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Dealer – Distributor Agreement
THE AGREEMENT is made and entered into this
day of
, 201
by   and   between

Lindal Cedar Homes, Inc. (Manufacturer), a Washington corporation, and

(Dealer)  (If  Dealer  is  a  corporation  or  LLC,

complete Personal Guarantee on back Page) for and in consideration of the mutual promises contained herein:
1.
Status of the Parties.
(A) Manufacturer is now engaged in the business of designing, manufacturing, marketing, distributing, and selling home “packages ” under the trade name of LINDAL CEDAR HOMES (Lindal) and covered by US patents, copyrights and other US and worldwide patents pending.
(B) (1) Dealer has purchased a Lindal cedar home and has paid a deposit of 15% of the package price. Dealer has purchased this Lindal home for Dealer’s own purposes, that is, to live in, rent, to be built speculatively for resale, or as a commercial building, and the purchase was not made only to qualify as a Dealer. Home location will be:
.

AND/OR
(2) Dealer will use a Lindal Show Home per Section 5(E), located at:
.

AND/OR
(3) Dealer has a store front or office or has plans on leasing a store or office within 30 days. The store or office may be upgraded to a Home Sales Office or Sales Center with nearby Show Home Dealer per Section 11 (B), a Design Center Dealer per Section 11(C), a Subdivision Dealer per Section 11 (D), or Commercial Distributor per Section 11(E), and the Dealer so notified per Section 11(F).
	Location of the store or office is or will be:
	
	.

	
	
	
	
	
	

	(C) Dealer already has a place of business located at
	
	
	

	and/or a model or show home located at
	
	.
	

	
	
	
	
	
	


(D) This is not an exclusive Agreement, subject to the limitations as provided in Section 25.1 Responsibilities of Dealer. Manufacturer shall at all times retain complete control over its own business and, without limiting the generality of the foregoing, shall be entitled at any time to change the prices of its products, discontinue, or change any product design and sell its products to any party, anywhere. Dealer shall retain complete control over its own business, subject to the terms of this agreement. 

(E) Best Practices: The policies, methods and procedures as outlined in this and all other of Manufacturer’s guidelines, memos, Website(s), collateral material etc. have been developed over many years of experience in supplying premium quality custom homes to discerning buyers and represent the Best Practices in this endeavor. Dealer is encouraged to follow and abide by all such guidelines, 

memos, Website(s), collateral material etc. as explained at New Dealer Education seminars, Dealer meetings and elsewhere. As the business and market conditions, opportunities and regulations constantly are changing, Because of constantly changing regulations, market conditions, and business opportunities, Manufacturer from time to time may change such guidelines, memos, Website(s), collateral material etc. and Dealer is encouraged to continue to follow and abide by all such guidelines, memos, Website(s), collateral material etc.
2. Grant of Dealership. Manufacturer hereby grants to Dealer, and Dealer hereby accepts, a Dealership for the sale and distribution of Manufacturer’s products. This Agreement does not include the payment of a Franchise Fee directly or indirectly by the
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Dealer to the Manufacturer. The Dealership is granted and is not sold for any consideration. The following understandings and conditions govern this appointment:
3. Area of Primary Responsibility. The Dealer’s Area of Primary Responsibility (AOPR), is the market area in which Dealer intends to concentrate marketing and sales efforts and shall be a ten (10) mile radius of the Lindal home, store, or office described in Section 1. This AOPR is not an exclusive Area and Manufactruer may choose to establish other dealers in the Region depending upon the marketing potential in the Region. This AOPR is dependent upon and tied to the Quotas as established in Section 4 Term and Quota. The size of the AOPR may be expanded or reduced in size, or eliminated altogether depending upon various business factors, including without limitation, whether Dealer has achieved Quotas. The business decision to change the size of the AOPR will be at the sole discretion of Manufacturer, and Dealer will be given no less than thirty (30) days notice of such proposed change, and an opportunity to provide Manufacturer with information relevant to Manufacturer’s business decision and Dealer ’s commitments within the AOPR. The AOPR may be increased when a Commercial model is built and approved per Section 11 (D). Dealer agrees to use every reasonable means to encourage and promote the sales of the Manufacturer’s products within its AOPR.
Leads and Prospects: Manufacturer, at its sole discretion, may from time to time refer to Dealer Leads for clients within Dealer’s AOPR or in other areas, provided the dealership is in good standing and is meeting its obligations. The minimum requirements are to follow up all leads within 24 hours by email, phone, postal mail, social media and regularly contact lead (minimum three (3) times) and until lead is no longer considered a prospect. Any Lead shall be considered to be a potential client for Manufacturer’s products if such a Lead originates, emanates, or is otherwise influenced by the use of any of Manufacturer’s trade names, advertising, referrals, planbooks, or other collateral materials, etc. To ensure a pro-active Lindal Experience for all Leads, Dealer shall follow up all Leads provided by Manufacturer or from all other points of initial contact on a regular and consistent basis following the then current recommended follow up procedures, from time to time published by Manufacturer (hereafter the term “published ” shall refer to posting such policies or procedures on Manufacturer’s dealer website called LNET) or other recognized follow up practices, if approved in advance by Manufacturer in writing. Dealer shall download or otherwise access all Leads provided by Manufacturer on at least a weekly basis. Dealer shall report monthly to Manufacturer on Dealer’s follow up efforts on all Leads, regardless of the origin of the initial contact, in a manner established from time to time by Manufacturer. Dealer shall provide certain data requested by Manufacturer on all Leads who initially contact dealer for Manufacturer is able to assist in the on-going electronic and other follow-up systems utilized by Manufacturer and in order to evaluate the Manufacturer’s marketing program. The Manufacturer and the Dealer will collect the same data (complete contact information, certain qualification data, source information, and permission to enroll the lead in the Manufacturer ’s electronic follow-up and invitation program. The dealer will make every reasonable effort to collect such data from Leads originating with the Dealer. However, the Dealer may request that the Manufacturer not contact certain Leads with whom the Dealer initiated its sales process with the understanding that Dealer will continue to diligently follow up such Leads, and provide the Manufacturer with the same data that is required for all Leads.
Manufacturer will not refer Leads who initially contacted Dealer, to other dealers. It is understood however that such leads may independently contact the Manufacturer and/or several other dealers. A new Dealer will not receive the Leads who initially contact Manufacturer within Dealer’s AOPR until Dealer ’s Design Center or Sales Center office has been set up and approved, or until Dealer’s model home is under construction, and Dealer has attended the Manufacturer’s New Dealer Education Seminar. Manufacturer, at its discretion, may choose to follow up and further qualify and develop all Leads within Dealer’s AOPR using Manufacturer’s Client Concierge staff (formerly ISS) or others but the Manufacturer shall still promptly refer all such Leads to Dealer after further qualification.
Clients may elect to purchase Lindal products from any dealer, and therefore dealers will from time to time sell Manufacturer’s products to be delivered within another dealer’s AOPR or some unassigned location outside of a 100 miles radius of the selling Dealer’s AOPR. The Manufacturer promotes its Build-Away program and the sharing of sales by dealers, and urges Dealer to follow the published program guidelines. The Manufacturer strongly supports the collaborative effort of dealers and the sharing of markups to serve the client, but the Manufacturer recognizes that such a collaborative effort is not always possible or advisable. Manufacturer advises and Dealer agrees to notify the other dealer(s) nearest to the delivery site or nearest to the client’s residence of the possible sale, (and the name of the prospect, at the selling Dealer’s discretion) at a reasonable opportunity early in substantive discussions with a prospect about a possible home package purchase and whenever possible before the client executes a Lindal Purchase and Sale Agreement. (including those that contain a design agreement). Manufacturer advises and Dealer agrees to discuss possible collaboration with such other dealer(s) and the possible sharing of the Dealer’s mark-up, but is not obligated to share same to avoid any detrimental effects on Manufacturer’s marketing efforts and on the Client’s Lindal Experience. The selling Dealer shall also notify Manufacturer of any prospect residing or building outside a 100 miles radius of a Dealer ’s AOPR, and Dealer may inquire regarding which Dealers may be near the delivery site or client’s residence. Any intentional effort by the Dealer to avoid timely disclosure to the appropriate dealers or the Manufacturer is an default that may be cause for termination, subject to the notice and opportunity to cure provisions of Section 27 Termination.
4-16
DEALER-DISTRIBUTOR AGREEMENT
Page 2
Dealer agrees to refer all Leads for foreign deliveries to the local foreign dealer or to Manufacturer’s Export Manager. If there is no local foreign dealer, Manufacturer, at its sole option, may allow Dealer to sell the home and provide all customer service to the Client using the appropriate price list and specifications as approved by Export Manager
Manufacturer retains the right to sell directly to National Accounts that may build anywhere at any time (they could include, but are not limited to, for example, government agencies, organizations, developers building on their own land or merchant builders) . Upon request, Manufacturer may provide the names of any recent National Accounts to the Dealer/Director. The Dealer /Director is a position which has been filled continuously since 1976 by a veteran dealer and who is a member of the Advisory Board of Directors of Manufacturer. Manufacturer, at its option, may request and Dealer may agree, at its option, that Dealer provide some assistance with such sales to National Accounts. Manufacturer shall provide some compensation to Dealer commensurate with dealer’s involvement requested by Manufacturer.
Any Lead or mailing list created from Leads or clients or other persons which Dealer meets through Dealer’s association with Manufacturer such as other dealers, suppliers, owners, staff etc. must only be used or contacted for promotion and sale of Manufacturer’s products. Such Leads, mailing lists and persons may not be used or contacted for any other purpose, including but not limited to mailings, email, phone, personal contact or any other form of contact regarding any other topic including but not limited to political, philantrophic, religious or personal causes or reasons.
4. Term and Quota.
(A) The term of this Agreement shall continue until December 31, 2017, unless sooner terminated as hereinafter provided or subject to the one-year renewal conditions as indicated below. A Renewal Agreement under the terms and conditions of Manufacturer’s then current Dealer Agreement is available to the Dealer, PROVIDED Dealer shall have met its Volume Quota (below) for the preceding year and, PROVIDED FURTHER, that Dealer shall not have breached any terms of the Agreement. A Renewal Agreement is not automatic.
The initial start-up Volume Quota for home sales under this Agreement shall be two (2) average size homes sold within six (6) months and delivered within twelve (12 months of the date of this Agreement.
This Agreement may be terminated or not renewed by Manufacturer if Dealer fails to meet its quotas during any year. During the last three (3) months of any year, new Volume Quotas for the succeeding year will be determined commensurate with the reasonable market potential of and marketing opportunities such as Home Shows in Dealer’s AOPR. An average size home is defined as a home of a value equal to the average wholesale value to Dealers of all homes sold by Lindal Dealers during the same year ($150,000 [US funds] wholesale, F.O.B. Factory, during 2015).
The annual Volume Quota shall be three (3) average size homes for a Home Sales Office or Sales Center Dealer. The annual Volume Quota shall be four (4) average size homes for a Design Center or Subdivision Dealer. The annual Volume Quota shall be five (5) average size homes for a Commercial Distributor.
Manufacturer may agree to waive, at its sole discretion, any failure to meet quota or breach of other terms of this Agreement by Dealer, per Section 27(B) (3) Probation and/or Termination. When the quota has not been met in any year, the Manufacturer may agree to conditionally waive such failure and in doing so will look at Dealer’s business efforts and activities which may include, though not necessarily limited by the list in Section 21 Marketing, Advertising and Promotion, and may be changed from time-to-time at the Manufacturer’s sole discretion:
(B)  [image: image1.jpg]


