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Before You Begin

This is a sales agency template

It is designed for a Principal appointing an independent Agent to promote or obtain sales. It is not an employment-
agency agreement, recruitment-agency agreement, franchise, distributorship or employment contract.

Define the Territory by country

For an international sales agency, list the authorised countries expressly. Do not rely on broad wording such as
“Europe” or “worldwide” unless that is genuinely intended. State what happens to enquiries from outside the
Territory, online sales, reserved customers and any later extension into another country.

Decide what authority the Agent has

The biggest commercial risk is often authority. Decide whether the Agent may merely introduce customers,
negotiate terms, issue quotations, receive orders, collect money, or bind the Principal. Do not leave this vague.
Decide whether the appointment is exclusive

Non-exclusive means the Principal may appoint others or sell directly. Exclusive arrangements require much more
careful drafting around targets, reserved customers, channels and termination.

Goods versus services matters

The UK Commercial Agents Regulations are principally concerned with commercial agents negotiating the sale or
purchase of goods. If the arrangement is for services, different rules may apply.

KELLY'S KETTLES WORKED EXAMPLE

Kelly's Kettles Ltd appoints NorthStar Sales as a non-exclusive independent agent to introduce independent retailers in
Scotland. NorthStar may present approved price lists and negotiate within authorised ranges, but cannot bind Kelly's
Kettles or change the Principal's terms without written approval.

VIRGINIA'S COFFEE SHOP WORKED EXAMPLE

Virginia's Coffee Shop appoints a local corporate-sales representative to introduce offices and event organisers to
catering packages. Because this example is mainly a service arrangement, the parties must not assume the Commercial
Agents Regulations apply in the same way as a goods-selling agency.
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