THE BIGGEST CHALLENGES

In the Rep world today
A conversation aboltHANGE
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w Marketing
w Technology (two words)
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Audience: whoru ?
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ANY GOOD SIGNS OUT THERI




Analyze the situation?
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- Marilyn Ferguson




Seth Godin, blogger
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w The organizations that needs innovation
(Change) the most are the ones that do the
Y2 02 auaz2lLd )\ U FTNRY

0dzi 2y OS &2dz aSS AlGZ
opportunity.




wWhat are the biggest challenges facing your
business today? (What keeps you up at nigh




The Challenge

wWhat are the biggest challenges facing your
company today (please write down 3)







The BCHjggestChallengeSuff) list
from 4000+ reps around North Americ

wFrom MANA ALL Rep Events (PDFs)

wFrom MANA Survey, November 2008

C 443 unigue responses
¢ 13.8% response rate (for online survey)

wFrom presentations to Rep Associations
wAlso, from Manufacturers (Associations)




Biggest Challenges Top Ten

wThe economy and uncertainty
wFinding new manufacturers to represent

wFaceto-face selling and getting to the
decision maker

wPioneering new lines (no sales, no
commission In territory)

w Offshore sourcing and/or customers
moving out of territory




Biggest Challenges Top 10

wlncreased CO$TS$ of Rep firm operations
wlncreased demands and expectations
of principals
wDecreased commission rates, decreased
commissions overall

wMergers and acquisitions of customers
andprincipals

wRep Agreements (contracts) with
Manufacturers




HOW DO WE SOLVE THEM?
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COMMUNICATIONS
EXPECTATIONS

TRUTH, TRUST, RESPECT
BE acommunications expert




MARKETING

WWVHAT IS THE DEFINITION OF
MARKETING?




MARKETING

wYep, all of that and, even deeper

¢ The art of telling a story to a customer that Is so
remarkable, that they persuade themselves to buy

¢ The story is so compelling, they tell someone else
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MARKETING

WPERMISSION MARKETING: we have
earn the right to deliver anticipated,
personal, andelevantmessages to
people that want to get them

WRELEVANCE MARKETING




FOCUS
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SFocus oNNHE CUSTOMER

SW.I.ILEM. ?

SSALES is
f ART
f SCIENCE




