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Improved Financial Performance for Structured Cabling & Voice/Data Installers and Electrical Contractors

· Supplier Consolidation

· Cash Management/Bank Line Renegotiation

· Staffing Levels

· Sales Lead Generation: New vs Old Customers

· Mergers & Acquisitions

This seminar is designed for owners of structured cabling & voice/data installers and electrical contractors who are considering new strategies to improve financial performance and profitability in today’s challenging business climate. Given by Gerber & Company, LLC President Ron Gerber, a leading industry consultant and contributing editor to Cabling Business Magazine, attendees will gain practical insights that can generate immediate results for their companies. Conversations with the distributor hosting the event and contractors in attendance may be incorporated into future Cabling Business Magazine articles, providing invaluable exposure value to all participants. This business-oriented session serves as an excellent complement to current educational programs that largely focus on technical matters and new product introductions.

Among the specific topics to be discussed include:

· Supplier Consolidation: Many contractors have historically maintained multiple lines of credits with several different suppliers. Gerber will outline the benefits of consolidating your purchasing amongst fewer suppliers, covering improved customer service, increased credit lines and payment terms.

· Cash Management/Bank Line Renegotiation: In today’s low-interest rate environment, contractors can save money by re-negotiating their bank lines. If you have a solid relationship with your bank, then this is the time to save money here. It is highly unlikely that your bank officials will pro-actively reach out to you with ways to save money. 

· Staffing Levels: It is important that contractors strike a cost-effective balance between full-time and sub-contract installation labor. As a general rule-of-thumb, we have found that keeping permanent employees at 60-80% of your workforce needs strikes a good balance between quality control and fixed overhead costs.

· Sales Lead Generation: New vs Old Customers: During the recent boom, the primary focus of many contractors was to pursue new business. In today’s market it is much more difficult as new construction is sharply lower. Instead companies should instead focus their energy and sales/marketing efforts on existing customers.

· Mergers & Acquisitions: Many owners want to sell their firms because of a desire to join a larger group, pending retirement, cash returns after years of hard work, or other reasons. We describe the ten steps that are involved in any such transaction. Successful contractors generally have excellent technical skills and customer savvy but have limited experience in this critically important and specialized area.

Ron Gerber, Chairman/CEO/Founder Gerber & Company, LLC
Ronald J. Gerber is the Chairman/CEO/President/Founder of Gerber & Company, LLC (“GC”).  GC provides specialized mergers & acquisition and management consulting advisory services for the telecommunications, electronics, structured cabling and wireless markets. 

GC coordinated the restructuring of $4 billion Harris Corporation (NYSE:HRS) leading to the spin-off of several business units including: 1) Authentec, a biometric operation that integrates fingerprint identification technology with cell phones and smart card systems, 2) Terion, a wireless two-way dispatching system used primarily for transportation and fleet management, and 3) Intersil, whose semiconductor operations manufacture the prism chipset used for wireless LAN applications. 

Ron Gerber served as the interim VP of E-commerce, Strategy and Business Development for Systemax (NYSE:SYX), a $2 billion reseller of PC’s, computing supplies and telecommunication products. In this capacity, he: 1) arranged the merger of its online auction site EZBid.com with publicly-traded Bidhit.com, 2) negotiated and implemented their Internet access marketing partnership with Microsoft, 3) structured their on-line auction alliance with Amazon.com and, 4) arranged a multi-million dollar sponsorship program with USABancShares.Com. He also created a separate business unit within Systemax to provide an integrated wireless, computing, and telecommunications solution for small businesses based on wireless LAN technology.

GC negotiated and coordinated the sale of Litecomm Supply, the largest independent reseller of structured cabling, telecommunication and Lucent products in the southwest, to the Honeywell Corporation.

GC advised on the sale of Cardkey Systems, one of the world’s largest manufacturer and installers of card access and commercial security systems, to Johnson Controls.

GC advised on the sale of Servercast, a regional Internet Service Provider, to Navisite, an affiliate of CMGi.

GC is advising privately held Gravitate, whose database software platform dramatically improves the performance of location-based wireless services, on its corporate strategy and fund-raising efforts.

GC is advising several privately held structured cabling, network design, systems integration and telecommunications/wireless companies on their expansion strategies, which cover a range of options from accelerated organic/internal growth to regional acquisitions to the sale of the firm to a national entity. The names of these firms cannot be disclosed due to confidentiality restrictions.

From 1992 to 1997, Mr. Gerber worked for the Pittway Corporation (NYSE:PRY), holding senior management positions including Vice President of Marketing, Vendor Relationships and Purchasing for its $1.2 billion ADI distribution subsidiary and Vice President, Business Development for its Ademco manufacturing subsidiary. He was specifically responsible for: 1) Completing the acquisition of seven different companies which increased sales by over $100 million while providing national distribution coverage and international manufacturing capabilities, 2) Launching their website www.adi-link.com and adapting EDI relationships with vendor to Internet TCP/IP applications, 3) Coordinating biometric initiatives, 4) Expanding sales of wireless alarm system that use low-cost, high-reliability and low-data-content receivers and transmitters, 5) Creating new marketing programs for its Alarmnet wireless/cellular alarm monitoring network, 6) Advising its Cylink affiliate on the sale of its high data content wireless transmission business unit, and 7) Structuring joint ventures with Microsoft, TCI and PG&E. 

From 1988 to 1992, Mr. Gerber worked for the AVX Corporation, where he led a successful turnaround of its $400M Surface Mount Division. Over the course of three years, a (8%) loss was transformed into 10% profitability while sales grew by 45%. These results lead to the acquisition of AVX by Kyocera, one of the world’s largest electronics firms. Key customers included the world’s leading telecommunication firms such as Lucent, Nortel, IBM, etc. 

Mr. Gerber has also worked for Accenture, formerly known as Andersen Consulting. 


Mr. Gerber writes columns and has been published in many national publications and leading industry trade publications including The New York Times, Cabling Business Magazine, The Daily Deal, Access Control and Security Systems Integration, Sound & Communications, and Systems Contractor News. He is quoted in varied publications such as American Banker, Business Week, Biometric Technology Today and RCR Wireless News. He has appeared on television for Bloomberg Business News and was a featured speaker at the Biometrics 2000 conference that addressed the convergence of biometrics and smart cards.

Mr. Gerber received a B.S. in Engineering from Princeton University, summa cum laude, and an M.B.A. from Harvard Business School. He currently serves as President of the Harvard Business School Club of New York and previously served as President of the Harvard Business School Club of Dallas.  

  

He can be reached at 212-879-6808 or at rgerber@gerbercompany.com.

