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The success story continues
COSY Electronics GmbH was founded in 1994 in Kernen near Stuttgart, with the 
aim of establishing itself in the market as a fast distributor and manufacturer for 
low and medium volumes of socket connectors.

Foundation 

Some of the 6 original staff at COSY came from ITT 
Cannon, whose circular connectors COSY continues to 
supply today. These 6 quickly became 10 and, shortly 
after, 20 employees, as the idea of manufacturing and 
supplying circular connectors in small production runs 
proved popular. At COSY, there was and remains today 
no minimum quantity surcharges - quite the opposite. 
From the outset, COSY has guaranteed a high level of 
availability, adherence to delivery dates and service, with 
no minimum volumes or order values. The competent 
team is happy to help customers choose the right 
products. This focus, which specifically meets the needs 
of small and medium-sized enterprises, remains the 
secret of COSY‘s success today, even though many other 
success factors have been added over the course of 
time.

Versatile grade A supplier 

COSY quickly acquired DIN ISO 9001 certification. As an
authorised distributor for ITT Cannon, COSY has always

maintained a good internal stock of individual parts for 
fast assembly of all standard models. The company‘s 
high flexibility and the technical and logistical expertise of 
the staff enable extremely short delivery times. 

We can assemble connector systems in 24 hours. It is no 
accident that COSY is an established grade A supplier. 
Renowned companies continually testify that their needs 
have been met - with top marks.
 

Developing field sales

2001 saw the integration of the new SAP R/3 operating 
system and the takeover of the Rexel group. At this time 
COSY had no field sales staff other than management. 
However, because of the good COSY service, customers 
kept asking whether technical consultation and projects 
might be delivered on site. Consequently the COSY 
strategy changed  from being a straightforward service 
provider to an expansive added value strategy with a field 

sales force. Today COSY has field sales staff covering  
every German postcode area.

Going international

COSY has been a subsidiary of Swiss distributor 
Compona AG since June 2007. COSY has been able to 
strengthen its market position by collaborating with this 
market leader and being included in its product offering. 
The balance sheet and growth rate are very promising. 

The sales organisation is now being built up throughout 
Europe. The network is becoming ever more close-
meshed. Export sales now make up at least a third of 
the turnover. With the field sales presence in Turkey, the 
door into the Middle East has been opened, as it has in 
eastern Europe with the presence in Austria. Progress is 
gradually being made in the Benelux countries, Sweden, 
France, Italy, Denmark and other countries such as Israel. 
Only one thing has not changed - the focus is still on the 
customer. 

Expansion through relocation

In the course of the expansion and an increase in staff 
numbers to 45, it has become necessary over time 
to increase the storage capacity and double the floor 
space to over 2000 square metres. For this reason 
COSY moved into  new, larger premises in Schondorf 
near Stuttgart in September 2012, directly connected to 
the B29 for logistical purposes. The company can now 
offer a wider product range and enhanced production 
capabilities. 
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COSY in 2014 - 
the problem solver 
 
• More products, more solutions 
• Technical advice, by telephone or on site 
• Project support and management 
• Application and cabling 
• Design-in 
• International presence

COSY News

Change at the top for COSY Electronics GmbH
A new CEO at COSY, but not a new face. Jörg Martin has been familiar to customers of COSY for many 
years as head of sales and an authorised signatory. He follows Gabriele Taxis, who is taking on new res-
ponsibilities in the company. This represents a perfect transition for customers.

With effect from July 1st, Jörg Martin will become the 
CEO of Cosy Electronics GmbH. He will form the new 
management team together with Riet Morell, CEO of our 
parent company Compona AG in Switzerland.

After 20 years, former CEO Gabriele Taxis will be moving 
on to other tasks within the company for personal 
reasons. However, she will continue to actively support 
the management team until the end of the year in order 
to ensure a seamless transition for customers.

„I would like to thank Gabriele Taxis for her many years of 
work, which have contributed significantly to the success 
of Cosy Electronics GmbH. We regret her decision, but 
respect it,“ says Riet Morell, CEO of Compona AG.

