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Consignment	stock	agreement	template	south	africa

This	is	a	comprehensive	consignment	agreement	for	use	by	an	importer	/	distributor	of	any	physical	product.	You	have	a	sophisticated	turnkey	import	and	marketing	operation.	You	hold	stock	on	consignment	(pay	only	when	you	sell).You	are	in	control	of	every	aspect	of	the	distribution	channels	and	are	in	a	position	to	decide	what	products	to	take,
what	prices	to	charge	and	how	every	element	of	the	relationship	will	be	managed.The	concessions	to	the	merchant	in	this	document	are	largely	limited	to	basic	provisions	without	which	a	sensible	merchant	would	refuse	to	sign.The	contents	of	this	document	could	be	negotiated	but	its	best	purpose	is	to	use	as	a	standard	terms	document,	to	which	any
merchant	must	sign	if	he	wishes	to	use	the	distributor’s	services.The	agreement	is	drawn	so	as	to	provide	a	full	framework	for	a	distributor	working	on	consigned	goods	in	any	industry,	for	suppliers	in	any	country.	However,	it	will	be	necessary	to	add	product	specific	terms	for	some	products	-	for	example	food,	medical	products,	software	products,
and	products	requiring	special	storage	or	security.The	law	relating	to	this	agreement	is	largely	common	law,	not	statute	law.	That	means	you	have	great	freedom,	to	make	your	own	deal.	For	our	part,	we	have	drawn	a	document	with	many	options.	It	is	likely	that	you	will	find	exactly	the	provisions	you	want,	but	you	will	also	have	to	delete	those
options	you	do	not	want.The	distributor	is	responsible	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or	duties	and	taxes.We	have	covered	product	recall,	minimum	sales	requirement,	how	you	want	the	whole	subject	of	marketing	to	be	approached	and	how	the	merchant	will	report	to	you.	We
have	provided	a	“joined	up”	procedure	taking	in	order	>	acceptance	>	delivery	>	risk	>	title	>	payment	>	returns,	and	so	on.There	are	over	200	provisions	in	the	document	supported	by	over	3000	words	of	notes,	including	those	supplied	in	a	separate	document.	Plain	English,	our	business	understanding	and	thorough	care	help	you	to	write	the
perfect	document	for	your	business.This	agreement	has	been	drawn	to	provide	an	armoury	of	ideas.	You	can	be	tough	or	tender.Selected	contentsSetting	up	the	agreementWarranties	by	merchantAppointment	of	distributorLiaisonConsignment	stock	managementCompliance	and	regulationDelivery	and	transportationPrice	and	purchase
procedurePayment	termsFees	for	additional	servicesStock	loss	and	damageReturns	and	products	defective	or	not	as	orderedRight	to	return	stock	to	merchantMarketing	arrangementsStock	recordsProducts	recallDistributor's	reportsDisclaimers	and	limitation	of	liabilityCompliance	and	regulationMutual	indemnitiesAssignment	and	change	of
controlConfidential	informationIntellectual	propertyDuration	and	terminationOther	important	legal	provisionsOptions	for	three	schedules	you	will	probably	need	A	“distribution	agreement”	could	cover	a	wide	range	of	possible	marketing	arrangements.	These	documents	cover	many	angles.	We	include	many	options	to	cover	the	elements	of	your	deal
that	are	important	to	you,	and	allow	you	to	add	any	industry-related	terms	or	special	compliance	you	want	the	other	side	to	follow.These	agreements	can	be	used	for	any	business	selling	goods	of	any	type	at	home	or	abroad.Favourable	to	one	party,	acceptable	to	bothThe	first	point	you	should	consider	is	who	is	setting	the	terms.Each	document	has
been	drawn	to	favour	one	particular	party.	
