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Headquartered in Thief River Falls, Minnesota, DigiKey 
is recognized as the global leader and continuous innovator 
in the cutting-edge commerce distribution of electronic 
components and automation products worldwide. We get 
technical by providing more than 17.2 million components 
from over 2,800 quality name-brand manufacturers with an 
industry-leading breadth and depth of product in stock and 
available for immediate shipment. DigiKey also supports 
engineers, designers, builders and procurement professionals 
with a wealth of digital solutions, frictionless interactions and 
tools to make their jobs more efficient.

DigiKey is a $5 billion company and employs more than 
5,000 people in northwest Minnesota and beyond, shipping 
out an average 27,000 orders per day to customers in 180+ 
countries around the world. With a strong heritage of serving 
as a critical partner for companies around the globe, DigiKey 
had humble beginnings in 1972 as a small mail-order company 
selling leftover parts to a digital electronic keyer kit (the 
Digi-Keyer). Today, DigiKey is a leading global e-commerce 
company. Last year, the company opened the doors to its 
brand-new, 2.2 million square foot Product Distribution 
Center expansion, which will allow the organization to meet 
and exceed customers’ expectations more efficiently.

DIGIKEY IS PROUD TO BE WIDELY RECOGNIZED AS 

THE LEADER FOR: 

•	 Availability of products
•	 On-time delivery
•	 Overall performance
•	 Engineer-friendly website
•	 Customer service

DigiKey offers the world’s largest selection of electronic 
components in stock and available for immediate shipment. 
To maintain a high level of customer and supplier satisfaction, 
DigiKey continues finding creative ways to enhance its 
offerings and services. For example, DigiKey has invested in 
more robust and predictive web search functionality, higher 
inventory levels and increased automation in its warehouse, 
which all benefit customers by providing an easy and efficient 
research, shopping and delivery experience. 

DigiKey has also invested in innovations, including cut tape 
printing, delivering more products and services within the 
ecosystem to provide customers around the world with even 
more reasons to make DigiKey their first stop in the design 
process.

DigiKey is a single source for all aspects of technology 
innovation, including bare PCB boards, automation and 
control, test and measurement, IoT solutions and virtually 
all things related and adjacent to technology innovation, all 
through a singular shopping experience, with the DigiKey 
Marketplace.

DigiKey is always developing new ways to make it easier 
for customers to digitally engage, including localizing their 
experience in markets around the world with local language, 
currency and support, as well as fast shipping times, in order 
to remove barriers for global customers. 

From prototype to production, DigiKey accelerates progress 
for every engineer, designer and builder. We are committed  
to providing our customers digital experiences and 
solutions that move goods and ideas forward. Learn more at  
www.digikey.com. 

+ BACK TO TABLE OF CONTENTS
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After four years of managing disruption, distribu-
tion leaders are getting back to managing some-
thing else.

DISTRIBUTION.

As economic challenges begin to level out—and despite  
a fractious global landscape—the business of global distribu-
tion has shown signs of rebounding smartly to pre-pandem-
ic levels. Fueled by a surge in the use of technologies such  
as artificial intelligence and the Industrial Internet of  
Things, distributors are optimistic that the industry is ready 
for a resurgence.

“We are seeing the inventory in the supply chain start to 
burn off but expect that it will take into the third or fourth 
quarter before inventory levels are at normal levels,” says Don 

Akery, CEO of Waldom Electronics. “Our growth will come 
from the addition of leading (interconnect, passive and elec-
tromechanical) suppliers to our line card. We have added 18 
new suppliers in the last 18 months that will drive our growth 
in 2024.”

“Discerning observers have reason for optimism,” says Bill 
Bradford, president of Flip Electronics, in a recent interview 
with Supply Chain Connect. “Positive indicators include the 
emergence of new technologies, encouraging pricing trends, 
and lead-time projections. While challenges are anticipated, 
their impact is expected to be manageable.”

The turmoil of the last four years created a surge in demand, 
but it largely was a reactive surge as new products flooded the 
market to meet pandemic challenges and other parts were 
stranded due to shipping and quarantine restrictions. That 
forced a rapid pivot to new product sources and a new service 
of distribution partnerships.

Distributors Get Back to Business
After (mostly) untangling the supply chain, industry leaders look to artificial intelligence 
and strategy to lead the way forward.

Supply Chain Connect

(Continued on page 10)
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Delivering Parts 
It’s what we do. 

www.brevan.com        1-800-330-7230        sales@brevan.com

USA   MEXICO   NETHERLANDS   HUNGARY   SINGAPORE   HONG KONG   TAIWAN   INDIA   SOUTH KOREA

For over 40 years, Brevan has been a trusted partner and supplier for OEMs and customers worldwide.  

Our commitment to quality and access to global inventory has made us one of the fastest-growing 

authorized distributors. We bring what the others cannot – personalized customer service and delivery.

Scan below and learn how Brevan Electronics can support your business today.

Operational  
Excellence

Superior Customer Service

Same Day Shipments

No Order Minimums

Customizable  
Solutions

Shortage Sourcing

Locate Fully Traceable Products

Inventory Management Solutions

Expanding Product 
Portfolio

World’s Top Brands

Search Millions of SKUs Online

Design-In Services

DIVERSIFIED SUPPLIER

https://www.brevan.com/
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TTI - Electronics Components 
Specialistsfor 50 Years 

TTI, Inc., a Berkshire Hathaway company, is the world-
leading specialty distributor of electronics components. 
Paul Andrews, founder and the company’s �rst CEO, 
started TTI at his kitchen table in 1971, and today it 
employs more than 7,300 people at more than 136 loca-
tions throughout North America, South America, 
Europe, Asia and Africa. 

TTI's corporate journey began with the distribution of 
passive components such as resistors, capacitors, and 
inductors. �e company's success with these critical 
parts of electronic circuitry led to expansion into the 
interconnect business. Today, TTI is an industry leader in 
connector distribution providing certi�ed military and 
aerospace connection systems for high-performance air-
cra�, to the phone charging connection in a jetliner's 
passenger armrest, as well as on-board and o�-board 
connectors for data, power, media and control.

Other components in TTI's specialized inventory include 
discrete semiconductors, potentiometers, trimmers, 
EMC and circuit protection components, wire and cable, 
wire management, identi�cation products application 
tools, switches, sensors and electromechanical devices. 
�ese products are distributed from a specialized line of 
the industry's premier manufacturers that include TE 
Connectivity, Vishay, Molex, Amphenol, KEMET, AVX, 
Aptiv and TDK.

A key element of the many services and value-added 
o�erings TTI provides is the company’s supply chain 
management expertise. �e company maintains more 
than 3 million square feet of warehouse space around the 
world housing over 850,000 component part numbers. 
TTI's combination of Specialists, proprietary Advanced 
Inventory Management (AIM) platform and the indus-

try's deepest and broadest product inventory ensure their 
customers get high-quality components, world-class ser-
vice, lower costs, continuity of supply and peace of mind.

Pioneering one of the electronics industry's �rst Total 
Quality Management (TQM) programs, TTI Quality 
Improvement Teams monitor and continually improve the 
e�ciency of an operation that last year shipped more than 
90 billion components. TTI's proprietary Warehouse 
Control System (WCS) has been developed to seamlessly 
link the company’s global network of warehouses 
through a single inventory management system. And 
TTI Application Programming Interfaces (API) allow 
distributor and customer machine-to-machine access to 
inventory, pricing and order placement in real-time.

