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Take a duster to your suitcase, your soul to Frankfurt.
That EIPC are to hold a Winter Conference in February 2022 will come as
welcome news to many. They will recall the days when one could travel abroad,
and by aeroplane. One waved a strip of paper at check-in, a passport at border
control and one was getting a G&T down in short order before the orderly queue
for the aircraft. Nowadays of course it is all different, and one requires all kinds
of certification, proof of identity, details of next of kin, list of any strange diseases
possibly experienced, and the queues are similar to those for an André Rieu
Concert.
But it will be worth it, as EIPC is to circuitry what André Rieu is to light music.
Our Call for Papers more of a programme creation, with works by well-known
and new composers, with a variety of themes, all in harmony, all in one
movement, and all enjoyed in rapt silence by a live audience. So pop your
composition into us as soon as you can, as we in February, in Frankfurt, will
love to see you – encore!
Send your abstract before November 30th to Kirsten Smit-Westenberg at
kwestenberg@eipc.org.
Registration will be open soon.
For details please check www.eipc.org
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COMPUTING NEWS “A Ho
A w cyber A grim outlook – how cyber surveillance is booming on a global scale
The increasing overlap between the world’s arms trade and the secretive surveillance
industry risks damaging US national security and will create the potential for even more
abuse unless more accountability is introduced, according to a new study.
The research, from the American think tank the Atlantic Council, offers one of the most
thorough accountings ever assembled of a booming, cross-continental surveillance industry
that makes billions of dollars and yet mostly manages to stay out of the limelight. After years
of rising demand for hacker-for-hire products and an increase in reported abuses by
companies like NSO Group, countries around the world are now trying to deal with this
largely hidden industry.
The report is based on 20 years of data collected from the cyber surveillance trade show ISS
World and arms fairs like France’s Milipol, where hacking is the fastest-growing business
segment alongside more traditional wares like guns and tanks. Its authors examined 224
surveillance companies present at these shows, looked at their marketing material,
examined where in the world they advertised their products, and detailed the known sales
of surveillance and hacking tools.
They also argue that numerous companies that market internationally, especially to
adversaries of NATO, are “irresponsible proliferators” and deserve more attention from
policymakers.
These companies include Israel’s Cellebrite, which develops phone hacking and forensics
tools, and which sells around the world to countries including the US, Russia, and China. The
company has already faced significant blowback because of, for example, its role
during China’s crackdown in Hong Kong and the discovery that its technology was being used
by a Bangladeshi “death squad.”
“When these firms begin to sell their wares to both NATO members and adversaries,” the
report says, “it should provoke national security concerns by all customers.”

The trade is increasingly global, according to the report, with 75% of companies selling cyber
surveillance and intrusion products outside their own home continent. Lead author Winnona
DeSombre, a fellow with the Atlantic Council’s Cyber Statecraft Initiative, argues that such
sales signal potential problems with oversight.
“There does not seem to be a willingness to self-regulate for a majority of these firms,” she
says.
By marking such firms as “irresponsible proliferators,” DeSombre hopes to encourage
lawmakers around the world to target some companies for greater regulation.
“When these firms begin to sell their wares to both NATO members and adversaries, it
should provoke national security concerns by all customers.”
Governments have recently made moves toward some forms of control. The EU adopted
stricter rules on surveillance tech last year, with the goal of increasing industry
transparency. And within the last month, the US has enacted stricter new licensing rules for
selling intrusion tools. The notorious Israeli spyware company NSO Group was one of several
companies added to a US blacklist because of allegations that spyware it supplied to foreign
governments was then used to maliciously target government officials, journalists,
businesspeople, activists, academics, and embassy workers. NSO has consistently denied
wrongdoing and argued that it strictly investigates abuse and shuts off offending customers.
Nevertheless, one of the report’s authors says it is important to realize the true scale of
what is happening.
“The most basic takeaway from this paper is that we are dealing with an industry,” says
Johann Ole Willers, a fellow at the Norwegian Institute of International Affairs (NUPI) Centre
for Cyber Security Studies. “That is a fundamental insight. It’s not enough to target NSO
Group.”
UN warning
United Nations human rights experts recently raised alarms about what they called “growing
use of mercenaries in cyberspace.”
“It is undeniable that cyber-activities have the ability to cause violations both in armed
conflicts and in peacetime, and thus that a whole variety of rights are engaged,” Jelena
Aparac, chair of a United Nations working group on the issue, said in a statement. The group
called on international lawmakers to more effectively regulate the industry in order to
protect “the right to life, economic social rights, freedom of expression, privacy, and the
right to self-determination.”
One obstacle is that the cyber surveillance industry is rife with obfuscation: shell companies
and resellers are common, and both sellers and buyers use a host of tools to hide their
interactions.

