Distribution Contracts: Content, Strategy & Negotiation

By Candace L. Moon,
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When negotatng payment, be sure to be specifc i
payment, and how much fexibility you are comfort
compromi se your ability to claim that the other
Ot her fnanci al consideratons to negotate and 1inc

§ Cost of product

§ Freight (FOB)

§ Breakage in transit

§ Keg Deposits/ Credits

§ Pall et Deposits/ Credits

§ Sampl es

§ Promotonal/ Marketng billing

§ Same payment ter ms?
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and the disposal of expired product
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refrigerated? Are foor stacks ok?). Al so be spe
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You need to include content about expectatons an
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§ Growing your brand
§ Sampling the retailers on your product
§ Feet on the street from the distllery
§ POS (point of sale) items
§ Promotons/ Frequency of focus
§ Sampl es
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Candace L. Moon is a San Diego-based attorney who has spent the last eleven years
dedicating her law practice to the craft beer industry. She has worked with over 450 craft
breweries and craft breweries-in-planning nationwide, handling many different legal areas
including alcoholic beverage law, contract review and trademark law.
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Laura Lodge Owner/Author, Distribution Insight, LLC

As the author of Distribution Insight for the Craft Brewer, Laura shares her experience with
distribution on the Western Slope of Colorado for the benefit of brewers everywhere. A
veteran of the craft beer industry, she is also the Owner of Customized Craft Beer Programs,
designing events, resort retail programs, and educational programs based on craft beer.




