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A Commercial Distributorõs Point of View

Pam Fleming



1) This agreement will clarify the system of pass through being utilized by the 
Processor.

a) Not every system is approved in every state, so the processor needs to check with the State

b) How the Distributor is being billed if the system is fee for service

c) Whether the Distributor may deduct off invoice the commodity food value given to the RA, 
or bill back and wait for a check to be processed from the processor if the system is NOI .

2) It should be stated in the Agreement the method for forecasting products to be 
used and when.

a) Distributors are in the dark without some kind of forecast as to what to bring into stock 
and when.  Brokers usually handle the survey with the RA and provide the results to the 
Distributor and Processor.  Whatever the process, it needs to be clear in the agreement.

3) If Commodity and commercial product need to be stocked, the Processor can 
use this agreement to communicate that to the Distributor.

a) Guidelines to prevent the sale of commodity product to ineligible recipients should be 
written in the agreement.

b) How and when the commercial equivalents are to be stocked should be covered as well.



4) Electronic data transfer should be part of the agreement.

a) The distributor needs to know where data should be sent and how often, whether 
daily or weekly.

5) The processor is responsible to provide the Distributor with a list of all 
eligible Recipient Agencies, their allocations and pricing.

6) Distributor needs to ensure the Processor that there is adequate 
insurance to cover any damage to commodity product while in their 
possession.  The cost on the Distributors books is less than the 
replacement value.

7) Any processor specifics not covered under the general agreement 
should be added.



1) Billing format is clarified
a) In order to be able to check invoices the RA needs to know how the distributor 

is billing and if drayage is correct.

b) Two separately negotiated fees ðProcessing Fee and Drayage Fee

2) Assurance that the Distributor has adequate insurance to cover 
commodity product that is temporarily in their warehouse.

a) Not all Distributors know that additional insurance may be necessary for 
product that they do not own.

3) Clarification on what is expected as far as storage of the commodity 
products.

a) Length of time

b) Additional charges if any

4) Delivery Schedules
a) To be delivered monthly?

b) To be delivered weekly with regular grocery orders?

c) Minimum deliveries, drop charges?


