4. NEGOTIATE AGREEMENTS THAT WORK FOR BOTH YOU AND YOUR PRINCIPALS
The agreement a manufacturers' agent negotiates with a principal governs how they work with each other.  The agreement also determines the compensation you receive in the event the agreement terminates.  When you negotiate the agreement, prior to the start of the relationship, the dollar value is minimal.  At the time the agreement terminates, years later, the dollar amount can be significant.
Professional manufacturers’ agents negotiate fair and balanced agreements that protect both parties and retain knowledgeable attorneys to review them prior to signing.
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