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I

n today’s professional front projector market, some
might have thought that most things had already
been thought of.
This idea was recently shattered when, at the ISE show
in Amsterdam this February, Cleverdis noted an
extraordinary new light installation prototype at the
Panasonic booth. Having seen the new F100 series, it
became evident that basic installation projectors
could still “evolve” in great strides. Taking an intelligent
look at the current market for 3-4 K ANSI lumen
installed projectors, Panasonic found a number of
anomalies between what was believed to be “current
wisdom” and what were the realities of the market.
People were just not using projectors the way they
were supposed to be used, and finding solutions for
what appeared to be the most basic of installations
was often difficult due to architectural issues.
Taking these and a number of other key factors into
account, Panasonic went back to the drawing board
and designed an entirely new 3,000 lumen projector
exclusively for the installation market, incorporating a
number of new features aimed at solving all the major
issues at hand for users and installers.
The official European launch of the F100 Series took
place in Paris at the annual Panasonic dealers’ event
in March of this year. Thanks to our presence at this
major event, Cleverdis thus had a unique opportunity
to take an in-depth look behind the scenes of the
F100, and everything Panasonic has been building
around it in terms of customer and distributor support.
We present the results of this investigation in this
exceptional SPECIALreport.
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Projected Vision
Katsuaki Shimaoka
Director – Panasonic Projector Business Unit

I

a m happy to have this opportunity to share
with you our vision as a company that is both
global and local at the same time. Panasonic
Europe is of course part of the world renowned
Matsushita group, in which we are committed to
maintaining the same philosophy wherever we
operate around the globe. To this end,
Matsushita has recently invested in the European
Training Centre, a fully equipped modern training
academy for its staff and resellers/installers in
Wiesbaden, Germany, as well as a state of the art
repair centre in Cardiff, Wales.

Cardiff Repair Centre

Matsushita recognises the wisdom of shared
expertise and resources in order to promote
product
and
machine
technology
advancement, productivity
and
quality
excellence,
meaning
that
with
local
participation in Matsushita's state-of-the-art R&D
activities, mutual technological progress is
ensured. This combination of technological
expertise and Matsushita's concept of
manufacturing excellence has led to Panasonic
products achieving the highest quality. This
Cleverdis SPECIALreport will highlight our
commitment to developing a specific unique
product in this respect.

Wiesbaden Training Centre
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Conceiving the
Perfect Solution
Yuki Sakamoto
Product Manager
Panasonic Projector Business Unit
sakamoto.yuki@jp.panasonic.com

Market Analysis
Mike Fisher

– DTC

What is DTC’s current view of the 3000 lumen projector
market?
MF: Over the next couple of years we’re expecting to
see more built-in features on the higher end installation
products in the 3,000 Lumen range, such as wireless
and wired LAN, zoom lens capability and so on. The
next year thus will be quite a challenge and will see
companies differentiating through features rather than
price.

What have been the trends in the market for
replacement projectors?
In schools, if you take the three most advanced
countries in the world with regard to education -Mexico, the US and the UK (they are the countries with
the highest percentage of installed projectors and
whiteboards) -- the first wave of tenders went for the
lowest spec products – generally SVGA / 1500 lumens.
In the second wave, they are going straight to XGAtype products.

Have you been tracking the onset of wide-screen
projectors in the B2B projector market?
It’s just starting to happen now. This year will see quite a
big increase, with the release onto the market of some
new wide XGA chips. There are only a few models of
wide screen projectors on the market, but this year, 80%
of notebook sales are expected to be wide screen. Our
view is that WXGA sales will reach ten percent of the
total business projector market within just a few years,
but the manufacturers will create the market. It
depends how many units are pushed onto the market
and whether the price is attractive enough.
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The introduction of the F100 series is, as mentioned at the
beginning of this SPECIALreport, the fruit of a deep
reflection, resulting in a better understanding of the
“projector paradigm”. At the heart of the project is a man
with a unique outlook on the industry. With a truly
international outlook, Japanese born but English and
French educated, Yuki Sakamoto realised people were
not using projectors the way they were supposed to be
used, and set out on a mission to create a product that
would be truly adapted to use in small to medium sized
installations such as classrooms and conference rooms.
In this exclusive interview, we asked Yuki to give us some
insight as to how Panasonic developed this product…
We had to change the way we were thinking, because
portable units, like the LB60 and LB30 series, which followed
the L735 series as successive models in terms of brightness,
were being mounted on the ceiling!
People were not using these “portable” projectors the way
we intended them to.We thus had to make a product that
would be suitable for these kinds of applications – in other
words, simple rooms with an installation projector.
Here, people want systems that are very simple, not too
elaborate, working with a PC or DVD player. So in 2005, we
made the decision to produce something that was
purpose built, that was mountable, making it easier for
installers to do their jobs and not have to think about
anything else.

