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FEATURE ARTICLE

“Wired for Continued Improvement”

Early this year the following message was sent to the DNA
Management Team.  This is only part of DNA's Continuous
Improvement Program (CIP), yet a very strong message
with high expectations for the team to fulfill.  This message
rings true from an external perspective, as well as internal,
and I urge you all to consider the points directed to the
management team as a challenge for yourselves as well.
"Wired" is this year's theme for the upcoming DNA Sales
Meeting.  DNA is "wiring" itself for improved performance in
2003.  What will you do?

From: Eric Vaughn
To: DNA Management Team
Subject: CIP 2003/Wired for Performance

DNA will continue its focus in 2003 on building strength and
depth in its business practices and human resources.  By
maintaining an attitude of continuous improvement at all
levels we will sharpen the project execution and skill levels
of our people.  This allows us to undertake larger and more
complex projects and concurrently make the safety net sup-
porting us even more secure to limit our exposure to the
risks associated with growth.

As we continue to focus on improving the nuts-and-bolts of
our business, the "wiring" so to speak, it is critical to main-
tain the context of this focus.  We are focused on our busi-
ness practices not because the end product is a well-organ-



ized library of documents.  The end product is an organiza-
tion, which confidently and routinely operates at a high level
of performance.

- Eric Vaughn, President
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PRODUCT NEWS HOME

DNA LAUNCHES A NEW PRODUCT FOR HVAC MARKET

A major change in business conditions in the HVAC industry opened up an opportunity for DNA to pene-
trate this market.  Recognizing the potential, I approached Eric with a suggestion of developing an
improved and cost effective definite purpose contactor.   Eric approved the contactor design project and
the research and development began.  For additional technical expertise in both the market and the
design, Ben Schade was retained to manage the project
along with the Defond Engineering Team.  

Definite Purpose Contactors are electro-magnetic operated
power switches that are remote controlled by automated or
manual means. Our product line will include various
options of one, two and three-pole models with ratings up
to 40 Amp Inductive at 600 volts. These models will be
used to start air conditioner compressors, heater strips and
fan motors controlled by the wall thermostat. In addition,
other industrial sectors of electrical controls, such as food
service equipment, refrigeration, pool and spa, welding,
power supplies; commercial laundry, pumps, etc. all require
the use of definite purpose contactors.

As of today, we are fine-tuning the design of the one and two-pole models. Tooling is complete and sam-
ple units will be sent for UL approval soon. The design of the three-pole model is complete and the prod-
uct launch of this model will follow within a month after the balance of the tooling has been concluded.
Our designs offer significant improvements in reliability and ease of use over our new competition, help-
ing us to penetrate a $23,000,000 HVAC contactor market with an estimated OEM/aftermarket sales vol-
ume of over $80,000,000!

- Carl Bates, Regional Sales Manager, Midwest Region
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SALES ARTICLES:

PERSISTENCE & CONTINUED IMPROVEMENT

About six years ago, shortly after I started with DNA, I received an RFQ from a customer to build electric
blanket controls.  We had already been doing business with this customer but not on a scale as large as
this opportunity offered.   The RFQ package was for a total of 3 million controls.  It came at a time when
DNA and Defond were developing and focusing on the electronic controls and assemblies as a new prod-
uct offering.  This was exactly the type of opportunity we were seeking.  

We presented our quote.  We were told our price was too high.  At the time, we could not understand why,
so Eric Vaughn, Clinton Piland, Martha Hao from Defond and I went to visit this customer.  We spent two
full days discussing the program and reviewing the BOM, item by item, just to be sure that we were being
compared the same as the other bids.  To make a long story short, we left without an order.  I did have
fun in New Orleans the last night, but I'll save my Mardi Gras story for another time.

Although this business was tied up in a contract, I stayed with the program, requesting to quote it, year
after year.  Finally, three years later, the bid came up again.  We presented our quote and gave it our best
shot.  By this time our electronic controls business had expanded.  We were more familiar with quoting
larger projects like this, our buying power had improved and we learned from our past mistakes what
needed to be done.   Or so we thought.  We, once again, left without an order.

Persistence paid off in the forth quarter of 2002.  Over the span of the six years of this program, I became
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very familiar with not only the customer, but specifically about the blanket controls program.  Once again,
I asked if DNA could quote the package, knowing it was soon coming up for bid.  By now, we had built
many controls, improved our processes, which in turn drastically improved our costing structure, and
placed us in a much more strategic position with this customer.   This time, I finally left with an order. 

