
rial Market

ntal products (instrumentation, controls, pumps, etc.) is generally
npliance or other user segments of the market using manufacturers
;, through a distribution network. Representing a number of
ct hines, reps speci lizing ini the environmental area would be calling
r accounts on a regular Uais Most would offer a consultive sales
ind would make sales based on solving a customer's need or problem.

,p will subscribe to construction reports, government contract
rces that relate to, the environmental area. Sales leads corne ftrom
iblicity and other promotional or marketing activities. Ini most

>close ties to design engineering and consulting firms to have
le engineer/consultant leading to sales at time of purchase by the

systern. He will attend an iplay at local and regional shows

and