TTI also strives to be the industry's preferred information 
source by o�ering the latest IP&E technology and market 
information through online Markets and Technologies 
Resource Centers, and tti.com/MarketEYE, which includes 
articles by subject matter experts, technical seminars, 
RoHS, industry research reports and more. 

For the last half-century, TTI has been a preeminent player 
in the electronics industry. Its customers rely on proven 
expertise and ready-to-ship inventory from the premier 
names in electronics components. With recent warehouse 
expansion in North America, South America, Europe, Asia 
and Africa, TTI is well-positioned to serve the next gener-
ation of manufacturers creating electronic breakthroughs 
and the technologies they bring to the world.

TTI's goal is the same today as when it was envisioned �ve 
decades ago: to be the most preferred electronics distribu-
tor of their customers and supplier partners, delivering the 
right parts exactly on time - to be the best, not the biggest. 

Supply Chain Connect
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Sure, we warehouse more than 
850,000 part numbers, but it’s the 
Human Component that gives TTI 
an advantage others can’t touch.

TTI Specialists add product 
knowledge, purchasing assistance, 
industry trends, design expertise, 
supply chain updates, the newest 
technology and more.

See what you’d look like 
as a human component 
at ttipartsportrait.com 

It’s The Human Component
that sets TTI Apart

Max Lalor
Field Account
Representative

1.800.CALL.TTI   |   tti.com

The Electronic Components Specialists

A Berkshire Hathaway Company

https://www.tti.com/content/ttiinc/en.html


S ager Electronics 
is a leading North 
American distributor 

of Interconnect, Power, and 
Electromechanical products 
and custom solutions 
provider. Grounded in over  
135 years of innovation and 
service, Sager provides 
customers and suppliers 
a unique combination of 
operational excellence 
and innovative business 
solutions through
Distributin Confidence

 its 
®  

business model. 

Proud Tradition of 
Innovation and 
Service 
Sager Electronics began in 
1887 as a single storefront 
in downtown Boston that 
serviced the growing interest 
in radio technology. Under 
the vision and leadership of 
Joe Sager, the company 
rapidly established a 
statewide distribution 
system for home radios and 
related components. Despite 
the onset of the Great 
Depression, Sager continued 
to grow by bringing new 
electrical products to 
Massachusetts’ consumers.

From Retailer to 
Distributor
At the onset of WWII, 
Sager reacted to the critical 
demand for electronic 
components. The company 
refocused its operations to 
supply electromechanical 
components to the U.S. 
military This transition.  
positioned Sager to emerge 
as the leading regional 
electronic component 
distributor at the beginning 
of the consumer electronics 
market in the 1950s and 60s.

From Regional to 
National Prominence 
Anticipating the explosive 
growth in electronics, in 
1977, we relocated our 
headquarters to more spacious 
facilities in Hingham, MA and 
began building a national 
network and infrastructure. 
This included the prudent 
acquisition of smaller regional 
distributors and the creation 
of regional support facilities to 
service our expanding network 
of customers and suppliers.

In 2012, Sager Electronics 
was acquired by TTI Inc., 

a Berkshire Hathaway Inc. 
company. As a wholly owned 
subsidiary of TTI Inc., Sager 
operates independently 
and has made a number of 
acquisitions to support its 
business. In June 2014, Sager 
acquired PowerGate LLC, 
a premier North American 
power specialist distributor. 
This acquisition preceded 
Sager’s 2015 purchase 
of Norvell Electronics, a 
North American power 
products distributor with 
extensive design and value-
add capabilities. Sager 
acquired Power Sources 
Unlimited Inc. in 2017, 
and in 2019 completed the 
acquisition of Technical 
Power Systems, a battery 
custom solutions provider.

Headquartered in 
Middleborough, MA, Sager 
operates a network of 
field sales representatives
and power systems sales 
engineers, strategically 
located service centers 
across North America, two 
state-of-the-art distribution 
centers, and custom design 
and manufacturing facilities.

From National 
Prominence to 
Distributing 
Confidence®

For over 135 years, the key to 
our success has been our 
constant commitment to 
exceeding the expectations of 
our customers. Our 
Distributing Confidence® 
business model puts our 
customers’ needs at the 
center of all our activities. 
From our customized services 
like bonded inventory 
programs, VMI, BOM quoting, 
credit, inventory management 
and value-added capabilities 
to our branded line card of 
authorized manufacturers, 
Sager Electronics is a full 
partner with our customers. 

SAGER ELECTRONICS, 135 
YEARS AND COUNTING



WHEN AN OFF�THE�SHELF SOLUTION JUST 
WON’T DO, YOUR LATEST INNOVATION 
MAY AS WELL BE A LUNCHBOX. A SPECIALIZED GROUP WITHIN SAGER ELECTRONICS

From simple modifications to high-complexity designs, ISO-certified Sager Electronics specializes in 
solving problems. As a trusted advisor, we go beyond fulfillment to add value in the areas of power, 
battery, thermal, connector and electromechanical for a wide range of markets and applications. 
With quick-turn prototyping, product safety testing, and assembly in the USA, our experienced team 
can guide you through the entire engineering process – all with faster time to market and higher 
reliability than a typical custom build.

LET US HELP  

MODULAR POWER | POWER SUBSTATIONS | POWER BOARDS  
BATTERY DESIGN & PACKS| THERMAL | DIN RAIL ASSEMBLIES 
& ENCLOSURES | SIMPLE MODIFICATIONS 

sager.com 

https://www.sager.com/


Supply Chain Connect

What is left in the wake of these rocky seas is a more delib-
erate, resilient and flexible supply chain that today might be 
better poised to take on any future challenges. The infusion of 
technology, a fresh look at parts sourcing and a view of more 
value-added services has the distribution channel poised for 
more general growth.

“We believe that there was lesson learned on balancing 
inventory turns and meeting customer delivery expectations,” 
Akery says. “The members of the supply chain have adjusted 
inventory levels and will continue to hold more inventory  
than pre-pandemic. Many end-customers have adjusted their 
supply chains to include increased support from the distribu-
tion channel.”

“This recovery is anticipated due to the rectification of pro-
longed lead times and improved overall availability,” Bradford 
says. “The industry is diligently addressing the backlog of 
inventory, leading to stabilized prices and more manageable 
lead times. While pockets of chaos may persist, predictability 
is close to becoming the norm rather than the exception.”

That sentiment was echoed by Margaret Cunha, senior 
director of supply chain solutions at DigiKey, in a recent inter-
view with Supply Chain Connect. “Many of the passive com-
ponents are getting a lot better,” Cunha says. “Some of the 
semiconductor components are improving. We still have a 
couple of issues—at a high level—throughout the commodity 
picture, but overall, we’re down over last year. I think most 
manufacturers as well as suppliers are feeling that 2023 is end-
ing not as well as everybody wanted it to, but coming out of the 
last couple years, I think that’s not too bad.”

