








Evaluate Foreign Representatives
Before you sign a contract with a potential partner, conduct due diligence to make sure they are trustworthy and
ul edgeable about your industry in the market.

Evaluate Foreign Representatives

Once your company has identified a number of potential representatives or distributorsin the selected market,
contact each one directly. Y ou can aso explore third-party vetting services and visit the foreign site.

Y our firm should investigate potential representatives or distributors carefully before entering into an agreement
with them. Y our counterpart will also want more information about your company.

| nfor mation to Request

Do not hesitate to ask potential representatives or distributors detailed and specific questions. Well-qualified
representatives will gladly answer questions that help distinguish them from less-qualified competitors. Here
isinformation you will need:

* Current status and history, including background on principal officers
» Methods of introducing new products into the sales territory

* Trade and bank references

» Data on whether your firm’s special requirements can be met

Also, ask for the prospective representative or distributor’ s assessment of the in-country market potential for
your firm’s products. That information is useful in gauging how much the representative knows about your
industry; and it provides valuable market research as well.

Obtain Supporting Information

Third-party references: Although you may obtain information

from mutual business contacts, consider obtaining at least two supporting business and credit reports to ensure
that the distributor or representative is reputable. A second credit report from a different source will

give you new or more complete information.

¢ Reports from a number of companies are available from commercia firms and from the U.S. Commercial
Service' sInternational Company Profile service. Thisis afee-based service. Commercial firms and
banks are also sources of credit information on overseas representatives. They can provide information
directly or from their correspondent banks or branches overseas. Directories of international companies
may also provide credit information on foreign firms.

e BusinessLibraries. Severa private-sector publications list and qualify international companies. There are
?also many directories devoted to specific regions and countries.


https://www.trade.gov/print/pdf/node/84
https://www.trade.gov/international-company-profile-0
https://www.trade.gov/international-company-profile-0

¢ International Banks. Bankers have access to vast amounts of information on foreign companies and?are
usually very willing to assist?corporate customers.

e Foreign Embassies. Foreign embassies are |ocated inAWashington, DC, and some have consulates?in
other major U.S. cities. The commercial (business) sections of most foreign embassies have directories of
companies located in?their countries.

¢ Internet: You can often find company information through your favorite search engine. However, pay?
attention to the sources of the information you find, because search engine results may not?always be
recent or accurate.

| n-person Site Visit

Once your company has prequalified some foreign representatives, consider traveling to the foreign country to
observe the size, condition, and location of their offices and warehouses. In addition, your company should meet
each sales force and try to assess its strength in the marketplace. If traveling to each distributor or representative
isdifficult, you may decide to meet each of them at a U.S. or worldwide trade shows. The U.S. Commercial
Service can arrange meetings. In some cases, videoconferencing may be able to replace the need to travel.

| nformation You Provide

Just as your firm is seeking information on the foreign representative, the representative is interested in corporate
and product information on your firm. The prospective representative may want more information than your
company normally providesto a casual buyer.

Y our firm should provide full information on its history, resources, personnel, product line, previous export
activity (if any), and all other relevant matters. Y our firm may wish to include a photograph or two of plant
facilities and products—and even product samples when practical. Y ou may also want to consider inviting the
foreign representative to visit your company’ s operations. Whenever the danger of intellectual property theft is
significant, you should guard against sending product samples that could be easily copied.



