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PRESIDENT’S PERSPECTIVE
By Curt Benson, CPMR

It is my hope that this
newsletter finds all of
you doing well in your
respective arenas of
business as we move
forward towards the
end of 2017. I thought I
would write today about
the wonderful progress PTRA has made
in the last several years and where it has
taken us to today. It is an honor for me
to be in this position and want to thank
all of you that came before me for your
hard work and dedication to making
this organization become a leader in the
Association world through many of the
advances we have made. Most importantly
it’s the membership, both principal and
representative, that has allowed us to take
our game to the next level through their
support and dedication. I can assure you
that we have put the pieces in place to
ensure that we will continue to improve
upon the offerings and capabilities of PTRA
for many years to come.

conference that will be all inclusive and
provide a different atmosphere for much
more networking opportunities at a savings
to the organization, increased educational
offerings and meeting benefits throughout
the year, PTRA365 app that will allow us to
communicate and keep the membership up
to date on activities between conferences,
working with universities and colleges to
find qualified candidates to employ through
workshops etc to name a few. It’s definitely
an exciting time to be a part of this and new
ways of keeping that growth going!
I am also very pleased with the addition
of so many new people, principal and rep,
who are getting involved in the Task Forces
which are the driving force behind all of
these initiatives. We are lucky to have so
many dedicated people who share the vision
that PTRA can be so much more than a 4
day conference once a year. That it can help
us daily with opportunities to further grow
our respective businesses. We can always
use more people with ideas and a desire
to promote our industry in different ways
so I hope you will reach out if you wish to
participate!

My vision for this year is to continue to
build upon the education and membership
activities that are continuing to unfold and
making PTRA a more year round benefit (I thought here I would delve a little deeper
for its members. Examples of this are the into the things listed above)
THORS program, our new association
with MANA, the dues restructuring and
streamlining of accounts payables, our first

Continued on Page 2
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THORS – a new educational opportunity that will be specific
to PTRA for training and educational purposes. Exciting part
is that it will continue to grow with the help of PTRA into
our industry specific products. We will be rolling this out at
conference and will have a breakout session on this as well.

help keep us connected between conferences and give each
member a level of information that we previously have not
had access to.

Working with Universities – Several universities and colleges
offer programs that are related to our industries and we feel
MANA – An agreement was made between PTRA and MANA there is a need to work with them to promote not only PTRA
that will help our membership by allowing them access to the but our industry in a more formal way. Finding qualified
offerings of MANA and all they bring to the table.
candidates is not always an easy task but through possible
internship options and participating in these degree programs
Dues – It was deemed necessary to restructure our dues system we can find an avenue to hire more educated individuals
as it was outdated and did not accurately reflect the makeup of trained in our field.
the association in its current state. There was a slight increase
for the Rep side and a total restructure of the Principal side. Lastly, I strongly urge you to be a part of Cabo 2018. This is
I think what we have come up with will not only better aid uncharted waters for PTRA but the upside is huge if successful.
in benefitting our members but will hopefully increase the The all inclusive aspect of the resort allows us to do some
Principal membership as well. Also, we put in place a new due things that previously we were unable to do based on costs
date schedule for dues. In the past, everyone had a different etc. With your full support we will be able to offer a savings on
anniversary date for paying their dues. We now will have your room rate as well as save money on food and drink costs.
one date that everyone pays on which will ease the financial This will give the membership many formal and non formal
stability and make this much easier as we move forward.
chances to network in a beautiful resort setting on the Sea of
Cortez. Principals can have their dinners on resort allowing
Increased Educational benefits throughout the year - We are them convenience and cost savings. How could it get any
currently looking into options for educational opportunities better? Andy Simpson is working on a great conference line
and networking in a more regional setting. These could up not to be missed! Susan and I are learning many things
be educational seminars put on by PTRA, one or two day that make this conference a little more hectic than usual but
networking events that we could use to encourage new rest assured it will be a great event for all……just please be
members to attend. There will be more on this later in the year. patient as we continue to work through the details.
PTRA 365 app – As we have used the conference app for the As I said before……it’s an exciting time to be part of PTRA!
last 2 years and have had good success with it, the next phase is Talk to you soon………
to make it a year round app that we use to inform the members
with push notifications of different activities and information
during the year. I think this is an exciting new phase that will - Curt

MEMBERSHIP TASK FORCE
The task force contacted 110 PTRA Principal members
regarding increasing or decreasing their company’s annual
sales volume. We were able to talk to approximately 75% of
the Principal member’s listed and updated the annual sales
information for the PTRA Board of Directors to review.
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The task force goal is to recruit 5 to 10 new Principal & Rep
members. Targeting CEMA, PTDA, BSA & MBP members.
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CONFERENCE RECAP
“What If ” we had those views of the Santa Rosa Mountain •
every day from our office. I would need a lot more coaching
from Curt Steinhorst on distraction.
•
Reflecting 3 months ago, on the record attendance we had •
participate in this year’s conference I need to thank a bunch •
of people for making it run so smoothly. First Bill and •

New Principal or Manufacturers’ reps promoting
your lines.
Networking relationships that continue to develop.
Implementing new CRM software.
Coaching sessions from Steve Turner.
Evaluation your Customer Experiences

Donna Taylor for having the vision to take us to the Coachella Valley and taking a chance on a non-traditional hotel
layout. Second, the IntrinXec staff that works behind the
scene developing the graphics, app, RepMix software and
signage. Finally, the two Gals that really make it click Susan
and Shelby. Without them this conference would be a huge
mountain to climb. THANKS Again Susan and Shelby!

As a Conference Chair, we continually challenge each other to raise the bar. I what to thank Scott Olmsted, Adam
Cooler, and Peter Liston for setting the bar for me. I now
past the baton on to Andy Simpson, Mike Mattis and Chad
Eno for their vison of future conferences. Good luck Gents.

