5. WORK WITH PRINCIPALS AS TRUSTED PARTNERS IN PROFITS
Manufacturers’ agents who work with principals as trusted Partners in Profits succeed at a higher rate that those who do not.  
A high-level trust relationship between agents and principals fosters open and valuable communications between both parties.  Professional agents accurately represent their principals and fulfill their obligations to make best efforts to solicit orders for their principals.
When agents and manufacturers create mutual action plans on how to maximize sales in the territory, the results far exceed those when the rep works alone in the territory.
When factory personnel visit the territory, professional manufacturers’ agents plan for the visit to maximize the benefit of having the partner there.
Professional manufacturers’ agents work with principals as Partners in Profits.
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