上海福朗捷进出口有限公司
 代理商管理办法
主 旨 

湖北天地重工（集团）有限公司为拓展其海外市场，树立品牌经营的意识，决定通过其子公司上海福朗捷进出口有限公司（以下称FLJ公司）建立渠道销售模式，树立并发展海外代理商制度。 FLJ公司的营销政策主要从产品、价格、通路、产品售后服务等方面对代理网络运作进行明确规定，以求通过制度化来保证代理网络的秩序，提高代理网络的整体效益，拓展各位代理商的利润空间，营销政策作为代理网络运作的基本规则，需要各位代理商的极力维护，共同遵循，并能及时地提供宝贵意见，协助FLJ进行政策修订，促成政策不断的完善，以使政策能够切实地保障各代理商的利益，促进海外业务快速地发展，成为中国重型运输装备在海外市场的第一品牌。
代理商类型：
独家代理：是指具备相应资质和能力，经FLJ公司授权，双方签署独家代理协议，代理商在授权区域内代表湖北天地重工（集团）公司从事指定产品的营销和服务，协助做好最终客户的咨询、受理、销售，并能够在规定时间内完成代理协议规定的营销和服务任务指标的代理公司。
总代理：是指具备相应资质和能力，经FLJ公司授权，双方签署总代理协议，代理商在授权区域内代表湖北天地重工（集团）公司从事指定产品的营销和服务，选拔并通过FLJ公司任命区域独家代理，协助做好最终客户的咨询、受理、维护和故障处理，并能够在规定时间内完成代理协议规定的营销和服务任务指标的代理公司。
第一章 代理商资格的取得
独家代理和总代理均必须具备所申请区域内从事重型运输设备销售相关的经历两年以上，有一定的销售渠道及较强的市场开拓能力。
代理商必须具有独立的企业法人资格，固定的办工地点；5人以上的编制；50万美金以上的注册资金（总代理具有100万美金以上注册资金、盾构代理1000万美金注册资金并连续两年营业额不低于5000万美金）；在该地区拥有良好的声誉，无不良商业记录。 
总代理应有不少于两人的专职销售人员、服务人员并经公司培训合格。
独家代理商应提供不少于2家的潜在客户，必须真实有效；总代理必须提供代理区域内《客户清单》 、《市场分析报告》、《销售渠道的建立办法》、《主要营销手段》等报告，并作为总代理协议生效的附加条件，本公司将对以上报告遵守商业道德进行必要的秘密保全及提供人权益保护。
第二章 代理商资格取得程序
欲取得代理资格的经营实体通过电话、传真或电子邮件，介绍基本经营情况后，得到公司渠道部主管的认同。
代理商将代理申请、营业执照复印件、公司名称、法人代表、联系电话、公司基本情况资料（含人员构成、近两年总体工作业绩、重型运输装备方面工作业绩、营业区域企业状况、资源优势、市场拓展计划等）等资料的“书面部分”寄给公司渠道部，“电子版”申请材料发至渠道部邮箱 fulangjie20@fulangjie.com 。
公司渠道部管理人员对有关资料考核评估合格后，对符合条件的代理商进行实地考察，或者邀请至中国进行最终洽谈。
双方签署代理协议，代理关系正式成立。
公司按有关管理办法考核代理商。
第三章 代理商的义务
代理商不能代理其他中国品牌的重型运输装备产品。
代理商不得侵犯公司产品的知识产权，并负有在代理区域内监督公司知识产权不被侵犯的义务。
代理商有义务在代理区域内积极宣传、拓展所代理产品的市场和维护甲方形象。
代理商应积极配合公司在代理区域内举办的各种宣传活动。如公司在代理商代理区域内参加展会、研讨会等活动，代理商应积极向公司提供潜在用户名单，并负责通知有关用户。
对区域内宣传、推广、参加行业展会等活动提出意见及申请。
代理商有对公司内部资料保密的义务。
保证金问题：一般情况下代理商不用交纳保证金；但如果因为营销中存在远期信用证或分期付款等存在风险的付款方式，代理商为赢得销售帮助用户提供信用担保时，必须为确保FLJ的货物权而提供相应资金作为安全保证金。
第四章 代理商可获得的宣传等支持
公司向代理商提供产品宣传资料及产品演示光盘。在培训和签署协议时公司将根据代理状况免费提供一部分资料。
如公司产品变更、升级，应及时通知代理商。
公司在宣传品及广告的适当位置刊登代理商的名称、地址、电话及其他方式。
公司在http://www.fulangjie.com/网址上刊登代理商的基本情况并提供免费的网址友情链接。
公司在专业行业网站、期刊等宣传平台上登载公司形象及产品广告，以增加产品号召力。
根据代理协议及具体批准的项目向代理商支付协同参加展会费用，优秀代理商奖励金，参加优秀代理商奖励年会，免费中国旅游等。
第五章 代理商培训制度
    经代理商申请，公司可对代理商下属的销售人员不定期培训。总代理必须拥有至少一名由公司培训或公司委派的销售人员，并同时拥有至少一名培训合格的售后服务人员。
第六章 代理商定期报告制度
    代理商应每月五日前向公司书面传真汇报上月的工作情况，报告中应包含以下内容：
市场分析及展望（每季度一次）。
完成销售额情况及明细，并进行必要的分析。
联系的目标用户名单、联系方式以及意向和进展情况。
进行的其他市场活动。
当地市场竞争对手动向及可能造成的影响。
下月计划。
第七章 冲突的处理及区域保护
    代理商之间在开展业务时出现冲突时按以下办法执行，以确保代理商的权益：
