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Quantum Automation
www.quantumautomation.com
Headquarters Anaheim, Calif.
Employees 12

Products Automation parts
distributor

Brian Gallogly, president
“Rather than just being order
takers, we’re order makers.”
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President Brian Gallogly (left) says

Quantum Automation forms strong rela-

tionships with customers.
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‘ORDER MAKERS’

Quantum Automation serves customers in the control and automation
niche with an encyclopedic knowledge of product lines.

by Chris Petersen

uantum Automation does

more than distribute parts for

automation systems, accord-

ing to President Brian

Gallogly - it distributes the

knowledge and expertise cus-

tomers need to put those com-

ponents to their best use.

Gallogly started Quantum Automation in

1991 and received purchase orders from

some large clients within two months

thanks to the knowledge he brought as a for-

mer member of the General Electric and
Texas Instruments organizations.

That business model is still in place

throughout the entire organization today, as

Gallogly stresses the technical expertise his
employees provide in support of the diverse
product lines Quantum Automation offers.
“Most of the people who work at Quantum
Automation are either mechanical, electrical,
or instrumentation engineers,” he says. The
company fills an important niche in the elec-
trical industry with enormous growth poten-
tial and is already being seen as a role model
by other distributors, he adds.

Based in Anaheim, Calif, Quantum
Automation serves as an industrial control
solutions provider for 11 western states. The
products it carries range from AC motors
and relays to software and operator inter-
faces. Gallogly founded the company



with $50,000, and originally focused on
providing distribution of control and

automation products in Southern
California. He says the knowledge of
product lines he developed during his
time with GE and Texas Instruments
proved to be crucial in the company’s
early success.

Quantum Automation differs from other
companies serving the same markets
because of its narrow focus, Gallogly says.
Standard electrical wholesalers typically
represent one many lines and sell all elec-
trical parts including wire and conduit.
“What we do differently is we focus on the
control and automation aspect,” he says.

SALES KNOWLEDGE

This focus is what allows Quantum
Automation to provide more than just com-
ponents to its customers. Because it con-
centrates specifically on controls and
automation, the company’s employees can
specialize their knowledge and get into
more detail with customers about the prod-
ucts. This means that Quantum
Automation’s salespeople not only help cus-
tomers find the parts they need, but they

can also help them increase productivity by
optimizing those parts to their specific
operations. “It’s the fact that we have the
ability to train customers on the software as
well as help them engineer the products
into their control systems,” Gallogly says.
“Rather than just being order takers, we're
order makers.

“There are some other distributors like us
around the country, but a lot of the other
ones tend to rely on the manufacturers for
support, whereas we do a lot of support our-
selves,” he adds.

The company motivates its salespeople
to focus on more than just the sale, and to
concentrate on forming strong relation-
ships with customers. “I've tried to create a
bunch of rainmakers in our regional sales
managers, and they all work on straight
commission, so they tend to be more moti-
vated to help the customers to generate
new business,” Gallogly says.

DIRECT PARTNERSHIPS

Quantum Automation is even starting to
bring its expertise and knowledge into
partnerships with other distributors. For
example, the company has been working

Gallogly says the knowledge of prod-
uct lines he developed during his
time with GE and Texas Instruments
proved to be crucial in Quantum
Automation’s early success.

with Automation Direct, a master distribu-
tor of control equipment based in Georgia
for 15 years.

According to Gallogly, Automation
Direct didn’t have much experience work-
ing face-to-face with customers. Joan Welty,
marketing manager for Automation Direct,
says the company used to rely exclusively
on mass advertising and catalogs for its
nationwide sales regardless of the cus-
tomers. Automation Direct has sold
through a limited number of value added
resellers, including Quantum Automation,
since its inception.

Welty says the company wanted to
change its approach and spend more time
working face-to-face with larger clients, but
did not have the experience. “Having a
value-added reseller in various parts of the
country made sense to us,” she says. “They
would go after the types of customers we
couldn’t reach.”

Without the intervention of Quantum
Automation, Welty says, Automation Direct
would be without a number of major
clients. “We would probably not have as
many large customers in the western
region,” she says. “Those are customers that
would just be very difficult for us to reach.
We ourselves have a very wide customer
base. We have literally thousands of small-
er customers.”

The difference, however, is that smaller
customers tend to buy smaller orders. “A lot
of the customers Quantum Automation
brings to the table are customers that we
can count on to create constant revenue
streams,” Welty says.

In that way, Quantum Automation serves
as a sales force in the field for Automation
Direct, providing a direct conduit between
Automation Direct and larger customers,

WWW.usbusiness-review.com

F
(=
T
7z
—
.
n
>
—
o
Iz
=
1
;
-
o
T
>
—

Krenuel/1aqwaosp




F
(=
T
N
—
¥
N
>
—
o
wn
=
1
:
-
o
T
>
—

A1enuel/10qwaosp

Quantum Automation

ADVERTISEMENT

processed and shipped to so many differ-
ent accounts, Automation Direct has to
operate as lean as possible, or else the
company could drown in costs.

For example, Automation Direct has inte-
grated an electronic order-processing sys-
tem with its automated warehouse. With
this system, the company can take an order
as late as 6 p.m. EST and sitill ship it the next
day. Welty says the company also is geared
to provide as much support as it can to cus-
tomers from a distance.

“We have great personal customer service
on the phone,” she says. The company
points to a recent customer survey that
found more than 93 percent of its customers
rated its phone sales team above average.

