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 ABOUT THE ROUTE 
 
Dear Prospective Buyer, 
 
This route is a well-established business with many long-standing delivery accounts and is continually 
growing. I began this venture with the purchase of a distributorship for Tom’s snacks in 1997, which 
included a modest number of accounts around the Trinidad area. Over the years I worked to expand the 
delivery route by obtaining additional accounts throughout Trinidad and the surrounding areas of 
Segundo, Stonewall, Aguilar, and others. 
 
In the early 2000’s, I began servicing the Raton, New Mexico area. This was originally a separate route 
that had been abandoned by another distributor several years prior and had no active accounts. I was 
given the opportunity to assume the territory, and throughout the next few years was able to obtain a 
number of accounts in the area, many of which I have now serviced for years. 
 
In 2005, the Tom’s corporation was purchased by another company, Lance, Inc., which, in addition to 
the Tom’s brand, included the popular brands of Lance, Cape Cod, Archway, and others. This 
expansion of product lines enabled further growth for the route. In 2010, Lance merged with Snyder’s of 
Hanover. This merger enabled significant growth by adding additional brands and products- including 
well-known, quality Snyder’s pretzel snacks and many others- to our line of products distributed.  
 
In 2013, I was able to grow my route further by obtaining additional accounts located within my New 
Mexico territory, which included service to the areas of Cimarron and Springer. In early 2015, I was 
asked to assume a separate service agreement with Snyder’-Lance to include the delivery of Snyder’s- 
Lance brand and other partner brand products to several large chain grocers in the Trinidad/ Walsenburg 
areas. Two chain convenience stores were added to the service agreement in 2016. 
 
Today, I service 35+ accounts, ranging from large chain grocers to small mom and pop stores, and 
everything in between. This diversity offers stability and route value since sales are not based solely on 
a few large accounts. Also, as of this past year, Snyder’s-Lance company became a subsidiary of the 
Campbell’s soup company, enabling further stability for its brands and ensuring promising growth in the 
future. 
 
 

Snyder’s-Lance Route For Sale 
Servicing Southern Colorado/ Northern New Mexico 
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I appreciate your interest in my route, and hope you find the following information helpful in determining 
if this is the right business investment for you. It has been a good business for me over the course of 
many years, and I hope to find someone who shares my enthusiasm for this venture and will continue 
to grow the route over the years to come. 

   ABOUT THE AREA     
 

This route is based out of Trinidad, Colorado and services areas of both Southern Colorado and 
Northern New Mexico. Located along the historic Santa Fe Trail and I-25 in the Purgatoire River valley, 
Trinidad is a bustling small town on the Southern border of Colorado. Rich in history, this beautiful area 
truly offers “The Best of the Wild West”- spectacular mountain views, close proximity to outdoor 
recreation, lakes and wildlife, historic brick streets and architecture, a vibrant downtown filled with little 
shops, restaurants, galleries and more, a seasonal farmer’s market, a junior (community) college, as 
well as a low cost of living! 

 
The downtown known as the Corazon de Trinidad was recently designated as an official Colorado 
Creative District (http://www.colorado.com/articles/colorado-creative-districts), and the town hosts 
exciting events such as the Trinidad Artocade (Art Car Parade Extravaganza), Trinidaddio Blues Fest, 
Santa Fe Trail Festival, and Southern Colorado Repertory Theater professional theater company 
season to name a few. In addition, recreational marijuana sales have brought an influx in growth and 
tourism to the area in recent years. Trinidad is an amazing place to live, and this route offers the 
freedom and flexibility of business ownership and small-town living in a vibrant, growing community. 

 
  ABOUT SNYDER’S-LANCE     

 
Snyder’s-Lance is a publicly backed company on the NYSE. It became the second largest producer of 
salty snacks in the United States when the two companies, Snyder’s of Hanover and Lance Inc., merged 
in 2010. Both companies have successful business portfolios that span a century. Lance’s beginnings 
date back to 1913, when Phillip L. Lance began selling bags of roasted peanuts from a stand in the 
streets of Charlotte, North Carolina. Over the years, the company expanded into a large, successful 
corporation that produced a multitude of snack products. Snyder’s began in 1909 in Hanover, 
Pennsylvania, when Harry V. Warehime began making Old Tyme Pretzels for the Hanover Pretzel 
Company. Snyder’s experienced vast growth throughout the years as it also continued to expand its 
product lines. 

 
Today, the company of Snyder’s-Lance, now under the Campbell’s umbrella, boasts a multi-billion 
dollar snack empire that is steadily growing, manufacturing and distributing products throughout the 
U.S. and globally. They continue to expand their existing brands with new, innovative product lines. In 
addition, over the past few years, the company has acquired several additional quality and health-
conscious brands including Kettle chips, Snack Factory, EatSmart, and Late July. Snyder’s-Lance also 
contracts with various other companies to distribute partner brand products through their distribution 
channels, including independent distributors. Additional information about Snyder’s-Lance can be 
found at snyderslance.com, the company’s website. 

 

http://www.colorado.com/articles/colorado-creative-districts)
http://www.colorado.com/articles/colorado-creative-districts)
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  SNYDER’S-LANCE PRODUCTS     
 

Snyder’s-Lance has a vast selection of delicious, high quality brands and products available for 
distribution. A summary of these products follows. A complete list of all Snyder’s-Lance products 
available to the distributor will be provided to serious buyers. 