“There is not enough knowledge about the industry in the public, where you can delineate
the irresponsible firms from the responsible,” says DeSombre.
The report points to the recent indictment of former US intelligence personnel who had
been working for the United Arab Emirates as evidence that capabilities first developed by
friendly governments can end up being used for other spying purposes. The hacking tools
and expertise developed by US agencies were then used by the UAE to spy on hundreds of
targets, including Americans.
Use and abuse
The researchers have some suggestions for how governments might learn to understand and
control this growing ecosystem. They recommend enacting stronger “know your customer”
requirements for the industry, so that every seller will better understand how potential
customers might use—or abuse—a hacking tool.
Russia and Ukraine promised to cooperate and help catch the world’s most successful
hackers. But things didn’t quite go to plan.
The researchers argue that NATO countries, which host many prominent cyber surveillance
trade events, should limit the attendance of irresponsible vendors at arms fairs. They also
encourage more international cooperation to rid export laws of loopholes that allow
vendors to evade controls and sell to authoritarian regimes. Finally, they encourage naming
and shaming irresponsible sellers and buyers.
“Our analysis indicates that there exists a significant group of private companies willing to
act irresponsibly: marketing capabilities that carry the risk of becoming tools of oppression
for authoritarian regimes or strategic tools for non–NATO allies,” the report concludes.
Without such actions, it warns, the world faces a “grim outlook”: “a growing number of
private corporations who see few consequences to bolstering the cyber arsenals of major
Western adversaries, only profit.”
by Patrick Howell O'Neill - MIT
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NEWS FROM FINLAND
Aspocomp’s Interim Report January-September 2021: Demand was record high,
net sales grew by 54 percent and operating result improved clearly in the third
quarter
OUTLOOK FOR 2021
Demand is expected to improve in all customer segments. However, a global shortage of
components may hinder positive developments.
The company reiterates the full-year guidance that was announced on March 10, 2021.
Aspocomp estimates that its net sales for 2021 will increase and its operating result for 2021
will improve from 2020. In 2020, net sales amounted to EUR 25.6 million and the operating
result to EUR -0.1 million.
CEO’S REVIEW
“Demand remained very strong throughout the third quarter and the order book rose again
to a new record of EUR 15.8 million. EUR 9 million of the customer deliveries in the order
book will be completed in the last quarter of this year and the remaining approximately EUR
7 million in 2022. The order book has grown significantly during the year, especially in the
Semiconductor Industry and Automotive customer segments. The delivery times of PCB
production supplies are still very long, which helps to bring forward orders placed by
customers and thus extend the order book.
Third-quarter net sales rose to EUR 9.0 million, up 54 percent from the comparison period.
Net sales for January-September increased by 14 percent and amounted to EUR 22.4 million.
All five of our customer segments saw substantial growth in the third quarter. The Industrial
Electronics segment’s sales more than doubled to EUR 2.2 million. The driver of growth is
the pent-up demand on investment assets caused by the COVID-19 pandemic.
The Automotive customer segment’s net sales rose to EUR 2.1 million, an increase of nearly
80 percent. This growth is mainly due to the supply chains of heavy transport equipment.
The Semiconductor customer segment’s net sales increased by a third to EUR 2.1 million.
Growth was boosted by investments in equipment manufacturers’ production capacity,
which were initiated due to a component deficit. Sales in the Security, Defense and
Aerospace customer segment increased by 36 percent to EUR1.4 million. Growth was
supported, among other things, by the positive development of demand in the New Space
market.
During the quarter, Aspocomp received AS9100 certification; this important aviation quality

