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How five leading pro AV execs took

their companies to the top, and what
you can learn from their mistakes.

“Jay Roging, eief executive officer
of Spimitar, is one of five pro AV
leaders of the industry grofiled.




by John McKeon

ash is king, says lay Rogina, chief executive officer of Spinitar and ICIA board member. "You have to
forus on cash flow and not get tied up in other areas. The business is there, but if you don't have the
cash flow and your bank backing you, that's a huge n
Just one of many pieces of advice Rogina offers his pro AV pee knows firsthand that leading AY integration
companies face a myriad of tough challenges today — from deciding whether to expand nationally or strengthen
local ronts ta diversifying or concentrating on core business to focusing on engineering, sales, or financial
considerations,
In our search for answers on how to keep your edge in the pro AV business, we followed the footsteps of five of
the industry's leading companies and leamed vital lessans from top AV execs, including the best and worst business
decisions their companies ever made.

the value of cash flow firsthand during the recession that struck the industry in 2001
The experience led Rogina to re-examine one of his earlier business strategies. “While focusing on building the
system integration business, we neglected the service b support end of our business,” he says. "We just allowed it to
exist, and did not go out and sell it. We went through one and
a hatf years of down economy without the recurming revenue
that support and service contracts would have provided.”

The key decision in the mid-1990s to move into systems fﬂﬂlﬁ:wc&
integration was a critfcal one, and ahead of ils time relative WWW.SPInitar.com
to the rest of the industry. “Up until then we were really a Founded: |95,
box house, just selling equipment,” Rogina says m 82

Refiecting the company's new orientation, Rogina and “ﬂﬂnﬂwﬂlﬂ
founding partner and Chairman Jeff Irvin also implemented 2 Locations: 4 (Santa Fe Springs, San
name change in lune 2000 from Presentation Produc
‘Everybody has presentation products,” Rogina says. “We
had no branding. Our reputation was that we sold products.”’

Rogina says he felt reputation alone wasn't engugh;
therefore, he decided to change the company's name to
Spinitar because it was “a simple name that people could
recognize and that would stick with them.”

Today, he says the company is widely recognized in
Califomia,

In pursuing its growth, Spinitar onginally looked beyond
the Golden State and developed a presence in Texas, Alaska,
Arizona, Nevada, and Hawaii through organic employee
maves, Today, although sales teams service these areas, for
other business units Spinitar remains focused on system
integration within California.

The company has also made an effort to partner with
consultants in the early stages of design for clients -
achieving such a role in about 20 percent of its current
projects.

Spinitar also launched a diversification strateqy that slightly shifted its focus from the AV integration business by
becoming a partner/distributor for Varitronics Poster Printers, which are widely used in schoals, Roging saus the
Varitronics venture was established as a separate business unit, but guickly began to pay dividends for the e Wieshington D.C. area. He can
mainstream AV business, providing a way into the education market. “The markets are very similar, 5o there has be reached ot fimckeon@
been a lot of sharing of leads and opportunities,” he says cast. net
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