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[0 O As the volume of export orders grows, the exporter mayfind it difficult to maintain direct long-term
relationships withmarkets personally. It becomes essential for the exporter to use asales agent to act as a sales
"ambassador" to establish anddevelop market contacts and build up a client base with healthcustomer relations. ]
[0 Generally speaking, there are two kinds of sales agents: theCommission Agents and the Distributors, both have
their ownmerits and demerits.[J O Commission Agent:[J O A commission agent is essentially a person appointed
by the exporter to maintain adirect relationship with customer. The commission agent does not buy and sell the
goodsbut merely locates business opportunities for the exporter and negotiates and concludesdeals on behalf of the
exporter. Working on a fixed salary or commission, the commissionagent normally carries no inventory or credit
risk.CJ O Distributor:[J [ A distributor, usually a wholesaler or a local importer, buys goods outright from
theexporter and then sells them to the customer at a profit. The distributor usually representsthe interest of the
exporter in a specified territory or region for an agreed range ofproducts. The distributor holds, stock and looks
after local publicity and sales promotion.With a distributor, a more direct and deeper market penetration can be
achieved, and, ifthe distributor is well-known, this choice of sales agent can be an effective way of securinga quick
entry for the product in the local market.
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