There are a great number of projectors in this category
that are coming up for replacement now. Was this factor
important in designing this purpose-built unit?
As we all know, the projector market continues to grow at
a very rapid pace. We believe people use projectors for
about five years or so before replacing them, so that
means today, the early adopters have already changed
their projectors twice or three times already. This means
they’re more used to the product and they are now much
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more sophisticated in their choices. So the market is
growing and people are actively seeking easy solutions for
installations in classrooms and meeting rooms which until
now has been a kind of grey area. As the market matures
there are many more people out there who know exactly
what they want and who have projectors they need to
replace. The other consequence of people increasingly
using projectors is that the problems inherent in them are
becoming more apparent than before.

So what were the key technical issues you decided to
address in designing this unit?
The main problem people have with aging projectors is
diminishing brightness. One of the main causes of this is
dust inside the projector. We have had a number of
people complaining about dust getting into projectors
where it settles on the lens and in the optical units,
diminishing the light output. Lint from carpet getting into
projectors is another problem which can occur. In
classrooms, a lot of dust is brought in as children enter the
room directly from the playground.

… How and why does the dust get in, and what are the
other effects?
The bright lamps in projectors create a lot of heat and thus
have to be cooled. The air is pulled in from the outside,
going through the projector and out again using a fan.The
fan pulls in the dust with the air… or at least did until now.
Then, when filters get clogged, the inside of the projector
gets too hot and the unit automatically shuts down (we
design projectors that way… they are supposed to do
that).
The dust finds its way onto the lamps, panels and electrical
parts inside as well, having a negative effect on the
brightness of the projector. It’s like having a thin veil in front
of the lamp. So we set out to design a system where dust
could not get in, and it has been a learning process for us
as well.

But aren’t people supposed to clean their filters?
Yes. We recommend in our operating instructions for the
filters to be cleaned every 100 hours and depending on
the usage that could mean every two weeks. If projectors
are hung from the ceiling they can be very difficult to get
to and so cleaning often doesn’t happen as frequently as
we suggest.
The message just isn’t understood by the end users, and
sometimes it’s not promoted properly by the dealers, and
in many cases we’ve seen that the filters are not cleaned
at all. So with the new system developed for this projector
we do it for them!

So the auto-rolling filter never needs cleaning?
No, although it does depend on the
environment. We use an electrostatic filter
which collects dust down to one micron,
ensuring that no dust gets through. At set times, the roll
rotates ensuring a fresh piece of filter is exposed. The only
way air can enter this projector is through this filter.

So long lasting brightness is what Panasonic is looking to
achieve with this projector. What other factors are built-in
to enhance the longevity of the light engine?
We build our own lamps that go into
the
projector.
Many
other
manufacturers buy their lamps from
elsewhere meaning they have less
control over the development and quality of the lamps.
We talk to our lamp factory from the beginning to design
the perfect lamp for the projector. With this new projector
we have made a new lamp drive system to control the
ballast, to make sure that this lamp lasts and maintains
brightness longer than in our previous projectors or our
competitors’ projectors.
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One of the features listed for this unit is “Daylight View 3”.
Could you explain the advantages of this?

started putting in wide screens, even if the projectors were
still 4:3, because they could foresee the future.

Daylight View is a feature designed to let people use our
projectors without having to turn off the lights when they
want to use the projector. Traditionally when using
projectors where people had sunlight coming into the
room, they would turn off the light or draw the curtains
and half the people in the room would fall asleep while
watching the presentation!! We therefore decided to
build something where people would not have to darken
the room before a presentation. Daylight View works with
a built-in light sensor which detects the ambient light in
the room. It accordingly changes the colours, changes
the brightness levels and especially with Daylight View 3,
the contrast ratio will go up, depending on the picture
and ambient light in the room by up to 20%.
This adds further to the perception of
brightness in a lit room.