One market that continues to make headlines around cur-
rent and future technology is the automotive industry, and 
Colin Strother, executive VP for Rochester Electronics, has 
a good reason to be optimistic about that vertical. “Although 
models may change year to year, the underlying components 
and assemblies can remain in use for many years,” he says. 
“Often a 10-year minimum lifecycle is a mandated require-
ment. However, with the life expectancy of many vehicles 
extending well beyond 10 years, product manufacturers need 
to address lifecycles over the production, aftermarket and 
repair requirements.”

There remains some unease over the current armed con-
flicts in Ukraine and the Middle East. “The current geopo-
litical tensions and potential escalation of conflicts pose sig-
nificant concerns for the global economy,” says Aaron Dufoe, 
Chief Operating Officer for NewPower Worldwide. “Any 
regional conflicts or tensions could have a substantial impact 
on the global supply chain, with wafer foundries and semi-
conductor manufacturers reducing or ceasing production due 
to ongoing warfare. In preparation for potential worst-case 
scenarios, we must anticipate logistical disruptions and chal-
lenges posed by geographic restrictions in 2024.”

That’s a sentiment echoed by Luke LeSaffre, CRO at Fusion 
Worldwide. “There is a degree of uncertainty around the glob-
al economy,” he states. “We’re seeing a lot of demand weakness 
everywhere but the U.S., including Germany and China. The 
U.S. may have avoided a recession altogether, but there is some 
question as to how long growth will persist. 

“Given the state of interest rates, worsening geopolitical 
trends and the open question of whether current growth is 
just the result of a COVID-era hangover, the bigger picture has 
gotten worse in 2023,” LeSaffre continues. “Our most signifi-
cant risk in the coming year is the same risk we constantly face 
in this business when navigating a tumultuous landscape—
creating stability in a market that is always moving.”

THE RISE OF AI

A combination of technology and strategy is what will take 
distribution from unpredictability to stability to growth. The 
technology part is driven by the rise of artificial intelligence 
(AI) which is moving inventory and supply decisions into the 
realm of science, mixed with a little bit of art.

“Suppliers will use AI to better analyze their suppliers and 
to identify the potential issues in advance of a manufacturing 
stoppage,” Akery notes. “They will be able to identify these 
issues while there is still time to react and solve the issue before 
disaster happens.” Akery sees AI as a primary tool for distribu-
tors within the next two years. 

“Software and digital are the trends that are not going away,” 
Cunha adds. “Machine learning and AI is where the focus is 
going for procurement. The challenge is trying to understand 
how to best utilize it, how to implement it, and then, more 
importantly, how to make sure that once you invest in the 
technology, your internal processes change so that you’re not 
investing, as an example, in a high-end car but you continue to 
walk to work.”

“For distributors, AI presents clear functionality in prompt-
ly addressing inquiries that meet predefined criteria, allowing 
human interventions to focus on more complex issues,” Brad-
ford says. “In the coming year, efforts will be concentrated on 
aiding suppliers and customers in maintaining a competitive 
edge by furnishing comprehensive information on trends, 
inventory metrics and supply chain dynamics—where AI will 
play a pivotal role.”

“We see a tremendous opportunity in digital transforma-
tion,” Strother states. “We must meet customers where they are 
by providing them with various online and offline services. To 
meet and exceed customer needs, Rochester invests heavily in 
digital products, platforms and services, including Trusted AI. 
We aim to deliver real-time personalized service at scale, in 
the global languages.”

Fusion Worldwide is another company looking to add cus-
tomer-facing technology. “For the new year, this means we are 

(Continued from page 4)

(Continued on page 16)
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Why Choose Newark?

Access millions of industrial and electronic components  
from 600+ world class suppliers

Market-leading online community with over 800,000+ engineers

Global resources with operations in 35 different countries

24/5 Live Chat

Personalized customer service and technical support  
from a team of industry experts

Access our global inventory with free shipping on orders  
over $150 USD* and faster delivery.

* Some exclusions apply. For more details  
  visit newark.com/help-delivery-information

Website: newark.com
Email: order@newark.com / quote@newark.com 
Phone: 1 800 463 9275 M-F 8:00 a.m. – 8:00 p.m. (EST)
Fax: 1 480 308 1687
Technical Support: Go online for live technical support 
or call 1 877 736 4835
Community: element14.com

We can link with any 
eProcurement system, and our  
dedicated e-team will facilitate  
your implementation.
Email: eproc@newark.com

SHOP THE WAY YOU PREFER

FREE SHIPPING, FASTER DELIVERY, GLOBAL INVENTORY 

E-PROCUREMENT SYSTEMS

NO MINIMUM ORDER FEES

YOU CAN FIND US AT…

Order M-F by 6:00 p.m. (EST) 

In-stock products  
normally ship the same day

SHIPPING

https://www.newark.com/


Learn more at  
newark.com/access-assemble-aspire

The right 
components 
for tomorrow’s 
success.

https://www.newark.com/


800-445-4720
626-333-5858

Buy Online…
www.questcomp.com

Your Trusted Partner For 
Electronic Components

Massive Stock Inventory, 
Ultra-fast Service & 

Unbeatable Product Knowledge 
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Large Stock. 
Quick Response. 

Smart People.

Massive Inventory.
Large stock of all grades of components, 
including military spec, commercial and 
industrial grades. Access to billions of dollars 
of inventory worldwide, we also specialize in 
hard to �nd and obsolete components.

Fast Responses.
Regardless of order size, we are committed 
to providing fast, dependable, and 
professional service. In addition, our website 
o�ers Real-Time Pricing and Availability, and 
Order and Shipping status. 

Product Knowledge.
Employing a sta� of real people with 
decades of collective experience, we can 
cross reference product, �nd alternative 
parts, provide product life cycles and 
availability to help you make smart 
strategic purchasing decisions.

800-445-4720  •  626-333-5858
Buy Online…www.questcomp.com
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Supply Chain Connect

(Continued from page 10)

focused on the digital marketplace,” LeSaffre says. “We are set 
to launch an e-commerce platform to serve a broader array of 
customers in new markets while providing existing customers 
with improved ways to engage with Fusion Worldwide. This 
project is three years in the making, and we are now activating 
its capabilities to engage with customers in a whole new way to 
leverage its capabilities.”

That expectation is borne out by data from the recent Sup-
ply Chain Connect Salary & Career Trends survey. The use of 
AI has doubled among survey respondents, from 17% in 2022 
to 33% in 2023. More than three-quarters of respondents say 
that the interconnectivity of the Industrial Internet of Things 
will streamline operations. Most survey respondents also do 
not seem to feel the continuing move toward digitization will 
have a long-term impact on human jobs.

And it is that combination of technology and humans that 
Cunha is especially interested in. She says that while you can 
use technology to fulfill your strategy, setting the strategy is 
still a human endeavor.

“If you’re going to invest in technology, you also want to 
make sure that your processes are improving with that tech-
nology and that you’re not continuing to alter Excel spread-
sheets, for example,” Cunha emphasizes. “If you’re going to 
make the investment in a digital transformation, you also want 
to make sure that you have the time and labor savings from it 
and that there’s an advancement in your overall processes.

“Supply chain is already complex enough,” she continues. 
“But if you can align with a digital process and make daily 
tasks more system-oriented so that the digital system is doing 
the heavy lifting, then you can deal with the exceptions and 
supply chain professionals and procurement professionals will 
do much better in 2024 and beyond.”

