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COVER STORY

“You tell me that it’s evolution, well you
know, we all want to change the world ...”

By Graham Kilshaw

for many, but the pandemic was the catalyst
for many more.

COVER STORY

In February 2017, I gave a presentation at
“Ch-ch-ch-ch-changes ...”
the ERA Conference in Austin, Texas, on how
In April this year, I conducted a series
most rep firms could and should build bigger,
of interviews with 12 owners and managbetter marketing functions within the busiers of representative companies across the
ness, and more specifically, build marketing
U.S. (Thank you to the folks at O’Donnell,
programs for lead generation.
MacInnis, EAS, Logix, Wallace, Mel Foster
After the presentation, while many agreed
Co. and all the other firms who kindly took
there was a need, one attendee approached
my call.) We talked about how marketing
me to say that his was a sales company, not a
was changing for them, and how they were
marketing company, and lead generation was
handling lead generation specifically. One
the responsibility of the manufacturer.
theme resonated throughout every single firm:
In 2017, that rep firm owner was probably
The pandemic had forced them off the road
right, the only problem was — not enough
and into their offices,
manufacturers were
it gave them the time
operating true sales
to re-evaluate, time
qualified lead programs
to experiment and to
for their rep sales
“Wait, rep firms are
build a more digital
teams. And, if we are
outreach strategy for
truthful with ourselves,
now generating leads
new business. This
manufacturers could
piece is key. As the
still do more lead gen
for manufacturers?
pandemic eases now in
in our industry today.
the summer of 2021,
Jump ahead to
It was always the other
they are not going
2021, and rep firms
back to 40 hours of
across the country are
way around.
“windshield time.”
now building their own
Every one of them said
marketing strategies
That’s a first ...”
that having time set
and resources. They are
aside for marketing is
subscribing to data and
— Walter Tobin,
here to stay. Everyone
marketing platforms
I spoke to was reclasand creating their own
ERA CEO
sifying which meetings
lead gen programs. So,
needed to be in person
what changed them?
and which could now
Well, yes, of course, it
be virtual. Most said
was the pandemic. Or
QBRs (quarterly busiwas it?
ness reviews) would now be virtual, many said
RSM territory visits would now be virtual. All
“There must be some way outta here,
of this buys back time for marketing. This is
said the joker to the thief ...”
big, very big.
The marketing changes evident in the rep
During a recent ERA Water Cooler session
industry in 2021 are not all being driven by
(July 6, 2021), ERA CEO Walter Tobin comthe pandemic. As I talked to rep firm chiefs
mented: “Wait, rep firms are now generating
over the last few years, most already recognized
leads for manufacturers? It was always the
the changing dynamics of their market and
other way around. That’s a first ...” It is. This is
many were looking for a change anyway. They
real change.
were looking at marketing as a way to create a
competitive edge; they saw the digital trans“Oh, won’t you show me the way ...”
formation trend and pursued it; some saw it as
So, with all of this new-found time, it is
necessary to create a new value proposition to
now the rep firms who are taking the lead and
their principals; a few even told me it was necengaging their manufacturer partners to create
essary for survival. So, creating a dedicated and
consistent marketing function within the rep
(continued on next page)
organization was already a change in motion
The Representor | Summer 2021
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COVER STORY: Mar keting strategies
(continued from previous page)

new lead gen programs. For example:
• At Wallace Electronic Sales, Rob Brunson
has created a weekly web TV show to connect customers and principals.
• Mel Foster Company has just hired its first
full-time marketing manager.
• Even before the pandemic, BrainardNielsen created an online Innovation
Center and a webinar series to identify
active buyers.
• Catalyst Unity hired Lectrix, a components marketing agency to build a
full-scale lead generation program using
content marketing.
• And courtesy of Schaffner USA, all of its
reps are now receiving free monthly email
and social media promotions to generate
new leads from their own social networks
and databases.
• Luscombe Engineering of San Francisco, too,
is building data and collecting content to
begin a lead gen program with their principals.

C O V E R S T O R Y, C O N ’ T.

“I can’t stand losing you ...”
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One other noticeable change over the last
year or so, and not a good one, is LinkedIn.
Engineering customers are engaging much less
with the plethora of product posts. Look for
yourself and you will see exactly who is liking
your posts. Today, it is much less likely to be
your customers and more likely to be your channel partners, your community of business peers.
So, what precipitated this change?
I am sure you have noticed that LinkedIn has
become more personal and less business over the
last 12 months. Also, the drop in engagement
was self-inflicted by the overkill of product PR.
Both are driving engineers away from connecting with suppliers. Quite simply, engineers want
to be educated not sold to. As a result, LinkedIn
for the components industry today is now more
about community than customers. Use it to
educate your channel partners about NPI activities, awards, promotions and new programs, but
I would not expect LinkedIn to be a lead generation tool for most companies going forward
(with a few successful exceptions).

“Darling, reach out, reach out for me ...”
But the news about LinkedIn is not to say
that product-based outreach is dead, or somehow bad for business. In fact, quite the opposite. On another recent ERA Water Cooler
(June 22, 2021), guest Jim Davis, purchasing
Summer 2021 | The Representor

manager for GM Nameplate revealed two very
interesting nuggets from the customer side of
the fence: 1. He takes one cold call per day,
and 2. In order to be that lucky winner, you
better show him something truly new. “Show
me something I don’t know!” Jim said. So, the
cold call is not dead after all. Post-pandemic,
as customers reopen, we are seeing the reemergence of cold calling in the form of the
so-called “sales enablement” approach.
Back at Wallace Electronic Sales again, Rob
Brunson is leveraging LinkedIn data and using
sales enablement platforms such as AutoKlose
and Outreach to generate design engineering
meetings with prospects. Rob will tell you that
if you want to get on someone like Jim Davis’
calendar, you must do outreach at scale. Oneto-one emails and phone calls work to nurture
existing leads, but to reach enough prospects
and to build a pipeline of new leads, you will
need a scaled marketing strategy, such as the
Wallace approach.

“Sunday morning I’m waking up, can’t
even focus on a coffee cup, don’t even know
whose bed I’m in, where do I begin?”

So, if you have not yet begun your rep firm’s
marketing transformation or are looking for
hints on where to go next, here are the five key
ingredients: people, content, audience data,
copywriting and platforms.
1. “Help. Coz I need somebody, help!”
Job #1: People. Create the resources. If no
one on your team has the marketing chops,
then hire someone like many other rep firms
already have. Also, don’t be afraid to learn it,
so much digital marketing today is self-taught.
You can do this.
2. “I get by with a little help from my friends”
Content. Your prospective engineering
customers want to be educated not sold to, and
educational content is the language of love with
design engineers. Most of your principals and
distribution partners have a ton of it. So, talk to
your channel friends and start building a simple
library of whitepapers and webinars.
3. “I’ve seen all good people.”
Audience Data. As a rep firm, your email
database, and your social networks are your biggest assets. So, build them, clean them, use them
fully, and guard them well! And if you have not
yet downloaded your LinkedIn connections,
Google it, it’s easy. There are also plenty of lowcost contact data acquisition platforms available
today. See the list below.

4. “Can’t write a letter, can’t write a postcard, I can’t write nothing at all ... this ain’t
no disco”
Copywriting. There are plenty of blogs and
articles online to quickly learn how to write
short, effective sales copy. But if you really cannot write, either hire someone who can or try
some online tools for help. See the copywriting
list below.
5. “Let me please introduce myself, I’m a
man of wealth and taste.”
Marketing Platforms. This is how you connect with your future customers. Check out the
sales enablement and marketing automation
platforms listed below.

About the author
Graham Kilshaw is the CEO of Lectrix, a strategy
and marketing firm for the electronics industry.
Lectrix focuses on sales-driven marketing strategies to link together manufacturers, distributors
and representatives in order to optimize the power
of audiences across the entire sales channel. The
company is also an industry media publisher.
From his 20+ years of experience, Kilshaw has
developed a comprehensive understanding of the
dynamics of the global electronics industry. He is
a blogger, author and past speaker at ERA, ECIA,
EDS and Engineering the Conversation.
He can be reached at graham@lectrixgroup.com.

“Everybody’s working for the weekend …”

Check out these tools to help you get started:
• People Resources: Upwork, Fiver
• Copywriting Tools: Crystal Knows,
Grammarly (free writing assistant)
• Email/ Marketing Automation Platforms:
Active Campaign, Mail Chimp, Hubspot
• Sales Enablement Platforms: AutoKlose,
Outreach.io, SalesLoft,
• Contact Data: Uplead, Apollo.io,
Leadfeeder

“Please, please me.”

In summary, talking about his new marketing approach, Catalyst Unity’s Tom Griffin
recently made this comment: “This is not just
about finding new design engineering customers, although of course, that is our first goal. An
effective lead generation program attracts new
principals too.”

“So, you might as well jump, JUMP!”

This is not evolution, it’s a revolution, so
jump in, start now, experiment, fail, try again,
succeed. And you will.
During a webinar this last winter, I asked
Michael Knight, president, Exponential
Technology Group and SVP Corporate Business
Development at TTI Inc., if he was concerned
that salespeople across our industry would revert
to old habits in the post-pandemic period.
Michael replied, “The changes have already
taken root, and while some will probably yearn
for the road, there is really no turning back.”
Dave Grohl said it best: “It’s times like these
you learn to live again ...” n

NationalSalesRepLawyers.com

With Over 70 Years Experience Protecting Independent Sales Reps

(Formerly Schoenberg Finkel Newman & Rosenberg, LLC (SFNR))

in succession planning or buying, selling or merging a rep firm?
✔ Interested
We handle dozens of such transactions annually and are experienced in rep
firm economics.
Need a rep, sub-rep or employment contract drafted or reviewed?
We have decades of experience preparing rep contracts.

✔
principal refusing to pay (or underpaying) commissions due?
✔ IsWea have
recovered millions in commissions for reps.
after landing the big customer?
✔ Terminated
We know how to obtain payment and to seek attorneys’ fees and statutory
damages in many cases.

COMPLIMENTARY
20-Minute
Initial Consultation
with NO obligation.
Just mention ERA.

FORWARD THINKING
STRATEGIC COUNSEL

312.648.2300
300 S. Wacker Drive | Suite 1500 | Chicago IL 60606
ADAM GLAZER
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GERALD NEWMAN
gerald.newman@sfbbg.com
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“If I could turn back time”
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The path to success — building reputation,
experience and connections
To gain a better insight into how young
professionals in the electronics industry have
turned challenges into opportunities and
ensured continued growth, The Representor
interviewed Jacob Medina, Account Manager
for Straube Associates.
Medina shared how building industry
knowledge, reputation and a network of connections from the ground up have helped set
him up for success.
Jacob Medina

Tell us a little bit about yourself.

Being born and raised in the Bay Area,
it was almost inevitable that I would end
up in the electronics and tech industry at
some point in my 31 years of life. I started
off in the solar industry doing manufacturing and assembly, moved on to a larger tech
company doing inventory and warehouse
management, and eventually, landed in tech
support. It wasn’t until recently that I got
into sales, but my keen interest in electronics made this role the perfect opportunity
for me.
With a father who’s an engineer and
a mother who’s a nurse, I learned technical and practical skills early on. My father
taught me how things worked independently and collectively, and my mother
groomed me in the areas of internal and
external care. I was able to apply my knowledge in both areas not only in the professional environment, but also at my church
where I volunteer. It was there that I met
my amazing wife and biggest supporter and
I’m blessed to say that we have a healthy
little nine-month-old boy who’s just as curious with the way things work as I was.

How long have you worked in the electronics industry?