You have introduced a non-interchangeable zoom lens
on this model. Why so?

You are launching a widescreen version of the projector
a little later in the year. Why
so?
The reason for this is that a lot
of laptop PCs are going
“wide” and the trend is
growing. The reason why XGA
projectors have been so popular is
because from an XGA PC output to
an XGA projector, you get native
resolution… you’re not losing any pixels.
Consequently, people who are going for wide XGA
laptops will want a wide projector. And if you look at other
input sources like Blu-ray Disc or even digital video
cameras, they’re all going wide. We strongly suggest that
anywhere you’re installing a projector from now on, it is
best to utilise a wide-aspect ratio model, as well as a wide
projection screen, because even if the current sources are
still not all wide, the trend is clearly in that direction. Some
consultants and integrators I spoke to at InfoComm have

For installation projectors in new applications where there
may be air conditioning or lighting where you want to
mount the projector, it's best to have a flexible image
throw, and for replacing old projectors, the throw distance
should also be flexible. One way to tackle this problem is
to have several different lenses, but we didn't want to do
that for two reasons. Firstly, when you have different lenses,
you need to calculate the throw distance and think
before you do the installation, but with our 2 x zoom lens
you don't need to think, because it will almost certainly fit.
The unit can fill a hundred inch screen from a
throw distance of anywhere between
three to six metres. In price terms, our
solution is also more logical. In
addition, the lens shift which is
incorporated with this projector
adds flexibility for mounting
positions, so we think it's the
perfect
answer
for
installations because it takes
the
headache
out
of
specifying a unit for a particular
room…

The F100 has a very simple, sober
form factor. Were you responsible for the
design?
Yes, the reason it's so simple is because this projector is
designed to be mounted and we wanted it to blend in
with the ceiling. Having a big black heavy-looking thing
hanging over your head may make you feel
uncomfortable, so we wanted it to blend in. Ceilings are
generally light coloured or white in offices and in
classrooms so we decided upon Panasonic silver in order
that the unit blend-in as much as possible.

“

...the lens shift which is
incorporated with this
projector adds flexibility
for mounting positions,
so we think it's the
perfect answer for
installations.

“
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Exclusive for the F100 Series
Unique
Panasonic lamp

Panasonic Auto
Rolling Filter

How important has it been to work on the feedback from
specific geographical zones?
My job as product planning manager entails working on
ongoing market feedback. For the F100 series, it was
eighteen months ago that we first started working on the
project. At the time, we had the LB30 series and we had a
lot of feedback on our previous installation models, the
L735 series. I spent a lot of time visiting dealers and system
integrators, asking them specifically what they wanted,
and I blended with our own ideas. I try not to build exactly
what people ask for. I try to think ahead to what people
may ask for in a year or two’s time, because projector
technology constantly evolves, and we have competitors
coming out with other products all the time. It's a very
demanding but interesting job because it’s the future
and nobody knows the future... it’s how much you believe
in your own judgement. We've thus added a lot of
features that people didn't ask for along with what they
did ask for. For example, technology wise, the system
integrators asked us for interchangeable lenses, but we
decided to incorporate a 2 x zoom lens which is a better
solution for the F100 applications. Similarly, no one may
have imagined an Auto Rolling Filter, but we did and now
customers are very excited about it. It's not only directly
what people asked for, it’s better and very cost-effective.

Adding life to the Projector
we wanted end users to be able to use the same system
and terminals they had been used to using when they
replace their projectors.

Finally, Panasonic is heavily promoting the “Made in
Japan” label. Tell us why.
We're proud that all our projectors are designed,
developed and fully produced in Japan, not just bought
from someone else. We make it in our own factory in
Osaka giving us total control over the workings of the
projector and ensuring the kind of quality and finish we
are renowned for. It may not be the cheapest way of
manufacturing, but if there is a problem anywhere along
the supply chain, we can react and correct it immediately
as opposed to companies that produce in China. As one
might imagine, there are numerous language and cultural
issues, not to mention distance and time constraints
compared to manufacturing in Japan.