However,	it	will	not	help	your	long	term	relationship	if	you	ride	roughshod	over	your	business	partner.	So	every	document	takes	some	account	of	what	the	other	side	will	want.Generally,	it	is	the	producer	or	owner	who	sets	the	terms	of	what	he	wants	from	the	distributor,	but	this	can	change	as	the	distributor	becomes	more	powerful.	Our
consignment	and	distribution	agreement	has	been	drawn	for	a	large,	modern	distributor	whose	marketing	strength	and	reach	justify	terms	of	which	a	smaller	distributor	can	only	dream.A	final	contract	or	a	basis	for	negotiation	of	heads	of	termsWhether	you	are	the	distributor	or	the	merchant,	there	will	be	many	areas	where	you	would	like	the	other
of	you	to	do	things	your	way.	As	a	result,	there	will	be	a	lot	to	negotiate.	By	setting	everything	down	in	a	document	like	one	of	these,	before	you	start	to	talk,	you	have	a	head	start	and	the	agenda	is	yours.Each	of	these	is	a	comprehensive	agreement,	but	as	always	with	Net	Lawman	documents,	you	can	reduce	it	easily	to	the	exact	terms	you
need.Relevant	law	in	these	documentsThe	law	relating	to	these	agreements	is	largely	common	law,	not	statute	law.	That	means	you	have	great	freedom	to	make	your	own	deal.If	the	distributor	operates	outside	of	South	Africa,	there	may	be	additional	local	laws	with	which	he	must	comply.	This	document	assumes	that	the	distributor	will	take
responsibility	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or	duties	and	taxes.Particular	terms	coveredThe	documents	provide	the	following	terms.setting	up	the	agreementobligations	of	each	partycompliance	and	regulationproduct	recallminimum	sale	requirementsdistributor's	marketing
obligationsdistributor's	liaison	and	reportsthe	price,	orders	and	acceptancedelivery	and	transportationpayment	terms,	including	payment	on	running	credit	account	and	payment	by	letter	of	creditrisk	and	retention	of	titleproducts	defective	or	not	as	orderedwarranty	and	service	policydisclaimers	and	limitation	of	liabilitymutual	indemnitiesassignment
and	change	of	control	of	businessconfidential	informationintellectual	propertyduration	and	terminationwarranties	by	one	or	both	sidesliaison	arrangements	-	is	there	a	single	source	of	communication	the	parties	can	rely	on?consignment	stock	management	-	if	appropriatecompliance	and	regulationfees	for	additional	servicesstock	loss	and
damagespecially	agreed	promotions	and	marketing	arrangementsstock	records	Create	professiinal	proposals	in	no	time	and	increase	your	productivity	with	our	Proposal	Software.	Ensure	that	the	contact	information	is	correct	to	make	sure	that	the	consignment	contract	can	be	enforced	efficiently.	This	Consignment	Agreement	(the	“Agreement”)
states	the	terms	and	conditions	that	govern	the	contractual	agreement	between	Consignor,	located	at	Address	(the	“Consignor”)	and	Consignee,	located	at	Address	(the	“Consignee”)	who	agree	to	be	bound	by	this	Agreement.	What	is	a	consignment	agreement?	A	consignment	agreement	is	a	type	of	contract	between	two	parties,	the	consignor	and	the
consignee,	stipulating	the	details	of	the	agreement	for	a	service	like	a	sale,	resale,	transport,	storage	or	use	of	particular	goods.	WHEREAS,	the	Consignor	owns	right	and	title	to	the	items	described	on	Exhibit	A	attached	hereto	(the	“Consigned	Items”),	and	the	Consignee	desires	to	take	possession	of	the	Consigned	Items	with	the	intention	of	selling	it
to	a	third	party.	This	consignment	agreement	template	is	for	a	situation	where	one	person	(the	“Consignor”)	would	like	to	authorize	another	(the	“Consignee”)	to	store,	sell,	and/or	use	a	certain	item	on	behalf	of	the	Consignor.	Consignment	can	be	agreed	upon	over	any	number	of	items,	from	clothes	to	cars.	Even	real	estate	can	be	subject	to	a
consignment	contract.	NOW,	THEREFORE,	in	consideration	of	the	mutual	covenants	and	promises	made	by	the	parties	hereto,	the	Consignor	and	the	Consignee	(individually,	each	a	“Party”	and	collectively,	the	“Parties”)	covenant	and	agree	as	follows:RIGHT	TO	SELL.	The	Consignor	hereby	grants	to	the	Consignee	the	exclusive	right	to	display	and
sell	the	Consigned	Items	according	to	the	terms	and	conditions	of	this	Agreement.	The	Consigned	Items	are	as	follows:​[Item	1	and	description]​[Item	2	and	description]MINIMUM	PRICE.	The	minimum	price	at	which	the	Consignee	may	sell	the	Consigned	Items	shall	be	[Amount]	(the	“Minimum	Price”).	In	the	event	the	Consignee	sells	the	Consigned
Items	for	less	than	the	Minimum	Price,	the	Consignor	shall	be	entitled	to	the	same	payment	the	Consignor	would	receive	as	its	share	of	the	sale	price	under	this	Agreement,	had	the	Consigned	Items	been	sold	for	the	Minimum	Amount.	Always	set	a	minimum	price	in	the	Consignment	Agreement	at	which	the	Consigned	Items	may	be	sold.	This	pricing
gives	the	Consignee	a	baseline	with	which	to	work.	This	also	allows	the	Consignee	to	sell	the	Consigned	Items	for	less	than	that	stated	minimum,	with	the	condition	that	the	Consignor	will	still	receive	the	minimum	amount	it	expects	in	payment.	CONSIGNMENT	FEE.	The	Consignee	shall	be	entitled	to	Percentage	of	the	full	purchase	price	of	the
Consigned	Items	(the	“Consignment	Fee”).Within	[NUMBER]	of	days	from	the	sale	of	the	Consigned	Items,	the	Consignee	shall	deliver	to	the	Consignor	the	sale	price	of	the	Consigned	Items	less	the	Consignment	Fee.INSURANCE.	The	Consignee	represents	and	warrants	that	the	Consignee	shall	maintain	insurance	coverage	sufficient	to	compensate
the	Consignor	for	the	fair	market	value	of	the	Consigned	Items	in	the	event	of	damage	due	to	fire,	theft,	or	otherwise.	It	is	standard	practice	that	the	Consignor	have	the	peace	of	mind	that,	if	the	items	they	are	agreeing	to	grant	to	the	Consignee	are	damaged	or	lost,	the	Consignor	will	be	protected.	It’s	easy	to	adjust	the	contract	to	name	the	fair
market	value	of	the	consigned	items	for	added	security.	​LOCATION	OF	ITEMS.	The	Consignee	agrees	and	acknowledges	that	the	Consigned	Items	shall	only	be	kept	and	stored	at	[Address]	unless	otherwise	agreed	upon	by	the	Consignor	in	writing.​TIMEFRAME.	In	the	event	that	all	the	Consigned	Items	are	not	sold	by	[Date],	all	unsold	Consigned
Items	shall	be	returned	to	the	Consignor	with	all	delivery	costs	borne	by	the	Consignee.	Even	the	best	consignment	sale	will	often	have	leftover	merchandise.	This	clause	ensures	that	the	Consignee	will	return	all	unsold	goods	to	the	Consignor	after	a	certain	number	of	days.	

