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Editorial
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elcome to Current Magazine and the
first issue of 2020.

In this issue we experience the longevity of
the LED products. Whether lamps or fixtures,
we see 50K hours, 25K hours, etc. What is the
truth? What of this?
The new year, comes new resolutions. Some
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Industry NEWS

3 out of 4 lighting systems
will be led in 2020
Aismalibar

T

he lighting market recognizes the
efficiency of LED systems, which
are already present in sectors such as
automotive, urban and architectural lighting
or industrial environments.
LED technology has revolutionized the
lighting sector and has replaced more
conventional
light
sources
such
as
incandescent, halogen or discharge lamps.
The automotive and lighting industries have
opted to research and develop solutions that
have increased their performance and have
allowed LED to be a technology with the
capacity to adapt to all types of circumstances
and users.
According to the statistics of the Spanish
Association of Lighting Manufacturers
(ANFALUM), LED technology has grown
exponentially to cover more than 60% of the
share of the Spanish market. If the growth
rate is sustained, by 2020 three out of four
lighting systems will be LED.
However, the LED presents a problem: its
efficiency is very sensitive to the increase
in temperature. One of the best solutions
offered by the market has been created by
Aismalibar: laminated substrates that manage
high temperatures and, therefore, improve
the performance and lengthen the life of

LED, while cheaper production costs because
allow to avoid the installation of fans or heat
sinks. Aismalibar’s solutions put technology
at the service of people and the planet, since
they turn LED into an even more sustainable
source of light.
LED LIGHTS THE WORLD
The efficiency of LED technology has crossed
borders and has established itself in markets
such as:
Automotive. We are experiencing a revolution
in the automotive industry thanks to the
application of electronic systems. Aismalibar
products ensure excellent temperature
management of highly electrified models,
where the efficiency of all systems and
components is unquestionable.
LED technology offers creative freedom to
designers. Our laminates are specifically
designed to withstand the high intensity
of concentrated light in the limited area.
We guarantee the reliability of the system
through excellent thermal management.
Lighting. LED has become the most efficient
luminescent electric model. The efficiency of
the system depends on the ability to maintain
the light source with the lowest possible
temperature. With the help of Aismalibar’s
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What is teamwork?

10-Year Battery
10-Year Sensor Life
10-Year Warranty

Team work is the ability to work together toward a common
vision. The ability to direct individual accomplishment toward
organizational objectives. It is the fuel that allows commons
people to attain uncommon results.
Simply stated, it is less me and more we.

products, the excess temperature can be
managed and dissipated, thus guaranteeing
the quality of the light and the reliability of all
its LED products.
Currently, LED is the most demanded light
source in areas such as urban lighting,
architecture, stadiums and sports facilities,
industrial environments and even in interior
decoration.
Cobritherm is a highly thermally conductive
insulated metal substrate (IMS), composed
of a base coat of aluminum or copper with a
copper sheet applied on the opposite side. It
has an insulating layer of epoxy resin with a
high percentage of inorganic content, which
allows the material to achieve excellent
thermal conductivity. The material can be
produced in various variants, ranging from
very thin layers – up to only 35 microns – to
guarantee a excellent thermal impedance,
and reach up to 130 microns, which allows
to withstand high insulation between
conductive metal layers.
Cobritherm
Ultrathin
integrates
an
innovative ultra-thin dielectric layer, which
offers improved thermal performance and
an excellent working temperature. The
new COBRITHERM ULTRA THIN 4W Tg of

180ºC and a MOT of 150ºC offers a thermal
conductivity leader in the industry, strong
values of MOT, High Tg and Low CTE, which
are the key elements for the performance of
the MPCB that operate at high temperatures.
Fastherm is a new technology developed
to achieve a faster thermal transition from
the LED thermal pad into the heat sink.
AISMALIBAR has created a special laminate
with a bimetal heat sink made with a thin
layer of copper cladded onto an aluminum
base. By using FASTHERM technology, LEDs
operate at 30 to 50ºC lower in temperature
due to the direct thermal transition from the
thermal pad to the heat sink. FASTHERM
technology provides a very accurate and
precise depth control to open the thermal
pad footprint.
Flextherm is a high-tech metal substrate
thermally insulated for use in the production
of shaped metal printed circuit boards that
can be bent without damaging the initial
dielectric strength between the conductive
layers. Its low thermal impedance allows
the dissipation of temperature of the heat
generating components of a PCB in the
FLEXTHERM metal core at an extraordinarily
high speed.

brkelectronics.com
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America's light
bulb revolution
nadja popovich

S

olar panels and wind turbines get a lot
of attention, but a more inconspicuous
instrument is helping to reshape America’s
energy economy right now: The humble
light bulb.
Over
the
past
decade,
traditional
incandescent bulbs, those distinctive glass
orbs with glowing wire centers, have been
rapidly replaced by more energy-efficient
lighting. The shift has driven down electricity
demand in American homes, saving
consumers money and cutting greenhouse
gas emissions.
The energy savings are expected to grow as
highly efficient and increasingly inexpensive
LED bulbs continue to replace older lights.
But energy efficiency advocates worry that
the Trump administration could slow the
pace of this lighting revolution.
Last month, the Department of Energy said
it would withdraw an Obama-era regulation
that nearly doubled the number of light bulbs
subject to energy-efficiency requirements.
(The chart above shows changes for basic,
pear-shaped bulbs that are regulated by
current rules. Other bulb styles, including
globe, candelabra and reflector bulbs, as well
as outdoor lighting, are not included.)
Industry groups are also pushing back on
new lighting efficiency requirements slated
to go into effect next year.
After climbing for decades, electricity use by
American households has declined over the
past eight years.

SUPPORT CHILDREN’S
EDUCATION IN INDIA
When you use United Sales Agency
products, you help support the
children of the Asapalli School and
Orphanage in India.

“That’s a staggering change,” said Lucas Davis,
an energy economist at the Haas School of
Business, part of the University of California,
Berkeley.
The economic recession in the late 2000s
contributed to an initial dip in electricity
demand, but as the economy improved,
lighting
and
other
energy-efficiency
improvements continued to drive down
household electricity use.
Congress established the first national light
bulb efficiency standards in 2007, which
were signed into law by President George W.
Bush. Starting in 2012, the law required new
light bulbs to use 28 percent less power than
existing incandescent lights — essentially
ending the sale of the older, inefficient bulbs.
A new generation of halogen bulbs initially
replaced traditional incandescents, but, more
recently, sales of highly efficient LEDs have
grown as their prices have fallen.
The switch to more efficient lighting has been
relatively rapid, Dr. Davis said, because of the
short lifespan of traditional light bulbs. While
consumers may replace an old refrigerator
or dishwasher with an energy-saving model
once a decade, incandescent bulbs last only
about a year before they need replacing.
And that replacement yields huge relative
savings.
“When you take out incandescent light bulbs
and replace them with LEDs, the amount of

www.bramanfoundation.org

electricity you consume goes down more
than 80 percent,” Dr. Davis said. “There’s
nothing else like that.”
The Future of Lighting Efficiency
A second phase of the 2007 lighting efficiency
rules is scheduled to go into effect next year,
prohibiting the sale of lightbulbs that put
out less than 45 lumens per watt. Currently,
only compact fluorescent and LED bulbs can
meet that requirement. That means all basic
incandescent bulbs, including the recent
generation of halogens, would be eliminated
from store shelves on Jan. 1.
Industry groups have contested that standard,
along with an Obama-era ruling that
expanded which light bulbs it would apply to.
The Department of Energy said last month
that it had erred when it determined in 2017
that certain decorative and non-basic bulb
styles would be subject to the 2020 standards.
Clark Silcox, a lawyer for the National

Electrical Manufacturers Association, a
trade group that represents major lighting
manufacturers like General Electric and
Signify (formerly Philips Lighting), said that
consumers were already switching to highly
efficient LED bulbs on their own, pointing
to industry data that shows LEDs outsold all
other types of bulbs for the first time in 2017.
“The question now is: Does the Department
of Energy accelerate that by putting on a ban,”
Mr. Silcox said, even if it would “disrupt retail
terribly.”
But Noah Horowitz, a senior scientist at the
Natural Resources Defense Council, said
“there’s no reason to move backward,” adding
that the lighting industry has had years to
prepare for the next phase of efficiency rules.
“The LEDs are already on the shelf,” he said.
“They work great, they last longer and they
use one-sixth of the power.”

United Sales Agency

6780 Northern Blvd, Suite 104
East Syracuse, NY 13057

Bob Ferens

(315) 432-8090
bferens@unitedsalesagencyllc.com

YOUR COMPLETE LIGHTING SOLUTION FOR
RESIDENTIAL AND MULTI-FAMILY SETTINGS

LFM-MS SERIES

Enhance the look of your home with Ostwin’s
modern design. With a simple white acrylic
design that ﬁts well with many decorative
applications, you will enhance the look of
your space while using 75% less electricity!

*Check with particiating distributors.

Our LED Flush Mount Fabric Drum ﬁxture
prodives a stylish design, great performance
and excellent value. Featuring fabric and
white acrylic lens bottom gracefully diffuses
the light into a downward wash. Perfect for
residential and hospitality settings.

LDS02 SERIES

LSPR SERIES

LMP-JBR-CC SERIES

This ultra
u
slim LED round Surface Panel has
a contemporary & elegant design. The fully
encased ﬁxture helps protect against dust,
moisture and insects. The Surface Panel
provides smooth and even lighting without
hot spots or unpleasant glare.

$2,500

A $200 VISA
GIFT CARD!

LFM-FD SERIES

LDS01 SERIES

Our LED Disk Light with beautiful
b
lines and
impressive light output are a perfect solution
for your overhead ceiling lighting needs. Easily
Installs into the Junction Box. Our ﬁxture is designed to be hardwired. Simply attach to the
outlet box. A mounting hardware is included
for quick and easy installation.

PURCHASE

OF OSTWIN PRODUCTS DURING
1ST QUARTER 2020 TO RECIEVE:

Our LED Disk Light with beautiful
b
lines and
impressive light output are a perfect solution
for your overhead ceiling lighting needs. Easily
Installs into the Junction Box. Our ﬁxture is designed to be hardwired. Simply attach to the
outlet box. A mounting hardware is included
for quick and easy installation.

Designed to go where traditional ﬁxtures
can’t. The Ostwin LED Round Recessed Mini
Panel with a color adjustable switch can
easily change the color temperature to
your immediate preference!

unitedsalesagencyllc.com
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FAQ LED LIFE EXPECTANCY
led benchmark

A

ccording to the claims from various
manufacturers LED lighting has a life
expectancy of 20,000 to 50,000 hours. At 8
hours per day this would be approximately
17 years. This is roughly 30 times longer
than incandescent bulbs and 5 times longer
than compact fluorescents. This estimate
from the manufacturers is in fact more of a
guess-estimate based on accelerated wear
testing, which isn't a precise science and
is only conducted at the component level;
rather than at the system/luminaire level. In
some cases we suspect claims of 50,000 are
just wishful thinking (especially from the
cheaper vendors), but as these high powered
LED lights haven't been in the market for 20
years as yet, it is hard to disprove or prove
any claims. There are several factors that can
shorten (often dramatically) the life of a LED
globe.
Heat. LED lights normally have metal
heatsinks to draw the heat away from the LED
chip itself. If the heat sink is not adequate in
size, poorly connected or of a poor design
the LED can overheat and fail very rapidly.
The same applies to degradation of the driver
electronics.
Poor Electronics. Incandescent lights are
simple, they are basically just a thin metal
filament. LEDs are more complex. Capacitors
and other components are normally required
as part of the power supply regulation and
conversion of AC current into the low voltage
DC current required by the LED. While the
LED itself might have a life span of more
than 10 years, other components might
not. Electrolytic capacitors in the ballast of
LED luminaires are a known limiting factor

of a luminaires lifetime due to their low
tolerance for elevated temperatures. These
components can be internal or external to the
LED depending on the light.
Fitting type. LED retrofit designs with
bayonet, edison, gu10 and mr16 fittings are
all designed for AC supplies. This requires a
greater amount of electronics housed within
a compact, heat-sensitive product. The
volume constraints of these designs can limit
optimal component selection and thermal
management and render it unserviceable in
the event of failure. LED kits with external
drivers have the advantage of generally better
thermal management and isolating the
most likely source of electronic failure to the
driver unit, rendering servicing simpler and
cheaper.
Environmental factors. Higher than expected
ambient temperatures in a roof space, lack
of airflow around the heat sink or poorly
regulated mains power supply can be
detrimental to the life of a LED. Too much
heat is probably the #1 killer of LED lights.
There are also two additional factors that
might lead you to wanting to replace your
globes before they actually fail.
Decreasing output. A further issue is that
the light output of a LED light can decrease
slightly over time. Sometimes this is quoted
as a L70 or L50 figure, meaning that the light
will keep 70% (or 50%) of it's original output
during it's quoted lifetime. (Decreased output
can happen with other forms of lighting as
well, so it isn't a problem unique to LEDs).
There also could be other issues like the

tick...tick...tick
Suppose you had a bank that credited your account each morning
with $1440 — on one condition: whatever portion you failed to use
during the day would be erased from your account. No balance could
be carried over!
What would you do? You'd draw out every cent, every day, and use it to
your best advantage.
Well, you do have just such a bank. Its name is TIME. Every morning
it credits you with 1440 minutes. And whatever portion of that you've
failed to invest to good purpose by the end of the day is written off as
lost forever. Nor is there any drawing against tomorrow.

plastic lens cover becoming cloudy over time
decreasing light output.

lights. This is without considering how much
hotter the roof space might be for downlights.

Better technology. 10 years from now, you
can be sure that LED efficiency and light
quality would have improved beyond what is
possible today. So you may find that 10 years
down the road you'll want to replace your
existing globes even if they haven't failed.

The 20,000 - 50,000 hour lifespan quoted in
manufacturer specifications is based only
on projected lumen depreciation of the LED
chip and does not factor in the other possible
modes of failure, which could occur earlier.
These figures therefore give no indication of
a product's overall reliability, which is still best
gauged from the manufacturer's warranty
period.

Note that the typical claimed maximum LED
operating temperature, of around 45°C, is
below record temperatures for all Australian
states (except Tasmania). Therefore it is
possible for the ambient temperature to
exceed the operating temperatures of these

ENTHUSIASM

Eaton’s Wiring Devices
Priority One Distributor Program

Sign on promotion
It all starts with your commitment
to building the winning plan.
The priority one program helps us build
plans together and then follow them
through to the finish line.
Distributors with 2019 purchases of
$300K or more automatically qualify
for P1 Classic program. All distributors
are required to complete this form to
receive 90 days dating for a Q1 order.

Priority one partners receive...

90 Days Dating

*

*Applies to initial stocking order only. Order must be placed by 3/31/2020. Make sure your orders include
the cover sheet and are marked with promo code “PROMO-P1-20” to receive 90 Days Dating benefits.

Classic

Choice

Benefits

Benefits

• No minimum order (normally $100)
• Prepaid freight on orders over $99 (Std. $1,500)
• “EZ” returns with one for one stock rotations and no
restocking fee**

• Minimum order $50 (normally $100)
• Prepaid freight on orders over $299 (Std. $1,500)
• “EZ” returns with one for one stock rotations and no
restocking fee**

Requirements

Requirements

1. Active stocking and promotion of at least 75% of your
business in at least 4 product families which include:
commercial, industrial, residential, lighting controls/
dimming and GFCI
2. $7,500 stocking order and $50,000 minimum annual sales
3. Commit to stock new product, promotional support,
project partnership, joint sales calls and bi-annual
training programs
4. No more than one other wiring device competitor
5. Complete commitment form

1. Active stocking and promotion of at least 75% of your
business in at least 4 product families which include:
commercial, industrial, residential, lighting controls/
dimming and GFCI
2. $3,250 stocking order and $25,000 minimum annual sales
3. Commit to stock new product, promotional support,
project partnership, joint sales calls and bi-annual
training programs
4. No more than one other wiring device competitor
5. Complete commitment form

**Product must be current, in saleable condition and in original packaging. Excludes Made-to-Order products.

Renewals
All 2019 participant terms and conditions expire April 1, 2020. Please make sure you renew prior to this date to ensure
there is no disruption in benefits.

Look for additional promos throughout the year.

You can do anything if

Enthusiasts are fighters,

you have Enthusiasm.

they have fortitude,
they have staying

Enthusiasm is the yeast

qualities. Enthusiasm

that makes your hopes

is at the bottom of all

rise to the stars.

progress. With it, there
is a accomplishment.

Enthusiasm is the

Without it, there are

spark in your eye, the

only alibis.

swing in your gait, the
grip of your hand, the
irresistible surge of your
will, and your energy to
execute your ideas.
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UNDERSTANDING LED LIFESPAN:
HOW LONG DO LED LAMPS AND
FIXTURES ACTUALLY LAST?
JULES TOMPKINS

E

arlier this year, the Department of Energy
published a report on LED failure that,
among other things, found the lifetime
claims for more than half of LED products to
be inaccurate, or miscalculated.
Why is there so much bad information out
there? Are manufacturers just fudging their
claims, or are there other pieces to the puzzle?
Well, though we frequently stress the
importance of vetting manufacturers, and
manufacturer reps, a lot of this bad information
just comes down to the industry adjusting to
a new, still emerging and evolving lighting
technology. That said, we're not here to make
excuses for misleading or inaccurate lifetime
claims. We're here to make the technicalities
behind these inaccuracies understandable,
so that you can effectively avoid the risk of
getting left high-and-dry with early failures
or poor light quality from LEDs.
What's the difference between LED life ratings
and those of traditional light sources?
LED life ratings have to be measured
differently than legacy lighting sources,
because the technology is just so much
different than anything we've ever seen.
A big takeaway from the DOE's LED failure
report is this: look at lumen maintenance
and L70, not just average rated life, when
purchasing LEDs.
Say what?

