
purchasing deadlines and target prices. Thus they
may have ta accept the f irst bld as final.

The Manufacturers' Representative
The commission agent or salesman la mare cern-
monly used as a sales channel in the Unitedi States
than in Canada, and in the Detroit area this is espe-
cialiy true in the autamotive industry. The better"1reps" are highly qualified b>y education, training andi
ecperience. They know their customers and cali regu-
larly - not only on the buying level, b~ut on engi-
neering, design and quai ity cont roi levels as well;
thu>s they work in acivance of rwadel year buys and
follow Up onl use of their principal's pradclut.
Potential advantages of the "rep" include econamy,
closer contact with buyers - sometimes social -
and nearness to the scene of possible prablems. The
Detroit office maintains information an the malority of
manufacturars' representatives operatlng in Michigan,
Indtiana andi Toledo, Ohio andi can maka suitable
suggestions for Canadian manufacturers.

Delivery
Delivary must be exactly ta customers' specifications
and these are as rigld as any in the world. Many U.S.
plants work on inventories as short as one ar two
days and could ba shut clown by a delay of a few
haurs. Failure to adhere to rigid delivery scheclules la
ane of the sureat ways af not being asked to quota
again.
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