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A commercial agent is a company that able to sales all or specific products on
behalf of manufacturer at specific regions. Agents are classification based on their
roles, functions, services, and investments.

Overview on the Parties Collaboration Methodology

A Non-Exclusive (Ordinary) Agent operates similarly to a general purchaser but with some
differences in their relationship with the manufacturer. The agent negotiates with the
manufacturer to secure reasonable prices and terms. They then submit the final offer to the end-
user, taking into account their own overhead, costs, and investments required to sell the product.

An Exclusive Agent primarily supports product marketing and advertising
services at their own cost. They are also responsible for financial support and
investments necessary to supply the product. All RFQs from the manufacturer

Commission Agent follows the manufacturer’s marketing strategy and coordinates
all activities planned by the manufacturer in the specified region. All costs for
marketing, advertising, and any required investments are covered by the
manufacturer, in addition to the commission agreed upon for sales made.

A Distributor purchases products from a manufacturer and resells
them to retailers or end-users. Distributors typically handle a
range of logistical tasks, including warehousing, inventory
management, and transportation. They invest in marketing and
sales activities to promote the products within their territory.
Distributors often have exclusive rights to sell the manufacturer's
products in a specific region. They profit by marking up the price
of the products they distribute, covering their costs and
generating a margin.

A joint venture (JV) is a business arrangement where
two or more parties come together to undertake a
specific project or business activity. Each party typically
contributes resources such as capital, expertise, or
assets to the venture, and they share in the risks,
rewards, and control of the venture according to the
terms of the agreement.
Joint ventures are commonly formed when two
companies wish to combine their strengths to pursue a
business opportunity that neither could pursue as
effectively on their own.

A Broker acts as an intermediary between buyers and sellers,
facilitating transactions without taking ownership of the goods or
services. Brokers typically do not invest in marketing or
advertising; their primary role is to connect potential buyers with
sellers, leveraging their network and market knowledge. They
earn a commission based on the value of the transactions they
facilitate. The broker’s involvement ends once the deal is
concluded, with all costs and logistical details managed by the
buyer and seller directly.

must be forwarded to the agent, who has the right to consider
and include service and investment costs in their proposal to the
end-user. An exclusive agency agreement can be made for all or
specific products.
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A Business Partner Agreement could be develop collaboration at all of  classification.



Agent 
Classification

Key Responsibilities of Marketing Key Responsibilities of Manufacturer

Non-Exclusive 
Agent

A) Identify potential customers and market segments for the 
chemical products
B) Promote and market the manufacturer's products to 

potential buyers.
C) Provide feedback to the manufacturer on market trends, 
customer preferences, and competitor activities.

A) Provide product information, specifications, and pricing to the 
agent.
B) Fulfill orders received from the agent promptly and accurately.
C) Support the agent with marketing materials, samples, and 
technical assistance as needed.

Commission 
Agent

A) Act as a sales representative for the manufacturer's 
products, negotiating sales terms and closing deals on behalf of 
the manufacturer.
B)  Collect orders and payments from customers and forward 
them to the manufacturer.
C) Provide regular sales reports and updates to the 
manufacturer.

A) Define commission rates, payment terms, and sales targets in the 
commission agreement.
B) Process orders received from the agent promptly and accurately.
C) Provide support with logistics, shipping, and documentation for 
product delivery.

Broker

A) Facilitate transactions between buyers and the 
manufacturer, negotiating terms and conditions on behalf of 
both parties.
B) Assist with contract negotiations and ensure compliance 
with legal requirements.
C) Provide market intelligence and insights to both parties.

A) Engage in transparent and honest communication with the 
broker.
B) Provide necessary documentation and information to facilitate 
transactions.
C) Honor agreed-upon terms and conditions of transactions.

This responsibility matrix provides a clear outline of the roles and expectations for both parties across different agent 
classifications. 
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Agent 
Classification

Key Responsibilities of Marketing Key Responsibilities of Manufacturer

Distributor

A) Purchase products from the manufacturer for resale in 
specified territories.
B) Establish distribution channels and manage inventory to 
meet customer demand.
C) Provide after-sales support and customer service.

A) Define territory exclusivity, pricing, and distribution terms in the 
distribution agreement.
B) Ensure timely delivery of products and support the distributor with 
logistics and inventory management.
C) Collaborate with the distributor on marketing and promotional 
activities.

Exclusive Agent

A) Represent the manufacturer exclusively in a specific market 
or territory.
B) Invest in marketing and promotion efforts to build brand 
awareness and drive sales.
C) Provide market insights and feedback to the manufacturer.