VALUE-ADDED SERVICES

Another trend is the value-added services many distribu-
tors have included to maintain regular contact with the cus-
tomer, and by extension, remain connected to their specific 
distribution needs. Services such as custom design and engi-
neering services further extend the connection and provide 
some smaller and mid-sized customers access to the skills they 
may not have in-house.

“Identifying and partnering with a value-added distribu-
tor is actually commensurate to an emphasis on cost/price,” 
says Gerard Magnarelli, sales manager, Americas at Fusion 
Worldwide, in a recent interview with Supply Chain Connect. 
“A distributor like Fusion can bolster a company’s flexibility 
to not only reduce component cost per transaction, but more 
efficiently manage inventory, thereby reducing carrying costs.

“When companies have access to extensive, real-time mar-
ket information and distributors that empower them to be 
lean and achieve cost reductions, they can work smarter, better 

and faster in any business condition,” Magnarelli adds.
“As prices and availability continue to fluctuate, it’s essential 

that customers work with authorized suppliers who genuinely 
have their success in mind,” Strother adds. “Authorized suppli-
ers who practice strict price discipline and provide proactive 
data-driven solutions can enable customer success throughout 
every aspect of the cycle.”

Mike Slater, Vice President of global business development 
at DigiKey, noted that value-added distribution provides ben-
efits beyond just products. “Value-added distributors connect 
procurement professionals to millions of products, software 
and solutions every day,” he says. 

“We have high expectations for sustained growth, both 
globally and specifically in the North American market, 
throughout 2024,” said Scott Giacalone, USA sales manager 
for NewPower Worldwide. “This is primarily due to our strong 
and deep relationships with our customer base, which enables 
us to drive value in all aspects of their supply chain and mate-
rial needs. By offering comprehensive solutions such as excess 
mitigation, managed inventory programs, BOM analysis, cost-
savings programs and shortage mitigation, we position our-
selves as a reliable partner capable of providing a multi-faceted 
approach to address supply chain challenges.”

“The industrial market has changed dramatically as the 
industry has globalized. Regional standards have evolved into 
international standards, with designs supporting legacy and 
new equipment compatibilities,” Strother says. “As a result, 
legacy equipment lifecycles are extended, as customers seek to 
optimize initial investments, aligning with our ability to pro-
vide an ongoing source of supply of EOL components.”

“Look internally. Work with your engineering staff. Make 
sure that your bill of materials and the components that you’re 
going to be procuring are as stable as you possibly can make 
it,” Cunha concludes. “Because nothing is ever going to remain 
stable, but you want supply chain resiliency.”

By Bob Vavra Contributing Editor
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Your Supply 
Chain Partner for 
Electronic Components.
DELIVERING READINESS .  REDUCING COST.

CONTACT US: www.chip1.com
@chip1exchange

@chip1exchange@chip1exchange

Chip 1 exchange

WHY CHOOSE US?

COMPANY BACKGROUND

WORLDWIDE NETWORK OF SUPPLIERS

CERTIFICATIONS

Chip 1 Exchange is a franchised distributor specializing 
in the distribution of electronic components for medical, 
automotive, industrial, military, mobile computing and 
aerospace applications. From off the shelf standard 
electronic products to full custom solutions, we desire 
our customers to enjoy a one-stop-shopping experience.

Serving customers globally since 2001:

Brazil
Canada
California
Germany
Hong Kong

Mexico
Philippines
Shanghai
Texas

SERVICES

PROCUREMENT
Our global network includes relationships with 
manufacturers, franchised, and independent 
distributors. We have everything you need.

Chip 1 Exchange provides solutions in today’s complex 
and challenging times. Our services are specific to 
identifying customer pain points and delivering the 
results whenever needed.

Chip 1 Exchange is the premier expert when it comes 
to shortage management. We provide sourcing of 
different components (end of life, obsolete, and 
difficult to locate) with minimal lead times for your 
convenience.

Chip 1 Exchange offers high-standard solutions for 
inventory management and cost reduction.

SHORTAGE MANAGEMENT

EXCESS MANAGEMENT

DESIGN AND ENGINEERING

https://www.chip1.com/


LEADING GLOBAL
FULL SERVICE DISTRIBUTOR OF ELECTRONIC COMPONENTS

CONTACT US: www.chip1.com
@chip1exchange

@chip1exchange@chip1exchange

Chip 1 exchange

Medical

Defense

Consumer

IOT

Automotive

Aerospace

Industrial
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Seamlessly connecting 
businesses to the

Smith’s Intelligent Distribution™ model and commitment to 
quality help us deliver comprehensive solutions to electronic 
component supply chain challenges.

ELECTRONIC
COMPONENTS
YOU NEED

The #1 Independent
Distributor

smithweb.com

• Commodity expertise with global sales 
outlook and market trend analysis

• Leading the industry with more than  
25 quality certifications

• Excess inventory, shortage, and IT 
asset disposition services

• Serving multiple industries including 
automotive, mobile, and computing

With more than 20 global offices and 4 regional distribution 
hubs, Smith is at home all over the world, offering localized 
support to our customers as the leading electronic 
components distributor.

https://smithweb.com/


The Smith Advantage

Powering innovation and 
connecting supply chains
Smith has decades of experience navigating every segment of the global 
electronics market. With this foundation, we keep your supply chain moving by 
connecting you to the electronic components, services, and insights you need.

Founded: 1984
Worldwide headquarters: Houston, TX
Global offices: 20 
Operational hubs: 4

9.5B+ Parts Shipped
We have shipped more than 
9.5 billion parts in the last five 
years, 350% more than the 
previous five years.

$12.5B Revenue
We have earned more than 
$12.5 billion in revenue in the 
last five years, a 200% increase 
over the previous five years.

100+ Countries
Smith serves customers in more 
than 100 countries worldwide.

$4M Investment
In 2022, Smith invested more 
than $4 million in new testing 
equipment, doubling global 
testing capacity.

smithweb.com

https://smithweb.com/


Marc Barnhill, CEO of Smith & Associates, shares his 
decades of industry knowledge as he provides insights 
into how his company has navigated the tumultuous 
cycles of recent memory and how to prepare oneself for 
the cycles to come.

This interview was edited and formatted for clarity.

Tyler Fussner, Managing Editor, Supply Chain Connect
You touched on how you have got to lean into preparation, 
understanding that cycles are going to happen again. This 
is nothing new. The last cycle that we did come out of cer-
tainly seemed to shake things up. Coming out of that cycle, 
what were the biggest takeaways for your company? For the 
industry at large? More specifically, what is different in the 
industry today that wasn’t the case just two years ago or so 
because of this last cycle?

Marc Barnhill, CEO, Smith & Associates 
I think a lot of our customers are in the mode of “never 
again.” And by “never again,” I mean “Never again will I be 
this unprepared for a situation like this.” And so, what we’re 
offering to our customers now is the partnership that we’ve 
already engaged with several of our larger customers, which 
is, “Let us be there for you for inventory assurance.” And by 
inventory assurance, I mean don’t get caught like this again. 
Take your biggest high-dollar components and let us manage 
the inventory for you. It’s kind of like how you don’t want to 
be owning a coastal property with a Category 5 storm out 

there. And when a Category 5 storm is forecast, it’s too late to 
get insurance. So, by the time you’re in an upside-down sup-
ply chain, it’s a little too late to run in and go, “No, no, no, we 
need to be prepared for this.”