Let’s talk about connectivity… it's interesting to note that
you not only have included wireless connectivity but also
wired LAN.
We have all the usual connectivity, including audio out
functions where you can use the projector as a switcher,
and also as you say the wired LAN. This is not only for the
control of the projectors, but also to send pictures to the
unit via the LAN using our own proprietary software.
We have also included a component input because this
projector, especially the wide version, will be used to play
DVD content. We of course have RS-232 and we also
have contact closure. Contact closure is not so common,
but the reason we added this was because our previous
models from three to five years ago had this function, and

Japanese assembly line
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European
Vision
Jerome Berrard
Head of Business Unit
Projector Systems Business Unit Europe
jerome.berrard@eu.panasonic.com

Christian Sokcevic
Sales and Marketing Manager
Projector Systems Business Unit Europe
christian.sokcevic@eu.panasonic.com

How are Panasonic positioning the F100 Series in Europe
and how will it really add value to the offering of
specialist AV dealers? We asked Jerome Berrard and
Christian Sokcevic to give us the inside line on why this
series is so important…
JB: At the moment about 70% of the projectors we sell are
business models. This is compared to 58% two years ago…
so we are growing our business area. The biggest growth
area is in system and installation projectors. In 2006, we
grew 47% in value. This was the biggest jump in turnover
we have ever had in this division and also, I believe, the
biggest in the industry in 2006.

What is your distribution philosophy? Many projector
manufacturers have been pushing into IT channel. What
about Panasonic?

“

...our policy is to
concentrate on
the AV resellers in terms
of distribution.

How will the release of the F100 series help channel
partners add value to their line-up?
CS: First of all it’s the product concept itself. It’s a valueadded product, thanks to its strong technical features
such as 2 x zoom and lens shift and the auto-rolling filter.
With this projector, the differentiation comes through the
added value, not the price points.
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CS: Indeed, thanks to the feature set of the F100 series, if
someone offers a cheaper projector in the 3,000 lumens
range, they will have to add installation costs,
replacement of the bracket, repositioning and re-cabling
of the unit and repositioning of the screen… and in the
end, the price will come in over and above that of the
F100. The Total Cost of Ownership along with the ease of
installation is what makes the difference.

“

JB: We do not want to be
“everywhere”. Our policy for this
projector and other installation
models is to concentrate on the
AV
installers
and
System
Integrators
in
terms
of
distribution. For this reason, we
also have a unique reinforced
support policy.

JB: It’s true that the product benefits partly appeal to the
end user, but also to a great extent to the channel, and
that’s something we really have to stress from a sales
point of view. The fact that this unit has a two times zoom
and lens shift, also enables the channel to spec this
projector in virtually all installation cases, including as a
replacement unit. So in terms of product portfolio, this
product makes life so much easier for the reseller.

What other factors
Panasonic’s
offering
interesting for dealers?

make
more

JB: It’s very important for dealers
to fully comprehend what they
are selling and all the active and
passive benefits that our
projectors offer. For this reason,
the opening of our training centre in Wiesbaden creates
a new, major support not only for the dealers, but for the
industry in general, as I believe that when the channel is
educated and aware of what the market really has to
offer, everyone wins. The centre has been open since
June last year and we use it to inform and educate our
partners on our products and on technologies in general,
for various levels of dealers.

Purely designed for simpler installation • New F100 Series

CS: We help AV installers better understand how to set-up
effective networks… how to sell wireless systems, and to
understand what a wireless network really is in an AV
network. It’s important for these people to understand
how to add value to their services through new
competencies in this field. The training centre will help
people in the industry keep up with things like the
challenges ahead for the environment (control
systems)… and AV/IT networking, which has been a
problem for some AV dealers. This is often an issue,
because whenever the slightest hitch happens in
planning, the buyers throw up their hands in the air and it’s
the end of the story. We hear that a lot from our AV
partners.

An important target for you with this model is the
replacement of projectors that are arriving at the end of
their useful lives in classrooms and meeting rooms. Tell us
about this policy…
JB: We are aiming at the market for portable projectors
that were wrongly installed. In other words, we are not
aiming at replacing 3500-4000 lumen projectors with
exchangeable lenses, because that is a microscopic
market compared to what we are targeting here. The
reason we are going for this sector is that through our own
research, we have found that in the 3,000 lumens range,
70% of our projectors are fix-installed.