A) Grant exclusivity rights to the agent for the specified market or 
territory.
B) Support the agent with dedicated resources, training, and 
marketing materials.
C) Work closely with the agent to develop and implement sales 
strategies.

Joint Venture

A) Collaborate with the manufacturer to establish a joint 
venture entity for manufacturing, distribution, or other 
business activities.
B) Contribute resources, expertise, and capital to the joint 
venture.
C) Share risks, rewards, and decision-making responsibilities 
with the manufacturer.

A) Participate in the establishment and management of the joint 
venture entity.
B) Provide technology, manufacturing capabilities, or other 
resources as agreed upon.
C)  Work together with the agent to achieve the objectives and goals 
of the joint venture.

This responsibility matrix provides a clear outline of the roles and expectations for both parties across different agent 
classifications. 
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Strengths Weaknesses

Opportunities Threats

a) Allows flexibility for both parties to engage with 
multiple partners simultaneously.

b) Enables the agent to explore diverse market 
segments and customer bases.

c) Reduces dependence on any single partnership for 
revenue generation.

a) Lack of exclusivity may lead to competition among partners for 
market share.

b) Limited commitment from either party may result in less 
investment in marketing and support efforts.

c) May face challenges in building brand loyalty or differentiating 
products in the market.

a) Can leverage the strengths and resources of multiple partners to 
expand market reach.

b) Opportunity to collaborate with complementary partners to offer 
bundled solutions or cross-promotional campaigns.

c) Flexibility to adapt to changing market dynamics and explore 
emerging opportunities.

a) Risk of conflicts of interest or disputes between the 
agent and other partners.

b) Potential for channel conflict if partners compete 
directly in the same market segments.

c) Vulnerability to losing market share to competitors 
with more exclusive partnerships.

SWOT analysis
Exclusive Agent



SWOT analysis - Commission Agent Collaboration

a) Provides a direct incentive for the agent to drive sales and 
generate revenue for the manufacturer.

b) Allows the manufacturer to expand its sales force without 
incurring fixed costs.

c) Aligns the interests of both parties by tying commission 
payments to sales performance.

S W

O T
a) Risk of disputes over commission calculations or 

discrepancies in sales reporting.
b) Dependency on individual agents may create risks if they 

defect to competitors or pursue alternative opportunities.
c) Potential for conflicts of interest if agents prioritize high-

commission products over the manufacturer's broader 
product portfolio.

a) Commission-based compensation may lead to short-term 
focus on immediate sales rather than long-term 
relationship building.

b) Dependency on the agent for sales may create 
vulnerability if the agent underperforms or terminates the 
agreement.

c) Lack of control over the sales process and customer 
interactions by the manufacturer.

a) Opportunity to incentivize the agent to explore new 
markets or upsell additional products to existing 
customers.

b) Potential to scale sales efforts rapidly by recruiting and 
incentivizing multiple commission agents.

c) Flexibility to adjust commission rates or sales targets 
based on market conditions or product performance.



SWOT analysis - Broker Collaboration

a) Risk of misinformation or misrepresentation if brokers
lack transparency or ethical standards.

b) Dependency on brokers for deal sourcing and
negotiation may create vulnerabilities if they fail to
deliver as promised.

c) Potential for disputes over broker fees, commissions, or
contractual terms if expectations are not clearly defined
or aligned.

a) Reliance on brokers may reduce direct control over
customer relationships and sales processes.

b) Lack of exclusivity may result in competition among
brokers to secure the most favorable deals for their
clients.

c) Risk of conflicts of interest or ethical concerns if
brokers prioritize their own interests over those of
their clients.

a) Opportunity to leverage the broker's industry
connections and relationships to access new
customers or distribution channels.

b) Potential to tap into niche markets or specialized
segments that the manufacturer may not have
expertise in.

c) Flexibility to negotiate terms and conditions based
on the specific needs and priorities of each
transaction.

a) Provides access to specialized expertise and
market knowledge through the broker's network
and insights.

b) Enables efficient matchmaking between buyers
and sellers, reducing time and resources spent on
prospecting.

c) Offers flexibility to engage with multiple brokers
to cover diverse market segments or geographic
regions.
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SWOT analysis - Distributor Collaboration

a) Provides a dedicated sales channel with
local market expertise and distribution
infrastructure.

b) Enables the manufacturer to reach
customers in specific territories or market
segments more efficiently.

c) Reduces the need for direct investment in
sales, marketing, and logistics in target
markets.

a) Dependency on distributors may create risks if
they underperform, fail to meet sales targets,
or terminate the agreement.

b) Lack of direct control over the sales process
and customer interactions by the
manufacturer.