公司在代理商设立布点时原则上本着一个国家（人口8000万以下，面积100万平方公里以下）的一个行业只设一个独家代理，出现客户重叠时以具体某类产品销售经验为处理原则，同客户的人际关系作为重要考虑点。总代理的设立参照分类产品的区域市场容量标准（见附件1），必须以产品经验为优先原则，以利于售后服务的开展。 
两级代理采取需求登记优先的原则以避免冲突。即不论哪一级的代理，发现客户有购买相关产品计划后将客户需求情况及联系方式报公司渠道部存档，如果此客户已登记，即成为登记代理的客户。其他代理和公司驻国内外贸人员不得私自与此客户联系。代理商与管理该区域的渠道管理员协同报盘，价格、技术参数、产品配置等核心资料进入客户档案，此后该客户不论何时采购，协议时间规定内的该区域代理商都是唯一的合法权益享有人。
公司外贸员接到未登记客户发来的询盘信息可分为三种：A、代理商已知该客户，也知道客户的购买意向，却未能及时跟进并向公司登记；B、代理商已知该客户，但不知道客户的购买意向；C、代理商根本不知道该客户的存在。三类情况公司都将通报代理商，并责成公司外贸员协同代理商共同把握，代理商权益分配为（A、100%，B、80%，C、50%）。出现C类情况，公司将书面通知代理商注意信息的收集，累计三次将发出书面警告。
如某客户虽已有代理商登记，但进展缓慢，而其他代理商和外贸人员另有更好的销售渠道可供利用时，该客户可经公司渠道部协调后双方共同开发，原代理商权益不变。
第八章 代理商的考核制度
    公司对代理商的考核主要分为以下几个方面。
销售额（根据各区域特点及容量分别制定）的考核。公司将根据代理所在区域的不同以及公司提供的便利条件高低制定不同的销售额。销售额包括代理商牵线公司签约和代理商直接签约两部分。销售额考核为季度考核。由于代理未积极工作连续三个季度或年终没完成预定销售额的，公司有权取消该代理商的代理资格。
信息收集考核。代理商应按规定每月向公司市场部汇报各种相关信息。一线销售信息是企业的生命。各级代理必须尽早把重要信息反馈到公司市场部。一般信息采取定期汇报制度，并且每季度需对所代理市场进行分析和展望。如代理连续两个月未能及时汇报有关信息，或汇报信息失真造成严重影响的，公司有权发出书面警告，并按情节轻重扣减代理费用，一年内累计三次书面警告，公司有权解除代理协议而不需作任何补偿。如提供信息确有价值，对公司发展起到积极的促进作用的。公司将给予一定的奖励。
保密制度考核。代理必须严格保守公司的各种机密。如由于代理泄密造成严重影响的，公司有权随时解除代理协议而不需作任何补偿，情节严重的，可追究有关代理的法律责任。
产品知识产权保护考核。代理商不得侵犯公司的知识产权，并负有在代理区域内监督公司产品的知识产权不被侵犯的义务。
工作态度考核。代理商须积极开展有关工作和配合公司在其代理区域内的各项活动。
第九章 代理关系的解除及延续
公司产品更新速度落后于竞争对手，造成产品竞争力大大下降，代理商可要求解除代理关系。
代理商认为公司产品质量、价格等竞争力已无法获得市场，不愿再作为公司代理，代理商可以协商以解除待代理关系。
代理商连续两个月未能按时向公司提交工作报告，经公司管理人员多次督促第三个月仍未按时提交的。（无补偿解除）
一年以内累计收到公司三次书面警告的，违反保密原则的。（无补偿解除）
独家代理未能及时进行市场宣传、拓展，导致公司业绩大幅下滑的；总代理没有按照客户意愿进行售后服务的；与客户发生激烈冲突破坏公司形象的行为。（无补偿解除）
代理商侵犯公司知识产权或明知有人侵犯知识产权而漠视甚至提供帮助的。（无补偿解除）
代理期结束前一个月，代理商应与公司市场部的渠道主管洽谈下一个周期的代理协议。
如未能及时签约，而双方又都没有明确表态不愿意续约时，可仍依照原约定执行。如公司代理协议条款有重大变化，原代理期满后必须签订新的代理协议，
第十章  代理关系的解除程序
1、代理商与公司结清所欠货款，然后提交用户资料且退还公司提供的各种资料。
2、没有规定免予补偿的解除行为，公司将向代理商支付发生的宣传推广或参加展会   等费用。
3、未完成的合作项目，双方可依据单项合同，或重新签订补充协议以保证合同的继续履行。
4、如由于代理责任给公司造成严重损失的，公司有权要求给予相应的赔偿，甚至追究有关的法律责任。
第十一章 公司总部对代理商的承诺
1、日常事务承诺
FLJ公司做好代理商带客户来上海、武汉考查事宜，内容包括：参观上海公司、武汉集团公司及生产基地、正餐招待一次。
在遭遇强烈竞争对手时，确保代理商5％的利润。
协助代理商树立样板用户。
提供各型产品合同正本填写模式。
监督、检查总部渠道管理员的工作行为规范。
对渠道管理员违纪行为及时投诉，公司总部对举报内容施行保密措施，处理情况及时反馈给代理商。
2、售后服务承诺
验收条件：公司总部派人安装调试完毕，设备正常运转后，双方代表应对设备进行质量性能确认合格且在验收报告上签字后开始计算保修期。
公司提供用户一年的保修期，一年内任何机组本身故障或部件损坏，均由公司总部负责恢复或更换，费用由公司总部承担。
公司总部将对用户方提供有偿的产品终身维修业务，所需要更换的部件均按成本价提供。
24小时之内答复代理商提出的问题，未如期回复的可向公司渠道主管进行投诉（公休日除外）。
产品出现故障时，公司总部应在接到通知后24小时内给出故障解决方案，独家代理和总代理均无法解决的，48小时内决定售后支持全套方案。
由于产品质量问题所造成的损失，由FLJ全力承担，代理商存在损失的，同时给予代理商相应的补偿。

