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Executive Director's Welcome

Dear Members

Welcome to the Spring Edition of ERA Europe News! The year 
has only just started and is racing ahead as quickly as ever...  

As promised, this newsletter includes a detailed report from our 
Annual Membership Meeting which was held in Athens mid-
January. This includes an update on all ERA Europe activities in 
Athens, including the results of our Counterfeiting Task Force 
meeting, the strategic Board review of our current statutes, 
Committee Meetings and the Membership Meeting. As a special 
guest we welcomed Joanis  Kourniotis, the President of EPAM, the 
Greek distance selling association. I want to take this opportunity to 
thank Manos and Ida Markakis from Telestar for all of their support 
and their warm welcome in the beautiful city of Athens.

Shortly after Athens, most of us had the opportunity to meet again at 
the Great Ideas Summit in Miami Beach. Please see the article by 
Chris Reinmuth, Chairman of ERA US who shares his impressions 
with us. 

Looking back on Miami allows me to eagerly anticipate our own 
European Homeshopping Conference 2015 which, as you 
hopefully know, will be held in Barcelona in June. You might have 
noticed that we have a new, improved conference website - www.e-
homeshopping.org - and that we have created a “new” event,  the 
MCMS (Multi Channel Money Streams). More on these topics is 
also included here. Not only do we intend to reach the same 
professional level of the past, but this year we intend to reach out 
beyond the “usual suspects” in order to increase the visibility of our 
association in Brussels and to attract fresh faces to the conference. 
The MCMS event is of course included in the regular ticket price – 
but we also offer you a new opportunity to buy a one day all area 
pass just for that day.

Do not miss our Member Company Interview, which in this issue is 
with Enric Caleja from Windirect, our main conference sponsor in 
Barcelona.

Finally, and once again, I really do want to sincerely thank all of our 
volunteer contributors here without whom we could not deliver this 
interesting newsletter to you. By repeating this message every 
issue, I want to show my gratitude and hope to encourage others to 
join our news contributor team. Please enjoy your reading!

Best regards,

Dr.  Julian Oberndörfer

Executive Director 

Electronic Retailing Association  Europe

http://www.e-homeshopping.org/
http://www.e-homeshopping.org/


Chairman’s 
Farewell 
Report
by Mike Wells

Ladies & Gents,

Welcome to the latest edition of 
our ERA Europe newsletter. I 
hope you can find time to have a 
read!

This will be my last contribution to 
the ERA newsletter as Chairman 
of the association. It is with some 
sadness that I write it as I have 
thoroughly enjoyed my two years 
in the post. Looking at those two 
years, I think the enjoyment has 
come from the quality of the 
people with whom I have had the 
privilege to work as Chairman. 
There was a real “change of the 
guard” back in 2013, with Julian 
taking over as Executive Director, 
Ken Daly as Treasurer and 
Economic Marketing assuming 
the responsibility for organising 
and planning the annual 
conferences. Add to that, a 
number of new faces on the 
Board and it really was a new 
team. It has been a real pleasure 
to work with this team over the 
last two years. They are talented, 
enthusiastic and dedicated 
people, who work for the benefit 
of ERA Europe and its members 
and I would like to say a big thank 
you to all of them for the support 
they have given me as Chairman. 

As you may know, my successor 
as Chairperson will be Isabelle 
Fournier from Ventadis in 
France. She has many years  
experience on the European 
Board and has served on some of 
the committees. She is a great 
person and I know she will make 
an excellent Chairperson and I 
wish her every success.

In retrospect, probably the biggest 
challenge facing the new team 
was getting the Association’s 
funding back into good order, and 
I’m happy to say that this has 
been achieved without having to 
make any real sacrifices in 
member benefits or the quality of 
the conferences.

Looking forward, planning for the 
Barcelona conference in June is 
well underway and it looks like 
being an excellent conference, in 
terms of venue, hotel, facilities, 
activities and as an environment 
for you to do business and also  
meet up with old friends. 

As for other member benefits, the 
self-regulation programme and 
actions are now well established 
and seem to be working 
everyone’s advantage. 
Government Affairs has been 
quiet recently but we have a good 
team in place to deal with any 
issues (be they opportunities or 
threats) as may arise. We are 
also progressing the “anti-
counterfeit” project, as a resource 
to be available to all members on 
the new ERA Europe website, 
when it goes live.

So, a final farewell from me as 
Chairman. I shall continue to be a 
member of ERA Europe through 
my Zestify Media company and 
as such, look forward to seeing 
you in Barcelona.

With very best regards,

Mike

Mike Wells

Chairman ERA Board 
of Directors/Chair 
ERA UK Chapter
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Report: 
Annual 
Membership 
Meeting 2015
With Athena’s wisdom in 
Athens

by Julian Oberndörfer

The 2015 ERA Europe Annual 
Membership Meeting was held in 
Athens from 14th-16th January 
2015. 

With the support of Manos 
Markakis from Telemarketing 
Greece, the meeting was held at 
the Hotel St. George Lycabettus, 
a very fine venue overlooking the 
centre of Athens.  The boutique 
five star Hotel was invitation 
enough to enjoy some early warm 
spring days. 

Hotel St.George Lycabettus

However, the board had set itself 
a very challenging programme 
and with some very intensive 
sessions expected, Athena´s 
wisdom seemed necessary.

Counterfeiting Task Force

Most attendees arrived 
Wednesday in the late morning 
and we started immediately with 
the first Counterfeiting Task Force 
meeting. The copying or theft of 
intellectual property, especially of 
patents, designs and brands, is a 
huge problem for any trading 
company. One member reported 
that they had seized counterfeit 
goods worth 300k€ in one quarter 
alone. Members of ERA Europe 

must take into account that we 
are a small association which 
needs to wisely allocate its scarce 
resources, so ERA cannot take 
the burden away from its 
members of protecting their 
intellectual property nor can ERA 
be a prosecuting party. 

Counterfeiting Measures

The discussion singled out one 
problem, namely, that the licensor 
partner of European members 
may not understand the specific 
problems associated with a 
fragmented European market, in 
terms of the opportunity for 
counterfeiting. For this problem, 
ERA discussed the following 
measures:

1. To organize a number of 
knowledge-exchange sessions, 
starting with Barcelona in 2015, to 
explain the needs of their 
European partners. If the licensor 
does not provide the needed 
support (such as proper IP-
protection) the European partners 
are in many respects helpless 
with regards to protecting their 
licensed products.

2. To build a European 
information and database on the 
new www.eraeurope.org website. 
Members will be able to seek and 
find relevant information on how 
to protect their products and who 
to contact.

3. To approach the relevant 
institutions in Brussels to help 
tackle this ever growing issue 
from the political side too. 

Strategic Session on the 
Legal Structure of ERA

In the strategic session that 
followed, the board discussed the 
situation of the current statutes of 
the association. Having now 
stabilised the financial health of 
the association, the board had 
decided in Vienna in 2014 to 
review the legal structure of the 
association. As a non-profit 
association with its seat in 
Brussels, the governing rule for 
the Electronic Retailing 
Association Europe is Belgian 
law. Therefore, several meetings 
in Brussels with a Belgian 
specialist on statutes and board 
members have taken place. 

Findings

The key findings were discussed 
in order to develop a proposal for 
the membership on how to 
proceed. Generally speaking our 
statutes are an incomplete copy & 
paste of the US version. As they 
are incomplete and because 
Europe is in size far smaller than 
the US organization, the statutes 
are sometimes illogical or do not 
apply very well to the size of our 
association. 
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Athens was a great location for the Annual Membership Meeting 2015

http://www.eraeurope.org/


Report: 
Annual 
Membership 
Meeting 2015
(continued from page 3)

Furthermore, the translation into 
the legally binding French version 
and the  retranslation back into 
into  the current English version 
was sometimes incorrect.

Statutes Proposal

The proposal that came out of the 
strategic session is to simplify the 
statutes by implementing 
“standard” Belgium association 
statutes – which will be 
customized, but only where 
necessary, to our needs. We will 
cross check our ideas with the 
Belgian specialist before we start 
to communicate our findings and 
proposal in detail in order to make 
the process as transparent as 
possible to all members. The 
process will end with a member 
vote to accept or reject these 
proposed changes. 

Day 2

The next morning, members of 
the Executive Committee started 
their meeting to discuss the 
financial situation of the 
association.

The Government Affairs - , Self-
Regulation - and Membership & 
Conference Committee meeting 
followed soon after.

In the afternoon the board 
meeting reflected on the meetings 
held over the two days. 

New Members

The working day finished with the 
General Assembly at which there 
was unanimous support for the 
acceptance of Antena Group, 
Börner, Scoreverse, Shopping 
Live, Visotsky and Zestify 
Media as new members. 
Additionally the Final Statement 
2014 and the Budget 2015 were 
unanimously approved.

After all that work, Manos took us 
to the Lycabettus Hill, where we 
enjoyed a spectacular view of 
Athens at night and we had 
dinner in the restaurant AEGLI 
Zappion located in the heart of 
the city of Athens, facing the 
Acropolis and the Lycabettus Hill. 
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The members enjoyed a spectacular view of Athens at night

Advertising Rates: you can advertise in ERA Europe News!

ERA News Advertising Space Rates for Non-Members 50% Discounted Rates for 
Members

Full page 1.500€ 750€

Half page 800€ 400€

Full column 600€ 300€

Half column 400€ 200€

For more information on advertising in ERA Europe News, please contact:  joberdoerfer@eraeurope.org x on

http://www.aeglizappiou.gr/
http://www.aeglizappiou.gr/


Committee 
Bulletin: Self 
Regulation 
1Q15

by Klaus Parchent

Internal News:

After a strong decrease in 2014 
the number of complaints in the 
first quarter of 2015 increased 
again reaching the level of 2013. 
All complaints were placed by 
consumers and deal with issues 
like money refund after return of 
the good or refer to collection 
activities. In the light of the 
increasing usage of the Self 
Regulation Seal and the still low 
total number of complaints the 
increase does not give reason for 
concern. Instead every justified 
complaint has to be seen as the 
chance of improving the 
communication between the 
company and the customer.