We're here to make lighting easier, as we like
to say. Not to beat you over the head with
lighting terminology. But these distinctions
are important, so let's take a second to define
what, exactly, all of this means.
What is average rated life?
As defined in our downloadable lighting
glossary, average rated life is:
"An average rating, in hours, indicating
when 50 percent of a large group of lamps
has failed (operated at nominal lamp voltage
and current). Manufacturers use three hours
per start for fluorescent lamps and 10 hours
per start for HID lamps when performing
lamp life testing procedures. Every lamp type
has a unique mortality curve that depicts its
average rated life."
This is the de facto metric for measuring the
life expectancy of traditional light sources.
LEDs, however, follow a different method
for measuring life expectancy called lumen
maintenance.
What is lumen maintenance?
Lumen maintenance is an approach of
measuring the light output (lumens) of a
brand new light source and comparing that
with its light output after a certain period of
time. L70 and L50 are examples of lumen
maintenance – benchmarks for when 70 or
50 percent of a lamp or fixture's total light
output remains.

What is L70?
In 2011, LEDs Magazine published a thorough
article on L70 and lumen maintenance. In it,
they explain:
"Rated lumen-maintenance life is measured
in hours with associated percentage of light
output, noted as Lp. In other words, L70 of
30,000 hours means that the tested LEDs
produce 70% of the initial light output at
30,000 hours. If an LED has L50 of 30,000
hours, its lumen output decays faster than
one with L70 of 30,000 hours."
We've written about a lot of this stuff
before, specifically in this article about LED
warranties. What makes the recent DOE report
interesting, and worth writing about and rehashing some of this, is the pointedness of its
determination that the way we think about
LED lifespan ought to be totally different than
the way we've traditionally thought about the
lifespans (read: life ratings) of conventional
lighting products.
For decades, we've been replacing light bulbs
after they burn out. One day, we walk in a
room and flick a switch, and there's either a
flash, or the light simply won't turn on. But
LEDs can exist on a kind of life support for
quite some time after their point of optimal
usefulness, so we have to look for a different
sign to know when to replace them.
There's potentially extreme difference
between the light output of a brand new
LED lamp and that of a 40,000-hour-old
one. Additionally, LEDs still run the risk of
failing completely – known as catastrophic
failure – because of their complex anatomy
and dependency on a variety of electronic
components. This makes buying lighting
more complex than it used to be. (But don't
worry – we're here to simplify it.)
Here's how an excerpt from the DOE's report
explains the conundrum of dealing with
LEDs that gradually lose light output:
"The end of life for all lighting technologies
is signaled by the loss of light, but this may

be less evident for LED luminaires, where the
light output may continuously fade or the
color may slowly shift to the point where low
light output or an unacceptably large color
change constitutes practical failure."
Are you also concerned about your LEDs
failing spontaneously, prematurely, or
catastrophically? There are options for
extending the warranty on your lighting.
Buying LEDs? How long can you expect them
to last?
Let's rephrase that question. How long can
you expect LEDs to last, and effectively
function? That's a better way to be looking at
this, and the way the DOE is steering people
to look at it.
We used this example in another article to
best explain the difference between looking
at average rated life, and looking at L70:
If you purchase an LED PAR lamp that carries
a three-year warranty and an L70 rating of
25,000 hours and you operate the lighting
18 hours per day, 365 days per year, just how
long should you expect it to last?
Running your lighting on that kind of
schedule gives you an annual burn time of
6,570 hours, so you should reach the L70
threshold about three-quarters of the way
through your fourth year of operating the
lighting, or about 45 months after installing
those PAR lamps. This means that the threeyear warranty would expire just a few months
before the L70 mark is reached.
After you've hit the product's L70 mark,
application comes into play. It's probably
not a big deal for your lighting to be slightly
dimmer, or slightly shift in color, if it's in a
warehouse. But if you run an art museum or
chain of retail stores, a noticeable loss in light
output or the slightest shift in color is more
than a little problematic.
In the latter scenario, be sure to budget for
new lighting around the time your existing
product is scheduled to hit its L70 mark.
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Ten Principles of Selling

01
02
03

Your increase in
income will become
effective when you do.