公司各产品及代理商选拔标准
液压模块式挂车：

SPMTs：

船体运输车及钢厂用平板车：

盾构（TBMs）

代理商申请表

独家代理协议

总代理协议

备  注

1、本管理办法从2009年4月18开始施行。

2、本管理办法的解释权为上海福朗捷进出口有限公司。

Shanghai fulangjie Import and Export Co., Ltd.
  Agents Management 

Keynote 
To actively explore Hubei tiandi Heavy Industries (Group) Co., Ltd. overseas market, establish brand awareness, Shanghai fulangjie Import and Export Co., Ltd. (hereinafter referred to as the company FLJ) - Subsidiary of TIANDI GROUP After careful study, decided to establish a channel sales model, to establish and develop the overseas agent business system. FLJ company's marketing policy from the product, price, access, product after-sales service network in terms of the operation of agents clearly stipulates that in order to ensure, through the institutionalization of the order of an agent network, to improve the overall effectiveness of an agent network, to expand that agents profit margins, marketing agent network operation policy as the basic rules that agents need to maintain strong, common to follow, and can provide valuable advice in a timely manner to help policy FLJ amended policy to promote continuous improvement so that policies can be effectively to protect the interests of the agents to promote the rapid development of overseas business, heavy transport equipment in China in the number one brand in overseas markets. 
Agent type: 
A, the exclusive agent: is the ability to have the appropriate qualifications and by FLJ authorized, the two sides signed an exclusive agency agreement, agents in the authorized representative of the region in Hubei tiandi Heavy Industries (Group) Co., Ltd. engaged in the marketing of designated products and services to help do a good job in the final customer consultation, acceptance, sale, and can be completed within the specified time the provisions of agency agreements and service marketing agency task indicators. 
B, general agent: is the ability to have the appropriate qualifications and by FLJ authorized, the two sides signed the agent agreement, authorized agents on behalf of the region in Hubei tiandi Heavy Industries (Group) Co., Ltd. engaged in the marketing of designated products and services, the selection and adoption of FLJ the company appointed the exclusive regional agent, to help end customers to do a good job of consultation, acceptance, maintenance and troubleshooting and can be completed within a specified time in the agency agreement provides that the task of marketing and service agents indicators. 
Chapter qualified agents to obtain 
1, the sole agent and the agent must have the application engaged in the region of heavy transport equipment sales for more than two years related experience, a certain degree of sales channels and strong marketing capacity. 
2, agents must have an independent corporate legal personality, a fixed office location; the preparation of more than 5; 500,000 U.S. dollars registered capital of more than (general agent with more than one million U.S. dollars registered capital, shield agents registered capital of 10 million U.S. dollars and for two consecutive years the turnover of not less than 50 million U.S. dollars); in the region has a good reputation, has no adverse business records. 
3, the agent should be not less than two full-time sales staff, service personnel and the training of qualified companies. 
4, the sole agent should provide at least two of the potential customers must be real and effective; agent must provide the agent the region "client list", "market analysis report," "approach to the establishment of sales channels," "major marketing tool "and so on, and as a general agent of the additional conditions for the entry into force of the agreement, the Company will report more than necessary to comply with business ethics and the secret protection to protect the rights and interests. 