•

- Don Sutfin, 2017 Conference Chair

One last item, I want to thank the past and present PTRA
ExComm for allowing me to Chair this 45th Annual ConI hope you are still reaping the benefits from the conference like: ference. It was a pleasure and honor to serve.
Curt Steinthorst weekly FocusWise emails.

EIP & SIGNATURE ANNOUNCE MERGER
Kurt Fisher, Duncan MacDonald, and Corbin Gunstream
are excited to announce a new partnership between
their companies. Engineered Industrial Products and
Signature Industrial Representatives will merge effective
August 1, 2017.
EIP was incorporated as a manufacturer’s rep firm in
1958. Kurt Fisher began his career with EIP in 1976 and
celebrated 40 years with the company this past October.
Duncan and Kurt have been partners since 1984.
Corbin Gunstream worked for EIP from 2005-2013 as
territory salesperson and CFO before starting Signature
Reps in April 2016.
Kurt and Corbin will continue as partners in the resulting
merger. Kurt will serve as President and Corbin will
assume the role of CFO; both will continue in their
Kurt Fisher
Cell: (925) 437-8032
kfisher@eip-inc.com

capacity as territory salesmen. Duncan will provide key
support as past President during this transition, and will
continue as a territory salesman for the next three years.
Corbin notes that “in many ways, this is a welcome
homecoming for me. Strategically, this provides an
expanded salesforce for our clients.” Kurt emphasizes
that “the new structure will provide greater market
penetration and coverage for our Principals in general,
with added enthusiasm and focus on growing sales.
Corbin and I work well together, and we’re excited to lead
our company in the direction of positive growth.”
We at Engineered Industrial Products look forward to
providing premier sales and support for our manufacturing
partners to increase their market share and build relationships
between customers and distributors of their products.

Duncan MacDonald
Cell: (951) 907-3727
dmacdonald@eip-inc.com
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Corbin Gunstream
Cell: (209) 204-3518
cgunstream@signaturereps.com
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SAVE THE DATE
4

PTRA’s 46th Annual Conference
Preview: Get your Passports Ready!
Grand Fiesta Americana Los Cabos - All Inclusive Golf & Spa

The excitement has been brewing for sometime
now for our 46th annual conference being held
at the distinguished, all inclusive, Grand Fiesta
Americana Resort in Los Cabos, Mexico! When
Curt Benson originally approached the PTRA
board with the idea of our conference being held
out of country, at an all-inclusive resort, we were
all intrigued and eager to find out if we could
make this happen. Through extensive planning
from the board, IntrinXec and feedback from
you, our members, we decided to go all in. While
site selecting our goal is to find a location that
is a premier destination, with something to offer
our members and families of all generations, and
a place where we all feel fortunate to conduct
business and connect with our peers. Los Cabos
and the Fiesta Americana Resort has all these
requirements and more.
I want to let you know more about the area and
give you a hint of all it has to offer. Geographically
Los Cabos is located on the bottom tip of the
Baja California Sur. It is a peninsula and is very
similar to California, with wonderful weather
and views of the mountains, ocean and deserts
all together in one region. There are actually
two towns represented when we refer to “Cabo”
the town of San Jose del Cabo and Cabo San
Lucas. Cabo San Lucas is known worldwide as
a popular tourist destination along with having
a world-class marina, home to the largest fishing
tournament in the world and as a nightlife
destination. San Jose Del Cabo has an inviting
downtown plaza that has become a well-known
Art District with art from all over the world,
but mainly Mexican traditional creations. It is
a good location for shopping and dining along
with beach exploration and home of famous
surf spots. The Fiesta Americana is its own
destination entirely and is located between the
two towns.

The Grand Fiesta Americana Los Cabos is nestled
in the desert mountains on the beach of the Sea of
Cortez. When the board did our final site selection
we were able to tour some amazing resorts but
there was something special and authentic about
the Grand Fiesta. It has all the luxurious comforts
we all expect but was designed and built in a way
where it blends harmoniously into the landscape.
Of course one of the biggest highlights is that it is
all-inclusive. It is liberating to know we will not
have to worry about grand meal charges and bar
tabs! There are eight different restaurants offering
everything from traditional Mexican, American
steak house, Italian, and even Tapas and Sushi.
The resort also has 5 different bars including a
bikini swim up bar, Cigar bar and an oversized fire
pit. Beach service and pool service are a must but
we will also have 24 hour room service included
along with an in room fridge stocked with bottled
water and domestic and imported beverages.
The activities in the resort and the area are
extensive and include something for everyone.
You will have access to two championship golf
courses including the famous Jack Niclaus ocean
course and the Cabo sel dol desert course. The
resort is listed in the top 10 list of Golf Digests
“Top 50 Best Golf Hotels in the World”. There is a
unique Somma Wine Spa where, yes, they actually
use the benefits of wine in their treatments. And
I cannot forget to mention the Fiesta Kids Club.
It offers a daily children’s activity program with
supervised pool and beach games, arts and
sports, sometimes with parental participation.
Group pool activities such as volleyball and in
pool yoga are also offered. Although the beach
is not recommended for swimming our favorite
activity was snorkeling. The resort provides the
equipment for free and there are specific times
throughout the day when the water is calmest and
you can snorkel along the rocks in a designated

PTRA FOCUS

Join us MAY 2-6, 2018

area. We were able to see an abundance of different fish,
it was truly an unforgettable experience! If you are still
searching for more entertainment there is an activities
center on property where you can book excursions outside
of the resort.

