Interviewing a new line? Ask these questions to the Manufacturer…

History

1. Is the company incorporated? If yes, what kind of corporation?


2. If a corporation, are you publicly traded? 

3. When was the company established? Where?
4. Describe the organization and management of the company.

5.  What are your domestic sales?
Contracts

6. Which territory is currently under review? 
7. Do you presently have a representative in this area? 

8.  Has your current representation been notified of your intentions to change?

9. Why did you decide to change representation?

10. Does your company have a standard contract?  Can we see a copy of it in advance?

11. What is your marketing philosophy relative to selling through representatives?
12.  What are your current sales in the territory?
13.  What is the run rate in the territory? (last 5 years sales averaged)
THE TERRITORY

14.  How have you covered this territory in the past?

15. Is this an exclusive territory?

16.  Do you have any “house accounts”?

17. Do you use distribution partners? If so, who are they? 
DEMONSTRATION POLICY

18.  Do you provide demonstrators or samples at no cost to the representative?

19.  What are your shipping policies for demonstrators or samples?


SALES SUPPORT

20. What do you have in the way of sales support to the rep?

21. Do you encourage factory marketing and technical people to make field visits to customers with your representative?   

TRAINING POLICIES

22.  What programs do you have for training?

23.  Do you pay expenses of salespeople attending training sessions at the factory?

24. What is your program for keeping the representative informed of new product introductions?

25. Do you share expenses of field training seminars?

26. Do you provide training for any software programs required in any phase of representing your lines?

COMMISSIONS

27.  What is the commission rate?

28.  Do you pay commission on shipment?  Do you pay commission on partial shipment?
29. Do you have an incentive commission for pioneering a product line as a new manufacturer?  

30. Do you have an incentive commission exceeding quota? How is quota established?

COMMISSIONS (continued)

31. Do you have a split commission policy?  Do you pay on Point of Sale?
32. What is your policy concerning commissions if you are required to offer a discount?

33. Do you have incentive programs that include direct compensation to our salespeople? If so, is this compensation paid to them directly?

34. What is your split commission breakdown for Design/Purchase/Ship?  Is it weighted towards design efforts?

35. Do you have the ability to track designs globally?

EQUITY CONSIDERATION

36.  What is your stock option plan for your representatives?

37.  Do you make stock available to representatives for purchase?

REPRESENTATIVE-PRINCIPAL RELATIONS

38.  Do you have a Representative Council?

39.  Do you have representative-principal planning meetings? 

40.  Do you have representatives on your New Product Planning Committee? 

TERMINATION PROCEDURES

41.  What are your terms of termination?

42.  Does your termination period increase with length of service?

SERVICE POLICY

43. What is your in-warranty service policy

44. What is your out-of-warranty service policy?

MARKETING SERVICES

45.  Do you provide compensation to cover marketing related activities beyond what we would provide? Normal activities include sales activities,  market surveys, DTAM info etc.
ADVERTISING 

46. Where is the bulk of your advertising emphasis placed?

47. Do you provide advertising co-op monies for catalogs, flyers, etc. to distributors?
48. Do you provide literature, in quantity, at no charge?

49. Do you have a direct mail campaign?

50. Do you qualify sales leads?

51. Do you provide financial support and products for local rep shows?

COMMUNICATIONS AND E-COMMERCE

52. What special services does your website offer for reps? For customers?

53. What hardware/software does the rep need to be compatible with your system?  
54. Do you have a rep intranet?
55. Do you accept orders over your website?  If so, is the rep compensated for shipments into their territory?

56. How are reports generated, submitted and discussed?  What special software programs are required and who supplies those programs?
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