All of our persistence and continuous improvements over the years paid off.  We were awarded the blan-
ket control business that I had chased for six years!  We all have many stories like this to tell and I know
this won't be the last.  DNA continues to be persistent.  We continue to improve.  

- Jim Waller, Western Regional Sales Manager

UNIQUE SOLUTIONS WITH DEMANDING SCHEDULES

Vertical Integration and Speed to Market are terms used widely in world-class organizations.  We make
frequent reference to Defond's vertical integration in our case studies and our promotional information.  

Few examples utilize the depth of these capabilities than three projects recently awarded DNA.  DNA suc-
cessfully managed three opportunities into projects that all share traits that are worth noting for your sales
portfolio.  

The customer in each case requires a unique solution, and they are reacting to a demanding production
schedule.   Proposed solutions by Defond divided the project into three phases to meet a "proof of con-
cept", "validation of design", and then "ramp up to production".  The project in each case involves elec-
tronic, electromechanical, plastics and metal stamping competencies of Defond's highly integrated factory. 

Proof of Concept
Risks in each case happen to be a new product concept feature never tried in their product line.  Dividing
the project into these three phases has allowed Defond to create actual working parts within a capital
investment budget that provided low risk parts for evaluation.   Concepts and drawings shared electroni-
cally gave Defond what they needed to create rapid prototype parts in the Hong Kong development cen-
ter. 

Validation of Design
Just one SLA model was used to create silicon molds, which yielded a few high quality samples for cus-
tomer engineering, marketing and manufacturing to handle within days of final design selections.
Preliminary tests of circuitry, software, plastics, rotary and rocker parts, and enclosures and connector
systems have all been positive.  DNA is presently producing soft tools for the major components.  This is
another "rapid" discipline that yields a production quality part in a few weeks instead of two to three
months.  These soft-tooled parts will be used in 100-200 piece quantities for actual units destined for engi-
neering and controlled consumer field-testing.
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Ramp up to Production
We expect production tooling to be initiated in the third or fourth quarter 2003 for each project, which will
be a substantial investment from our customers.  The key is that the Vertical Integration of our Defond
center has put all the required disciplines for a demanding, multiple stage project under one roof, and the
substantial investment for these exciting new product features can be made after significant testing and
proving is accomplished in a timely fashion.

- Bill Romick, National Accounts Manager

OPERATIONS ARTICLES:

DNA’S POSITION ON CUSTOMS-TRADE PARTNERSHIP AGAINST 
TERRORISM (C-TPAT) PREPARATIONS

In response to the current world events, DNA would like to keep our customers informed. Since the tragic
events of September 11, 2001, our country has adjusted to many changes in security measures both in
business and personal activities.   There have been many new regulations and compliance requirements
set forth for homeland security.

As an importer and manufacturer supplier, DNA keeps abreast of the impact situations have on transit
times and custom clearance.  In the fall of 2002, importers and exporters were faced with the
Longshoremen contract negotiations, slowdowns, lockouts and threat of long term strikes.   DNA provided
information and alternative solutions that aided in maintaining and meeting customer's production require-
ments.  

With the heightened security measures that have been in place for some time, we have not experienced
delays or custom clearance problems.  There has been documentation regulations administered along
with a higher percentage of US Customs inspections implemented.  Through these changes, DNA has
complied with all regulations and compliance measures required.

On April 17, 2002, the US Customs Department introduced a voluntary membership in the Customs-Trade
Partnership Against Terrorism (C-TPAT) for all importers and carriers (air, rail, and sea).  This voluntary
agreement sets forth guidelines and security recommendations for service providers throughout its supply
chain.  These recommendations cover facility security, personnel security, procedure and process for
product suppliers, carriers and forwarders.  This membership allows US Customs to offer recommenda-
tions to enhance security measures within a supply chain.  This is strictly on a voluntary basis and is rec-
ommended primarily to sections of service providers that exercise direct control of facility, transportation
and distribution.

DNA has reviewed the voluntary membership agreement and is currently in the process of analyzing
which service providers have become approved members of the C-TPAT.  At this point, DNA is meeting all
required regulations and compliance measures according to US Customs.  We will continue to keep our
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customers informed on possibilities of longer lead times that would be due to the Homeland Security
Department or US Customs increasing additional border security.  