R I S I N G S TA R S

I have been working in the electronics
industry for 11 years with the last three years
now as a manufacturers’ rep.
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What made you choose this industry as
your current career path?
I’ve always had a passion and interest in
helping others, whether it’s fixing broken
items, building hardware, or troubleshooting. Naturally, support operations were a
Summer 2021 | The Representor

compatible fit and I ended up working in
those types of roles for over eight years helping
direct individuals, but I was seeking more.
I wanted to use my skills and experiences to
help businesses grow. Coincidentally, my mentor recommended this career path, and I knew
this is where I wanted to be.

What are some of the main challenges
you encountered as you embarked on
your career journey?

One of the biggest challenges was to build
a reputation for myself as I had little experience in sales and had not yet built a network
of connections. Another challenge that I faced
was familiarizing myself with products I had
little knowledge about.

What are some steps that you have
taken to overcome these challenges and
to ensure that you can establish and
nurture a successful career?

I quickly learned to develop thick skin and
to really try to understand the clients’ pain
points and needs. I engulfed myself in product
manuals and data sheets to get comfortable
with the components and the ancillary items
that would relate to them. Leveraging windshield time with regionals and FAEs when
they were in town helped me gain further
knowledge and understanding.
It took many rejections and persistence
before purchase orders started to trickle in.
However, I was constantly reminded by my
boss that “sales is a series of rejections interrupted by an order” and I watched as it all
started to come to fruition.

What were some training tools or networking/industry events that you found
beneficial to your professional growth?
The most beneficial aid for my growth
was learning from the seasoned professionals,
whether it be “buddy calls” with my fellow
colleagues or discussions with the distribution
partners. Events like the ERA conference and
bi-monthly water cooler events helped me
build my network of connections and expand
my industry knowledge. I also had the opportunity to complete the first part of my CPMR
certification earlier this year.

Is there enough new talent entering the
electronics industry and what could make
this field more attractive to future young
professionals?

While the overwhelming majority can be considered high tenured, I do see a slow shift toward
the younger generation, but not quite enough
yet. With the advancement of electronics, we’re
seeing a boom in new technological developments such as drones, electric vehicles, network
enhancements, etc. These developments would
make this field more attractive to future young
professionals if marketed appropriately.

Where do you see your profession and the
industry 10 to 20 years from now?

Having lived through probably the toughest
of times in this industry due to the pandemic,

I can see the profession evolving into a fully
remote and virtual platform. While nothing
will ever replace the human element of inperson meetings, there will be more efficient
ways to do so. As we see the generational shift,
there will be more tech savvy ways to replace
old-fashioned methods. I can see artificial
intelligence and bots working in the industry
to predict and forecast needs while maintaining
supplies and orders of inventory.

Professionally, what keeps you up at night?
Particularly during this pandemic, raw material
shortages and unmet lead times have been keeping
me up at night. The unpredictability of timelines
makes it difficult to plan which can hold up client
processes and developments. Also, my ninemonth-old son — #dadlife.

R I S I N G S TA R S
The Representor | Summer 2021
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ERA Conference Volunteers

ERA extends its thanks to these distinguished and dedicated volunteers who are serving
on the 2022 Conference Committee and Subcommittees. This group gives selflessly of their time,
and their commitment to developing a dynamic and valuable program is deeply appreciated.
2022 CONFERENCE COMMITTEE
Bryan White, CPMR, Catalyst Unity Solutions – Conference Committee Chair
Lori Bruno, Luscombe Engineering of San Francisco – Conference Committee Vice Chair
Adam Anderson, CPMR, Norris & Associates Inc.
Ellen Coan, CPMR, CC Electro Sales Inc.
Matt Cohen, CPMR, CC Electro Sales Inc.
Paul Dosser, Digi-Key Electronics
John Guetens, E-T-A Circuit Breakers
John Hutson, CPMR, The MacInnis Group
Scott Lindberg, CPMR, Quell Corporation
Holly Myers, CPMR, Genie Group
Paula Renfrow, TTI Inc.
Tony Roybal, Avnet Inc.
Perry Thornton, Pinnacle Marketing Inc.

ERA CONFERENCE

2022 CONFERENCE SUB-COMMITTEES
Breakout Sessions Sub-Committee

Sponsorship Sub-Committee

Adam Anderson, CPMR, Norris & Associates Inc. – Co-Chair
John Guetens, E-T-A Circuit Breakers – Co-Chair
Craig Anderson, CPMR, Sumer Inc.
Alma Arroyo, Ohmite Manufacturing
Seamus Dolan, Crouzet
Bryan Flynn, Sager Electronics
Cesare Giammarco, ERA Consultant
Adam Grigor, Tech-Trek Ltd.
Heather Heath, Pinnacle Marketing Inc.
Byron Holloway, Fralia Co. & Associates
John Simari, ERA Consultant, Simari Consulting
Chuck Tanzola, CPMR, Fusion Sourcing Group Inc.
Tom Vanderheyden, TTI Inc.
Mike Walker, Allied Electronics & Automation

John Hutson, CPMR, MacInnis Group – Co-Chair
Scott Lindberg, CPMR, Quell Corporation – Co-Chair
Chris Beeson, RS Components
Zach DeVillers, CPMR, Brainard-Nielsen Marketing
Bill Dull, Triad Magnetics
Dave Fitzgerald, WESCO Sales Group Inc.
Derrick Fitzpatrick, United Chemi-Con
John Latimer, Luscombe Engineering of San Francisco
Brook Merchant, CPMR, R.C. Merchant & Co. Inc.
John Mitchell, Repfabric
Gary Smith, CPMR, G.L. Smith Associates Inc.
Aparna Sproelich, Aurora Group
Terri Straube, Straube Associates
Bob Walsh, CPMR, Coakley Boyd & Abbett
Dave Winner, CPMR, South Atlantic Component Sales
Gary Zullo, Arrow Electronics

Keynote Sub-Committee

General Sessions Sub-Committee

Holly Myers, CPMR, Genie Group – Co-Chair
Perry Thornton, Pinnacle Marketing Inc. – Co-Chair
Mike Calabria, Abracon LLC
Carla Mahrt, JJM Search
Jeff May, Logix Sales & Marketing
Maryellen Stack, Sager Electronics
Mike Swenson, CPMR, Mel Foster Company
Bryan Teen, CPMR, Tech Marketing
Kimberly Wallace, Sensata Technologies
Tom Wichert, TDK-Lambda Americas

Matt Cohen, CPMR, CC Electro Sales Inc. – Co-Chair
Paula Renfrow, TTI Inc. – Co-Chair
Ellen Albright, E-T-A Circuit Breakers
Christine Bell, JF Kilfoil Company
Joe Braun, CPMR, EK Micro
Heather Fulara, Newark Electronics
Hal Grass, Cornell Dubilier Electronics
Todd McAtee, Mouser Electronics
John O’Brien, CPMR, Coakley Boyd & Abbett
Pat Wastel, Avnet Inc.
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Register today at era.org!

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

I grew up in Roswell, Georgia, before
moving to Upstate South Carolina to attend
Clemson University. Following graduation, I
returned to Atlanta for a few years before relocating to Philadelphia. I currently live in the
small river town of Stockton, New Jersey, with
my wife and Canadian Labrador Retriever.

How long have you been in the
manufacturing business?

Seamus Dolan
Director of Sales
Crouzet
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 Seamus Dolan, director of
sales at Crouzet, an independant
manufacturer committed to designing,
manufacturing and supplying
customized mechatronic components for
demanding applications in aerospace
and transportation, energy, building and
machinery industry.
The Representor asked Seamus
a few questions about his time in the
electronics manufacturing business and
his experiences with ERA. Here is what
he had to say.

I have been in manufacturing for 11 years,
10 of which have been with Crouzet or our
former parent organization, CST (Custom
Sensors & Technologies).

How did you become interested in the
electronics industry?
I stumbled into it. I attended Clemson University because of its relationship with BMW,
Bosch and Michelin. My original focus was to
be an automotive engineer and hopefully contribute to the M Racing series of BMW. However, I graduated in 2008 into one of the most
challenging job markets in history. Automotive
simply was not hiring so I took a position with
a division of UPS. This gave me exposure to
global trade and manufacturing supply chains.
That exposure led me to pursue opportunities
within the electronics industry.

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

Briefly describe your organization.

Crouzet is a mechatronics manufacturer
with headquarters in Valence, France, and
North American headquarters in Allen, Texas.
Our main competencies are switches and sensors, automation and controls, motors, cockpit
controls and electrical protection. Our customers are those in mission-critical industries:
aerospace and defense, transportation, power
generation, access control, medical and water

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

Without disclosing our IP, from a product
perspective, Crouzet has made several innovations recently in our electrical protection
segment (focused on aircraft), strain gauge
technologies, relays and automation. Our
re-entry into solid-state relays, continued
innovations in electromechanical switching
and our upcoming announcement about a
new automation product have been particularly invigorating for us as an organization
along with our reps and customers.
With respect to best practices, Crouzet
has aggressively adopted new technology
to maximize both production and field
efficiencies. We are heavily invested in our
CRM tool for many years which provides a
high level of data capture and fluid transference amongst our commercial teams. We
expanded on that resource this year to create
a “Rep Portal” which gives our partners realtime information about the customer along
with immediate notifications to new commercial opportunities.
As mentioned before, Crouzet is laserfocused on our customers and we consider
ourselves to be experts within their respective industry, allowing us to help “coengineer.” We are disciplined and do not
attempt to be all things for all customers
rather choosing instead to focus on those in
a mission-critical setting.
Finally, Crouzet’s executive leadership
creates a culture of trust, honesty, and open
communication. We are an extremely flat,
ego-less organization that ultimately benefits
our employees, partners and 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?

There are too many lessons learned and
people to thank. I am extremely proud of the
rep network we have put together and the
corresponding partnerships. Each partner
brings an amazing amount of insight into the
business along with best practices. Electronics
are built on human beings and we work with
the best of them.
I have made it a priority over the last
(continued on page 37)
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The relationships and being a part of the
customer’s build/success story. The electronics
industry, despite its significant global GDP,
is a rather tight-knit community of people
and a concentrated group of actors/firms. The
opportunity to be part of this community has
been personally rewarding in too many ways
to count. With respect to the customer, helping their vision become a reality is immensely
rewarding. When you are out in the real world
and can look at an airplane, train, power station or medical device (to name a few applications), knowing that you played a part in that
is deeply satisfying.

management, to name a few. We are celebrating
our 100th anniversary this year!
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ERA Member Service Action Lines

WELCOME, NEW MEMBERS!
These companies joined ERA since April 2021

REPRESENTATIVES
Adapt Electronics
Gary Hilgeman
Pacific Northwest Chapter
adaptelectronics.com
Astrorep Inc. Envision Design Tech
Mike Acquafredda; Ken Ball
Metro New York Chapter
astrorepinc.com
Atria Technologies Ltd.
Tom Davidson
International Chapter
atria-technologies.com
Averill Engineering Group
Jim Averill
New England Chapter
spiaverill@comcast.net

NEW MEMBERS

Disman Bakner
Johnson Jew
Pacific Northwest Chapter
dbsales-nw.com
Electra Technical Sales
Dave Diedrich
Pacific Northwest Chapter
electratech.com
Innovation Sales Rocky Mountain
Chuck Negrelli
Rocky Mountain Chapter
innovationrm.com
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Mechtronics Group Inc.
Kim Christian
Chesapeake Chapter
mechtronics.net
Meridian Marketing Inc.
Mike Eisenhauer
Rocky Mountain Chapter
meridian-mktg.com
P&C Next
Jeremey Cott; Patrick Powell
Heart of America Chapter
pandcnext.com

MANUFACTURERS

Carling Technologies Inc.
Jayra LaSalle
carlingtech.com
CELDUC Inc.
Gilbert Battistin
celduc.com
Concord Electronics
Bill Pick
concord-electronics.com
IMS Connector Systems
Bryce Sonksen
imscs.com
Marathon Power Inc.
Rachelle Luster
marathon-power.com

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
Hertz Car Rental........................................................era.org
(Click the link on the Member Services page.)
JJM Search....................................................402-721-6590
jjmsearch.com
LECTRIX.....................................................lectrixgroup.com
MRERF (CPMR/CPSC/MBP programs).............mrerf.org
Repfabric	��������������������������������������������� 844-737-7253, x225
RPMS software.	��������������������������������������������800-776-7435
rpms.com
Spyre Group.......................spyregroup.com/reps/index.htm
UPS shipping.............................................................era.org
(Click the link on the Member Services page.)

