
El e c t ronic Component
distribution continues
to grow far faster than

each of the individual
countries GDP’s aro u n d
E u rope. There are a number
of factors leading to this.

Firstly the pervasive nature
of the electronic component
i n d u s t ry. The continuing
replacement of mechanical
devices by electro n i c
a l t e rnatives will continue for
at least the next decade.
This encourages market
g ro w t h .

Secondly the re g u l a r
“market drivers” that
e m e rge. In the early 90’s it
was the pc and now it is
mobile communications.
To m o rrow other drivers will
e m e rg e .

T h i rdly the attractiveness of
the independent distribution

channel to both component
m a n u f a c t u rers and
customers. As distribution
adds more and more value
added services and at the
same time reduces it’s cost
base it becomes more
attractive as the “channel of
c h o i c e ”

Then the so called “Tam to
Dtam shift” where the larg e
O e m ’s prefer to deal with
individual distributors
supplying products fro m
n u m e rous manufacture r s
rather than with the
individual manufacture r s
d i rect. With distribution’s
ever lower cost base as a %
of sales together with
competitive pricing more
and more big Oem’s are
taking this ro u t e .

Then the fantastic growth of
the Contract Manufacture r s .
With huge Groups such as

S o l e c t ron and Flextro n i c s
almost doubling multi billion
dollar revenues each year,
the opportunities for
distributors grows. Some see
this as a threat but although
it may mean some changes
to the business model under
which we operate (alre a d y
being used in the Tam to
Dtam shift business) I believe
it is a massive opportunity as
the Cem industry simply
cannot aff o rd to keep
i n v e n t o ry but distribution
m u s t !

Overall the future for our
i n d u s t ry looks gre a t !

G a ry Kibblewhite
C h a i rm a n

A great future for 
the distribution industry
Uno sguardo ai fattori chiave che stanno stimolando le ottime

prestazioni del canale distributivo
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In the UK Book to Bill ratios
have been positive for every

month this year and the aver-
age daily sales still rising it is
still looking strong for calen-
dar 2000. We are now experi-
encing the “hockey stick” of
market growth dr iven  by
i n c reasing unit prices encour-
aged by lack of product avail-
a b i l i t y. 
The continuing strength of
the continental European, US
and Asian  Bas in marke ts
means that we are unlikely to
see any sharp market declines
yet. Margins for the industry
have slightly improved as the
i n c reased revenues dro p
t h rough to the bottom line.
The holiday quarter (Q3) is
not likely to show growth in
the UK and will surely drop in
C o n t i n e n t a l
E u rope. The
s t rongest half-year
g rowth is in pas-
s ive components
showing 53% up
on last year followed by 39%
up for Industrial semiconduc-
tors  and 20% for e lectro-
mechanical components.
I n v e n t o ry/sales ratios have not
materially improved as distrib-
utors strive to maintain suff i-
cient inventory of key pro d-
u c t s .
The pre s s u res on the UK man-
ufacturing base generated by
the high sterling continue to
impact our customers and we
can only hope that by the
time the next cycle starts the
UK has become more
exchange rate competitive in
continental Euro p e .
The A f d e c distributors’ per-
f o rmance cont inues to be
i m p ressive. In the Industr ial
market, growth for Quarter 2
c o m p a red  with the same
q u a rter last year was 35.7%.
Over the f irst half of 2000,
sa les were 35.4% up on
those of the first half of last
y e a r, ‘99.

The higher growth over the
q u a rter compared with the
ha lf  y ear th is  year,  a lbe it
slight, indicates that gro w t h
continues to impro v e .
Above trend growth in Semis
and particularly  in Passives
has been offset by Electro-
mechanica ls ; but Elec tro s
g rowth over the half year at
20%, would in most other
years be re g a rded as highly
s a t i s f a c t o ry. 
Component prices are pro b a-
bly still rising. Anecdotal evi-
dence suggests this is true for
tantalum capacitors and the
number of  semiconduc tor
components on allocation is
stil l growing; there are also
indicat ions that connector
prices are being raised. If this
i n f o rmation is correct then

the units  sold in
Q2 would not be
much more than
in Q1; this is the
n o rmal  seasonal
cond i t ion  in  a

year when unit sales tre n d s
a re flattish.
The Book to Bill Ratio is still
on a longterm rising trend. 
Of the individual product sec-
tors, Electros are perhaps the
most threatened where the
t rend seems fairly flat. Sales
in absolute terms, over the
last  th ree months,  were
almost as much as 40% up
on sales levels in 1998. As
indicated earlier the situation
seems set fair for the rest of
the year in that sales should
remain at much the same lev-
els over the next two quart e r s
-  a  seasona l  d ip  in  un i ts
between Ju ly  and August
should be absorbed fairly eas-
ily by some degree of price
i n c reases. Growth at the tail
end of this year will pro b a b l y
reduce in percentage term s
but only  because the l ike
q u a r te r sa les in  ‘99  were
g reater  than those for the
p revious 9 months.
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S w e d e nUnited Kingdom