Chapter II agents eligible for the procedure 
1, For qualified business entity agent by phone, fax or e-mail, introducing the basic operation, the head of the company recognition channels. 
2, applications will be the acting agents, a copy of business license, company name, legal representative, contact telephone number, the basic situation of the company information (including personnel, the performance of the overall work of the past two years, heavy transport equipment performance, operating conditions of the regional enterprises, resources, market development plans, etc.), etc. "written part of" the channels sent to the Department of the company, "the electronic version of" application materials sent to the Ministry of mail channels fulangjie20@fulangjie.com. 
3, the Department of Company management channel information on the assessment examination after passing the qualifying agents for field visits, or the invitation to China to negotiate the final. 
4, the two sides signed the agency agreement, agency relationship was established. 
5, the company management  assessment in accordance with the relevant agent. 
Chapter III of the obligations of agents 
1, agents can not be agents of the other Chinese brand heavy-duty transportation equipment products. 
2, agents must not violate the intellectual property products, and has the region in monitoring agent are not violations of intellectual property obligations. 
3, agents acting under an obligation to actively promote the region and expand the market by agents and maintenance of Party image. 
4, should actively cooperate with the agents in the region organized by agents of various promotional activities. Agents such as agents in the region to participate in exhibition, seminars and other activities, agents should be provided to the list of potential users, and is responsible for informing the user. 
5, the region publicity, promotion, exhibition and other activities to participate in the industry to give their views and applications. 
6, agents have information on the company the duty of confidentiality. 
7, bond issues: agents generally do not have to pay margin; However, if the existence of long-term marketing, such as letters of credit or installment payment method there is a risk, to help win sales agents to provide credit guarantee, it is important to In order to ensure that the right goods FLJ provide funds as a safety margin. 
Chapter IV publicity agents available to support the 
1, the company provides products to the agents of publicity materials and product demo CD-ROM. In training and when the company signed an agreement will be provided free of charge as part of proxy information on the situation. 
2, such as product changes, upgrades, should promptly notify the agency. 
3, the company in the promotional materials and advertisements published in the appropriate place agents name, address, telephone and other means. 
4, the company Web site, published in http://www.fulangjie.com/ agents and the provision of free basic Web site Links. 
5, professional website company, periodicals and promotional platform posted on the company's image and product advertising, in order to increase product appeal. 
6, according to agency agreement and the specific approval of the project to the agent to pay the cost of collaboration participate in exhibition, fine agent incentive to participate in the annual awards outstanding agents, free travel, such as China. 
Chapter V agent training system 
     Application by the agent, the company's agents may from time to time the training of sales staff. Agent must have at least one training by the company or companies designated by sales staff and at the same time have at least one of the after-sales service training of qualified personnel. 
Chapter VI regular reporting system agents 
     Agents should be on the 5th month in writing by fax to the company reporting last month's work, the report shall contain the following elements: 
1, Market Analysis and Outlook (quarterly). 
2, complete and detailed sales and carry out the necessary analysis. 
3, the target contact list, contact information, and intentions and progress. 
4, other market activities. 
5, the local market trends and competitors may impact. 
6, next month plans. 
Chapter VII dealing with conflicts and regional protection 
     Between agents in carrying out operations where there is conflict between the implementation of the following methods to ensure that the rights and interests of agents: 
1, the company set up in the cloth when agents operate on the principle of one country (the population below 80 million, covering an area of one million square kilometers or less) of an industry is only a sole agent, there when customers overlap with specific experience in certain product sales to deal with the principles of interpersonal relationships with clients as an important consideration. General agent for the establishment of classification of products by reference to the capacity of the regional market standards (see Annex 1), must be based on the principle of product experience as a priority in order to facilitate the carrying out after-sales service. 
2, two agents needs to take the principle of giving priority to register in order to avoid conflict. That is, no matter which level of agency, found that customers plan to purchase related products and customer needs will contact the Department reported that the company filed the channels, if the customer has registered, that is, become a registered agent customers. Other agents and companies in the domestic private and foreign trade personnel shall not contact the customer. Agents and the management of the regional administrator of the channels offer synergies, price, technical parameters, the core product configuration information into the customer file, then the client at any time of procurement, the agreement within the time provided for in the region are the only agents the legitimate rights and interests enjoyed by people. 