I am excited for the location and the endless possibilities of
activities but also ready to get down to business. Our focus
and theme for the conference this year is on “Strategy”;
strategy for our business in the changing environment and
the evolving marketplace. Our plan is to present speakers
and sessions that focus on tools and leadership aspects
to help with this goal. I wanted to introduce a few of the
speakers we have lined up to give you an idea of what to
look forward to this conference. Tom Morrison will be our
opening keynote speaker. He came highly recommended
as he knows manufacturing and has an understanding
of our industry. His focus will be on seizing opportunity
in our changing business environment. One of our other
speakers will be Dr. Kevin Basik, retired Lieutenant Colonel
of the US Air Force. He is a renowned veteran, leader and

speaker. I am truly looking forward to his keynote and
breakout sessions on leadership and strategy because, as
many of you know, I am a former Staff Sergeant in the US
Air Force. We are also fortunate to have Bob Destefano as
a keynote speaker and conducting a breakout session. He
will be focusing on marketing and social media strategies
in our evolving marketplace.
So lets make sure we have our passports and they are all up
do date and ready to travel! We are expecting a large turnout
so I cannot stress enough the importance of registering for
the conference early and booking your room at the resort
as soon as it opens up! Also stay in the know by looking
out for future emails, utilizing PTRA on social media and
of course the app! Please feel free to contact me with any
questions or suggestions as well as Susan and Shelby.
Looking forward to seeing everyone!
Andy Simpson
Conference Chair
Andy@skadrives.com
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WHAT’S MOTIVATING YOUR FINANCIAL
ADVISOR TO HELP YOU?
Roger S. Balser - Balser Wealth Management, LLC

Imagine this scenario:
You haven’t been feeling well, so you decide that a trip
to your doctor is in order. After the exam, your doctor
writes out a prescription for Drug A. You then proceed to
the local drugstore to fill your prescription.
Two weeks later, you discover that your doctor
moonlights as a pharmaceutical sales representative for
the same company that makes Drug A. So by prescribing
Drug A for you, that doctor received a commission form
the drug company.
What’s your first reaction? Is it one of skepticism?
Do you question whether or not you really needed Drug
A? Perhaps you’re thinking that maybe the doctor
simply prescribed the medicine, being incentivized by a
commission?
Now this scenario is really hypothetical, since in the
real world, physicians are held to a very high standard
(and then there’s that Hippocratic Oath thing...). Besides,
this type of behavior is completely unethical and would
be frowned upon in the business world.
But interestingly enough, in the financial world this
practice happens every day by professionals who are
called “dually registered advisors.”
A dually registered advisor acts as both an investment
advisor and a broker (registered representative). These
professionals technically have a fiduciary obligation
to manage your assets in the most prudent manner
possible. But in doing so, they execute your business
directly through their brokerage firm, and in turn, collect
commissions on those transactions.
You’ve probably have seen those flashy commercials for
financial firms on TV, where at the end of the commercial
there’s a disclaimer that is read by what seems like an
over-caffeinated auctioneer. Rarely does anyone ever pay
attention to that disclaimer, but if you listen closely you
can learn some important information about how the
advisor is paid.
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The typical financial ad ends with a disclaimer that
sounds something like this: “The advisor may or may
not use discretion in their practice and therefore may or
may not manage their client’s assets. Securities offered
through (name) Financial, Inc., Member FINRA/SIPC.
Advisory services offered through (name) Advisors, Inc.
And (his name) Advisory Group and the brokerage firm are
unaffiliated entities.”
Did you catch all that? Want a simple translation to the
disclaimer? Here’s the translation: This advisor is dually
registered.
So how can you find out if your own advisor is dually
registered? Just ask! In particular, you want to ask about
the individual’s exact professional status as an investment
advisor or a broker. It doesn’t matter what random
title their firm has given them (financial representative,
account executive, financial consultant, wealth manager,
etc.). Your job is to ask if they are an investment advisor
or a broker.
It’s also important to ask your advisor exactly how
they’re paid. Do they receive commissions from products
that are sold or do they receive a fee for investment advice?
It’s just my opinion, but an advisor who receives
commissions may possibly have something other than
your best interests in mind. For example, do you really
need that variable annuity, or does the “independent
advisor” just want the big sales commission?
Do your homework and find out how your advisor is
being paid. It will make a big difference!
__________________________________________
Roger S. Balser is the Managing Partner and Chief Investment
Officer of Balser Wealth Management, LLC with 30 years of
experience. He works one on one with individuals to reduce risk
in their investment and retirement portfolios to insure they will
not run out of income in retirement. Balser Wealth Management,
LLC, 36873 Harriman Trail Avon, OH 44011, 440-934-3114,
roger@balserwealth.com, www.balserwealth.com
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A manufacturer asks this question: Can manufacturers offer longer
term contracts based upon performance longevity, number of lines
represented and product knowledge, etc. or is more of a one-size-fitsall approach better?

