
THE MONETARY TIME3
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Individual and Group Representation-The Question of Staff-

Exclusive Agencies-How the General Agents Should be Paid-
Independent Sales Somtetimes May be Worked Up to Large Total
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(This is the fourth of a series of articles on Practi cal Exporting, the firat of which m>s publisked in
The Monetarij Times o! Nouember .12, 1920)

A PREVIOUS article in this series has deait with variousinitial means by which. the manufacturer could get into
the foreign field with his products, ultimately boiling down
the result to a decision on branch offices, agencies, or in-
dividual customers obtained through advertising, etc.

1. Branch Offices
There are two distinct forms of foreigu branch offices

which have been tried by Canadian manufacturers and
'which have proved successes in some cases and 'failures in
others. One is the branch office of the individual manu-
facturer and the other a branch office of a group of manu-
facturers of the saine ôr allied products. There are also
possibilitias of having one foreigu office with salaried staff
representing a geographical group of manu-facturers, for
instance, those of one Canadian city, but this would probably
develop more into a board of commerce representation rather
than a successful sales organization.

export or sales manager, as suggeawL-u prtvluuk5îy, )u;
.tainly, as a general rule, it may be taken for granted
the initial introduction of goods should be through
petent agents. If a branch is subsequently desired,
term& of the agents' contract must ha met to mutual
faction before the office can be opened. This is some'
done through a basis of compensation to the agent and
sionally by the absorption of the agent in the capaci.
branch manager. The latter has a great deal to coin
itacîf as the agent knows his old customers and the
peculiarities of his own country. On the other hand, a bi
manager sent froin the hofd office or factory ia Canadi
probably got an accurate idea of factory conditions ar
intimate knowledge of head office policies, besides being
with the esprit de corps of his firm. However, if the 1
is a capable executive he can probably be brought ov
Canada for an intensive training with ver>' satisfa

<b) The Group Manufacturera' Office
To successfully operate a group sales office at

most important thing is to have every memb er of t
thoroughly understand the basîs' of operation and
ation before a foreign manager is appointed or
openied. Assuming that a group of apple packers u~
te open an office In France, they must co-ordini
policy of expert sales and arrange the distribution i
as well as -expenses. Each mnuat be prepared tc
orders as received by the group office. Furtherxi
group office must be careful to sec that each mnemb
group is given every opportunity to get his fair p:
of business or jealousies will soon break up the grc
firat benefit of group operation ia, of course, econosi
foreign office overhead. The greatest benefit, hoi
that the foreign manager represents such power.
cipals that ho is able to undertake big contracts,
exhibits, etc., and generally do things on a bigger
more effectively than his competitors.

2. Exclusive Agencias
Next to the salaried branch offices, the favorite

representation ia by an exclusive agent. The sel,
that agent is always a difficuît problem and opini
considerably as to what kind of man or firin forma
representative. ,Most inanufacturers desire a mat
more or less of a specialist in their line. For ini
mnniifarftirper of vrao11mr niAPAi eonds nrefers an a5
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