Plain	English,	our	business	understanding	and	thorough	care	help	you	to	write	the	perfect	document	for	your	business.This	agreement	has	been	drawn	to	provide	an	armoury	of	ideas.	You	can	be	tough	or	tender.Selected	contentsSetting	up	the	agreementWarranties	by	merchantAppointment	of	distributorLiaisonConsignment	stock
managementCompliance	and	regulationDelivery	and	transportationPrice	and	purchase	procedurePayment	termsFees	for	additional	servicesStock	loss	and	damageReturns	and	products	defective	or	not	as	orderedRight	to	return	stock	to	merchantMarketing	arrangementsStock	recordsProducts	recallDistributor's	reportsDisclaimers	and	limitation	of
liabilityCompliance	and	regulationMutual	indemnitiesAssignment	and	change	of	controlConfidential	informationIntellectual	propertyDuration	and	terminationOther	important	legal	provisionsOptions	for	three	schedules	you	will	probably	need	A	“distribution	agreement”	could	cover	a	wide	range	of	possible	marketing	arrangements.	

It	is	likely	that	you	will	find	exactly	the	provisions	you	want,	but	you	will	also	have	to	delete	those	options	you	do	not	want.The	distributor	is	responsible	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or	duties	and	taxes.We	have	covered	product	recall,	minimum	sales	requirement,	how	you	want
the	whole	subject	of	marketing	to	be	approached	and	how	the	merchant	will	report	to	you.	We	have	provided	a	“joined	up”	procedure	taking	in	order	>	acceptance	>	delivery	>	risk	>	title	>	payment	>	returns,	and	so	on.There	are	over	200	provisions	in	the	document	supported	by	over	3000	words	of	notes,	including	those	supplied	in	a	separate
document.	Plain	English,	our	business	understanding	and	thorough	care	help	you	to	write	the	perfect	document	for	your	business.This	agreement	has	been	drawn	to	provide	an	armoury	of	ideas.	You	can	be	tough	or	tender.Selected	contentsSetting	up	the	agreementWarranties	by	merchantAppointment	of	distributorLiaisonConsignment	stock
managementCompliance	and	regulationDelivery	and	transportationPrice	and	purchase	procedurePayment	termsFees	for	additional	servicesStock	loss	and	damageReturns	and	products	defective	or	not	as	orderedRight	to	return	stock	to	merchantMarketing	arrangementsStock	recordsProducts	recallDistributor's	reportsDisclaimers	and	limitation	of
liabilityCompliance	and	regulationMutual	indemnitiesAssignment	and	change	of	controlConfidential	informationIntellectual	propertyDuration	and	terminationOther	important	legal	provisionsOptions	for	three	schedules	you	will	probably	need	A	“distribution	agreement”	could	cover	a	wide	range	of	possible	marketing	arrangements.	These	documents
cover	many	angles.	We	include	many	options	to	cover	the	elements	of	your	deal	that	are	important	to	you,	and	allow	you	to	add	any	industry-related	terms	or	special	compliance	you	want	the	other	side	to	follow.These	agreements	can	be	used	for	any	business	selling	goods	of	any	type	at	home	or	abroad.Favourable	to	one	party,	acceptable	to	bothThe
first	point	you	should	consider	is	who	is	setting	the	terms.Each	document	has	been	drawn	to	favour	one	particular	party.	However,	it	will	not	help	your	long	term	relationship	if	you	ride	roughshod	over	your	business	partner.	
