Agreement for Regional Distribution

Both Parties:

Company: Anyang Gemco Energy Machinery Co., LTD

Distributor:

Sales responsibilities and obligations assumed by Anyang Gemco Energy Machinery Co., LTD:

1. Take charge of product sales in xx area and participate in related affairs.
2.  Supply related sales and promotional documents to assist the distributor’s activities related to the company’s products.

3.  Designate a sales specialist for continued service.
4.  Provide free technical training for distributor’s sales staff.
5.  For customers placing large orders, the company will send sales staff and engineers to assist negotiations with all costs borne by the distributor.
6.  Give guidance to the sales market and visit regularly.
7.  Supply information for publicity.

8.  Proficient distributors (those better in sales and improving brand reputation) may be promoted to the role of general area distributor, to take charge of all business in the area, with the company offering more support accordingly.
Responsibilities and obligations of the distributor.:

1. Accomplish the sales volume stated in the contract and expand product sales.
2. Be responsible for regional product sales and for related matters.
3. Submit written monthly and quarterly reports to the company which are to include stock sales, market information and sales networks to give the company a comprehensive view of the sales situation.
4. Maintain the company’s commercial interests, trademarks and business reputation.

5. If the distributor discovers that a third party infringes on the company’s intellectual property rights, or engages in any other illegal behavior detrimental to the company, the distributor shall report this to the company.

6. The distributor may not sell other products with the company’s brand or packaging; it may not counterfeit the company’s product.
7. Take part product promotional activities.

8. It is the obligation to supply the market experience with company or other distributors, so that make progress together.

9. The distributor must not sell to company’s product to third parties which are in competition with the company.

Assessment of distributor qualifications:
1. The distributor’s qualifications are to be assessed annually. If the distributor does not meet the requirements stated in the second paragraph, the company has the right to terminate the contract.

2. The distributor is to achieve USD 500,000 in annual sales volume.

Distributor stipulations:

1. The first order made by the distributor is to be no less than 15% of its annual sales volume.
2. A down payment of 30% for the first order is to be paid upon signing the contract.

3. The 70% final payment should be paid within seven days of signing the contract.

4. If the distributor fails to adhere to the aforementioned items 1-3, the distributor shall be waived of its distribution rights and the contract terminated, with the initial payment kept by the company as compensation. The company may then select and confirm a new distributor.

Orders and payment:

1. Distributor is to remit payment for the goods by bank transfer or other ways into the bank account designated by the company.
2. The frequency of purchase is at the distributor’s discretion within the annual sales period, but the quantity ordered is to be no less than 20 units (one small container load) each time.

3. For orders, the distributor should prepare the order in written form for submission to the company ten days in advance, so that the company can arrange production and transportation.
4. The company is to send a written notice to the distributor after completing the order. Upon receipt the distributor must remit payment into the bank account designated by the company within three banking days.
5. The distributor is to ensure that enough products are in stock to satisfy 15 days’ demand in order to avoid the products becoming out of stock. The distributor is responsible losses due to shortages caused by improper stock management.

Storage and Transportation
1. The company is to transport ordered products to the place designated by the distributor. The transport and insurance costs are to be set according to the terms of trade. After the products are delivered they should be inspected immediately by the distributor. In the case of inconsistencies, the distributor is to take photos for remarks upon signing for the goods and raise an objection to the company within three days. Otherwise, the products are deemed to be qualified.

2. To avoid the unnecessary loss of products during transport (due to breakage, rain, missing parts, etc.), the company pays by products. The distributor is to deduct the cost caused by the damaged cargo when found and to make a written notice of the real quantity and degree of breakage to the company.
3. The products should be stored in a warehouse.
Market Policy and Management

1. The ex-factory price from the company is uniform for all regions; the company is to advise as to the retail price. The distributor may negotiate the price with the company based on market conditions.

2. In order to maintain the company’s reputation and interests, the distributor is not to sell the products at prices the company’s ex-factory price or sell products directly or indirectly to markets outside of their designated region.
3. The company is to intermittently engage in promotional activities and make improvements in the product image. Both company and distributor are to jointly develop a marketing plan.
4. The company is to supply the distributor with a certain number of catalogs, promotional products and sample machines, etc., according to market needs.
5. As for all questions provided by clients and sales questions in product sales, the distributor should take them seriously and report them to the company for the improvement of after-sales and product itself.
6. The distributor is to be authorized by the company to use the GEMCO brand, but the authorization only extends to use in related sales, advertising and promotional activities (including business cards). Use of the company’s brand must first be approved by the company before implemented.
Reward Policy

1. If the distributor, within a year, achieves a sales volume in accordance with the second paragraph of Article VI of this contract and doesn’t violate the contract, the company will give a cash reward to the distributor equal to 1% of the sum spent by the distributor in purchasing from the company.

2. If agency can finish the year sales task, the distributor will be amply rewarded according to different regions, besides getting the above reward.
Quality guarantee

Qualifications and conditions for distribution
ⅠDistribution qualification
1. Conditions of ownership：

    Possession of the registered legal company.

2. Financial position:
    Possesses an independent account capable of overseas remittance, with adequate cash flows and access to commercial credit.

3. Market capacity:
A. Heightened capacity for sales and market development. Can independently create sales and promotional plans.

B. Able to coordinate increased publicity for the company’s products, to develop regional customers, and to manage market orders in the region together with the producer.

4.  Human resources:
A. The manager is competent, experienced and reputable
B. One independent sales team with more than one specific person in charge of company’s product.
C. A qualified technical team with more than two persons in charge of technological service related to the company’s products.

D. Good social relations in the local area.

5.  Sales restrictions:

The distributor can not recommend any other brand of similar product after signing the contract.
ⅡDistributor conditions:
1. Distributor must supply the following: a company introduction, contact information, commercial license, bank account information and tax registration certificates, as all of these need to be checked.
2. Comprehensive due diligence will take place before reaching a decision.
3. Notes for cooperative agreement:
A. Sales volume: It is the basic duty of the distributor to accomplish the designated annual sales target. It forms the basis of the bilateral cooperation. If sales do not meet this target, the company is unable to protect the goods’ price in the region.

B. Area/range policy: The distributor must sell products in the designated area. If sales are made outside of the designated region without the company’s consent, directly or indirectly, it is deemed to be in violation of the area/range policy.
C. Price policy: the distributor should abide the price system to ensure GEMCO receives a profit on products produced. If the distributor reduces the price without the company’s consent it is thereby deemed to have rescinded its distributor designation.
D. Payment: full payment in advance.
E. Order period: 10 days.
F. If expiration of the contract approaches and both parties are satisfied with the partnership, the agreement can be renewed on a mutually consensual basis.
Distributor qualifications:
Introduction to GEMCO Energy Machinery Company:

Supports:
1. One year guarantee period for the first order.
2. Provides free related product training for sales team.
3. Sends out sales and technical staff to deal with large clients.
4. Gives guidance and will regularly visit the sales market.
5. Supplies some promotional materials.
6. A distributor who performs better in sales and is more reputable can be promoted to general area distributor, responsible for business in a wider sales area, and the company will offer greater support.
Company:
Distributor:

Date:
