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PURPOSE

The current guidance questions should be used as general eye openers. You should read through the questions before embarking on the actual procedures for evaluating an agent, joint venture, consultant or project. It is not necessary to provide answers at this moment. Instead, the questions should serve as an introduction to the questions asked in the various agent evaluation procedures.
Application

Pre-entry reflections.
Instruction

You should give due considerations to the following questions. Guidance on each question is stated in blue:
Q1: Do you have relevant information on the country/market in question?

Depending on the country/market, various customary habits may prevail. It is therefore essential that each country/market is treated on separate terms and with separate investigations.  

Q2: Are you familiar with the prospect in question?

The prospect may not share the same code of conduct and ethical standards as you. Consequently, your detailed knowledge of the prospect is a key parameter in the screening.

Q3: Have you performed any recent spot checks on the prospect before initiating any further action?

In order to avoid unnecessary expenditure or incur any liability is it advised to conduct a preliminary check i.e. based on the prospect’s written application. 

Q4: From which source have you obtained this information (if any)?

The information source should also be checked for any link or relationship to the prospect. It is not uncommon that credit information agencies use soft information received from the prospect itself without proper verification.
Q5: If you choose to proceed, do you have access to audited accounts?

You can question the validity of the accounts. It is not uncommon in certain areas of the world that prospects may have a number of accounts depending on use. The quality of the auditors should be investigated in any case. 

Q6: Do you have access to the personal ownership, structure and/or investments of the prospect company? 

This information may give you access to information on the prospects network, hereunder any possible conflicts of interest. Again, crosschecks will in many instances reveal possible conflicts of interest.

Q7: Are you in possession of any information which may taint the reputation and corporate behavior of the prospect?

This is essential in any risk assessment of the prospect. It is important that any information be admitted to the screening procedure. Information may be viewed and interpreted differently depending on the person collecting the information. 

Q8: Where do you think the prospect is strong and matches your company’s profile and needs?

The prospect may have technical or commercial expertise that may compensate for weak points in your company. Weak positions of your company may influence the prospect’s way of conduct and your ability to monitor and assess the prospect’s actions. The profile of the prospect compared with your company’s profile is an essential element in the risk assessment and risk management process. 

Q9: Do you have any references?

References are necessary tools in the evaluation process. If the prospect is unable to provide references, convincing explanations and strong counterarguments are needed to compensate for this absence.

Q10: Has your company ever had any previous relations with the prospect?

The experience from previous relations may not be valid for the current situation. Personal relations and the business profile may also have changed, affecting the risk profile of the prospect.  

Q11: Has the prospect had a long relationship with his bank(s) and or legal representative(s)?

Normally, it takes a long time to establish a good relationship, either with banks or legal representatives. It is a risk factor if the prospect is carrying out transactions on secured basis. This will often reveal either a weak financial position or mistrust from the financial institution. 

Q12: Can the prospect bank(s) give a clean statement/opinion?

Financial institutions may refuse to comment on a client’s financial position. However, statements regarding general information can be obtained from time to time. Legal restraints may also prevent banks from giving out any information on clients.

Q13: Does the prospect have personal relationships which could affect your business?

Personal relations may be the key factor in the selection of the prospect. However, relationships may be of dubious character and expose you and your business indirectly. 

Q14: Has the prospect ever been involved in political activity?

In many countries, political activity is viewed as a natural element and is used as a catalyst for the business in question. The key question is whether the political activity is compatible with the business and will not coincide with any code of conduct.

Q15: Has the prospect ever made political contributions even if legally permissible and common practice?

Corruption scandals often originate from political contributions. A contribution may be viewed as acceptable at a given time, but may compromise the prospect later on. The distinction between a political contribution and a bribe can be hard to draw and could constitute a breach of legislation. Transparency in contributions is a must in order to avoid ambiguity or questioning the transaction at a later stage.

Q16: Has the prospect suggested remuneration/agreement conditions which are not customary for the market/country? 

This is a red flag which should be treated with caution. The prospect’s reason for asking for conditions which are not customary should be explained. Examples of such conditions could be if the prospect resides outside the country of representation, if payment is to be made to a numbered account in a different country etc.   

Q17: Have you verified any information by different sources?

Cross-checks are essential in the screening phase. The sources of information could be local credit information bureaus used by export credit agencies. Other sources could be NGO forums, embassies, media coverage, news paper clippings for example through web databases. 

Q18: Have you ever shared this information with other company staff for their comments?

Transparency in the evaluation period is a key word. Information may be viewed differently from person to person and 4 eyes may give you a better evaluation of the prospect than 2. If any questions are raised at a later stage, you can document the evaluation and approval process and the reasoning behind it. 
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