So	every	document	takes	some	account	of	what	the	other	side	will	want.Generally,	it	is	the	producer	or	owner	who	sets	the	terms	of	what	he	wants	from	the	distributor,	but	this	can	change	as	the	distributor	becomes	more	powerful.	Our	consignment	and	distribution	agreement	has	been	drawn	for	a	large,	modern	distributor	whose	marketing	strength
and	reach	justify	terms	of	which	a	smaller	distributor	can	only	dream.A	final	contract	or	a	basis	for	negotiation	of	heads	of	termsWhether	you	are	the	distributor	or	the	merchant,	there	will	be	many	areas	where	you	would	like	the	other	of	you	to	do	things	your	way.	
As	a	result,	there	will	be	a	lot	to	negotiate.	By	setting	everything	down	in	a	document	like	one	of	these,	before	you	start	to	talk,	you	have	a	head	start	and	the	agenda	is	yours.Each	of	these	is	a	comprehensive	agreement,	but	as	always	with	Net	Lawman	documents,	you	can	reduce	it	easily	to	the	exact	terms	you	need.Relevant	law	in	these
documentsThe	law	relating	to	these	agreements	is	largely	common	law,	not	statute	law.	
That	means	you	have	great	freedom	to	make	your	own	deal.If	the	distributor	operates	outside	of	South	Africa,	there	may	be	additional	local	laws	with	which	he	must	comply.	This	document	assumes	that	the	distributor	will	take	responsibility	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or
duties	and	taxes.Particular	terms	coveredThe	documents	provide	the	following	terms.setting	up	the	agreementobligations	of	each	partycompliance	and	regulationproduct	recallminimum	sale	requirementsdistributor's	marketing	obligationsdistributor's	liaison	and	reportsthe	price,	orders	and	acceptancedelivery	and	transportationpayment	terms,
including	payment	on	running	credit	account	and	payment	by	letter	of	creditrisk	and	retention	of	titleproducts	defective	or	not	as	orderedwarranty	and	service	policydisclaimers	and	limitation	of	liabilitymutual	indemnitiesassignment	and	change	of	control	of	businessconfidential	informationintellectual	propertyduration	and	terminationwarranties	by
one	or	both	sidesliaison	arrangements	-	is	there	a	single	source	of	communication	the	parties	can	rely	on?consignment	stock	management	-	if	appropriatecompliance	and	regulationfees	for	additional	servicesstock	loss	and	damagespecially	agreed	promotions	and	marketing	arrangementsstock	records	Create	professiinal	proposals	in	no	time	and
increase	your	productivity	with	our	Proposal	Software.	



That	means	you	have	great	freedom,	to	make	your	own	deal.	For	our	part,	we	have	drawn	a	document	with	many	options.	It	is	likely	that	you	will	find	exactly	the	provisions	you	want,	but	you	will	also	have	to	delete	those	options	you	do	not	want.The	distributor	is	responsible	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,
the	customer,	importation	or	duties	and	taxes.We	have	covered	product	recall,	minimum	sales	requirement,	how	you	want	the	whole	subject	of	marketing	to	be	approached	and	how	the	merchant	will	report	to	you.	We	have	provided	a	“joined	up”	procedure	taking	in	order	>	acceptance	>	delivery	>	risk	>	title	>	payment	>	returns,	and	so	on.There
are	over	200	provisions	in	the	document	supported	by	over	3000	words	of	notes,	including	those	supplied	in	a	separate	document.	Plain	English,	our	business	understanding	and	thorough	care	help	you	to	write	the	perfect	document	for	your	business.This	agreement	has	been	drawn	to	provide	an	armoury	of	ideas.	You	can	be	tough	or	tender.Selected
contentsSetting	up	the	agreementWarranties	by	merchantAppointment	of	distributorLiaisonConsignment	stock	managementCompliance	and	regulationDelivery	and	transportationPrice	and	purchase	procedurePayment	termsFees	for	additional	servicesStock	loss	and	damageReturns	and	products	defective	or	not	as	orderedRight	to	return	stock	to
merchantMarketing	arrangementsStock	recordsProducts	recallDistributor's	reportsDisclaimers	and	limitation	of	liabilityCompliance	and	regulationMutual	indemnitiesAssignment	and	change	of	controlConfidential	informationIntellectual	propertyDuration	and	terminationOther	important	legal	provisionsOptions	for	three	schedules	you	will	probably
need	A	“distribution	agreement”	could	cover	a	wide	range	of	possible	marketing	arrangements.	These	documents	cover	many	angles.	We	include	many	options	to	cover	the	elements	of	your	deal	that	are	important	to	you,	and	allow	you	to	add	any	industry-related	terms	or	special	compliance	you	want	the	other	side	to	follow.These	agreements	can	be