The situation in S w e d e n i s
that we see a still gro w i n g

market. We also see a contin -
uing concentration of the
companies in the market. We
have earlier this year seen
Avnet buying Hatteland and
just recently Ericsson
M i c ro e l e c t ronics was sold to
E u rodis Electron PLC.
Ericsson is one of the
most notable compa -
nies in the business
and thereby the com -
pany naturally gets a
lot of attention both in
Sweden and intern a t i o n a l l y.
Recently when they pre s e n t e d
their latest economic re p o rt a
lot of attention was paid to
the red figures concern i n g
their mobile phones.
It might be relevant to note
that the phones only re p re s e n t
20% of their business. 

The major part of Ericsson’s
business consists of the
mobile systems and in that
a rea Ericsson is going very
w e l l .
In times when business over
the Internet is in focus, it
might be of interest to men -
tion the Swedish company

E l f a.  While the dot -
com-companies are
having diff i c u l t i e s ,
Elfa is an example of
a traditional company
being successful on
the web. 

They started to publish their
p roduct catalogue on the
web in 1997. Their annual
sales is SEK 600 million (USD
60 million) and they are now
p e rf o rming 20% of the sales
via their website. The ambi -
tion is to reach 50% by the
year 2004.

The E l e c t ronic Distrib-
ution Show and Con-

f e re n c e, has been serving the
U.S. electronic distribution
community as a meeti ng
place and marketplace since
1937. In recent years, more
and more companies fro m
outside the U.S. have visited
E D S or exhibited
in EDS. With the
continuing glob-
a lizat ion of the
e l e c t ronics mar-
ketplace, EDS
welcomes inter-
national visitors.  However,
newcomers should be aware
that EDS is diff e rent from the
typical European or Paci fic
Rim exposition (although it
has been influenced by them). 
The emphasis is on scheduled
meetings , not on open
exhibits. Most attendees are
top level managers, and the
overall emphasis is on quality

of attendance, not quanti-
t y. For manufacturers who
would like to sell their pro d-
ucts in the U.S.A., EDS pro-
vides an opportunity to meet
with virtually every U.S. elec-
t ronic distributor company,
f rom the small local distribu-
tors  to the i ntern a t i o n a l

giants. 
For d ist r ibutors
who would like to
find U.S. sourc e s
of supply, EDS
p rovides an
o p p o rtuni ty  to

meet with some 500 manu-
f a c t u rers. However, many of
these companies use hotel
suites and other closed-door
facilities at EDS, and are avail-
able only by appointment.
EDS provides a special on-site
orientation program for inter-
national visitors, to help them
achieve their objectives in vis-
iting this marketplace

U S A



While it is quite clear that this
g rowth has been generat-

ed by a re c o v e ry of the market, it
must be pointed out that the
s t rongest growth rates can be
found in those products where
the shortages are most severe .
Thus, the year-to-date figures at
the end of June showed the fol-
lowing growth rates:

In spite of everything, the second
q u a rter was quieter in terms of
bookings, stabilising the pro g re s s
achieved in the first quart e r. It
will be noted that the re l a t i v e
impact of the various diff e re n t
families of components is evolv-
ing, so that active components,
which accounted for 79 % in
1999 were 75 % in 2000. While
the share of discrete and opto
components is relatively stable,
that of integrated circuits (core
business) has gone up from 45
% to 65 %, to the detriment of
the PC market, which is dro p-
ping slightly. Passive compo-
nents: a relative drop for re s i s t o r-
type products, from an average
of 23 % in 1999 to 19 % in
2000, and for inductor- t y p e
p roducts (from 12 % to 9 %), to
the benefit of capacitor- t y p e
p roducts (from 40 % to 53 %). It
must be noted that these pro d-
ucts, widely sold by
small distributors in
general, are invoiced
by the large gro u p s
mainly in 2000.
It can be seen that the
connector market has
not been affected at distribution
level by the mobile telephone
market, for which the compo-
nents are not listed among dis-
tributable products, and the