ERA Europe Self 
Regulation Programme 
enters France 

With our member M6 now using 
the SR Seal on their brand new 
website www.m6boutique.com the 
Self Regulation Programme of 
ERA Europe has entered France. 
After the countries Germany, UK, 
Italy, Austria, Spain, United Arab 
Emirates, Serbia, Russia and 
Poland this is an important step 
for our programme in one of the 
major markets still missing on our 
map. And, of course, we hope 
that this step of another big 
member of ERA Europe 
encourages more members to 
follow this example.

External News: 

The European Economic and Social 
Council’s (EESC) is currently 
preparing an own-initiative report on 
the topic "Self-regulation and co-
regulation in the Community 
legislative framework". The EESC is a 
consultative body of the European 
Union that represents civil society 
organisations, such as employers' 
organisations and trade unions.

On 27 January 2015 a public hearing 
was organised by the Single Market 
Observatory (SMO) of the EESC in 
Brussels in order to discuss the topic 
and to give an opportunity to the 
stakeholders to express their views 
and expectations.

On 13 March 2015 Robert Madelin, 
Director General of DG CONNECT, 
chaired the Community of Practice 
4th plenary meeting. This event 
brought together stakeholders to 
share ideas and exchange 
experiences of self- and co-regulation 
and to discuss its place in the EU 
regulatory landscape.

The summary of this event can be 
read here:

http://ec.europa.eu/information_society
/newsroom/image/summary_of_the_ch
airs_conclusions_9167.pdf

Best Wishes

Klaus 
Parchent

ERA Europe

Self Regulation Officer
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Two more ERA Members 
are now using the self 
regulation seal since 

1Q15, bringing the current 
number of seal-users to 20

Welcome!

 Best of Shopping - 
Ventadis, France 

www.m6boutique.com

       Shopping Live, 
Russian Federation

 www.shoppinglive.ru

When will your company 
start to benefit from using 

the ERA member self-
regulation seal?

Check out the benefits on the ERA 
B2C website

www.shopwithconfidence.eu

http://www.shoppinglive.ru/
http://www.m6boutique.com/
http://www.shopwithconfidence.eu/


Committee 
Bulletin: 
Membership & 
Conference 
1Q15
New Conference Website

by Maja Umek & Julian 
Oberndörfer

As already announced, just 
before starting registration of the 
2015 Electronic Home-Shopping 
Conference in Barcelona, our new 
conference website www.e-
homeshopping.org went online. A 
group of volunteers led by Maja 
Umek of Studio Moderna, defined 
the goals for a re-launch of our 
website and requested pitches 
from several service providers. 
Based on the feeling, that there 
was quite some room for 
improvement we chose to take a 
structured approach to define the 
association needs. 

All those who registered for  the 
Barcelona conference, already 
experienced the new website. You 
may have noticed that we have 
cleaned up the old website 
structure, reducing the 
information down to the 
necessary content. Also very 
important is that the new website 
has an adaptive design - that 
means that the content is 
correctly displayed on any digital 
device.

However, perhaps the most 
important features of the new 
website are those that are not 
immediately visible. The website 
is optimized to be delivered at the 
fastest speeds possible to 
desktop and mobile devices. Not 
only does this enhance the user 
experience, but it also improves 
the rankings in search engines 
such as Google and Bing/Yahoo. 

Google for example has a website 
rating scheme, and any website 
that scores over 80% is 
considered top class. The e-
homeshopping.org home page 
rates 98% with Google! It will take 
a few more weeks before Google 
and Bing have fully indexed all 
the new website changes, but 
already the site has had over 
1,995 visitors from 461 different 
cities and 82 different countries 
(as of April 1st).

The re-launch of the Conference 
website is just the first part of the 
wider website project which aims 
to ensure, that all three ERA 
Europe websites 
www.eraeurope.org 
www.shopwithconfidence.eu  

www.e-homeshopping.org follow 
the same ERA Europe corporate 
identity. The next site to be 
adapted will be the consumer 
'shopwithconfidence' website. 
Finally, just before the summer 
conference, the association main 
website will follow.

We would like to take this 
opportunity to thank the project 
team at Quantum Websites 
www.quantum-websites.com who 
have done a great job in 
interpreting our website needs 
and creating a clean, 
contemporary, high-performance 
conference website. Looking 
forward to the successful roll-out 
of the next two websites.

The new website has been live since 1st February 2015 and has already had 1,995 visitors from 82 
different countries and 461 different cities as shown in the graphic (Status: April 1 st, 2015)
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The ERA Conference website has a responsive design which means that the content is correctly  
displayed on any digital device whether desktop, laptop, tablet or smartphone.

http://www.quantum-websites.com/
http://www.e-homeshopping.org/
http://www.shopwithconfidence.eu/
http://www.eraeurope.org/
http://www.e-homeshopping.org/
http://www.e-homeshopping.org/


The Electronic 
HomeShopping 
Conference in
BARCELONA
2015
The Electronic HomeShopping 
Conference 2015 Barcelona is 
approaching quickly with just 2 
months to go before the doors 
open! Overall, registration is 
going quicker than the previous 
years, so we are very optimistic 
that there will be even more 
attendees than in previous years.

The Trade Show

Last year, we were overwhelmed 
by the demand for extra meeting 
spaces, so this year we have 
doubled the “extra meeting 
spaces” capacity at the Hotel 
Fairmont Rey Juan Carlos I. All 
the meeting rooms except one 
are now sold out. However, we 
have organized a new, special 
solution in the room Terral. If 
there is further demand, we can 
divide this large room into three 
smaller rooms, to provide even 
more private meeting space. 

While we maintained the prices 
for the Business Club meeting 
spaces, we improved the seating 
arrangements. In Vienna the 
arrangement consisted of three 
club chairs. This year you will find 
two club chairs and a nice double 
seater couch, giving more space.

Exhibition

In Vienna we already had a well 
sized show floor. Last year’s 
show floor had in total 652 sqm: 
in Barcelona we offer 1.027 sqm.

Events and Sessions

On Sunday, the first day we start 
with the Opening Reception, 
starting around 7 pm at the 
outside pool area of the Hotel 
Fairmont Rey Juan Carlos I. 

The Executive Director and the 
Sponsor will give a short 
welcome and outline the main 
attractions of the show.  A flying 
buffet and drinks will also be 
served.

On Monday, we have the 
traditional Monday night 
networking event. We will have a 

nice evening with delicious food. 
The restaurant “El Bestial” is 
located by the sea, at the San 
Sebastian beach, below Frank O. 
Gehry’s Fish. Fantastic garden 
terrace with various levels by the 
beach overlooking the 
Mediterranean. Its large windows 
are decorated with Frederic 
Amat’s insect mural. Having 
learned from last year three 
shuttle buses leaving the hotel 
between 6:30 and 7 pm will bring 
the guests to the location and the 
way back to the hotel. Great 
international as well as local food 
and whilst a relaxed atmosphere 
the networking dinner will become 
a successful evening.

Tuesday afternoon, after the third 
day of conducting successful 
business meetings we will close 
the Electronic HomeShopping 
Conference with our traditional 
Wine Down event.  

The night of July 23rd is by the 
way “Dia de Sant Jordi” – it 
commemorates the death of the 
city patron and is the biggest 
party in town. Attendees who wish 
to stay, can do this at the 
conference hotel at conference 
rate. For the ones who need to 
catch a plane on time, we have 
organized a free shuttle service 
to the airport leaving the hotel at 
1 p.m., 3 p.m. and 5 p.m.
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Barcelona 
Conference 
(continued from p.7)

As usual we have organized 
various sessions. On Monday we 
have the MCMS Conference. We 
will refer to that in a special 
article. 

Here we just want to point out, 
that we only offer all area access 
tickets. That means, that no 
separate ticket is needed to 
attend. However, there is a new 
special priced One Day Ticket (all 
areas) only for the MCMS day in 
order to attract people/companies 
who are interested in the 
discussion topics but who would 
otherwise not attend the ERA 
conference.

Tuesday is dedicated to 
Counterfeiting. As requested by 
some members – we will offer 
meeting facilities for interested 
members to informally exchange 
how to tackle this issue and 
maybe to develop a common 
strategy. 

We will further organize a session 
on counterfeiting to create 
awareness of what international 
players need to do to enable their 
European partners to protect their 
intellectual property in Europe. 

We already have one company 
forum on Tuesday. SES-PS will 
present their solutions for 
managing all types of distribution 
and handling all kinds of video 
data.

Hotel room booking

Finally we have some general 
information regarding the hotel 

room booking procedure. To 
secure the accommodation, ERA 
Europe buys a certain amount of 
“guaranteed” rooms from the 
hotel. ERA has to pay for these 
rooms even if they are not taken. 
The hotel itself must reserve 
another set of rooms for our 
guests. Coming closer to the 
event, there are room release 
dates, where we match incoming 
registrations with hotel bookings. 

To avoid financial risks we 
estimate at that time the needs of 
our guests. If everyone books 
late, it could be that there are no 
rooms left. e.g. last year in Vienna 
we had a situation in which, at 
short notice, a Japanese Group of 
more than 300 people took all the 
remaining rooms and we ended 
up with a room shortage. We are 
in permanent contact with the 
hotel management, but we would 
ask everyone to consider early 
hotel booking, so that we can 

definitely ensure the preferred 
rates for ERA which we have 
negotiated with the hotel.