used	for	any	business	selling	goods	of	any	type	at	home	or	abroad.Favourable	to	one	party,	acceptable	to	bothThe	first	point	you	should	consider	is	who	is	setting	the	terms.Each	document	has	been	drawn	to	favour	one	particular	party.	However,	it	will	not	help	your	long	term	relationship	if	you	ride	roughshod	over	your	business	partner.	So	every
document	takes	some	account	of	what	the	other	side	will	want.Generally,	it	is	the	producer	or	owner	who	sets	the	terms	of	what	he	wants	from	the	distributor,	but	this	can	change	as	the	distributor	becomes	more	powerful.	Our	consignment	and	distribution	agreement	has	been	drawn	for	a	large,	modern	distributor	whose	marketing	strength	and
reach	justify	terms	of	which	a	smaller	distributor	can	only	dream.A	final	contract	or	a	basis	for	negotiation	of	heads	of	termsWhether	you	are	the	distributor	or	the	merchant,	there	will	be	many	areas	where	you	would	like	the	other	of	you	to	do	things	your	way.	As	a	result,	there	will	be	a	lot	to	negotiate.	By	setting	everything	down	in	a	document	like
one	of	these,	before	you	start	to	talk,	you	have	a	head	start	and	the	agenda	is	yours.Each	of	these	is	a	comprehensive	agreement,	but	as	always	with	Net	Lawman	documents,	you	can	reduce	it	easily	to	the	exact	terms	you	need.Relevant	law	in	these	documentsThe	law	relating	to	these	agreements	is	largely	common	law,	not	statute	law.	That	means
you	have	great	freedom	to	make	your	own	deal.If	the	distributor	operates	outside	of	South	Africa,	there	may	be	additional	local	laws	with	which	he	must	comply.	This	document	assumes	that	the	distributor	will	take	responsibility	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or	duties	and
taxes.Particular	terms	coveredThe	documents	provide	the	following	terms.setting	up	the	agreementobligations	of	each	partycompliance	and	regulationproduct	recallminimum	sale	requirementsdistributor's	marketing	obligationsdistributor's	liaison	and	reportsthe	price,	orders	and	acceptancedelivery	and	transportationpayment	terms,	including
payment	on	running	credit	account	and	payment	by	letter	of	creditrisk	and	retention	of	titleproducts	defective	or	not	as	orderedwarranty	and	service	policydisclaimers	and	limitation	of	liabilitymutual	indemnitiesassignment	and	change	of	control	of	businessconfidential	informationintellectual	propertyduration	and	terminationwarranties	by	one	or
both	sidesliaison	arrangements	-	is	there	a	single	source	of	communication	the	parties	can	rely	on?consignment	stock	management	-	if	appropriatecompliance	and	regulationfees	for	additional	servicesstock	loss	and	damagespecially	agreed	promotions	and	marketing	arrangementsstock	records	Create	professiinal	proposals	in	no	time	and	increase
your	productivity	with	our	Proposal	Software.	Ensure	that	the	contact	information	is	correct	to	make	sure	that	the	consignment	contract	can	be	enforced	efficiently.	This	Consignment	Agreement	(the	“Agreement”)	states	the	terms	and	conditions	that	govern	the	contractual	agreement	between	Consignor,	located	at	Address	(the	“Consignor”)	and
Consignee,	located	at	Address	(the	“Consignee”)	who	agree	to	be	bound	by	this	Agreement.	What	is	a	consignment	agreement?	A	consignment	agreement	is	a	type	of	contract	between	two	parties,	the	consignor	and	the	consignee,	stipulating	the	details	of	the	agreement	for	a	service	like	a	sale,	resale,	transport,	storage	or	use	of	particular	goods.	
WHEREAS,	the	Consignor	owns	right	and	title	to	the	items	described	on	Exhibit	A	attached	hereto	(the	“Consigned	Items”),	and	the	Consignee	desires	to	take	possession	of	the	Consigned	Items	with	the	intention	of	selling	it	to	a	third	party.	This	consignment	agreement	template	is	for	a	situation	where	one	person	(the	“Consignor”)	would	like	to
authorize	another	(the	“Consignee”)	to	store,	sell,	and/or	use	a	certain	item	on	behalf	of	the	Consignor.	Consignment	can	be	agreed	upon	over	any	number	of	items,	from	clothes	to	cars.	Even	real	estate	can	be	subject	to	a	consignment	contract.	NOW,	THEREFORE,	in	consideration	of	the	mutual	covenants	and	promises	made	by	the	parties	hereto,
the	Consignor	and	the	Consignee	(individually,	each	a	“Party”	and	collectively,	the	“Parties”)	covenant	and	agree	as	follows:RIGHT	TO	SELL.	
The	Consignor	hereby	grants	to	the	Consignee	the	exclusive	right	to	display	and	sell	the	Consigned	Items	according	to	the	terms	and	conditions	of	this	Agreement.	
The	Consigned	Items	are	as	follows:​[Item	1	and	description]​[Item	2	and	description]MINIMUM	PRICE.	The	minimum	price	at	which	the	Consignee	may	sell	the	Consigned	Items	shall	be	[Amount]	(the	“Minimum	Price”).	

