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Teaming Up with Multinational Automation Companies 

Often times large automation companies can be intimidating and frustrating to sell against because of 
their huge presence and seemingly endless resources.  It certainly is frustrating when you meet with a 
customer and learn about their products and applications only to hear “We use Rockwell” or “We use 
Siemens”.  There are usually one or two major reasons that you are getting this reply.  First, the Big Guys 
didn’t get where they are by making junk.  They make high quality, dependable products and that 
history gives customers a sense of comfort, especially in critical applications.  Secondly, the customer 
may have signed a partnership agreement, guaranteeing them a significant discount by agreeing to buy 
a specific amount from the partner company.   They do not want to risk breaking that agreement and 
being forced to pay list.   

So what do you do?  Where you can make significant inroads is to team up directly with these giants.  
Acromag is not direct competition since we do not have the depth of product line that they have.  What 
they do have are smaller sales offices that do applications engineering.  If you can find these application 
offices in your territories and introduce noncompeting products to supplement their offerings, you can 
win some significant orders.  What we have also found is that these offices typically appreciate the 
flexibility of our small company and lower pricing, preferable to the more rigid and expensive parent.  
You will see that if you establish a good relationship with them in time, some will even buy products that 
compete with the parent company’s products.  If Acromag products are less expensive or more readily 
available and they already have an established relationship with Acromag and your firm, you will be 
surprised to see them contacting you more frequently as the relationship grows!   

As an example, earlier this year we worked with a Siemens Technologies office in California that was 
bidding on a significant building automation project.  There were several other bidders, so their budget 
was tight.  They needed a low cost, high quality signal splitter and we were able to meet their needs 
with the SP236-0600.  We were only a very small portion of the program but we ended up with an order 
for 332 units and adding $61,420.00 to our side of the partnership!  Once they see how this works to 
their advantage, you will be able to expand the relationship even further. 


