Distributor/Agent contract
When you make a deal with a distributor or an agent, you must prepare and both must sign a contract that lays out the details of your agreement.
Identification of the parties

· Prices (Incoterms)
· Terms of Payment
· Title to Products

· Competitive Products
Territory
Geographic territory is assigned in which the distributor will market the product.

Product
Product lines are defined and provides for procedures to cover new product introductions.
Exclusivity/Non-Exclusivity
Most distributors want to be the one and only (exclusive) representative of your firm in their territory. That means if you sign on with a Chicago-based distributor to cover North America, you can’t make the same deal with another distribution company in Miami. In some cases, however, distributors may be willing to get non-exclusive rights. 

Duration of Agreement

· Term

Distributors usually ask the supplier to sign for a certain length of time, typically two to three years

· Termination

Most contracts give both parties the option to renew prior to expiration
Marketing and Support

· Sales

· Advertising

· Training

Delivery
· Purchase Orders and documentation
· Shipment and delays
Proprietary Rights
· Use of Company Name
· Product design and confidential data
· Franchise and licensing opportunities
Warranty 

· Products Warranty
· Misuse of Products
· Parts and spares

Attachments
- Price List 
- Description of the Territory 
- List of Products