- Chrystal Crawford, Sr. Logistics Coordinator

BUFFER STOCK INVENTORY AGREEMENTS

Buffer Stock Inventory Agreements are one tool that DNA uses to support customers who we have identi-
fied as Strategic Customers and who have identified DNA as a Strategic Supplier.

The concept of buffer stock agreements was introduced as a way to help mitigate the impact of unpre-
dictable (schedulable) spikes in a customer's demands. It has expanded to become an integral part of our
strategic supplier program.

For those customers that DNA has developed a strategic relationship with, we will enter into a buffer stock
agreement in which we will carry an agreed upon quantity of finished goods inventory.  This inventory is
over and above the day-to-day, week-to-week demands forecasted by the customer. In return for agreeing
to carry this inventory, the customer agrees to take the inventory if usage ceases for a certain period of
time. These agreements are reviewed with the customer, and the quantities adjusted when needed, on an
annual basis.

DNA has also entered into long lead-time component supply agreements to help reduce the lead-time of a
finished switch or control.

If you want to learn more about either of these types of agreements, please let your RSM, RSC or me
know.

- Michael Owens, Vice President
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CERTIFICATION  STATUS OF DNA'S SERVICE PROVIDERS

Hellmann Logistics- Approved for membership
Texas Forwarding- In process of approval  85% compliant
Speedmark Transportation- Approved for membership

DML - Awaiting response
UTI - Awaiting response
UPS - Awaiting response
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DEFOND GROUP'S CONTINGENCY PLANS FOR SARS

On April 5, 2003 the following letter was sent from Wilson Chu to Defond customers in response to the
SARS outbreak...

Dear Customers, 

Thank you very much for your generous support extended to our company. 
As you may know, outbreak of new atypical pneumonia virus known as Severe Acute Respiratory
Syndrome (SARS) is concerned as a severe threat nowadays. To date, however, no Defond employee
has contracted atypical pneumonia in the course of his or her employment, and our business hasn't been
affected yet. In order to keep on normal operation and secure production capacity, Defond group is taking
the following measures in our China plants in respect of SARS;

·Step up surveillance of working areas and close monitor of sick leave cases
·Improve hygiene conditions at work places and dormitories
·Allocate additional doctor at the factory to provide emergency consultation
·Provide laptop computers for key staff to work out of homes
·Assign standby personnel to substitute for those on sick leave
·Duplicate manufacturing capability of most models at the 2 China plants
·Prepare standby assembly area for sections of workers to move into in case an existing area is suspect-
ed of being infected
·Prepare standby office for sections of the staff to move into in case an area is infected

Should you have any inquiries, please feel free to contact us. Again, we thank you very much for your
kind understanding and continuing support for our company. 

Sincerely Yours,

Wilson Chu, Managing Director
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MARKETING ARTICLES:

SALES MEETING 2003

As you all know DNA has it's National Sales Meeting approaching.  We are feverously working to organ-
ize all the details for a most exciting and educational event being held September 11-13, 2003.

For those who will not be attending, here is a glimpse of what you will be missing.  There is still time to
change your mind and join in the fun!  For those of you who have committed to coming, we look forward
to seeing you and here is what you can expect to see.

Thursday will begin with a reception lunch, an introduction by Eric Vaughn and product training breakout
sessions throughout the afternoon.  An informal dinner will close the day.

Friday we (DNA and Reps) will present several case study programs as well as business activities and
process, in our usual fashion.  All this of course after breakfast, breaking for lunch and finishing up the
day with a celebratory dinner in which all of the DNA staff will attend.  

After breakfast on Saturday we will finish up a few product training breakout sessions, eat lunch and then
head for the golf course to win a prize or two if you're lucky!  

If there is anyone who would like to RSVP you may still do so by contacting
mwtiherspoon@dnagroup.com by June 13th.

- Monique Witherspoon, Sr. Marketing & Education Coordinator

ENGINEERING ARTICLES:

INTRODUCING THE REGIONAL PROJECT COORDINATOR FUNCTION
(RPC)

In the spirit of Continuous Improvement, additional resources have been committed as a project manage-
ment link between the traditional roles of Regional Sales Coordinators (RSC), Regional Sales Managers
(RSM), Engineering, Manufacturer, Sales Representatives and Customers.  Specific duties of the RPC will
vary from project-to-project under the direction of the RSM's.  Likewise, the RPC's internal and external
customers will experience different duties and benefits.  Lastly, performance benefits will be realized as a
result of the newly created position of RPC.