We	include	many	options	to	cover	the	elements	of	your	deal	that	are	important	to	you,	and	allow	you	to	add	any	industry-related	terms	or	special	compliance	you	want	the	other	side	to	follow.These	agreements	can	be	used	for	any	business	selling	goods	of	any	type	at	home	or	abroad.Favourable	to	one	party,	acceptable	to	bothThe	first	point	you
should	consider	is	who	is	setting	the	terms.Each	document	has	been	drawn	to	favour	one	particular	party.	However,	it	will	not	help	your	long	term	relationship	if	you	ride	roughshod	over	your	business	partner.	So	every	document	takes	some	account	of	what	the	other	side	will	want.Generally,	it	is	the	producer	or	owner	who	sets	the	terms	of	what	he
wants	from	the	distributor,	but	this	can	change	as	the	distributor	becomes	more	powerful.	Our	consignment	and	distribution	agreement	has	been	drawn	for	a	large,	modern	distributor	whose	marketing	strength	and	reach	justify	terms	of	which	a	smaller	distributor	can	only	dream.A	final	contract	or	a	basis	for	negotiation	of	heads	of	termsWhether
you	are	the	distributor	or	the	merchant,	there	will	be	many	areas	where	you	would	like	the	other	of	you	to	do	things	your	way.	As	a	result,	there	will	be	a	lot	to	negotiate.	By	setting	everything	down	in	a	document	like	one	of	these,	before	you	start	to	talk,	you	have	a	head	start	and	the	agenda	is	yours.Each	of	these	is	a	comprehensive	agreement,	but
as	always	with	Net	Lawman	documents,	you	can	reduce	it	easily	to	the	exact	terms	you	need.Relevant	law	in	these	documentsThe	law	relating	to	these	agreements	is	largely	common	law,	not	statute	law.	That	means	you	have	great	freedom	to	make	your	own	deal.If	the	distributor	operates	outside	of	South	Africa,	there	may	be	additional	local	laws
with	which	he	must	comply.	This	document	assumes	that	the	distributor	will	take	responsibility	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or	duties	and	taxes.Particular	terms	coveredThe	documents	provide	the	following	terms.setting	up	the	agreementobligations	of	each	partycompliance
and	regulationproduct	recallminimum	sale	requirementsdistributor's	marketing	obligationsdistributor's	liaison	and	reportsthe	price,	orders	and	acceptancedelivery	and	transportationpayment	terms,	including	payment	on	running	credit	account	and	payment	by	letter	of	creditrisk	and	retention	of	titleproducts	defective	or	not	as	orderedwarranty	and
service	policydisclaimers	and	limitation	of	liabilitymutual	indemnitiesassignment	and	change	of	control	of	businessconfidential	informationintellectual	propertyduration	and	terminationwarranties	by	one	or	both	sidesliaison	arrangements	-	is	there	a	single	source	of	communication	the	parties	can	rely	on?consignment	stock	management	-	if
appropriatecompliance	and	regulationfees	for	additional	servicesstock	loss	and	damagespecially	agreed	promotions	and	marketing	arrangementsstock	records	Create	professiinal	proposals	in	no	time	and	increase	your	productivity	with	our	Proposal	Software.	

That	means	you	have	great	freedom,	to	make	your	own	deal.	For	our	part,	we	have	drawn	a	document	with	many	options.	
It	is	likely	that	you	will	find	exactly	the	provisions	you	want,	but	you	will	also	have	to	delete	those	options	you	do	not	want.The	distributor	is	responsible	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or	duties	and	taxes.We	have	covered	product	recall,	minimum	sales	requirement,	how	you	want
the	whole	subject	of	marketing	to	be	approached	and	how	the	merchant	will	report	to	you.	We	have	provided	a	“joined	up”	procedure	taking	in	order	>	acceptance	>	delivery	>	risk	>	title	>	payment	>	returns,	and	so	on.There	are	over	200	provisions	in	the	document	supported	by	over	3000	words	of	notes,	including	those	supplied	in	a	separate
document.	Plain	English,	our	business	understanding	and	thorough	care	help	you	to	write	the	perfect	document	for	your	business.This	agreement	has	been	drawn	to	provide	an	armoury	of	ideas.	You	can	be	tough	or	tender.Selected	contentsSetting	up	the	agreementWarranties	by	merchantAppointment	of	distributorLiaisonConsignment	stock
managementCompliance	and	regulationDelivery	and	transportationPrice	and	purchase	procedurePayment	termsFees	for	additional	servicesStock	loss	and	damageReturns	and	products	defective	or	not	as	orderedRight	to	return	stock	to	merchantMarketing	arrangementsStock	recordsProducts	recallDistributor's	reportsDisclaimers	and	limitation	of
liabilityCompliance	and	regulationMutual	indemnitiesAssignment	and	change	of	controlConfidential	informationIntellectual	propertyDuration	and	terminationOther	important	legal	provisionsOptions	for	three	schedules	you	will	probably	need	A	“distribution	agreement”	could	cover	a	wide	range	of	possible	marketing	arrangements.	These	documents
cover	many	angles.	We	include	many	options	to	cover	the	elements	of	your	deal	that	are	important	to	you,	and	allow	you	to	add	any	industry-related	terms	or	special	compliance	you	want	the	other	side	to	follow.These	agreements	can	be	used	for	any	business	selling	goods	of	any	type	at	home	or	abroad.Favourable	to	one	party,	acceptable	to	bothThe
first	point	you	should	consider	is	who	is	setting	the	terms.Each	document	has	been	drawn	to	favour	one	particular	party.	
