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Lumex announces the opening of & new enginesring and sabes
suppart office in Mew Amspach, near Frankfort, Germany. This
facility will further support current and future European
cuskomers wheo are looking to emginesr Lumex Oipto-Comiponsats
fifce LED and LOD dispilay sebutions inta their products. The

Ical presence of this office mears that Lumex’s European
customers will continse R redehve Lumex's traditional support
excellende, now “tuned” for thelr local needs, and delivered in a
mare timely manner than ever before

Heading up the new office in Germany i Me, Guenter Beutzel.
M. Rewtzel i a degreed Electrical Engineer with mare than tem
years of experience in the LCD and LED dispday industry, including six years with autemaotive hoame appliance manufacturers, designing
q LD devices into thess products, |

Lumex's mew office B lecated at Robert-Bosch-5tr. 1, D-61267 New Anspach, Germany. Phone: +49 G081 964 380,
Fae: +49 6087 964 381 E-muadl: lumex-europed|umay.com. Warkd Wide Web (in Buropa) weana. lumex- eurape. com.

SMT Gas Tube Arrestors
Lumex’s family of gas tube amestors are among the smallest gas tube
amesion available from any manwlacturer, Measuring just 4.50mm x
3.20mm (70772 01267, these devices provide the same supremse,
high-performande surge and spife protection as comentional gas tube
amestors, but Ima new, condise SMT package, sxwing time and momey over

Lexis Promotion Winners —

Lismeex congratulates the 2006 Lexs Winners!
These distriburtors placed through their dollarin-
creave at oost from the previows year. The 2006
Lizscs Wine ers are:
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radial beaded Types. Woltages range frem 150-400V0C supporting surge Elecirimics
lfl.l.lm'lli of 1.0 zfn-d _I!.[I kAL |.l..IITIl‘:l3 SIHT.llhTu‘ne Arrestars -zrdE Mep p——
wide range of dnuit protection applications FAE Elgctanles Fares
including central office ar PBX
telephane circults, volce and ¥y v
data bines, solid-s1ute cirostny, Gift cards will be awarnded in Febnary, e e,
ar anywhere pratection against Vg i, K, Mt Breck s e b v
electrastatic discharge (ESD) or Our Luminary Award goes to Digi-Key for best
!.wlt.chng*;u:g-esli needed. distributian partner for volume of business,
Available in tape and service and support. All awards will be presented
reelin quantities of 500, ‘# in Las Vagas at this year’s EDS.
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. Lumex AstralLED™ 1 Watt LEDs

Allied, Digi-Key and Mearser hawve placed stocking
orders for each of the 1-watt LED's and Mewsark
Inlme will be placimg an arder shorthy.

We estimate fo have these parts an their shelyves
sometime mid- ta late Febnaary.

To find owt more,
CLICK HERE
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o EDS 2007 ~== SmartS5ales =—=
Mark your calendars! X f"—'f"ﬁ!ilff _
| Yes, we're already planning far EDS In | R
| Way of 2007, We will begin setting | | Recently Lumex’s founder,
appointments in January, and once Harold Anagmos, was
again, we have all day Monday featured & a quest
resenved for our sabes reps. | codumnist in the ke Dec.
b 2006 Baue of Electronic
P—— DMstribution Today, and
provided some valued
In an eMort ba further expand sar insight on Smart Sales

{ cooperative advertizing efforts and

| prowide an enhanced search capacity
for parts, Lumes is expanding it
partnership with Source ESE for

Strategies that can bead to
credible sales forasts,

H06- 2007 1o inchude a liting on the To view the Elecrom
Source E58 Electromic Sourebook Dvstribwtion Today artide,
home page. For mare informaticn, CLICK HERE.

CLICK HERE,

Lumex s improving the functionality
of feanching Tor part availability cn-line
by collaborating with e-Part Source
(powrered by SounceESEL Qur goad in
partmering with e-Part Source & to provide
our valued oustomers greater ease of -
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Lumex e-Part Source for Stock Availability

Mew Year,
Hew Look
for Digi-Key!

Digi-Key's New Look

Coming i January 2007,
Digi-Key will have a fresh
new look to their website,

dgiing business and enhanced castomer inchuding some new, én-
service, hamced featunes to make |
their site even mane
Mow searching Lumex stock availability customer-friendly. |
of-line through WAV, | LT, C 1
bidee,
Sea for yoursell Simply dick on “Lumex
Factory $tock™ to give you owr dally stock
lewels,
=
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Smart sales strategies
that can lead to credible sales forecasts

By Harold Anagnos, founder and Managing Director of BXA Associates Lid.

exr after voar we prepare b

nesd pland that wiart from some

type of mariel input of marked
dzampboos. W then move 1o our sales
force and mk them %0 forecast by time
peniod of customer buckets with the
precision of an engincer.