RPC Duties
·Map out projects involving "non-standard" product opportunities
·Monitor projects to ensure that deadlines are met
·Follow up with internal and external project resources to ensure project success
·Perform technical analysis and sales support on an as-needed basis
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Effect on Internal and External Customers
·RSC's will now concentrate on "standard" products and value-adds with more time to focus on account
management.  Pricing and quoting responsibilities remain but gathering product code information will be
shared with RPC.
·RSM's and Sales Representatives will gain a new resource for technical project management, which
will free up more time for seeking new business.  
·DNA Engineering will assume a technical consultant role on projects that are being managed by an
RPC.   
·Our Manufacturer, Defond will experience improvements in timeliness and flow of information.
·Our Customers will see improved communication and service, shorter design cycles and will gain addi-
tional confidence in DNA Group, Inc. and Defond.

Performance Benefits
The new RPC position will play a vital role in the success of aggressive growth targets within DNA Group,
Inc.  Speed to Market will be directly affected as Project Management continues to improve through the
communication of timely, accurate and complete information between DNA, Defond, Sales
Representatives and Customers.  

-Alan Horne, Engineering Manager
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DIVISIONAL NEWS HOME

DSS NEWS
DSS Served Markets

DNA DIRECT
DNA Direct and Resource Update

DSS SERVED MARKETS

The DSS Business Unit is now serving the transportation sector in addition to its original marine 
market accounts.  Typical applications for transportation include:

Trucks
Bus
Recreational vehicles
Campers
Off-road vehicles
Farming equipment (including tractors)
Emergency vehicles
Construction Equipment

- Ken Wood, Business Unit Manager, DSS

DNA DIRECT/RESOURCE UPDATE

DNA Direct/Resource is proud to report a sales growth of 184% for the first quarter of 2003!  We achieved
this growth largely due to the purchase of the Littelfuse product line acquired last year as well as the
steadily increasing sales of the humidistat product line.

DNA continues to work with many DNA reps on Resource opportunities: 

CERAMICS
-DNA Resource has booked our first ceramic orders.  Congratulations to Tim Cella of Hill & Company on
helping DNA get designed in! 

-We also have electrodes on field test at another Midwest customer.  This project is being lead by Ed Hill,
also of Hill & Company.
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RUBBER(pictured at right)
-Tim Smith of Electroline Sales has a very promising
and large RFQ open for a rubber strap to hold a truck
hood down.

PLASTIC 
-DNA is working with Naudain on an RFQ for plastic
connectors used in wire harnesses. This total RFQ
package is well over a million pieces.

We are excited to forecast growth for DNA Direct and
DNA Resource well into the 3rd quarter of 2003. We
continue to request the help of our rep force to support
DNA with new business opportunities in all aspects of DNA Direct and Resource business.

Please keep an eye out for a mailing concerning updated DNA Direct/Resource Guidelines within the
month of May as well as an upcoming wanted poster.

We appreciate your continued efforts for a successful 2003.

-Frank Kaul, Manager, Business Development
-Jennifer Meckley, Senior DNA Direct Coordinator
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WEB NEWS HOME

NEW DNA WEBSITE TO GO LIVE BY 3RD QUARTER

As most of you are aware, our website is undergoing a complete restructure and redesign by both Blast,
Inc and our in-house web team.  We plan to have a fully functional site up and running by 3rd Quarter just
in time for the Sales Meeting.    

Our new "look" includes an easier to use interface, updated design, Flash animation on the homepage,
and all new updated product pictures. 

The site will contain many new features, including navigation changes to browse by application or product
line, a feature to search for area Sales Representatives, and a completely revamped Product Search
"wizard" allowing greater versatility in searching product specification fields. The Product Search will allow
the user to search over multiple product types for application-specific products, or drill down to a specific
product as they choose product options within the wizard.