Consultants Available for Expert Access
Accounting & Taxes: Stan Herzog................847-975-0409
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: Steve Cholas.......... 949-413-1732
Sales Consulting/Coaching: John Simari.... .....214-325-4117

ERA Services & Resources
•
•
•
•
•
•
•
•

(Call 312-419-1432 or go to era.org.)
Locator Online Directory of Manufacturers’ Reps
Lines Available Service
ERA Water Cooler Industry Discussions
ERA Talks (Podcast)
ERA Member Surveys
ERA Bulletin Board
POS Reports & SBLC Alerts
ERA Logos

ERA White Papers & Industry Standards
(Visit era.org for details.)
• Staying on Course – Tips for More Effective Manufacturer/
Representative Quarterly Meetings
• Rep to Manufacturer Communication: Reinforcing the
Mutual Value
• Introduction to Manufacturers’ Reps
• Line Conflicts: Navigating to a Mutually Beneficial Resolution
• Thriving on Change 2014: How the Field Sales Function
Keeps Evolving
• Guidelines to Planning a Territory Visit
• Developing New Markets with Professional Field Sales Reps
• POS – Recommended Technical Standards for Distribution
Point-of-Sale Reporting
• Split Influence (Commission) Recommendations for the
Electronics Industry
• Split Commission Request Form, in Excel format

ERA Meetings & Programs

Meritronics
Paul Miyoshi
meritronics.com

• ERA Virtual Sales Training - Sept. 21 – 23, 2021
• ERA Mid-Year Board Meeting (Virtual) - Oct. 28, 2021
• 2022 ERA Conference - Feb. 27 – March 1, 2022

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

What doesn’t kill us makes us
stronger
Feb. 27 – March 1. It may seem like a long way
off but, trust me, it takes months to plan for
this event making sure we have a great agenda,
motivational and educational speakers, and a
diverse list of breakout sessions.
But can we take a moment to acknowledge
all of the challenges that we have faced together
over the past 15 months? I certainly do not
want to dwell on all that we have had to deal
with and go through. But, WE DID IT! Yeah
us! We seem to be on the cusp of a new day for
us and our industry. If we learned ONE thing
from the past months is how strong we are!
We will need this strength to embolden
us to be vigilant as we move out of our cubby
holes and reengage to see how our industry
has forever changed, how our customers have
changed, how they want us to change, and
to develop our road map to stay ahead of the
change-curve and deliver a strong value to our
customers on behalf of our manufacturers.
None of us can afford to or want to go back
to the old ways of doing business – driving
in a car for two hours each way to see ONE
customer is probably out the window! We can
certainly have a face-to-face meeting but, more
often than not, these would be conducted via
video. Video is FACE-TO-FACE!
We can ask our customers what specific meetings or events they want to have
IN-PERSON — perhaps a product demo,
a lunch-and-learn (although many of you
did plenty of virtual lunch-and-learns over
the past 15 months). Listen to your NEW
customer and let them define how they want
you to support them moving forward.
Let us all LEAD THE WAY to help define
the new role of the field sales engineer, the
best tools on time and territory management,
customer profiling, etc.
ERA will continue to evolve and change in
this new world. Please let me know what you
need from US to help YOU navigate these new
waters. We will continue to work hard to provide an excellent and relevant value proposition
to our members.
My bags are, once again, packed and
my phone (617-901-4088) is always on.
I am all ears.

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

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

I hope that all of you are enjoying the summer and getting to spend some time with your
family and friends (remember them?). Things
seem to be getting back to normal a little bit at
a time: traffic is picking back up, the airlines are
packed, airports are once again in chaos. Yet,
some parts of this re-entry process feel good. I
am sure I will get over this feeling of euphoria
sooner than later and become a tired “road warrior” once again.
Last week, I took my first flight since the
February 2019 ERA Conference to celebrate
the retirement of Bob Evans of EK Micro. I
was totally “off my game.” I forgot how/what to
pack, what IDs I need to have with me, how to
download my boarding pass to my iPhone app,
how to request an Uber, etc. How could I have
forgotten so much in so little time?
Yet, it all felt good to hug people, to shake
hands (I had vowed to NEVER AGAIN shake
hands ... oh well), to chat with people without
a mask, to share some common war stories of
the past 15 months. We all seemed to be helping each other get back our A-game.
So, what is ERA doing to help YOU get
back YOUR A-game? Plenty!
First, we are a co-sponsor of EDS, which
is going to be held in Las Vegas on Aug.
30 – Sept. 2 at the Mirage hotel. This is a
do-not-miss event and a perfect opportunity
to see old friends, make new ones, and to
get back in the game. I expect the show will
look pretty normal. Perhaps a few favorite
restaurants and bars may be closed or operating on a limited schedule due to staffing
issues. However, the buzz at the Mirage will
be unmistakable and refreshing.
Second, ERA is conducting its first-ever
Virtual Sales Training session, “Sharpen Your
Selling Skills” on Sept. 21 – 23. This unique
initiative will give all of us a chance to dust off
our toolkits, get rid of any rust that we have
accumulated and be ready to hit the streets running! I know that ALL of us can benefit from a
refresh of our toolkit to help ensure that we are
the sales leaders of tomorrow.
We also have begun the planning process
of our 2022 ERA Conference, to be held once
again at the AT&T Center in Austin, Texas,
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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

Metro New York
ERA!
Astrorep Inc.
Envision Design Tech
astrorepinc.com
mike.acquafredda@astrorepinc.com
Aurora Group
www.auroragroup.net
rvairo@auroragroup.net
CBA Empire
cbaempire.com
jprichard@cbaempire.com
CFE-MacInnis
cfe-macinnis.com
hank@cfe-macinnis.com

CHAPTER AD

ERA Inc.
erareps.com
markhov@erareps.com

R. P. Luce & Co. Inc.
rpluce.com
rich_boziwick@rpluce.com
Pacent Engineering Corp.
pacentengineering.com
paul@pacentengineering.com
Prime Manufacturers Representative
pmr-rep.com
mwasiluk@pmr-rep.com
Sertech MCM
sertechmcm.com
joed@sertechmcm.com
Smith/Hartman Co.
(div. of Sidney Smith Assoc. Inc.)
smhtmnco@aol.com

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

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

GSA Parallax
gsatech.com
jbeaver@gsatech.com

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

NECCO
neccoelect.com
kurtb@neccoelect.com

WIN-COR Electronic Sales Corp.
win-cor.com
wilson@win-cor.com
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Metro 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 Group
Robert Foertsch
WIN-COR Electronic Sales Corp.

For information about
Metro New York ERA,
visit
erametrony.org

FROM THE TOP

Reconnect, realign and recommit
at EDS 2021
As we all start to see that light at the end of
the tunnel, the beacon calling us all to get out
there and get together is the 2021 EDS Summit. EDS will be held Aug. 30 – Sept. 2 at the
Mirage Hotel in Las Vegas. Yes, it’s in August.
Yes, it will be hotter than our normal May time
frame, but lets be honest, how much time do
we really spend outside when we attend EDS?
The true value of EDS is the opportunity
to meet and network with the leaders in our
industry and this year’s theme — “Now More
Than Ever” — couldn’t ring more true.
EDS 2021 will be the first in-person
industry event in over 18 months. Everyone is
looking for some sense of normalcy, a feeling
of community and a need to belong to something bigger than ourselves and our companies. EDS 2021 will provide the opportunity
to do just that.
So, why is it important for you to be there?
• To Reconnect. Virtual meetings cannot
replace the face-to-face interaction our
industry and sales have come to depend
on. EDS provides the forum for industry
leaders to reconnect on the interpersonal
level that has helped all of our companies
reach the successes we’ve achieved so far.
• To Realign. We’ve all had to continue to
pivot into, through and coming out of the
pandemic. EDS gives us the opportunity

to realign our goals as reps, manufacturers
and distributors. It’s a chance to all meet
to align our common goals of servicing
our customers in the most effective manner possible. We update our strategies to
address our market needs and decide how
best to go forward working together.
• To Recommit. Once we reconnect and
realign, it’s critical that we all recommit
to one another, to work for the common
good of our industry. Our industry has
seen unprecedented times but our future
has never been brighter. By recommitting
to the plans we develop at EDS and focusing on opportunities that lie ahead, EDS
will become the platform we all need to
continue to grow and prosper
EDS and the Mirage hotel are doing everything they can to assure that EDS 2021 is a safe
event. According to the Mirage management,
the hotel has increased the amount of routine
cleaning, with a focus on high-touch surfaces
and common areas using cleaning products
that meet EPA guidelines. The hotel also has
undergone rigorous measures to provide more
outside air circulation throughout the buildings
and guest rooms with air filters that meet or
exceed published standards.
I look forward to seeing you all at EDS
2021 in Las Vegas.

by John O’Brien, CPMR
Coakley, Boyd and Abbett
ERA President
jobrien@cbane.com

ERA Business & Hospitality Center at EDS

• Use the Business Center as your EDS headquarters
for small meetings, networking and coffee breaks.
• Stop by to pick up your ERA ribbon and a copy of
the EDS Lines Available Bulletin.
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• Visit the ERA Business & Hospitality Center located
in the Mirage Grand Ballroom, Booth #102.
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EDS SUPPLEMENT

EDS Special Adver tising Supplement
All advertisers are listed in alphabetical order by company type
DISTRIBUTORS

Sager Power Systems.............................................................................IBC
TTI Inc.......................................................................................................IFC

MANUFACTURERS

AVX........................................................................................................... BC
Baknor ......................................................................................................21
Fair-Rite Products Copr. .........................................................................18
GradConn .................................................................................................23
METZ CONNECT.......................................................................................21
TDK Lambda.............................................................................................19

REPRESENTATIVES

Blair Engineering Southwest...................................................................21
Brandel-Stephens & Co. Inc....................................................................23
Cartwright & Bean Inc. ............................................................................23
C C Electro................................................................................................24
Conquest Technical Sales.......................................................................19
Dytec-NCI Inc............................................................................................16
GSA............................................................................................................20
Johnson Company ..................................................................................22
L&W Power Corp......................................................................................19
MacInnis Group........................................................................................24
Power Component Sales LLC.................................................................22

SERVICES
Empowering Systems.................................................................. 17
Metro New York ERA ................................................................... 14
Schoenberg Finkel Beederman Bell and Glazer LLC	����������������.7

• Are you a manufacturer looking for sales
representation?

EDS SUPPLEMENT

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

www.dytecnci.com
317-578-0474

If you answered YES to any of these questions,

Please contact Dan Connors at 317-919-0000
to discuss further.

or email dconnors@dytecnci.com

Dytec-NCI has decades of experience
providing professional technical electronics
sales representation in the Midwest
(IL, IN, WI, OH, MI, IA, WPA, MN, KY) region.

~ Over 40 Years of Integrity, Determination and Results ~
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Customer Relationship Management
for Manufacturers and Representatives
Now with POWERFUL INDUSTRY LEADING ANALYTICS

SELL
SELL
SELL

from Microsoft Outlook.
from your mobile phone.
online, offline, any way you like.