After sales service will be an important selling point.
Could you please explain what Panasonic is doing that’s
different here?
JB: Dealers can offer several levels of support, including
remote monitoring of projectors, to ensure they do not let
the end users down at a critical moment. Some other
companies are full of rhetoric about after sales service,
but the combination of our call centre, staffed by people
who know what they’re talking about, and the new
centralised repair centre in Cardiff, where even
component level repairs can be made, give us a clear
edge here.
We have a common service policy between the main
European countries, wherein we repair by ourselves within
two days. So this means a turnaround time of less than 5
days. Some competitors do hot swapping, loan units and
3-year warranty using 3rd party repair centres, but we are
doing this ourselves, meaning we have full ownership of
our repair policy and are completely responsible towards
the dealers. We can be completely flexible, from what’s
called a premium warranty, which we can adjust project
by project for dealers – and we are also able to cover
more than one country; with centralised control.
Panasonic is not just a sales company, everything is
developed, built, sold and repaired by Panasonic, with
training by Panasonic.
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Panasonic Projector
Premium Service…
Key to Customer Tranquillity
Donald Maidment
Service Manager – Projector Systems Business Unit Europe
donald.maidment@eu.panasonic.com

“

DM: We have the advantage
that we have a vast level of
experience amongst our
technicians who were already
on site repairing projection
TV’s, plasma and LCD displays,
set-top boxes and so-on. So
we had all the background we needed here to give as
good a customer experience as possible. The factory has
been here since 1974 and the staff are highly skilled and
totally loyal to the company. A couple of the technicians
we are using have been here more than 20 years. Anyone
can be trained, but attitude and dedication to the job
are very important.

It all starts with our multilingual Call Centre based in
Belgium. The staff are truly skilled in helping installers or end
users with any issue they may encounter. They advise on
the product and arrange a swap-out unit if they deem that
it needs to be repaired. They screen the calls and generally
solve the problem there and then, so that hopefully there
will be no need to send the product back for repairs. We
train each operator on the product, with full support from
Japan. This is a big plus for Panasonic products. I honestly
think that having such expertise and ability to feed back
into us and the factory is a big
differentiator compared to what
else is out there. This expertise leads
to a better customer service and
experience
and
Panasonic
believes that customer experience
is paramount. Customers are our
driving force.

Customers are
our driving force…

So could you please tell us how Premium Service works?

“

In 2006, Panasonic made the bold decision to transfer all
after-sales service to one centralised location in Europe.
Today, the new PJSE-CS Centre in Cardiff, Wales hosts a
team of highly experienced technicians who have just
one thing in mind – getting the projector back to its
owner in perfect working condition in record time. We
asked Donald Maidment, Service Manager for
Panasonic’s European Projector Business Unit, to tell us
why they decided to centralise this service and to do
everything “in house”…

So what happens when products are sent back for
service?
We pick the product up from various countries via our
logistics partner, and turnaround time is generally no more
than 5 days: from the initial call, through pick up of unit,
back here for repair, and back to the customer. If people
are experiencing downtime, we offer them an exchange
unit of the same or better quality compared to theirs. Our
key performance measures are quality and speed of
turnaround. We realise the need for a high quality / high
speed repair at a low price.

So how would you summarise all of these benefits?
Clear and consistent repair feedback to the customer
and the factory enables not only customer satisfaction
but also the factory to implement immediate solutions to
emerging market issues. In addition, one stock location
enables Panasonic to improve inventory management.
The fact that the service is owned by Panasonic ensures
full commitment and accountability from PJSE-CS staff
and domain to ensure customer priorities are the number
one target. The pricing structure is the same for all Europe
– leading to clear understanding for our customers.
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Technology
Intelligence
Helping the AV Market to Grow
Markus Ries
Technology Manager – Projector Business Unit Europe
markus.ries@eu.panasonic.com

During the official launch, in Paris, of the F100 series at the
annual Panasonic dealers’ event, Cleverdis met with a number
of Panasonic representatives as well as Channel partners in
order to sound out their thoughts about this new machine. After
the parade of staff and partners, Yuki Sakamoto appeared at
the door of our meeting room with one final person to meet…
Markus Ries is Technology Manager for the Projector Business
Unit, but according to Yuki, that title is not at all indicative of the
importance he has within the company. With a reverend tone in
his voice, Yuki announced,“…This is the one guy you should get
to know here if you want to understand everything. He knows
everything … everything there is to know about this business!”

centre. The training centre concept is a flexible one
based on three activities. There is of course the classic
class-style seminar that we’re doing at the training centre,
but we don’t put that much fixed installation equipment
in it, only basic. All the main equipment we have, like HD
sources, switchers and so on, is portable, so I can also take
the training sessions onto the road for such things as open
houses of our distributors or the seminars that I’m doing for
sales companies all over Europe.