c) Challenges in maintaining consistent
branding, messaging, and customer
experience across different distributors.

a) Opportunity to leverage the distributor's
established customer relationships and
market knowledge to drive sales growth.

b) Potential to expand market reach and
penetration by partnering with multiple
distributors covering different territories or
channels.

c) Flexibility to customize distribution
agreements and incentives to align with the
specific needs and priorities of each market.

a) Risk of channel conflict if distributors compete
directly with each other or with the
manufacturer's direct sales channels.

b) Potential for disputes over territory exclusivity,
pricing, or contractual terms if expectations
are not clearly defined or enforced.

c) Dependency on distributors may create
vulnerabilities if they face financial difficulties,
operational challenges, or regulatory issues.
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a) Provides dedicated representation and
focus in a specific market or territory,
enhancing brand visibility and market
penetration.

b) Enables closer alignment of interests and
priorities between the manufacturer and
the agent, fostering collaboration and
loyalty.

c) Reduces the risk of channel conflict and
ensures consistency in branding,
messaging, and customer experience.

a) Opportunity to invest in long-term relationship
building and strategic planning with the
exclusive agent to drive sustainable growth.

b) Potential to leverage exclusivity rights to
negotiate favorable terms and conditions with
the agent and secure a competitive advantage
in the market.

c) Flexibility to customize marketing, sales, and
support efforts to align with the specific needs
and priorities of the exclusive territory.

a) Dependency on the exclusive agent for
sales and market presence may create
vulnerabilities if they underperform or
terminate the agreement.

b) Lack of flexibility to engage with other
partners or explore alternative distribution
channels in the exclusive territory.

c) Challenges in balancing the needs and
priorities of the exclusive agent with those
of other partners or stakeholders.

a) Risk of disputes or conflicts of interest if the
exclusive agent fails to meet sales targets,
violates contractual obligations, or engages in
unethical behavior.

b) Dependency on the exclusive agent may create
vulnerabilities if they face financial difficulties,
operational challenges, or regulatory issues.

c) Potential for resentment or dissatisfaction
among non-exclusive partners or stakeholders
if they perceive preferential treatment or unfair
advantages given to the exclusive agent.

SWOT analysis - Exclusive Agent Collaboration



SWOT analysis - Joint Venture Collaboration

a) Enables the pooling of resources, expertise, and capabilities from both parties to pursue shared business objectives and
opportunities.

b) Facilitates deeper integration and collaboration, leading to synergies, efficiencies, and innovation across various aspects of
the business.

c) Provides a platform for long-term strategic partnership and mutual commitment, fostering trust, alignment, and shared
accountability.

Strengths

a) Complexity and challenges in aligning strategic priorities, decision-making processes, and cultural differences between the
partnering entities.

b) Risk of conflicts of interest, power struggles, or disputes over control, ownership, or profit-sharing within the joint venture.
c) Dependency on the success and viability of the joint venture entity, which may face operational, financial, or regulatory

challenges.

Weaknesses

a) Opportunity to leverage complementary strengths, resources, and market presence to pursue new business opportunities
and enter new markets.

b) Potential to achieve economies of scale, mitigate risks, and enhance competitiveness through
Opportunities

a) Competitive Response: Competitors may respond aggressively to the joint venture by launching their own collaborative
initiatives, intensifying competition and potentially eroding market share or profitability.

b) Performance Risks: Performance risks, such as delays, cost overruns, or quality issues, may arise during the execution of the
joint venture, leading to dissatisfaction among customers, partners, or other stakeholders.

c) Exit Strategy: Developing a clear exit strategy is essential, as the dissolution of a joint venture can be complex and
contentious.

Threats



Conclusion
The Power of Business Collaboration and Partnerships

Focused Efforts
The motivational parameters need to be continually identified, created, and 
developed at all collaboration levels to be ensured that all parties are taking 

the best effort for improving targeted and effective collaborations.

Leadership
Collaborations should be in line to keep and develop leadership of the all 

parties in the market.

Brand loyalty 
Brand loyalty to be noted exclusively and strongly among customers, as they 

associate the quality and reliability of the products with our committed efforts.

Communication Systems
A strong communication systems helps to ensure that goals and needs of all 

beneficiaries are completely understood and met efficiently.

Minimize Length of Decision Making
A Fuzzy Comprehensive Decision-Making Method could be implemented for 

Minimizing Completion Time of the supply chain sequences.



Deliverables

▪ What products or services will your project deliver?

▪ Include client requirements

If the environment is happy, people will laugh and your grief will go away.

Hope you find this information useful. 
Andreas Ayhuan

Business Planning and Development Director
AN CHEMICAL CORPORATION


