
www.avnet-abacus.eu

AVNET ABACUS - SET FOR GROWTH

Press Briefing
May/June 2010



www.avnet-abacus.eu

MARKET VIEWS & OPINIONS

» Industry book:bill strongly positive for 8mths +

» 1H CY10 re-sales likely to be 25-30% up on 1H CY09

» Supplier billing 35-40% up

» Most suppliers reluctant to invest in facilities

» Leadtimes extended, price rises evident
- Raw material shortages / price increases in gold, copper,

tantalum, foil

» Limited number of small acquisitions in Europe



www.avnet-abacus.eu

BISHOP REPORT – CONNECTOR 
INDUSTRY



www.avnet-abacus.eu

BISHOP REPORT – CONNECTOR 
INDUSTRY



www.avnet-abacus.eu

BISHOP REPORT – CONNECTOR 
INDUSTRY



www.avnet-abacus.eu

» A World of Opportunity

» “A New Powerhouse in European Distribution”
EPN July 2009

» Set for Growth

AVNET ABACUS: ONE YEAR ON
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AVNET GLOBAL
Facts and Figures

» Founded in 1921

» 2009 turnover of $16.23bn

» 2010 turnover to end Q3 of $13.95bn

» Fortune 500 company (2009 rank #142)

» Fortune’s “Most Admired” technology distributor 

» 2 operating groups:
» Avnet Electronics Marketing 

» Avnet Technology Solutions

» Sales in 70 countries

» 300 locations

» 12,000 employees worldwide

» 5 acquisitions already in FY10

» Cash position of $750m as of end Q3 FY10
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AVNET EM EMEA STRUCTURE

» Independently operating, pan-European 

business units (Speedboats)

» Supported by:

» Avnet Logistics (warehouses, VAS)

» Supply Chain Solutions, Business 

Migration, Corporate Account Management

» EMEA cross functions such as IT, Finance, 

Legal and Communications

» No limitation in cross company collaboration
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COMPETITIVE ENVIRONMENT – EMEA
Electronic Component Distribution (Industrial Only)

* Source - Europartners 2009



www.avnet-abacus.eu

CABLES

FILTERS

AVNET ABACUS: IP&E AND MORE...

INTERCONNECT | PASSIVES | EMECH | POWER SUPPLIES | BATTERIES

FUSES RELAYS

CAPACITORS

ENCODERS
SENSORS BUZZERSSWITCHESINDUCTORS

HEATSINKS TRANSFORMERS

CIRCUIT 
BREAKERS

BATTERIES SPEAKERS

CONNECTORS

POWER 
SUPPLIES

POTENTIOMETERS
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AVNET ABACUS – GUIDING PRINCIPLES

To be a pan-European distributor 
with a strong local focus
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AVNET ABACUS KEY FACTS

» Fully integrated on one IT platform

» IP&E warehouse: European Distribution Centre, 
Tongeren (BE) with a proximity warehouse in the 
UK 

» Gross sales FY09: €265m

» 110,000 active stock lines, value of €55m

» 430 employees 

» 13,700 active customers

» 137 linecard suppliers (49 Pan-European)

» 40 offices in 18 countries – truly European 
footprint
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INTERCONNECT

POWER & BATTERIES

PAN-EUROPEAN LINECARD

PASSIVES

EMECH

49 pan-European lines supported by a wide range of local lines
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THE MARKET FOR IP&E

€m - 2008

DTAM - €3.92bn 

* Source - Europartners 2009
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AVNET ABACUS MARKET SHARE
IP&E BY COUNTRY - 2008

Europe 8.2% No.2

UK / Eire 14.6% No.2
France 12.1% No.3
Benelux 10.8% No.2
Austria 8.6% No.3
Italy 7.2% No.3
Nordic 7.1% No.3
Germany 6.0% No.4
Iberia 3.3% No.7

Total DTAM = €3.92bn

Other countries in which Avnet Abacus are present:
SWITZERLAND, RUSSIA, POLAND, TURKEY 