certificate will expand our opportunities to become an increasingly prominent supplier in
the industry. The Telecommunication customer segment swung to growth of 20 percent and
its net sales amounted to EUR 1.2 million. Customer R&D investments and new customers,
especially in the 5G OPEN RUN market, increased the segment’s demand.
Profitability improved significantly from the first half of the year and the third-quarter
operating profit rose to EUR 1.0 million, representing 11.5 percent of net sales. The
operating result for January-September amounted to EUR 1.0 million, less than 5 percent of
net sales. Operating profit increased in the third quarter mainly due to higher utilization
rates and the emphasis of our product mix on the most technologically demanding PCBs. In
January-September, the share of quick-turn deliveries remained below the pre-COVID-19
level, which hampered the positive development of profitability.
The strong and extended order book improves visibility and demand is expected to remain
positive, although there are still market problems with the availability of production
materials and semiconductor components.”
Impact of the COVID-19 pandemic
The continued recovery in the general market situation had a positive effect on the
company’s demand in the third quarter. Demand has grown, and the company’s order book
level has risen significantly. The COVID-19 pandemic and the effects of related restrictions
on supply chains in the electronics industry have been partially mitigated.
The company’s production at the Oulu plant has continued normally and delivery capacity
has been reasonable. The company has continued to invest in new capacity and increased its
product development investments in new products and more challenging technologies.
The pandemic has not affected the company’s liquidity. The cash situation has remained
good and the credit facilities have not been used. The company has not identified any need
to recognize write-downs of goodwill.
NET SALES AND EARNINGS
July-September 2021
Third-quarter net sales amounted to EUR 9.0 (5.9) million, a year-on-year increase of 54
percent. All five of our customer segments grew clearly in the third quarter and growth was
strongest in the Industrial Electronics, Automotive and Semiconductor Industry segments.
Demand remained very strong, and the order book rose during the third quarter from EUR
10.8 million to EUR 15.8 million.
The five largest customers accounted for 51 (45) percent of net sales. In geographical terms,
87 (85) percent of net sales were generated in Europe and 13 (15) percent on other
continents.
The operating result for the third quarter amounted to EUR 1.0 (0.1) million. Operating
profit increased in the third quarter mainly due to higher utilization rates and the emphasis
of the product mix on the most technologically demanding PCBs. Third-quarter operating
result was 11.5 (1.5) percent of net sales.
Net financial expenses amounted to EUR 0.0 (0.1) million. Earnings per share were EUR 0.15
(0.00).

January – September 2021
Net sales amounted to EUR 22.4 (19.7) million, a year-on-year increase of 14 percent. During
January-September, all customer segments except the Telecommunications segment were
growing. The strongest growth was seen in the Industrial Electronics and Automotive
segments.
The five largest customers accounted for 46 (42) percent of net sales. In geographical terms,
86 (84) percent of net sales were generated in Europe and 14 (16) percent on other
continents.
The operating result amounted to EUR 1.0 (-0.1) million. The operating result was 4.5 (-0.4)
percent of net sales. Operating profit increased mainly due to higher utilization rates and the
emphasis of the product mix on the most technologically demanding PCBs during the second
and third quarter.
Net financial expenses amounted to EUR 0.0 (0.2) million, including a deferred exchange
gain of EUR 0.1 million. Earnings per share were EUR 0.14 (-0.04).
The order book at the end of the review period was EUR 15.8 (4.1) million.
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NEWS FROM GERMANY

Schweizer Electronic AG




Incoming orders and order book remain at a high level
Sales increased by 31 percent compared to 2020
Longer start-up phase at the Chinese plant – profitability at the Schramberg
site significantly increased