 One Year Agreement (check if applicable).

If indicated in the previous line, this agreement shall be for a one (1) year term. A renewal agreement shall be available under the above terms at Manufacturer’s option. All terms of the previous section 4(A) shall apply, except the term of this agreement shall be one year. Dealer agrees to attend the next 4-day New Dealer Education seminar and/or the five-day Lindal University or participate in some other education program of similar utility and duration at Manufacturer’s direction. Dealer agrees to abide by the provisions of the Lindal Dealer Fast Track Program as modified from time to time and as specified initially in Section 11(H) Fast Track Dealer Program.
5. Construction Affiliate. If Dealer has already, or in the future elects to, become affiliated with one or more responsible, reputable local builders or contractors in Dealer’s Area of Primary Responsibility and/or any other area in which Dealer sells homes, Dealer shall be responsible to ensure compliance with the Construction Affiliate provisions of this agreement including but not limited to this section 5 and sections 13(C)5, 17 and 25.1(F). A Construction Affiliate may be a construction firm owned by Dealer or Dealer’s owners,
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partners or employees, but all Construction Affiliates shall be a separate legal entity (i.e. corporation, partnership, LLC etc.) from Dealer, regardless if Dealer is a sole proprietor or a corporation. Dealer may sell Home Packages or Manufacturer’s other materials to Construction Affiliates at any price Dealer chooses and Manufacturer shall not fix such pricing. Unless Dealer has acceptable relevant past residential construction experience, one representative of the Dealer’s Construction Affiliate shall attend the New Dealer Training Seminar per Section 17, Training Seminar, with Dealer, prior to Dealer being authorized.
If Dealer has an existing Construction Affiliate involved in the construction of single family homes (if yes, insert name of Builder)
_________________________________________ (Builder), Dealer and Manufacturer agree that Dealer and Builder may continue to operate Builder’s business as it has done in the past including the sale of home materials. Dealer and Builder agree that they will make their best efforts to sell Manufacturers Products to all leads they receive from Manufacturer or come to them from the marketing efforts of Manufacturer or by use of the Manufacturer’s names, brands, etc. Dealer will not represent or sell products produced or sold by other package home manufacturers.
6.
Show Home:
(A) Dealer agrees to also use its Lindal home as a model to show its customers. 

(B) Dealer agrees to relinquish its Dealership should Dealer discontinue, use, or dispose of its show home, or Dealer will purchase another home within three (3) months of such disposition and complete said home within six (6) months of such disposition. Dealer will notify Manufacturer immediately, in writing, upon such discontinuance or disposal of show home. 

(C) Dealer who has a home on order, as per Section 1 (B) (1), agrees that this Agreement will be null and void if delivery of home has not taken place within four (4) months of the effective date of this agreement. 

(D) Design Center/Sales Center. Manufacturer must approve the location and design, as well as the completed Design Center or Sales Center, per Section 11(B) or 11(C). It must be in an appropriate business area and presentable. 

(E) Dealer, unless in compliance with Section 11(E) Commercial Distributor, shall have a model Lindal home to show within a reasonable distance of Dealer’s store or office. The home can be Dealer’s own or another client’s existing Lindal home, as long as Dealer has consent from owner to show the home and the home is approved by Manufacturer for use as a show home. A consent letter from the owner shall be submitted to Manufacturer for verification and approval. 

7.
Multi-Part Purchase and Sales Agreement (P&SA)
(A) Dealer shall use only the P&SA form which is in effect at the time the order is written and is similar to Exhibit A, attached hereto, in making sales to any retail purchasers (clients) and will not modify or alter the P&SA without the prior written consent of Manufacturer. Dealer shall ensure that all copies of the P&SA and any amendments are identical. A client shall be considered to be any individual(s), corporation, or other group that may or may not purchase any of Manufacturer’s products that originates, emanates, or is otherwise influenced by the use of any of Manufacturer’s trade names, advertising, referrals, planbooks, or other collateral materials, etc. In order for Client to receive the warrantees and other benefits outlined in the P&SA, Dealer shall require all Clients to sign and complete a P&SA even if there is a separate construction contract between a Construction Affiliate and Client. Dealer shall destroy all old P&SA’s, unless executed with a client and currently active, when a new version is introduced and not use the old version for new orders after the effective date of the new P&SA.
Any change in the language or terms of a client’s P&SA, including those which are part of a Promotion, must be approved in writing by the National Sales Manager, the President, or the CEO in advance of the execution of the Purchase and Sale Agreement
The “Lindal” copy of the P&SA shall constitute Dealer’s purchase order to Lindal for the home for the client identified in the P&SA.
(B) Termination of Client’s P&SA. The P&SA provides for the right of a client to cancel or terminate a P&SA and furthermore provides for termination fees as outlined. Manufacturer and Dealer agree to split the termination fee equally between Manufacturer and Dealer.
(C) The P&SA shall only be binding upon Manufacturer when accepted in writing by the President/CEO of Manufacturer in Seattle, WA, USA. The P&SA and its acceptance shall be a contract (hereinafter referred to as the “Contract”) made in the State of Washington and shall be governed by the terms and conditions contained herein. While some of the terms of the P&SA are set forth in herein, this Agreement shall be the controlling document for the rights and duties of Manufacturer and Dealer.
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8. Shipment Terms and Title. All prices are F.O.B. Manufacturer’s factory from which the shipment is made. In the absence of express written instructions by Dealer, Manufacturer shall determine the method and route of shipment. Title to the materials shall pass from Manufacturer to Dealer when Manufacturer places the materials in the possession of the carrier. The Manufacturer will place carrier insurance on the shipment, if ordered to do so by Dealer, at Dealer’s expense. Manufacturer shall promptly forward to Dealer the express receipt Bill of Lading signed by the carrier; evidencing the fact that shipment was made.
9.
Delays:
(A) Manufacturer shall not be liable for any delay in the performance of the Contract or shipment of materials, or for any damages suffered by the Dealer by reason of such delay, if such delay is caused by, or arises from, fires, floods, accident, riots, acts of God, war, governmental interference or embargoes, strikes, labor difficulties, shortage of labor, fuel, power, materials or supplies, transportation delays, or any other cause beyond Manufacturer’s control (whether or not similar in nature to any of these herein before specified).
(B) If Manufacturer gives notice that it is prepared to ship an order, or any substantial portion thereof, and shipment is thereafter delayed owing to Dealer’s failure to remit any amounts due, then the purchase price shall be increased by reasonable amounts for material storage and costs arising from administrative costs of rescheduling and any costs arising from the inability of manufacturer to reschedule other work for the time period which Dealer’s order was originally scheduled to be produced.
(C) In the event shipment of an order, or any portion thereof, is delayed due to the Dealer‘s failure to supply sufficient required documentation, timely required payments, or other causes, or if the Dealer requests a delay, then any prior promises by Manufacturer with respect to maintaining prices and estimated shipping dates shall be null and void.
(D) From time to time, Manufacturer may offer Promotions. The terms of the Promotion shall remain in effect for Dealer and client for a maximum of twelve (12) months, unless specifically provided other wise in the Promotion, and provided client makes full payment when due, the delivery date requested in the Authorization to Ship and Ship Date Assignment forms is prior to the expiration of the Promotion ship deadline and the delivery is not subsequently delayed through no fault of Manufacturer. Promotion terms must be delineated on the P&SA.
10. Prices. The prices shall be as shown in Manufacturer’s price lists in effect at the time of submission of the P&SA. Copies of the price lists will be periodically provided to Dealer and provided upon request. Contract prices may be changed, as provided in the P&SA. A Price increase announced by Manufacturer will take effect when Manufacturer publishes the Price List, or at a date thereafter specified by Manufacturer, but not before Manufacturer provides the designated pricing software to Dealer. Manufacturer shall determine at its sole discretion the prices of Planbook and other standard models and the pricing methods and software to accomplish the pricing of those models, variations thereto and custom designs. This is in no way intended to diminish Manufacturer’s right to set wholesale prices. An Appeal Process per Sec 28(A) Resolution of Disputes shall exist to review, advise and recommend to Manufacturer the resolution of any pricing disputed by Dealer. The recommendations of the Appeal Process Committee shall not be binding upon Manufacturer or Dealer.
11. Dealer/Distributor Discounts and Status (see Table 11). This section shall apply to all deliveries made using Manufacturer’s F.O.B. factory Wholesale Price List. Specifications and pricing may be amended from time to time. Wholesale priced specifications are net prices to dealers which may be marked up by dealer as appropriate for their market and are subject to the Wholesale initial commitment/investment discounts and the Wholesale volume discounts as shown in Table.
(A) Initial Discounts and Status. The commitment/investment discount on Wholesale priced specifications will apply after a Dealer qualifies for Home Sales Office Dealer, Sales Center Dealer, Design Center Dealer, Subdivision Dealer, or Commercial Distributor per Section 11(B), (C), (D), or (E).
In recognition of the increased commitment and investment made by dealers who operate from a Home Sales Office, Sales Center, Design Center, Subdivision model or Commercially displayed model, the discounts on subsequent home deliveries shall be determined from the following table. In recognition of the additional volume of home deliveries by a dealer in the prior twelve (12) month period, dealer shall receive a volume discount. The volume discount is based on the number of average size homes (as defined in Section 4) delivered and paid for in the previous twelve (12) months prior to the first of the month during which this home will be delivered. Discounts will be increased to higher levels when all of the conditions for the increased discounts have been met, as outlined in Section 11 (B), (C), (D), or (E). Discounts will apply to Dealer’s personal residence only if residence is delivered after the Design Center, Subdivision, or Commercial model has been approved per Sections 11(C), 11(D), or 11(E). In determining the number of homes for volume discount purposes, all average size homes regardless of specification shall be counted when determining the appropriate volume discount.
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	Wholesale Dealer Discount Table 11 (Wholesale Priced Specifications)
	
