





Did You Know About This?
Sales Commission Chargebacks

What happens to a sales
commission when the customer
cancels the order? Can the employer
take it back? Or charge it back to the

employee at a later date?

Labor Code Section 221 provides
that it is illegal for an employer to
take back any wages from an
employee after they are earned.
However, a recent case has held that it
is lawful for an employer to impose a
chargeback on commission sales
canceled within a specified time

period, provided certain conditions

canceled the contract within a
specified period. The
chargebacks were made by
reducing future commission
payments in the month

following account cancellation.

A group of disgruntled Verio
employees sued to reclaim the
chargebacks on grounds that
they were wages illegally taken
under Labor Code Section 221.

The court held the commission

were satisfied: a written chargeback

policy, which clearly lays out the advances were not “wages” and

terms in plain English, signed and ruled in favor of the employer.

expressly agreed to in advance by the The advances were paid as anticipated

employee. The terms should state commissions and the policy was

exactly when the commission is expressly agreed to in writing by the

earned, i.e., “at time of initial deposit” employees and clearly set forth in

made by the customer or “upon final detail prior to any sales being made.

payment received,” etc, and when and Verio also held staff meetings to

. review the commission and
how a chargeback will occur.

chargeback policy. &
In Koehl v. Verio, the employer paid 8 potiey

salary plus commissions. Verio
employees sold internet access and

received advance commissions subject

to chargeback if the customer
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Membership Committee Update

by Rob Riley, Chair

We have come to the close of the 2007 dinner meetings with our final meeting
scheduled for June 19th in Southern California. We still have a golf tournament,
the fishing trip, and the convention, and we are looking at a date for the much

talked about fun and social event, poker night.

The Membership Committee thanks all its members who came forth with ideas
for topics on the 2007 dinner meeting series. The committee used the most

popular requests for the topics.

As the issues change from year to year, so do the topics. The committee is meeting later this year to discuss topics for
the 2008 dinner meeting series. Again, your input and constructive criticism is important. We want to hear from you, the

CSA member. This whole organization starts with its members; it is run by its members and is supported by its members.

Please contact me at (707) 753-0600 or at rriley@interstateelectric.com or contact the California Sign Association with

your comments and ideas for the 2008 schedule. &
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Understanding LEDs

by Rocky Gruner, Technical Committee Chair

About LEDs
Although the underlying principles

of LED technology were discovered in
1907, LEDs as we know them today
originated in the early 1960s. Despite
being about the size of your pinkie’s
fingernail or smaller, light-emitting
diodes (LED) aren’t far behind
transistors in terms of ubiquity. Over
the past few decades, they’ve found a
home in everything from TV remote

controls to electronic message centers.

Although they look and act like
miniature incandescent light bulbs,
LEDs don't have a filament, so they
don’t burn out after just a year or two of
heavy use. They're also more efficient
because most of the energy goes toward
producing light, whereas in an
incandescent bulb, a lot of energy is
wasted in the form of heat.

LEDs also have improved in terms of
brightness. An LED’s brightness, often
referred to as its “intensity,” also is
measured in candelas. The brightness of
an LED depends on the properties of
the LED chip itself, on how the LED is
packaged (through-hole versus surface-
mount), and on how much power is
used to turn an LED on. One obvious
way to increase the brightness of an
LED display is to use brighter
components, with an equally obvious
downside. Because LEDs cost more, so
does the display—a reality that proves
to be a drawback for price-sensitive

applications.

Where the Industry Started
In the early 1990, all indoor video

displays were designed using red, green
and blue CRT (cathode ray tube)
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phosphors. These power hungry

displays incorporated one red, two
green and one blue element into each
pixel.

When the industry shifted to single-
color LED technology, the pixel layout
included two red, one green and one
blue element. Each pixel required two
red LEDs because they were less bright.
The four-LED arrangement produced,
what the industry called, a “quad pixel.”

The LEDs were mounted to the face
of a circuit card with the light from
each LED blending together to form the
intended color.

Where the Industry Went
As LED technology advanced, red

LEDs soon became brighter, allowing
display manufacturers to eliminate the
inefficient quad pixel and transition to
the optimal pure pixel design,
consisting of one red, one green and one
blue element. Display manufacturers

undertook the expensive task of

redesigning their product lines to take
advantage of the brighter red LED.

Where the Industry is Today

Recent advancements produced the
3-in-1 surface-mount devices, also
known as SMD LEDs. Similar to single-
color LEDs in that they are mounted to
the face of a circuit card, but different in
that each package contains the red,
green and blue elements necessary to
produce the full-color spectrum. A
3-in-1 LED is a full-color pixel while
multiple single-color LEDs work

together to form a full-color pixel.

What Drives Industry Change?
GOAL: HIGER DISPLAY CONTRAST

Any light that reflects off the face of
a video display decreases display
contrast. The effect is similar to light
from a nearby window hitting the face
of a television set.

Higher contrast leads to vibrant

colors and sharper image detail.

The challenge rests in the fact that all
LEDs have an epoxy lens on the front
that, despite the best efforts of LED
suppliers, acts like a small mirror,
reflecting light and reducing display
contrast.

What the Industry Has Learned

Virtual Pixels: We've Left Them
Behind

Every major display manufacturer
samples image data on a dot-rather
than a pixel-basis. Every manufacturer
also uses their own proprietary
sharpening filters and processing

routines to improve image quality.

Manufacturers developed these
techniques around the age of the single-
color LEDs. The physical package sizes
of the LEDs limited the total number of
full-color resolution lines that were
present on a display. Manufacturers
used processing tools in an attempt to
overcome this limitation and many of
those techniques are still used today for
3-in-1 SMD LED displays.

The single-color LEDs were
absolutely dependent on this processing
if they were to provide full-color
resolution lines. Today, these processing
methods simply bring the final image
quality to a higher level because 3-in-1
SMD displays feature full-color

resolution lines natively.

Specially protected, ultra-high
brightness SMD LEDs are beginning to
be used for high-resolution outdoor

installations. @

Rocky Gruner is the California Regional Sales
Manager for Daktronics, Inc. He has been a member
of the CSA Board of Directors for two years.

Calendar of Events

General Membership Meetings
Southern Meetings:

June 19 — Commerce

Board of Directors’ Meetings

July 12 — Sacramento

September 15 — San Diego

Annual Convention

September 13-15 — Catamaran Resort Hotel,
San Diego

5th Annual Fishing Trip
July 28 — Dana Point

Golf Tournaments
Northern Hi-Jinks Golf Tournament
June 12 — Whitney Oaks Golf Club, Rocklin

Convention Golf Tournament

September 13 — San Diego

J
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Obituaries DIMENSIONAL LETTERS
Margery Nelson Moore Dec. 2, 1929 - May 10, 2007 LOGOS & PLAQUES

Marge Moore, wife of CSA Director Emeritus
Bill Moore and daughter of Art Nelson,
founder of Nelson Neon of Richmond, CA,
passed away on May 10, 2007 after a
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valiant battle with cancer. Mr. Moore was

a founding member of CSA and with
Marge by his side spent the next 48 years
building and shaping the organization and ,
the sign industry in California. AN ©

A Memorial Service was held in Marge’s garden at May 25, 2007 in 1-800-LETTERS
Challenge, CA. An obituary and guest book are available online at Fax: 800-421-1256
http://www.legacy.com/contracostatimes/obituaries.asp?Page=LifeStory&P

erson]lD=88088151

Gemini Incorporated

103 Mensing Way Cannon Falls, MN 55009
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