3, the company's foreign trade registered member receives inquiries made to the information can be divided into three types: A, agents known to the client, but also know that customer buying intentions, has failed to timely follow-up to the company registration; B , agents known to the client, but I do not know customer buying intentions; C, agents do not know the existence of the client. Three types of companies will be informed of the situation of agents, and instructed the company's foreign trade staff to grasp a common collaborative agents, agents for the rights and interests of the distribution of (A, 100%, B, 80%, C, 50%). C-type situation arise, the company will pay attention to the information agent written notice of the collection, a total of three written warnings will be issued. 
4, if a customer has registered an agent, but the slow progress, while other agents and foreign trade personnel and another for a better use of sales channels, the channels for customers to the Department by the company after the two sides to coordinate joint development, the former Deputy the interests of the same. 
Chapter VIII of the appraisal system agents 
     Evaluation of agents the company is mainly divided into the following aspects. 
1, sales (based on the regional characteristics and capacity development) examination. Will be in accordance with the different agents, as well as the areas where the facilities provided for different levels of sales. Company sales, including a go-between agents and agents direct contracts signed in two parts. Sales assessment test for the quarter. As the agent is not active for three quarters of work not completed or scheduled for the end of the year sales, the company the right to cancel the eligibility of the agent's agent. 
2, information-gathering test. Agents shall be a monthly report to the company marketing a variety of relevant information. Front-line sales information is the life of enterprise. Acting at all levels must be an important feedback as soon as possible to the corporate marketing department. General information for the regular reporting system, and every quarter of the agents need to market analysis and outlook. Acting for two consecutive months, such as failure to report the information, or to report a serious impact of information distortion, and the company have the right to a written warning, and the seriousness of the case agent fees deduction, within one year a total of three written warnings, the company the right to terminate the proxy agreement without any compensation. Do provide valuable information such as, the company play a positive role in promoting the. The company will give certain incentives. 
3, confidential assessment system. Agents must be strictly conservative various confidential. Acting as a result of the impact of causing serious leak, the company have the right to lift the agency agreement at any time without any compensation, the circumstances are serious, can be held accountable for the legal responsibility of the agent. 
4, evaluation of intellectual property protection products. Agents must not violate the company's intellectual property rights, and has in the region monitoring agent products are not violations of intellectual property obligations. 
5, work attitude assessment. Agents to actively carry out the work and cooperate with their agents in the activities of the region. 
Chapter IX of the disarmament agency relationship and continuity 
1, the company behind the product to update the speed of our competitors, resulting in a significant decline in the competitiveness of products, agents may require the lifting of agency relationship. 
2, agents that the company product quality, price competitiveness has been lack of access to markets, as companies do not want to agents, agents may agree to lift the agency relationship to be. 
3, agents for two consecutive months, failed to submit a work report to the company by company managers several times to urge the first three months on time has not yet submitted. (Without compensation to lift) 
4, within a year the company received a total of three written warnings, in violation of the principle of confidentiality. (Without compensation to lift) 
5, the sole agent failed to timely market information, expand, resulting in a substantial decline in the performance of the company; agent not to after-sales service in accordance with the wishes of customers; violent conflict with the customer to undermine the conduct of the company's image. (Without compensation to lift) 
6, agent knowingly  violating someone's intellectual property or infringement of intellectual property rights and to ignore or even to help. (Without compensation to lift) 
7, agent before the end of a month, agents should be with the company in charge of marketing channels for the next cycle to discuss the agency agreement. 
8, such as failure to sign, and the two sides have not made it clear they do not want to renew their contracts, they can remain in accordance with the implementation of the original agreement. If the Company a significant change in the terms of the agreement, after the expiration of the original proxy agent must sign the new agreement, 
Chapter X of the disarmament process agency relationship 
1, agents with the company owed money to settle, and then returned to submit the user information and information provided by the company. 
2, does not require the lifting of immunity from acts of compensation, the company will pay the occurrence of agents to promote or participate in the exhibition and so on. 
3, unfinished projects, the two sides can be the basis of individual contracts, or a supplemental agreement was signed to ensure that contracts continue to do so. 
4, such as liability to the company as a result of agents causing serious losses, the company have the right to request the appropriate compensation, or even look into the question of legal responsibility. 
Chapter XI agents based on the commitments 

