9. GROW YOUR BUSINESS BY HIRING EMPLOYEES OR SUB-REPS
Many manufacturers’ agents decide to grow their businesses by hiring direct salespeople or sub-reps.  They leverage the efforts of the salespeople or sub-reps to increase sales.  Multi-person rep firms attract larger more established principals.
Professional manufacturers’ agents grow their businesses by hiring qualified direct sales people or sub-reps.
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MANA also recommends diagnostic testing and evaluation tools to check the suitability of the prospective employee to perform the required functions.  MANA uses Axiomone (www.axiomone.com).