Another advantage to our new site will be an extensively larger presence in search engines. On our cur-
rent site, product information is kept within a database that powers our search feature and product dis-
play. Because of the coding style, that product information is not available to search engines that crawl
through our site to index for their search lists. With our new website, all of the product information within
our database down to the specification page level will be available to search engine crawlers. In essence,
our new website will be ten times larger and have hundreds of more pages available for search engine
listing. This should bring increased activity to our website, generating more leads to be forwarded on to
you!

The DNA Web team is excited to bring this new site to you, and we look forward to hearing your com-
ments. Also, please don't hesitate to give us feedback regarding the current site so we can have the
chance to evaluate your requests for inclusion into the new site.

- Brooke Sarvis, Sr. IT Solutions Developer
- Jamie Cochard, Marketing Assistant
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NEW DNA WEB TEAM MEMBERS

We're pleased to announce two new members to the web team: Jamie Cochard, Marketing Assistant and
Allison Miltich, Engineering Associate. Jamie will be assisting Monique in the Marketing web duties, and
Allison will be assuming Tom McKissic's role as the Engineering liason for the team.

DNA Web Team:

Brooke Sarvis, Sr. IT Solutions Developer
Monique Witherspoon, Sr. Marketing and Education Coordinator
Jamie Cochard, Marketing Assistant
Allison Miltich, Engineering Associate
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PERSONNEL NEWS HOME

NEW HIRES
SHIFTING ROLES
ANNIVERSARIES

NEW HIRES

Doug Thesingh (' Ta - sing)
On April 9, 2003, Doug Thesingh joined the DSS Business Unit as
a Mechanical Design Engineer, reporting to Jim Frenzel, Sr.
Strategic Program Engineer.  Doug's primary focus in his new role
is on new keypad and PME designs, along with documentation
maintenance.  

Doug comes to DNA from Garmen, Inc., a Raleigh, N.C.-based
custom automation company. He has spent a combined four years
as a design and consulting mechanical engineer in Raleigh and
Chicago, IL, and an additional eight years as a project manager
for the Edwards group of British Oxygen Company in Minneapolis,
MN. Doug holds a B.S.M.E. from the University of MN. 

Doug has lived in seven states and three foreign countries at vari-
ous times, and done business in eight more states and nine other
countries. In his travels, Doug has been to six of seven continents
and thirty-one countries. Doug recently married his girlfriend of
three years, Amie, here in North Carolina, and has no children.
Doug enjoys more hobbies than the time to pursue them, includ-
ing hiking, biking, sailing, camping, canoeing, travel, and reading.
His most recent exploits include pursuing SCUBA certification and
diving in Belize.

Allison Miltich  ( 'Mil - tik)
Allison Miltich joined DNA in April of 2003 as an Engineering
Associate. Allison has a Bachelors degree in Electrical
Engineering from North Carolina State University and will be bring-
ing additional Engineering support for quality complaints, humidis-
tats, and project management. Her experience at North Carolina
State University included design work for the FIRST Robotics
competition as well as patent management, and technical docu-
mentation. 



Allison has lived in Raleigh since 1998. Her hobbies and interest
include painting, movies, scuba, spending time with friends and
family, and tailgating for Wolfpack football.

Silvia Rodriguez
After migrating from Chicago to North Carolina in 1992, Silvia
started school as a freshman at South Johnston High School.
After High School she enrolled at ECPI where she gained comput-
er and administrative skills.  In early 1998 Silvia started a career
as a Production Support Administrator and continued her educa-
tion as a part-time student at WTCC.  In 2001, she decided to pur-
sue a degree as an IE Technician at full force and within the same
year was given the opportunity to co-op at Buehler Motor (Cary,
NC).  At Buehler Silvia gained skills in soldering, electro-mechani-
cal fixturing, organizational, controller setup and programming,
environmental testing, and many others. Silvia proudly announced
in July 2002 that she graduated from WTCC with the honor of
being the first in her family to obtain a college degree.  Since 1997
Silvia has been preparing, as a dedicated student and employee,
for a challenging and rewarding position . . .

"I am confident that DNA will provide such an opportunity for me!".
-SR

Silvia's hobbies include many sports (especially basketball), cards,
bingo and video games, watching movies, listening to music,
learning new skills, and building and repairing 'stuff'.  "Oh! I love to
dance!" - SR

Jamie Cochard ('Co - kerd)
Jamie Cochard joined DNA Group in March 2003 as Marketing
Assistant.  Jamie will be responsible for designing and compiling
print material, organizing sales events, coordinating advertising
opportunities, maintaining our photo lab.

