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The 2002 ERA Board Meeting Report
By Mark Conley, National Director

We wer e pleased to attend the Board M eeting, held
in Chicago, recently. A lot of ground was covered
and you will see dynamic changesin our association
right away. We'll touch on each major area of

discussion.

The Board reviewed the association’s current financial position and
adopted the FISCAL 2003 BUDGET. Thediscussion included a
detailed review with a question-and-answer session relating to the
variousrevenue decr eases and the impact on the budgets over the last
several years. National has not been immune from the industry’s

downturn.

Much isbeing doneto reduce the
budget including national staff
decr eases, reduction in staff compen-
sation, travel and benefits. Thisled toa
$600,000 decr ease in the budget for
2003. It isimperativethat ERA doesa
better job of showing added valueto
individual membersin order to increase
their numbers. Thisisthe quickest way
to improve the budget shortfalls.

Marketing the ERA was a topic of
intense discussion and long duration.
Many subjects wer e discussed and a poll
was taken asto how to increase member
-ship in the ERA through marketing
and value-added improvements. The
top 5ideasthat resulted include (1) the
need to urge manufacturer membersto
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encour age their non-member repsto
join. (2) A Focuson “closing” the
recruitment of new member prospects
at trade shows. Get them on board
right on the spot. (3) ERA can establish
an ERA officein Chinato help
memberstrack productsand splits(My
personal favorite!). (4) We must wor k
on better “packaging” of thevalue of
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MEETINGS &
SPECIAL EVENTS

November 5" — Michaels at
Shoreline— Regular meeting — Past
President’s Night

December 4™ — All Electronic
Industry Charity Event (ERA,
NEDA Christmas party

January 1% — Happy New Year!

member “networking.” And (5) we must
restructureour dues.

The Executive Committee shared with the
Board an update on the major projectsand
activitiesthat have been completed since
April’s Board meeting at Saddlebrook.

These activitiesincludethereport that the
2002 National Conferencein Saddlebrook
was amajor success, both financially and in
content, despite the low turnout (duetothe
economy). The conference scored the highest
ratings of any within recent memory.

Three special rep eventswere held at
EDS 2002 (the annual Industry Breakfast
Program, Small Rep Firm SIG program, and
Large Rep Firm SIG meeting), all of which
drew higher-than-usual attendance. The
adoption of the bylaws changesthat give
members mor e optionsin how they belong to
the ERA (theright tojoin local chapter or
national chapter without belonging to the

other). Thereturn of the printed L ocator
(every rep company in Northern California
should have received one copy by now). The
publication of arecommended industry
standard format for requesting split
commissions (if you have not seen thisyou
can download the Split Commission Request
Form on the ERA National website—
www.era.org.) Thisistheform that resulted
from the ERA White Paper, Split Influence
Recommendations. The scheduling of the
next Small Rep Firm Forum in Baltimore
next April (with MANA). The planning and
completion of the Large Rep Firm SIG held
October 26 and 27" in Chicago. The

enhancement of the ERA Web site. If you have not visited recently, please do so;
you will like what is available to you and others. And, finally —therelease of a new
information kit designed for reps new to the business. (Editor’snote: A sample of

thiskit will be available for review during the 11-5 meeting.)

Bryan Shirley and | announced the new conference format to be used next year at
Saddlebrook. Thisconference entitled “Keystone 2003,” will be held next
September 11-13, 2003. The conference, co-sponsored by ERA, MANA, and
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NEMRA, will include manufacturers representatives
from all industries, not just the electronicsindustry.
Recognizing that the need for networking is stronger
now than ever, networking will be a key focus at this
function. Another emphasis provided during the
program will bethe“take-aways’ —information,
strategies and how-to tipsthat attendees take home with
them. Participating repswill be encouraged to
implement those “take-away” ideasinto their own
operations back home.

By theway, therewill be no manufacturers’ invited
to Keystone 2003. I1n 2004, ERA will resumeits regular
Conference schedule (with manufacturers’) in Phoenix,
Arizona.

ERA is coordinating the USA Pavilion Exhibit at
thisyear’s Electronica 2002 in Munich next month.
Thisexhibit will feature a number of electronics
industry organizations and the hosting of seminarsfor
manufacturerson how to take their productsto market
in North America, Europe, and China.

Life Membership Awardswerereceived by Mary
Ellen Tucker (Florida), Dean Perron (New England),
Andy Torigian (New York), Dave L ocke (Ohio), Tony
Oliverio (Ohio), and Jim Reed (Southern California).
Congratulationsare in order for thesefolks.

Therewas more business carried out but pretty
mundane stuff. | left the meeting with good feelings
about where our Association isgoing. | am proud and
happy to bea part of it.

Editor’sNote: Mark’sreport isquitetimely in view of the
fact that Ray Hall will be making one of hisrare visitsto
Northern California. Ray will spend some time with the
Executive Committee as well as speak to the group at the
meeting November 5", 2002. We are certain that many
will have questions of Ray.