ANSWER
The answer is YES (to offering longer-term contracts) and NO (one-size-fits-all is not
always better). A manufacturer can offer long-term contracts based on any or all of these
factors. Manufacturers do not need to offer all of their sales representatives the same
contract. In addition to the fact that one size can’t fit all because the laws of different states
vary, the manufacturer needs to be prepared to negotiate different business terms with
different rep agencies. As reflected in this question, a manufacturer might want to pay
more, or offer a longer contract to an agency that is more established, has particularly
good relationships in its territory, or is prepared to devote more time to a particular line.
I would note that it seems arbitrary for a manufacturer to prefer a particular rep agency
based just on the number of lines it carries. A manufacturer might benefit from a sales
rep carrying certain other lines or product offerings that give the sales representative
access to customers that might otherwise be difficult to reach.
This question, which came from a manufacturer, should cause the sales representative
members of PTRA to sit up a take notice. This manufacturer does not want a cookie
cutter approach to its sales representatives. This opens the door for representatives
to discuss and negotiate their contracts. Barbara and I spend a lot of time thinking
about PTRA members and sales representatives in other industries. The use of sales
representatives is generally the least expensive way for any manufacturer to go to
market. The manufacturer only pays the sales force when sales are actually made.
Independent sales representatives almost always have deeper knowledge of the
potential customers in a territory than a direct force. The outside salesforce is driven
to succeed since it only eats what it kills.
Once a manufacturer begins talking to a sales rep about representation, the sales rep
should recognize that he or she has bargaining power. If the manufacturer is entering
a new territory where it has no sales, the sales rep should view itself as having at least
as much negotiating power as the manufacturer. If the sales representative knows
that it is the best in its marketplace and conveys that fact to a manufacturer, the
sales representative may be able to negotiate a better commission rate and an overall
better contract than that which is initially offered. It is up to the sales representative
to demonstrate its ability to sell by selling the manufacturer on the value of his or
her agency. Express interest by asking questions about the products to determine
how those products mesh with what you are already successfully selling. Let the
manufacturer sell you. Show that you are interested in handling the line as long as you
can make a profit over the long term. In short, you are interested, but not desperate.
And remember that the first offer in any negotiation is a floor, not a ceiling.
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KRAMER’SKORNER

QUESTION

BY: MITCHELL A. KRAMER AND BARBARA H. KRAMER, PTRA LEGAL COUNSEL

PTRA has asked us to do a regular Q&A column for the newsletter. We
agreed, but only if PTRA members were interested.
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TECHNOLOGY AND THE MOBILE
SALES AND MANAGEMENT
PROFESSIONAL
In preparation of our upcoming PTRA “Technology “Best
Practices” Webinar Series, and the PTRA 2018 Conference,
here are some” time/technology basics” you should consider
to help increase your productivity when you are mobile.
There are several key activities that we recommend you
“automate” (if you haven’t already). That means a technologybased, quick and consistent method to:
1. Manage your Inbox. This just doesn’t mean a quick
reply to an existing email, or being able to send a new
email quickly, but rather, file emails into the right
folder once you’re done with them and stay on top of
your email box, so that it does not get out of control.
In my eleven-plus years of working with individuals on
email management, one of the greatest opportunities
for increasing efficiency is handling an email the first
time you touch it and not have to come back to it in
your inbox. Obviously, this cannot always happen, but
you will want to process the email you are handling at
the moment completely (or at least to the “next step”)
every time you can. We will talk more about creative
ways to do this, both in our webinar series and our
2018 session.
2. Take and access meeting and business notes. This is
another key area that is typically not yet automated for

most professionals By using a product like OneNote,
Google Keep or Evernote you can find large time savings
in retrieving, organization and sharing your notes.
3. Have quick way to review and update your calendar.
This is “untapped” territory for most sales professionals,
use your electronic calendar to move deals forward and
close more business!
4. Have a quick way to accessing and sharing files with
your customers and prospects. Cloud storage is the
key. OneDrive for Business, Google Drive, Dropbox
or Box.com; whichever you use, have key sales and
marketing documents available to your sales team,
anywhere, anytime.
5. Managing your contacts and opportunities. For sales
agencies and manufacturers, I know of no better tool
(CRM) than Repfabric: www.repfabric.com/index.
php/turner-time-management
Look forward to sharing more with you via the webinars
and our breakout session next year. If I can help out in the
meantime, consider taking advantage of your PTRA 20%
discount on our already inexpensive training and coaching
programs at www.TurnerTimeManagement.com. Use
Coupon Code PTRA2017.

MARKETING REPORT
Our efforts have been focused on developing a list of
contacts at industrial distribution (id) programs at
universities and colleges around the country. We are
working on developing relationships with these schools
to help in recruiting new college graduates to work as
manufacturers reps in the power transmission field. We
are also trying to market the PTRA to these schools so that
the students are exposed to our organization. Our lists of
contacts at each of these schools has been very willing to
help and support our efforts.
8

We are developing a survey to PTRA principals to better
understand rep usage and what we can do to have 100%
principal attendance at the annuall conference. The survey
will be coming out soon.
We are working on some technology and social network
advancements. We are having principals that attended
the conference provide video testimonials. Why do they
attend? What do they get out of it? This will help in our
recruiting efforts for future conferences.
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NOT JUST BECAUSE YOU MEET THE
SAME PEOPLE ON THE WAY DOWN
Be nice to people you meet on the way up.
No. Not just because you meet the same people on the
way down.
Be nice to the people you meet on the way up because
they are on their way up too!
It’s your opportunity to invest like a venture capitalist,
except you are investing in your career instead of your
stock portfolio.
Let me explain.
A venture capitalist invests in early stage ventures with
lots of upside potential. Many of these ventures fail. Some
break even. And a very small percentage are so wildly
successful that they make venture capitalists rich, even
after they’ve paid off all their bad bets.
For example, in 2004 venture capitalist Peter Thiel
invested $500,000 in Facebook in exchange for 10.2% of
Facebook’s stock. Thiel cashed out his stock in 2012 for $1
billion. Regardless of how Thiel’s other 2004 investments
turned out, that was a pretty good year for Thiel. (Today
Facebook is valued at $350 billion dollars.)
Your opportunity to invest in your career like a venture
capitalist is to invest your time with people who have lots
of upside potential instead investing your money in early
stage ventures with lots of upside potential.
Who are these people with upside potential? Colleagues
in your own firm who might need a mentor, perhaps a
more experienced executive mentoring Millennial. A