Jamie comes to us from Trader Publishing Company where her
experience includes graphic/web design and product develop-
ment.  Her educational background includes a Bachelor's degree
in Industrial Design from Auburn University in AL as well as dab-
bling in various web design classes at NC State.  She enjoys gar-
dening, cooking, reading, birding, hiking, and spending time with
her fiancé, Daniel and her cats, Tommy and Max.



Alicia Petifer
On March 5, 2003 Alicia Petifer joined DNA Group, filling the posi-
tion of Receptionist/Administrative Assistant.  Alicia and her family
relocated to North Carolina from Los Angeles, California, where
she was employed as a Property Tax Administrator.  She and her
husband, Otis, reside in Durham where they enjoy raising their
two small children, Audrina, 2 1/2 years, and Alana, 1 year.  In her
spare time Alicia loves singing, sewing and exercising.  

"I feel very fortunate to be a part of DNA Group and look forward
to a wonderful future with the company."  - Alicia Petifer 

Sara Hardy
Sara Hardy joined DNA last March as a Regional Sales
Coordinator working with Jim Waller in the Western territory.  Sara
brought with her many years of industry experience having previ-
ously worked as an inside sales rep for Sterling Electronics, Arrow
Electronics, and Southbridge.  Sara relocated to Raleigh, NC from
West Virginia in 1983.  She attended St. Mary's and graduated
from Meredith with a BS in Business.  She and her husband, Tim,
have been married for 7 years and have two very sweet boys:
Mason, 4 1/2 and Spencer 18 months.  Sara enjoys spending time
with family, being outside on a beautiful day, the beach, taking
walks and cross-stitching.

SHIFTING ROLES AT DNA

Myra Saylor
On February 3, 2003, Myra joined the DSS Business Unit as
Materials Coordinator.  Myra began with DNA as the Sales
Administrative Assistant in April 2002; Myra's new primary role is
to support the DSS manufacturing operations through the strategic
procurement of raw material components that are used in the
manufacturing of DSS products. 
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Gwen Roberts
On February 3, 2003, Gwen joined the DSS Business Unit as Sr.
Sales Coordinator.  Gwen has been a sales coordinator at DNA
for over five years and she brings a wealth of sales and marketing
expertise.  

Loretta Bowden
Loretta Bowden has accepted the Sales Administrative Assistant
position that was opened after Myra Saylor's move to the DSS
group.  In her new role, Loretta is responsible for administrative
activities in support of the Regional Sales Managers and the
Regional Sales Coordinators.  
Loretta has been with DNA Group since October 2002 and previ-
ously held the Receptionist/Administrative Assistant position.

Tom McKissic
Tom McKissic started with DNA September of 1998 in the position
of engineering assistant, reporting to Alan Horne, Engineering
Manager.  Tom accepted the role of Strategic Program Engineer in
the fall of 2000 and was responsible for engineering support of the
humidistat product line and the Whirlpool Cube team.  As of March
2003 Tom has shifted into the new RPC position for the Central
region, reporting to Bill Romick.  He will still be handling much of
the Whirlpool activity of his previous role and will be providing
project support for other customers within the Central Region.    

Tom expects that his new role will provide a new set of challenges
in his work at DNA and will provide a further learning opportunity.
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ANNIVERSARIES

DNA would like to acknowledge the following personnel who have
celebrated (or will soon) anniversaries during the first half of 2003.

Michael Owens - 9 years
Jim Waller - 6 years
Vivian Burgon - 5 years
Sheila Lassiter - 5 years
Gwen Roberts - 5 years
Carl Bates - 5 years
Clinton Piland - 5 years
Chrystal Crawford - 4 years
Asi Patel - 3 years
Judi Chovan - 3 years
Nancy Howell - 1 year
Glenn Medford - 1 year
Chanda Cooper - 1 year
Myra Saylor - 1 year
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DSS has found a home The new LONG hallNew sample room

ON A PERSONAL NOTE HOME

DNA IS GROWING...

The recent increase in our staff size has resulted in an increase in our space!  On May 2nd, 2003, DNA
added 50% more space and we now occupy the entire second floor of the 2841 Plaza Place building.  We
look forward to the day we occupy the whole building! 

HOME FROM IRAQ!