g rowth rate measured is close to
that of the market.
As far as concerns active compo-
nents (excepting CPU/DRAM’s ) ,
with an average book/bil l of
1.28, several facts can be noted.
All customers are turning to dis-
tributors to find components,
which does not really happen in
France in normal periods. There

a re orders that have been placed
twice or even three times by
some customers.  Invoicing
depends only on the number of
items allocated by the manufac-
t u rers to their distributors.
Passive components are in an
e n v i ronment close to that of
active components, but high-
lighted in particular for chip con-
densers. The average book/bill
ratio is 1.63. It can also be seen
that the whole distribution set-
up is being prompted by the
market as a whole.
The market is settling down and
re t u rning to a more stable
g rowth rate. There was a peak in
the month of May: Components
as a whole (excepting
C P U / D R A M ’s) with cumulated
bookings at 93%, a billing rate
of 66 % tending towards a
g rowth rate of 70 % for book-
ings and 60 % for billings at the

end of the month of
A u g u s t .
The S P D E I is org a n i s-
ing the evening of the
fifth “Spdei Tro p h i e s ”
for distribution on 30th
November 2000. This

has become a major event,
mobilising all component manu-
f a c t u rers. The Associations
belonging to I D E A a re cord i a l l y
invited to attend.
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B o o k i n g s B i l l i n g s

Active (non-Pc market) 96 % 64 %
P a s s i v e 104 % 64 %
C o n n e c t o r s 29 % 29 %
E l e c t ro m e c h a n i c a l 19 % 23 %
Pc Market 16 % - 5 %

F r a n c e I t a l y

The demand for electro n i c s
components was stro n g l y

re i n f o rced in the second quar -
ter of the year as well. The data
g a t h e red by Assodel a c t u a l l y
show a growth in booking of
a round 60%  and in billing of
above 40% (in respect of the
second quarter of 1999), with
a book to bill 1.15 and a total
market in distr ibution that
exceeds 700 bill ion
lire. This confirms that
the Italians are at the
head of the European
distribution forces.
M o re technically
speaking, the DTA M
(or rather, the potential market
assigned to distribution) in Italy
is expressed in absolute term s
similar to those in the Fre n c h
market which, on the other
hand, can count on a much
greater Total Available Market.
As a result, some quest ions
emerge regarding the position -
ing Italy has on the internation -
al scene in relation to general
trends.
The last years have actually
seen a perc e n t a g e - t e rm s
decline in the value of Italy’s
components’ billing, which, as
a share in Europe, has gone
f rom 10% - 12% in the
Nineties to a current 5% - 6%. 
This is to show that in Italy the
significant output in the lead -
ing sectors (i.e. telecoms and
computers) has notably
reduced while, on the other
hand, SMEs (Small and Medi -
um Enterprises) have held up,
acquiring greater weight on
the total of components sold in
our country.
In short, the fear is coming true
that electronics in Italy is
beyond the control of the Gov -
e rn m e n t ’s industrial policies
and our country ’s system does
not re w a rd potential fore i g n
investors, who until now have
been careful not to get
involved in our bure a u c r a c y
and work-policy statutes. 

F rom here it is a gradual step
back, then, in the leading pro -
duction areas, especially tele -
coms, to see us at the top of
E u rope only in the pro capita
consumption of mobile
phones. 
On the other hand, the thou -
sands of application niches and
the inventiveness of Small
Enterprises keep a high tax on

the entre p re n e u r s h i p
which f inds its own
natural interface in dis -
tribution. 
This last factor is in its
t u rn favoured by the
t rend towards dis in -

volvement of the headquarters,
either by strategic choice or
because payments in Italy noto -
riously do not encourage the
maintenance of a first person
presence.
Whatever the reasons, Italian
distribution excels in Euro p e ,
which is confirmed not only by
numbers but also because its
own management is incre a s -
ingly at the cutting edge of
international responsibility.