The Story Behind The Training Centre…
and Markus…
With the onset of diverse new display technologies, Panasonic
realised some years ago that as long as potential buyers
remained confused, selling these products would be an uphill
battle. For this reason, Panasonic has made a concerted effort
to educate and inform staff and channel partners about these
technologies, in order that they in turn be able to explain them
properly to buyers. In 2006, Panasonic took the final leap,
opening a spacious new purpose-built training centre in
Wiesbaden, Germany. But a training centre is only effective if, at
its heart is a faultless knowledge base. In this case, nothing
could be truer, thanks to its “soul” – Markus Ries…

How would you describe the training sessions?
Tell us about the background to the training centre…
MR: We opened the training centre in June 2006, but the
history behind it goes back much further. April 1st 2006
was the date I officially joined Panasonic, but I have been
working with Panasonic since around 1999. At that time I
was working as a technical director for the largest
distributor in Europe – Lang AV. I had a long close
relationship with the engineering team in Japan and they
hired me the first time in 2003 for the launch of the 7000
series to give the global training for Panasonic in every
continent. These training sessions had immediate success
in the market, resulting in an increase in business, so at a
certain point we simply decided it made no sense for me
to remain on the “outside”, and that we should put this
into a concept, which ended up being the training

I’m offering basic technology training, which is not product
specific. It all starts with light… the reception of the human
eye… it goes over into our eye’s sensitivity to contrast and
brightness… then I go into the details. I explain that there is
no technology that is superior, underlining what is weak
and strong about DLP, LCD and LCoS. Even if a sales person
has a very low technical background, if he is able to
understand in very simple words what the basic differences
are between these technologies, it is much easier for him to
understand a product and why a product is designed in a
specific way. I also give specific product training, and to this
end I am now training people about the F100 series. It took
a long time to explain to the people that this is not a
service seminar, it’s is how to handle or demo the
product… explaining its key features.
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UK Vision
Tony Brecht
Country Sales Manager – Projector
Panasonic Business Systems UK
antony.brecht@eu.panasonic.com

The recent dealers’ meeting in Paris was proof of the
importance of getting to know key Panasonic people on
a more local basis. Here, we introduce Tony Brecht, in
charge of Business Projectors for Panasonic in the UK.

TB: I’m an electronics engineer by
trade with 23 years experience in
sales and sales management in
the IT and electronics industries. I
have worked with several major
manufacturers during this time,
most recently Epson where I held
the position of Channel Manager
of their laser printer division. I
joined Panasonic in June 2006.

“

... Manufacturers
have to differentiate
themselves through their
product offering...

How would you describe the way Panasonic does
business in the UK?

“

Tell us a little bit about yourself…

It’s been great. All the partners I’ve been looking after
have enjoyed themselves and found it very enlightening
As far as the product demonstration was concerned they
all saw some real value in that. They are all very
enthusiastic.

How important do you feel are
new services such as the training
centre in Wiesbaden or the
centralised Call Centre and fully
owned repair centre?

I think they are the key. I believe
that today, manufacturers have to
differentiate themselves through
their product offering, which we
are doing with the likes of the F100, but also I think we
have to differentiate ourselves with how we work closely
with our partners and the extra benefits we can give them
in the relationship.

We are currently restructuring the way we do business in
the UK. We have many customers and are looking at
ways we can work more closely with some key resellers as
well as distribution. Particular focus will be given to those
business partners who can sell the F100.

How do you think the F100 series will impact business for
Panasonic?
It’s a great product, I’m very enthusiastic about its
potential and can’t wait to get my hands on it. It has
some very unique features that offer real benefits not only
to the end user but also to our focussed reseller partners.
If you look at these features, the horizontal/vertical lens
shift, the 2 x zoom lens and the auto-rolling filter, these offer
real benefits for both the installers and the end users. The
F100 provides our resellers with some great benefits to talk
to their customers about and offers real value for money.