NETWORKING
WILL BE A KEY
FOCUS AT THIS
FUNCTION
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ERA-ALL INDUSTRY

GOLF TOURNEY RESULTS
By Ron Jenkins

The ERA All Industry Golf Tournament was held at Crow
Canyon Country Club in Danville on Monday, September 30.
The 49 entrants gathered to compete for atotal of 25 prizes.
Once again, we wer e blessed with perfect golf weather. The
coursewasin great condition.

Following a grilled BBQ lunch hosted by Wescon/IEEE, the
representatives, distributor s and manufacturersteed off at 12:30. The cocktail hour
and settling-up-sde-betsimmediately followed in the beautiful Crow Canyon Club
House. For dinner everyone enjoyed either Filet Mignon or Chicken Welington.
During the dessert cour se, Ron Jenkins and Don Onken announced the winners.

All winner s wer e presented with gift certificates, and thefivefirst placefinishers
also received plaques. Thefield consisted of two flightsfor Handicap players and
two flightsfor Callaway-Non Handicap players. Each flight had five winners. There
wer e also winnersfor the closest to the hole in one shot on the Par 3 holes.

Congratulationsto Mike Guerra of Arrow, shown at |eft
with Ron Jenkins, thisyear’slow grosswinner. He shot
agreat 5over par 74.

Thewinnersare

Low Gross (74) —Mike Guerra, Arrow
Net - 1% Place
Flight 1 (68) — Ron Jenkins, Westech
Flight 2 (65) — Steve Ross, Ross Marketing
] Callaway - 1* Place
g Flight 1 (73) —Bruce Arnold, Pacific Radio
L& Flight 2 (73) - Jeff Wesslow, Tar get
Net - 2nd
Flight 1 (70) — ChrisKleps, Arrow
Flight 2 (67) — Eric Robinson, ES-West
Callaway - 2nd
Flight 1 (73) — Dick Campbell, O’ Donnéell
Flight 2 (74) — Tom Robasciotti, Arrow
Net - 3rd
Flight 1 (71) — Andy Keuser, Retired
Flight 2 (68) — Bill Hedgepeth, Z-Tech

MoreWinners
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Callaway - 3rd
Flight 1 (74) — Kevin Frost, Ross
Flight 2 (75) — Dan Viotto, Kemet
Net - 4th
Flight 1 (71) —Mike LaPorte,
West Penn Wire/ CDT
Flight 2 (71) — Craig Fraser, EFI
Callaway - 4th
Flight 1 (75) — Ben Barden, Westech -
Flight 2 (75) — Steve Hughes, Unknown, Floyd, Shane & Lumis
Thomas& Betts
3 Net - 5th
Flight 1 (73) — Don Onken, Bridge
Flight 2 (72) —Kerry Greene,
Belden
Callaway - 5th
Flight 1 (75) — Tim Bilyk, CalCap
Flight 2 (75) —Jim Hungerford,
|IEEE

Hedgpeth’s Group

Closest totheHoleon a Par 3:
Closest - #4 16 1" —Bob Mariolo, Retired

Closest - #8 4 1" —Dick Campbsdll,
O’Donndl

Closest - #12 17° 2" — Andy Keuser, Retired
Closest - #16 4 1”7 —MikeGuerra, Arrow

Ross, Frost, Hudson and friend Mollard, Rinker, Cianciulli & Mariolo

Ed sNote: How about those blue skies? What a grand day it was! For our Eastern
readers, eat your heart out!
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NEWS & VIEWS
By R.W. (Bob) Par sons

[0 Oneof the hottest subjectsfor some years now among
reps has been split commissions. Why? It isthe
development and maturity of systematic offloading
(outsour cing) of services of all types (manufacturing;
design; packaging, etc.).

Outsourcing has paid off for manufacturersof all varieties
but it has created mor e headachesfor eectronic repsthan
can bewillingly tolerated. Astheservicestravel, reps
simply lack thefacilitiesto track each and every order and
they quite ssmply are not being paid for servicesrendered. Yes, | madeit to the
To date, nobody seemsto have the complete answer. golf course.

One approach being discussed offersan answer, but asyet it hasnot been fully
accepted in theindustry by all parties. We arenot certain it has been adequately
defined. Because of splits, particularly those involving offshore manufacturers
(services) who do their own purchasing, months of effort tracking design-in
stuationslead to a blank wall asthe manufacturing is outsour ced in many
directions. Repsare suggesting that it would be a good idea for their principalsto
pay them for their front-end investment for which they are not compensated. This
alter native approach concerns a planned, agreed upon . . .

FEE FOR SERVICE

One of the most definitive commentaries about this subject of splitsisawhite paper
recently released by ERA National -- “ Split I nfluence Recommendations.” You can
review and download a .pdf version at thislink
http://www.er a.or g/publication/index.shtml#split. This paper laysit all out, who
does what and why -- who gets paid and how much. Thisfeature emphasizesthe
aspect of fair splits, properly compensated. Wewill not re-print the entire article,
for obviousreasons. There areafew passagesthat directly apply to thisfeature,
however and we will sharethem with you.

