
[1] dal ed 

The Manufacturers' Agents National Association 
(MANA) in Laguna Hills, California, is well known 
and respected throughout the business community in 
the United States. Its efforts to foster the manufac-
turer-agent relationship are evident in its numerous 
services for members, as well as its many activities 
from annual seminars for both manufacturers and 
agents to publication of the monthly Agency Sales 
Magazine, the annual Directory of Manufacturer's 
Sales Agencies and periodic bulletins on relevant 
topics. 
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