For those of us that that are or were
sclling we treat “sales forecasts™ as o
ritual we hate but we are forced to per
form to avod making the high priests in
the comer office unhappy. And we boil
mside suggesting that they wear thetr
boots and start making sales
calls. After all “reality is out
there™ and not “in bere.™

Marketing they say in
where the rubber hots the aky
and selling 15 where ot Juts
the romd

We ipend toes of valuable
BEnc aod of mooey (0 make
market forecadts and we may cogage
puns to bels o creace buuness plarn for
our banks or ou stochbolden. Consl-
tands sead 1o dagnose, proscnibe and run.
Exocution, you soc, is all up to you. And
if we fail, o m adways the excoution and
oeevier theer Delphic peodactions

Time rolls on and we are geiting
closcr 1o anothber fivcalcalendar vour
We 1end 10 put all thowe words of pro-
phetic wisdom on the shelf in fancy
three nng binders or save the files on
our memory sticke and hard dnves. At
the ond of the day -it is all about selling
and nothing but aclling.

The smart money is on creating
and deploying smart selling stratcgies
and tactics using some probing in the
behavior and souls of your ¢ustomer
and the people past the reception denk
that call the shots on dowg real business
with you Mos! busincues nm under onc
ef two & sorete bunise vt models that are
forced wpon thera by tweir markets or
their products. Prodects by them whves
can defiae the markets 10 be served.

If the massgers renming those buni-
RCS5CE CAR recogrure and dcfine thew

besantis modk] and bebave m accor-
danoe with 155 chvoamics, they we way
shead of the game. Think aboes the likes
of Cisco, Boang. GE, Moterola, Amgeo
andd Albbod | sbe and all vour customerns
in betwoen. You canndd g2l 1o them 1s-
mg similar selling strutegics. I vou do
you will, for sure, partially fail,

There are basically two business
models and combinations of the same.

Ity are the COMPLEX and the
VOLUME models. I'heir key charac-
Leristics ang:

Marketing they say is where

the rubber hits the sky and selling
is where it hits the road.

With the COMPLEX mode] we sce
cenplisiis o6 invernon, brng- togother
M the end prodechor, best of boood
wehaology, high price low volume
peodacts and porpetae] dialog with thesr
CUMOINCTS (O (=0,

The VOLUME mode] implies con-
slant ianovaion, sasp-iogother volume
production, high velume price sensitive
products and low touch-high tech expe-
dient customeér relations.

They do not and should not mix and
match along the lines of nunning these
blsinesiss from marketing tw shipping.
Moat successful combmations are with a
front-ond remning under the COMPLEX
model and & back-end under the VOL.-
UME model.

Sclling the COMPLEX model
customers <ally for intense o8¢ on ose
long term consultative sclling by very
knoralodpoable smlcs foroos Expect long
deuign Cycdes and ey years of repent
Bunaneis ol good margins.

The VOLUME model calls for
cmphunn on voleme wellng weh ag.
gressne pricag with supplicrs tha are
indusy volume'price leaders Dast 12+

povese while producag s volame Mot
all of vour sapphors would gaalify 1o be
profitable kong-serm playons with these
customens. Eapoct shon-larm conumit-
ments and volatile purchase ordons.

We as distribulors must decide
whether or not we can use the same peo-
ple calling en all customers. Traditional
deivissony along product lines, geography
of customer size will not deal with
the COMPLEX vy, VOLUME model
explomive dymamics. The sman money
1% on having focused sales people on
these two ypes of customen
A oustomer froat-loading with
the Complen and back-¢nding
with the Volume woakd requine
o lowst &ifferont sabes pasches iff
ot differemt people. Product
developeent sl wnd volume
producton appdy (s poopls
hke to be treated diffcrently
ad bke to hear Sulferent tones.

When forod mting along Seae Lnes
yeu wosld be sble 1o improve the koag-
lorm accwrady of your prodictons and
you would increase your hat retes by
knowing how your cudomes tarks and
opuraics

Nappy 2007 and beyond forocait-
Ing

Me Anagmox (s the founder and
Munaging Direcior of BXA Asseciates
Led., which affer advisory services in
the arvas of brandbng and markeiing
sirategy for biginesies in the global
high-tech worlil Fle 15 an alimma of
MNorthwestern Univeraity, Evamiton L.
halding an undergraduate degree in
imdrantrial mamagemaont and @ groduaie
degrow (EMBA) with amphanis in Mar.
kefiag and Ereculive Manapemens

He hay owver 33 yeary of service
both a1 member of lop manapement
of Chicago Minicture Lomp gnd then
ar fouwnder and CEQ of Lamex, Inc. a
feada g mometog eee oof opdglectrons
components. Me can be coasacied of
hanagmor@at net or (847 963-4122
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