As the Hotel was recently 
acquired by the Fairmont Group, 
the hotel had to change their 
booking system. Even though we 
live in a digitized multichannel 
world, we decided to use a pdf 
form instead of a web link to 
ensure booking runs smoothly. 
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12 Good 
Reasons to 
attend  ERA's 
European 
Conference
Conference Buzz from 
Vienna 2014

by Amanda Justice

The ERA European Conference 
always has a buzz about it...lots 
of meeting, sharing and deal-
making as well as buying, selling, 
offering services and exhibiting. 
Here follow some conference 
voices from 2014 giving their 
reason to attend the ERA 
European Conference:

#1 Some are buyers who 
commented that the conference is 
an effective way to meet a 
number of existing suppliers in 
one place without having to travel 
round (appointments made in 
advance every hour or half hour)

#2 Some members had hot new 
products and came to be seen by 
potential new customers. #3 
Some non-members were there 
to get noticed by a new audience:

''A good place to find more DRTV 
distributors around the world'' (Food & Fun 
- non-members)

#4 Some were product presenters 
such as Mark Kühler, live 
shopping product presentor for 
Mediashop & HSE24, who came 
to get together with colleagues 
and the companies with whom he 
works such as Telebrands, 
Brozio, JML, etc. 

''If you want to promote your product in the 
DRTV industry then you have to go to the 
ERA Conference'' (Mark Kühler)

#5 Some came all the way from 
Australia to take advantage of the 
different seasonality:

''The Era Europe Conference takes place 
at the perfect time to get product which is 
trending well in the cold months in 
Australia into the stores in Europe in time 
for Christmas/4th Quarter'' (PMG, 
Australia)

#6 European and global suppliers 
and distributors came because 
the timing is perfect to sell 
product into the stores in time for 
Christmas.

''The European Conference is a great 
conference for Maverick - perfect timing 
for Christmas items'' (Hayley from 
Maverick)

#7 Some came from Asia looking 
to get into the European Live 
shopping market/DRTV market: 
e.g. TV is a new channel for 
Weibo Hi-tech. They are doing 
business in China, Korea, Japan, 
SEAsia & Russia but they want to 
expand everywhere. They are 
members of ERA U.S. and 
wanted to try out the European 
conference as well.

#8 Some were product 
developers: e.g. Michael J. Van 
Straaten from South Africa 
develops new products, promotes 
them via DRTV but does 99% of 
his business by selling them in his 
83 retail stores in South Africa. He 
says the South African market is 
small by comparison to Europe 
and the U.S. so at the ERA 
European Conference he was 
looking to appoint the right 

distributors and meet the new 
players in the market.

#9 Some exhibit at the 
conference e.g. Passat are 
normally just guests at the 
conference but in 2014 they 
decided to test an exhibition stand 
and show product as they are 
based in Vienna. They market 
their products via teleshopping 
and are strong in retail but they 
want to sell more themselves in 
other countries and push their 
export business.

#10 Some are DRTV film 
producers like MKC looking for 
product inventors who need their 
product to be made into an 
infomercial:

''You have to be part of the family – you 
might think it doesn't bring much but you 
have to be a member of the club because 
it's the club where everyone who is 
successful in the business is part of'' 
Michael Kroell Carrera, MKC  

#11 Some are new entrepreneurs 
just starting out, e.g. Novalife 
(slimming products and skincare) 
who do lots of business with 
French teleshopping (tf1 and m6) 
and are looking for new markets. 

#12 Reason: The ERA European 
conference is quite simply the 
best place to network in this 
industry. Whatever your reason, 
don't miss out – book your ticket 
for Barcelona now!
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A record number of attendees joined the conference in Vienna 2014



MCMS 
Conference in 
Barcelona
by J.Oberndörfer & D.Brockmeyer

The Electronic Home Shopping 
Conference has a long tradition of 
holding a speakers session on 
Monday. For ERA to host this 
session is a unique chance to 
discuss relevant issues with 
industry and stakeholders from 
European institutions and 
regulators and an opportunity to 
create enhanced visibility of the 
association with institutions.

This year we will organize the 
MCMS conference for the first 
time and have hired Dieter 
Brockmeyer as MCMS 
Conference Chair. 

Thematically, rather than just 
covering the same old ground 
every year, we decided to look at 
all areas of the multichannel 
business and take a 360° 
perspective on challenges and 
chances.  Access is possible as 
usual for all conference attendees 
with the regular ticket but new this 
year is an additional one day all-
area access pass just for this 
event day. 

Here follows a shortened version 
of Dieters blog for more details of 
the conference: New Money 
Streams, new cooperation models 
and new regulatory framework for 

a convergent media industry, 
that’s the focus of the first 
multichannel money streams 
conference, MCMS, on the 22nd 
June 2015 at ERA Europe’s 
annual European Homeshopping 
Conference, to be held this year 
at Barcelona’s hotel Rey Juan 
Carlos, June 21st-23rd.

The focus of this innovative 
conference is not the retail 
business alone, rather it focuses 
on the entire value chain of the 
convergent media business: on 
linear and non linear TV, 
publishing, games and e-
commerce … and exploits ways 
of co-operation and new revenue 
streams. One day packed with 
innovation and information. The 
format is discussion based. Most 
of the presentations will be small 
panel groups providing different 
perspectives on one issue. The 
day will be closed by a eur§reg 
special panel session discussing 
the emerging new regulatory 
European framework for 
audiovisual services. The 
outcome of this process that has 
just started this year with national 
and European Commission 

regulators working hard on a first 
draft will be essential for the 
global competitiveness of 
European media players. Since 
audiovisual content becomes 
more and more important also for 
publishers etc. a new Audiovisual 
Media Service Directive, AVMSD, 
may very well have an overall 
impact even on so called new 
entrants from the global internet 
universe…

As of today confirmed speakers 
include: Ross Biggam (ACT), Ina 
Bauer (ATV), Jean-François 
Furnémont (Wagner Hatfield), 
Ben Keen (IHS Technology), 
Christop Mühleib (APS), Tobias 
Schmid (RTL Group), Jide Sobo 
(mec global), Christoph Wagner 
(Morrison Forster), Wuaki TV, 
Krzysztof Zalewski (KRRiT)…

More Info: http://mcms-conference.eu
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Dieter 
Brockmeyer

MCMS 
Conference Chair 
and Principal, 
Medien Fach 
Dienste

MCMS Programme for Monday, 22nd June 2015

Agenda: "Challenges of Digital & Convergent 
Multiscreen Business Worlds"

09:00 Doors open, registration (access to breakfast buffet)

10:00 – 10:10 Chairman’s Welcome by Mike Wells

10:10 – 11:20 Counterfeit, Piracy, Counterstrike

11:20 -11:40 Coffee Break

11:40 – 12:50 Convergence’s Winning Side

12:50 – 14:00 Lunch Break (access to ERA lunch buffet)

14:00 – 15:20 Models for Integrated Business, hosted by Ina Bauer, 
ATV

15:20 – 15:40 Coffee Break

15:40 eur§reg special @ mcms: Challenging the Regulator, hosted 
by Dieter Brockmeyer

17:30 End

http://mcms-conference.eu/


Member 
Company 
Interview 
with Enric Calleja,

CEO of 

The main sponsor of the ERA 
Homeshopping Conference in 

Barcelona 2015

WIN DIRECT is a young and 
dynamic company established in 
Barcelona in September 2008, 
with the aim of developing 
innovative and quality products 
with a strong customer service 
culture towards our partners. Our 
company develops and markets 
cosmetics and beauty products as 
an answer to everyday needs, 
health and wellness products to 
improve quality of life, fitness 
machines and active footwear to 
improve shape and have a 
healthier lifestyle, as well as 
technology and household 
products which make our life 
easier, among others. We also 
produce our own product 
infomercials for their distribution 
through DRTV.

Based on the experience gained 
in the main business areas, our 
company has acquired 
considerable global know-how. 
Strong financial results and our 
great reputation with our partners 
provide good proof of this.

Short history with ERA

We joined ERA in 2009 and I am 
member of the European Board of 
Directors. We understand ERAs 
important role in getting a 
community to defend the common 
interests of the whole industry.

In the last few years, we have 
developed a profitable win-win 
relationship with product 
developers, production 
companies and top power players 
from all sectors of the industry 
who recognize WIN DIRECT as a 
company that connects ERA’s 
members to create international 
moneymaking opportunities.

How is business going 
this year?

This will be a great year for WIN 
DIRECT. We have now secured, 
developed and established our 
presence in over 60 countries 
worldwide. Also, our association 
with different partners, MDR and 
others, has opened up new 
territories to conquer with our 
innovative and breakthrough 
products. As a result of these and 
other key alliances, we are days 
away from introducing a wide 
range of brands into the US and 
North American markets. 

How satisfied were you 
with the sales results last 
year?

We were extremely happy 
because we had our most 
profitable year so far and are 
confident that our results will be 
even better in the future. Building 
up the business year after year is 
a must, not an option.

Please describe your 
business portfolio

We are major international 
players with blockbusters in 
different countries in categories 
like Health, Weight Loss, 
Electronics, Houseware, Personal 
Care and Beauty. We also have 
strongholds in Fitness, Sport, 
Kitchen and various other product 
categories. Today I can 
confidently say that diversifying 
our portfolio has been one of the 
reasons for our success.

In which market/markets 
are you active?

We have presence in all 5 
continents, have a solid 
distribution network in over 60 
countries and in almost every 
major market. We have also 
developed very robust and 
strategic associations that allow 
us to have retail distributions with 
international companies such as 
Walmart, Sam’s Club, El Corte 
Inglés, Carrefour, Aldi, Walgreens, 
Cvs and other regional retailers. 
This way our market activity 
begins with Direct Response but 
branches out naturally to retail.

What was the most 
successful product ever 
at Windirect?

The biggest blockbuster we’ve 
had so far is Alcachofa de Laón. 
We are still selling this product 
after four years of worldwide 
success.
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Enric Calleja

CEO and 
Shareholder of Win 
Direct S.L.

Enric joined this 
exciting industry in 
1996. During his 
time at Industex, 
(in several 

functions ranging from Logistics to 
Sales), he gained valuable experience 
and global knowledge of the operating 
process of a successful DRTV 
company. After twelve years, he 
decided to leave Industex to create his 
own company WIN DIRECT. He 
acknowledges that it was a risky 
decision at the time due to the global 
recession, but looking back Enric is 
confident he made the right choice. 
And for that he wants to thank his two 
partners, Pablo Muñoz de Cote who 
believed in him from the very 
beginning, and Raquel Carrasco, who 
has been taking care of the Sales 
Direction of the company and helping 
Enric to focus on making the company 
grow.



What is your latest best 
seller?

That would be Total Crunch (see 
below), which is currently a big 
hit. But there may be a new 
surprise this year.

Total Crunch

What is new and exciting 
at Win Direct in 2015?

First of all, the growth and 
evolution of the team. We are 
hiring new people to promote our 
role DRTV itself and to expand to 
other businesses that are 
connected. We are also facing 
exciting challenges regarding our 
geographical scope. After 
becoming strong in Europe, 
Middle East and Latin America 
our goal is to consolidate our 
existing clients in Asia and the 
USA and continue to grow in 
these interesting markets.

What is your growth 
strategy and where?

2015 will be a growth year. We 
are increasing the number and 
quality of the products and 
infomercials to be launched 
during this year. This will help us 
to increase the number of 
markets and clients, and at the 
same time will help our existing 
clients to increase sales.

We believe that the secret to 

sustained growth rates and 
sustained presence in new 
markets is innovation, so we are 
always developing, buying or 
distributing breakthrough products 
that allow us to attain market 
share in the top grossing 
categories. 

At the same time Internet and 
Retail strategies will be reinforced 
with new key members who will 
help to broaden our product 
pipeline for these two channels, 
as well as taking our strongest 
DRTV products to retail 
distribution.

Multichannel Media – do 
you see this trend as a 
Problem, a Challenge or a 
Chance?

Definitely an opportunity: for us 
and for our clients. At WIN 
DIRECT we apply all our 
knowledge and experience to 
improve our daily processes in 
order to increase efficiency and 
profitability in an always changing 
environment. It’s in our DNA to 
strive to find customised solutions 
that allow us to conquer whatever 
challenges we find. 

Those who see Multichannel as a 
problem will disappear, but the 
strong and brave ones will take it 
as a challenge and the great ones 
as a chance to grow. 

We will support those who take it 
as a chance or a challenge by 
giving them our best to make their 
path easier and more rewarding. 

Confidence is crucial. You can’t 
underestimate the power of 
bravery when running your 
business… or facing anything in 
life really.

What are the best things 
about ERA and what 
could be improved?

The thing I have found most 
rewarding after all the years we 
have had contact with ERA and 
it’s members, is the sharing of 
knowledge to promote, enrich and 
define the direct response 
industry. It’s also amazing the way 
ERA facilitates relationships that 
help members to drive their 
businesses’ growth and 
profitability. 

Regarding improvement, I can 
only think that there may be 
opportunities to improve the 
organisation’s presence in a 
global way. 

Finally, I just want to thank ERA 
again for their support and 
express my desire to continue this 
fulfilling relationship for years to 
come.

Enric Calleja
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Win Direct Contact details:

Win Direct S.L.

C / Córcega 299, 5º 3ª,

08008 Barcelona, Spain

93 453 56 88

www.windirect.es

http://www.windirect.es/


Miami Report: 
The Great 
Ideas Summit 
2015
Palm Trees, Sunshine, 
Sand…Facebook?

by Chris Reinmuth, ERA U.S. 
Chairman

That’s right and while it may not 
seem like something that goes 
hand in hand, that is exactly what 
the major buzz was in Miami 
during ERA’s Great Ideas Summit 
2015, which welcomed nearly 690 
attendees with 15 percent of them 
first-timers. What’s more, it was 
clear that an increasing Digital 
Focus was present this year for 
direct marketers in attendance. I 
have not seen such a major shift 
in focus over the course of the 18 
years I’ve been attending this 
show. Our members have spoken 
and we have answered the 
proverbial bell by aligning our 
association with some of the top 
digital marketers and thought 
leaders in today’s ever-changing 
and fast-paced e-commerce 
industry.

For my fellow ERA European 
friends, I wanted to share my 
highlights from this year’s Great 
Ideas Summit:

How many times do you 
check your Facebook 
account a day?

Becky Bui of Facebook presented 
a remarkable and insightful reality 
on today’s Facebook user—the 
reach the Social Media Gorilla 
has on today’s consumer. Do you 
check your Facebook account 
more than 14 times per day? I 
had to pause a bit and think about 
that, but of course, me? No 
chance (pause)…well, that’s for a 

different time. (Joking) Either way, 
her presentation was a clear 
reminder of how powerful a 
medium social media has become 
for our customers today and how 
we can leverage this to increase 
traffic and product awareness. I 
was very impressed that many 
marketers that have historically 
utilized TV and retail as their sole 
marketing methodology have 
adopted social so successfully. 
The presentation attracted a 
packed house and one that will in 
my opinion, leverage our success 
as we continue to grow our 
digitally focused Strategic Plan.

There are experts among 
us!

It never ceases to amaze me how 
many digital marketing experts we 
have in our membership. Ranging 
from Apprentice winners, P90X 
marketers, to shopping channel 
experts, we truly have folks who 
embody a digital convergence 
that has been sought after for our 
channel for so many years. 
Former Apprentice winner, 
speaker, and CEO of TargetClose 
Kelly Perdew had this to say, “The 
Miami ERA event is always one of 
the most productive for me—
back-to-back meetings with 
decision-makers and some really 
informative sessions on the latest 
technologies and tactics for 
growing our business. Plus, it is 
always fun.” Kelly was one of 
more than a dozen speakers who 

spoke on topics ranging from 
“The New Demands of Online 
Video,” to “The New Language of 
Social Engagement.”

There was plenty of deal-making taking place at 
The Great Ideas Summit 2015.

The A Team!

This year’s CEO Summit was 
hands down my favorite gathering 
of our industry CEOs since 
starting this event nearly four 
years ago. The two-hour session 
consisted of many of the founders 
of our industry, while discussions 
ranged from our success in 
fighting counterfeits, to how other 
marketers are utilizing digital to 
grow their respective business. As 
we went around the room and 
conducted our traditional “market 
scan,” I paused and made a 
comment to these CEOs that I 
grew up admiring them and 
candidly confessed that I admired 
them even more now. I also made 
notice that our marketplace needs 
to hear more from them on what 
they are doing and how they are 
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Miami Report 
(continued from p.14)

shaping their company digitally. 
Make no mistake, our marketers 
are truly ahead of the curve, 
however, I don’t think many of our 
members hear from them enough 
and know how progressive we are 
as an industry. What’s more, 
other trade associations and 
industries are looking to our 
marketers for omnichannel 
expertise. I was proud to be 
amongst this incredible group.

What will the next 25 
years bring us?

Marking ERA’s 25th anniversary 
(that’s right, 25 years) was a huge 
honor for me personally. I recall 
my first show almost 18 years ago 
on the very lawn we celebrated 
this milestone, and looking 
around it was amazing to me to 
not only see some of the same 
faces from 18 years ago, but 
more importantly, the new faces 
and companies that we wouldn’t 
have thought significant years 
ago would be relevant today. I 
have no doubt that we will not 
only survive another 25 years, we 
will be The Omnichannel 
Association as we continue to 
adapt to the growing e-commerce 
needs our customers desire.

Great Ideas attendees helped ERA celebrate its 
25th anniversary during a party on Tuesday night.

What weather?

That’s right, there were 
apparently a few storms that hit 
the East Coast this year. Okay, all 
kidding aside, and on behalf of 
my fellow West Coasters, we 
sympathize with you all out there 
on the East Coast while we sip 
our coffee in our flip flops. All that 
said, while weather tried to snarl 
travel plans in the middle of our 
conference, it could not prevent 
folks from making their way down 
to South Beach to meet with 
partners, suppliers, and their 
customers. I was incredibly 
impressed to hear of folks 
changing their flights to come 
down early and even take the 
ungodly late night or early 
morning flights in an attempt to 
“beat” the storm’s path so they 
would not miss this year’s show. 
We clearly have a dedicated 
membership and I’m truly proud 
to represent this group as ERA 
Chairman.

Until next year my friends. I’ll see 
you in Spain or Vegas!
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Pictured from left: TargetClose's Kelly Perdew, Tom Shipley, Atlantic Coast Media Group, and 
Positec Tool Corp.'s Craig Taylor present the Masters Series session, "Omnichannel Marketing:  

Blending Traditional and Digital Media to Maximize ROI."

Chris 
Reinmuth

ERA U.S. 
Chairman

Chris is an 
experienced 
business 
development 
and sales 
strategist with 

over 17 years' experience in the 
DRTV space.  He has been an 
integral part in three acquisitions, 
including AEGON Direct Marketing's 
acquisition of JCPenney Direct 
Marketing in 2000 for more than $2 
billion, Vantiv's acquisition of Litle for 
$361 million, and most recently 
Optimal Payments acquisition of 
Meritus Payment for $210 million. 
Chris has been a member of the ERA 
Board of Directors since 2011 along 
with serving on several councils and 
committees over the years.  Currently 
Chris runs Meritus’ Mid Market sales 
team focusing on key growth markets 
both domestically and internationally.  



ERA U.S. 
NEWS 
from Vi Paynich, ERA U.S.