You’ve got to prepare now. It’s a mindset change. There are 
some companies that are embracing that mindset change 
and they are using us and working with us and planning with 
us and strategizing to make sure they’re never caught in the 
same situation that they encountered in 2021 and 2022. But 
some of these companies are old and established and it’s hard 
to change the mindset there. It’s like, “This is the way we’ve 
done it for 50 years.”

But any amount that would be paid to us to manage your 
inventory would pale in comparison to the drastic overages 
that were paid in 2021 and 2022. These companies… I can’t 
imagine what the total overages spent were, globally. It has to 
be in the billions.

Click here to listen to the full Innovation Destination –  
Executive Perspectives: Marc Barnhill episode.

+ BACK TO TABLE OF CONTENTS
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How has the electronic components industry ended up 
at the close of 2023 and what is in store for 2024? Mike 
Slater, VP of Global Business Development at DigiKey, 
discusses what procurement professionals can antici-
pate in the coming months and the technologies avail-
able to be leveraged for successful operations.

This interview was edited and formatted for clarity.

Tyler Fussner, Managing Editor, Supply Chain Connect
As it relates to the electronic components industry specifi-
cally, do you see any certain verticals that are more poised 
for growth in 2024? And conversely, any certain verticals 
that maybe could see a reduction in activity?

Mike Slater, Vice President of Global Business  
Development, DigiKey
2024—it’s going to be a year of innovation and new custom-
ers. DigiKey is really pleased to help support the push for 
new product launches. I would say wireless connectivity, 
industrial automation, electrification, smart sensors, rapid 
prototyping—those are all key driving trends that we see 
that we touch every day.

I don’t have a crystal ball. We talk about this a lot for what 
we’re expecting as far as specifics in the market for 2024, but 
we do expect to get back to growth for the overall electronics 
industry. And as I mentioned, we believe we’ve really worked 
hard in 2023 to set ourselves up to, quite honestly, outper-
form the market in 2024.

You asked about certain verticals that might see a reduction 
in activity. There’s been a surge of new product introductions 
targeted at every industry. 2020 to 2022, suppliers were really 
focused on driving and taking care of the demand that they 
had, so we didn’t see as many new product introductions as 

we had in previous years. But that accelerated in 2023 and we 
really think it’s going to continue to accelerate in 2024. That 
fits us and our customers very well. These new product intro-
ductions will drive our customer count and general business 
across the board.

I don’t know that there’s anything that I would say that we’re 
going to see a reduction in activity, because there’s just so 
much innovation and so much new product introductions 
targeted at every industry. We see that really accelerating the 
progress and the business for engineers and designers in all 
areas.

Fussner
And if the industry is to expect more innovation and growth, 
I want to ask your perspective on how procurement profes-
sionals in the electronics space can really prepare for next 
year. What should be atop their priority list in order to be 
more strategic and proactive in the new year?

Slater
Electronic components and automation products—they’re 
more plentiful than they had been in 2021 or 2022. I think 
it’s a really good time to identify alternative parts through 
tools like DigiKey’s myList and other online solutions that 
we have. I don’t think it’s a good idea to wait until it’s crunch 
time or there’s another supply chain issue to start to prepare 
for what we know is pretty much inevitable in the future. 
This business is cyclical in nature. And with the proliferation 
of electronics in everything, we know we will see demand at 
levels above supply in the future. So, now’s the time to pre-
pare for when that supply is short. Get yourself ready for that 
next cycle.

Click here to listen to the full Innovation Destination –  
Executive Perspectives: Mike Slater episode.

+ BACK TO TABLE OF CONTENTS

Executive Perspectives: Mike Slater - DigiKey
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Financial Strength

• $325M Committed Credit Facility
• Net 30+ Terms for All Customers 
• $75M Insurance Coverage 
• RSM Audited Financials  
    (2017, 2018, 2019, 2020, 2021, 2022)

Quality Commitment

• Audited & Certified 
• Fully Traceable 
• DFARs Compliant 
• Complete Transparency
• Come Audit Us!

Total Control & Flexibility

• EMPOWER™ Proprietary
    Cloud-Based Sourcing Platform 
• Global Inventory Visibility 
• 100% Supply Assurance 
• Customized Reporting

Services & Solutions

• Global Distribution Facilities 
• Inventory Management Solutions 
• Excess & Vendor Managed Inventory 
• Custom Solutions

Certifications & Memberships
• AS6081   • AS9120   • ISO 9001   • ESD S20.20   • ISO 45001   • ISO 14001 
• CTPAT     • ITAR         

USA  |  MEXICO  |  NETHERLANDS  |  HUNGARY  |  SINGAPORE  |  HONG KONG  |  TAIWAN  |  INDIA  |  SOUTH KOREA

info@newpowerww.com   |   800-985-9279 

• ERAI • GIDEP               • IDEA 

Empowering Supply Chain®

https://newpowerww.com/


NewPower Difference

$200M Credit Facility

Empowering Supply Chain
newpowerww.com
800-985-9279

®
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$75M

$2.14B

145

$325M

Immediate Access to
Allocated Parts.

Fully Insured

2022 Revenue

Global Locations Employees

Credit Facility

Cloud Technology

Quality Commitment

With a $325M committed credit facility and $75M insurance
coverage, we provide peace of mind in a volatile market, allowing
organizations to plan and forecast years in advance and setting
financial standards for the distribution industry.
 

Our decades of experience, disciplined audit
procedures, and industry certifications ensure
product authenticity and functionality. Our uniformed
global processes make us a worldwide leader in
counterfeit avoidance, ensuring each part meets
form, fit, and function.

At NewPower, Parts Don't Sleep™. We are industry experts in the sourcing, procurement, and redistribution of
electronic components, computer products, and peripherals. From shortages to cost-saving opportunities to
exclusive market insights — we are your go-to independent electronic components distributor.

EMPOWER™

 - FREE VALUATIONS -

Transparent Pricing Model

EMPOWER™ Real-time Reporting

BOM, Legacy, Excess Solutions

Free Product Valuations

24/7 Service & Support

Inventory Management

At NewPower, we deliver an average of
25% annual savings on all new programs.

By partnering with  us, you can expect: 

https://newpowerww.com/
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1. WHAT DO YOU EXPECT IN TERMS OF REVENUE 

GROWTH IN 2024?

We are seeing signs of the market stabilizing and return-
ing to growth in 2024. The proliferation of semiconductor 
technology in all aspects of our lives is a strong foundation for 
continued growth.

2. HOW BULLISH/BEARISH ARE YOU FOR BUSINESS IN 

2024, AND WHY?

While challenges are anticipated in the industry for 2024, 
there is an overall sense of optimism driven by positive indica-
tors such as the emergence of new technologies and improved 
lead-time projections, which are expected to have a favorable 
impact on business outcomes.

3. WHAT ARE YOUR EXPECTATIONS FOR NORTH 

AMERICAN REVENUE GROWTH IN CY2024?

Expectations are optimistic for North American revenue 
growth in CY2024, fueled by factors like the integration 
of artificial intelligence in the supply chain, which is set to 
streamline processes and enhance efficiency, contributing to 
positive financial outcomes.