Whenever the going
seems easy, be sure
that you aren't going
downhill.
Never tell the price
before explaining the
value.

06

You are paid for using
your brains, not merely
for having them.

07

You are paid for using
your brains, not merely
for having them.

led longevity
John paul quinn

T

he biggest selling point of the lightemitting diode (LED) lamp is its already
legendary longevity, which far surpasses the
life expectancy of incandescent, halogen
or fluorescent light sources. But it raises an
interesting question for members of the
electrical supply chain: What are the cash flow
implications for manufacturers, distributors
and installers of a product that they may not
have to replace for a very long time?

it is to shorter life and breakage. A very thick
filament would last a very long time but
produce very little light. That’s why none of
the three or four major global players made a
light bulb that would last 10 years. All of them
settled on a 15–18 lumens per watt lamp with
a life of 1,000 hours for optimal light output
and efficiency. It was simply a question of
physics.”
The bulb that doesn’t quit

08

04

Don't stop looking for
work when you have
found a job.

09

05

If a person doesn't buy
from you, be sure that
you have asked him or
her to buy.

10

If your prospect quits
listening, you should
quit talking.

You must not continue
time; instead, make
time count.

The door of
opportunity will not
open unless you do
some pushing.

Throughout the 20th century, there was a
cynical, albeit misinformed, belief in the
general public that lamp manufacturers
always had the technological capability
to provide a product that would last for
a lot longer than the lamps available on
retailers’ shelves. Thomas Edison’s light bulb
represented two iconic ideas, one bright, one
dark—the cartoon image of the bulb going
on over someone’s head indicating a bright
idea and that same light bulb as a symbol
of planned obsolescence that would keep
generating considerable after-sales-bucks ad
infinitum for the manufacturer/distributor/
contractor supply chain.
First of all, it might be a bright idea to dispense
with the planned obsolescence argument
before getting into the LED issue.
“There is a direct inverse relationship between
product life and light output in incandescent
and halogen technology,” said Steve Briggs,
vice president of marketing and global
product management, GE Lighting Solutions,
Cleveland. “The thinner the filament, the
more efficient it is, but the more susceptible

So now we have the LED that lasts for
years, not hours, and has a much different
maintenance, repair and overhaul (MRO)
profile than incandescents, halogens or
fluorescents.
“The supply chain is experiencing a revolution
from the light bulb to the LED system,” said
James Hibberd, vice president of global sales
and business development at the Gexpro
division of Rexel, Shelton, Conn. “This is no
longer a price-product-buy scenario where
all you needed was inventory, a delivery
truck and a good price. What we’re seeing is
a shift from single-product replacement sales
to long-term systems sales. There are more
technical issues involved that the electrical
contractor has to clarify with his end-user
customer.”
But where does this leave the electrical
contractor who has historically depended
on follow-up lamp replacement for ongoing
service and maintenance income?
“The growing use of LEDs will certainly lessen
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Rexel’s Hibberd said. “But since ’08, this has
shifted dramatically to retrofit and renovation,
whether it’s in the residential, commercial or
industrial markets.

socket turnover, just as CFLs have been
doing for the last 10 years,” said Peter Soares,
director of consumer channel marketing at
Philips Lighting Co., Somerset, N.J. “This is
something the supply chain will need to work
on and adjust for—a matter of fewer lamps
sold at higher price points. So this becomes
a much different business model. Rather
than a consumable that is repeatedly bought,
used up and repurchased like paper towels,
lighting will migrate toward becoming a
durable goods purchase like electronics.”

stocking up on them because they will be
getting calls for them in the not-too-distant
future.
“Another area that both distributor and
contractor should be focusing on is the
control end of the product, which is not well
understood by many in the supply chain and
can be a lucrative market to be in if you take the
time to educate yourself in its technicalities
and potential. This would include dimmers,
lighting control panels and sensors.

“Many larger electrical contractors have
already responded to this shift by redesigning
their strategies and mobilizing an energyefficiency task force that is targeting retrofit
and renovation work—a significant part of
which involves installation of LED systems.