The new CEO

Jörg Martin has been head of sales and an authorised 
signatory for Cosy Electronics GmbH for several years. 
The focus of his activities lay in building sales, developing 
the business globally and strategic account management.
He has over 30 years‘ professional experience in 
electromechanics and during the past decades has 
worked for a wide range of companies, such as Heinrich 
C. Kosmeier, Multi-Contact, Amphenol and ITT Cannon. 
The experience he acquired in various activities such as 
distribution manager, field sales and marketing manager, 
internal sales manager, SAP R/3 project manager and 
medical product manager will help him in accomplishing 
his new tasks.

Gabriele Taxis passes the baton on to Jörg Martin,  
Riet Morell congratulates him

Applications consultancy

Anyone coming to COSY today will find customised 
solutions, special solutions and applications as well as 
the standard products. In addition to this there is the 
ready assembled business. This is what distinguishes 
COSY these days from other pure distributors today. 
COSY uses its 20 years of competence in connectors 
for customer advice and project planning for solutions. 
Talk to us if you need top quality applications or want to 
develop a complete solution from a single supplier with a 
limited number of contacts.

>> Cosy‘s success story continues



The anniversary competition

1. Which manufacturer has been included in Cosy‘s 

range since November 2013?

a) ITT Cannon

b) VEAM

c) Westec

2. What does the designation „A240“ at the end of 

the order reference mean?

a) RoHs-compliant surface with 500 hours of

salt spray resistance

b) Straight backshell

c) Plug with no contact

The best connection - for 20 years
COSY has been a Cannon Authorized Plug Specialist (CAPS) partner of ITT ICS for 
over 20 years. Here is an interview with Manfred Wohlwender, Distribution Mana-
ger Central & Nordic Europe

What was the job of CAPS partners in the 
past and what does it consist of today?
Manfred Wohlwender‘s response: The thinking be-
hind the CAPS model was to be able to supply customers 
with small quantity requirements (spare parts, samples, 
prototypes etc) even faster and more flexibly. Cosy gua-
rantees this through in-house manufacturing.
Nowadays the requirements on our CAPS partners have 
changed in line with market developments. Today it is no 
longer just about delivering connectors as quickly and 
flexibly as possible. Partners like COSY are increasingly 
confronted with technical enquiries and requests for sup-
port with design. COSY is happy to move in this direction, 
towards design-in and system partners. 

Is the CAPS concept still practical today?
Manfred Wohlwender‘s response: Absolutely. There 
are more and more customers who appreciate the 
flexible service and technical expertise of our CAPS. A 
large number of these are important customers that we 
as a manufacturer could never service to this level and in 
these numbers. COSY plays a significant role here.

How important is COSY as a CAPS part-
ner to ITT ICS today?  
Manfred Wohlwender‘s response: We are currently 
working with multiple CAPS partners here in Europe.
All of these partners have a targeted, strategic customer 
and market focus.
COSY has fully appreciated how to concentrate on ITT 
Cannon over the past 20 years and more recently on ITT 
VEAM as a partner, and hence develop our joint business 
very successfully.

What are the benefits of the collaboration 
for customers?  
Manfred Wohlwender‘s response: Primarily in the 

fast, short processes that a medium-sized company such 
as COSY can offer.
COSY can quickly be on site with very well technically 
trained sales engineers and always has a „direct line“ to 
the right contacts at ITT worldwide.

Why will you continue to work closely 
with Cosy in future?   
Manfred Wohlwender‘s response: Our declared goal 
in general is to continue to strengthen and develop the 
collaboration with our CAPS and distribution partners.
I see COSY as being very well positioned in terms of 
targeted design-in of ITT products and identification of 
new customers.
 

How does Cosy differ from other ITT 
partners?   
Manfred Wohlwender‘s response: COSY has a diver-
se range of stock and that makes the company very 

flexible. The physical proximity to our site means that 
materials procurement can be completed much faster. 
However, one important element is the loyalty to our 
company, combined with a 20-year business relationship.