4. WHAT ARE YOUR EXPECTATIONS FOR ASIAN MAR-

KET REVENUE GROWTH IN CY2024?

Positive expectations surround Asian market revenue 
growth in CY2024, driven by innovations like 5G, the Internet 
of Things (IoT), and artificial intelligence, which are poised to 
contribute to operational efficiency and boost the semicon-
ductor market in the region.

5. WHAT ARE YOUR EXPECTATIONS FOR EUROPEAN 

MARKET REVENUE GROWTH IN CY2024?

We have seen the European market remain relatively sta-
ble when compared to the other regions in 2023. Optimistic 
expectations extend to European market revenue growth in 
CY2024, led by AI as well as the industrial, aerospace, and 
automotive segments.

6. WHAT IS YOUR CAPITAL INVESTMENT PRIORITY IN 

2024? (E.G., INVENTORY EXPANSION, DIGITAL MAR-

KETPLACE, NEW PRODUCT CATEGORIES, NEW END 

MARKETS, ETC.)

Flip will continue to invest in our business as we scale  
our business and enhance our customer experience. In 2023, 

we successfully implemented and brought up a new ERP  
system. In 2024, we will focus on geographic expansion in 
the European and Asia regions, launch our new E-Commerce 
platform, and continue to expand our product and service 
offerings with several exciting announcements coming in the 
next few months.

7. WHAT IS THE MOST SIGNIFICANT BUSINESS OPPOR-

TUNITY FOR YOU IN 2024? 

The combination of new technologies, such as artificial 
intelligence and the evolving semiconductor landscape, is 
anticipated to propel the industry forward and open avenues 
for growth. In addition, Flip is very excited to be expanding 
our footprint in other regions beyond the Americas.

8. WHAT IS THE MOST SIGNIFICANT RISK YOU ARE 

FACING IN 2024? 

Obviously, we cannot ignore the Geopolitical forces that 
can impact all industries. We also continue to see significant 
risks for the supply chain as product discontinuance notices 
(PDNs) or end-of-life (EOL) notifications show no sign of 
slowing down. This poses challenges to industries with prod-
ucts characterized by prolonged life cycles, necessitating a 
focus on design for manufacturability and strong relationships 
within the distribution chain. Flip will continue to focus on 
solutions aimed at offering solutions to reduce these pain 
points.

9. WHICH END MARKET SEGMENTS (AUTOMOTIVE, 

AVIATION, COMMUNICATIONS, COMPUTING, INDUS-

TRIAL, MILITARY, ETC.) DO YOU THINK WILL PROVIDE 

THE STRONGEST GROWTH OPPORTUNITIES IN 2024 

AND BEYOND?

Strong growth opportunities in 2024 and beyond are 
expected in the automotive and industrial end market seg-
ments, with the automotive semiconductor market forecasted 
to reach $114 billion by 2030, reflecting a compound annual 
growth rate (CAGR) of 11.8%.

10. IS FLIP ELECTRONICS PLANNING ANY MERGERS 

OR ACQUISITIONS IN 2024?

Flip is committed to continuously adding new partnerships 
to our portfolio. We are actively looking for new technologies 
and service offerings that lend to our ability to prolong life-
cycles for our customer's products. 

Q&A with Jeff Ittel,  
Flip Electronics EVP
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1. HOW BULLISH/BEARISH ARE YOU FOR BUSINESS IN 

2024, AND WHY?

As we reflect on the supply and demand landscape of 
2023, we look ahead to the next year through a wider lens for 
our business and intend to be moderately bullish with our 
approach. When we expand the picture, we are looking at the 
supply and demand fluctuations of the current landscape—
which overall shows how supply is abundant, and demand 
is weak—and the long-term drivers that will carry into early 
2024. This current imbalance, combined with the outlook for 
inventory digestion in 2024, results in a moderately bullish 
year for business. 

2. WHAT IS YOUR CAPITAL INVESTMENT PRIORITY 

IN 2024? (E.G., INVENTORY EXPANSION, DIGITAL 

MARKETPLACE, NEW PRODUCT CATEGORIES, NEW 

END MARKETS, ETC.)

We are always investing in new ways to improve our business 
and go above and beyond to add value to our customers' 
supply chains. For the new year, this means we are focused on 
the digital marketplace. We are set to launch an e-commerce 
platform to serve a broader array of customers in new markets 
while providing existing customers improved ways to engage 
with Fusion Worldwide. This project is three years in the  
making, and we are now activating its capabilities to engage 
with customers in a whole new way to leverage its capabilities. 

3. WHAT IS THE MOST SIGNIFICANT BUSINESS 

OPPORTUNITY FOR YOU IN 2024?

In addition to launching our e-commerce platform, we 
see 2024 oriented toward system-level commodity products 
as compared to board-level semiconductors. Given what we 
expect to be a strong year for computing (a product category 
Fusion has historically done very well with), we should be  
in a position to weather what will probably be a somewhat 
challenging year for standard ICs and semiconductors. 

4. WHAT IS THE MOST SIGNIFICANT RISK YOU ARE 

FACING IN 2024?

There is a degree of uncertainty around the global economy. 
We’re seeing a lot of demand weakness everywhere but the U.S., 
including Germany and China. The U.S. may have avoided a 
recession altogether, but there is some question as to how long 
growth will persist. Given the state of interest rates, worsening 
geopolitical trends, and the open question of whether current 
growth is just the result of a COVID-era hangover, the bigger 
picture has gotten worse in 2023. Our most significant risk 
in the coming year is the same risk we constantly face in this 
business when navigating a tumultuous landscape—creating 
stability in a market that is always moving. 

5. WHICH END MARKET SEGMENTS (AUTOMOTIVE, 

AVIATION, COMMUNICATIONS, COMPUTING, 

INDUSTRIAL, MILITARY, ETC.) DO YOU THINK WILL 

PROVIDE THE STRONGEST GROWTH OPPORTUNITIES 

IN 2024 AND BEYOND?

Military and aviation are significant areas for growth 
with the recent geopolitical events. Demand for hardware 
to support the ongoing conflicts is tremendous. Although 
well-documented, structural shortfalls within the industry 
make it difficult to penetrate, we’re still making significant 
investments in these segments because we expect growth. 

2024 will also be a big year for computing, which has been 
challenging for the last two years. AI is a major part of that, 
but 2024 is also shaping up to be a better year due to typical 
cycles of technology upgrades and refreshes. automotive will 
be challenging in the short term, but we intend to devote a 
good amount of time to it, because of long-term opportunities.  
2024 is a muted outlook but one that we think we’ll recover 
from quickly.

Q&A with  
Luke LeSaffre – CRO,  
Fusion Worldwide

+ BACK TO TABLE OF CONTENTS
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evolving market. In 2023, we successfully navigated the transition from a 
global shortage to an oversupply, and in 2024, we are prepared to address 
new challenges that arise. Our focus will be on assisting our customers in 
mitigating inventory risks, implementing strategic buffering strategies and 
resolving spot issues that are expected to persist. Despite the changing 
market conditions, we anticipate continued growth in 2024, driven by our 
strong partnerships with key customers and suppliers. This year presents an 
opportunity for us to further optimize our customers’ supply chains by 
expanding our portfolio of services, offering a diversified range of solutions 
that address their unique needs.