Source: Electronic Retailer Magazine

OPINION – Field Report: 
The 3 Big DR Trends that 
Will Shape 2015

If you plan to be a player in the 
short-form game in 2015, these 
are the three big industry trends 
you need to know about: 

1. Competition will get even 
fiercer.

2. Some key direct-selling 
practices will be banned.

3. DR ad spending will continue to 
look more like traditional ad 
spending.

Learn more

By Jordan Pine, SciMark

http://blog.retailing.org/opinion-–-field-report-the-
3-big-dr-trends-that-will-shape-2015

Leasons Learned from 
eBay’s Marketplace

When comparing the business 
models of Amazon and eBay, 
you'll find a number of different 
factors that have contributed to 
the e-commerce companies’ 
successes, including leadership, 
personalization, buyer and seller 
satisfaction, and more. 

Learn more

By Sam Mallikarjunan, HubSpot 
Labs

http://blog.retailing.org/what-direct-response-
marketers-can-learn-from-ebays-missteps

Web Optimization for DR: 
The Test Plan

In order to optimize your website, 
a test plan is required. A test plan 
is intended to take into account 
the various marketing needs and 
how they fit into tests that can 
provide statistically significant 
reports that move the needle.

Learn more

By Oded Noy, TargetClose, LLC

http://blog.retailing.org/web-optimization-for-dr-
the-test-plan

Why the Benefits 
Outweigh the Features in 
an Effective Direct 
Response Television 
Script

“At the end of the day, people 
won't remember what you said or 
did, they will remember how you 
made them feel.”—Maya Angelou

This is one of my favorite quotes. 
It has been on every projection 
screen at every keynote 
presentation I have given. I repeat 
it to myself before stepping in 
front of any camera. It hangs over 
my desk and is foremost in my 
mind for any video I script. 

Whether live television, 
infomercial or a PTA cookie sale, 
this simple statement is the 
foundation for all great sales. It 
cuts right to the distinct difference 
between features and benefits. 

When you are selling a product, 
which comes first? Answer: 
Benefits. Always benefits. 

Benefits are the heart-felt 
experiences that resonate with a 
customer’s emotions. They are 
the result of a great product’s 
features. Features are the 
engineered component of a 
product. They are the mechanical, 
electrical, or chemical doo-dads 
that come together to produce a 
certain function. Benefits, 
however, are the endgame—the 
ways in which a product is going 
to transform a customer’s life. 
They are the reason a person is 
interested in buying at all. When 
people visualize using a product 
in their own life, they are not 
imagining a list of features. They 
are imagining the emotional 
experience. They are imagining 
the benefits.

Learn more

By Cory Bergeron, Pitch Video

http://blog.retailing.org/why-features-outweigh-
the-benefits-in-an-effective-direct-response-
television-script
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ERA U.S. 
Member 
Company 
Interview
with Daniela Todorovic, 
President, Thane 
International  

ERA: How has business been 
for Thane in 2014? 

DT: 2014 was a difficult year but a 
lot of knowledge was gained as 
we had no other choice but to 
immerse ourselves in all the 
available channels of distribution. 
This required more resources but 
we are confident that it will pay 
long term. The new year started 
with the challenging loss of Euro's 
value which is another obstacle 
we have had to navigate. 

ERA: In which markets is 
Thane active?

DT: Thane has direct distribution 
and / or wholly owned 
subsidiaries in the following 
countries: Sweden, Norway, 
Denmark, Finland, UK, Ireland, 
Mexico, New Zealand, Australia, 
U.S. & Canada and a joint 
venture in the Middle East. When  
you are direct in so many 
countries, the amount of direct 
distribution intelligence is 
something that is hard to replicate 
or acquire just by being a reseller.  
We take special pride in best 
practice sharing that we continue 
building on, working closely with 
our third party distributors.

ERA: What were the success 
stories of 2014?

DT: Our H2O line continued its 
strong presence on European TV 
waves as well as retail. We 
proudly celebrated a huge 
landmark with 10 million units 
sold and added two new products 
– the HD Mop and the Power X to 
our product portfolio. 

ERA: What will be new and 
exciting at Thane in 2015? 

DT: Stay tuned for a new 
generation of power cleaners 
coming to screens and retailers 
near you any day now. With 
innovative technologies and a 
fresh rebranded look, we continue 
to offer smart solutions and look 
forward to finding our products in 
more and more European homes. 
New initiatives range from 
different testing formats to 
expansion into some uncharted 
territories. Certainly, emphasis 
was put on strengthening Thane's 
core brands and the assortment 
of products that will be seen in the 
near future, will be amazing. 

ERA: What is the Thane growth 
strategy and where? 

DT: Our appetite to grow is strong 
and I firmly believe that we can 
replicate some of our organic 
growth stories anywhere we put 
our mind to. So yes, we will be 
expanding, and for me, this is the 
best part of my job. You pick the 
best team, you plug in Thane's 
best practices and model...and I 
am confident that we will have a 
bright future ahead. 

ERA: What is the impact of 
Multichannel trend?

DT: The impact is major and we 
clearly understand that the 
challenges marketers are facing 
today in the United States, will be 
challenges which Europeans and 
other international distributors will 
soon have to face as well. Other 
significant challenges that we are 
facing and learning to deal with 
are the need to expand into retail 
(still very little appetite in our 
industry to invest in resources to 
handle retail), the need to 
understand digital, as well as 
managing the expectations of the 
empowered and more educated 
consumer. The seamless 
distribution channel called Omni 
Channel requires effort, 
investment and resources – this 

cannot be avoided as television 
on its own is becoming less and 
less effective.  

ERA: Any anecdotes?

DT: There are many, but I love the 
one about my sleepless nights 
where I ponder if we as an 
industry are dead or not ...and 
then I have a Eureka moment 
when I remember the 'Go-Pro'...a 
dead and tired industry – 
completely reinvented and 
reinvigorated! 

Another one is how we recently – 
together with our Japanese 
distributor – created a Youtube hit 
with over 2 million hits: 

https://www.youtube.com/watch?v=NewiSNS-
vLk

ERA: Will you be in Barcelona?

DT: Yes! I am very excited about 
Barcelona where four of our new 
products - our sweet spot 
categories included - will be 
presented. In 2015, we will 
continue to clean your homes, 
cook your dinners and make you 
feel healthy, fit and beautiful!

ERA Europe News April 2015Page 17 of 26

Daniela 
Todorovic

President, 
Thane 
International 

Daniela describes herself as 'Citizen of 
the World, Resident of Canada'.  Her 
business background experience is in  
Direct Marketing and Sales. Currently 
responsible for leading the Thane 
International Sales Division, Daniela's 
business philosophy is 'Evolve, have fun 
and persist in what you believe'. 

With Head Quarters in Toronto, Thane 
own and operate Subsidiary offices in 
the UK, U.S., Mexico, Scandinavia & 
Australia. Thane also work with 300 
trading partners world-wide.



Overview of 
the Electronic 
Retailing 
Market in 
France:
by Marie-Laure Barrau

Key Market Data (1):

In 2014, the total French 
Electronic Retailing Market was 
the third largest in Europe in 
terms of value. It represented 
nearly 57 billion € in 2014 and 
projections for 2015 bring this 
figure above 60 billion €, being 
10% of overall French commerce. 
Despite the 2013 crisis and 
shrinking consumption, 
ecommerce remained particularly 
dynamic with double figure growth 
rates.

The Home Shopping market is, by 
comparison, a drop in the ocean – 
its a niche in the French 
Electronic Retailing market with 
approximately 250 million € in 
2014. The French Home 
Shopping market has remained a 
steady size for the past 15 years. 
DRTV represents only around 
15% of this value.

Key Players in the French 
Market and the structure 
of the Teleshopping 
market.
In France currently, there are two 
main players in home shopping & 
DRTV: Ventadis, a subsidiary of 
M6, market leader in terms of 
turnover, and Teleshopping, a 
subsidiary of TF1. Tek TV also 
has a small amount of DRTV 
airtime in France, but operates 
mainly in Belgium. 

The landscape is however about 
to change and will evolve 
significantly in the next few 
months, when QVC starts its 

operations in France (August 
2015) with a 24/7 live channel on 
IPTV.

A special feature of the French 
market is its unique “home 
shopping window” format (live-like 
format on a national channel) 
which accounts for more than 
70% of the value of the home 
shopping market in France. At the 
current time, there is only one 
stand alone home shopping 
channel: M6 Boutique and Co 
airing live from 9am to 5pm every 
day. Plus 3 channels airing 24/7 
infomercials and available also on 
IPTV, and around 1,500 to 2,000 
hours per month of DRTV airtime 
on national and regional 
channels.

Key French Market Trends

DRTV airtime has decreased over 
the past 3 years. In the race for 
audience share, channels 
favoured classic programming to 
DRTV. Also DRTV airtime is 
increasingly expensive. 

Home shopping has been quite 
stable, even though the 
audiences of the home shopping 
windows have decreased. The 
Home shopping channel business 
in France is very complicated as 
audience numbers are very low. 
Retail is the winner of the market, 
opening new distribution channels 
and thus new sales opportunities 
to the suppliers as well as 

distributors. In January 2014, 
Ventadis bought 51% of the 
capital of Best of TV, and that 
year increased its EBITA by 
around 20% (2)

The particular 
peculiarities and 
challenges of the French 
Market

The French market is locked in 
terms of DRTV as the airtime is 
owned by the 2 major commercial 
channels players: TF1 and M6. 
Besides, CSA, the French 
superior authority of audiovisual, 
who is in charge of distributing the 
new frequencies on Digital 
terrestrial television, is not in 
favour of home shopping content. 
They already several times turned 
down the offers of Ventadis and 
Teleshopping for a 24/7 live 
channel on Free DTT. The 
challenge for the live home 
shopping channel is the audience 
and without those frequencies 
they are positioned very far down 
the EPG, with very low 
audiences.

As a supplier, your best bet is to 
push your product to test in DRTV 
with either Euroshopping (TF1) or 
Best of Shopping (M6). If 
successful, it will go on the live 
window (sold by their host) and 
then into retail…. but don’t make 
the mistake of thinking you can go 
direct, buy media, and manage 
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your operations there… your only 
option is to open a 24/7 channel 
on IPTV with the risk of having 
very little audience.

