’s growing 
instead of downsizing, call SW Marketing and 
put our experience to work for you.

Ph. 214-341-8631 Fax 214-340-5870

SW Marketing Associates
10557 Metric Drive, Dallas TX 75243

Larry Keller
Vice President of Sales

214-534-2271

Manufacturer’s 
Representative 

since 1980

Servicing the electronic 
and electrical markets in the 

South for more than 30 years.

Serving and supporting
OEMs, CEMs and Distributors

Degreed sales engineers

OEM design specialists

Experienced distributor 
management

Warehousing 
and inventory 
programs available

Outside Salespeople: 6

Inside Salespeople: 3

Let us help you spread your message

OF107R2 SW Mrkt Ad_(v2).pdf   1   1/29/18   10:25 AM
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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

22 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.

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

“THE RESPONSIVE COMPANY”

Manufacturers’  
Representative

 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.

Develop a Sharper 
Sales Team. Simply.

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

Nicki Weiss
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Engineering Products
Discover Over a Million

from Suppliers You Know and Trust

Call us at 1-800-463-9275

newark.com

 § 900+ new products added each week

 § Custom services such as kitting, panel meters,
enclosures, and many more!

 §Market-leading online community of over
500,000 engineers



power.sager.com • 1.866.588.1750 • power@sager.com

VOXPOWER

MEAN WELL

CINCON

QUESTIONING
your power supply?

Sager Power Systems offers over 30,000 world-class AC-DC and DC-DC  
standard solutions, the widest range of modular power supplies available  
in North America and custom design services. 

As an authorized distributor with 21 world-class power supply manufacturers,  
a team of dedicated power sales engineers and a 20,500 SF value-add  
Power Solutions Center, we’re here to help.

PERFECTING POWER
A SPECIALIZED GROUP WITHIN SAGER ELECTRONICS

ad-layout7x9-2019.indd   1 3/22/19   5:23 PM



Electronics Representatives Association
1325 S. Arlington Heights Road, Suite 204 
Elk Grove Village, IL 60007

THE COMPANY
WE KEEP 
DEFINES US... 
SINCE 1945.
PEERLESS

E L E C T R O N I C S  I N C.

Authorized Electromechanical &

       In
terconnect Components Distributor

Right Lines.
Right Inventory.

Right Service & Support.
800-285-2121

www.peerlesselectronics.com