	

	# of Houses in
	
	Initial
	Home Sales Office or
	Design Center or
	Commercial
	

	Previous 12 Months
	
	Discount
	Sales Center with Show
	Subdivision
	Distributor
	

	
	
	
	Home
	
	
	

	
	
	
	
	
	
	

	0
	
	none
	1%
	2.5%
	5%
	

	1
	
	0.5%
	1.5%
	3%
	5.5%
	

	2
	
	1%
	2%
	3.5%
	6%
	

	3
	
	1.5%
	2.5%
	4%
	6.5%
	

	4
	
	2%
	3%
	4.5%
	7%
	

	5+
	
	2.5%
	3.5%
	5%
	7.5%
	


(B) Home Sales Office Dealer or Sales Center with nearby Show Home. The standard initial discounts for Wholesale priced specifications can be increased to a base of one percent (1%) stepping up to three and one half percent (3.5%) as shown in Table 11. These increases will be available after Dealer has met the following conditions for increased discounts:
(1) Has obtained a residential building lot in a prime subdivision with ready access to a main thoroughfare, which has passed inspection by a representative from Manufacturer’s Head Office as to suitability for a Home Sales Office or for a Show Home and a Sales Center in an approved retail strip mall on the main floor. Dealer acknowledges that Manufacturer approval is not a guarantee of business success.
(2) Has built a home available for show selected from an approved list of popular models with a 300 square foot Home Sales Office with separate entry or with a 700 square foot Sales Center office. 

(3) The show home is decorated and furnished. 

(4) Has completed the Home Sales Office and installed in the Home Sales Office or Sales Center all displays/models, computers and systems, etc, as from time-to-time required or suggested by Manufacturer. In addition, a Sales Center must have graphic 

panels and displays. Dealer shall maintain their website as part of the Manufacturer’s website using the current dealer website tools as offered by Manufacturer. Dealer’s website or email will also include tools to download and manage Leads provided by Manufacturer to the Dealer from Manufacturer’s website.
(5) Has erected a sign (subject to the sign ordinances). 

(6) Has attended an approved New Dealer Education seminar in Seattle, Washington and has reviewed the Company’s Disclosure and Financial Statements. 

(7) Has trained adequate personnel to staff the Home Sales Office and will maintain the office with at least one trained person during business hours at least six (6) days a week and the Show Home shall be available for showing clients within 1 hour notice 

whenever office is open.
(8) Has met the start up Volume Quota of two (2) house deliveries within twelve (12) months (can include model) and has had the Home Sales Office functioning for at least one (1) month. 

(9) The Home Sales Office or Sales Center and Show Home have been thoroughly inspected by an accredited Representative from the Manufacturer, who has reported his or her findings to the Manufacturer. 

(10) The Manufacturer, having received the report, has decided that all conditions for an acceptable Home Sales Office or Sales Center and Show Home have been met. 

(11) The Home Sales Office or Show Home shall not be offered for sale within thirteen (13) months of approval and, before it can be sold, another model home must be completed and approved. If sold prior to approval of the replacement model, Dealer to revert to initial Dealer status and discounts under Section 11(A). 
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(C) Design Center Dealer. The standard initial discounts for Wholesale priced specifications can be increased to a base of two and one half percent (2.5%) stepping up to five percent (5%) as shown in Table 11. These increases will be available after Dealer has met the following conditions for increased discounts:
(1) Has obtained a commercial retail office on a main thoroughfare, which has passed inspection by a Representative from Manufacturer’s Head Office as to suitability for a Design Center. Dealer acknowledges that Manufacturer approval is not a guarantee of business success. 

(2) Has use of a show home available to show clients, per Section 6. 

(3) The show home is decorated and furnished. 

(4) Has completed the office and installed graphic panels and displays/models, computers and systems, etc., as required or suggested by Manufacturer. Dealer shall maintain their website as part of the Manufacturer’s website using the current dealer website tools as offered by Manufacturer. Dealer’s website or email will also include tools to download and manage Leads provided by Manufacturer to the Dealer from Manufacturer’s website. 

(5) Has erected a lighted sign of more than 30 square feet in area (subject to the sign ordinances). 

(6) Has attended an approved New Dealer Education seminar in Seattle, Washington and has reviewed the Company’s Disclosure and Financial Statements. 

(7) Has trained adequate personnel to staff the Design center and show home and will maintain the office with at least one trained person during business hours at least six (6) days a week. 

(8) Has met the start up Volume Quota of two (2) house deliveries within twelve (12) months (can include model) and has had the Sales Office functioning for at least one (1) month. 

(9) The Design Center and show home have been thoroughly inspected by an accredited Representative from the Manufacturer, who has reported his or her findings to the Manufacturer. 

(10) The Manufacturer, having received the report, has decided that all conditions for an acceptable Design Center and show home have been met. 

(11) The model home shall not be offered for sale within thirteen (13) months of approval and, before it can be sold, another model home must be completed and approved. If sold prior to approval of the replacement model, Dealer to revert to initial Dealer status and discounts under Section 11(A). 

(D) Subdivision Dealer . The standard initial discounts for Wholesale priced specifications can be increased to a base of two and one half percent (2.5%) stepping up to five percent (5%) as shown in Table 11. These increases will be available after Dealer has met the following conditions for increased discounts:
(1) Has purchased a residential zoned lot in a prime subdivision, which has passed inspection by a Representative from Manufacturer’s Head Office as to suitability for a Lindal home display. Dealer acknowledges that Manufacturer approval is not a guarantee of business success. 

(2) Has built a model home on his property chosen from an approved list of popular models. 

(3) Has decorated and furnished the model home and installed graphic panels and displays/models, computers and systems, etc., as required or suggested by Manufacturer. Dealer shall maintain their website as part of the Manufacturer’s website using the current dealer website tools as offered by Manufacturer. Dealer’s website or email will also include tools to download and manage Leads provided by Manufacturer to the Dealer from Manufacturer’s website. 

(4) Has landscaped the property. 

(5) Has erected a sign of more than 30 square feet in area (subject to the sign ordinances). 

(6) Has attended an approved New Dealer Education seminar in Seattle, Washington and has reviewed the Company’s Disclosure and Financial Statements. 

(7) Has trained adequate personnel to staff the display home and will maintain the office with at least one trained person during business hours at least six (6) days a week. 
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(8) Has the start up Volume Quota of two (2) house deliveries within twelve (12) months (can include model) and has had the Sales Office functioning for at least one (1) month. 

(9) That the display business has been thoroughly inspected by an accredited Representative from the Manufacturer who has reported his or her findings to the Manufacturer. 

(10) The Manufacturer, having received the report, has decided that all conditions for an acceptable subdivision model home have been met. 

(11) The model home shall not be offered for sale within thirteen (13) months of approval and, before it can be sold, another model home must be completed and approved. If sold prior to approval of the replacement model, Dealer to revert to initial 

Dealer status and discounts under Section 11(A).
(E) Commercial Distributor. The standard initial discounts for Wholesale priced specifications can be increased to a base of five percent (5%) stepping up to seven and one half percent (7.5%) as shown in Table 11. This increase will be available after Dealer has met the following conditions for increased discounts:
(1) Has purchased or leased a commercially zoned display lot, which has passed inspection by a Representative from Manufacturer’s Head Office as to suitability for a commercial Lindal display, and acknowledges that Manufacturer approval is not a guarantee of business success. 

(2) Has built a commercial display model home on his property chosen from an approved list of popular models. 

(3) Has decorated and furnished the model home and installed graphic panels and displays/models, computers and systems, etc., as required or suggested by Manufacturer. Dealer shall maintain their website as part of the Manufacturer’s website using 

the current dealer website tools as offered by Manufacturer. Dealer’s website or email will also include tools to download and manage Leads provided by Manufacturer to the Dealer from Manufacturer’s website.
(4) Has landscaped the property and has provided adequate paved parking. 

