Aggressive Agencies
Market Themselves

by MICHAEL P. MARSHALL, Ph.D.

Independent sales agencies have gone full circle over the last 20-30 years.

he need for using inde-

pendent sales agencies

to assist manufacturers

in their growth was
popular and critical for business
growth 20-30 years ago. Over the
last 30 years, commissions have
shrunk to low levels where a firm
may struggle to make profit. In ad-
dition, some mistrust has formed
where companies used sales agen-
cies to establish and grow their
businesses, only to drop the
agency for a direct staff once busi-
ness was established.

The circle has become com-
plete as the current trend shows
that agencies are needed more
than ever. Manufacturers have
found that working with indepen-
dent agencies serves as the criti-
cal factor for companies and

A local support structure has been proven
to be needed, and customers are now
selecting suppliers based on who provides
the most local support.

businesses to continue to grow.
As a result, now is the time for
professional sales agencies to mar-
ket themselves aggressively as to
their worthiness and how they can
be the major contributor to assist
companies in significant business
growth and market penetration.

Challenges for Manufacturers

Let’s review some of the rea-
sons behind this trend and at the
same time discuss steps that an
aggressive professional sales
agency needs to take in order to
formally market themselves:

* Most manufacturers have
downsized and relocated impor-
tant services and capabilities off-
shore. Often there are not enough

local staff and support to service
current customers or seek out new
customers and new markets. A
local support structure has been
proven to be needed, and custom-
ers are now selecting suppliers
based on who provides the most
local support.
* For companies that do have
some local sales, marketing and
customer service staff, downsizing
has created situations of not
enough staff to keep up with the
routine daily work. A lack of staff
means they can’t be proactive
with issues or seeking new busi-
ness and customers. Also, what
staff they have isn’t motivated to
perform an exceptional job.
Besides a lack of trained staff,
some staff are demoralized and
have no confidence in job stabil-
ity. This then carries over to a
lack of self motivation to make
the extra effort to help grow the
business. The downsizing for vari-
ous reasons and seeing fellow staff
in their company, as well as ac-
quaintances in other companies,
lose their jobs has combined to
demoralize workers to the point
where they don’t have the moti-
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vation to significantly contribute
in all of the extra ways needed to
grow the business.

* With the common downsizing
of staff, there is not enough
trained staff to aggressively pen-
etrate multiple niche markets.
Expanding sales into multiple
niche markets is fundamental to
business growth.

e With lack of staffing, compa-
nies often do not participate in
trade shows for niche markets like
they should; nor do they have
staff to network in trade associa-
tions and professional business
associations. Networking has
proven to be a critical element in
business development.

* With any downturn in business
comes a decrease of funding for
sales support in addition to down-
sizing staff. This creates a situa-
tion where manufacturers can
neither visit their own good cus-
tomers to service them, nor help
to grow a better business relation-
ship. Of course, a company that
is struggling to do this well is also
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struggling to develop new cus-
tomer relationships that will
help grow the business.

* New regulations and laws
that prohibit using the tele-
phone to cold call prospective
new customers and leads have
taken away some of the power
of the telephone. The impor-
tance of established personal
and business relationships that

assist marketers in reaching new
customers to develop new busi-
ness is at an all-time high. Com-
panies cannot just cold call
prospective new customers,
whether it’s business-to-business
or business-to-consumer.

An experienced professional
independent sales agency can sig-
nificantly assist in overcoming the
challenges listed above. [
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