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

EDS

Las Vegas, NV
August 30 – September 2, 2021

P 888.297.2750

|

www.empoweringsystems.com
The Representor | Summer 2021
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Stop by our booth and ask about a Free Trial
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History of Ferrite

During the 1930’s research on ‘soft’ ferrites were
conducted, primarily in Japan and the Netherlands.
However, it was not until 1945 that J. L. Snoek of the
Phillips Research Laboratories in the Netherlands
succeeded in producing a ‘soft’ ferrite for commercial
applications. Originally manufactured in a few
select shapes and sizes, primarily for inductor and
antenna applications, ‘soft’ ferrite has proliferated
into countless sizes and shapes for a multitude
of uses. Ferrites are used predominately in three
areas of electronics: low level applications, power
applications, and Electro-Magnetic Interference
(EMI) suppression.

History of Fair-Rite Products Corp.

Fair-Rite Products Corp. is a family owned business
that was formed as a partnership in 1952. With his
partners, Edmund Stanwyck and Jack Webb, Richard
Parker created Fair-Rite Products Corp. in Wallkill,
New York. Fair-Rite quickly expanded into the rapidly
growing EMI suppression market, manufacturing
ferrite shield beads.
With locations in New York, Illinois and China,
Fair-Rite continues to be on the cutting edge of
ferrite technology, expanding its product lines
across a broad spectrum of exciting new markets.

EDS SUPPLEMENT

A.B. Kreger Company

Globally Partnering with Professionals to be
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1-888-FAIR-RITE | FAIR-RITE.COM

If you are looking for a sales team that you
can call your own ... look no further.
Conquest Technical Sales has you
covered. With 5 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

The Leading Power Electronics
Manufacturers’ Representative Firm
in the Midwest
ILLINOIS – MICHIGAN – WISCONSIN
Experienced Technical Sales
Strong Inside Sales Support
For Representation Contact:
Jack Devine, President: 630.448.5762
jdevine@lwpower.com
www.lwpower.com

Power Electronic Solutions Since 1982

805-402-7490 Bill Herold - President

EDS SUPPLEMENT
The Representor | Summer 2021
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Serving the Electronics Industry
for More Than 50 Years!
New England
Metro NY / NJ
Eastern PA / Southern NJ / DE
Maryland / Virginia
Upstate NY

ME

VT
NH
NY

MA
CT

PA

RI

NJ

MD
DE

EDS SUPPLEMENT

VA

•
•
•
•

20 Summer 2021 | The Representor

28 Dynamic and Diverse Professionals – 3 Engineers
Results and Strategy-Oriented from Prospecting to Win
Extensive Market Knowledge – Electronics to Mil / Aero
4 Local Office Locations with Headquarters in NY

Respected and Trusted by Customers and Partners
www.gsatech.com

Ready to reboot your sales in the South?
Start today with Blair Engineering.

55 years of
design wins

Best choice for
electromechanical
components

Degreed sales
engineers

(AR, LA, MS, OK, TX)
Carl Griffin
972.964.1038
Carl.Grifﬁn@blaireng.com

(AL, FL, GA, NC, SC, TN)
Steve Fabian
770.992.2256
Steve. Fabian@blairse.com
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Make the right call. Contact us today.
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WELCOME BACK
Let’s stay safe as we all
get back on the road

Representing Manufacturers of
Electronic Components since 1990
Call PowerComp to discuss representation in

NEW ENGLAND & UPSTATE NY
TEL - 508-434-1401

sales@powercompsales.com
www.powercompsales.com
Power Component Sales, LLC

ERA WATER COOLER
EVERY OTHER TUESDAY
@ 4 PM EDT
NO NEED TO REGISTER
VISIT ERA.ORG FOR DETAILS

When Results Matter... Seek Professionals
Over a Dozen Sales Professionals with Deep Customer Relationships

PRODUCTS: Sensors, Interconnects,
Semiconductors, Power, Passives,
User Interface, IoT/M2M Solutions

EDS SUPPLEMENT

ND

MN

SD

WI
IA

www.johnsoncompany.com
Office: 651-429-2544
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MARKETS: Medical, Industrial, HVAC,
Telecommunications, Off-Highway, LED,
Consumer, Computer, Mil-Aero, Lighting

OEM Customer Focus
with Dedicated
Distribution Support

NE
KS

IL
MO

Contact: Mark Peterson @ 612-760-5000
markp@johnsoncompany.com

Covering SIX Southeastern States:
NC, SC, GA, AL, TN, MS
Respected • Efficient • Professional
Sales Representative Company
Serving This Area for 75+ Years
from Offices in Atlanta, Raleigh
Greenville and Smithville
We specialize in Passive, Electromechanical and
Sub-System Products.

Adding Value Is Our Stated Job.
Cartwright & Bean, Inc.

3870 Peachtree Industrial Blvd., Suite 340-246
Duluth, GA 30096
770-416-6075
dmccoy@cartbean.com
www.cart-bean.com

Waterproof Coaxial Cable Assemblies,
Board to Board & SIM Card Connectors for
I.O.T applications, Industry 4.0 and Beyond.
Lines available in several territories. For more details see the ERA’s EDS Bulletin
www.gradconn.com | USA) +1 954 903 3394

Serving the Southeast technology
markets for 55 years.

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

Same dedication
to exceeding expectations!
Manufacturers’ Representative

“THE RESPONSIVE COMPANY”
Advancing Technology, Quality
and Supply Chain Since 1981
IN/KY/OH/MI
715 N. Senate Ave.
Indianapolis, IN 46202
89 Access Road, Suite 10, Norwood, MA - 781-762-8090

EDS SUPPLEMENT

1650 Sycamore Avenue, Suite 9, Bohemia, NY - 631-567-3377
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317-612-5000
carol_cohen@ccrep.com
www.ccrep.com

VIEWPOINTS

Declaration of interdependence

by Chuck Tanzola, CPMR
Fusion Sourcing Group Inc.
ERA Chairman of the Board
ctanzola@fusionsourcing.com

the need to maintain relationship and concern
for the loyalists living in the colonies: “Nor have
We been wanting in attentions to our British
brethren.” And “In every stage of these Oppressions We have Petitioned for Redress in the most
humble terms.” He closes the document proclaiming the action resulting from the inability
to resolve them.
I wonder though if there would have been a
Declaration of Independence if the colonists had
felt a “decent respect” for their expectations of
the governance relationship with Great Britain?
So, how are these observations from history
relevant to our industry today? As I speak with
representatives, manufacturers and distributors
alike, many of the frustrations they express can
be summed up in two categories: 1) unmet
expectations or 2) a feeling of disrespect from
others with whom there should be a relationship. The common denominator in each case
— actions undertaken (or neglected) that betray
a recognition of the healthy balance between
self-interest and community concern, whether
unintentionally or serendipitously.
Wikipedia notes that the manufacturers’ representative is an “independent sales
representative.” Similarly, manufacturers and
distributors set their own, individual courses
in producing and delivering products to our
industry. Yet, despite this, it is incumbent upon
each member to understand that they are but
one leg of the stool — legally independent but
all functionally interdependent! We are fortunate to work in an industry that for the most
part recognizes this, but is challenged at times
to remember it when faced with the increasing
pressures of daily activities. I hope this column
in some small way helps remind us to rise up to
those challenges.
At the end of August, we will gather
(IN-PERSON) for the EDS Summit, where
the industry will discuss expectations, foster
relationships and the declaration of our interdependence will be on full display. I look forward to seeing you in Las Vegas and pursuing
life, liberty and happiness together. As always,
I can be reached at ctanzola@fusionsourcing.
com and welcome your comments.
For reference, you can find the original
text of the Declaration of Independence at
https://www.archives.gov/founding-docs/
declaration-transcript.
The Representor | Summer 2021
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When in the course of human events, it
becomes necessary to write an article, and you’re
not exactly sure what to do, reach for something
in plain sight.
On Sunday last, we celebrated the founding
of our nation; and not coincidentally, as I began
to consider this Representor column, a recent
Monday Morning Inspiration from my good
friend Bob Evans that arrived in my inbox read:
“We hold these truths to be self-evident, that
all men are created equal, that they are endowed
by their Creator with certain unalienable rights,
that among these are Life, Liberty and the pursuit of Happiness.”
This oft-quoted, and perhaps most memorable, phrase from the Declaration of Independence got me thinking. Typically, when we consider this foundational document of our nation,
we rightly focus our attention on the conclusion
— the declaring of independence from Great
Britain by the colonies — but as I read it, I
realized there are other lessons from within its
contents that merit our attention as well.
In writing the Declaration, Thomas Jefferson
leads with an explanation of why it was written
and upon what beliefs it is based. In addition
to the quote above, we find some interesting
language in the first two paragraphs, such as, “...
necessary for one people to dissolve the political
bands which have connected them with another
...” and “ ... a decent respect to the opinions of
mankind requires that they should declare the
causes which impel them to the separation.”
And “... Governments long established should
not be changed for light and transient causes ...”
While tempting to center on the words,
“dissolve,” “separation” and “change,” note
that each is not possible without having “connection” first. In fact, even in the midst of
the duress he undoubtedly felt, Jefferson still
declares some of the principles of connection
– “decent respect” for others, seriousness of
purpose (“... not ... light and transient causes
...”) and communication.
The Declaration then moves on to a list of
27 grievances and the attempts made to resolve
those complaints. The specifics of the issues
are not critical for the purpose of this discussion, but implicit in the itemized list of issues
are declarations of expectations governing the
relationship between the British Crown and the
colonies. Despite the issues, he also identifies
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ERA XCOM DIGEST
ED U C ATI O N U PDAT E
Ellen Coan, CPMR
CC Electro Sales
Sr. Vice President/Education
ellen_coan@ccrep.com

ERA Virtual Sales Training
coming in September

R E P U P DAT E
Cameron Engli sh, CPMR
English Technical Sales
Southwest
Sr. Vice President/Industry
cenglish@englishsales.com

ERA XCOM DIGEST

The Pioneering line –
How representatives and
manufacturers view
the dynamic relationship
and challenge
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Summer is fading FAST and school is on the
horizon for many — preschool, grade school,
middle school, high school, college, grad school
or beyond to ERA SCHOOL = Sept. 21-23 Virtual Sales Training is coming your way!
Everyone needs to learn new skills or sharpen
the skills we have. We are always growing or
learning a new “dance.” The ERA Virtual Sales
Training will offer nine sessions ranging from
negotiation to account profiling to time management, including a snippet of MRERF Sales
Professional certification available.
There will be a mix of industry knowledge
and professional training that will attract all in
rep, principal and disty offices nationwide from
management to outside sales to inside sales.
If you don’t get a chance to come to Austin,
Texas, in 2022 for the annual ERA Conference,
maybe this September the 2021 ERA Virtual
Sales Training and networking will keep your
team moving in the forward direction – up and

to the right!
As your ERA SVP of Education, I am trying
to bring our members every business improvement opportunity. The ERA Water Cooler
sessions and ERA Talks podcasts give us real-time
issues and solutions typically from a panel of
our peers. The “work arounds” or “scenarios and
solutions” are always showing a new light on a
common theme. ERA is appreciative for all the
volunteers that share their insight to show the rep
model is tried and true. It is here to stay as we
are challenged by market conditions no one ever
dreamed of in our once perfect world. The reps
along with their principals and distribution partners are forging a new path and we need all the
training we can get to make sure we stay strong
and do not stumble along the way!
Bring your school supplies and best attention
(AM PM! Activity of the Moment/Person of the
Moment) and “see” you in September and on the
Water Cooler calls!