New orders in the first three quarters of 2021 were significantly higher than in the
same period last year and in the first three quarters of 2019. The high growth in sales
also continued in the third quarter of 2021 compared to the previous year. The
fourth quarter, on the other hand, is expected to see a slowdown in the economy
and therefore lower sales momentum.
Sales in the first three quarters of 2021 amounted to 90.3 million (9M 2020: EUR
69.0 million). This corresponds to an increase of +30.9 percent compared to the
same period in the previous year, which was heavily influenced by the effects of the
Covid 19 pandemic. Sales in the third quarter exceeded the second quarter by +2.9
percent and represent the highest sales quarter in the 2021 financial year to date.
The plant in Schramberg and the new plant in China generated revenue from inhouse production of EUR 66.0 million, which corresponds to an increase of +33.9
percent compared to the previous year. Sales of products via our Asian partner
network rose by +23.4 percent to EUR 24.3 million compared to the same quarter
last year. The share of sales from own production therefore increased to 73.1
percent (9M 2020: 71.4 percent).
Incoming orders in the first three quarters of 2021 increased by 3.3 times compared
to the volume of the same period the previous year and amounted to EUR 128.6
million (9M 2020: EUR 38.7 million). This resulted in a book-to-bill ratio of 1.4 for the
first three quarters (9M 2020: 0.6). At the end of the third quarter of 2021, the order
book amounted to EUR 164.6 million and increased by +50.7 percent compared to
the end of 2020 (31 December 2020: EUR 109.2 million). The semiconductor
shortage influenced the order dynamics of our strongest customer group, the

automotive industry, and contributed to a slightly lower order momentum in the
third quarter.
Earnings before interest, taxes, depreciation and amortisation (EBITDA) amounted
to EUR -6.9 million (9M 2020: EUR -7.9 million), which corresponds to an
improvement in the EBITDA ratio to -7.6 percent (previous year 2020: -11.5 percent).
The Group excluding China achieved EBITDA of EUR +6.0 million. This corresponds to
an operating profit improvement of EUR +6.2 million, excluding extraordinary
expenses of EUR 1.8 million, which impacted earnings in the same period of the
previous year.
Forecast / outlook
The economic forecasts of the major institutions point to a progressive slowdown in
the global economy in the fourth quarter as a result of supply bottlenecks for
electronic components, among other things, and higher energy and raw material
prices. The Executive Board therefore expects lower sales momentum in the fourth
quarter. Due to the sales trend in the first nine months, the Executive Board
nevertheless confirms the forecast for the financial year and expects a sales increase
in the lower range of +20 to +30 percent.
Despite the expected weakening of sales, the higher than forecasted start-up losses
of the plant in China and the continued expected price increases for materials, the
Executive Board confirms the forecast for the EBITDA ratio of -5 to -10 percent. The
ratio is likely to be in the middle of the range.
In Q4, start-up losses due to the longer schedule for technology transfer and
qualifications by major customers as well as the material price increases at the China
site will further burden the balance sheet figures. The Executive Board can confirm
the previous forecast of the equity ratio between 10 and 15 percent for the Group if
the sale of shares in the Chinese subsidiary to an investor can be carried out in this
financial year. From today’s perspective of the status of negotiations, the conclusion
of a corresponding transaction is considered more likely.
Stuttgart and Frankfurt Stock Exchanges (ticker symbol „SCE“, „ISIN DE 000515623“).

Contact:
Schweizer Electronic AG
Elisabeth Trik
Investor Relations
Einsteinstrasse 10
78713 Schramberg
Tel: +49 7422/512-302
Fax: +49 7422/512-397
Mail: ir@schweizer.ag

If you no longer wish to receive our newsletter, please click here.
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NEWS FROM ITALY