The DRTV Top Products 
of 2014 in France 

The winners of 2014 in DRTV 
have been: H2O Mop X5, Sauna 
Shaper, Hot Shapers, 5 minutes 
Abs, Perfecter, Renovator, Go 
Chef, Cerafit Gold, and Swivel 
Sweeper Max.

Consumer Trends in 
France

Major consumer trends in France 
for 2015 are:

• Mobile first: to browse, to 
shop, to connect. +50% of 
French people over 11 yrs old 
have a smartphone (3).

• C2C or sharing economy: 
with the multiplication of 
shared services: carpooling 
with Blablacar, or shared 
housing with AirBnB. It goes 
along with a tendency to rent 
instead of buy.

• Preference to brands which 
stand for their values: 
consumers expect more 
transparency and more 
commitment from brands. 
More and more brands have 
started talking more about their 
values than about their 
products – the best examples 
are Dove, Pantene, Verizon, 
Cheerios or Buick and their last 
ad campaigns (4)

• Simplification & Frugal 
innovation: customers no 
longer want to pay for functions 
they don’t really need. The new 
concept cars of Renault & 
Peugeot at the last Automobile 
show are light and very refined 
to answer to this need. It goes 
along with the concept of frugal 
innovation developed by Navi 
Radjou.

• Increasing use of 
connected devices: in 2015, 
a quarter of the e-shoppers 
will be connected to one or 
more devices (1). It will 
increase data volume, the 
number of possible services 
and enrich the shopping 
experience.

Source:

(1) Source FEVAD

(2) Source M6 Financial reports 2014

(3) Source GFK 2014

(4) Source MSL Group
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Marie-Laure 
Barrau 

Sales Manager 
for Thane 
Direct, Founder 
of DIRECT 
RESPONSE 
CONSULTING 
(DRC) and 

most recently co-founder of DRTV 
Lab. Marie-Laure has over 17 years in 
the home shopping and DRTV 
Industry. Her new company, DRTV 
Lab, monitors European DRTV 
airtime, proposing via its online 
platform to access reports and 
dashboards about products media 
share, products planning, and all 
product related infos (price, offer, 
distribution, upsell etc.)

Why not join the ERA 
Europe News Team?

We always welcome news 
contributions from members. In 
future, the editorial team will 
meet four times a year to plan 
the upcoming issues. We are 
particularly interested to hear 
industry news from your country 
market as well as company news 
which could also include 
important corporate or product 
anniversaries, as well as recent 
senior management 
appointments or open positions. 
Please note that as ERA is a 
European organisation that all 
contributions must be in English.

Submission Guidelines

Deadlines for the quarterly 
issues are 7th June, 7th 
September, 7th December, 7th 
March. Please send news (in 
English) and pictures!

Don't forget to add your 
biographical data! We need 
about 50 words about you for our 
contributors page (Contributors 
to this issue of ERA Europe 
News) at the back of each 
newsletter (e.g. company and 
country you work in, your 
nationality, Member of ERA for x 
years, your personal experience 
in electronic retailing, etc.)

Send your copy to:

Amanda Justice 

 ajustice@eraeurope.org

We are looking forward to 
welcome you into the ERA 
Europe News Team! 

Please note: when sending us your text, 
you hand over all the intellectual- and 
copyrights of your text and pictures. We 
also reserve the right to edit articles. If 
you send us pictures, please be sure to 
have the required copyrights, and that 
you are able to license them to ERA 
Europe. Please note: ERA Europe, as a 
non-profit organisation can and will not 
pay any royalty for the text submitted. 

mailto:ajustice@eraeurope.org?subject=ERA%20Europe%20News%20Contribution


Industry news

UK

Biggest overhaul of 
consumer rights in a 
generation

From: 
Department for Business, 
Innovation & Skills, The Rt 
Hon Dr Vince Cable and Jo 
Swinson 

First published: 
27 March 2015 

Part of: 
Consumer protection and 
Consumer rights and issues 

Consumers will have enhanced, 
easy to understand rights 
following Royal Assent for the 
Consumer Rights Act being given 
today (26 March 2015)

The Act is a major part of the 
government’s reform of UK 
consumer law and is predicted to 
boost the economy by £4 billion 
over the next decade by 
streamlining complicated law from 
8 pieces of legislation into one 
place. 

It will also introduce a range of 
new rights for consumers when it 
comes into force on 1 October 
2015 including a 30-day time 
period to return faulty goods and 
replacement rights for faulty 
digital content.

Business Secretary Vince Cable 
said:

This is the biggest shake up of 
consumer law for a generation, 
bringing legislation in line with the 
fact many people now buy online.

Consumers will now be much 
better informed and protected 
when buying goods or services 
on the internet. They will now 
be entitled to get for the first 
time a free repair or 
replacement for any faulty 

digital content.

Consumer Affairs Minister Jo 
Swinson said:

For too long consumers and 
businesses have struggled to 
understand the complicated rules 
that apply when buying goods 
and services.

That is why the Consumer Rights 
Act is so important in setting out 
clear and updated consumer 
rights for goods, services and, for 
the first time, digital content.

Well-informed, confident 
consumers are vital for driving 
continued growth and building 
a stronger economy.

Learn more:

https://www.gov.uk/government/news/bigg
est-overhaul-of-consumer-rights-in-a-
generation

 GERMANY

CHANNEL21 announces 
above average Christmas 
turnover and looks to 
Service and Online areas 
to fuel growth.

Hannover, 22.01.2015.

Channel 21 finished its winter 
sale in January and the Christmas 
business with above averagely 
good results. The extremely 
successful  „Fashion Sale“, 
attracted customers to TV aswell 
as online with discounts of over 
50 % off bestsellers. However it 
was not only the turnover figures 
which emphasise the actual 
growth trend of Germany's third 
largest homeshopping channel, it 
was also new services for the end 
customers such as 0% financing 
or the the Jubilee weeks, staged 
in cooperation with PAYBACK. 

The christmas business 2014 hat 
not only gave international online 
giants such as Amazon 
impressive turnover growth: also 
the German Homeshopping 
channel and online marketer  
CHANNEL21 is included in the 
ranks of Mail order companies 
who could profit from above 
average Christmas business. The 
BEVH (Bundesverband E-
Commerce und Versandhandel 
Deutschland) announced, that the 
optimistic expectations of the 
companies at the beginning of the 
season were confirmed. 
Christmas turnover 2014 for 
Interactive Mail Order were 
significantly above the period in 
the previous year – CHANNEL21 
can confirm this with their own 
figures: for December the 
Teleshopper attained + 12% 
turnover vs. previous year, 
+6,24% above expected forecast.  
„We can look back with extreme 
satisfaction at 2014“, commented 
CHANNEL21-CEO Klaus 
Skripalle. The home-shopping 
channel with the most unusual 
business model in the branch 
„Media4Revenue“, in which 
external companies and the 
channel as distribution platform 
combine strengths and share the 
profits of the marketing 
cooperation 50:50, is looking 
forward to a new business year 
full of exciting developments: 
Successful CHANNEL21-formats 
such as „Mocca“ or „Dr. Plum“ 
should be extended as stand 
alone online-shopping channels. 
„We want to give these and 
further brands an own marketing 
base und in this way to expand 
our target audience“, said 
Skripalle giving a first impression 
of things to come.

Skripalle also has further 
ambitious plans with the 
PAYBACK Partnership. As 
CHANNEL21 last year became 
the first and only TV channel to 
be an official PAYBACK Partner, 
the home-shopping channel 
created a further incentive for 
their end-customers during the 
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PAYBACK Jubilee Weeks:  To 
celebrate the 15th Anniversary of  
PAYBACK, CHANNEL21 gave all 
customers who placed an order a  
PAYBACK card and registered 
them for 200 PAYBACK Extra-
Punkte. The customers could use 
these directly by their 
CHANNEL21-order or register for 
them online on PAYBACK.de. 
Additionally, as a customer 
retention action, there was a draw 
every day during the Jubilee 
weeks for 1.000 PAYBACK Extra-
Points. 

Source: Presseportal 09.02.15

http://www.intershop.de/unsere-kunden-in-
der-presse

Translated by A.Justice

About CHANNEL21: 

CHANNEL21 is based in Hannover and is 
the third largest Home-shopping channel 
in Germany. The company markets and 
distributes a full sortiment with a wide 
range of goods including Fashion, Beauty, 
Jewellery, Household products and 
Electronics via their own purpose-
designed Teleshopping-Productions and 
the Internet. Founded in 2001, today 
CHANNEL21 can be received via Satellite, 
Cable und DVB-T all over Germany in 95 
percent of all German TV households. So 
far, almost 6 million customers have 
purchased from the attractive and 
continually growing product offer. The 
company is part of the CHANNEL21 
Holding AG.

Home-shopping Channel 
HSE24 achieves 
significant increase in 
revenue.

Home-shopping channel HSE24 
has increased its revenue in 2014 
by 7% to 587 million Euro. 
According to the CEO, Richard 
Reitzner, in an interview with the 
German newspaper Handelsblatt,  
HSE24 was particularly strong 
with articles from the areas of 
Fashion, Cosmetics and Beauty. 
Reitzner said that in 2015 the 
company is aiming for a similar 
growth rate to the previous year. 
The HSE24-boss wants to target 
above all the 1,5 million HSE24 
viewers who have yet to make a 
purchase, and turn them into 
paying customers. 

Additionally, Reitzner wants to 
push forward with further 
international expansion. „Ideally“ 
HSE24 will start up in Turkey „still 
in this year“. Turkey has a 
multitude of TV households, high 
TV usage aswell as a booming 
middle class. France would also 
be „very interesting“, due to the 
„media law there“ but also 
„difficult“. Up to now, the home-
shopping channel is represented 
in Germany, Austria, Switzerland, 
Italy and Russia.