The third annual dealers’ event – this year in Paris – is an
opportunity for your channel partners to get to know the
company better. How has the reaction been for you?
Networking at Dealers’ event in Paris
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Adding Value in
Distribution
Toby Wise
Managing Director
Snelling Business Systems Ltd. - United Kingdom
www.snellingbiz.co.uk

It has been said that a lot of people have been using
portable projectors in installations, leading to a lot of
problems in the past. Would you agree?
I do. The attraction for the end user was the very low price
points for many of those products, but whilst they may have
been relatively inexpensive, their service life was very short.
The real problem came when you had to replace them,
because you would find that the replacement unit would
have a different lens arrangement, and therefore you would
have to install the unit in a different position and reinstall all
the cabling, which was expensive and time consuming, or
to use a unit with interchangeable lenses. With Panasonic’s
F100 series this is no longer an issue, as they will fit onto
existing mounts and this as well as long service life will mean
better ROI for end users.

Do you think Panasonic’s new training centre and call
centre will be useful for your customers?
Yes... I have already referred a few clients through to the
wireless call centre number who were not particularly “IT”

savvy and who wanted to set up networks using wireless
products. The establishment by Panasonic of a training
centre is also important.Today, it’s an integration market, not
just an AV market. People need to understand TCP/IP
frameworks and all the networking infrastructure that goes
around them. The training centre will be very useful in
helping people and companies that don’t have their roots
in this field to deal with these new technologies.

A final comment about dealing with Panasonic on a
business level…
To be absolutely honest with you, many years ago, when we
were just beginning and had a customer base of zero and
a market turnover of nothing, there was one company that
put its weight behind us, and that company was Panasonic.
They have been rock solid ever since and they have
reaped the reward of that over the years, because they are
the major brand we use… also because they fit the market
needs. The support I have enjoyed from them has been
absolutely rock solid as well. I don’t know of another
company that provides the same level of dealer support.

Guillaume Durieux

Gabriele Magagna

IEC France
www.iec-france.com

Acuson Italy
www.acuson.it

When we have integration projects there have
often been problems linked with the positioning of
the projector and the configuration of the ceiling.
Having flexibility with the physical positioning of
the unit allows our integration teams to work more quickly and
efficiently.Also,being able to offer the F100 as a replacement model,
there is a big advantage for our sales teams thanks to new
possibilities with aspect ratio, brightness, definition and reliability.

As a replacement unit, the F100 series is
fantastic. If the optic was in the centre or left or
right side of the projector before, it doesn’t
matter, thanks to the mechanical lens shift of
this new unit. We know the picture will always be good and
installation will be easy. The fact that there is a 3-year limited
guarantee on the lamp is also really a major benefit.

Heribert Wilkens

Javier Velasco

KOM Weyel Germany
www.komweyel.de

Bienvenido GIL Spain
www.bienvenidogil.com/es

The F100 series closes a gap... We sell a lot of LB
series projectors in the 3000 ANSI lumens
category, but we were missing a product for
such things as higher education and
advertising agencies. In this sense, I appreciate the fact that the
unit is Mac compatible and has wireless connectivity.

Thanks to the auto-rolling filter, the possibility to
adjust the optics and other characteristics, this
projector is easy to install and maintain.
I think that one of the most important elements
is the lens, because it gives a huge range of possibilities when
installing and it simplifies integration.
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Key Panasonic People

John de Cet

Fabrizio Colombo

David Martin Sintes

Tony Brecht

Detlef Kirstan

Country Sales Manager –
Panasonic UK – United
Kingdom

Assistant General Manager –
Deputy General Manager –
Manager Sales and Marketing Sales Manager PFS systems
Panasonic France S.A. – France Panasonic Italia SpA – Italy
Panasonic Espana S.A. – Spain
Panasonic Deutschland –
john.decet@eu.panasonic.com
fabrizio.colombo@eu.panasonic.com david.martin@eu.panasonic.com
Germany

