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All Systems Go: Energizing Our Customers’ Experience

“The 2024 ERA Conference Committee wanted a theme that would encourage and inspire new
ideas and perspectives about the professional field sales role in today’s world. This year’s theme

is all about looking at our industry through the eyes of today’s customer and working together as
manufacturers, distributors and representatives to optimize the value that we deliver each day.

I’'m very excited to explore this important topic with my colleagues and | look forward to a fantastic
conference in February.”

- Adam Anderson, Vice President, Norris & Associates, 2024 ERA Conference Chair

“The center of our business is our customers, and our energy should be focused on enhancing our
interaction with them. The Conference’s customer-focused agenda will stimulate new sales and
marketing ideas through educational topics that will invigorate the inner entrepreneurial spirit.”

- Jeff May, President, Logix Sales & Marketing, 2024 ERA Conference Co-Chair

Conference Program Highlights

KEYNOTE SESSION
Monday, Feb. 26,
2024

8:10 a.m. - 9:15 a.m.

Sponsored by

Build Trust and Connection to Create
Influence Monday to Monday®

Presented by Stacey Hanke — Best-Selling Author,
Communications & Influence Strategist, Hall of Fame Speaker

About the Session

In our heavily distracted and disconnected world, our ability to lead
effectively, problem-solve and inspire connection is being tested every
day. Communication is at the core of everything we do. Stacey’s engaging
and fun keynote will give you the tools to communicate in a memorable
way to influence action “Monday to Monday.”

In this presentation, Stacey will share how connection and consistency are
critical to communicating with influence and impact. Connection is about
creating a meaningful experience for your listener to influence them to
take action. Consistency creates a reliable personal brand, allowing your
listeners to trust that you will show up for them the same way. Together,
connection and consistency create authenticity which builds trust.

Attendees will learn how to:
¢ |nfluence others even when not physically present.
e Build a consistent brand that differentiates you from the competition.

e Maintain continual growth in the ability to communicate with influence and
impact.
This keynote is immediately actionable and gives structure to make sure it sticks.

Stacey will help you to shift the way you communicate to ignite deeper connection
and trust!
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Future Economy: Growth Opportunities
Presented by Andrew Busch, Economist, Author and Speaker

About the Session

The world is going to see more economic change in the next five years than we have seen in the
last 100 years. Just as the U.S. was getting over the worst of COVID-19, Russia invaded Ukraine
and China shut down ports due to the pandemic. War in the Ukraine, inflation soaring, interest rates
spiking and supply chains crashing are all examples of the speed of change. But how did we get
here? More importantly, where do we go from here?

Andy will provide context needed to understand the forces at work creating momentum for change in
the economy and your business. Al, climate subsidies and co-bots are just a few of the extraordinary
tools/spending being leveraged right now. Are you aligning yourself for what will occur? Andy literally
wrote the book on large, catastrophic events and how they impact our markets, economy and world.
As a futurist and economist, Andy will dive deep into exploring how innovation, policy changes and
societal shifts (war) drive opportunities for clients. He will take the trends super charged by wars

and the pandemic and apply them to our industry to show where money is flowing, and where
opportunities are growing.

Selling Across the Generations
Presented by Cam Marston, Author, Consultant, Radio/Podcast Host

About the Session

The first rule of selling remains steadfast: Know your customer. With five distinct generations playing
active roles in the buying decisions of companies worldwide, that tenet is increasingly difficult to fulffill.
It is no longer enough to be personable with your customer and knowledgeable about your product.
Changing dynamics require changing strategies.

To succeed in today’s business climate, you need to approach each buyer with an informed
generational perspective — recognizing the underlying biases, values and expectations that pave

the way to “yes.” These biases, values and expectations impact everything from how you introduce
yourself, how you communicate (both frequency of communication and channels of communication),
how you develop and maintain your online impression and how you ask for the sale. Once you
understand the depths of sales biases in each generation, you’ll then begin to realize the opportunities
for making new, deep and lasting connections with your customers. In this presentation, Cam Marston
will discuss how to create fast and genuine relationships with new customers, sell to customer’s
expectations, build trust between generations and avoid communication pitfalls.

Attendees will learn:

The core differences in the way each generation has learned to interact with the world around them
e How each generation searches for suppliers who will reflect their generational preferences back to them

e Their own generational preference and biases and how, by blindly following them, they may ruin
sales opportunities

Guidelines for selling to the different generations in today’s marketplace

How to identify people who do not fit into their generational profile, why they may not fit and how to
proceed with them

General Session
Monday, Feb. 26, 2023
11:00 a.m. — 12:00 p.m.