(5) Has erected an electric display sign of more than 30 square feet in area (subject to the sign ordinances). 

(6) Has attended an approved New Dealer Education seminar in Seattle, Washington and has reviewed the Company’s Disclosure and Financial Statements. 

(7) Has trained adequate personnel to staff the display home and will maintain the office with at least one trained person during business hours at least six (6) days a week. 

(8) Has met the start up Volume Quota of two (2) house deliveries within twelve (12) months (can include model) and has had the Sales Office functioning for at least one (1) month. 

(9) The commercial display business has been thoroughly inspected by an accredited Representative from the Manufacturer, who has reported his or her findings to the Manufacturer. 

(10) The Manufacturer, having received the report, has decided that all conditions for an acceptable commercial display model have been met. 

(11) The commercial display model shall not be offered for sale within thirteen (13) months of approval and before it can be sold, another model home must be completed and approved. If sold prior to approval of the replacement model, Distributor to revert to initial Dealer status and discounts under Section 11(A). 

(F) The Manufacturer will then contact the Dealer, in writing, appoint dealer to appropriate status, and notify dealer when the new increased discount schedule will commence. All deliveries after this date will be based on the new increased discount schedule (as described in Section 11 (B), (C), (D), or (E) above). The Manufacturer may also increase the quota for deliveries at that time. 

(G) The Commercial Model, Design Center, Sales Center, or Subdivision model shall be maintained continuously and cannot be lived in or rented to others, except as provided below. A portion of the building/Office may be rented to other building industry retail 
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operations after written approval is obtained from Manufacturer’s VP Sales, or designee. Dealer shall maintain a minimum of one half of the building area and at least 1000 sq. ft. for use as “Lindal Display purposes and office/meeting space”. For a Commercial or Subdivision model, Dealer shall also maintain for “Lindal Display Purposes” at least a Living room, Kitchen, Master Bedroom Suite plus appropriate office and meeting space. The Home Sales Office or Show Home shall be maintained continuously and cannot be rented out without the ability to show the home on 1 hour’s notice. Should Dealer/Distributor default on this section or fail to maintain conditions in Section 11 (B), (C), (D), or (E) above, the Dealer/Distributor will revert to initial status and standard initial discounts per Section 11(A) . Manufacturer may reinstate Dealer to the appropriate increased status if another approved show home, Sales Center, Design Center, subdivision or Commercial model is built satisfactorily in another approved location and/or default of conditions is remedied.
(H) Fast Track Dealer Program. (1) Dealer agrees to abide by the provisions of the Lindal Dealer Fast Track Program as modified from time to time. In general, Dealer may sell any home from the Lindal Planbooks, Lindal Favorites brochure and Lindal Favorites CD, or successors. Dealer may make changes in those plans as provided by the FastTrack Plans modifications menu, as published and modified from time to time on LNET. Dealer shall not offer modified or custom design services to client without the assistance of and services provided by a “Design Consultant”. A Design Consultant may be one of the following chosen at Manufacturer’s option: the Area Manager for area which Dealer is located, a designated staff member of Lindal, an existing Lindal Dealer, approved within the Dealer Mentor program, or another qualified individual as approved by Manufacturer. Full Dealer discounts shall apply on all homes sold under the Fast Track Dealer Program or out of the Lindal Favorites brochure or CD, with or without Fast Track modifications. For modified or custom designs beyond the Fast Track modifications, the dealer discount shall be one-half (1/2) of the volume/commitment/investment discounts shown in Table 11 and the difference shall be retained by Manufacturer to use to pay part of the fees paid to design consultants outlined above. Manufacturer shall be responsible for the compensation of the design consultant.
(2) Dealer may be elevated to a “modified Plans - Fast Track Dealer” status upon application to the VP Sales, or designee, after completion of Lindal University and demonstrating the ability to handle the design, sales, permitting, logistics, etc. of modifying a standard Lindal design. The changes allowed to a standard Lindal plan under the modified plan definition generally are limited to changes that do not alter the horizontal or vertical dimensions of the home. These definitions will be covered at Lindal University and may be changed by Manufacturer from time to time.. The modified Plans Fast Track Dealer status can also be achieved by demonstrating prior custom Home sales, design, estimating and construction knowledge achieved while acting as a general contractor or architect. Dealer shall also demonstrate drafting ability or hire or contract with a competent drafting professional. Full Dealer discounts shall apply on all homes sold under the modified plans Fast Track Dealer Program or out of the Lindal Favorites brochure or CD, with or without Fast Track modifications For custom designs beyond the Fast Track modifications, the dealer discount shall be three quarters (3/4) of the volume/commitment/investment discounts shown in Table 11 and the difference shall be retained by Manufacturer to use to pay part of the fees paid to design consultants outlined above. Manufacturer shall be responsible for the compensation of the design consultant.
(3) Dealer may be elevated to a “Custom Design Dealer” status upon application to the VP Sales, or designee. Dealer must complete Lindal University, demonstrate the ability to handle the design, sales, permitting, logistics, etc. of a custom Lindal design and operate as a modified plans – Fast Track Dealer for at least one (1) year . . These definitions will be covered at Lindal University and may be changed by Manufacturer from time to time. The modified Plans Fast Track Dealer status can also be achieved by demonstrating prior custom Home sales, design, estimating and construction knowledge achieved while acting as a general contractor or architect, completing Lindal University and operate as a modified plans – Fast Track Dealer for at least one (1) year. Dealer shall also demonstrate drafting ability or hire or contract with a competent drafting professional. Full dealer discounts shall apply .
12. Deposit/Initial Payment and Final Payment Terms. A deposit referred to as an Initial Payment in the P&SA of at least Fifteen percent (15%) of the Home Materials Price shown on the P&SA shall be paid from Client directly to Manufacturer at the time of execution of the P&SA and the balance shall be paid in full on or before delivery. If requested, Manufacturer shall pay Dealer’s portion of initial payment to Dealer within five (5) days. (example: Wholesale price = $80,000; Retail with 25% markup = $100,000; client deposit = $15,000, Portion to Lindal = $12,000, Portion to Dealer = $3,000; Lindal portion of Final payment = $68,000, Dealer portion of final payment = $17,000). Certain Promotions offered by Manufacturer from time to time may change the minimum Initial Payment required with the PS&A and, if Dealer chooses to use the Promotion, Dealer agrees to the terms of the Promotion and its Initial Payment terms. Such Promotion terms must be delineated on the P&SA.
13. Handling of Client Funds.
(A) Dealer will send to Manufacturer the Lindal copy of the P&SA signed by a client as well as the client’s deposit check made out to Lindal Cedar Homes Inc or copy of wire transfer directly from Client’s account to Lindal’s account as shown in attached wire transfer instructions, upon receipt, but in no case more than five (5) days after signing of the P&SA. Subsequent payments by client for the Lindal Materials shall also be either wired directly to Manufacturer or paid by client’s check made out to Manufacturer. The Dealer’s portion of the
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initial payment received from a client shall paid, upon request, to Dealer by Manufacturer within Five (5) days. Dealer states they have never had a surety or fidelity bond canceled for dishonest acts.
(B) Dealer agrees to cooperate and allow an independent CPA or accountant, as chosen by Manufacturer, to review Dealer’s handling of client funds. The accountant may conduct random audits of handling of client funds from a representative sample of dealers each year. Independent accountant may also be requested by Manufacturer to provide audits of handling of client funds under Section 27(A) PROBATION.
(C) If Dealer engages in the supply of materials or services not provided by Manufacturer to any client, Dealer will:
(1) Inform client, in writing, that Manufacturer is not the supplier of the material/services. Include in any and all Agreements with the client that Lindal Cedar Homes, Inc., its subsidiaries and agents, are not a party to the Agreement and are in no way responsible for the performance of the Agreement. Also, include that Dealer is an “Independent Dealer” and is not an Agent of Lindal Cedar Homes, Inc.
(2) State in any Agreement that the Agreement is separate from the purchase of materials supplied by Lindal Cedar Homes, Inc. 

(3) If Dealer engages in the provision of any local design services for client, agree to inform Manufacturer as soon as possible in writing, and to inform client that Manufacturer is not doing the design work and not responsible for the design work. 

(4) If Dealer desires to distribute and sell other building products not provided by Manufacturer; such as kitchen cabinets, plumbing, etc., Dealer will notify Manufacturer in writing thirty days before doing so. In order to avoid confusion, Dealer shall make its best efforts to inform clients about the different origin of any product not provided by Manufacturer. Dealer sales of products 