The paper openswith the question of why a fair split influence (credit/commission)
program isimportant to both the manufacturersand their professional field sales
representatives. It stressesthat, “It has become critical for manufacturersto

accur ately track their business around theworld. Without effective tracking
systemsin place, manufacturersfacetwo risks, i.e.: losing businessto competitors at
the point of purchase (and even sometimes being unawar e of the loss); and being
unableto appropriately credit their field salesrepresentativesfor therep’s
influences at various pointsin the sales process.”
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The Split Influence featureis extensive. They close with a commentary about
alternative compensation methods. They suggest oneoption, a review (forecast) to
be conducted by all concerned. A fixed, pre-determined per centage of all
commissions be allocated to each influence (rep) and all salesto the specific
customer involved be divided according to that allocation and paid out as monthly
retainers. Feefor service? Close, we have to admit.

Early on we commented that Feefor Service, per se, had not been fully accepted.
One of the statementsin the Split I nfluence paper was, “ Business and compensation
modelsthat assume design, purchasing and manufacturing all occur in one location
areout of date...” Fortunately, some companies have modified their thinking to
better acknowledge the complexities of the now world-wide industry. But old ideas
diehard. Peoplewho have been conditioned to think of the rep exclusively asa
commission mer chant, cringe at the thought of paying aretainer for servicesthat
they assumeare “part of the plan.”

[0 Today, therole of therep has become less obvious, yet no lessvital to the
development of new businessfor hisprincipals. Thisisparticularly true among
commaodity suppliers. Oncethe sdection ismade and OK’d, therep’sfunction isno
longer as conspicuous from day to day. It becomesrather easy to forget therep’'s
initial development role and overlook hisdaily input. The*forgetting” and
“overlooking” by their suppliersisall too frequently applied to the allocation of

their local rep’s commissions. Manufacturers (principals) who, out of necessity,
track work-in-process down to the bench level, can't manageto give proper credit to
all therepsinvolved in their distribution scheme. Therepslocated at design-in
locations end up not get proper credit for the servicesthey rendered.

W also note that when factory employed regional manager s are compensated by
sales and shipmentsinto ther territory, just asrepsare, “tracking” and other
problems seem to get easier, much more efficiently carried out.

Thusisborn the need for a mor e active consider ation of alter native payment plans.
Our final Owner’s Forum of 2002 will be around-table discussion of the options
availabletoreps.

Please call if you have a success story or, and this can be important, a
failure. We want to pass along those ideas that worked and explore
corrective measures to be taken to improve chances of making the other
ideas work. Certainly we want to invite you to this important event.
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The Northern California Chapter of ERA isone of the more active chapterswithin
the National Association. We have received numer ous national awaresto proveit.
Our successisadirect result of theinterest and effort put forth by it membersand

the officerslisted below, all volunteers.

CHAPTER OFFICERS, CHAIRPERSONS & DIRECTORS -- 2003

OFFICERS NAME COMPANY A/C PHONE FAX
Chairman of Board ChrisJumper JEM Electronics 925 417-1033 417-1458
President Bill Hedgpeth Z-Tech Sales 408 257-5371  257-5651
Vice President John Latimer L uscombe Eng. 408

Treasurer Eric Robinson ESWest 408 565-9050 565-9055
Secretary Phil Kipness Pacific Coast Ventures.com 408 988-1444  988-1707
Membership V.P. Michael Onken Bridge Mktg. 650 827-3600 827-3609
Past President Bill Walsh Westech Assoc. 650 961-1422  968-9898
Past President Lon Hudson Ross Marketing 408 988-8111 492-0197
National Director Mark Conley O’Donnell Assoc.No. 408 456-2950 943-8243
Alt.National Dir. Lon Hudson Ross Marketing 408 988-8111 492-0197
DIVISION VICE PRESIDENTS

Communications Hugh Shyba Shur Sales 408  399-7487 399-4767
Components/Materials Alan Kuczer Prism Technical Sales 408  248-0700 248-2797
Computer Products David Barrios Dali Technical Sales 650 359-3982 359-3996
I stnrumentation Brian Levien Sentech M easur ements 530 792-0175 792-0515
RF/Microwave CharlieDickinson C/G/ Associates 510 790-1193 790-1383
SAVE Phil Kipness Pacific Coast Visions.com 408  988-1444 988-1707
COMMITTEE CHAIRS

Ambassador Hugo Shane Executive Director 408 243-3372 246-4413
Ambassador Tom Mollard LlifeMember 650 968-1581

Education Michael Onken Bridge Marketing 650 827-3600 827-3609
Golf Tourney Ron Jenkins Westech Associates 650 961-1422 968-9898
I nter net Edward Blake Edward Blake Assoc. I nc. 408 934-3955 956-9732
Scholar ship Brian Trankle Jack Logan Memorial Fund 650 343-2416
Distributor Coord. Shirley Burres Recht Associates 650 964-6321 964-8165
Nominating ChrisJumper JEM Electronics 925 417-1033 417-1458
Newsletter Bob Par sons Chapter Office Manager 408 243-3372 246-4413
CHAPTER STAFF

Executive Director Hugo Shane 408 243-3372 246-4413
Chapter Office Manager Bob Parsons 408 243-3372 456-4413