promising manufacturer who has no existing business but
who offers independent manufacturers’ representatives
a contract that includes shared market development
fees and/or “life of part, life of program” commissions.
A startup rep who has the promise to do great things
representing your manufacturing company.
Venture capitalists expect that some of the ventures in
which they invest will fail. And you should expect that
some the people you mentor, some of prospective clients
you help, and some manufacturers th new products, will
never turn a profit for you.
But if you make a few Thiel-like choices, the big winners
will more than cover your losses.
And, perhaps more importantly, it’s a powerful
way to insulate your career and your firm from the
commoditization of Internet selling.
Websites may be able to compete with you on price and
delivery. But the one area where websites can’t compete
with you is in the long relationships you have with
important decision makers. Relationships based on the
time you gave those decision makers before they were
important, and the trust you built when they were just
promising beginners starting on their way up.
If you’d like to know important people who will take your
calls and buy your products 10 years from now, invest
some time with promising early stage executives today.
One of the could be your Facebook!

EDUCATION/COMMUNICATION REPORT
Education/Communication Task Force- Currently
in communication with Story Slab which is a custom
branded app that allows a rep to have access to an app
that works offline. The content is principle/manufacture
information, Website, literature and slide shows. Colleen
Daddario and Duncan Macdonald are currently in
discussion with the company. Next step is cost and

information how to customize to PTRA. Corbin
Gunstream is in discussion with Steve Turner in interest
to do webinars quarterly/bi- annually. TF has also
completed a survey in regards to a regional PTRA event.
This is to have an event offsetting the annual event in a
regional area for 1-2 days. Open to all members.
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FROM THE REP/PRINCIPLE
TASK FORCE
During our meetings at the PTRA conference the RepPrinciple Task force quickly concluded two things:

working relationship. Perhaps most importantly: that the
agreement stands apart from the contract.

1. Reps and Manufacturers are going to do whatever
the hell they want

Neither the Rep nor the Principle wants to use the negative
connotation of referencing a contract to spur more (or less)
action, effort, timely responsiveness, communication, etc.
etc. etc. With this agreement either party has the ability
to reference the pre-defined expectations if needed in a
more positive manner. It is even very easy to imagine that
with definitive performance expectations set, both parties
would be or less inclined to disrupt the flow of business-asis. More, if not most importantly, is that this agreement is
put in informal writing so that both parties are on the same
page from the beginning of the professional relationship.
This tool is going to address defining general levels of time
allotted for and effort spent on the given partnership (sales
calls, trade shows attended, annual sales meetings); not the
number of emails you send over the weekend.

2. No one really wants to take a survey
Where the brainstorming led to was the realization that
the management of expectations regarding key aspects of
the professional relationship between Reps and Principles
is often either so formalized (buried in contractual
verbiage) or unspecified (they just do a good job for us) that
traction on both sides is lost to some extent, causing some
degree of loss of efficiency, sales, productivity, professional
relationship, etc., etc., etc. All because both parties thought
they are on the same page, when often that is clearly not
the case.
We are proposing a novel approach – Golf.
In a manner of speaking, I suppose. Imagine a more
industry-specific manner of golf etiquette. Kind of like
a Rep/Principle way to say You shouldn’t be talking while
I tee off, or I bought the last round now it’s your turn…
because no one enjoys golfing with someone who doesn’t
respect proper course etiquette. Almost without exception
there is a level of genteel behavior expected, preferred,
and deferred to at every golf course, albeit varying, borne
from generations of half-lit half-wits and their more sober
counterparts.
For the sake of this article, and it’s author, we will not be
delving into whether the Rep or Principle is the half-lit
half-wit.
In like, what we hope to create is an intuitive tool that
documents the informal. concise agreement establishing
proper Rep/Principle behaviors and expectations of either
party on the professional course. This tool would be able
to be deferred to without fear of upsetting the apple cart
at best, or causing personal offense and dismissal at worst.
Specifically, it would be a mutually beneficial yet informal
agreement that acts as a default reference point to agreedupon and clearly defined terms of performance in the

10

Our Task Force is compiling a list of questions that are
concerned with the most common aspects of the Rep/
Principle relationship in terms of general performance.
In addition, we are drawing from the resources of the
MRERF’s MBP course to help guide our efforts. Each
member will then be tasked with interviewing both a
Rep and a Principle in order to help us produce a written
yet informal, fluid, realistic, productive agreement. That
agreement (all or excerpts of) will serve to both address
performance expectations and dispel potential conflicts
that may arise from either miscommunication or
misrepresentation.
Ultimately, the definition, communication, and
management of expectations is tantamount to creating
a prosperous relationship. It is our goal to be able to
provide a tool that directly aids in that process for both
Manufacturers and Representatives alike. In doing so,
we hope to create a framework of etiquette we can all
defer to that establishes and develops healthy professional
relationships.

PTRA FOCUS

(as of August 31, 2017)

Company Name: Aetna Bearing Company
City/State: Franklin Park, IL
Phone: 630-694-0024
E-mail: joegalvin@aetnabearing.com
Contact: Joe Galvin
Territories Open, US: MI
Product Description: Thrust Bearings, Idlers- Chain and Belt, Clutch Release Bearings, Custom Bearings
Target Markets: Industrial Equipment, Agriculture, Automotive Aftermarket, Off Highway, Industrial Distribution, OEM

Company Name: Kuroda Jenatec
City/State: Marietta, GA
Phone: 404-474-1418
E-mail: randyk@kurodajenatec.com
Contact: Randy Koslen
Territories Open, US: AK, AZ, CA, CO, DC, DE, HI, ID, IL, IN, IA, KS, KY, LA, MD, MI, MN, MO, NE, NV, NH, NJ, NM, NY,
ND, OH, OK, OR, PA, RI, SD, TX, UT, VT, VA, WA, WV, WI, WY
Product Description: Ballscrews, Spindles, Actuators, Rotery Tables, Linear- Profile Rail and Blocks, Ballscrew Repairs
Target Markets: Automotive, Processing Machines, Automation, Semi Conductor, Life Sciences, Medical, Packaging,
Electronic, Aerospace