Jörg Martin and Manfred Wohlwender

Here is the prize

COSY 20th anniversary sparkling wine . The first 
200 correct entrants will each receive a bottle. Just 
send us an email with your name and address and 
the correct answers to contacts@cosy.de. The 
basis for our fine wine comes from our region. The 
champagne is made from high quality grapes that 
are pressed by a traditional family-run champagne 
producer and supplied by vintners with many years 
in the trade. The wines for the Cuvée brands are 
selected by the owners themselves and come 
from the most prestigious  cultivation areas in 
Württemberg.

COSY and ITT ICS

COSY News



COSY product news

Connectors for energy and industry  
NEW at COSY: Rectangular connectors and aluminium housing for industrial 
and energy equipment designed for use in harsh conditions.

COSY now offers industrial rectangular connectors and 
aluminium housings in its range for use in protecting 
electrical equipment, including use outdoor applications 
in harsh industrial environments.

These products are supplied by WESTEC or GWconnect 
from northern Italy, and are sold exclusively in Germany 
by COSY. The rectangular connectors are in no way 
inferior to those from German manufacturers and offer 
the highest level of flexibility through any desired combi-
nation of insert connectors. The aluminium housings are 
without parallel. Usage in harsh industrial environments 
is no problem, thanks to mechanical protection to IP69.

Moving into aluminium housings 

In order to provide additional protection in a harsh 
environment, COSY now offers high quality aluminium 
housings for its applications.

They can safely accommodate a vast range of electrical 
connections. The housing can be mounted on products, 
machines, equipment or walls and protects your 
application.   

Rectangular connectors 

A good example of COSY rectangular connectors is the 
HE series. Its external surface  is designed for harsh 
environments. The distinguishing feature is its black 
colouring (RAL 9005). The series has a sandblasted 
aluminium housing and a special shroud with a powder 
coating that makes it resistant to ageing, UV, salt spray, 
oil, grease and other fluids. Furthermore, there are 
special high voltage connectors, connectors with shield 
attenuation or high performance connectors for railway 
use, for example. Special mention should be made of 
the high quality sealing system: the brackets, bolts and 
clamps are made of rust-resistant stainless steel. 

Easy cabling - e.g. with push-in  

You will be familiar with easy-to-use push-in cabling from 
the top-hat rail (spring-cage terminal block). This is now 
available in rectangular connectors from COSY. Simply 
push  them in for fast assembly and huge time savings. 
They are equally as fast to detach, by inserting the 
screwdriver into the opening and pulling the cable - no 
unscrewing required.

Unique - the magnetic hinged cover   

A patented highlight of the rectangular connector is the 
self-closing hinged cover with magnetic holder - ideal 
for servicing. Electrics are unprotected during cleaning 
work when water can run in and cause short-circuits. 
This is why we offer the patented magnetic cover with 
integrated sealing.
The magnet is integrated into the sealing system. It is 
quick to open and immediately shuts automatically with 
an extremely secure catch mechanism. This means 
that protection class IP66 is achieved, even without the 
correct locking mechanism. Hence there is no possibility 
of unintentional opening, even in the event of vibration. 
With the interlocking bracket, the protection class is IP69. 

Flat-ribbon connection   

In solutions sold by COSY, ribbons are not only installed 
on rectangular connectors, but also on aluminium 
housings. This means that space-saving ribbon cables 
can also be used in wall mounting for convenience. 
The protection class is IP66. The aluminium housing is 
available in three sizes - B10, B16 and B24.

Easy cabling with push-in Rectangular connector with magnetic hinged cover Aluminium housing for any purpose, here: ribbon cabling



It is often a sign of a good operating climate and 
optimum working conditions when a company has a 
small turnover of staff and takes charge of the training 
for many of its trainees. That has been the reality at 
COSY Electronics GmbH since 1997. The aim is firstly 
to give young people a chance, but also to enhance 
the staff with young colleagues who are developing 
COSY-specific expertise along with their academic and 
technical knowledge. 

