- SOUNAPEOPLE

American Music
& Sound (Wood-
land Hills, CA)
has appointed
Dave Hetrick to
the position of na-
tional sales man-
ager for beyerdy-
namic, Fostex and
Dave Hetrick, Alpine in the U.S.
American Music & . .
Sound He is a singer/

songwriter/musi-
cian with experience in the record-
ing and engineering world and comes
to AM&S as the previous director of
worldwide sales for the KRK/Cerwin
Vega Group.

B Renkus-Heinz
(Foothill Ranch,
CA) has named
Ladd Temple
to the posi-
tion of technical
sales manager.
He comes to the

company after

Ladd Temple, more than a de-

Renkus-Heinz

cade with Peavey Electronics, where
he most recently served as product de-
velopment manager for Peavey’s Crest
Audio and Architectural Acoustics di-
visions. In his new position, Temple
will provide technical and sales sup-

port to Renkus-Heinz’s network of
representatives and dealers throughout
the western U.S. He will be based in
Texas.

B TEAC Amer-
ica (Montebello,
CA) has promot-
ed Paul Jenkins
from VP of sales
for Tascam to se-
nior vice presi-
dent for TEAC

America. He will
Paul Jenkins,

TEAC America D€ Tesponsible

for TEAC’s Con-
sumer Electronics, Tascam and Eso-
teric Divisions and will serve on the
Board of Directors. Jenkins will be re-
sponsible for TEAC America’s entire
audio sales and marketing organiza-
tions and their product lines.

Congratulations to GC Pro

for 10 years of success!

We look forward to the

60SECONDS

Bob RIEDER

Electro-Voice

Q: What is your new position, and what does it
entail?
A: I’'m a liaison between our product development
and sales groups, with two primary responsibilities
for Electro-Voice. The first is to develop marketing
strategies and tools that support our sales team
and help them connect our install customers with
the products that are right for their needs. This
includes shaping the messages that we communicate through all of our marketing
channels. My other role is to proactively listen to our customers and channel their
feedback to the right people internally, so that is incorporated into new products.

Q: How has your background prepared you for your new role?

A: | have worked in the audio industry for more than 20 years, and first focused on the
installed sound market while at Shure. Having spent the early part of my career as a
loudspeaker and audio product engineer, | have a solid understanding of the technical
side of things. | hold degrees in engineering, music and marketing, which give me a
strong, interdisciplinary perspective. But more importantly, | believe that the real pur-
pose of audio technology is to facilitate the communication of music, of information,
of ideas or emotions. And when we do that well, we’re making people’s lives better in
some way. That's ultimately what | think our products need to do.

Q: What new marketing initiatives are we likely to see from the company?

A: We'll be doing more to spotlight the technologies we have developed at Electro-
Voice. There are few audio companies that can lay claim to a storehouse of tribal
knowledge as significant as ours, and every Electro-Voice loudspeaker that you buy
represents a realization of that cumulative experience. When you combine those
loudspeakers with our processing and amplification, the resulting sound systems are
more acoustically predictable and robust than anything users could have imagined
even a few years ago.

Q: What are your short- and long-term goals?

A: We provide an overwhelming amount of information about our products, but |
want to make it easier and faster for customers to find the product details they need,
both on line and in print. In the longer term, | want to persuade more customers to
think of processing, amplification and loudspeakers as an integrated system, which

is increasingly the way we design them. Customers don’t simply get optimized audio
performance from this approach; they get intelligent systems in which (for example)
drive levels adapt to dynamic changes in loudspeaker performance.

Q: What is the greatest challenge that you face?

A: Like almost all audio companies, Electro-Voice built its brand on specific product
categories (loudspeakers and microphones). My challenge is to persuade audio pro-
fessionals that there can be advantages to buying the back end of the audio chain—or
in some applications, the entire chain—from a single manufacturer. Because we have
deep knowledge of every part of the system, we’re better able to support customers.
And because we're designing components to work together, we can deliver a system
that is greater than the sum of its parts.

next 10 years.
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B Primacoustic (Port Co-
quitlam, BC, Canada) has
named EDA Pro (Snellville,
GA) as its manufacturing rep-
resentatives to the contractor
marketplace for Southeast U.S.
EDA Pro will be responsible for
Mississippi, Alabama, Georgia,
North and South Carolina.

FROM YOUR FRIENDS AT

Focusrite

Pictured is the EDA Pro team: (Standing,
from left) Mark Adams, Steve Land, Marty
Jones and Tommy DuBose. (Seated, from

left) Heidi Pickens and Connie Perkins.

) M Alliance Audio Group (Los
Alamitos, CA) has been tapped
as the sales representative for
Juice Goose (Houston, TX) in southern California and southern Ne-
vada. With over 80 years of technical and promotional experience, Al-
liance will help manage sales of Juice Goose products in music retail,

novation

commercial audio, sound reinforcement and related markets.

M Radial Engineering (Vancouver, BC, Canada) has appointed Huahui
Audio Technology (Beijing, China) as the official distributor of Radial
Pro Audio (including 500 Series) products for China.
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