not produced or supplied by Manufacturer shall not be included in a Lindal P&SA unless such materials are clearly indicated as not being supplied and/or warranted by Manufacturer. Dealer will NOT include any information regarding products not provided by Manufacturer in any mailings, advertising etc., involving Manufacturer’s products And will obtain written permission from Manufacturer prior to including such information in model homes, offices, home show displays, etc.
(5) Dealer will not act as a builder, general contractor, subcontractor, or agent for a client. A Dealer ’s Construction Affiliate may offer construction services to Clients as appropriate but shall not obligate Dealer for construction services. Dealer agrees to inform Manufacturer as soon as possible in writing when Dealer ’s Construction Affiliate enters into a construction contract with a client but in no case later than including such information on the ATS (authorization to ship). Dealer shall submit to Manufacturer, appropriate documentation that demonstrates to the client that the Dealer’ Construction Affiliate is acting independently of the Manufacturer and Dealer and that the Manufacturer and Dealer have no involvement or responsibilities with regard to the construction. Dealer may refer contractors to a client, provided that the Dealer: (a) has no involvement with any contract or undertaking between the contractor and customer and (b) receives no commission or fee for making the referral. See additional Dealer’s responsibilities under Sec 25.1(F).
14. Warranties. MANUFACTURER MAKES NO WARRANTIES, EXPRESS OR IMPLIED, TO DEALER OR TO RETAIL PURCHASER OTHER THAN THOSE LIMITED WARRANTIES CONTAINED IN THE PURCHASE AND SALE AGREEMENT, A COPY OF WHICH IS ATTACHED TO THIS AGREEMENT AS EXHIBIT A. 
15. Erection of Manufacturer’s Products and Non-Alteration. In the event Dealer is involved in any way in the erection of Manufacturer’s product, Dealer does so voluntarily and as an independent contractor. Manufacturer does not authorize recutting or other alteration of Manufacturer’s product. 
16. Minimum Inventory of Promotional Materials. Dealer agrees to purchase and maintain enough re-sellable Manufacturer’s literature to enable Dealer to carry on the business of being a Dealer and service clients. A minimum of $500.00 worth (at bonafide wholesale prices) is recommended, which can be returned at anytime for full credit, if reusable. Manufacturer shall also offer for 
purchase the suggested New Dealer start-up kit including many dealership tools, aids, and samples.
17. Education Seminars. Dealer and a representative of Dealer’s Construction Affiliate (unless Dealer has relevant construction experience per Section 5 Construction Affiliate) shall attend a New Dealer Education (NDE) seminar, which is held periodically. Dealer further agrees to attend Lindal University within one year of opening a Design Center or Sales Center or delivery of a Show Home or model home. There is no training fee for the initial two persons who attend the NDE or Lindal University if they attend at the same time; however, for additional persons, Dealer agrees to reimburse Manufacturer for its out-of-pocket costs in putting on these seminars (Manufacturer estimates that these costs will be approximately $400, adjusted from time -to-time). Dealer shall pay its own travel, hotel, and any other costs, if necessary. Dealer further agrees that all new owners, as described in Section 27, must attend a New Dealer
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Education seminar within six months of application or Dealer will relinquish this Dealership. Dealer further agrees to attend another Lindal University every five (5) years and that attendance at one Lindal University every five (5) years is a condition of renewal.
18. Dealer Seminars. Dealer agrees to remain current on all industry and Manufacturer’s information and costing, etc. Manufacturer undertakes to provide regular updating and ongoing education for Dealer through mailings, individual and group dealer meetings, and by other means. Manufacturer holds local Area Meetings, Regional Meetings, and an International Dealer Meeting once a year. Dealer undertakes to attend all meetings (unless absence is approved in advance) at Dealer’s own expense. Dealer acknowledges that a new Agreement for the next term, per Section 4, can be contingent on compliance with this requirement.
19. Use of Support Materials. All support materials provided by Manufacturer (including, but not limited to, blueprints, plans, drawings, photographs, brochures and other marketing collateral, CAD files, and other electronic data) are proprietary to Manufacturer and are protected by U.S. and international copyright law. Manufacturer grants to Dealer a limited, non-exclusive, non-transferable license, during the term of this Agreement, to use, reproduce and distribute the support materials only for purposes of selling Manufacturer's products. Dealer may not reproduce CAD or other electronic files, except to make a backup copy for use in the event of loss or destruction of the original. Manufacturer further grants to Dealer a limited, non-exclusive, non-transferable license, for the term of this Agreement, to develop original plans based on Manufacturer ’s construction specifications and design parameters and modifications to, and/or works based on, the support materials. Dealer hereby assigns to Manufacturer all its rights in all such original plans and modifications, including copyrights, and acknowledges that Dealer's use of such original plans and modifications shall be subject to the license grants and limitations of this Section and this Agreement. At Manufacturer’s request, Dealer agrees to sign all documents and take all steps reasonably necessary to assign, register, and enforce the copyrights in such original plans and modifications in Manufacturer's name.
20. Trade Name. Dealer may use the trade names “Lindal”, “Lindal Homes”, or “Lindal Cedar Homes” as part of, or in connection with, the Dealer’s name or in Dealer’s URL or website names, only if the following requirements are met:
(A) Dealer uses the Manufacturer’s trade names only as a description of its business; e.g., the Jones Brothers, Inc., Independent Dealer of Lindal Cedar Homes, and 

(B) By execution of this agreement, Manufacturer has authorized the use of the Manufacturer’s trade names by the Dealer if used as specified in Para 20(A). If Dealer desires to us Manufacturer’s trade names in any other manner, Dealer shall obtain authorization from Manufacturer in writing prior to any such use. 

Upon termination of this Agreement for any reason or upon any instruction to do so by Manufacturer, the Dealer shall immediately discontinue the use of the Manufacturer’s trade names in any form.
21. Marketing, Advertising and Promotion. Dealer shall advertise and promote the Dealer’s business in Dealer’s AOPR. Dealer shall use its best efforts within that AOPR to make known the uses, advantages, and desirability of Manufacturer’s products. All such advertising, merchandising, and other promotional activities shall be at Dealer’s sole expense, except as provided in Manufacturer’s Co-operative Advertising Program (Co-op Ad Program), Dealer shall clearly indicate the location of its model home or Design Center in all advertising. Dealer shall budget and expend 2% of his retail package sales on advertising Dealer’s business. Dealer may enter into a separate contract with the Manufacturer for Manufacturer’s Co-op Ad Program, in which Manufacturer will agree to pay a portion of Dealer’s cost for Advertising and Home Shows etc. on the condition that Dealer complies with all requirements of the Co-op Ad Program.,
The Co-op Ad Program utilizes the Best Practices of successful dealers in promoting, marketing and selling home products including proper use of Manufacturer’s trade names and logos, timely follow up of all leads and servicing all client needs before, during and after the sale.
Additional criteria for the Co-op Ad Program are:
(A) Expend 2% of each year’s retail package sales on advertising with a minimum of $1,500 each year. 

(B) Conduct two (2) custom home seminars each year. 

(C) Participate in two (2) or more nationally sponsored or local open houses. 

(D) Home Show(s) – participate in all major Home Shows, Log Home Shows, Home Design Shows, Home Expos etc. (collectively called Home Show) within Dealer’s AOPR (and beyond the AOPR at Dealer’s option and with Manufacturer’s approval). If Dealer, due to the nature of a Home Show, elects not to participate in any Home Show within Dealer’s AOPR, Dealer shall inform Manufacturer at least ninety (90) days in advance. 
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(E) Dealer shall submit a marketing plan, with at least as much detail as contained in Manufacturer’s suggested format, every year prior to the preceding year end. This plan shall cover all Dealer’s plans for the above advertising, seminars, open houses, Home Shows etc and the dates, estimated costs etc of all such events. Dealer shall request approval by Manufacturer’s VP Sales or designee, in writing separately or as part of the marketing plan, if Dealer desires to not participate in any Home Show, (when Home Show is not an appropriate style of show), Open House or Seminar. 

(F) Dealer shall attend all Annual, Regional, Area or other types of Dealer meetings held by Manufacturer. 

(G) Dealer’s shall purchase and sell/provide to prospective home purchasers adequate planbooks, collateral promotional and marketing materials to achieve the volume potential for home sales in Dealer’s AOPR. 

(H) Dealer’s involvement in regional co-op advertising and other cooperative efforts by Dealers in Dealer’s region. 

(I) To ensure a pro-active Lindal Experience for all Leads, Dealer shall follow up all Leads provided by Manufacturer or from all other points of initial contact on a regular and consistent basis following the then current recommended follow up procedures, from time to time published by Manufacturer or other recognized follow up practices, if approved in advance by Manufacturer in writing. Dealer shall download or otherwise access all Leads provided by Manufacturer on at least a weekly basis. Dealer shall report monthly to Manufacturer on Dealer’s follow up efforts on all Leads, regardless of initial contact, in a manner established from time to time by Manufacturer. 

(J) Dealer shall provide copies of all Leads who initially contact Dealer for Manufacturer to assist in the on-going electronic and other follow-up systems utilized by Manufacturer. However, Dealer may request Manufacturer to not contact certain urgent prospects on the understanding that Dealer will continue to diligently follow up those prospects, inform Manufacturer of the prospect’s name and other marketing and source data for Manufacturer’s market research and continue to update Manufacturer for tracking Forecasted prospective new orders in the upcoming months. Manufacturer will not refer Leads who initially contact Dealer to other dealers. Manufacturer and Dealer recognize that a client has the right to contact and purchase from any authorized dealer they chose. 

(K) Dealer’s handling of matters including customer service matters related to clients and Manufacturer’s products, in accordance with Manufacturer’s policies and procedures which may be revised for time to time at Manufacturer’s sole discretion. 

(L) Dealer shall attend Lindal University once every five (5) years or participate in some other education program of similar utility and duration, at Manufacturer’s direction. 

(M) Other criteria from time-to-time adopted by Manufacturer for the purposes of evaluating Dealer’s efforts. 