SEICA AT PRODUCTRONICA
November, 16-19-, Munich, Germany – Booth A1-445
Unique and unusual solutions are standard at Seica, and visitors at this year’s
productronica will be able to view Seica’s new generation, one-of-a-kind solution
for testing EV battery packs.
With global battery markets growing exponentially, the need to increase production
throughput, improve reliability of the packs produced while optimizing the cost of
battery pack testing are major challenges faced by today’s manufacturers. Seica is
ready to share expertise acquired in over 10 years’ experience of providing leadingedge battery testing solutions at this year’s productronica, booth A1-445, where the
Pilot Battery Tester (Pilot BT) will be on display.
As part of Seica’s Pilot Next Series, the Pilot BT represents a new generation of flying
probe test solutions for the specific test requirements of this increasingly highvolume manufacturing process.
With its impressive parallel testing architecture, the Pilot BT is able to perform
parallel, very precise Kelvin tests of 16 cells at once, achieving production rates of
nearly 2400 battery cells per minute, more than doubling first generation
performance. The standard system configuration includes a pass-through
conveyance by Bosch, but it can also be configured with customer-specified
conveyance solutions integrated into completely automated lines. The Pilot BT is
equipped with high-definition cameras and laser sensor to ensure proper fiducial
recognition, and terminal plates for proper battery placement inside its very large
test area (1050 x 865 mm); these ample dimensions not only enable it to handle the
many battery configurations currently on the market, but the capacity to manage the
configurations of the future. No matter the battery technology, type, size or shape,
Seica has a solution for high production, reliable, and repeatable test.

Come visit us at booth A1-445 to see the new generation Pilot BT and learn how it
has helped our customers achieve their goals in this demanding, high volume
production environment
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SMT NEWS

SMT community to meet again:
SMTconnect 2022 will take place as an on-site event in
Nuremberg in May.
After two years of predominantly digital meetings, the trade fair organizer Mesago
Messe Frankfurt is looking forward to holding the SMTconnect on-site in Nuremberg,
Germany, once again. Europe's leading event on solutions for electronic assemblies
and systems will take place from 10 – 12 May 2022.
“The community has repeatedly expressed the importance of face-toface meetings
as well being able to experience electronics production live” confirms Anthula
Parashoudi, Vice President of Mesago Messe Frankfurt. The anticipation for the next
on-site event and meeting is reflected in the number of exhibitors that have
registered to date, including leading names such as ASYS Automatisierungssysteme
GmbH, Rehm Thermal Systems GmbH and Viscom AG.
However, it is not only familiar faces that will be making their way to the
SMTconnect: Lexington Europe GmbH, which specializes in the development and
production of printed circuit board technology, will be present for the first time, for
example. Unimicron GmbH, a leading manufacturer of printed circuit boards in
Europe, will also be on-site in Nuremberg. The company’s portfolio focuses on the
production of highend PCBs, especially for the renewable energy, automotive and
industrial sectors.
Further first-time exhibitors include NCAB Group Germany GmbH and LeitOn GmbH.
“Digital twin”: opportunities and risks in the field of assembly manufacturing
One of the highlights at the SMTconnect 2022 will be the live production line
organized by Fraunhofer IZM. Ulf Oestermann, Business Unit Developer at the Berlin
Fraunhofer Institute for Reliability and Microintegration IZM explains: “This 'Future
Packaging' production line is designed to give an in-depth look at the various aspects
in the digitized production of electronic assemblies. The aim is to clarify what

expectations customers have of a modern production line in the field of secure
hardware production and of the ‘digital twin’.”
Oestermann poses the question: “How high does the degree of digitization need to
be in order to achieve the highest possible level of data robustness, while at the
same time making the best possible use of the potential for improvement, which is
created by the increasing of self-optimizing machines?”
Visitors can look forward to productive discussions with exhibitors on the following
topics: - System development and production preparation - Materials and
components - Processes and manufacturing - Reliability and test - Software and
production control
The “Test and Inspection” exhibition area, in particular, is well covered and already
almost fully booked six months prior to the event.
Those interested in electronics production can still register for the trade show in
Nuremberg at smtconnect.com.
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SUPPLY CHAIN NEWS

Lon

Viewing the Semiconductor Supply Chain Through the
Distributor’s Eyes
This interview addresses how the supply/demand imbalance has
impacted companies and best practices to deal with the cyclical nature
of the semiconductor supply chain—including avoiding the risk of
counterfeit chips.
William G. Wong, Electronic Design
What you’ll learn:






How different industries are being affected by the semiconductor supply/demand
imbalance and what businesses/consumers can expect in the coming months.
Insights into the semiconductor supply chain and the difference between brokers
and distributors.
How the supply/demand imbalance has increased desperation for chips and thus
companies are willing to take bigger risks and opening themselves up to counterfeit
chips.
How Smith is helping customers navigate the supply chain and simultaneously
fighting counterfeit chips.