Sponsored by

BRAINARD NIELSEN
MARKETING

General Session
Monday, Feb. 26, 2023
4:45 p-m. = 5:45 p.m.

Sponsored by

schaffner
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General Session
Tuesday, Feb. 27, 2024
8:10 a.m. - 9:20 a.m.

Sponsored by

Catalyst Umt
gy So utlons

At The Heart Of C

General Session
Tuesday, Feb. 27, 2024
3:45 p.m. - 5:00 p.m.

Sponsored by

@ Maclnnis Group

Creating Customer Confidence to Make the Sale
Presented by Brent Adamson, Researcher, Author, Presenter, Trainer

About the Session

In today’s marketplace, a huge challenge that companies need to solve in order to increase the
likelihood of closing a sale is a lack of customer confidence.

As a salesperson, you've done your job of instilling confidence in yourself and your product/service;
now what you need to do is build the customer’s confidence in themselves and their ability to
make large-scale decisions on the behalf of their company. After years of research, Brent Adamson
discovered the four significant forces that are eroding and undermining customer confidence:

Decision complexity — While any big decision has some degree of complexity, this only
compounds as more and more stakeholders get involved, each with their own competing interests
and metrics.

Information overload — Not only are customers being exposed to high quantities of information,
but it’s also high quality. This creates friction and confusion and eventually will stall the sale.

Implementation uncertainty —While this is often an after-effect of a sale, implementation
uncertainty increases regret and decreases confidence, leading to more problems down the road.

Value opacity — When a value is unclear or opaque, there is generally a wide gap between the
value promise and the value realized by the customer.

Adamson has figured out how to overcome these forces. The best sales teams and organizations
will use the customer’s lack of confidence as an opportunity to become a source of confidence
creation for the customer and to build trust. When you solve what the customer is craving, you give
them the ability to believe in themselves and the empowerment to make large-scale decisions for
their company.

The Future is NOW: Technology & Trends That Will Revolutionize
Presented by Crystal Washington, CSP, CPAE, Futurist and Technology Strategist

About the Session

Are you ready for what lies ahead? Stop shaking the Magic 8-Ball and get ‘Crystal’ clear on the
future of your industry. In this high-energy session, technology futurist Crystal Washington will show
you exciting, practical ways that technology will rock your world over the next ten years. Best of all,
she’ll deliver her discussion in PLAIN English. Hey Alexa and Siri, no need to translate!

In this session, attendees will:

e |dentify buzz-worthy human behavior that impacts how organizations innovate

e Discover the top five technologies that could interrupt or revolutionize your industry

e Walk away with the ability to trigger new tactics while staying ahead of the trends
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2024 ERA Conference Schedule

This schedule is subject to change. Visit the 2024 ERA Conference Schedule page for updates. All times shown are CST.

Sunday, February 25, 2024
12:00 - 6:00 p.m.

Conference Registration/
Attendee Badge Pick-up

5.00 - 6:30 p.m.

Welcome Reception
Monday, February 26, 2024
7:00 - 7.50 am.

First- Time Attendees
Orientation

7:00 - 7:50 am.
Workshop: Unlock the Potential

of Your Business, presented by
Empowering Systems

Workshop: Diving into Data:
Industry DTAM and Trends,
presented by Budde Marketing
Systems

Workshop: Ask Ama Anything!
Learn about ERA Membership
Benefits, presented by ERA

\Workshop: ERA Electronics
Industry Survey Results
and Outlook, presented by
Edgewater Research

8:00 - 8:10 a.m.

Conference Opening - Welcome
Remarks from Adam Anderson,
2024 ERA Conference Chair

810 - 9115 am.

Keynote Session - Build Trust and
Connection to Create Influence
Monday to Monday®, presented
by Stacey Hanke

9115 - 9:30 a.m.

Break

9:30 - 10:45 a.m.

Breakout Sessions (TBA)

10:45 - 11.00 a.m.

Break

11:00 a.m. - 12:00 p.m.

General Session - Future
Economy: Growth Opportunities,
presented by Andrew Busch

12:00 - 12:45 p.m.

Lunch

12:45 - 1:30 p.m.

ERA Update, Past Presidents
Recognition and Lifetime
Achievement Award, presented
by Walter Tobin, CEO of ERA
1:30 - 145 p.m.

Break

145 - 3:00 p.m.

Breakout Sessions (TBA)
3:00 - 315 p.m.

Break

315 - 4:30 p.m.

Breakout Sessions (TBA)

Breakout Sessions

Pre-registration for the breakout sessions will open late January!