22. Independent Contractor. Neither this Agreement, P&SA, or Contract executed by the parties hereto, nor any agreement or P&SA executed by the Dealer with clients or others, shall be construed to make Dealer an agent or employee of Manufacturer. Dealer shall not in any way represent itself or any of its agents or employees to be the agent or employee of Manufacturer. Dealer is, and shall remain, an independent contractor engaged in its own business, which is entirely separate from that of Manufacturer.
23. Bank Accounts and Checks. Dealer agrees not to open or maintain any bank account under the name “Lindal Cedar Homes”, “Lindal Homes”, or any other name that includes “Lindal”. Dealer further agrees not to deposit to its account or to cash any checks, drafts, or money orders payable to Manufacturer, Lindal, or to any name using Lindal or their order. 
24. Indemnity. Dealer agrees to indemnify and save Manufacturer harmless from any and all loss, cost, liability, damage, or expense including without limitation, reasonable attorneys fees and the cost of defending claims by the ultimate purchaser, which Manufacturer may suffer or incur in consequence of anything alleged to have been done, or omitted to be done, by Dealer or any of 
Dealer’s agents or employees. Dealer agrees to indemnify Manufacturer from the assessment of any state, provincial, Federal or other legal jurisdiction’s sales or use taxes, Goods and Services taxes, Value Added Taxes or any other taxes levied by any jurisdiction against Manufacturer relating to Dealer’s sale of Manufacturer’s products. Manufacturer agrees to indemnify and save Dealer harmless from any and all loss, cost, liability, damage, or expense, including without limitation, reasonable attorneys fees and the cost of defending claims by the ultimate purchaser which Dealer may suffer or incur from acts or omissions by Manufacturer or its employees or duly authorized agents. Manufacturer agrees to indemnify Dealer from the assessment of any state, provincial, Federal or other legal jurisdiction’s sales or use taxes, Goods and Services taxes, Value Added Taxes or any other taxes levied by any jurisdiction against Manufacturer that is not related to the Dealer’s sale of Manufacturer’s products.
25. Responsibilities of Parties.
25.1 Responsibilities of Dealer. Taking into consideration Manufacturer's expenditures for national and regional advertising of Manufacturer's products, Manufacturer's referral of clients to Dealer, and the use of the Manufacturer's trade names by Dealer pursuant
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to Section 20 hereof, Dealer agrees to promote vigorously and aggressively the sale of Manufacturer's products within its AOPR and to develop energetically and satisfactorily the potential of such sales. Dealer agrees not to promote or sell competitive products. Competitive products shall be defined as any new home, SunRoom, or glazing product that competes with or would have a negative effect on the sales of Manufacturer's products. Dealer agrees to notify Manufacturer, in accordance with Section 13(C) (5), thirty (30) days prior to the promotion or sale of any product, which might be defined as a competitive product. Manufacturer may choose, in the future, to revoke any approval of the sale of a competitive product and will give dealer one (1) year notice to discontinue the sale of the competitive product. Dealer agrees to use client Leads furnished by Manufacturer, or generated by Dealer's advertising employing Manufacturer's trade names, as defined in Section 3, Area Of Primary Responsibility, solely for the sale and promotion of Manufacturer's products. Dealer agrees that during this Agreement, or for a period of one (1) year or less, if applicable laws specify less, after Termination of Dealer, for any reason, Dealer will not, directly or indirectly, compete with, sell competitive products, or work for or assist anyone who competes with Manufacturer in any market. For purposes of this Section, the term Dealer shall include all owners, Principals and/or management associated with Dealer. The Dealer further agrees to:
(A) Continue to have Design Center office and/or commercial model home available and open for business during normal business hours six (6) days a week. 

(B) Provide assistance to its clients during the unloading and inventory taking of the client’s house and make periodic job site visits during the construction of the house. 

(C) Pay its debts as they become due and not permit any amounts owed to Manufacturer to remain delinquent for thirty (30) days or more. Any debts due Manufacturer over thirty (30) days shall bear interest of one and one-half percent (1½%) per month or the maximum contract rate allowed by law (if less). 

(D) Provide competent and conscientious Customer Service before, during, and after all sales and process client claims arising under the Manufacturer’s limited warranty. Dealer shall not authorize warranty service but may investigate requests for warranty service 

and report all such requests to Manufacturer Customer Service staff in Washington State. Manufacturer’s Customer Service staff shall administer and provide all reimbursements, authorize shipment of material, etc. to Client.
(E) Notify Manufacturer of any claim by a client relating to Manufacturer’s products within thirty (30) days. Dealer will utilize its best efforts to assist Manufacturer in resolving such a claim. 

(F) It is a policy of Manufacturer that Dealer must not specifically recommend the services of only one builder including a Dealer’s Construction Affiliate (if any), lest it and Manufacturer be held responsible for the performance of the builder. Dealer may 

recommend its construction Affiliate. When Dealer refers builders, Dealer must obtain an acknowledgement in writing from the client that Dealer and Manufacturer are not responsible for the builder’s performance and financial responsibility. To comply with this paragraph, Dealer must name, but not recommend, at least two (2) or three (3) builders and inform the client that they select any builder of his/her choice. One of the builder ’s on Dealer ’s Builder Referral List can be Dealer’s Construction Affiliate (A sample form of the type that Dealer must use is attached as exhibit B). Dealer shall ensure that all such named builders carry Comprehensive General Liability (CGL) insurance and name Dealer and Manufacturer on their policies as additional insured. Dealer shall also ensure that all construction contracts entered into by builders on Dealer’s Builders Referral List shall contain a Mediation and Arbitration (Alternate Dispute Resolution
– ADR) Agreement. 
(G) Ensure that any construction services furnished by Dealer’s Construction Affiliate (if any) are performed in a timely, professional manner. Assist client and builder to see that construction is concluded in a timely, workmanlike manner. 

(H) Agree to allow Manufacturer to use photographs or likeness of Dealer and/or Dealer’s agents, employees, Affiliates or representatives and Dealer’s home(s) for Manufacturer’s promotional and informational purposes. 

(I) Insurance. Carry Comprehensive General Liability (CGL) insurance with a minimum of $1,000,000. Dealer shall also carry Errors and Omissions Insurance (E&O) with the same limit, if and when it is available, or pay for its prorated portion of Lindal Dealer E&O insurance, if and when it is available. Dealer shall name Manufacturer as additional insured on these policies and provide a copy of these coverages to Manufacturer, at least annually. 

(J) Maintain at least one separate telephone line and number and one 800 toll-free number answered in Dealership name, e.g., 

“the Jones Brothers, Inc., Independent Dealer of Lindal Cedar Homes”. Telephone shall be answered by voicemail or answering service during closed times. Dealer will maintain internet access for accessing Lindal.net and other of Manufacturer’s websites and a separate
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email account and shall check both Lindal.net and email on a regular basis. It is recommended that email be checked at least every day and every three days for Lindal.net.
(K) Dealer shall maintain their website as part of the Manufacturer’s website using the current dealer website tools as offered by Manufacturer. Dealer’s website or email will also include tools to download and manage Leads provided by Manufacturer to the Dealer from Manufacturer’s website.
(L) State, Provincial, Federal and other Registrations and Taxes. Dealer shall promptly comply with all registration and other requirements such as Sales Tax, Goods and Services Tax, Value Added Tax etc. for Dealer’s State, Province and Country and any other legal jurisdiction in which Dealer sells or delivers Manufacturer’s product. Dealer shall complete and sign a “Resal Tax Certificate ” or equivalent and submit such to Manufacturer for every Jurisidiction in which Dealer sells Manufacturer’s products. Dealer may handle Out of Area requirements, where allowed, by selling such out of area products with the assistance of another Lindal Dealer located and/or authorized to do business in that jurisdiction and who has complied with registration and other requirements such as Sales Tax, Goods and Services Tax, Value Added Tax etc. for that jurisdiction.
(M) Provide a list to Manufacturer of all products offered or contemplated to be offered by Dealer, whether potentially competitive or complementary to the Manufacturer’s various products. These lists should be submitted at the time of signing this agreement and at any time the various products change.
(N) Non Disclosure Agreement: As a practical necessity of educating Dealer about Manufacturer’s business, Manufacturer will share, demonstrate, discuss and otherwise disclose to Dealer sensitive and private trade secrets, including without limitation, drawings, lists, pricing, marketing, technical, financial or other economic information (“Confidential Information”). Dealer (including, but not limited to, its agents, employees, officers, directors and affiliated entities) understands and agrees that any and all Confidential Information will be treated as confidential and secret and that Dealer, without the prior written consent of Manufacturer, shall not disclose Confidential Information to any unauthorized person, entity or competitor of Manufacturer. Dealer shall only disclose Confidential Information to Dealer’s directors, officers, employees, agents, representatives, and affiliates, and only to the extent such persons or entities are involved with Dealer’s Lindal dealership and whose knowledge of such Confidential Information is necessary or advisable for such purposes, and Dealer shall instruct each such person or entity receiving Confidential Information to hold such Confidential Information secret and confidential and shall use all reasonable efforts to prevent and prosecute unauthorized use or disclosure of Confidential Information by such persons or entities. Manufacturer will attempt to specifically identify all written Confidential Information however Dealer shall treat all information provided by Manufacturer as Confidential Information unless otherwise identified by Manufacturer. This non-disclosure agreement shall survive termination of this Dealer-Distributor Agreement for any reason.
(O) Dealer shall not delete products provided or produced by Manufacturer or substitute other products in place of products provided or produced by Manufacturer, without prior written consent of Manufacturer. Such deletions or substitutions may adversely affect the structural integrity of Lindal homes and possibly invalidate Manufacturer’s limited warranties, or change the desired appearance and presentation of Lindal homes in such a way as to harm the reputation and goodwill of Manufacturer.
25.2 Responsibilities of Manufacturer. Manufacturer is committed to supporting the efforts of our dealers with the following duties and obligations:
(A)  Advertising and Marketing.  Manufacturer will conduct and/or support national, regional, and co-op advertising and marketing
efforts.
(B) Promotional Material. Manufacturer will maintain and continue to develop promotional material, including our planbooks and other collateral support. 

(C) Support. Manufacturer will offer dealer assistance with our Head Office and regional staff supporting our Dealer’s efforts for sales, growth and profitability. 

(D) Product and Delivery. Manufacturer will offer high-quality products delivered complete and on time to our dealers and clients, backed with our published warranties. 

(E) Engineering and Technical Service. Manufacturer will maintain supportive and prompt engineering and drafting service, as expressed in our order acknowledgments. 