HSE24 was founded in 1995 as 
the first German Home-shopping  
channel under the name of H.O.T.  
The main shareholder is the 
American Investment company, 
Providence Equity Partners, who 
have 85% of the shares with the 
remaining 15% owned by the 
French Venture Capital company, 
Axa Private Equity.

Source: SatelliFax Ausgabe Montag, 09. 
Februar 2015 /handelsblatt.com

Translation: A.Justice

QVC inspires 
customers 
on the 
second 
screen

The days of “just” watching TV 
are numbered: people of all ages 
are increasingly using second 
screens, i.e. laptops, 
smartphones or tablets, while 
they watch TV. 

The internet is a source of 
unlimited information and an 
indispensable aspect of today’s 
connected world. Thanks to 
smartphones and tablets, we can 
retrieve any information we want 
wherever we are. QVC’s first 
trend monitoring survey at the 
end of 2014 has revealed that 47 
percent of 14 to 29 year-olds are 
using mobile devices and laptops 
to find more information about 
things they see on TV while 
they’re still watching the program. 
And more than one in three 
people aged 30 to 49 use their 
laptops and tablets at the same 
time as watching TV. Another 
reason to use second screen is to 
share comments with others 
about what they are seeing. 
Women, in particular, are 
currently regular second screen 
users. Over fifty percent of them 
use second screens, while only 
38 percent of men say that they 
use a mobile device while 
watching TV.

The QVC apps are specifically 
designed to meet second screen 
user needs. They include 
interactive elements such as 
product rating and product review 
functions. In future, the apps will 
be an even more valuable source 
of information when they are 
upgraded with product videos and 
other features, providing 
customers on the couch with even 
more advice, inspiration and 
information. “This product 
presentation concept is what our 
customers like about us. They 
want information about specific 
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high-quality products and to be 
entertained in the process. They 
want to feel part of the QVC 
family, and we will be able to 
provide that feeling to them even 
more effectively in future,” said 
Dr. Olga Rabrenovic, Senior 
Manager eCommerce at QVC.

New 
fashion 
campaign 

“QVC zieht an” from QVC 
Germany

The modern fashion and lifestyle 
campaign entitled “QVC zieht an” 
that was launched in February 
underlines QVC’s fashion 
competence. Six eye-catching 
poster motifs feature looks for 
spring and summer 2015. Each 
focuses on one highlight product 
in the outfit, with information 
about the label and price as a 
buying incentive. The campaign’s 
key message is that QVC fashion 
is just as unique as its customers. 
There’s something for everyone, 
whatever their type, size or 
preferences are. There will be ads 
running until March in leading 
lifestyle and women’s magazines, 
including Cosmopolitan, Elle, 
Bunte, Gala and Freundin.

Contact QVC Germany - Corporate 
Communications

Susanne Mueller, Head of Corporate 
Communications

Susanne_Mueller@QVC.com

0049-211-3007-5129

Katrin Lange, Press Officer

0049-211-3007-5893

Katrin_Lange@QVC.com

About QVC Germany

QVC Germany is among the largest 
multichannel mail order companies in the 
German market and employs around 
3,500 people in four locations. Almost 
18,000 products includes innovative 
range from fashion, shoes & 
accessories, beauty & vitality, jewelry & 
watches, home furnishings & interior 
design ideas, Hobbies & Crafts, Home & 
Garden, Cooking and technology. The 
multimedia shopping experience ranges 
from a 24-hour television program on 
three channels (QVC, QVC Plus, QVC 
Beauty & Style) via online platforms and 
apps to SmartTV and social media. 

1-2-3.tv growing again 

The multichannel auction house 
1-2-3.tv is in a position to report 
more encouraging sales results 
following the weak business year 
2013. 

„Whoever still believes that 
Teleshopping customers are a 
phenomena at the edge of 
society, should quickly think 
again.” (1-2-3.tv CEO Iris 
Ostermaier)

In the business year 2013, the 
multichannel Auction house had 
to accept a decline in turnover. 
However, the company reports 
that in 2014 the downwards trend 
could be halted. According to the 
official company statistics, the 
Salestainment company is back 
on a growth course with growth 
rates of up to 30% above 
previous year, a trend which is 
continuing into 1Q15. Also 1-2-
3.tv announced that they have set 
a new one day turnover record of 
1.2 million Euro in 2014. In this 
period of time, the net turnover 
totaled 100 Million Euro. 

CEO Iris Ostermaier sees this as 
cause for new optimism: „The 
2014 results further convinces us 
that it is important to invest in the 
future, even in difficult times.“ She 
continued: „That we were able to 

grow in 2014 at above market 
average for our branch, is the 
result of the excellent customer 
acceptance of our new sales 
offers, as well as the consequent 
extension of our digital coverage, 
the winning back of analog 
coverage and our focus on 
customer service.“ 

Iris Ostermaier also names the 
LiveStream which is integrated 
into the application of the auction 
broadcaster as a further main 
reason for the growth of 1-2-3.tv. 
For this reason it was possible to 
achieve higher customer 
satisfaction including higher 
customer spend: with a turnover 
of 390€ per head, every 1-2-3.tv-
customer spent 14% more on the 
company's products than in 
previous year. 

Source: 
http://www.quotenmeter.de/n/77279/1-2-3-
tv-wieder-im-wachstum

Translation: A.Justice

About 1-2-3.tv

1-2-3.tv broadcasts 365 days a year, 7 
days a week from 06:00 a.m. - 02:00 
a.m., 20 hours live daily! In the one hour 
sales shows, articles are offered in a 
variable price model. In the 1-2-3-.tv 
webshop more than 6.500 are on  
permanent offer, also changing product 
offers with a fixed price and information 
on the programme. moderators and 
reception as well as the livestream to the 
online bidders. With the 1-2-3.tv app 
customers can follow the actual auctions 
and submit their bid anytime and 
anywhere they want. In total, there are  
approximately 45.000 different articles 
are offered from the categories of 
Jewellery, Watches, Household goods, 
Home textiles, Fashion, Beauty and 
Wellness as well as DIY.
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BENELUX

NEW Anti-Aging Line 
VENOIA

We are happy to announce that 
we’ve launched a website this 
year dedicated to our new anti-
aging line VENOIA.

In addition to the website 
Skineance, where you can find 
the whole assortment of the 
Skineance products, the VENOIA 
website offers a wide range of 
revolutionary anti-aging products 
made from snake venom. 

Today Skineance is even closer to 
its customers, with the wish to 
satisfy their needs and desires in 
line with the brand's goal to 
create a solution for each 
problem!

The Skineance team invites you 
to visit them on the websites 

www.skineance.com 

and

www.venoia.com

C. & E. EUROPE

Studio Moderna 
Ukraine has been 
awarded «Choice 

of the year» award 2014 
for its Dormeo 
mattresses. 

Left - Right: Marketing and Sales Director Kateryna 
Konovalova, MD Yevgeniya Kosachenko,  and 
Dormeo Brand Manager Kateryna Kyrychenko 

This is a special achievement and 
honor, as the brand is awarded 
with the medal for the second 
year in a row. The award, one of 
many that the Dormeo brand has 
received in the region in the last 
years proves the high quality of 
Dormeo products and services 
and their affordability for the mass 
market. 

“Choice of the Year Ukraine” was 
founded in 2001 and the award 
ceremony following the market 
research to determine the winners 
in each product category has 
been held every year since. 
Choice of the Year Ukraine is a 
national annual project-
competition in Ukraine, with the 
objective of determining the most 
popular and perceived as the 
highest quality products and 
services in the domestic market. 

This project was initiated by a 
company Festivals International 
(the USA), a European Marketing 
Foundation (European fund of 
social research, in Brussels, 
Belgium) at the European 
Chamber of Commerce Industry 
and Trade (Brussels) (European 
Chamber of commerce). Up to the 
current day, over 120 companies 
(45 representatives of foreign 
companies and 75 Ukrainian 
national companies) in 190 

nominations have taken part in 
the competition. The primary 
competitive preference of the 
International festival-competition 
«Choice of the year» in Ukraine is 
the absolutely transparent method 
to define the best goods/services, 
which is focused on adding up the 
results of market research of 
consumer preferences, 
estimations by experts on 
goods/services quality, the 
conclusions of the Advertising 
commission concerning the  
goods/service advertising 
campaign, the opinion of the High 
Jury and the Committee of 
Festival-competition.

77% of Ukrainian citizens 
recognize the «Choice of the 
year» medal and 23% buy goods, 
signed with «Choice of the year» 
medal (TNS results, 2013).
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We look forward to receivingWe look forward to receiving  
your contributions to the ERAyour contributions to the ERA  

Europe Summer EditionEurope Summer Edition  
newsletter!newsletter!

Editorial deadline: 7Editorial deadline: 7 thth June 2015 June 2015

Please send to: Amanda JusticePlease send to: Amanda Justice

ajustice@eraeurope.orgajustice@eraeurope.org

All newsletterAll newsletter  
contributionscontributions  

welcome!welcome!
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Sarah Enström is 
standing in for 
Alexandra de 
Dorlodot who is 
responsible for 
International 
Sales at 
Intersourcing. 

We are happy to announce that  
Alexandra de Dorlodot, who is 

responsible for 
international sales, has 
given birth to a baby 
boy last February. 
Therefore, Sarah 
Enström, a young 

graduate, has joined the 
Intersourcing team in December 2014 
for a period of 6 months in order to 
follow-up and 
take over 
Alexandra’s work. 
She will attend 
the ERA 
convention in 
Barcelona.
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A big thank you to all the 
contributors to this issue of the 

ERA Europe News!

Dr. Julian Oberndörfer was 
appointed Executive 
Director of ERA Europe in 
2013 and runs his own law 
firm near Munich. 