The pandemic dramatically increased the demand for semiconductors in a way that
companies were not adequately prepared to handle. In this interview, we discuss
how the supply/demand imbalance has impacted companies and best practices to
deal with the cyclical nature of the semiconductor supply chain—including avoiding
the risk of counterfeit chips.
I spoke with Todd Burke, President of Smith, about how the supply chain is changing.
How are different industries being affected by the supply/demand imbalance?
What can businesses/consumers in those industries expect in the coming months?

The semiconductor supply and demand imbalance has had a ripple effect across
industries, from automotive to gaming, PCs, mobile phones, and beyond. In the auto
industry, specifically, the shortage has severely impacted manufacturing capacity.
While balance will eventually be restored, manufacturers are expecting supply to be
tight into 2022 or, by some estimates, 2023.
Take the electric-vehicle sector, for example. Manufacturers are doing everything
they can to combat the chip shortage and keep plants running. Many manufacturers
are expanding their vendor bases, getting more directly involved in sourcing, and
assisting their subcontractors in the sourcing process. Some are redesigning boards
using alternative chips and some, when feasible, are producing cars without certain
features that key semiconductors would otherwise support.
The need is there and boils down to simple supply-and-demand economics, and the
end customer will see the effects of the shortage in price and availability of electric
vehicles. It takes a long time to build new factories and, depending on how the
pandemic continues to impact supply chains, the road could be a bumpy one for the
foreseeable future.
One thing is for certain—with the continued growth of the electric-vehicle market
and technology in general, there will be an ever-growing need for more
semiconductors, not fewer.
What does the semiconductor supply chain look like in terms of how chips are
bought and sold?
Chips are increasingly being incorporated into products across more and more
industries, with specific components often being used in hundreds of different
applications. The result is that chips are bought and sold across industries and
geographies under different legal, regulatory, and time pressures. This complexity
within the semiconductor supply chain and its wide array of vendors can make it
challenging for companies to navigate when their usual suppliers run out of stock.
Procurement teams must search the market to secure the right parts in the right
quantity at the right price, and they must get them delivered on tight deadlines.
Layered on top of this are additional factors to consider, including product quality
and authenticity. In this current shortage situation, we’re seeing a difference
between customers who regularly and strategically use the open market compared
to those that are entering it for the first time out of necessity.
For newcomers, the key to purchasing semiconductors on the open market is
selecting a knowledgeable and trustworthy supplier. But what should you look for?
First, you should know their background. Determine how long they’ve been around,
how well they understand the current market conditions, and how they have
navigated shortages in the past. You should also investigate their financials and
ensure they have the capital needed to secure parts in a shortage market. And,

finally, dig into their quality program to make sure they have the resources needed
to verify component authenticity and functionality.
What’s the difference between brokers and distributors? Can you describe a few of
the pitfalls to avoid and best practices that you recommend for companies
sourcing components on the open market for the first time?
The open market distribution channel has seen quite an evolution over the last 30+
years. Small brokers with no real quality control, vendor management system, or
value-added services are still out there. But a narrowing number of open-market
players—independent distributors—have really distanced themselves by all
measures, whether it’s gross revenue, financial stability, longevity in the market,
global footprint, variety of services provided, or quality-assurance capabilities.
The most important differentiator is that an independent distributor, such as Smith,
has the extensive quality-control protocols and certifications in place to ensure that
customers receive reliable, high-quality products.
Our best advice to companies looking to source components on the open market for
the first time is to do your research. Just because a part was found on Google
doesn’t mean that its authenticity can be trusted. Look at what kind of certifications
the supply partner has.
For example, suppliers who hold aerospace & defense or medical certifications—
such as AS6081, AS9120, and ISO 13485—are more likely to have the necessary
quality-assurance processes in place because they have to meet the extremely high
standards of these industries where safety and reliability can be life-or-death
concerns. Additionally, examine the supply partner’s testing capabilities. Smith, for
example, has in-house counterfeit detection testing labs that are ISO/IEC 17025certified and provisioned with the most advanced in-house tools to verify
component authenticity, so that the integrity of parts is never in question.
What are the long-term implications of the current supply/demand imbalance, and
how can businesses best navigate them?
At the moment, as companies deal with the supply shortages, it may be difficult to
look beyond the issues that are right in front of them—primarily, obtaining the
components that they need. Therefore, it’s crucial to have a relationship with a
trusted partner that can help them navigate the ebbs and flows of the
semiconductor supply chain. The first reason, reiterating what was said previously, is
to ensure quality.
The second reason is inventory management. Under the current market conditions,
companies are most concerned with increasing supply. However, there’s also a
longer-term concern which is the potential for inventory hangovers.
A practice of Smith’s has always been inventory management as a tool to minimize
disruptions to business from both lack of supply and oversupply. Many of our long-