No matter whether the LED lamp is
theoretically viewed as a consumable
or a durable, what does this mean to the
bottom line of the electrical contractor?
One independent electrical distributor
broke down the numbers this way: “An
incandescent lamp costs 40 cents compared
to a $40 LED lamp, so the basic dollar value
is significantly different. If it’s a 10 percent
profit margin, you’ll be making $4 compared
to 4 cents, so you have to look at the situation
in terms of the life of both products. Even if,
over the long haul, the end-user doesn’t have
to buy a replacement LED for 20 years, it’s all
relative. You make $40 right now rather than
piecemeal replacements over a number of
years.”

“What we have to do is get away from the
old socket replacement mentality, if we
want to stay in the game, because this LED
technology is changing faster than any other
light source in history,” Broxmeyer said.

“And electrical distributors should be doing
all they can to help electrical contractors of
all sizes to move into this retrofit-renovation
space. The distributor can put the LED
package together and train the contractor’s
people on the technological aspects of the
system.

Selling systems, not units
The consensus among industry observers
is that contractors have to start thinking in
terms of an integrated lighting system, not a
screw-in light bulb, in order to compensate
for lost lamp-replenishment income.
“While the life of the light-emitting diode
itself is significantly longer than traditional
light sources, the driver—or transformer/
ballast equivalent—is still 20,000 hours on
current averages,” said John Broxmeyer, New
York regional manager for Cooper Electric
Supply division of Sonepar. “I believe this
is a largely unaddressed issue that is not
being adequately explained to the end-user.
Maintenance contractors and the distributors
who service them should be aware of the
inevitable market for these drivers and

And that relentless ongoing change is
the essential characteristic of this market.
Manufacturers were the first in the supply
chain to have to address this attitudinal
change by restructuring their organizations.
“LEDs have altered the landscape of the
lighting industry, and unit sales are going
away,” said Briggs at GE. “The traditional light
bulb companies have to create more value in
what we provide to the supply chain to replace
units sold. We now make all of our own LED
luminaires, have assembled applications
engineering and project management teams,
and vertically integrated to provide systems
rather than replacing units.
“Manufacturers have to ramp up the valueadded side of their business to support
distributors and contractors and transform
the platform from traditional lighting
products to LED systems,” Briggs said.
On-site LED applications
Technology sometimes has a way of getting
ahead of day-to-day reality, so how does this
LED lighting revolution fit into the business
planning of the electrical contractor?
“Historically, the majority of the electrical
contractor’s work was in new construction,”

“Working together, the distributor and
contractor can offer the end-user 50 percent
energy savings by installing an LED fixture
with a lighting control and dimming system.
This moves the discussion from light bulb
price to a comprehensive systems sell based
on demonstrable energy efficiency,” he said.
The LED sell isn’t that complicated and not
very different from the way contractors
have presented lighting packages to their
customers in the past. The key selling point
here is that the contractor is offering a system
that combines not only greatly enhanced
longevity but also considerable energy
savings over that extended lifetime of the
lighting system.
“One way to approach this is with the
significant energy savings that LEDs offer,”
said Soares at Philips. “A consumer can
put more light points in the home without
increasing the overall energy consumption.
So ‘layers of light’ can be installed in a room.
This could include general ambient light
in a given space, task lighting for specific
activities, or decorative points of light for décor
purposes. These three lighting applications
wouldn’t necessarily be operating at the same
time, so there wouldn’t be a waste of energy

or increased operating costs. It simply makes
the room much more versatile and enjoyable
to use,” Soares said.
In the final analysis, the traditional bulb
replacement light may be going out while a
new array of lighting system opportunities
are about to be switched on. But don’t count
out LED system replacements either.
“The replenishment issue isn’t as dim
as it might seem,” said Hibberd at Rexel.
“We recently worked with six electrical
contractors on a $15 million contract to install
LED lighting for a major international fastfood chain. Once it was done, we expected
our MRO business with this customer to
plummet to zero given the life expectancy of
LEDs. Interestingly, the customer told us that
they had done some independent research
and learned that LED technology is changing
so rapidly that, within two to three years, they
would probably have to change out their
LED lamps to achieve even greater energy
savings.”
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nexans
L

NY's greatest kept secret in
the wire and cable industry

ocated in Chester, NY, Nexans is a
global leader in advanced cabling and
connectivity solutions, Nexans brings
energy to life through an extensive range
of best-in-class products and innovative
services. For over 120 years, innovation
has been the company’s hallmark, enabling
Nexans to drive a safer, smarter and more
efficient future together with its customers.

