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A SSUMING, that the, Canadian manufacturer bas deflultely
decided tu give a'forelgn agent an opportuulty to re-

promeut'hima in the agent's local territory, there are mai17
things te hoe considered by him before ho can feel that hg
bas offered hie products in that terrltory on a satisfactory
liais.

Contracts
From th litanufacturer's standpoiut, the. question Of

maklug and signing an agency contract le of no leas Imiport-
ance titan lu thie agent itimmeif. In lbe first place, any con-
tract shouid be on a ter-n basis lu give the, agent lhe pro-
tection ho requirçe, but lte first contract mluould bie a pro-
vislonal one, terminablo ln a given time i~f sales rosults are
not forthcoming. It je suggosled that a minimum of six
months and a maximum of twelve ahould b. h liie lie hau
for lte original provisional coulract. Sucit tinte limit ahotàd
b. front the. date the. agent is actually lu possession of
samples, prices, catalogues, discounts and ail the. data noces-
sary for him te commence a sales campalgn. Otherwise, a
considerable part of lte lime limnil may b. conuUm4ed lu got-
tlng lte "muwnitions of war" on tbe grouxnd.

Iu coneidering the timoe limit, thouglit should be given
to lte sales season ini the agent'e couutry. For instance, if
santpies o! straw hale arrive late lu the apriug lte agent
cannot be expected te book ordors unlil buying commences
for the second following summer.

The justification for a long-tert exclusive contract ie
obviously governed by sales nmade duriug thte short-terni
provisional contract. Just witat aucb sales migitt 1>0 can only
b.e declded upon by the manufacturer when ie hotudios the,
agent's reporte, the competition aud the population of the
country. Furthermore, the. tlrst six te twelve montha' work
on the part o! the agent le largely of lhe iisouary type,
and even a fow trial ordere in liaI period will correspond
very favorably witb big ordere three years hater,

Provision for Long-Terin Contract

Assuming that the manufacturer approves of a certain
agent, lte long-trm contract should embody variou, clauses
for the, agent's 'protection, a few o! wblch are suggeted-

(a) One clause should state lte terni o! lte contract,
preferably irrevocable for titree years, except 1>7 mulual
consent, with the additional provision titat Il be autematically
<ontinued for two-year perlods, provlded ltaI annual sales
for a specified amourit resiilt. Such a clatus, justifies the
agent~ in organizing has -erritory, emPboyizig sales staff,

(b) Another clause should state that ail enquiries front
the agent's territory will be referred to hlm, and that lie
wlll be protected on commissions on ail sales made to him
territory, regardiese of any orders that may b. received
direct from buyers.

(c) Axiother clause should specify to what extent the
manufacturer je prepared tu supply free samples and litera-
ture to the. agent or his cuetomers, and how mucli the mau-
facturer will contribute towards advertisiflg expenses.

(d) Another clause which the agent should be eutitled
to is payment of part-commnissions on bons fide orders front
Ai buyers, but whîch for several reamons unot the fauit of

the agent or of the manufacturerls factory troubles) canuot
be filled. From the manufacturer' standpoint, thiIs le un-
doubt.edly a penalty clause, but as long as he leaves the, imi-
Pression with the agent that lie can 5il orders, the agent
continues to spend tinme and ntoney to obtain thern, and is
entitled tu at loast part of hlm remuneration.

The Export Managere Work

Nu manufacturer of smali articles would think of send-
ing: out salesnicu who were not eqnipped with samples, price
liets and order forme, If lie has catalogues, these are almo
provided to eustomners, but the same equipment for an On-
tario salesman will not do for the Southt African agent, and
it le the duty of the export manager tu prepare the. literature
for his foreigri agents lu sucli a way un to m~eet therqie
mente at Cape Town, Havre, CJalcutta or Yokohamna, a h
case m~ay be.

Ptobably the inost important thlag required bY a fOrelgu
agent is prices made up, c.if. at bis nearest ocean port. It
wil b. readily aPPreciats4 that a factory price aý an iland

Canadien town means nothlng et aUl to a biYer la Paris,
France. The agent naturally studies the. mubject of ocean
rates, but knows nothing of Canadian railwalr rates, and,
at the beit, cau only give very approximate quotations to hlm

prosPe .tive customers, wlth the result that b.e wastes his
tint.. The Parislan buyer lmimedlateiy tells him that hie

EnlsAmericali and other competitors quote delivered
prices at Frencht ports, and until hie le prepared to do the
manie he need not call. The points tu be considered-in xnaking
up delivered prices at foreigu Ports wlll be taken up in a
later article of titis series, wit ample illustrations.

Longer Terni for Settienient

The next point with regard to prices la tlie, question of
terme of settliment. Juet as te manufacturer quotes a dis-