1, day-to-day commitment 
A. FLJ company with clients to agents to do a good job in Shanghai, Wuhan, to examine issues, including: visited Shanghai, Wuhan and production base group, a dinner reception. 
B. When in the event of a strong competitor to ensure that the agents of 5% of profits. 
C. to help establisha model for user agents. 
D. contract to provide various types of products that fill in the original model. 
E. supervision, inspection managers work channels Headquarters behavior. 
F. administrator violations of channels timely complaint, the company headquarters to report the contents of the implementation of security measures to deal with timely feedback to agents.

2, after-sales service commitment 
A. Acceptance criteria: The company is headquartered send completed installation, the normal operation of equipment, the two sides to deal with the quality of the performance of equipment qualified to confirm the report and sign the acceptance started after the warranty period. 
B. Company to provide users one-year warranty period, any unit within one year of parts failure or damage to itself by the corporate headquarters is responsible for the restoration or replacement, the cost borne by the company headquarters. 
C. The company is headquartered will provide users of the product life-long maintenance fee business, need to be replaced by the cost of the components are provided. 
D. 24 hours agents answer the questions raised can not be back channels to the company in charge of a complaint (except holidays). 
E. failure of products, the company headquarters should be notified within 24 hours after the fault is given solutions are the exclusive agent and distributor can not be resolved within 48 hours after the decision to support a comprehensive plan. 
F. Due to the issue of product quality caused by the loss of full commitment

F. Due to the issue of product quality caused by the loss of full commitment from FLJ, the existence of the loss of agents, agents at the same time give the appropriate compensation. 
Annex 1 company of the products and the selection criteria for agents 
1, hydraulic modular trailers: 
2, SPMTs: 
3, shipyard transporter: 
4, shield (TBMs) 
Annex 2 Application Form for Agents 
Annex 3 exclusive agency agreement 
Annex 4 general agent agreement 
Remarks 
1, the management from 2009 into effect April 18. 
2, the power of interpretation of the management of Shanghai fulangjie Import and Export Co., Ltd.
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