* Source - Europartners 2009
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PROGRESS TO DATE

» Integration completed to initial timetable 

4 warehouses consolidated, 4 IT systems to 1, various 
offices integrated

» Supplier platform retained at more than 99%

» New franchise from Power Integrations: significant 
revenue and technology enhancer 

» Extension of agreements with Samtec, Harwin, Hirose, 
Enersys, Tadiran, Varta to pan-European

» Significant customer upside to either previous model

Avnet Time 7800

Abacus 10200

Avnet Abacus 13700

» Increased web activity
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WEBSITE

» Up-to-date product and industry news
» Interactive product matrices
» Detailed supplier information
» ‘Ask an Expert’ – direct link to a product 

specialist in your area

» Average pages viewed per visit – 5.5

Unique Visitor Statistics:
AVA      AVT08/09 AVM      SIL 

Oct 2,984      7,074     12,355      24,117

Nov 12,113    5,979     11,665      22,783

Dec 9,807      4,748      9,919       18,326

Jan 11,808    8,882      10,309     20,839

Feb 11,660    5,859     11,224      21,390

March 13,188    6,423      13,275     24,244
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SET FOR GROWTH

Avnet EMEA DMASS
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SET FOR GROWTH

Avnet Share %

Region Q1/2009 Q1/2010 Variance

UK/Eire 37.57% 45.72% 8.15%

Germany 42.00% 43.16% 1.15%

France 51.24% 53.13% 1.89%

Italy 41.78% 43.18% 1.40%

Switzerland 45.95% 48.15% 2.20%

Nordic 36.02% 34.13% -1.88%

Benelux 55.99% 52.75% -3.24%

Iberia 59.17% 59.12% -0.04%

Austria 43.60% 47.15% 3.55%

Eastern Europe 37.27% 37.73% 0.46%

Total 42.06% 43.52% 1.46%

Avnet EMEA DMASS
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» Identity
» Reputation
» Sales
» Profitability
» Market share
» Share within our suppliers
» Customer satisfaction
» Service level
» Quote / win rate
» Inventory turns
» Employee satisfaction

TARGET GROWTH

TARGET 
GROWTH
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» Organisation - broader and deeper
- 100 Account managers
- 151 Inside sales assistants 
- 55 Technical specialists

» Significantly expanded customer base

» Improved product offering to all 
customers, 
» line card second to none

» Enhanced supplier engagements

SET FOR GROWTH

TOGETHER 
WE ARE 

STRONGER

ABACUS
AVNET
TIME
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SET FOR GROWTH

» Excellence in supply chain

» Wider inventory profile

» Best in class website, 
promotional tools, product 
information

» Financial strength, investment 
capability 
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» Many competitors, small / niche

» Many markets, both on and off board

» Exciting emerging markets
- lighting, smart metering, renewable 
energy, infrastructure, mil-aero, 
medical…

» Evolving supplier technology 

» TAM to DTAM shift ongoing 

» In all countries.   Germany the largest 
opportunity

SET FOR GROWTH

WELL 
POSITIONED TO 

ATTACK
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» Focus on existing customers

» Develop existing suppliers

» Make selective additions to linecard for 
new or associated technology

IMPROVE CUSTOMER AND SUPPLIER 
ATTACH RATES

SET FOR GROWTH

STRATEGY
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CUSTOMER DEVELOPMENT

» Attach rate up 10%
» manufacturer mix up 27%

Survey of top 600 customers = 70% of revenue
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» New customer development from
» Emerging markets
» Supplier re-assignments
» Large spend customers wishing to fully 

engage in supply chain and value add 
technical support

» No ambition to drive market growth on new
customers based on aggressive pricing 
policy.

SET FOR GROWTH
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» Decisive actions, well executed on schedule 

» Strong support internally and externally

» Good results in line with the market trend 

» Excellent opportunities 

The New Powerhouse in European Distribution is 
SET FOR GROWTH

SUMMARY