Company Name: Nordex Inc.
City/State: Brookfield, CT
Phone: 203-775-4877
E-mail: lisa.barrett@nordex.com
Contact: Lisa Barrett
Territories Open, US: AL, AR, CO, DC, FL, GA, KY, LA, MI, MS, NM, NC, OH, OK, SC, TN, TX, VA, WV, WY
Product Description: Made to print parts and assemblies, standard components, gears
Target Markets: Components used in all markets, highest percentage medical, industrial, and robotics

NEW MEMBERS
Principals

Paul Barlow
Voith Turbo Inc
Jean-Hugues Bourgeois
SEDIS
Vojislav Kalanovic
Flexible Robotic Environment
Lisa Khoury
POBCO, Inc.
Paul Lee
Won ST US, LLC
Michael Mitchell
Rexnord Innovation Center
Shelby Scott
U.S. SEAL MFG.
John Stanczuk
Kuebler Inc.

(as of August 31, 2017)

Representatives

Tommy Bryant
ServiCon Sales Corporation
John Marshalla
Rempfer & Associates, Inc
Michael McAloon
Power Tech Industries, Inc
Rick Rausch
Rausch Sales Co, Inc
Gordon Stark
Star-Tek Sales
Eric Wahl
Engineered Sales Associates, LLC
Chris Will
Reliability Resources, LLC

eLEARNING THAT
EMPOWERS YOU!
We are excited to announce our newest web-based
learning opportunity, PTRA Academy!

This is a great opportunity to improve skills, bottom line,
and career prospects. Check it out!

The commitment to continuing to refine and build on
current knowledge is powerful. Whether learning the
fundamental concepts of a new process or brushing up
on a familiar one, the investment in additional education
can pay off in a career move, the next sales meeting, or
as a resume booster. Being well-informed of the “What?
Why? and How?” for various manufacturing processes,
products and industries can fast-track your knowledge;
which will translate into deeper understand of the products
and services you sell. This, in turn, will accelerate your
understanding of customer processes and strengthen
your problem-solving ability; all of which will boost the
effectiveness in your role.

Belt Industry
Belt Classifications: Round and Flat Belts (LL)
Belt Classifications: V Belts (LL)
Belt: Synchronous Belts (LL)

Taking time out of busy schedules can be challenging.
PTRA Academy provides all the great benefits of relevant,
easy-to-use online courses that are accessible any time
and any place; just log in and start learning! The courses
are self-paced, self-guided, and interactive with visually
engaging graphics. Concepts can be immediately applied
in examples and assessments, and every course completed
will be added to a transcript, with printable completion
certificates.
The list of subjects is extensive, and more will be added
every quarter. These cost-effective courses are formatted
in either of two ways: Fundamental or Lightning
Learning™ (LL). The Fundamental courses offer in-depth
information on an array of related components within one
manufacturing concept, while the Lightning Learning™
courses tackle one focused concept in a short, fast, and
comprehensive manner. Both are available upon sign up
for 6 weeks at $100 each for any Fundamental course listed
and $50 each for any Lightning Learning™ course offered.
Click on the link on our PTRA website to sign up today.
Then log in to the Learning Management System and
click on the Course Catalog to search for topics of interest.
Choose as few or as many courses as desired, at the
preferred pace.

Bearing Industry
Bearing Fundamentals
Gear Industry
Gear Fundamentals
Bevel and Hypoid Gears Classification & Terminology
Bevel and Hypoid Gears Manufacturing
Spur and Helical Gears Classification & Terminology
Spur and Helical Gears Manufacturing
Worm and Worm Wheels Classification & Terminology
Worm and Worm Wheels Manufacturing
Gear Spur and Helical Terminology (LL)
Foundational Courses
Engineering Drawings Foundation
Engineering Drawings for Casting
Engineering Drawings for Machining
Engineering Drawings for Spur and Helical Gears
Purchase Order Fundamentals
Quality Control Courses
Check Sheets (LL)
Fishbone Diagrams (LL)
Histograms (LL)
Pareto Charts (LL)
Stratification (LL)
Foundry Industry
Aluminum Casting Fundamentals
Bonded Sand: Horizontally Parted Molds (LL)
Bonded Sand: Mold Patterns (LL)
Bonded Sand: Vertically Parted Molds (LL)
Ductile Iron Part 1 & 2
Gray Iron Fundamentals
Heat Treat Fundamentals
Machining Industry
Machining Foundation
Continued on Page 11
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Grinding Fundamentals: Cylindrical
Fixturing Fundamentals for Machining
Turning Fundamentals: Entry Level

Automotive Industry
Engine Fundamentals: Internal Combustion
Transmission Fundamentals: Automatic

Metal Forming Industry
Steel Fundamentals
Heat Treating Fundamentals of Ferrous Metals
Stamping Fundamentals

We will also be adding 4 courses a month to the library, so
stay tuned for news on new course releases.

DID YOU KNOW THAT AS A MEMBER OF
PTRA YOU ARE ALSO A MEMBER OF MANA?
HERE ARE YOUR BENEFITS!
• MANA Online LineFinder — Where Representatives
Go To Find New Principals
• Manufacturer members are listed so prospective
representatives can find them.
• Representatives can search the list to find lines they
might possibly represent.
• MANA Online RepFinder — Where Manufacturers
Go To Find New Representatives
• Representative members are listed so prospective
manufacturers can find them.
• Manufacturer members can search the list to find
candidates to represent their line.

