Rep Actions vs. Manufacturer Truth

How High-Performing Partnerships Actually Work

The panel reinforced a simple truth: local reps create value only when manufacturers
enable them — and manufacturers win only when reps act like connective tissue.

This handout clarifies the shared responsibility.

The Goal

Help Contractors:
e Get hours off the job
e Reduce risk and rework

e Execute complex projects more predictably

That outcome requires intentional alignment between reps and manufacturers

Where Value is Created

Rep Actions (What Contractors Manufacturer Enablement (What Must Be Provided)
Experience)
e Robust training focused on application, not just

e Deep product and application features

expertise e Access to technical resources early in the project
e Early job involvement and proactive lifecycle

support e A culture that welcomes uncomfortable, real-world
e Honest field feedback from jobsites input

e Labor-saving and prefabrication Product designs that prioritize install time and safety
solutions e Clear stocking strategies and local market flexibility
¢ Alignment with distributor partners

What Contractors Expect Reps to Do

Contractors were clear on expectations:

e Anticipate problems before the job breaks

e Translate manufacturer intent into jobsite reality

e Coordinate across manufacturers and distributors
e Reduce labor, risk, and uncertainty

Contractors don’t want more meetings — they want fewer surprises.
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What Reps Need From Manufacturers

To deliver on those expectations, reps need manufacturers to:

Invest in ongoing, advanced training

Share product roadmaps and innovation early

Empower reps to speak candidly about field challenges
Support local decision-making, not just national programs

The rep is the manufacturer’s local operating system.

What Happens When This Breaks Down

When enablement and action are misaligned:
e Products are sold but not supported
¢ Distributors stock what moves, not what works

e Contractors lose time, money, and trust

Everyone feels it — immediately.

What Great Partnerships Look Like

Great rep—manufacturer partnerships are:

Local-first: decisions reflect real market conditions
Field-informed: jobsite reality drives strategy
Mutually accountable: success is shared

Contractor-centered: outcomes matter more than volume

The Takeaway

and elevate the entire channel.

NEMRA reps are not transactional players.
Manufacturers are not simply suppliers.

Together, they form a partnership that enables reps to act as execution integrators —
driving coordination and execution locally and impacting outcomes across the
contractor—-manufacturer—distributor ecosystem.

When manufacturers intentionally enable this role, reps become the connective tissue
that helps the ecosystem perform consistently rather than fracture under pressure.

Strong partnerships don’t just move product — they improve execution, reduce risk,
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