COSY trains people in commercial skills, primarily as 
industrial management assistants. The trainees spend 
a period of 2 to 3 years circulating through each 
department in turn - purchasing, work scheduling, 
manufacturing and logistics. However, the heart and 
soul of COSY is sales. „This is where the strings come 
together,“ explains CEO Gabriele Taxis. „That is where the 
various departments overlap. And every COSY employee 
must be able to think in terms of sales.“

The profile 

What must a trainee at COSY bring? As these are 
technical products, this might mean technical 
understanding. But trainer Mirjam Honner shakes her 
head at this. „That will come with experience,“ she says. 
„The most important thing for us is to enjoy dealing 
with customers.“ It sounds odd initially, but is based on 
a simple realisation: „The customer who telephones us 
is first and foremost a person, who has a problem, who 
wants to be understood and who needs help,“ says CEO 
Gabriele Taxis. Often the customer does not know much 
about the technology, and is simply looking for „a/his“ 
connector. It is then COSY‘s job to find the right one. 

This service orientation is the secret of the company‘s 
success and therefore takes utmost priority in the 
recruitment and training of employees. This is because: 
„There are masses of connectors. So the difference lies 
in the service and the personal touch,“ as trainee Tina 
Scharnagl, who is currently in her second year of training 
at COSY, is only too aware.

 

The choice 

„When it comes to making a choice, we are much less 
concerned about conventional academic grades than 
about social skills,“ says Mirjam Honner. So it helps 
when applicants are communicative, are team players, 
and enjoy selling. „A good indicator is, for example, when 
someone is in a club or simply approaches people at 
the interview,“ says Mirjam Honner. Everything else is 
„training on the job“, where COSY will pay for tutoring if 
there happens to be a technical gap somewhere.

Another important criterion at COSY is a family 
connection, where there is one. In Tina Scharnagl‘s 
case, her aunt has worked at COSY for 20 years. 
She shares this family connection with many other 
employees at COSY. „I really enjoy being at COSY. All my 
colleagues help me. There is close cohesion throughout 
and everyone is on first name terms.“ Tina Scharnagl 
completed a 1-year work experience programme 
after secondary school, and acquired a great deal of 
experience when doing so, whether in purchasing or in 
manufacturing.

„Working in commerce, working with people, building 
relationships - I knew early on that I would enjoy this,“ 
says Tina Scharnagl. Good evidence of this is her last 
assignment on the switchboard. Here she got on with a 
customer so well that he did not want to be passed on 
and in the end sighed: „It‘s a shame you can‘t be my 
consultant!“ In total COSY has trained 5 apprentices over 
the years. All but one of them are still working at COSY 
- he is currently attending business school „and visits us 
regularly,“ says Mirjam Honner. It is a good success story. 
As the saying goes: „If it‘s not working for the people, all 
the technology counts for nothing!“

Incidentally: Because of its great success, COSY 
is now expanding its training. From August 2014, a 
training course for warehouse operatives will be added. 
Nadine Panholzer, who currently works in the despatch 
department, will be taking this qualification. 
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In portrait:    
Tina Scharnagl (trainee)

After completing secondary school and a year at a 
vocational college, she did a 1-year internship at 
COSY and decided to train as an industrial manage-
ment assistant there. She is now in her second year 
of apprenticeship and has a very good chance of 
being taken on.

Mirjam Honner (trainer)

Mirjam Honner (Chamber of Trade and Commerce 
trainer) has been working for COSY since 2009. 
She first worked in work scheduling, and today is 
in purchasing. In this function she supports the 
internal sales service and marketing, and purchases 
components on the global market - including those 
that are hard to get hold of. She also worked in 
purchasing in her previous jobs. 

Training to be a team player
At COSY, apart from technical skills, communication and social skills are the pri-
mary requirement in providing excellent service. This is also why COSY trains its 
own staff. 4 out of 5 of our apprentices work for the company today.

Inside COSY

Tina Scharnagl Mirjam Honner