(F) Customer Service. Manufacturer will maintain supportive, pro-active and prompt customer service if any problem develops with our home and sunroom products. Manufacturer shall determine, at its sole discretion, the appropriate level of customer service for all issues brought to the attention of Manufacturer’s customer service department. Dealer will utilize its best efforts to assist Manufacturer in resolving customer service issues. In no way intended to diminish Manufacturer’s right to solely resolve customer service issues; an 
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Appeal Process per Sec 28 (A) Resolution of Disputes shall exist to review, advise and recommend to Manufacturer the resolution of any disputed customer service issues. The recommendations of the Appeal Process committee shall not be binding upon Manufacturer or Dealer.
(G) Research and Development. Manufacturer will maintain ongoing research and development to develop new products for our marketplace. 

(H) Provide Dealer/Director, upon written request, a statement of financial stability which would fairly disclose the financial health of Manufacturer. 

(I) Pay its debts as they become due and not permit any amounts owed to Dealer to remain delinquent for thirty (30) days or more. Any debts due Dealer over thirty (30) days shall bear interest of one and one-half percent (1½%) per month or the maximum 

contract rate allowed by law (if less).
(J) Non Disclosure Agreement: As a practical necessity of the relationship between Dealer and Manufacturer, Dealer will share, demonstrate, discuss and otherwise disclose to Manufacturer sensitive and private trade secrets, including without limitation, drawings, lists, pricing, marketing, technical, financial or other economic information (“Confidential Information”). Dealer (including, but not limited to, its agents, employees, officers, directors and affiliated entities) understands and agrees that any and all Confidential Information will be treated as confidential and secret and that Manufacturer, without the prior written consent of Dealer, shall not disclose Confidential Information to any unauthorized person, entity or competitor of Dealer. Manufacturer shall only disclose Confidential Information to Manufacturer ’s directors, officers, employees, agents, representatives, and affiliates, and only to the extent such persons or entities are involved with Manufacturer and whose knowledge of such Confidential Information is necessary or advisable for such purposes, and Manufacturer shall instruct each such person or entity receiving Confidential Information to hold such Confidential Information secret and confidential and shall use all reasonable efforts to prevent unauthorized use or disclosure of Confidential Information by such persons or entities. Dealer will attempt to specifically identify all written Confidential Information however Manufacturer shall treat all information provided by Dealer as Confidential Information unless otherwise identified by Dealer. This non-disclosure agreement shall survive termination of this Dealer-Distributor Agreement for any reason.
26. Assignment or Sale of Dealership. Manufacturer appoints only individuals to become Dealers. The Manufacturer may approve of an assignment to a corporation provided Dealer personally guarantees the performance of the corporation or assigns enough worth to corporation to satisfy Manufacturer.
(A) DEALER MAY NOT TRANSFER WITHOUT APPROVAL OF MANUFACTURER. Manufacturer and Dealer agree that the rights and duties created by this Agreement are personal to and by Dealer and that Manufacturer has granted the Dealership to Dealer in reliance upon the individual or collective character, skill, aptitude, attitude, business ability, and financial capacity of Dealer. Accordingly, neither this Agreement nor the Dealership (or any interest therein), any part or all of the ownership of Dealer or of the Dealership (or any interest therein), may be transferred without the prior written approval of Manufacturer and any such transfer without such approval shall constitute a breach hereof and convey no rights to or interests in this Agreement, Dealer, or the Dealership. As used in this Agreement, the term “transfer ” shall mean and include the voluntary, involuntary, direct or indirect assignment, sale, or other transfer by Dealer or any interest in (1) this Agreement, (2) the Dealership, and (3) the ownership of Dealer. An assignment, sale, or other transfer shall include: (a) the transfer of ownership of capital stock or partnership interest, (b) merger or consolidation or issuance of additional securities representing an ownership interest in Dealer, (c) any sale of voting stock of Dealer or any security convertible to voting stock of Dealer (d) transfer of an interest in Dealer, this Agreement, the Dealership in divorce, bankruptcy, insolvency, corporate or partnership dissolution proceeding, or otherwise by operation of law, or (e) transfer of an interest in this Agreement, the Dealership, Dealer in the event of the death of Dealer, or an owner of Dealer, by will, declaration of, or transfer in trust or under the laws of intestate succession.
(B) CONDITIONS FOR APPROVAL OF TRANSFER. Manufacturer shall not unreasonably withhold its approval of a transfer that meets all the applicable requirements of this Section. All of the following conditions must be met prior to, or concurrently with, the effective date of transfer: (1) Dealer shall be in full compliance with this Agreement, (2) the proposed transferee must meet Manufacturer’s then applicable standards for Lindal Cedar Homes’ Dealers, (3) a transfer of ownership or of the assets in the Dealership (other than in the ordinary course of business) may only be made in conjunction with a transfer of the Dealership, (4) Dealer must execute a general release, in satisfactory form to Manufacturer, of any and all claims against Manufacturer, its affiliates, and their officers, directors, employees, and agents, (5) Dealer must pay amounts owed for purchases by Dealer from Manufacturer and all other amounts owed to Manufacturer, which are then due and unpaid, (6) the transferee and/or its personnel must execute Manufacturer ’s then-current standard Dealer Agreement (which may provide for different duration and other rights and obligations than are provided in this Agreement), (7) Dealer must have paid Manufacturer the sum of up to one thousand dollars ($1,000) to cover out-of-pocket expenses plus Manufacturer’s reasonable attorney and accounting fees, (8) Manufacturer must approve the material terms and conditions of such transfer, including, without limitation, that the price and terms of payment are not so burdensome as to adversely affect the operation of the Dealership by the
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transferee; Manufacturer’s approval will not be unreasonably withheld. Transferee must acknowledge that Manufacturer’s approval does not constitute any warranty or indication by Manufacturer of any facts, figures, or potential success or failure of Dealership. Dealer and transferee agree, in writing, that this and any new Agreement is not a franchise and does not involve any payment of a franchise fee and that Manufacturer does not make any representations or warranties regarding any term, payment, value, or prospect of any agreement between the Dealer and transferee, (9) if Dealer finances any part of the sale price of the transferred interest, Dealer agrees that all obligations of the transferee under or pursuant to any promissory notes, agreements, or security interest reserved by Dealer in the assets of the Dealership, or the premises, shall be subordinate to: (a) the obligations of the transferee due to Manufacturer and (b) the collateral security interest (if any) of Manufacturer in the lease of Dealer’s premises; (10) Dealer must execute a covenant not to compete (identical to the covenant not to compete specified in this Agreement). As used in this Agreement, “controlling interest” in Dealership shall mean twenty percent (20%) or more of the equity or voting control of Dealer.
27. Probation and/or Termination of Agreement.
(A) Probation. Dealer agrees that, upon finding Probable Cause, Manufacturer may place Dealer on a probationary status as defined by Manufacturer for a period specified in the notice of Probation and such notice shall delineate the reasons why the Probation status has been imposed. Probable Cause can include Manufacturer’s finding of any mishandling of client funds by Dealer, violation of any term of this Agreement, filing of any bankruptcy or similar actions, assignment for the benefit of creditors, etc., or that any of the above may soon occur. While on probation, Dealer shall comply with all of the terms of this Agreement, including the requirement that all client funds be sent directly to Manufacturer. Dealer agrees to make available for inspection by Manufacturer, or its authorized agent, all contracts, agreements, plans, files, deposit slips, and account books for any dealings that Dealer may have with any client who originates from or is influenced by the use of Lindal trade names, materials, advertising, etc. Dealer agrees that Manufacturer may at any time do whatever credit, background, or other checks that may be necessary or advisable. Dealer agrees to provide to Manufacturer within ten (10) working days of any request, an updated financial statement for Dealer as an individual and Dealer’s corporation, if applicable.
(B)  Termination of Agreement. This Agreement shall terminate:
(1) On December 31, 2017, if for a three (3) year term, or one (1) year from the date on Page 1 if for a one (1) year term as indicated by a check in the box in Section 4(B); unless renewed per Section 4. 

(2) Six (6) months after the date of this Agreement, if initial quota of two (2) house orders has not been achieved. Twelve (12) months after the date of this Agreement, if initial quota of two (2) house deliveries has not been achieved 

(3) For good cause, which shall include without limitation, (1) making any unauthorized use of the trademarks, plans, literature, etc., (2) causing, in the opinion of Manufacturer, excessive customer service complaints from clients or excessive negative post-delivery client surveys conducted by an independent marketing firm and/or harm to Manufacturer’s reputation, (3) failure to comply with any lawful material provision of this Agreement (hereinafter referred to as a “default”). Grounds for termination shall exist if Dealer fails to have cured said default within the period of time specified in the notice of default given by Manufacturer, or if said default cannot reasonably be cured within the time specified in the notice of default, failure to have initiated substantial and continuing action to cure the default within the time specified in the notice. In any notice of default, Manufacturer shall give Dealer thirty (30) days following receipt of the notice by the Dealer to cure said default; PROVIDED, however, that a notice of default and opportunity to cure for failure of Dealer to make any payment when due shall be limited to five (5) days. 
(4) Without prior notice or opportunity to cure, if Dealer: (1) is bankrupt or insolvent, but only to the extent permitted by the applicable provisions of the Bankruptcy Code as now in effect or hereafter amended, (2) makes an assignment for the benefit of creditors or similar disposition of the assets of the Dealership business, (3) voluntarily abandons the business, (4) is indicted, convicted of, or pleads guilty or no contest to a charge of, or adjudged or found liable for violating any consumer protection law or law relating to the Dealership business, (5) intentionally mishandles client funds (per Section 13), (6) making an unauthorized use or disclosure of any confidential information 

(5) By Dealer upon thirty (30) days written notice to manufacturer. 

(6) Upon failure by dealer to renew per Sec 4 Term and Quota and Sec 30 Entire Agreement. 