As manufacturers’ representatives, we are often
approached by suppliers wanting to engage us
for territory coverage. When these suppliers are
doing no residual or existing business, we call this
a Pioneering line. The interesting dynamic of this
situation is that one party is being asked to make
a substantial investment, in good faith, while the
other party is only committing compensation
after the work has been successfully completed.
Most all of the risk falls on the representative's
side of the equation. Typically, the expectation is
that the representative will take on the project,
with no retainer, stipend, and in return, receive
no long-term commitment to the partnership.
I am hard-pressed to observe any other
industry where this dynamic business model is
expected or standard practice. Lawyers, doctors,
accountants, industry standards, all expect either
an invoice/advance billing compensation return or
they will not engage the client.
How about the representative business? Historically, expectations by Pioneering suppliers are
that there will be a 30-day termination option in
the contract, despite the fact that the representative may have worked for years to develop the
market. We must act as a community to put an
end to this expectation!
This begs the question, what risks are we taking
on as representatives? I have a feeling many of our
suppliers are unaware of the representative’s cost of
doing business in today’s world. Unemployment
insurance, legal issues, upfront costs of auto allowance, health insurance, office, phone, etc., the list
goes on. As representatives, we are investing time,
talent and resources, often at great expense.
Let me relate a story about something that
happened to my company to bring this to a more
personal level. We signed a line, for the sake of
this story I will call the supplier “Dynamo Elect.”

The sales level was zero. Although they had a
few accounts with strong business history, these
accounts were held as “house accounts” — no
compensation or sales were to be credited for the
house accounts.
Dynamo’s products consist of highly custom,
technical products. ASP’s were in the $25 to
$250 per part range, and could be significantly
more. Sales cycles from the start of evaluation to
production could typically run six to 24 months.
After the first few months, we were fortunate to
book a major OEM customer right out of the
gate. The resulting business grew to a business revenue stream of upward of $4 million run rate. All
good news! Then we added another new high-end
consumer customer that started as a shared position and eventually grew to turn over 100 percent
of their business. This was a customer that you
would have seen their product (medical) in television commercials all over the U.S. This customer
added about $1.5 million per year.
We continued to pursue business and programs, we were successful in gaining opportunities at major accounts that were well established
and well recognized. Along comes Covid-19, and
things slowed down overall. We went through a
slow patch of finding new opportunities. In this
situation, our response for a supplier partner paying us close to $20K per month is very focused.
We started scheduling monthly product reviews,
customer new business opportunity reviews,
proactive incentive plans for the sales team — all
standard “recovery” strategies to find ongoing
new customers. We profiled the top 50 targets,
set up and delivered several Webex presentations. In short, the situation had my attention.
Observing the slowdown in the new business
opportunity stream that was now approaching 90
days, I knew we needed to find the next new win.

• Reject any clause that “reserves” the right
to discount or change commission rates. Of
course, an exception to this would be rates
going upward depending upon profitability.
• If a commission rate is going to be negotiated, it has to be locked to the negotiation
happening before customer quotation or
customer negotiation.
As representatives we are unique entrepreneurs.
I defy anyone in the industry to show me a business
model where the contracted agent is only paid after
the completion of the entire business cycle, exclusively tied to shipments and collections.
Representatives’ willingness to take on a project with no compensation, guaranteed or assured,
speaks to the incredible capability and strength of
market position for us as business owners.
Mark McCormick, an attorney, agent and
founder of IMG Sports Management Group, and
one of the most successful Sports Agents in history,
(represented sports icons such as Arnold Palmer,
Bjorn Borg, Deriek Jeter, Charles Barkley) stated the
following about entrepreneurs: “The single greatest mistake entrepreneurs make is not to demand
enough compensation for their product or services.”
In case you perceive me to be anti-Pioneering line
in philosophy or practice, I want to point out that
two of my top five suppliers on my line card started
from a zero position. These lines turned out to be
well-positioned and literally kept our business alive
during the pandemic. I write this article in the hope
and intent that we as representatives finally decide
to value our capability, time, talent and resources as
strategic value. Imagine a supplier trying to bring
in a new hire, setting them loose in a territory and
expecting them to be of any practical use in this
economic environment that now exists. As a representative, your relationships, often long-term and
hard-won, are invaluable during an economic period
where we have been subjected to limited access.
In talking to a representative friend recently,
we were discussing the challenges and the amazing
expectations of suppliers that approach us. In
conversations with Pioneering lines, we heard the
oft-repeated line: “It should be easy, just show our
line to your customer when you are making your
normal routine sales calls. Our product practically sells itself, easy sell!” We both laughed at this
perception about the sales process. His response: “
Well, if it is so easy, you don’t need me. Why not
just go do it yourself?”
The missing ingredient for any Pioneering line
is your knowledge of the customers in the territory
and the market overall. Never forget that as representatives we are not the middleman, we are the
front, middle and end, the offense and the defense
of the sales cycle. It is a tragic and strategic error
to discount our value proposition. In the course of
business, when a supplier decides to “just go and do
it themselves” or in their case, develop a direct sales
model, suppliers are going to see that their investment is upfront, not tied to productivity, full of
responsibility and liability and very, very expensive.
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In the meantime, Dynamo hired a “new regional
manager.” At first glance, this was a new position,
but understandable because it was a challenging
period with the pandemic. I could not help but
question why they would bring on a new hire
in the middle of an economic slowdown? And
would only add that we were still experiencing
great overall sales performance in shipments and
bookings from the customers we had developed.
Commissions were stronger than ever, despite the
economic decline in the territory overall.
With no notice, Dynamo terminated us.
Here is the good news;
• ETS had a long-term backend termination
clause we were to be paid out for 180 days.
• The payments were reduced based on a timing
schedule, decreasing 50 percent after 90 days.
• The long-term backend helped a great deal
during a very difficult time, despite the sting
of getting dumped for what we perceived as a
convenient excuse.
Here is the bad news:
Dynamo went back out to the industry,
retained all of our developed accounts as house
accounts, and hired a new representative. Consider what is happening in this scenario. At this
point, Dynamo has benefited long-term from our
contribution and is now accessing the new representative’s I.P. at no investment cost of acquisition.
As representatives, what can we take from this
example as the moral of the story?
In the case of Pioneering lines, we have to hold to
a more disciplined standard of contract negotiation.
At the contract negotiation, insist on several
key parameters:
• Long-term termination payout. If the territory is zero revenue, insist on at least 12
months of compensation credit for all business booked for at least 12 months following
the termination.
• Refuse any non-competes that apply to you
for the territory after termination.
• Insist on your employees being included in a
non-compete, they are off-limits!
• Avoid binding arbitration. It is a travesty that
removes your rights to a jury trial, nothing
good comes from a judge that has complete
authority over the decision.
• If there are house accounts, make it a lock
with no future house accounts allowed.
• In Pioneering line situations, there should be
no commitment for sharing company contact
information, performing QBRs, attending
sales meetings, providing monthly reports, etc.
• Demand that all customer activity data are
legally required to be provided. Specifically,
sales invoices and commissions owed from
customer territory activity
• In lieu of any lack of willingness to provide
long-term back-end commitment, demand a
retainer that will be adequate and commiserate to the level of time and investment you
expect will be required.

The Representor | Summer 2021

27

ERA XCOM DIGEST
IN D U ST RY U PDAT E
Kingsland Coombs,
CPMR, CSP
Control Sales Inc.
Sr. Vice President at Large
kingc@controlsales.com

ERA XCOM DIGEST

Navigating challenges and
seeking opportunities
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In calendar Q2 2021, we saw a significant
manufacturing expansion, fueled by pentup demand especially in the industrial, food
equipment and automotive sectors. Programs
that were on hold during Covid-19 are
moving to production and investments are
continually being made in new equipment/
product designs. The dramatic shift has created component shortages, price hikes and
logistics bottlenecks, unlike anything I have
seen. The challenges seem greatest for parts
and materials related to on-board components, which are seeing lead times that are
one and a half to two times the normal levels.
The initial pent-up demand was handled
in part by inventory on the shelves at component manufacturers and distributors. Customers with long-term distributor relationships and solid communication on forecast
and backlog benefitted the most. Now, the
inventory is significantly depleting and bookto-bill ratios are much higher than in recent
memory. Component forecasts become
complicated when customers double or triple
book orders with various sources to try to
avoid their lines going down, raising concerns with suppliers of inflated demand. This
issue may cause calls for increased investment
in component production capabilities to go
unanswered. Production expansion may be
risky until the demand is vetted.
Component and first-level assembly suppliers are struggling to meet increasing levels
of demand. Long raw material lead times,
basic materials shortages, rising commodity
prices, stressed workforce and transportation
difficulties are the major forces in play. Even
ground transportation within North America
from Mexico to Chicago, for example, has
increased two to three times, putting additional pressure on lead times. The added cost
is burdened to customers who can’t afford the
extra lead time and must pay for expedited,
premium freight.
Because customers are more concerned
about securing component supply than
maintaining current prices to keep their
production lines going, component suppliers
have successfully passed on their added costs
to customers. We have seen increases ranging from 4-10 percent. Despite a significant
pushback about raising prices on existing
orders, some suppliers have successfully cited
rising materials costs during the extended

lead times. Customers have also been extending PO coverage over 12 months in many
cases, with detailed release schedules, and
committing to non-cancelable, non-returnable (NCNR) terms to assure supply. I have
seen some suppliers not accepting blanket
orders without scheduled releases citing
that they can only focus on customers with
known schedules. Factory allocation is in
motion with many suppliers.
We do not see improvements in the supply chain yet. In fact, it may get worse before
it gets better.
A unique example is we have a large
equipment manufacturer that cannot obtain
many of their required on-board components for upcoming equipment builds. So,
to save heavy inventory costs while they
wait for these components, they pushed out
orders for those components and first-level
assemblies that they can obtain within the
originally planned time frame. On one hand,
there is tremendous expedite pressure on our
PCB component suppliers, and on the other
hand, there is order pushout pressure on our
first-level assembly suppliers on the same
program. Not all suppliers are impacted in
the same way.
That all said, there are still many positives
for reps to focus on in this environment. For
instance, we have opportunities to design our
lines into existing BOMs typically outside
our normal reach. Engineering managers are
tasking engineers with finding secondary and
tertiary sources, even putting new projects
on hold to do so. Also, we can demonstrate
our valued customer knowledge by working
closely with our principals and distribution
partners to coordinate forecasts and advise
on inventory buildup being very upfront and
forthcoming of the risks/rewards. Success in
this collaboration helps all involved. Duplicate or inflated backlog, frequent schedule
changes and last-minute cancellations can
hurt customer/distributor/supplier relationships. As reps, we need to be willing to jump
into the trenches and help navigate these
challenges.
2021 could end up being the strongest
year of growth we have seen in the past several years. While many challenges are facing
us, if we manage the tensions of this unusual
business environment proactively, we will all
reap the rewards.