4:30 - 4:45 p.m.

Break

445 - 545 p.m.

General Session - Selling Across
the Generations, presented by
Cam Marston

6:45 - 7.00 p.m.

Buses depart AT&T Center for
off-site conference party

7:00 - 10:00 p.m.

Conference party, hosted
off-site at Punch Bowl Social
("Registration required)

Tuesday, February 27, 2024
7:00 - 7:50 am.

Breakfast

7:00 - 7.50 am.

Workshop: CRM Solutions,
presented by Repfabric
Workshop: ERA Electronics
Industry Survey Results

& Outlook, presented by
Edgewater Research
Workshop: ERA NEXGEN
Meeting ("Reps are invited to
attend and observe)

8:00 - 8:10 am.

Opening Remarks by Adam
Anderson, CPMR, 2024 ERA
Conference Chair

8:10 - 9:.20 am.

General Session - Creating
Customer Confidence to Make the
Sale, presented by Brent Adamson
0120 - 9:30 am.

Break

0:30 - 10:45 a.m.

Breakout Sessions (TBA)

10:45 - 11:.00 a.m.

Break

11.00 - 11:30 a.m.
ERA Awards Announcements

11:30 am. - 12:30 p m.

Lunch

12:30 - 12:45 p.m.

Break

1245 - 2:00 p.m.

Breakout Sessions (TBA)

2:00 - 2:15 p.m.

Break

2:15 - 3:30 p.m.

Breakout Sessions (TBA)

3:30 - 3145 p.m.

Break

3:45 - 5:00 p.m.

General Session - The Future is
NOW: Technology & Trends that
will Revolutionize, presented by
Crystal Washington, CSP, CPAE
5.00 p.m.

Conference adjourns

View Breakout Sessions page for more details and speaker information.
- Artificial Intelligence: Real-World Applications for

Field Sales

« Embrace It: Artificial Intelligence and Your Future

+ Engineers of Today vs. 5 years ago: Are They Getting
What They Need from Us?

- How the Digitalization of Product Information
Accelerates Customer Engagement

+ More Than a Salesperson: Developing a Memorable,
Trusted Personal Brand

+ Reach More, Engage Deeper: Digital Tools That
Can Amplify Your Tried-and-True Marketing Tactics

+ Rep 2.0: Future-Proofing Your Manufacturers'

Rep Business

- Strategies for Manufacturers’ Reps on Negotiating
Better Contracts with Manufacturers

+ Succession Planning: Strategies for Successfully
Passing Down Key Knowledge, Skills and Abilities

- Technology Swap Shop: Digital Efficiencies to Help

Your Team & Your Customers

+ The Kids Are Alright: The Art of Hiring, Training and
Retaining Zillenials (Gen Z +Millennial = Zillenial)

« The Evolution of Field Sales: Where Are We Headed?
+ The Eye of the Beholder: How do Customers View

Salespeople?

+ Understanding Cybersecurity Threats & How to

Protect Your Company

+ Unleashing the Power of Data: Best Strategies for
Effective Data Sharing and Collaboration in Today's

Electronics Industry
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ERA Conference Volunteers

ERA extends its deepest gratitude to these dedicated volunteers who generously volunteer
their time to serve on the 2024 Conference Committee and Sub-Committees. Their tireless

efforts help make this conference possible!

2024 CONFERENCE COMMITTEE

Adam Anderson, CPMR, Norris & Associates
Inc. - Conference Committee Chair

Jeff May, Logix Sales & Marketing -
Conference Committee Vice Chair

Ryan Baldinelli, Anderson Power Products
Julie Carr, Maclnnis Group
Ellen Coan, CPMR, C C Electro Sales Inc.

Zach DeVillers, CPMR, CSP, Brainard-Nielsen
Marketing

Adam Grigor, Tech-Trek Ltd.
Maryellen Stack, Sager Electronics
Mike Swenson, CPMR, Mel Foster Co.

2024 CONFERENCE SUB-COMMITTEES
Breakout Sessions Sub-Committee

Adam Grigor, Tech-Treck Ltd. - Co-Chair
Maryellen Stack, Sager Electronics — Co-Chair
Emily Bannister, C C Electro Sales Inc.

Vincent Bastiani, E-Switch

Mary Benetti-Condon, Bel Fuse

Melissa Ceveda, Exponetial Technology Group

Cesare Giammarco, Cesare Giammarco
Consulting

Bob Gourdeau, Kyocera-AVX

John Grobanopoulos, Sigma Component
Design

Chris Hodge, Fralia Co. & Associates

Jon Hollman, Victory Sales

Gerry luliano, CSC-Sygnum

Jake Metzger, Hughes-Peters

Paula Renfrow, TTI Inc.