What are your expectations for North American revenue 
growth in CY2024?

Patrick Deware, VP Strategic Accounts, 
NewPower Worldwide
NewPower is thriving amidst the recent 
historic component shortage, challenging 
traditional supply chains and creating 
disruption in the market. Our unique 
approach and focus on customer-oriented 
solutions set us apart. We have been 
successfully gaining market share from conventional distribution entities and 
offering significant value to our customers through our inventory manage-
ment solutions. In contrast to franchise distributors, who impose high 
upfront fees and lack flexibility, we have become a trusted supply partner 
managing over $1B in inventory. Our proprietary technology platform, 
EMPOWER™, ensures direct fulfillment with real-time updates and 
round-the-clock global support. We will continue investing in programs that 
make us a top-tier supply chain partner, maintaining our competitive edge 
and fueling our growth as the leading independent supplier worldwide for 
the past eight years.

How bullish/bearish are you for business in 2024, and why?

Jon Henry, VP Strategic Accounts, 
NewPower Worldwide
We believe the market will be predomi-
nantly bullish, and NewPower is well 
positioned to thrive in this environment. 
We are already observing upward trends in 
core commodity areas and the growth of 
sectors like EV demand, data center 
demand, and AI. These industries are interconnected and call for increased 
electronic component supply. What sets NewPower apart is our agility and 
ability to pivot quickly to meet changing supply and customer demands. 
With our advanced technology and global presence, we are well-equipped to 
adapt and provide services where they are most needed. This positions us for 
success not just in 2024, but in the future as well.

What is the most significant business opportunity for you 
in 2024?

Carleton Dufoe, Chief Executive Officer, 
NewPower Worldwide
NewPower is committed to delivering 
outstanding service and support to custom-
ers across all industries. With increasing 
demand and extended lead times, we 
recognize the immense potential in our 
current markets. Furthermore, emerging 
markets offer additional growth opportunities. In 2024, NewPower is 
well-equipped to guide and empower our customers to succeed in this 
market landscape. We maintain a strong and transparent financial founda-
tion, a robust balance sheet and audited financials. This financial where-
withal ensures we can support our customers and honor our commitments.

What are your expectations for Asian market revenue 
growth in CY2024?

Mark Goh, VP Trade, APAC, 
NewPower Worldwide
In 2023, the market experienced a healthy 
correction after a global component short-
age lasting over 2 years. As our customers 
work to balance their oversupply situations, 
we have observed significant demand cuts 
and price drops throughout the year. 
Looking ahead to 2024, we are confident that the worst is behind us, based 
on discussions with our major customers and suppliers. The Asian market is 
expected to lead the revenue rebound, with a noticeable increase in 
customer activities and transactions in Q4 2023. We have made substantial 
investments this year, including opening new offices, expanding existing 
ones, enhancing our logistic infrastructure and hiring talented individuals 
across departments. Notably, we have increased our Sales and Purchasing 
headcount in APAC by 50% and tripled our warehouse space in Singapore 
and Hong Kong compared to 2022. These investments are already yielding 
positive results, allowing us to reach more customers and suppliers in APAC 
and instilling confidence in our ability to deliver on time, every time.

What are your expectations for European market revenue 
growth in CY2024?

Martijn Fonkert, General Manager, 
EMEA, NewPower Worldwide
Coming out of one of the industry’s longest 
and most challenging shortages, the 
supply chain landscape remains dynamic. 
NewPower is well positioned to continue
supporting our customers in this ever-

www.newpowerww.com
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1. WHICH MARKET SECTORS DO YOU SEE AS GROWTH, 

AND WHICH SECTORS WILL BE IN DECLINE IN 2024?

The semiconductor industry is notoriously cyclical. The 
average peak-to-peak of shipped units, excluding memory, 
over the last thirty years is around forty months. With the  
previous peak being February 2022, we can potentially expect 
to be at the bottom of the current cycle in October 2023. 

 Every cycle is different, and the recovery can be unpredict-
able, but we will see growth across all sectors in 2024. 

 Based on an expected increase of global smartphone sales, 
the consumer market should anticipate an improvement, how-
ever this may be sluggish. 

We see more substantial growth potential in the hi-rel, 
industrial, and automotive sectors. 

2. WHAT IS THE IMPACT ON COMPONENT AVAILABILI-

TY AND PRICING DUE TO THE GROWTH AND DECLINE 

IN THE ELECTRONIC COMPONENT SUPPLY CHAIN?

As prices and availability continue to fluctuate, it’s essential 
that customers work with authorized suppliers who genuinely 
have their success in mind.

Authorized suppliers who practice strict price discipline 
and provide proactive data-driven solutions, can enable  
customer success throughout every aspect of the cycle. 

3. HOW WILL 2024 PERFORM REGARDING ALLOCA-

TION, LEAD TIMES, INFLATION, OBSOLESCENCE, AND 

THE US ECONOMY?

Inventory levels will normalize in 2024, lead times will  
stabilize, as will inflation, although likely remaining above 
government targets. Semiconductor manufacturers will con-
tinue monitoring capacity and rationalizing product lines.

Working closely with a long-term end-of-life (EOL)  
solution provider, such as Rochester Electronics, is essen-
tial to weather instabilities. Our growing supply chain and 
onshore manufacturing capabilities allow us to solve supply  
chain disruptions and provide an ongoing supply source of 
critical components.

4. WHERE DO THE OPPORTUNITIES LIE RIGHT NOW, 

AND HOW IS YOUR COMPANY LEVERAGING THEM FOR 

THE YEAR AHEAD?

We see a tremendous opportunity in digital transformation. 
We must meet customers where they are by providing them 
with various online and offline services. To meet and exceed 
customer needs, Rochester invests heavily in digital prod-
ucts, platforms, and services, including Trusted AI. We aim  
to deliver real-time personalized service at scale, in the  
global languages.

5. WHAT ARE YOUR BUSINESS PRIORITIES IN 2024? 

(E.G., INVENTORY EXPANSION, DIGITAL MARKET-

PLACE, NEW PRODUCT CATEGORIES, NEW END  

MARKETS, ETC.)

Customer success remains Rochester’s business priority, as 
it has been since our founding in 1981.

Q&A with Colin Strother,  
Rochester Electronics’ 
Executive VP
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As prices and availability continue to fluctuate, it’s essential 
that customers work with authorized suppliers who genuinely 
have their success in mind.

Authorized suppliers who practice strict price discipline 
and provide proactive data-driven solutions, can enable  
customer success throughout every aspect of the cycle. 

 Customers should expect to see major ongoing announce-
ments from Rochester as we work closely with the semicon-
ductor manufacturer partners that we proudly represent to 
deliver greater customer value. 

6. WHAT IS YOUR MOST SIGNIFICANT MARKET OP-

PORTUNITY IN 2024 AND YOUR BIGGEST CHALLENGE? 

Our most significant market opportunities come from some 
of the longest served, aerospace, defense, and industrial. 

For aerospace and defense, Rochester is a QML manufactur-
er, certified by DLA Land and Maritime to MIL-PRF-38535, 
offering Class Q and Class V microcircuits for military and 
aerospace applications. Offering onshore licensed manufac-
turing since the mid-1990s to ensure secure IP, we provide 
critical components to help safeguard security.

