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Internet Impact
Editorial by:  Deitz Kracker

Like a racing locomotive, the Internet is passing through companies at top notch speed barely giving the most
up-to-date businesses a chance to climb aboard, and even if they are lucky enough go along for the ride, they
don’t always know where the train is taking them.  Web-sites are now so prevalent that the question is no
longer,  “should we have one”, but “how do we keep ours on top of the search engines”.  Web-sites designed as
merely an information source are no longer adequate.  E-commerce and on-line purchasing are now in
competitive demand and the company with the best and user-friendlly site, “wins”.  And what happens to the
“losers”?

At  Infrared Internationale, we have been surprised by the type of business being conducted on the “Web”.  In
my editorial of March titled,  “Are We Caught In A Tangled Web?” I incorrectly emphasized that e-commerce
would only be effective for commodity items.  Based on this assumption, we initially focused our efforts
towards selling commodity items on-line.   The real surprise has been that the majority of the Internet responses
received from all over the world, were requests for detailed information on engineering, application and design.
We have been deluged by customers seeking engineering assistance.   If you refer to my main article in last
month’s Salamander News, entitled “Selling the System”, this is where the “losers” become “can become
winners”

Infrared Internationale believes in and relies on its distribution network.  Personal contact, and the immediate
availability of stock and technical expertise is what is needed to “sell the system”, maintain the “system” and
encourage continued sales of “systems”.  With this in mind, all of our distributors who have enough personnel
to cover their territory, maintain an adequate inventory, and have access to engineering capabilities, can “win”
in the Internet sales competition by receiving leads  from our web-site.  Partnerships must be developed based
on communication.  Internet (and trade show or advertising) leads are given to distributors with the expectation
that they will be followed up in an expedient and professional manner.  Not all of these leads are expected to
result in a sale, but all of these leads should be accounted for by means of feedback.  A lead referral process is
now  being developed to help make this feedback a regular means of communication.  In this way,  you can
enjoy the view from he Internet train without ever having to take the ride.



After the Show
is Over

The work on large trade shows
never really begins until the
show is over.  Pictured is Jay
Gardiner on the last day of the
NPE show.  Though the num-
ber of leads received, 315, was
lower than the show 3 years
ago, the staff felt that the leads
received this year were of
higher quality and interest and
that the visitors to the booth
were much more knowledge-
able about ceramic heating than
ever before.  This means we

must be making progress in our efforts to educate and create awareness of ceramic emitters as a heating option.

Though the majority of leads, 75%, were from the United States, (the highest number from the state of Illinois),
25% were from 30 different countries. In addition to sales, an equally important benefit from exhibiting at NPE
is the opportunity to network with our vendors, customers and even competitors as we share the Chicago trade
show experience.  We will be back in 2002, we hope to see you there.

SPE
Thermoforming Conference
September 9-12, 2000
Columbus, Ohio
If you missed the NPE show and are looking for an informational
program where your mind is exercised more than your feet, sign up for
the 10th Annual Thermoforming Conference.  This year, Infrared Inter-
nationale will be exhibiting at the conference which is a four day event
focusing on the sharing of information and technology of the thermo-
forming industry.  Our booth will be manned by Al Kracker, owner of
Mor Electric Heating, and Infrared sales manager, and Terry Beasecker
who helps market the Salamander product and serves as our Infrared
Web Master.  This is a very “laid back” event and the perfect opportu-
nity to meet and talk with Al or Terry about your specific thermoform-
ing needs.

Exhibitors are included in this conference as hands-on reinforcement to all that is taught and shared through the
large variety of seminars.  The seminars themselves are given by business owners and/or experts in the field.
There is an interesting parts competition and special workshops available, not to mention, a wonderful
networking opportunity.  The four day program is very reasonably priced, but fills up very quickly, so you
should be registered as soon as possible and no later than August 11.  For information on attending or exhibiting
in this conference, call Deb Crawley or Jeff Tremonte at 203-740-5472.