(C) Termination Procedure. Termination of this Agreement shall not affect any other legal rights and remedies of the Manufacturer and all such rights and remedies are expressly reserved by Manufacturer, including, without limitation, the non- competition and non-disclosure provisions of Section 25. Upon termination, Dealer shall immediately cease to identify Dealer as being in any way connected to Manufacturer. Dealer shall remove all signs, cancel all advertisements, displays, etc., and stop all phonebook and Internet listings, which indicate any connection between Dealer and Manufacturer. Dealer shall surrender to Manufacturer all phone numbers used in connection with Manufacturer’s trade names. If Dealer uses phone numbers for other businesses, the phone number shall be answered for a period of one year by an answering service that would refer contacts to manufacturer or dealer based on the nature of the inquiry.
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Manufacturer and Dealer, if requested by Manufacturer, shall use their best efforts to cooperate with each other to accomplish the delivery and completion of any orders or resolve any client claims, etc. that are outstanding on the date of the termination. Dealer will be compensated for such pending orders at the same compensation level as applicable prior to the termination for a period not to exceed one
(1) year from the date of the P&SA or one half (1/2) such compensation level for the balance of an eighteen (18) month period from the date of the P&SA, unless extended by mutual agreement. Dealer and Manufacturer will identify all orders subject to this provision within thirty (30) days of the termination. Dealer and Manufacturer, within thirty (30) days of the termination, will also identify all prospects who have not signed a P&SA but may do so within six (6) months and the parties agree make a good faith effort to agree on a payment schedule to compensate Dealer for Dealer’s post-termination assistance with such prospect(s).
28. Resolution of Disputes/Arbitration/Mediation.
(A) Appeal Process. If a dispute arises, before any Mediation or Arbitration is initiated, both parties are encouraged to attempt to resolve the dispute using an Appeal Process to review, advise and recommend to Manufacturer and Dealer the resolution of any dispute between Manufacturer and Dealer. The Appeal Process consists of a Committee consisting of two (2) dealers chosen by the Dealer/Director or his/her designee(s) and two (2) of Manufacturer’s managers chosen by Manufacturer. In the case of any issue involving pricing of Manufacturer’s products to a dealer, the Appeal Process Committee shall consist of one independent third party, who is not a dealer or Area Manager, chosen by dealer and one of Manufacturer ’s managers chosen by Manufacturer. The recommendations of the Appeal Process Committee shall not be binding upon Manufacturer or Dealer.
(B) Mediation. If a dispute arises, whether or not a demand for arbitration has been filed, and the Appeal Process Committee was unable to resolve the issue, both parties agree to participate in non-binding third party including mediation administered by the American Arbitration Association (but without delaying the arbitration hearing date, if any). Any request for mediation or evaluation shall be made, in writing, by either party. The parties agree to share equally the mediation fees.
(C) Arbitration. Any controversy, dispute, or claim between Manufacturer and Dealer (and their respective affiliated entities, shareholders, principals, management, owners, guarantors, officers, directors, agents, employees, and attorneys in their respective capacities if applicable) arising out of or related in any way to this Agreement or breach thereof, which has not be resolved by the Appeal Process or Mediation, shall be settled by binding Arbitration administered by the American Arbitration Association office in Seattle, Washington upon application by either party. The arbitration proceedings shall be conducted in accordance with the rules in effect of the American Arbitration Association or its successor. This Agreement shall be construed and interpreted under, and the rights of the parties shall be governed by, the laws of the State of Washington, including but not limited, to the issue of whether a controversy, disagreement, dispute or claim is subject to binding arbitration. The arbitrator may award injunctive relief or any other remedy available in a court of competent jurisdiction,, but shall not have the power to award punitive or exemplary damages. The arbitrator shall be entitled to reasonable compensation, which shall be borne equally by each party hereto. Judgment upon award by the arbitrator shall be filed in a court of competent jurisdiction and shall be binding upon all parties to said arbitration. This Section shall survive any termination of this Agreement and shall be used to resolve all disputes between the parties. Manufacturer and Dealer agree that arbitration shall be conducted only as between the parties hereto, and not as a class action, and that arbitration proceedings between Manufacturer and Dealer shall not be consolidated with any other arbitration proceeding involving Manufacturer and any other party, unless Manufacturer consents in writing.
29. Non-Waiver. Failure of Manufacturer or Dealer to insist upon strict performance of the terms of this Agreement or of any P&SA or Contract shall not be deemed a waiver by Manufacturer or Dealer of any subsequent default by Manufacturer or Dealer in performance of or compliance with any terms of this Agreement or of any P&SA or Contract.
30. Entire Agreement. This Agreement comprises the entire Agreement between the parties and no other representations are given or should be implied from the written or oral negotiations that preceded execution of this Agreement. The parties shall not be bound by any agents’ or employees’ representations, warranties, promises, or inducements not set forth in this Agreement, and all prior representations, warranties, promises and inducements are merged into this Agreement. No course of prior dealings between the parties and no usage of trade, except as otherwise provided herein, shall be relevant or admissible to supplement, explain, or vary any of the terms of this Agreement. Acceptance of or acquiescence in a course of performance rendered under this or any prior Agreement shall not be relevant or admissible to determine the meaning of this Agreement, even though the accepting or acquiescing party has knowledge of the nature of the performance and an opportunity to make objection. No representations, understandings, or Agreements have been made or relied upon in the making of this Agreement, other than those specifically set forth in this document. This Agreement can be modified only by a written agreement, signed by the parties hereto; however, future Renewal Agreement(s) may be modified, to meet changing conditions, by Manufacturer in consultation with the Dealer/Director and at his/her option by other veteran dealers and Manufacturer and Dealer/Director shall use their best efforts to complete the revision, if any, by November 15th of the expiry year. Manufacturer shall submit
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the resulting Renewal Agreement to Dealer in writing or by appropriate electronic means. Dealer shall have forty five (45) days after the submittal of the Renewal Agreement to accept the agreement. If Dealer does not sign and return the Renewal Agreement within the forty five (45) days, this or any Renewal Agreement shall expire of its own accord, Dealer shall cease to be a represent Manufacturer and the provisions of Sec 27(C) Termination shall apply.
31. Construction and Effect . This Agreement shall be construed in accordance with the laws of the State of Washington, PROVIDED, however, that the provisions of RCW 19.100 et. seq. shall only apply to those dealers situated in the State of Washington. The right and obligations hereunder shall insure the benefit of and shall be binding on the heirs, administrators, successors, and assigns of the parties.
32. Notices . Unless otherwise provided, all notices required or permitted by this Agreement shall be in writing and may be delivered personally or by first-class mail, postage pre-paid, return receipt requested. Notices shall be sent to the addresses shown at the signature lines of this Agreement. A copy of all such notices to Manufacturer shall be faxed to Manufacturer Attn: CEO 206-725-1615.
33. Compliance with Law. The parties will comply with all local, provincial, state, and federal laws with respect to sale of Manufacturer’s products. Manufacturer has provided and Dealer acknowledges receipt of a copy of F.T.C. Order related to warranty and truth in lending dated January 5, 1976 (#C-2774).
34. Collection Costs. Dealer agrees to pay interest at one and one-half percent (1½%) per month or the maximum legal contract rate (if less) on all past due accounts. 
35. Severability. This Agreement shall be deemed separable and if any portion hereof shall be invalid for any reason, the remainder shall not thereby be invalidated, but shall remain in full force and effect. 
36. Acceptance. This Agreement shall not be binding upon Manufacturer until it is signed by the CEO of Manufacturer in Seattle, Washington. 
37. Change of Status. If Dealer is appointed to become a Distributor, as provided for in Section 11(E) of this Agreement, the Agreement will not be rewritten to substitute “Distributor” in every place “Dealer” occurs; however, thereafter Dealer will be referred to as a 
Distributor and all reference to “Dealer” in this Agreement will be interpreted as “Distributor.”
38. Titles and Headings. All titles and headings used in this Agreement are to be used for ease of reference only and shall not be used to interpret, extend, or limit this Agreement. 
39. Dealer’s Name. To promote harmony among all Dealers and avoid confusion, mistaken identification, mailing, etc., Dealer shall not use any business name or d.b.a. without first obtaining written consent of Manufacturer. 
(space intentionally left blank)
4-16
DEALER-DISTRIBUTOR AGREEMENT
Page 18
	
	
	
	
	By:

	(Dealer’s Name. If Corporation or LLC, complete Personal Guarantee Addendum)
	
	
	(Representative of Manufacturer)

	By:
	
	Title:

	
	
	
	
	
	
	
	

	Type/Print Name:
	
	For:
	

	Address:
	
	Address:

	
	
	
	
	
	
	
	
	



	
	
	
	
	Phone (
	)
	
	Fax (
	)
	
	
	

	Phone No.
	
	
	Accepted by
	
	
	
	
	
	
	

	
	
	
	
	LINDAL CEDAR HOMES, INC., Manufacturer
	
	
	
	

	Office:
	(
	)
	
	4300 South 104th Place
	206-725-0900
	
	
	

	Res:
	(
	)
	
	Seattle, Washington 98178
	Fax: 206-725-1615
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Fax:
	(
	)
	
	By:
	
	
	
	
	
	
	

	
	
	
	
	
	(CEO of Manufacturer)
	
	
	
	
	


Manufacturer’s Mailing Address:
P.O. Box 24426
Seattle, Washington 98124
PERSONAL GUARANTEE ADDENDUM
(Use if Agreement is drawn in the name of a Corporation or an LLC)
Name of Corporation or LLC

Incorporated under the laws of

I (we), the undersigned, in consideration of the granting of the attached Agreement by Manufacturer to the Corporation, personally guarantee and will indemnify Manufacturer for all debts, claims, and judgements of the Corporation or LLC to Manufacturer, or for which Manufacturer may become liable.
Corporate Officer(s) & Titles

Guarantor(s)
Print Name

Signature

Address

Phone: (Off)

(Res)

Witnesses
Print Name

Signature

Address
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