MANUFACTUR IN G
UPDATE
Ken Bellero
Schaffner EMC
Sr. Vice President/Manufacturers
ken.bellero@schaffner.com

After the pandemic: Are
your employees making
the decision to jump to the
next career opportunity?
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As the pandemic clouds lift, the percentmassive shift in the next few years.”
age of Americans leaving employers for new
In my opinion, many workers who want
opportunities is at its highest level in more
a change now will have plenty of options
than two decades and the electronics industry
available to make that change. Some sechas been no different.
tors, such as electronics manufacturing and
Many electronic manufacturers, distribuleisure and hospitality, are getting a boost
tors, reps, and more importantly, customers,
from government stimulus packages and
have seen more of their workforce quitting
enthusiastic consumer spending. Employtheir jobs in 2021 than at any time in at least
ers are on the lookout for workers who are
the two decades.
eager to make a move and prime to entice
This has already added to the daily struggle
these promising candidates.
we are all facing with raw material delays,
In a recent post on LinkedIn, a highfactory production slow-down and logistics
profile North American electronics manunightmares that many U.S. companies face
facturer said, 65 percent of the employees
while trying to keep up with the current
identified as high potential received promoeconomic recovery.
tions or new roles in 2020 in order to keep
The wave of resignations marks a sharp
them with the company and prevent losing
turn from the darkest days of the pandemic
them to other more lucrative opportuniwhen workers craved job security while
ties. One trend some employers are seeing
weathering a national
is high turnover among
health and economic crisis.
the newest employees,
In April, the share of
many of whom started
In April, the share of U.S.
U.S. workers leaving jobs
remotely and have never
workers leaving jobs was
was 2.7 percent, according
met coworkers in person.
to the Labor Department,
The turnover is highest
2.7 percent, according to
a jump from 1.6 percent a
among that group because
the Labor Department, a
year earlier to the highest
many do not have direct
level since at least 2000.
personal ties to their jobs
jump from 1.6 percent a
This shift by workers
based on only working
year earlier to the highest
into new jobs and careers is
from home.
prompting many employRemote work also has
level since at least 2000.
ers to raise wages and offer
expanded the recruiting
promotions to keep hold
pool for rival companies
of talent. The appetite
and technology firms,
for change by employees
making employees with
indicates many employees are feeling confidigital skills ripe for poaching by employers
dent about jumping ship for better prospects,
nationwide.
despite elevated unemployment rates.
I believe there will be longer-term trends at
While a high quit rate really hurts employwork in the job-switching dilemma that still
ers with greater turnover costs, and in some
lie ahead of many. Safety used to be stationcases, business disruptions, labor economists
ary and now job security and safety means
said this turn or change typically signals a
movement. The more people move, the more
healthy labor market that is usually more
they begin to feel that they are known and the
suited to the employee’s skills, interests and
bigger their business network becomes. This
personal lives.
will open doors to new careers and jobs that
In a March survey of 2,000 workers at
will be more and more rewarding in the end.
one financial organization, one-quarter
Many of us in this industry will continue
said they plan to soon look for a role with
to struggle with this issue well into 2022
a different employer. According to HR
and will have to encourage our companies to
professionals “People are seeing the world
take notice of their employees and not only
differently.” “It’s going to take time for
provide better financial growth, but also an
people to think through the question of
environment where the workforce feels com‘How do I detach where I’m at and reattach
fortable and has the desire to grow their career
to something new?’ We’re going to see a
with your organization.
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Picking up some parts that
fell from the distribution
center shelf!
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It is just fantastic to have reached the
halfway point in the year 2021. What a year
it has been so far! Unlike any other. Distributors have seen incredible activity from
customers and even more adjustments from
the component suppliers. Suppliers are seeing record orders and also many are experiencing record shortages. Systems are being
stretched. The supply chain is truly stressed.
What a different year from 2020, which had
its own very serious and unique challenges.
Did you see the announcement from
the ERA regarding its 2022 ERA Conference? Seemingly, far off on the horizon,
next year’s in-person conference will be
here before we know it. After an incredibly
successful virtual ERA Conference earlier
this year, ERA decided to make the move
to reunite and reconnect in 2022. Looking
forward to seeing many of you there again
in Austin, Texas.
It appears that customers have recognized
what has been happening in the supply chain
as they are placing purchases at record levels
for a much longer horizon. Who would ever
fault them? OEMs and CEMs need to meet
their customers’ requirements and distributor
on-hand inventory and inventory pipeline is
needed now more than ever.
In the Spring 2021 issue of The Representor, we noted a number of developments during 2020 that forced us all to
pivot to adjust. I was thinking about a
“reset” for 2021. Well, you can forget
about a reset. After the past six months, it
is more like a revolution!
Listened to the ERA podcast with Walter
Tobin, CEO of the ERA and John Drabik,
Senior Vice President Sales and Product
Marketing – Americas at TTI Inc. (These
two were very good. Does anybody not want
to speak with Walter?), I loved hearing John
admit that when he started at Kemet, he
had no idea what a capacitor was! Lots of
knowledge and experience with these two on
the podcast, both experts at distribution, the
industry, customers and John’s experience
working for suppliers such as Kemet.
Speaking of ERA podcasts, at the time
this article was written, Walter also was
recording a discussion with Phil Gallagher, CEO of Avnet. Phil, who is widely

acknowledged as a “great guy,” and Walter,
also widely acknowledged as a “great guy,”
having a discussion together. I can’t wait to
listen to that one. Save the outtakes!
In other news ... Want to ship a 40-foot
container via OCEAN from China to Los
Angeles? As of mid-July, that will cost
$9,681. That is an increase of 229 percent
from one year ago. But even more impactful
is that from 2010 to March 2020, the average rate for a container from Shanghai to Los
Angeles was $1,800. By the time you read
this, the cost will be more than $10,000.
My very first “job” at Sager was as a
pre-teen. Occasionally, I would be in the
office and to keep me out of trouble, I would
be sent to the warehouse. There, I would
be given a broom and was told to sweep
the floor. Too young to officially be on the
payroll, I was paid a penny for every part
that I swept up. Still picking up parts of our
business here today.
Also, something that you never thought
about ... until now — resin.
Texas is one of the largest exporters of
resin, plastics and other petrochemical products. You probably knew that.
During the “polar vortex” storm in February 2021 in Texas, the production of 75
percent of polyethylene (PE), 62 percent of
polypropylene (PP) and 57 percent of PVC
was forced to shut down. The one-week
shutdown resulted in 230 million tons of PE
and 180 million tons of PP being lost. While
recovery may be targeted for later this year,
the impact will probably be felt for a much
longer time.
I forgot to add that in addition to the
scheduling of the 2022 ERA Conference,
scheduled Feb. 27 – March 1 in Austin,
Texas, the ERA Conference Committee
also selected a conference theme — “A New
Day, A New Way.” This theme truly reflects
ERA’s and the Conference Committee’s
common desire to support each other. The
committee, led by Conference Committee
Chair Bryan White, CPMR, of Catalyst
Unity Solutions and Vice-Chair Lori Bruno
of Luscombe Engineering of San Francisco,
is off to a great start.
Finally, I hope to see you in Las Vegas in
August for EDS!

CHAPTER NEWS
CAROLINAS

Chapter News reports the local
activities of the 22 chapters
of ERA. The chapters sponsor
educational and training
workshops, local trade shows,
legislative and industry projects
to enhance the professionalism
of individual members and to
advance the goals and mission of
the national association.

Carolinas ERA continues to host its
monthly virtual meetings. In April, the event
featured the presentation “Voice of the Customer — Preferred Communication Paths.”
In June, the meeting featured a discussion on
the timely subject of “Remaining Relevant
– Strategies for Securing Supplier Loyalty.”
And in July, guest speaker Bill Scoggin presented the topic “How State Legislation Can
Impact the Sales Rep Function.”
The chapter also hosted a board of directors meeting in June when chapter leaders
honored Bruce Scoggin who has served on
the board for many years. Scoggin will be retiring at the end of September.
On Oct. 8, the CERA 18th Annual Memorial Golf will be hosted at the Wil-Mar Golf
Club. The event benefits the CERA Scholarship Fund, and a portion of the proceeds will
be donated to the American Heart Association.

CHICAGOLAND-WISCONSIN

In July, Chicagoland-Wisconsin ERA
hosted a chapter officers meeting in Fox Lake,
Illinois, to brainstorm event ideas through the
end of the year. Chapter members also had
fun attending the boat races at Blarney Island.

EMPIRE

The chapter held the First Annual Julie
Baker Memorial Tournament on Aug. 2 to
honor and remember industry colleague Julie Baker. Julie was a rep, COLT graduate,
and Empire Chapter board member who
gave her time and talents to our electronics
community with grace, humor and effervescent smile. More information on this tournament and impact to the community will
be forthcoming.

FLORIDA-SUNSHINE

In May, the chapter hosted its annual
DTAM event both in-person and virtually.
The event was well attended, and provided a
lively afternoon of education, information and
networking, including a presentation by Barry
Farber of HHP and Lisa Dietrich of Conley
& Associates.

MINNESOTA

NORTHERN CALIFORNIA

Northern California ERA hosted two
events in Q2; the first being a virtual meeting featuring guests speaker John Simari,
ERA consultant, who presented “Quarterly
Planning Sessions vs. Quarterly Business
Reviews.” Simari discussed new and innovative ideas to structure planning sessions that
are mutually beneficial for both the rep and
the manufacturer. The event was attended by
100+ reps and manufacturers from across the
country. The second event was an “open mic”
session which addressed reopening protocols
in Northern California relative to distribution and customers meetings. Talks are underway to host an in-person event in Q3.
Two local chapter members, Jacob Medina
of Straube Associates, and Lori Bruno of Luscombe Engineering of San Francisco, attended
the CPMR 101 course in Austin, Texas, in
May. Both Medina and Bruno learned how to
run a successful manufacturers’ rep firm and
will be participating in CPMR 201 in January
2022. The chapter has plans to nominate another member for CPMR in 2022.
Finally, Christian Alviso of Luscombe Engineering of San Francisco attended SPARK
1 virtually for five weeks beginning in April.
Alviso will attend SPARK 2 at EDS 2022.

SOUTHERN CALIFORNIA

The Southern California ERA Chapter continues to adapt to the new normal.
Members are coping with uneven opening
of face-to-face contact with customer, principals and distributors, which has forced
reps to be very flexible when working with
the other members of the channel. The
chapter is working with members by supporting educational meetings and opportunities to network and share best practices.
The chapter will host its first live event
of the year on Aug. 1 — an Annual Meeting featuring Chapman University Gary
Anderson Center for Economic Research
on the Outlook of the Local Economy presented by Raymond Sfeir, Ph.D., A. Gary
Anderson Endowed Chair in Economic
Analysis, Director.