However,	it	will	not	help	your	long	term	relationship	if	you	ride	roughshod	over	your	business	partner.	So	every	document	takes	some	account	of	what	the	other	side	will	want.Generally,	it	is	the	producer	or	owner	who	sets	the	terms	of	what	he	wants	from	the	distributor,	but	this	can	change	as	the	distributor	becomes	more	powerful.	Our
consignment	and	distribution	agreement	has	been	drawn	for	a	large,	modern	distributor	whose	marketing	strength	and	reach	justify	terms	of	which	a	smaller	distributor	can	only	dream.A	final	contract	or	a	basis	for	negotiation	of	heads	of	termsWhether	you	are	the	distributor	or	the	merchant,	there	will	be	many	areas	where	you	would	like	the	other
of	you	to	do	things	your	way.	As	a	result,	there	will	be	a	lot	to	negotiate.	By	setting	everything	down	in	a	document	like	one	of	these,	before	you	start	to	talk,	you	have	a	head	start	and	the	agenda	is	yours.Each	of	these	is	a	comprehensive	agreement,	but	as	always	with	Net	Lawman	documents,	you	can	reduce	it	easily	to	the	exact	terms	you
need.Relevant	law	in	these	documentsThe	law	relating	to	these	agreements	is	largely	common	law,	not	statute	law.	That	means	you	have	great	freedom	to	make	your	own	deal.If	the	distributor	operates	outside	of	South	Africa,	there	may	be	additional	local	laws	with	which	he	must	comply.	This	document	assumes	that	the	distributor	will	take
responsibility	for	all	aspects	of	compliance	with	local	law,	whether	relating	to	the	product,	the	customer,	importation	or	duties	and	taxes.Particular	terms	coveredThe	documents	provide	the	following	terms.setting	up	the	agreementobligations	of	each	partycompliance	and	regulationproduct	recallminimum	sale	requirementsdistributor's	marketing
obligationsdistributor's	liaison	and	reportsthe	price,	orders	and	acceptancedelivery	and	transportationpayment	terms,	including	payment	on	running	credit	account	and	payment	by	letter	of	creditrisk	and	retention	of	titleproducts	defective	or	not	as	orderedwarranty	and	service	policydisclaimers	and	limitation	of	liabilitymutual	indemnitiesassignment
and	change	of	control	of	businessconfidential	informationintellectual	propertyduration	and	terminationwarranties	by	one	or	both	sidesliaison	arrangements	-	is	there	a	single	source	of	communication	the	parties	can	rely	on?consignment	stock	management	-	if	appropriatecompliance	and	regulationfees	for	additional	servicesstock	loss	and
damagespecially	agreed	promotions	and	marketing	arrangementsstock	records	Create	professiinal	proposals	in	no	time	and	increase	your	productivity	with	our	Proposal	Software.	Ensure	that	the	contact	information	is	correct	to	make	sure	that	the	consignment	contract	can	be	enforced	efficiently.	This	Consignment	Agreement	(the	“Agreement”)
states	the	terms	and	conditions	that	govern	the	contractual	agreement	between	Consignor,	located	at	Address	(the	“Consignor”)	and	Consignee,	located	at	Address	(the	“Consignee”)	who	agree	to	be	bound	by	this	Agreement.	What	is	a	consignment	agreement?	
A	consignment	agreement	is	a	type	of	contract	between	two	parties,	the	consignor	and	the	consignee,	stipulating	the	details	of	the	agreement	for	a	service	like	a	sale,	resale,	transport,	storage	or	use	of	particular	goods.	WHEREAS,	the	Consignor	owns	right	and	title	to	the	items	described	on	Exhibit	A	attached	hereto	(the	“Consigned	Items”),	and	the
Consignee	desires	to	take	possession	of	the	Consigned	Items	with	the	intention	of	selling	it	to	a	third	party.	
This	consignment	agreement	template	is	for	a	situation	where	one	person	(the	“Consignor”)	would	like	to	authorize	another	(the	“Consignee”)	to	store,	sell,	and/or	use	a	certain	item	on	behalf	of	the	Consignor.	Consignment	can	be	agreed	upon	over	any	number	of	items,	from	clothes	to	cars.	Even	real	estate	can	be	subject	to	a	consignment	contract.	