John Simari, ERA Consultant, Simari Consulting
Bryan Teen, CPMR, Tech Marketing

Perry Thornton, Pinnacle Marketing

Ed Thurmes, Mel Foster Co.

Shane Triantos, LuscomBridge

Mark Wachtel, SJ Associates

Keynote/General Sessions Sub-Committee

Ryan Baldinelli, Anderson Power Products -
Co-Chair

Julie Carr, Macinnis Group - Co-Chair
Heather D'Amico, Brainard-Nielsen Marketing
Rob De Rose, CST-Arwin Inc.

Holly Good, Cornell-Dubilier Electronics

John Guetens, E-T-A Engineering Technology
Deana Hutson, Maclnnis Group

Holly Myers, CPMR, Sager Electronics
Jennifer Paukert, Master Electronics

Jennifer Riehle, Arrow Electronics

Eric Vroom, ComRep Inc.

Bryan White, CPMR, Catalyst Unity Solutions
Shane Zutz, Digi-Key Electronics

Sponsorship Sub-Committee

Zach DeVillers, CPMR, CSP, Brainard-Nielsen
Marketing - Co-Chair

Mike Swenson, CPMR, Mel Foster Co. -
Co-Chair

Zach Anderson, Harper & Two

Ken Bellero, Schaffner EMC

Joe Braun, CPMR, EK Micro

Lori Bruno, CPMR, LuscomBridge

Rob Brunson, Wallace Electronic Sales
Brad Burroughs, Jones Tech USA

Matt Cohen, CPMR, C C Electro Sales Inc.
Mark Despotes, Arrow Electronics

Lisa Dietrich, Conley & Associates

Rich Greaves, Empowering Systems
Byron Holloway, Fralia Co. & Associates
John Hutson, CPMR, Maclnnis Group
Doug Rederer, Digi-Key Electronics
Tony Tomasso, Panasonic

ERA XCOM Liaison
Ellen Coan, CPMR, C C Electro Sales Inc.
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Thank You, Conference Sponsors!

b

ERA extends its deepest appreciation to these valued organizations that have
committed to sponsoring our 2024 Conference. We could not accomplish our
goals without the generosity of our committed supporters. Thank you!
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goals without the generosity of our committed supporters. Thank you!

GOLD SPONSORS

=@oyo= < crouzet MARSH (0 @[ Panasonic ¢ nnus

Electronics, Inc. O’Donnell Associates North ~ PACIFIC NORTHWEST

SILVER SPONSORS

E AKI GIBB NTROREPINC A U R O RA :/¢¢0' Brandel-Stephens & Co. JCBCIZRaAaENe e

U P Manufacturer's Representative E nv I’ I o n UFAGTL G R O U P SENT Marketing Engineers

Design Tech

,/?g, 4*‘%»‘« \ erew dnwm‘d‘mu%,.c D I G I ’ ENGLISH 'l;.E(EZI—;NICAL () Ferrari Te&lggggoam‘!ogales
CAGCADE SALES g e el i
\/, METRO
ME@A \eﬁra

ELECTRONICS INC. 4 NEW YORK CHAPTER

GR

Fusion 'S4 ¥/ ion

Technical Sa'es PARALLAX b4 ASSOCIATES

aaaaaaaaaa

(coness s Al &
CONNECT ! = jc”
h ere nF UPSTATE MEw YaRK Northport Engineering O Donne" SOUfh, |nc. WPE' GeneSIs

We realize ideas

(7 “"‘_’7= d 7o\
D eenromunes =1 RECEIM “SACS Y SME  soammmssnc

PPE-THOWPSON
TECHNOLOGIES .

NNNNNNNNNNNNN MANUFACTURERS REPRESENTATIVE OUNTAIN
TECHNI-SOURCE CORPORATION  yonfachurers Representofive h h

[sjwallace  (p|woriomicro ZE@ WS

Quality Has No Finish Line

, g ;SSTS’%Q‘,;?ES',,,CUI sSUNSELT Erickson Sales L‘ L 1A ARCOM TH O R SON

POWER

Battery Products

BRONzZE SPONSORS
C/SFBBG SIMCONA < R SUNS

eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee

COPPER SPONSORS

‘@ ‘ﬂ' L JMSEARCH [

————————————
AN INDEPENDENT MRINETWORK® MEMBER
For more information about the event visit https://era.org/era-events/era-conference/.