COLT 2021 SAVE THE DATE

The ERA Chapter Officers Leadership
Training program (COLT) is scheduled for
Nov. 3 – 5, 2021. COLT will be hosted
virtually this year and registration will
open up at the beginning of August. ERA
encourages all chapters to consider participation in 2021 to share best practices in
chapter leadership and continue to drive a
strong chapter network. n
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CHAPTER NEWS

The Minnesota Chapter has been hosting
a series of virtual breakfasts this year. Most
recently, in May, Kyle Sporre, RF product
manager for Digi International presented “Trends and Future in the Internet of
Things (IoT).” In June, the breakfast meeting included a presentation, “Reflection,
Reopening and Resilience — Bringing the
Workforce Back,” by guest speakers Lida
Bannink & Pam Whitmore, attorneys at the
law firm Eckberg Lammers PC.
The chapter will resume meetings in

August with another topic and is planning a
special in-person event in September.
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By the time you read this update, it will be around EDS time
M AT E R I A L S ,
at
the
end of August. Let’s look at where we are as I write this at
A SS E M B LY,
the start of July and have you compare where we end as you read
P RO D U C T I ON
this column.
& S U P PLY
First, I hope that we are still moving forward in a safe, healthy
Troy Gunnin
Sun Rep Inc.
Tampa, Fla.
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Reflecting back and
looking forward

and robust environment.
Let’s set the stage. Last evening the Lightning won game two
of the Stanley Cup finals, playing to a packed house. Baseball
teams are playing to large crowds in the stands. The Tampa Bay
Bucs have completely sold out the 2021-2022 season. College football will welcome full-house crowds into the stands. I
watched the baseball College World Series and Women’s College
Softball World Series with full capacity crowds. Florida beaches
are crowded. Restaurants and bars are crowded. Air travel is
booming. This holiday weekend looks to be a huge travel weekend. The cruise industry is opening up for a return. The economy
is booming. The housing market is absolutely insane with houses
selling way above asking prices. Wow! Looks like we are on the
road to recovery. But, along with this come some serious issues.
Let’s take a look. Those restaurants and bars along with other
entertainment and tourist venues and hotels are having a hard
time filling open positions. Many are paying bonuses and premium pay to attract workers. Airlines are canceling flights because
they don’t have the personnel to accommodate the bookings.
We are seeing more job openings than people applying for those
jobs. Does this mean that we are on a fast track for complete
recovery and growth? Maybe, maybe not.
Let’s take a look at some things we have seen as a result of the
pandemic. The pandemic forced us to make major adjustments
in the way we did business. One of the most dramatic was working from home to stay safe. Initially, there was some resistance
but many, me included, found that we could be just as productive, maybe more, in our home office. Now, as companies are
asking employees to return to the office, many are reluctant to do
so. This is causing what is being dubbed “the great resignation”
as many elected to change rather than return to the office. Also,
many chose this as an opportunity to pursue perhaps a different
career or just try something different. Our company had one
person make that choice.
Here are some of the things we are experiencing that affect us
as reps. Freight costs are skyrocketing. For shipments coming by
ocean, March 23 was a pivotal day. A large ship got stuck in the
Suez Canal for six days and backed up some 400 ships. This was
a major disruption and since that time we have seen container
shipping costs rise about fourfold. Ground transportation has
been stretched to its limit. We are seeing automobile prices rise
because of a semiconductor shortage. Gas prices are the highest in seven years. These things are causing price increases and
shortages. I certainly hope that this is short-lived and is not the
precursor to inflation.
It is going to be interesting when we read this in August to
see what plays out. I hope that we can all stay focused and that
at that time we can breathe a sigh of relief and feel that we are
back to “normal” and moving ahead to a growing economy and
safe environment.
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L E G A L LY S P E A K I N G

When is a sales representative
not a sales representative?
Akstrom Imports Inc. raised several interesting arguments in defense of the claims
brought by Minnesota sales representative
Kinneberg Management Group (KMG),
including that, as a Canadian distributor, it
was not subject to the jurisdiction of a Minnesota federal court. Even if it was, Akstrom
continued, Canadian law still controlled, not
Minnesota’s pesky sales rep statute.
But if Minnesota law did apply, Akstrom
argued that KMG did not qualify as a “sales
representative” within the meaning of the
state’s sales rep statute. Pulling out all the
stops, Akstrom even raced to file its own
lawsuit in Quebec, ahead of KMG’s own
filing. Not surprisingly, both KMG and the
court took a different view.

The rep relationship

Classic bad faith negotiations

Rather than rush into court, KMG’s
counsel wrote to Akstrom, seeking to work

by Gerald M. Newman
ERA General Counsel

Gerald M. Newman and Adam J.
Glazer are partners in the law firm of
Schoenberg Finkel Beederman Bell and
Glazer 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@sfbbg.com or
adam.glazer@sfbbg.com.

Minnesota, not Canada

Establishing jurisdiction is not a terribly
difficult task, as this case demonstrated. In
its decision entered earlier this year, the St.
Paul federal judge denied the motion to
dismiss and enumerated Akstrom’s various
contacts in the North Star State.
Akstorm negotiated and entered into the
rep contract with a Minnesota company and
did so via phone and email with KMG in
Minnesota. The termination of the contract
also occurred in Minnesota when Akstrom
sent a letter to KMG in Minnesota. Performance was due in Minnesota under the
contract in that commission payments, had
they been made, were to have been sent to a
Minnesota bank account.
Disputing that it negotiated in Minnesota,
Akstrom claimed it was only contracting

Adam Glazer

ERA General Counsel

L E G A L LY S P E A K I N G

The relationship began in March 2020
when Akstrom signed Jennifer Olivero
and her rep firm, KMG, to “develop and
increase Akstrom’s sales to Sam’s Club and
Walmart,” and to “get new commitments,
increase purchase agreements and purchase
orders.” In exchange, Akstrom agreed to pay
KMG a 1 percent commission on all sales to
Sam’s Club and Walmart.
Under the parties’ agreement, any disputes
were to be governed by the law of Quebec.
(The agreement apparently said nothing
about where a lawsuit should be filed.)
KMG immediately began performing,
and in the ensuing weeks, Akstrom made
tens of millions in sales to Sam’s Club and
Walmart. By May, KMG invoiced Akstrom
for $221,082.40 in commissions due.
With sales now rolling in, Akstrom
responded by terminating the agreement.
Ignoring the strong performance, Akstrom
claimed to have just discovered that Jennifer Olivero, whose services it had initially
sought, was not permitted to call upon
Sam’s Club and Walmart.

it out and threatening to file suit only if the
amount owed was not paid. Akstrom’s counsel responded that he would be away from
the office for two weeks, and asked KMG’s
counsel to “keep this matter in abeyance
until then.”
Some discussions ensued, and on July 13,
Akstrom’s counsel scheduled a settlement
conference with KMG’s counsel for July 15.
However, on July 14, Akstorm filed its own
lawsuit against KMG in Quebec.
The Akstrom suit was for a “declaratory
judgment.” Akstorm did not seek an affirmative recovery, but merely asked the Quebec judge to declare that no commissions
were due. Upon discovering how Akstrom
had strung out the negotiations to give it
time to file first, KMG quickly brought its
own action in St. Paul.
KMG’s claims were for breach of contract
and under the Minnesota sales rep statute.
Akstrom’s motion to dismiss first flexed
its Canadian citizenship arguing that its
contacts in Minnesota were so scant that it
would be both unfair and unconstitutional
for the court to exercise jurisdiction over it.

(continued on next page)
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LEGALLY SPEAKING: Not a sales representative?
(continued from previous page)

for the services of Jennifer Olivero, who it
conceded was a KMG employee, but noted
was an Arkansas resident. As the court found,
obtaining Olivero’s services “may have been
Akstrom’s primary motivation for contracting with KMG,” but it negotiated with and
contracted with KMG as a company. The
evidence even showed that when Akstrom
attempted to reach out to Olivero directly,
she responded that any contract for her services must go through KMG.

Filing first is not always decisive

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

Seeking to vindicate its litigation strategy
by exploiting the general legal rule that
when two actions involving the same facts
are filed in different courts, the action
should only proceed in the court where
jurisdiction first attached, Akstrom urged
the Minnesota court to dismiss in favor of
the Quebec forum.
The first-filed rule is not “rigid, mechanical, or inflexible,” and the court recognized
that “exceptional circumstances” were
present to render it inapplicable. Courts
have found that when a party filing first has
taken “misleading and egregious” actions,
specifically including convincing the opposing party to delay its own filing, the rule
should not apply.
Two “red flags” are recognized in the
law to merit rejecting a first-filed approach:
when the party filing first was on notice of
the other party’s filing considerations, and
when the suit filed first is for declaratory
judgment. Because Akstrom’s actions “raise
both red flags,” the court refused to follow the first-filed rule by deferring to the
Quebec lawsuit.
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The protections afforded reps in
Minnesota get taken seriously

Relying on the contract term that states
Quebec law governs any disputes, Akstrom
argued that KMG could not invoke the
Minnesota sales rep statute. From Akstrom’s
view, this was a straightforward matter of
following an unambiguous contract term
agreed to by the parties in writing.

However, the Minnesota statute, like
many state sales rep statutes, includes an
anti-waiver provision that bars manufacturers from seeking to evade its terms by making a rep contract subject to the law of any
other state or by calling for a waiver of any
of its provisions. Accordingly, the choice of
law provision was rendered unenforceable.
Akstrom’s fallback provision was that
KMG had not shown it was a “sales representative” within the meaning of Minnesota’s rep statute. It claimed KMG was a mere
liaison between Akstrom and its customers,
Walmart and Sam’s Club, and was only to
provide consulting services on orders and
how to increase sales.
To qualify as a “sales representative”
under the Minnesota statute, KMG had to
show it entered into a contract “with a principal to solicit wholesale orders,” and that it
“was compensated, in whole or in part, by
commission.” The court readily found that
KMG’s Complaint met both requirements.
By alleging “that KMG undertook to
represent Akstrom as its sales representative at Walmart and Sam’s Club per the
Agreement, and that it increased Akstrom’s
sales to those companies as a result,” and
that KMG was required to “develop and
increase” such sales, “get new commitments,” and increase orders to purchase
Akstrom’s products, the Complaint
adequately alleged KMG was charged with
soliciting wholesale orders for Akstrom.
The Complaint also alleged that KMG
was to be paid a commission of 1 percent
on all sales to Walmart and Sam’s Club.
Thus, KMG had met the statutory definition of “sales representative,” and Akstrom’s
effort to evade the statute by “trying to cast
KMG’s duties under the Agreement in a different light” was rejected.
As a result, KMG would get its day
in court, or more likely, Akstrom will be
forced to read the strong message sent its
way and reconsider its decision to withhold
the commissions duly earned and proceed in
disregard of the protections afforded under
Minnesota’s strong rep statute. n

T H E S U B J E C T I S TA X I N G

A quick look of changes in meal
deductions and credits
— it need never be repaid. There are a lot of
rules. This credit was retroactive to Jan. 1,
2020, and runs through Dec. 31, 2021, but
the rules for 2020 and 2021 are different.
Starting with what is common to both years
are the following rules:
An employer must qualify for this credit.
My view is that there are two and a half
ways to qualify:
1. If your operations were shut down
by government fiat — either federal or
state — due to Covid-19. A significant
partial shutdown would also count (e.g.,
no restaurant seating; or hours of operation
curtailed, say 11 a.m. to 3 p.m.).
2. If there was a significant reduction
in gross receipts between the same quarter
in the previous year. For 2020, it was 50
percent of the 2019 quarter; for 2021, it is
less than 80 percent of the 2019 quarter, but
alternatively, the 2020 quarter could be used.
2.5. A company startup in 2021 is
presumed eligible because there is no
history. But note, a successor business is not
a startup and has to use the income history
of the predecessor.
Assuming a company qualifies, the credit
is computed by a percentage of payroll:
3. For 2020, the limit for computation
of the credit is $10,000 per employee per
year. The allowable limit is 50 percent of the
employee’s wage. So, the employer can get a
maximum annual credit against payroll taxes
of $5,000 per employee, usually hitting the
maximum by the second or third quarter.
4. For 2021, the limit is $10,000 per
employee per quarter and the allowable
employee’s wage is 70 percent or $7,000 per
quarter for a maximum credit of $28,000
per year. Some employees might not make
the maximum.
Remember, this is a quarter-by-quarter
assessment, so not all quarters may qualify.
No double-dipping is allowed. If you
obtained any of the other payroll credits,
you can’t claim this one, and vice-versa. Also,
PPP money will be disqualifying if used to
pay salaries.

by Stanton B. Herzog, CPA

ERA Tax, Audit & Accounting Consultant
Stanton B. Herzog, CPA, serves
as ERA’s accountant and is a regular
contributor to The Representor. He is
available to speak at chapter or group
meetings on a variety of financial and
tax-related topics. He also participates
in Expert Access, the program that offers
telephone consultations to ERA members.
Herzog can be reached at 847-975-0409,
or by email at sstnhzg@outlook.com.