FORUM
OF ELECTRONICS
dedicated to industry

5-7 april 2001
Rome exhibition ground

Components,
production,

test & measurement
promoter Assodel

Outsourcing
intellectual & industrial

activities
promoter Assipe

Automation
& instrumentation

promoter AIS - Rome  section



Since 1976 Micro E l e t t ro n-
i c a has been the biennial

exhibition dedicated to the
global offer of industrial elec-
t ronics. Over 11.000 net sqm
( 2 5 % m o re than the last
m i c ro E l e t t ronica); nearly 400
exhibitors (10% foreign com-
panies); 22meetings among
convention on specific issues,
company workshops and
technical seminars.
The 17th Micro E l e t t ro n i c a
this year was stru c t u red to
re p resent in total the
“world” of components,
equipment and manufactur-
ing in the electronics industry.
Exhibitors and visitors’ were
met. 
They both had the opport u-
nity of appreciating “on
show” the global offer of the
e l e c t ronics industry in the
Italian market. A sample sur-
vey made by Vicenza indus-
trial associations has shown a
clear improvement in the
quality of contacts between

exhibitors and a meeting of
o ffer and demand more
aimed to create job opport u-
nitie. The exhibition hosted
11 groups of fore i g n
exhibitors from the Far East,
U.S.A and other nations; it
p resented a fully workingpro-
duction line; it scheduled
m o re than 15 diff e rent meet-
ings and workshops (9t h
I n t e rnational Distribution
M e e t i n g ) .

An event marked 
by quality
M i c ro E l e t t ro n i c a ’s results con-
f i rm its strategies. Under-
standing the needs of small
and medium enterprises, re a l
s t rength of the Italian indus-
t ry; the productive reality of
the North-East; the pro x i m i t y
of the German and Central
E u ropean (Austria, Cro a t i a
and Slovinia) markets; the
capacity of a highly spe-
cialised and flexible subcon-
tracting. These are the re a-

sons behind the strategies
which made the Exhibition so
successful. 
In addition, the 17th
M i c ro E l e t t ronica, first in
E u rope, could count on a
500sqm area totally dedicat-
ed to I.P. (Intellectual Pro p e r-
ty). Promoted by Near- E s t
( N o rt h - E a s t e rn Ring Electro n-
ic Science and Te c h n o l o g y )
this area aimed to offer to
enterprises the potential of
re s e a rch, training, measure-
ment and certification avail-
able in laboratories and uni-
v e r s i t i e s .
The flattering results were
gained also thanks to the
i m p o rtant cooperation  of
the Association of Industrial-
ists in Vicenza District, of
N e a r-Est, Assodel (Italian
Association of Electronics Dis-
tribution), Ass ipe (Italian
Association of Electro n i c
Design) and IDEA (Intern a-
tional Distribution of Elec-
t ronics Association).
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realized with the contribution 
of the Chamber of Commerce  of Milan

I D E AN E W S L E T T E R
is the supplement to 
November issue o f

the marketing magazine devoted 
to Italian buyers 

and electronics suppliers

 

Rome, center of Mediterr a n e u m

The third F o rt ro n i c, the
p rofessional electro n-

ics’ Forum, will be held fro m
5 to 7 April, 2001 at the
Rome Exhibition Ground. The
event is organized by Te c-
n o i m p re s e, service centre of
A s s o d e l, the Italian Associa-
tion of Electronics Suppliers,
and is supported by B i a s.  It is
intended as the re f e rence for
all the electronics firms active
in the Central and Southern
I t a l y. Fort ronic already re p re-
sents industrial and intellectu-
al outsourcing businesses
within the scope of B i a s i n
Milan and M i c ro E l e t t ro n i c a
in Vi c e n z a .
Its goal, in Rome, is to pro-
mote the products and activi-
ties of firms in electronic com-
ponents, pro d u c t i o n ,
automation, testing and
i n s t rumentation. There are
v e ry many reasons for taking

p a rt in this initiative. Above

all, the high number of
sub-supplying initiatives in the
various regions; Public Admin-
istration purchases of trans-
p o rt and logistics, telecom-
munications, teaching and
defence: in short, an industrial
market of more than 26 mil-
lion consumers. Then there is
the presence in the area of 27
universities and more than a
h u n d red re s e a rch institutes.
It should not be forg o t t e n
either that Central/Southern
Italy is the pre f e rred point of
re f e rence for the Mediter-
ranean area countries; Spain
and Portugal, Greece and
Turkey but also Tu n i s i a ,
M o rocco and Israel. It is in this
light that a meeting focussed
on the opportunities this are a
can offer to European elec-
t ronics distribution firms will
be organized at Fort ronic with
the assistance of the Institute
for Foreign Trade. 