The company also says its 1,900-page
catalog keeps overhead low by not having

YAUTOMATIONDIRECT?

the #1 value in automation

such as semiconductor and food manufacturers. “It’s very ben-
eficial in the aspect that we don't do any specific marketing to
much larger customers, and when I say larger I mean national
accounts,” Welty says. “They have people who are in the field
who do those types of things, whereas we don’t do that type of
thing at all.”

Welty says the partnership between Quantum Automation
and Automation Direct has other benefits, as well. “For example,
when we launch a new product, we try to get marketing infor-
mation, whether printed or Web-based, to them so they can get
them out to their people,” she says. “For us with mass advertis-
ing, it might be months before someone notices that we have a
new product, whereas they can get the product into their hands
quickly”

Gallogly says this partnering approach has taken root at
Quantum Automation and is finding new outlets. “We took
that knowledge of being able to do it without a lot of hand-
holding from Automation Direct to another company that
also didn’t have a lot of support from the manufacturer, and
we were able to parlay our technical abilities to be successtful
with that product line, as well,” he says.

PLANNING AHEAD

“The biggest challenge right now is the macroeconomic world
having their troubles, which trickles down to our customers
having problems getting financing from the banks to build
new machines and processes,” Gallogly says. Although the com-
pany has not seen the effect of this yet, it expects customers to
begin slowing down their orders soon as the capital for new
equipment begins to run out.

“As a result, I've had to make sure that our credit line is solid
and we have minimal balance on our credit line,” Gallogly says.

Quantum Automation is also concentrating on bringing in
new OEMs and new product lines under its umbrella, as well
as finding new applications for its existing product lines.

The price of components has also gone down significantly
since the company first started, with a typical programmable
controller dropping from $2,500 to $200, Gallogly says. That
means we need to sell higher volumes at sometimes less profit
margin, plus more processing as a result.

Still, Gallogly notes there are still plenty of growth opportu-
nities for Quantum Automation. “We're looking at continuing
to take on more and newer product lines and/or our existing
vendors as they bring on new product lines, support those new
product lines and explore some other avenues of business,
meaning different markets that we have not been focusing on,”
he says. wsis

AUTOMATIONDIRECT While primarily a direct business, AutomationDirect also main-
tains relationships with a limited number of key regional distributors. For nearly 15
years, Quantum Automation has been instrumental in serving West Coast cus-
tomers with their control systems expertise and local availability of the full range of
AutomationDirect products. Quantum’s business strategies support and comple-
ment those of AutomationDirect, whose main focus is mass marketing to a diverse
base of small- to medium-size customers. Quantum can provide personalized face-
to-face service to larger clients whose applications require it. Quantum also supplies
expertise in servicing machinery OEMs by helping them increase productivity and
reducing costs.

Published by Schofield Media Ltd. Tel: 312.236.4090 Fax: 312.236.4266
On behalf of Quantum Automation © 2009 Schofield Media Ltd. All rights reserved.



Authorized Value Added Reseller

tomat' O n - Application experienced sales people since 1991

- West Coast inventory

Western Automation Solutions Provider - Local technical support
- Friendly Customer Service

Featured Product Line
VAU TO MATION Dl RECT: Quantum Automation was the first and is the largest Value Added Reseller

for AutomationDirect since 1994.

l e DirectLOGIC PLCs - Universal Field I/0O - Software - PC-Based Control Software - Operator Interfaces
= AC Drives - Motors - Step Motor Systems - Servo Systems - IEC Motor Controls - Sensors

Pilot Devices - Stacklights - Process Controllers - Loop Isolators - Signal Conditioners - Relays/Timers
Communication Devices - Wireless Radio Modems - Terminal Blocks - Wiring Duct - Power Supplies
Fuses - Circuit Protection - Enclosures

The Benefits of Purchasing from Quantum Automation
- Local technical support

- Training

- West Coast inventory

* 24 hr. Emergency support

- Same price as AutomationDirect.com

* Industrial Ethernet Switches

+ Rackmount Ethernet Switches AD\‘\NTECH

: Isndl.xsltg:I !Nin;less Ethermat + Industrial Panel PCs and Workstations,
Y LOvioo Sonvery Touch Panel PCs and Flat Panel Monitors

* Media Converters s
. - bi 0
+ "Video Networking Devices ADAM IO - remote and distributed DA&C, USB I/
+ Embedded Computing
face / X0
+ Safety Switches el P'n ce /

* Industrial Panel PCs and Workstations,
Touch Panel PCs and Flat Panel Monitors
+ Operator Interface Touch Panels

+ Secure Safety Gate Systems

+ Light Beam/Curtain/Grid Devices

- Safe Camera Systems

- Electronic Monitoring Relays

il - Safety Relays

* Programmable Safety Control Systems

InduSoft Web Studio
+ Supervisory Control and MMI Software

HITACHI
Aoy + AC Variable Frequency Drives (up to 500HP)
‘ oo * Models X200, L200, L300P, $J200, SJ300, SJ700

+ Power Supplies

.+ Relays / Smart Relays / Timers
+ Safety Devices

- Sensors

- DIN Rail Mounted Industrial UPS Devices
+ Off-line, Line-interactive, On-line UPS Systems

Corporate Headquarters: 4400 East La Palma Avenue <+ Anaheim, CA. 92807
PH: 714-854-0800 -+ FX:714-854-0803 -+ e-Mail: sales@quantumautomation.com
www.QuantumAutomation.com o —