• MANA iToolbox e-Newsletter
• Special Reports and Publications
• Webinars and Teleforums
• Agreement Guidelines
• Rep/Principal, Rep/Sub-Rep, Employee of Rep and
International Contracts.

• 12 Steps to Rep Professionalism Manufacturers’ Agent
Professionalism Program

• Commission Protection Act Library

• 9 Steps to Becoming a High-Quality Principal Program

• Promotion of Sales Force Outsourcing to Manufacturers
and at Business Schools.

• Free “Member in Good Standing” Web Page

• Downloadable member in good standing certificate.

• Business Telephone Counseling with MANA staff.

• Manufacturer’s Seminars Each October

• Legal Telephone Counseling with a MANA member
attorney

• MANA Classified Ad Program Discounts
• Hotel, Car Rental, Uber, and Supershuttle Discounts

• For Representatives, Special Access to European
Manufacturers Seeking Reps
www.commercialagents-northamerica.com/index.html

• Agency Sales Magazine
CPMR Educational Program $300 tuition discount

Summer 2017 Edition
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PROTECTING COMMISSIONS IN THE
MANUFACTURER-SALES
REPRESENTATIVE RELATIONSHIP
Once upon a time, in 2005, a sales representative,
Best Rep, LLC, entered into an independent sales
representative agreement with Big Tech Products, a
manufacturer of computer components. The agreement
provided that Best Rep would be paid 5% commissions on
all sales to four specified accounts.
In 2013, Best Rep identified a new program for another
prospective customer account, I-Humpty. Best Rep
worked with Big Tech for three years developing quotes
and prototypes for I-Humpty and attending meetings with
I-Humpty engineers and management. Finally, in 2016,
I-Humpty issued a blanket PO to Big Tech for a program
for a part expected to generate annual sales of $10
million/year. Unfortunately for Best Rep, Big Tech does
not think it owes Best Rep commissions on the program
because I-Humpty is not one of the four accounts listed
on the sales rep agreement.
What can and should Best Rep do?
And what could Best Rep have done to avoid this
problem?
Anything You Say Can and Will Be Held Against You in
A Court of Law
The stakes here are high: Best Rep is hoping to get 5%
commissions on $10 million/annual sales for a program
that could continue for a decade. Big Tech has a pretty
simple position: the agreement doesn’t list I-Humpty as
part of Best Rep’s territory so Best Rep is out of luck. But
not so fast Big Tech! Best Rep has some arguments of its
own. Best Rep can assert that the parties modified the
contract to add I-Humpty when Best Rep did all that work
to get the business. In addition, there are legal principles
like the procuring cause doctrine that entitle Best Rep
to be paid commissions on this new program. Best Rep
should do nothing until it has gotten legal advice. So
why shouldn’t Best Rep just write to Big Tech on its own?
Best Rep’s arguments are legally technical and have to be

framed correctly. It’s incredibly easy for Best Rep to write
or say something to Big Tech that could undermine its
legal position. For example, Best Rep might email Big
Tech this: “I know that I-Humpty isn’t in my contract but
industry standard is to pay 2% in this kind of situation.”
Sounds pretty straight forward but that email pokes holes
in the legal argument that the contract was effectively
amended to add I-Humpty as an account. In addition,
Best Rep just made it very unlikely that it will ever be
able to successfully argue that it should get that whole
5% commission. The bottom line is that this is the sort
of dispute that is likely to require a lawyer at some point
and you can be pretty darn sure that Big Tech consulted
its lawyer both when it wrote the contract and when
it decided not to pay commissions. So Best Rep must
make sure that it doesn’t do anything to inadvertently
undermine its ability to get paid.
What is the Procuring Cause Doctrine Anyway?
In the prior paragraph, I mentioned the procuring cause
doctrine. This doctrine is recognized in many states and
“fills the gaps” where a contract doesn’t cover certain
situations. Basically, the procuring cause doctrine allows
a representative that procures a customer to which a sale
is ultimately made to receive commissions on those sales.
Importantly, that right can continue after the ongoing
relationship between the sales rep and the manufacturer
terminates. The origin of the doctrine is in real estate,
where courts found that a buyer could not terminate a real
estate agent that was responsible for finding a purchaser,
and not pay the commission resulting from the sale. The
doctrine is one of “equity” -- better known as “fairness”
and is premised on the idea that the seller should not be
able to avoid paying the broker who did work that led
to a sale. Because the doctrine is a “gap filler,” it has the
potential to give a sales rep certain rights where a contract
is silent. But the doctrine will not change or contradict
Continued on Page 10
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the terms of a written contract. For example, if a rep
agreement specified that in no event will a rep be entitled
to commissions on payments made after termination
takes effect, the rep cannot rely on the procuring cause
doctrine to argue that it should receive post-termination
or “life of the program” commissions. But, if the contract
doesn’t say anything about post-termination commissions,
the procuring cause doctrine may give the rep additional
rights. Even if the manufacturer did not imagine ever
having to pay post-termination commissions, the doctrine
can give the rep the ability to receive commissions on
ongoing sales that the rep “procured.”

The process of negotiating with manufacturers usually
leads to better contracts and gives reps insight into how
the manufacturer is likely to treat the rep.
Also, around the time that Best Rep started doing a lot of
work to get the I-Humpty business, there are things that
Best Rep could have done to help protect its interest in
getting the I-Humpty commission. Even a well-crafted
email can go a long way to protecting a rep’s entitlement
to a commission down the road. Alternatively, if Best Rep
could have decided to confront the issue head-on, it had
a lot more negotiating leverage before that first PO issued
than it does after Big Tech already has the business.