T H E S U B J E C T I S TA X I N G

The last year has not been exciting
for most people, but Congress has done
some tax things that are highly unusual,
including running for their lives. To start
with, there has been an interesting change
to business meals.
For years, the law changes have clamped
down on the deduction — first clamping
down on the three-martini lunch, then
requiring more record keeping to justify the
deduction, then cutting the deduction in
half while eliminating “entertainment meals”
completely. Now we have a reversal.
For the years 2021 and 2022 the IRS will
allow a deduction of 100 percent instead of
50 percent for business meals but not every
business meal. Only those which involve
RESTAURANTS.
So, is McDonald’s a restaurant for purposes
of this deduction? The IRS says “yes” to
any facility not owned by the employer that
prepares food for instant eating. Vending
machines, or a room full of vending machines,
are not restaurants. It seems pretty clear that
the IRS will allow meals that are picked up or
delivered as well as eaten at the facility. This
would stand to reason considering Covid-19
restrictions seem to keep fluctuating regarding
eating in restaurants.
It is important to keep in mind that the
justification requirements have not changed.
The names of the people at the meal, the
name of the restaurant, a dated receipt and
a brief explanation of the business purpose
of the meal are still required. Also, you may
need a new expense category in your chart of
accounts for restaurant meals as contrasted
with homemade and grocery store-bought
meals. These would still be deductible
but only at 50 percent. The 100 percent
deduction also applies to meals in travel and
employee meetings.
While we digest all that (well, I couldn’t
resist), Congress has come up with a new tax
credit called the Employee Retention Credit.
It is a credit against payroll taxes, not income
taxes. The big advantage of this law in contrast
to other new credits is that it escapes recapture
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O B S E R VAT I O N S & R E F L E C T I O N S

A very special trade association
The traditional purpose of trade
associations is to promote, protect
and improve their members’ function.
Fortunately, ERA does an exemplary job in
these three categories.
Despite a crippling pandemic plus an
unpredictable economy, reps have managed
to survive and, in many cases, thrive. This
article is a tribute to their resilience especially
as it applies to our profession and how ERA
has and continues to support its members.
ERA is a viable and inherent part of the
electronics industry. The organization was
created for a perfectly good reason — to
foster the spirit of mutual respect among its
fellow members and other groups such as
principals, distributors and customers. Our
association’s primary mission is to educate
the industry about the economic advantages
of outsourcing the sales function and the
benefits of utilizing multiple-line sales
professionals. It’s essential that our customer
base (distributors and manufacturers)
understand that we are not middlemen.
Conversely, we add value to the sales process.
The ideal trade association avails the
opportunity of continued growth through
educational programs and networking. Like
everything else in our business lives, some
trade associations excel over others. Some
are more financially sound and have better
leadership. These two things exemplify why
ERA is about to celebrate its 87th birthday.
Why join ERA? I have been an active
and proud member for over 50 years.
Upon reflection, it has made me a better
businessperson, educated my staff and
provided cost-effective benefits. So why
doesn’t everyone join? Good question, they
should!
Too busy? No one is ever too busy to
learn new things and make new friends.
Too costly? ERA is a bargain at any price
and dues are reasonable.
Nothing to learn? Wrong! The annual
ERA Conference delivers valuable takeaways
for even the most tenured firms.
For owners only? Wrong! Your staffers are
your successors of tomorrow.
Benefits of group unity? Collectively we
can learn from others and achieve workable
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solutions for difficult issues. These may
include negotiating commission rates,
house accounts, one-sided contracts and
split commission tracking. This should
not be construed as unionism or collective
bargaining but simply an adjunct to "good
faith and fair dealing."
Why network? Networking is a perfect
reason to join an association, especially
ERA. It’s a place to share and help each
other. Subjects such as how to motivate
and compensate are great ideas. Improving
efficiency and productivity are also two
critical benefits derived from networking.
Unique and modern selling techniques are
shared by networkers and ultimately improve
our function.
Additional education? ERA promotes
the CPMR curriculum to make us better
business people in sales. It is tantamount to
having an advanced degree in business and
marketing. What can be better than that?
Succession planning? ERA has done a
good job of providing experts at its annual
conferences to address the subject of
succession. This applies to all businesses as
well as associations. If done correctly, the
successor will outperform his/her predecessor.
Conferences and seminars? Education is
critically important to the ideal association.
To that point, ERA does not recycle the
same material from one year to the next.
Programs are refreshed to keep members
learning and growing. ERA conferences
continue to provide members with an
opportunity to hear and learn from
accomplished industry leaders.
Leadership? This is typically part of every
conference and may come from within
our own ranks or an outside expert. ERA
has been blessed with many role models
that have been depicted in The Representor
magazine column "Where Are They Now?"
Cronyism? Perfect trade associations are
not viewed as fraternities or "good old boys"
clubs and are void of cronyism. Officers
and board members are elected, not handselected, appointed or anointed. There is no
room for showcasing or self-aggrandizing.
Ideally, all trade associations are democratic
and not autocratic.

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

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 national conferences and chapter meetings
and sister trade association MANA. He
has an electrical engineering degree from
Temple University and entered the electronics industry as an engineer at RCA in
Camden, N.J.
His ERA involvement includes serving as vice president of the Components
Group and president of the Ohio Chapter. 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.

Dominating factions? Large rep firms
do not constitute an elitist group within the
ideal association. All member firms have an
equal say and an equal vote. Larger does not
mean louder or smarter. As a matter of fact,
many smaller firms outperform larger ones
where it counts — the bottom line!
Image building? Many associations create
an image that their membership consists
of an elitist professional group of peak
performers. That’s part of their mission and a
good thing.
Mission statement? The perfect
association has a mission statement that
is more than just rhetoric. Ideally, it is
periodically updated. Unfortunately, these
statements have lost their importance based
on an overload of sameness.
Elections and appointments? The
best associations cycle new faces with fresh
ideas through their ranks of officers and
board members.
Lines available? This is likely the most

important benefit for member firms,
especially new ones. In many cases, it’s a
good reason to join.
Code of ethics? This could also be
construed as good conscience and morality.
Admittedly, some reps are fiercer than others
when it comes to pursuing new principals.
I’ll let it go at that.
In summary, trade associations are like
people and companies, neither is perfect.
However, they both exist for good reasons:
they provide benefits and a collective voice. If
they did not, there would be no reason to join.
Fortunately, ERA provides both. If you are
not an active member, I urge you to get involved
and committed. It is bound to be in your
company’s best interest. Why? You'll be working
with members who share the same goals.
So, if you know of any non-member reps,
please share this article with them. Also,
assure them that joining ERA will likely be
the best business move they ever made ... IT
WAS FOR ME. n

Someone You Should Know: Seamus Dolan
(continued from page 11)

several years at the recommendation of
some rep partners to get involved in ERA
as a manufacturer member. The contacts
generated have been amazing in helping us
grow and work to better serve the industry.
I’m constantly amazed at the willingness of
manufacturers and reps outside our network
who are willing to give up their free time in
pursuit of this betterment with no expectation of personal return.

To some extent yes. I recently deleted
Instagram after deleting Facebook several
years ago in an effort to focus more on
“real” relationships. With that said, I am
quite active on LinkedIn. I follow ERA and
find the updates to be highly relevant. It is

What are some things you enjoy outside
of the workplace?
If you could not tell based on my
background, I am quite the “gearhead.” I
enjoy working on and modifying anything
with an engine from cars/trucks, boats and
even tractors.
I am an avid weightlifter, enjoy upland
hunting and spending time with my dog and
wife on our boat on the Delaware River.

C O L U M N S , C O N ' T.

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

undoubtedly the most effective method for
helping me stay up to date.

What is one interesting fact that people
may not know about you?
With such an Irish name, most people
are surprised to learn I am half Italian
American as well. Who says Guinness and
pizza don’t mix? n
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N E W S B E AT
2022 ERA CONFERENCE
THEME ANNOUNCED

The ERA Conference Committee announced that it has selected the theme “A New Day, A
New Way” for the 2022 ERA Conference scheduled Feb. 27 – March 1 in Austin, Texas. As the
conference returns to its in-person format, the planning committee chose a theme that reflects the
industry’s excitement to reunite and reconnect in 2022 while embracing the need to transform
and identify new ways of doing business to stay relevant and successful.
This do-not-miss event provides an unparalleled opportunity to bring together manufacturers’
representatives, distributors and manufacturers in a collaborative and energetic environment, and
offers everyone a truly unique opportunity to learn, connect and grow.
Early registration and sponsorship opportunities for the 2022 ERA Conference are now open.
Conference supporters can choose from various sponsorship opportunities, most of which include
one or more complimentary registrations for the event.
Visit era.org/era-events/era-conference for more information, to view sponsorship levels and
register online.

ERA INTRODUCES A
NEW VIRTUAL SALES
TRAINING EVENT IN
SEPTEMBER 2021

ERA introduced its first Virtual Sales Training event, “Sharpen Your Selling Skills,” scheduled
Sept. 21 – 23, 2021. The program will offer nine 75-minute sales training modules and is open to
everyone. Attendees can expect a unique blend of tactically-focused sessions that will provide useful takeaways, best practices and key tools aimed toward honing skills for success at sales in today’s
ever-changing market. All sessions will provide attendees with downloadable checklists and materials that will allow them to implement what they have learned and help them excel at their jobs.
Visit era.org/era-events/era-virtual-sales-training-general-information for more information about this online sales training event, to view session topics or to register.

ERA WELCOMES
NEW MEMBERSHIP
COORDINATOR AMA
OMARI DERRINGER

ERA announces that Ama Omari Derringer has joined its team as Membership Services Coordinator. In this role, Derringer will serve as the liaison between the association and its members, focusing on recruitment, retention and engagement efforts, and assisting on a variety of administrative
tasks. Derringer has worked in the public education sector and has more than 25 years of experience working with faculty, administrators, superintendents and university presidents.
The daughter of a United Nations diplomat, Derringer was raised primarily in Africa. She has
also lived in England, France and the U.S. on the East Coast, in the Midwest, and currently resides
in the South Bay San Diego area. Derringer can be reached at aderringer@era.org.

ALLAN STITZER &
GEORGE ALECCI, CPMR,
AWARDED ERA'S
LIFE MEMBERSHIP

TUNE IN TO ERA TALKS

N E W S B E AT

ERA MOURNS
JERRY BEAN
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ERA announced that Allan Stitzer of Stitzer Company Inc. and VP of Finance of the MidLantic Chapter of ERA, and George Alecci, CPMR, of Straube-Halco Inc. and member of the
Pacific Northwest Chapter of ERA, are the recipients of a Life Membership. Life Members are
individuals who have been employed by or associated with one or more firms as members in good
standing of the association during a 20-year period. To view a full list of ERA’s Life Members, visit
era.org/#eralifemembers.
ERA’s podcast series, ERA Talks, continues to feature timely, informative and educational
interviews with industry leaders. Recent episodes include interviews with special guests John
Drabik, Senior Vice President Sales and Product Marketing – Americas at TTI, and Phil
Gallagher, CEO of Avnet.
All ERA Talks episodes are available on-demand on the ERA website at era.org/era-mediacenter/era-talks-podcast and on various key podcast networks, including Spotify, Apple Podcasts,
Google Podcasts, Amazon Music and our newest channel on iHeart Radio.
It is with great sadness that ERA must report the passing on June 1, 2021, of Jerome “Jerry”
Benjamin Bean. He was 77.
Highly respected in the electronics industry, Bean joined R.O. Whitesell & Associates in July
1973, first working in its Kokomo, Indiana, office, later in Fort Wayne, Indiana, Grand Blanc,
Michigan, Farmington Hills, Michigan, and eventually moved to Indianapolis where he succeeded
Max Hinkle as president. He retired in 2013.
Bean was a long-time supporter of ERA and R.O. Whitesell and Associates has been an ERA
member since 1952.

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 of 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
MEAN WELL

CINCON

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

VOXPOWER

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

AVX components provide reliable solutions
for demanding telecommunication needs.
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