Previously, Julian worked for 
the German live shopping 
channel Home Shopping 
Europe (HSE24) where he 

held several management positions 
including Head of Country 
Management for Austria and 
Switzerland and VP Media Law, 
Media Politics and Distribution 
(MMD). He also worked as a lawyer 
and for the Deutsche Bank. 
Additionally, he has held several 
leading positions in associations and 
is author of media law literature.

Mike Wells is Director of 
Zestify Ltd., Chairman of 
the ERA Board of 
Directors and Chair of 
ERA UK Chapter 

Mike Wells has a degree in 
Zoology (yes!) and a 
postgraduate marketing qualification. For 
the first 15 years of his career he worked 
in various marketing and management 
roles in the pharmaceutical industry, 
including five years in Germany. In a 
change of direction, Mike ran the 
German DRTV businesses for Di 
Agostini and Best Direct before 
founding Dolphin Television with 
his business partner in 2002. He 
joined the board of ERA Europe in  
2008 and has been chairman 
since 2013. 

Amanda Justice 

Director 
Communication, 
ERA Europe

Amanda has over ten years 
experience in the teleshopping 
industry at Home Shopping Europe 
GmbH (HSE24). In her most recent 
position as SVP Merchandising 
Hardgoods she worked with many of 
the ERA member companies and 
knows the industry well. Prior to 
joining HSE, Amanda spent several  
years as a consultant and held senior  
positions in international product 
management. She has an Executive 
M.B.A. (2001), an M.A. in History and 
is currently working in Germany as a 
freelance consultant and project  
manager.

Vitisia “Vi” Paynich became 
ERA U.S.’s Content Manager in 
March 2011. 

Vi is responsible for the 
education program at ERA U.S. 
conferences and the educational 
content for the U.S. association’s 
blog and websites. Vi 

transitioned into her position after serving as 
deputy editor of Electronic Retailer magazine, 
ERA’s official publication. Vi has a Bachelor’s 
degree from California State University in 
Magazine Journalism and more than 20 years of 
magazine publishing experience, as well as 
extensive training in business marketing and 

management.

Klaus 
Parchent is 
ERA 
Europe's 
Self-
regulation 
Officer. 

Since 2013 he supports and supervises 
the members of ERA Europe in 
compliancy matters within the Self 
Regulation Programme. Klaus was 
head of the legal department of QVC 
Germany between the years 2003 and 
2009 (among other things also a 
member of the ERA Europe board of 
directors.) After leaving QVC he worked 
for a corporate law firm in Düsseldorf 
and then in 2011 founded his own law 
firm Parchent Rechtsanwälte. focussing 
on labor law, trade law, copyright, media 
law/ data protection, corporate law and 
business law. He is also a lecturer at the 
Rhine-Waal University of Applied 
Sciences and managing partner of the 
LEXDATA GmbH, a consulting firm for 
data protection and data security.



Membership
FAQs 
ERA Europe's Membership 
Committee gets many emails 
throughout the year regarding 
membership  and payments, here 
are the most frequently asked.

Why should my company 
become a member of ERA 
Europe?

ERA Europe is the only 
organisation exclusively 
representing the interests of all 
Television-, Radio-, Internet- 
Electronic Retailers and 
associated services in the 
European markets.

ERA Europe is a non-profit 
organization, which was 
incorporated in Brussels, 
Belgium, in August 2004.

ERA Europe is the trade 
association for companies 
involved in retailing products and 
services directly to the consumer 
via audiovisual communication 
and content on television, internet 
and other electronic media, 
according to a recognized code of 
ethics

THE MISSION STATEMENT 
of ERA Europe is “To grow the 
positive economic impact and 
size of the industry in Europe by 
increasing consumer confidence 
in Electronic Retailing by 
protecting them through self-
regulated industry business 
standards, while fostering a 
positive relationship between the 
industry,  consumer and 
regulators”

ERA's MEMBERS

Currently ERA Europe represents 
the interests of 72 European 
Members. In 2012, the turnover in 
the four core markets of France, 
Germany, Italy and UK was 4 
Billion €. 14.000 employees work 

in these markets in the industry.

Are there further reasons 
to join ERA Europe? 

Yes, ERA Europe offers more 
membership benefits. As a 
member you are part of an 
exclusive network. Once a year 
ERA Europe members meet for 
their annual membership meeting. 
ERA Europe organizes an annual  
trade conference. http://www.e-
homeshopping.org where industry 
representatives from all over the 
world meet to exchange news 
about the industry, to exchange 
ideas and to do business 
together. ERA Europe members 
have access to the conference at 
a preferred member rate. ERA 
Europe members also have 
access to the convention of ERA 
U.S. in Miami 

http://www.retailing.org/greatideas/ 

and Las Vegas 

http://www.retailing.org/d2c/  

at preferred member rates.

As a member you receive also 
exclusive industry information 
through the “Electronic retailer 
magazine” and the “ERA Europe 
News” (Quarterly Newsletter). 

What is the difference 
between ERA Europe and 
ERA U.S.?

ERA Europe and ERA US are 
affiliate associations through their 
affiliate agreement. Part of this 
agreement is that companies 
based in Europe or the middle 
East can only become members 
of Era Europe. However ERA 
Europe members are entitled to 
the same membership benefits as 
(direct) members of the US 
organization.

http://www.eraeurope.org/wp-
content/uploads/ERA_Europe-Territories1.pdf 

How much is the 
membership fee?

The membership fee depends on 

a company's annual turnover 

http://www.eraeurope.org/wp-
content/uploads/DUES_SCHEDULES_2014-1.pdf 

It starts at 1.600,-€ for associate 
members or sole proprietors and 
is capped at 20.200,- € (21.225,- 
€ UK fee) for core members with 
a turnover > 112 Mio. € p.a.

Why is membership in the 
UK and Ireland more 
expensive?

ERA Europe has its own ERA UK 
chapter, that represents the 
interests of the members vs UK 
authorities. To finance these 
activities, there is a small 
surcharge.

When is the first payment 
of membership fees due?

The fee is due, when first joining 
ERA Europe. Membership is then 
valid for 12 Months. After this 
period, we will ask you to renew 
your membership. Your second 
term will then follow the calendar 
year. That means if you joined 
e.g. in May (July) your first term 
ends in April (June). The second 
term starts again in May (July) 
and lasts this time until 
December. This is done so that all 
memberships follow our fiscal 
year from January to December.  

When is the annual 
renewal fee due?  

The annual membership renewal 
fee is due within 60 days of 
joining ERA or renewing 
membership (5.3 of the ERA 
Europe statues)

How about the fees for the 
second year, which might 
be far less than 12 
months. 

In the second year a fee “pro rata 
temporis” applies. In this case, 
you pay only for the actual 
months of this membership 
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period. E.g. you joined in July. In 
the second year, your 
membership only lasts from July 
to December, so that you only pay 
50%  (6/12) of the regular fee.

Does ERA remind me 
about payment?

Yes, ERA Europe will remind you 
if you haven't paid. 

How can I terminate my 
membership?

Membership can be terminated 
only in writing. If the termination is 
declared after the renewal period 
has started then the termination 
declaration is only valid at the end 
of the newly started 12 month 
period.  Membership fees are still 
due for the actual running year.

Can I just let my 
membership lapse?

No, you need to terminate your 
membership in writing as 
described above

How can I, as a member 
steer the fate of ERA 
Europe? 

Once a year, there is a 
membership meeting. Members 
can and should join the 
membership assembly, the 
highest body of the association, 
that decides e.g. on the yearly 
statement and next year's budget. 
All members are entitled and 
invited to join the ERA Europe 
committees and can be elected 
as board members.

How do I become a board 
member?

Usually in spring the board 
elections take place. A call for 
candidates is made by the Chair 
of the election committee. 
Members interested in joining the 
board should submit an 
application there. 

Can only board members 
join the committees?

The committees are generally 
open to all members. Members 
are encouraged to join and 
support the committees. Board 
members are expected to join and 
actively support the work of the 
committees.

Do ERA Europe 
Committee or board 
Members get paid for their 
work?

No – time and work devoted are 
done on a volunteer base. 

How often does the board 
or the  committees meet? 

The board is currently holding 
three sessions per year. Prior to 
the membership meeting, prior to 
the summer conference and 
during the ERA US convention in 
Las Vegas.  Usually the 
committees meet prior to the 
board meeting, so that the board 
can discuss the results and 
proposals from the committees. 

Where is ERA Europe 
registered?

ERA Europe is registered in 
Belgium as a non-profit 
Association “ERA Europe Asbl, 
BE 0867.005.301,RPM Brussels”

What does ERA do with 
my membership fees?

As a non-profit organisation the 
goal of ERA Europe is not to 
maximize its profit. The revenues 
of ERA Europe generated through 
membership fees and conference 
admissions are fully reinvested in 
the membership benefits.  

Does ERA Europe issue a 
receipt or invoice for the 
annual fee? Yes. 
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newsletter of the Electronic 
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Amanda Justice

Publishing dates and 
editorial deadlines

ERA Europe News is published 
four times a year. The editorial 
deadlines for these issues are 
December 7th, March 7th, June 
7th and Sept. 7th respectively.

Circulation

All ERA Europe members

Copyright and reprinting

Original articles appearing in 
ERA Europe News are 
copyright ERA Europe. Express 
consent is required for 
reprinting. Please contact ERA 
Europe News at 
(ajustice@eraeurope.org) if you 
would like to reprint an article.

Publishing date of this 
issue: 

15th April 2015

For further information 
on ERA Europe, contact

Dr. Julian Oberndörfer, 
Executive Director, ERA Europe 
joberndoerfer@eraeurope.org

Visit ERA Europe at

 www.eraeurope.or  g   

View the Shop with 
Confidence Seal at

 www.shopwithconfidence.eu
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