Is Hindsight 20/20?
Many reps in PTRA are reluctant to negotiate their sales
rep agreements; however, many of the most effective and
successful reps including PTRA members, always take
steps to improve on what their manufacturers ask them
to sign. Remember, the manufacturer had its lawyer
write the agreement and generally wants a contract
that requires the rep to be given as little as possible.
Presumably the rep wants to get as much as possible.
Best Rep could have anticipated this type of situation
back in 2005 when it first signed an agreement listing just
four accounts and probably would have been able to add
language describing how new accounts would be added.

Getting Your Fairy Tale Ending
The relationships between sales reps and manufacturers
can be complicated, especially when issues arise that are
not dealt with in the contract or issues of fairness arise.
Each sales representative should take responsibility for
protecting its interests in getting paid for the work the
rep does, especially when starting to work with a new
manufacturer. When problems do arise – especially
problems that potentially involve large commissions,
the sales rep should think strategically to ensure that
everything possible is done to protect the right to be paid
and the rep can live….happily ever after.

Barbara H. Kramer, Esq.
bkramer@kramerandkramer.com
734-821-1055

Mitchell A. Kramer, Esq.
mkramer@kramerandkramer.com
215-887-9030

Save the Date!
MAY 2-6, 2018
PTRA’s 46th Annual Conference
Grand Fiesta Americana Los Cabos - All Inclusive Golf & Spa

Summer 2017 Edition
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2017 - 2018 BOARD OF DIRECTORS LISTING
Curt Benson, CPMR (2018)
President
Benson Engineering Co.
10925 Estate Ln Ste. 300
Dallas, TX 75238
Phone: (214) 342-0438
curt.benson@bensonengineering.com

James Creech (2018)
Representative Director
R. C. Turk Company
P.O. Box 43005
Atlanta, GA 30336
Phone: (404) 344-403
jim.creech@rcturkco.com

Mike Mattis (2018)
Representative Director
Industrial Component Sales
P.O. Box 690
Hudson, WI 54016
Phone: (612) 991-0263
mmattis@icsreps.com

Walt Brooks, CPMR (2019)
1st Vice President
W.C. Brooks Company, Inc.
6758 Oakridge Commerce Wy
Austell, GA 30168
Phone: (770) 933-0453
wbrooks@wcbrooksco.com

Dean Bogner (2020)
Principal Director
Webster Industries
325 Hall Street
Tiffin, OH 44883
Phone: (419) 447-8232
dbogner@websterchain.com

David Murphy
Rep/Principal Task Force Chair
Nobis Industrial Sales
4675 Bridle Path Ln
Dublin, OH 43017
Phone: (614) 203-1573
david@nobisindustrial.com

Scott Olmsted (2020)
2nd Vice President
Driven Sales Associates
3 W. Virginia Avenue
West Chester, PA 19380
Phone: (484) 802-9115
scott@drivensalesinc.com

Bill Taylor (2017)
Immediate Past President
Taylor Industrial Sales Co.
6362 E. Hanna Ave.,
Tampa, FL 33610
Phone: (813) 663-9111
Bill@gotisco.com

Adam Cooler (2021)
Treasurer
JW Cooler
2038 Collins Blvd
Austell, GA 30106
Phone: (770) 944-2440
adamcooler@jwcooler.com

Brad Hofmeyer, CPMR
Representative Director
Herrington PT
115 E. Waldo Blvd., Suite 301
Manitowoc, WI 54220
Phone: (920) 629-9035
brad@herringtonpt.com

Oscar Castillo
Membership Task Force Chair
Conveying & Power Transmission
Solutions
P.O. Box 146
Itasca, TX 76055
Phone: (254) 687-2200
ocastillo@c-pts.com

Peter Liston (2022)
Secretary
Summit Agencies, Ltd.
2057-111 St; Suite 123
Edmonton, AB T6J 4V9
Canada
Phone: (708) 406-7463
peter@summitagencies.ca

Chad Eno (2019)
Representative Director
Eno Industrial Sales
4812 Ridge Road
Cazenovia, NY 13035
Phone: (315) 289-8657
chadeno@gmail.com

Randy Satterfield (2019)
Co-Chair - Principal Advisory
Lentus, Inc.
1130 Edisto Dr
Spartanburg SC 29302
Phone: (864) 680-5689
rsatterfield@lentusllc.com

Brent Marbut (2019)
Representative Director
Conveying & Power Transmission
Solutions
12602 NE 150th St.
Liberty, MO 64068
Phone: (254) 687-2200
bmarbut@c-pts.com

Jim Collins (2018)
Co-Chair - Principal Advisory
Kws Manufacturing Company
3041 Conveyor Dr.
Burleson, TX 76028
Phone: (817) 295-2240
jcollins@kwsmfg.com

Royce Herring, CPMR
Representative Director
W.C. Brooks Company, Inc.
6758 Oakridge Commerce Way
Austell, GA 30168
Phone: (770) 933-0453
rherring@wcbrooksco.com
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Steve Martin
Marketing Task Force Chair
116 Fairhope Ave.
Fairhope, AL 36532
Phone: (251) 533-7125
steve@cliffordsales.net
Amanda Marbut
Communications/Education Task Force
Chair
Conveying & Power Transmission
Solutions
12602 NE 150th St.
Liberty, MO 64068
Phone: (254) 687-2200
amarbut@c-pts.com
Gord Jopling
Past Presidents Advisory Council
Mechanical Sales Company
2199 Dunwin Drive
Mississauga, ON L5L 1X2
Phone: (905) 828-1222
gordj@mesaco.com
Barbara Kramer
Legal Counsel
Kramer and Kramer
1077 Rydal Road, Suite 100
Rydal, PA 19046
Phone: (215) 887-9030
Bkramer@kramerandkramer.com