NOW,	THEREFORE,	in	consideration	of	the	mutual	covenants	and	promises	made	by	the	parties	hereto,	the	Consignor	and	the	Consignee	(individually,	each	a	“Party”	and	collectively,	the	“Parties”)	covenant	and	agree	as	follows:RIGHT	TO	SELL.	The	Consignor	hereby	grants	to	the	Consignee	the	exclusive	right	to	display	and	sell	the	Consigned	Items
according	to	the	terms	and	conditions	of	this	Agreement.	The	Consigned	Items	are	as	follows:​[Item	1	and	description]​[Item	2	and	description]MINIMUM	PRICE.	The	minimum	price	at	which	the	Consignee	may	sell	the	Consigned	Items	shall	be	[Amount]	(the	“Minimum	Price”).	In	the	event	the	Consignee	sells	the	Consigned	Items	for	less	than	the
Minimum	Price,	the	Consignor	shall	be	entitled	to	the	same	payment	the	Consignor	would	receive	as	its	share	of	the	sale	price	under	this	Agreement,	had	the	Consigned	Items	been	sold	for	the	Minimum	Amount.	Always	set	a	minimum	price	in	the	Consignment	Agreement	at	which	the	Consigned	Items	may	be	sold.	This	pricing	gives	the	Consignee	a
baseline	with	which	to	work.	This	also	allows	the	Consignee	to	sell	the	Consigned	Items	for	less	than	that	stated	minimum,	with	the	condition	that	the	Consignor	will	still	receive	the	minimum	amount	it	expects	in	payment.	CONSIGNMENT	FEE.	The	Consignee	shall	be	entitled	to	Percentage	of	the	full	purchase	price	of	the	Consigned	Items	(the
“Consignment	Fee”).Within	[NUMBER]	of	days	from	the	sale	of	the	Consigned	Items,	the	Consignee	shall	deliver	to	the	Consignor	the	sale	price	of	the	Consigned	Items	less	the	Consignment	Fee.INSURANCE.	The	Consignee	represents	and	warrants	that	the	Consignee	shall	maintain	insurance	coverage	sufficient	to	compensate	the	Consignor	for	the
fair	market	value	of	the	Consigned	Items	in	the	event	of	damage	due	to	fire,	theft,	or	otherwise.	It	is	standard	practice	that	the	Consignor	have	the	peace	of	mind	that,	if	the	items	they	are	agreeing	to	grant	to	the	Consignee	are	damaged	or	lost,	the	Consignor	will	be	protected.	It’s	easy	to	adjust	the	contract	to	name	the	fair	market	value	of	the
consigned	items	for	added	security.	​LOCATION	OF	ITEMS.	The	Consignee	agrees	and	acknowledges	that	the	Consigned	Items	shall	only	be	kept	and	stored	at	[Address]	unless	otherwise	agreed	upon	by	the	Consignor	in	writing.​TIMEFRAME.	In	the	event	that	all	the	Consigned	Items	are	not	sold	by	[Date],	all	unsold	Consigned	Items	shall	be	returned
to	the	Consignor	with	all	delivery	costs	borne	by	the	Consignee.	Even	the	best	consignment	sale	will	often	have	leftover	merchandise.	This	clause	ensures	that	the	Consignee	will	return	all	unsold	goods	to	the	Consignor	after	a	certain	number	of	days.	Consignment	stores	are	less	likely	to	include	this	clause,	since	retail	stores	have	room	to	store
unsold	items.	
CONSIGNOR	REPRESENTATION.	The	Consignor	hereby	represents	and	warrants	that	the	Consignor	holds	full	title	(or	has	received,	in	writing,	the	authorization	to	sell	the	Consigned	Items	by	any	necessary	parties)	to	the	Consigned	Items.	This	clause	confirms	that	the	Consignor	has	all	rights	necessary	to	sell	the	items.	This	protects	the	Consignee
in	case	the	Consignor	has	hidden	other	owners	from	their	knowledge.	EXPENSES.	The	Consignee	shall	bear	all	expenses	for	shipping	the	Consigned	Items.	It	is	generally	standard	that	the	Consignee	bears	the	costs,	but	this	is	easily	switched	by	simply	substituting	in	“Consignor.”	NO	MODIFICATION	UNLESS	IN	WRITING.	No	modification	of	this
Agreement	shall	be	valid	unless	in	writing	and	agreed	upon	by	both	Parties.APPLICABLE	LAW.	This	Agreement	and	the	interpretation	of	its	terms	shall	be	governed	by	and	construed	in	accordance	with	the	laws	of	the	State	of	[State]	and	subject	to	the	exclusive	jurisdiction	of	the	federal	and	state	courts	located	in	[County],	[State].	Every	state	has
slightly	different	laws	surrounding	consignment	arrangements	and	distribution	agreements.	This	clause	clarifies	the	governing	law	that	will	apply	to	any	disagreements.	​IN	WITNESS	WHEREOF,	each	of	the	Parties	has	executed	this	Contract,	both	Parties	by	its	duly	authorized	officer,	as	of	the	day	and	year	set	forth	below.
[Sender.Company]SignatureMM/DD/YYYY[Sender.FirstName][Sender.LastName][Client.Company]SignatureMM/DD/YYYY[Client.FirstName][Client.LastName]


