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Expanding into the U.S. market is an exciting move for any nutraceutical ingredient supplier, but hiring your first U.S.-based
salesperson can be the difference between rapid growth and stalled traction.

At Elite Recruit, we've helped ingredient companies from Europe and India build high-performing sales teams in the U.S. And
here’s what we've learned

The Common Mistakes
Too many first hires fail because companies:
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Hire reps with no Misread how U.S. buyers Overlook regulatory and Prioritize low cost over
ingredient or B2B sales think and purchase formulation literacy proven capability
experience regionally

What to Look for Instead
The right U.S. sales hire will:
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Build trust with formulators Manage |ong,"rechnica| Secure_ib+ active accounts  Provide real market feedback
and buyers alike sales cycles with within 9-12 months to guide R&D and product

confidence strategy

Why This Matters Now?

The U.S. specialty ingredient market is growing at 4.5-5.3% CAGR through 2030.
But competition is intense especially in categories like botanicals, probiotics, and
branded functional ingredients.

Your sales hire isn't just a salesperson. They're your entry point, market translator,
Understand how to sell branded, and brand voice.
clean-label, or science-backed

ingredients ;

How Elite Recruit Can Help?
@ We specialize in helping international ingredient suppliers

@ Define the ideal candidate profile for U.S. success
@ Vet sales talent with proven industry relationships
@ Make that first hire a long-term revenue driver
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