In a rapidly transforming world that is
increasingly reliant on connectivity, Nexans
is well-placed to capitalize on developing
opportunities. Several interlinked mega
trends such as energy transition, digital
revolution and global mobility all hold vast
potential. Anticipating customer needs, we
are preparing today to meet future customer
challenges in four key sectors.

Contact
Steve Henry | Commodities
Email: shenry@unitedsalesagencyllc.com
Phone: (315) 432-8090
Fax: (315) 432-8094
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RESOLUTIONS TO LIVE
BY ALL YEAR LONG
ABIGAIL VANBUREN

T

hese New Year's resolutions are based
on the original credo of Alcoholic
Anonymous. I have taken the liberty of using
that theme with some variations of my own:
Just for today I will try to live through this
day only, and not set far-reaching goals to
try to overcome all my problems at once. I
know I can do something for 12 hours that
would appall me if I felt that I had to keep it
up for a lifetime.
Just for today I will try to be happy. Abraham
Lincoln said, "Most folks are about as happy
as they make up their minds to be." He
was right. I will not dwell on thoughts that
depress me. I will chase them out of my mind
and replace them with happy thoughts.
Just for today I will adjust myself to what is.
I will face reality. I will try to change those
things that I can change and accept those
things I cannot change.
Just for today I will try to improve my mind.
I will not be a mental loafer. I will force
myself to read something that requires
effort, thought, and concentration.
Just for today I will do a good deed for
somebody — without letting him know it. (If
he or she finds out I did it, it won't count.)
Just for today I will do something positive
to improve my health. If I'm a smoker,
I'll make an honest effort to cut down. If
I'm overweight, I'll eat nothing I know is
fattening. And I will force myself to exercise

— even if it's only walking around the block,
or using the stairs instead of the elevator.
Just for today I will be totally honest. If
someone asks me something I don't know,
I will not try to bluff; I'll simply say, "I don't
know."
Just for today I'll do something I've been
putting off for a long time. I'll finally write
that letter, make that phone call, clean
that closet or straighten out those dresser
drawers.
Just for today, before I speak I will ask myself.
"Is it true? Is it kind? And if the answer to
either of those questions is negative, I won't
say it.
Just for today, I will make a conscious effort
to be agreeable. I will look as well as I can,
dress becomingly, talk softly, act courteously
and not interrupt when someone else is
talking. Just for today I'll not try to improve
anybody except myself.
Just for today I will have a quiet half-hour
to relax alone. During this time I will reflect
on my behavior and will try to get a better
perspective on my life.
Just for today I will be unafraid. I will gather
the courage to do what is right and take the
responsibility for my own actions. I will
expect nothing from the world, but I will
realize that as I give to the world, the world
will give to me.

ProLED EdgeLit Panel Series
Halco’s ProLED Select EdgeLit Panel is the
ideal solution where lighting preferences vary
from space to space. The EdgeLit Panel Series
is Field Selectable, allowing the installer to
select both the preferred light output and color
temperature
temperatu on the product driver box.

Selectable Color
Temperature:
3500K, 4000K, 5000K
Selectable Light Output
via Driver DIP Switch
0-10V Dimming Standard
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led life expectancy
Electronics Weekly

L

EDs have a general life expectancy of 50
000 hrs. If you use your lights for 10 hours
a day, this should be 13.7 yrs. If this is correct,
then LED’s are definitely an investment, even
the top of the range bulb would work out to
cost £2.55 per year. Add that to the saving you
would make on energy and you’ve got a very
cost effective bulb!
However, there are times when, even high
quality, LED products can last as little as a year.
The problem with these can be attributed to a
large number of things, here are a few main
causes:

heat rises. Rather than dispersing the heat
away from the bulb, the heat coming from
the lower fins heat the upper fins even more.

LEADING MANUFACTURER
OF STRUCTURAL STEEL
TUBING THROUGHOUT
NORTH AMERICA

Capacitors
Most, standard, electronic capacitors are
made from a plastic. These have an average
life time of around 1 year, if used regularly.
Capacitors are part of the circuit in every
LED driver. Now a number of companies
are making their capacitors from ceramics,
giving them a much longer life expectancy.

Heatsink

Environment

Designing a heatsink is a fine science.
Some heatsinks do not have the correct
amount of surface area, some do not take
into consideration about the gaps between
fins to enable air flow. Some have horizontal
fins, when they are positioned vertically. The
main design fault with the latter, being that

LEDs are usually designed to work in our
country, and in our climate. If they are used
in a hot country, or enclosed area, the heat
around them can easily surpass the heat they
were designed to withstand, shortening their
life time.
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