time customers are coming to Smith with plans for hubbing or inventory
management on parts that they know have long lead times. They’re taking a
proactive stance to source them and have them on the shelf for when they’re
needed.
On the other end of the spectrum, Smith is also able to assist customers when
they’re ready to offload excess inventory. Smith has decades of experience matching
buyers and sellers, which helps customers to maximize their returns while filling a
need for another customer in search of that product.
How has the supply/demand imbalance increased the risk of counterfeit chips?
As a result of the chip shortage, buyers are sometimes desperate for certain parts,
and nefarious parties take advantage of that with counterfeit components. Buyers
can develop tunnel vision in this type of scenario, and they may miss some major red
flags around the components’ authenticity.
To explain further: In this context, companies have found that their regular suppliers
are unable to keep up with demand. Desperate and in a hurry to obtain components,
a company may turn to alternative markets; the internet, at first glance, may seem
like the ideal place to find a part that has been impacted by the chip shortage.
However, without a trusted arbitrator and partner who vets suppliers, this can be
dangerous and cause long-term damage to the company’s reputation if the parts end
up being damaged, counterfeit, or otherwise flawed. Turning to an experienced
middleman is equivalent to having a filter and safety net—ensuring that what you
order is what you receive.
How does Smith protect customers from counterfeit chips while helping them
navigate the current supply-chain challenges and plan for the post shortage
future?
At Smith, we have a comprehensive systems-based approach to quality, which brings
everything together from our sourcing and traceability to our packaging and logistics.
This helps us to ensure that the product is correct, authentic, and of the highest
quality.
As a frontrunner in the development of industry standards for digital imaging and
inspection, Smith has both experience and expertise to help customers navigate the
current challenges. Additionally, we’re accredited through numerous third-party
certifications, and we confirm our procedures with our documented third-party
auditing and certification processes. All of the systems and checks we have in place
give customers peace of mind while addressing their supply needs.
Looking beyond the current shortage, Smith assists customers with inventory
management in the case of surplus supply. The longer parts sit untouched on
warehouse shelves, the greater the potential for loss as they grow obsolete and lose

resale value. Smith’s excess inventory services can recover value by turning surplus
electronic components into a revenue stream.
Shortages are an inherent part of the semiconductor supply chain. Arming customers
with knowledge, resources, and support, we help companies strengthen their ability
to navigate the market’s cyclical nature successfully.
Todd Burke is President, Americas, at Smith. He supports Smith’s five Americas-based
trading offices in developing their focus on growing relationships and supply-chain
strategies with Smith’s key accounts in the region, while working closely with his
EMEA and APAC counterparts.
Prior to his role of President, Americas, Todd served as Smith’s Vice President of
Business Development and was instrumental in engaging executives and growing
business with Smith’s strategic accounts. He has held a variety of sales and
management roles during his 23-year career with Smith. Todd received his Bachelor
of Science in industrial distribution from Texas A&M and his MBA in marketing from
Christian Brothers University.
Read more articles in TechXchange: Chip Shortages and Counterfeit
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