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THIRD PARTIES AND SALES PARTNERS PRINCIPLES 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

Knowing our third parties, whether they are suppliers, customers, intermediaries, industrial partners, 

joint ventures or any other third parties, is essential to prevent the risk of corruption, particularly 

indirect corruption.  

Nexter has implemented specific and rigorous policies to select its third parties, ensuring their 

reliability and compliance with Nexter’s integrity commitment. These policies are applicable to all of 

Nexter’s third parties and sales partners. Third parties are subject to pre-contract checks, called "due 

diligence", among other things to verify their good reputation and to ensure that their business 

practices comply with the company's requirements. 

In each case, the verification process is adapted to the level of risk identified.  Throughout this 

process, a great number of criteria is taken into account; notably but not limited to, country risk, 

market risk, the type of relationship considered and the amount of the considered transaction. 

Furthermore, inquiries are led in order to evaluate the company’s financial situation, identify 

ultimate beneficial owners, asses the reputation of the company and that of its Directors and 

management in local and international business circles, and verify potential criminal records. 

 
As part of its compliance program NEXTER has implemented policies to detect and to 
prevent corruption and influence peddling in its business.  
 
The Third Parties and Sales Partners Principles are part of the overall policy of the 
NEXTER compliance program which details and complements the general principles 
set out in the Group's Ethics Charter and Code of Conduct.  
 
NEXTER Group conducts its activities in an exemplary manner based on principles of 
ethics, individual and corporate responsibility.  
 
The French Criminal Code, the Law on Transparency, Anti-Corruption and 
Modernisation of Economic Life, the OECD Convention on Combating Bribery of 
Foreign Public Officials in International Business Transactions signed in 1997 and the 
United Nations Convention against Corruption, which entered into force in 2005, 
prohibit corruption and govern companies' obligations to prevent corruption.  
 
NEXTER complies with all legal obligations applicable to its business whether they are 
national or international.  
 
All of NEXTER’s employees and its partners must integrate and apply these 

principles. 
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Contracting with Sales Partners (also called intermediaries, business consultants, distributors) may, in 

some cases, increase the potential risk of indirect corruption or influence-peddling. For this reason, 

Nexter has implemented a strict policy governing the selection, verification and payment, if any, of 

these types of partners. 

 

A “Sales Partner” is a company or any other legal entity which is hired to guide, promote, assist and 

support, directly or indirectly, Nexter’s prospection activities, marketing and development strategy.  

 

In its third parties selection process, Nexter follows a number of principles to assure itself of the third 

party’s integrity and of the sustainability of the potential relationship. When it comes to Sales 

Partners the verification process is broadened. When entering into a business relationship or at 

contract renewal, an extensive review is led to establish if the Sales Partner’s experience, expertise 

and integrity meet Nexter’s expectations. No services can be rendered by the Sales Partner until 

these reviews have been finalised by the Compliance Department and a contract has been signed in 

due form. 

  

Nexter only works in collaboration with qualified, exemplary, law abiding third parties with whom 

entering into a business relationship does not risk creating, or being perceived as creating, a conflict 

of interest with either its employees, clients or public agents. 

Unless exceptional circumstances prevail, Sales Partners must be established and paid in the country 

where the services are rendered. 

Remuneration must be consistent with the services to be rendered, their complexity and duration. 

Remuneration defined on an hourly or daily basis is considered less risky than remuneration based 

on sales volume or the award of a sales contract. No payment can be undertaken without a review by 

the Sales, Legal and Compliance and Finance Departments of documentation ensuring that the 

services have effectively been rendered. 


