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View from the Top

See the good
After six successive quarters of growth, confidence still hasn't

returned to the market. Perhaps it's time we started to look

on the bright side, says CEO of Anglia, Steve Rawlins

There is a striking contrast between industry performance and

industry sentiment. As Malcolm Penn of Future Horizons noted

at the last ECSN Afdec dinner in October, we have seen six

successive quarters of growth in the electronic components

business, yet confidence still hasn’t returned to the market.

Calendar 2010 was one of the strongest growth years that the

UK electronic distribution market has seen recently. UK and Eire

distribution sales grew 24 per cent in 2010 to £1.15bn according

to ECSN/Afdec. And while ECSN/Afdec predicts slower growth of

4.3 per cent in 2011, it will take sales to £1.20bn - the highest

level since 2004. 

There is absolutely no excuse for underinvestment in the UK

market at this stage. The business is there to be had for those

that get their approach right.

Barring a disaster with the Euro or another bank crash, the

industry picture is as good as you can hope for. It is becoming

clear that the trend for global outsourcing has pretty much run

its course. A small but steady stream of customers are coming

back to UK manufacturing and this swing-back is a clear sign

that we’ve reached the peak of this trend. For some products

and market opportunities the economics of global outsourcing

are overwhelming and this manufacturing is no longer with us.

Customers that are still manufacturing in the UK do so for sound

commercial reasons and are unlikely to move.

The market is therefore stable, though obviously smaller than

it was ten years ago – but this creates additional opportunities

for distributors with the right approach. National distributors

have the advantage here since market characteristics are very

different in Germany, France, Italy, Nordic and the UK. In each of

these markets, a good national distributor can do the job best,

assuming it has a well qualified, well motivated technical support

team and well-structured stock profile tuned to the local market

and held within courier

distance of most

customers.

In the UK today, the

growth markets are

clearly defence and

medical. Distributors

and suppliers have

been piling into the

medical market with

gusto, but the result is that it has ended up over-served,

particularly as it is actually a relatively small sector. For defence,

the cost of entry is much more significant. To play, you need a

raft of approvals: ISO9001, ISO14001 and IECQ-CECC as a

minimum and AS9120 to access the full market. Becoming an

SC21 signatory really demonstrates that you’re serious. The

defence opportunity is much bigger than medical, but fewer

distributors have been willing to pay the entry fee and become

properly qualified.

I keep being asked how a UK and Ireland focused distributor

can hold its own against the global and pan-European

competition. Being focused is a huge advantage for us, as it

means we can continually develop to address the needs of

customers here. There are equally effective distributors in the

other major European markets, though a few are in danger of

diluting their impact on the national market that they

understand by entering other national markets that they don’t. 

Instead, I ask the question the other way round: what are

global and pan-European distributors going to do to keep up

with effective national distributors?
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Anglia’s CEO, Steve Rawlins, says the
market is full of opportunities

www.electronics-sourcing.co.uk

Anglia’s HQ is home
to many approvals