The industrial market has changed dramatically as the 
industry has globalized. Regional standards have evolved into 
international standards, with designs supporting legacy and 
new equipment compatibilities. As a result, legacy equipment 
lifecycles are extended, as customers seek to optimize initial 
investments, aligning with our ability to provide an ongoing 
source of supply of EOL components.

With many opportunities and exciting areas to focus  
on, our biggest challenge remains ensuring we select the 
most meaningful openings. By focusing on customer success  
as our business outcome, I’m confident we will deliver maxi-
mum efficiency. 

7. WHICH END MARKET SEGMENTS (AUTOMOTIVE, 

AVIATION, COMMUNICATIONS, COMPUTING, INDUS-

TRIAL, MILITARY, ETC.) WILL PROVIDE THE MOST 

SUBSTANTIAL GROWTH OPPORTUNITIES IN 2024  

AND BEYOND?

Having traveled extensively throughout China this summer, 
for the first time post-pandemic, I was amazed at the number 
of electronic vehicles (EVs) on the road. There is no doubt we 
will see an acceleration in global adoption in the coming years.

With this increase in volume, many semiconductor suppli-
ers, such as Rochester, have begun to adhere to higher stan-
dards, such as IATF-16949 for quality management systems, 
AEC-Q100 for qualification testing, and ISO-14001 for envi-
ronmental management. 

 Another critical requirement in the automotive industry 
is product longevity. Although models may change year to 
year, the underlying components and assemblies can remain 
in use for many years. Often a 10-year minimum lifecycle is 
a mandated requirement. However, with the life expectancy 
of many vehicles extending well beyond ten years, product 
manufacturers need to address lifecycles over the production, 
aftermarket, and repair requirements.

Rochester Electronics’ focus on providing a continuous 
source of semiconductors strongly aligns with automotive 
manufacturers' long lifecycle and quality requirements.

The growing discussion around AI is believed to stimu-
late the industry. While I think it’s too early to predict the  
overall effect on sales, this will hopefully become another 
growth accelerant.

Supply Chain Connect
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Component Solutions for 
Engineers & Designers

Industry-Leading Pricing & Quantity Discounts
We provide the lowest pricing on over 30,000 electronic components. Our 
comprehensive selection of name-brand manufacturers and house-brand alternatives 
will fulfill your demands. Save more on large orders with our tiered quantity discounts. 

Products In-Stock with Same Day Shipping
Choose from a large selection of semiconductors, passives, interconnects, 
electromechanical, power supplies, LEDs, and other popular electronic components. We 
aim to get your order to you as quickly and efficiently as possible to get your designs up 
and running.

First-Rate Customer & Technical Support 
Our customer service and technical support offer the highest standards in the market. 
Whenever you have a question, no matter how big or small, you can count on us to 
deliver top-notch support when you need it.

Power – Semiconductors – Electromechanical – Fans – Wire & Cable – Test - Interconnects - Passives - Optoelectronics

1-800-831-4242 | www.Jameco.com

https://www.jameco.com/


PROVIDING THE POWER 
FOR YOUR APPLICATIONS

1-800-831-4242 | www.Jameco.com

Product Stocked & Ready to Ship
Best Pricing in the Industry
Quantity Discounts
Scheduled Shipments

Authorized Power Distributor

DIN RAIL |  LED DRIVERS | TRANSFORMERS |  ENCLOSED | OPEN FRAME | POWER CONDITION & PROTECTION

https://www.jameco.com/


commitment translates into swift solutions for urgent needs. 
The 24-hour shipment promise reflects WIN SOURCE's dedica-
tion to operational efficiency and its recognition of the value 
customers place on timely delivery.

WIN SOURCE's commitment to excellence is exemplified by its 
extensive list of certifications, including ISO 13485, AS 9120 
Rev A, ISO 9001-2015, ISO 14001, ISO 45001, and ISO 
28000:2007 being some of many industry-leading certificates. 
These certifications testify to the company's dedication to 
quality, safety, and reliability across all operational aspects. As 
a member of ERAI, ASA, IPC, and SMTA associations, WIN 
SOURCE actively combats counterfeit products, ensuring that 
customers receive only genuine components.

As a customer-focused online superstore, WIN SOURCE contin-
ually enhances its services. The company offers a comprehen-
sive suite of value-added services, including tape and reeling, 
component programming, and contract manufacturing. These 
services, performed by highly trained and experienced techni-
cians in ESD-compliant warehouses, provide customers with a 
holistic solution for their electronic component needs.

WIN SOURCE is a reliable partner in the competitive world of 
electronic component procurement. With a rich history of 
providing efficient supply management, cost-saving strategies, 
and rapid sourcing and delivery, the company has firmly estab-
lished itself as an industry leader. Its extensive certifications, 
commitment to quality, and focus on customer empowerment 
through value-added services further solidify its position as a 
trusted and forward-looking supply chain partner. As WIN 
SOURCE continues to evolve and expand its offerings, its 
unwavering dedication to excellence ensures that customers 
will always have a faithful ally in their pursuit of electronic 
component procurement success. 

WIN SOURCE, a leading Asian electronic component distributor 
company, enables businesses to rely on high-quality, affordable 
components with fast delivery. 

WIN SOURCE is a true industry leader, consistently delivering 
top-notch services since 1999. With a heavy emphasis on 
customer satisfaction, WIN SOURCE has emerged as a trust-
worthy partner for all your electronic component sourcing 
needs. The company offers services that streamline procure-
ment processes, cut costs, and ensure rapid delivery.

Cost-effectiveness is a cornerstone of WIN SOURCE's service 
philosophy. By diligently optimizing its supply chain and leverag-
ing strategic partnerships, the company ensures customers can 
access authentic, commonly used electronic parts without the 
high cost. WIN SOURCE's commitment to cost-saving procure-
ment strategies empowers clients to maintain a competitive 
edge and enable them to respond flexibly to market changes.

WIN SOURCE is a treasure trove of electronic parts with over 
1 million components from over 3,000 manufacturers. Its 
products serve multiple industries such as consumer 
electronics, automobiles, aerospace, industry, and medicine, 
ranging from integrated circuits and discrete SEMI components 
to circuit protection, sensors, transducers, capacitors, and 
connectors. Renowned manufacturers, including Maxim 
Integrated, Infineon, Altera, Analog Devices, Texas Instruments, 
Vishay, Xilinx, and On Semiconductors, trust WIN SOURCE as 
reliable distribution partners.

WIN SOURCE understands that time is of the essence. With a 
vast inventory of over a million products, they guarantee 
24-hour shipment from their well-equipped warehouses. This 

https://www.win-source.net/
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View Mouser’s state-of-the-art facility at 
mou.sr/modern-facility

Delivering more

● One source for your BOM - Mouser offers the world’s widest

 selection of electronic components 
● Stocking 100% fully traceable products from over 1,200 authorized,

 industry-leading manufacturer partners
● Host to an extensive library of technical resources including articles,

 blogs, videos, infographics and more for the design engineer
● Equipped state-of-the-art automation from Mouser’s 1 million sq. ft.

 global distribution center - delivering more to our customers

 across the globe

mouser.com
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