I just wanted to let everyone know that my brother,
Hakan, was flown out of Iraq last week and is back at
Wright Patterson Air Force base in Ohio.  He will imme-
diately have shoulder surgery to repair torn ligaments.
He has also informed me that he and his girlfriend will
be getting married in August.  What a surprise!  It's
been 2 ½ years since I have seen him when we both
left our family home of California in June 2000.   When
I spoke with him this past weekend he expressed the
relief of being back in the states and never again taking
for granted the little conveniences of running water, car-
pet and a fresh cooked meal. 

My brother and I would like to thank all of you who con-
tributed to the care package we sent over to Iraq.  It



was greatly appreciated and he shared it with home sick service men and very happy Iraqi  and Jordanian
children. They expressed so much excitement and joy from the different American treats they received.  I
look forward to spending the time with my brother once he is finished with physical therapy but more
importantly he expressed how wonderful it felt to know others have been thinking of him and the 1,000's
of troops still left in Iraq.

-Alicia Petifer, Receptionist/Administrative Assistant

CONGRATULATIONS DOUG & AMIE!

The sun was kind enough to break through in time 
for the wedding of Doug Thesingh and Amie Olivo. 
The wedding was held April 19th in the lovely foothills 
of western North Carolina.

-Doug Thesingh, Mechanical Engineer, DSS
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Here at DNA we are proud of the
fact that many employees go
above and beyond their traditional
job descriptions.  Recently, Eric
Vaughn has been caught fulfilling
his “other duties as assigned” in a
variety of ways.   Luckily both
times his “supervisors” were on
hand to monitor his work!   

Eric the 
“Heating and

Cooling”
Technician

Eric the “Car Repair” Specialist

“OTHER DUTIES AS ASSIGNED”

BACK TO TOP

TWO FOR ONE IN THE MIDWEST
REGION!

Pamela Coleman, the Regional Sales Coordinator
for the Midwest region, gave birth to twin girls Chloe
Windsor Coleman and Tessa Brooke Coleman on
May 14th at 12:08 and 12:10 am.  After two false
starts to the hospital with pre-labor contractions and
making it into her 39th week of pregnancy, the third
time was a charm for Pamela and her husband,
David.  Tessa is 6lbs 15oz, 19 1/2 inches and Chloe
is 5lbs 6oz, 18 1/2 inches  - both babies are respon-
sive, happy, and are of course the cutest babies in
the world!

Congratulations Coleman Family!
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DSS REP SALES FORCE

The DSS group is pleased to welcome Roman Sales, Hill & Co., and Allied Enterprises as new sales
partners for penetrating the marine and transportation markets in their respective territories.  Effective
April 1, 2003, the following manufacturer's representative organizations will be handling all DSS
opportunities.  These representatives are authorized to sell all Digital Switching Systems (DSS) prod-
ucts and all DNA Group, Inc. products to be sourced for marine and transportation applications.

- Ken Wood, Business Unit Manager, DSS

REP CORNER HOME

DSS Rep Sales Force
Rep Council Progress
Allied Enterprises Earns DNA’s first “Rep of the Year” award for 2002!
Changing of the Guard
Rep Anniversaries
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REP COUNCIL PROGRESS

From the Rep Council Chair:

If you have not read the notes from the March DNA Rep Council meeting, please do so.  If you did read
them, I ask that you read them again.

The thing I want you to think about as you read the notes, is that every topic discussed, was suggested,
or influenced by comments from you, the DNA Reps. For those of you who contributed, I thank you.  For
those of you who did not, you are missing out on a golden opportunity.  

The DNA Rep Council was put together for many reasons, but the overall goal of the Council is to make
all of us more money.  The rep council does this by offering suggestions and input on decisions that will
shape DNA's future, as well as suggesting new policies and procedures that will help us sell more.

If you have ideas or suggestions for the rep council, please do not hesitate to contact me, or any of the
rep council members.  We are very interested in anything that your other principles are doing well or any
problems you are having with DNA.  Your suggested solutions to those problems could lead the way for
more sales for all of us.

For input, please contact Tim Smith, Electroline Sales, Inc., 763.546.1350 or e-mail me at
tim4sales@aol.com

- Tim Smith, Electroline Sales, DNA Rep Council Chair

ALLIED ENTERPRISES EARNS
DNA’S FIRST “REP OF THE YEAR”
AWARD FOR 2002!