antony.brecht@eu.panasonic.com

detlef.kirstan@eu.panasonic.com

Ulf Abrahamsson

Tor-Egil Hesjasveen

Kim Rasmussen

Michael Berg

Ruben Cammaerts

Key Account Manager
Panasonic Nordic
Organisation AB - Sweden

Key Account Manager
Panasonic Nordic
Organisation AB – Norway

Key Account Manager –
Panasonic Nordic
Organisation AB – Denmark

Business Display Manager
Panasonic Austria – Austria

Product Manager –
Panasonic Belgium – Belgium

michael.berg@eu.panasonic.com

ruben.cammaerts@eu.panasonic.be

Branislav Simkanin

Jozsef Lengyel

ulf.abrahamsson@eu.panasonic.com tor.hesjasveen@eu.panasonic.com

Christian Tusnovics

Dariusz Kaczmarczyk

Business Systems Manager –
Panasonic Polska Spolka
christian.tusnovics@eu.panasonic.com Z.O.O. – Poland
Sales & Marketing Manager –
Panasonic Eastern Europe

kim.rasmussen@eu.panasonic.com

Jiri Kouba
Key Account Manager
Panasonic Czech Republic
s.r.o. – Czech Republic

Business Systems Manager –
Key Account Manager
Slovakia, spol. s.r.o – Slovakia Panasonic Magyarorszag kft –
branislav.simkanin@eu.panasonic.com Hungary
jozsef.lengyel@eu.panasonic.com

dariusz.kaczmarczyk@panasonic.com.pl jiri.kouba@eu.panasonic.com

Stefan Ichim
Business System Manager –
Panasonic Romania s.r.l. –
Romania
stefan.ichim@eu.panasonic.com

Rutger Advocaat

Samuel Fischer

Pedro Carmo

Eren Ugur

Business Manager –
Haagtechno bv, Netherlands

Sales Manager – John Lay
Electronics AG, Switzerland

Product Manager – Prosonic,
Portugal

Sales Manager – Tekofaks,
Turkey

rutger.advocaat@panasonic.nl

samuel.fischer@johnlay.ch

pedro.carmo@prosonic.pt

erenugur@tekofaks.com.tr

Kari Korhonen

Kiriakos Psomadelis

General Manager –
Kaukomarkkinat OY, Finland

Sales Director –
Intertech SA, Greece

kari.korhonen@kaukomarkkinat.fi

kpsomadelis@intertech.gr
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Conclusion
Gérard Lefebvre
President & CEO – Cleverdis
gerard.lefebvre@cleverdis.com

I

t’s so rare today for a manufacturer to get right
back to the fundamentals when it comes to the
design of a product that this fact alone is worthy of
our attention.
This fact is all the more important when it reflects a
true company philosophy, and this SPECIAL report
pays testimony to the fact.
Sales and Marketing departments are all too often
confronted with products developed “upstream”. In
other words, a unit is already in production, and it’s
up to the sales and marketing people to find the
right reasons for channel and users to buy it. The
suicidal battle of prices on AV products is one of the
immediate consequences of this. Working regularly
with Panasonic in both Plasma and Projector
departments, we have noted that they do not work
in this way. What has always been behind the
success of major Japanese companies – placing
marketing and sales forces upstream in the
development process – is strongly underlined as a
key value at Panasonic, and the introduction of the
F100 Series is in line with this philosophy. Panasonic’s
European teams
were
mobilised
u p s t r e a m ,
communicating
directly
with
integrators
and
end users in order
to understand the

real needs of the installation projector market, and
to develop a product perfectly adapted to its
application.
In Europe, in terms of business structure, Panasonic’s
Projector Department has set itself apart through a
resolute solidity within its ranks, centred around
Jerome Berrard, Head of Business Unit – Projector
Marketing EU, who continues to develop a proactive strategy of increasing added value for
resellers while educating and informing staff and
distributors. Panasonic leverages the Japanese
fundamentals of basing developments on real
market needs, blending these with European savvy
in order to create a special blend that has become
the Panasonic Projector trade mark in Europe over
these past few years. The aim of Panasonic to
continue to increase overall market share particularly in the business sector - is not unrealistic,
especially when one considers the intelligent
strategy in working on adding specific new values
for professional projectors.
Finally, we take our hats off to the human dimension
of this enterprise, whose European representatives
(a swathe of whom are presented on the opposite
page) are recognised and appreciated by the
company on the same professional level as their
channel partners. When R&D, manufacture, sales,
marketing, logistics and repairs are melded
together harmoniously with a strong dash of human
contact, the recipe is sure to be a success!
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Bringing a Total Range of Solutions
to the Projector Market

FW100NT and F100NT

DW10000 and D10000

DW7000 and D7700

DW5000 and D5600

D3500

LB60NT

LB50NT

P1SD

www.panasonic-projectors.com