DNA would like to acknowledge Allied Enterprises
as the first recipients to receive DNA's Rep of the
Year award for 2002.   Eric Pfaff, President of
Allied accepted the award during his visit last
March to DNA's office, however the congratula-
tions go out to the entire Allied Team!  

The Rep of the Year award program began in
2002 as part of an ongoing development process
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Eric Vaughn (L) awards Eric Pfaff (R) DNA’s first 
“Rep of the Year” Award for 2002



internally at DNA.  This award will be presented annually to the rep that has high scores on the Rep
Report Card, as well as some more intangible attributes, all contributing to an outstanding performance
over the course of the given year.   

- Monique Witherspoon, Sr. Marketing & Education Coordinator

REP COUNCIL - CHANGING OF
THE GUARDS

In May 2001, DNA established its Rep Council
program with the intent to improve its communi-
cation with its rep groups.  We are now at a point
of rotation for several council members.  One rep
and one DNA staff member have been rotated off
and a new member has been assigned to replace
them.

We would like to thank Eric Pfaff of Allied
Enterprises for the service that he provided over

his 2-year term.  Eric was one of the very first reps assigned to the council and through his particiation
and effort he has helped develop our council program into what it is today.  

Lowell Kennamer, of Rep Inc., will replace Eric Pfaff.  Rep Inc. is fairly new to DNA, but has been very
interactive from the start.  We expect to see good things come from Lowell's participation.  Welcome!

We would also like to publicly thank Michael Owens of DNA for his active participation over his 2-year
term on the council.  Michael was also one of the first members assigned to the Council.  Michael's efforts
have been very intuitive and much appreciated.  

Alan Horne, DNA's Engineering Manager has been assigned to replace Michael.  We are confident that
he will add value to the council.  

You can contact the council at any time if you have information you would like them to address at the
meetings.   Thank you for your interaction.  

Current Members
Eric Vaughn, DNA President - Permanent Seat
Carl Bates, Midwest Regional Sales Manager - 2-Year term - expires May 2004
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(From L to R) Michael Owens, Carl Bates, Bryan Mount, 
Eric Vaughn, Eric Pfaff, TimSmith



Alan Horne, Engineering Manager - 2-Year term - expires May 2005

Tim Smith, Electroline Sales - Council Chair - 3-Year term expires May 2004
Bryan Mount, Richmar Corp. - 3-Year term expires May 2005
Lowell Kennamer, Rep Inc. - 3-Year term expires May 2006

- Monique Witherspoon, Sr. Marketing & Education Coordinator

REP ANNIVERSARIES

DNA WOULD LIKE TO ACKNOWLEDGE THE FOLLOWING ANNIVERSARIES, 
CELEBRATED DURING THE FIRST QUARTER OF 2003:

ON A PERSONAL NOTE...

New Member to the Mount Family!

DNA would like to extend warm congratulations to Bryan Mount (Richmar Corporation) and his family on
the birth of their daughter Meredith Christine.  Meredith, born at 4:15pm on March 3, 2003, is 8 lbs, 14
oz, and 19 ½ inches long.  Dad and big brothers are very excited and report that both mother and daugh-
ter are doing well.  Congratulations Mount Family!

6 years

4 years

2 years

1 year

Allied Enterprises, 2/12/1997

Electroline Sales, 5/24/1999

Hill & Company, 2/18/2001

Electroline-Wisconsin, 1/13/2002

6 years

1 year

1 year

Supplier Resources, 5/20/1997

Romax Electronics, 1/24/2002

Sunland Associates, 1/02/2002

DNA/DSS REP GROUPS: DNA REP GROUPS:

BACK TO TOP

BACK TO TOP



New Member to the Teal Family!

I am very pleased to announce the arrival of our newest sales engineer at Naudain. Zachary Thomas
Teal signed on at 7:00PM May 13th. While his learning curve will take a little time we expect great things
from him. He came in at a robust 7lb 15oz. Mother and son are doing great. The dad was there for he
whole thing. Granddad was a mess however.  Congratulations Teal Family!

Tom Teal, Naudain Assoc. Southern, Inc

Congratulations!

DNA would like to acknowledge that as of April 1, 2003, Tim Smith, of Electroline Sales, celebrated 15
years in the Rep business.  
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