 
 

• Lance- extensive variety of nuts, sandwich crackers, popcorn, gluten free snacks, etc. 
• Snyder’s- multitude of pretzels, pretzel pieces, dipped pretzels, gluten free and other varieties 
• Tom’s- full line of potato chips varieties in various sizes, Bugles, pork skins, tortilla chips, corn 

chips, cheese puffs, and more 
• Cape Cod- variety of kettle-cooked chips, infused chips, gourmet tortilla chips, popcorns 
• Archway- full line of quality bag, tray, specialty, and seasonal cookies 
• Stella D’oro- cookies, breadsticks, breakfast treats, toasts and sponges 
• Kettle Brand- variety of original and bold-flavored kettle-cooked chips 
• EatSmart- veggie chips and sticks, innovative tortilla chips, and other healthy snacks 
• Snack Factory- healthy variety of pretzel crisps and other healthy snacks 
• Late July- line of flavor-inspired tortilla chips, organic tortilla chips, non-GMO tortilla chips 
• Uncle Buck’s (Bass Pro Shops)- meat snacks 
• Additional brands including Oke Doke (popcorn varieties) and Krunchers (chips) 
• Additional partner brand products available for delivery to certain accounts 

 
 
 

   INDEPENDENT DISTRIBUTORSHIP     
 

This route follows an independent distributorship model. With this type of business, an independent 
distributor or IBO (Independent Business Owner) acts as an independent contractor for a larger 
company, selling and promoting that company’s products within a defined territory. The territory 
included in this route encompasses a portion of Southern Colorado and extends into Northern New 
Mexico, including the towns of Trinidad, Aguilar, La Veta, Walsenburg, Raton, Cimarron, Springer and 
surrounding areas. (For a detailed map of this territory, please see attached document.) 

 
There are many benefits as well as responsibilities and considerations you should be aware of with 
owning this type of business: 

• You are your own boss 
• You have flexibility in setting your own work schedule 
• You have the ability to increase your income by increasing your sales and accounts 
• You are solely responsible for all operations of the business, including ordering and delivering 

product on a regular basis, and keeping your customers satisfied, as well as paperwork and 
anything else necessary to keep your business running 
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• You are responsible for all expenses and overhead for the business, such as fuel, insurance, 
HHC (Hand Held Computer) lease cost, and product that outdates 

• You are not an employee of the company you contract with and therefore will not receive 
benefits, so you will be responsible for obtaining your own health insurance, saving for 
retirement, and training and/or hiring someone to run the route for you if you need to take time 
off for vacation and personal/sick days, etc. 

 
 
 

   CONTRACT     
 

As an independent distributor, you will enter into a contract with Snyder’s-Lance that grants you 
exclusive rights to distribute their products within a defined area/ territory, with the exception of certain 
products delivered through food service organizations and direct from the company itself. In addition to 
the route contract, you will also be given the opportunity to assume a service agreement contract with 
the company, which grants you the rights to distribution to five additional chain stores outlined in the 
agreement. This agreement is separate from the route, and buyer can assume this agreement upon 
purchase of the route at no additional purchase cost. Essentially, the service agreement is not a 
“territory” purchase as is the route, but an agreement to deliver to specific stores. It is a bonus included 
with the route. 

 
Obtaining a contract with Snyder’s-Lance will require approval from the company. The process of 
approval is normally not a difficult one, but it will involve a meeting with a representative of the company, 
in which they will request some personal information, outline the terms of the contract you would sign, 
inform you of any business requirements necessary to become a distributor, answer questions, and 
perform a background check. Visit http://snyderslanceibo.com/home/become-ibo/ for more information 
about becoming a distributor. 

 
    PLACING AND RECEIVING PRODUCT ORDERS     

 
Placing orders and receiving product for the route and service agreement vary slightly in their 
procedures. Orders for the route are placed using a Microsoft Office Excel order form, which is filled 
out by distributor and sent as an email attachment to Snyder’s-Lance order fulfillment. Orders are 
placed on a weekly basis on Sunday evening. Product is shipped from the company’s North Carolina 
warehouse, and is delivered the following week on either Tuesday or Thursday by Old Dominion Freight 
Company direct to the distributor. Orders for stores specified in service agreement are placed on 
Monday evenings using a handheld computer issued to distributor by the company and are delivered 
on Wednesday morning of the same week from the company’s Denver, Colorado warehouse by 
another freight company. 

 
The distributor is not required to obtain any specific facility for delivery, the only requirement being that 
the freight companies have driving access to the facility. Many distributors choose to operate out of 

http://snyderslanceibo.com/home/become-ibo/
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their garage, storage shed, etc., as there is very little overhead expense. Other options include leasing 
or purchasing a building or storage facility. 

 
Product comes in cardboard boxes packed on pallets and shrink wrapped. A packing list is included to 
check for accuracy. Due to shipping costs, Snyder’s-Lance does not take back empty product boxes or 
wood pallets on which product is shipped, so the disposal of these is the distributor’s responsibility. 

 
 
 
 
 

   CLAIMS PROCEDURES     
 

As an independent distributor, you are responsible for bearing the cost of any product that outdates. 
However, Snyder’s-Lance issues back full credit to the distributor for products that are sent damaged, 
short-dated or with open seals, as well as for product shortages. Claims for these issues must be 
itemized and emailed to the company for credit within 72 hours of delivery using a claim form and 
signed freight carrier copy of the Bill of Lading, and in some instances, photos must be provided. 

 
   BUSINESS OPERATIONS     

 
Snyder’s-Lance products are purchased at wholesale cost directly from the company, and then sold by 
us to our various accounts at an increased wholesale price. These stores then sell the product at retail 
prices. Commission varies based on the types of products sold, store promotions on products, and 
whether the account serviced is part of the route or is designated as part of the service agreement. 
This will be explained in detail during your interview with the company and outlined in your contract. 

 
On a typical day as a distributor, you will load product into your truck from wherever you store it (or you 
also have the option of loading your truck at the end of the prior delivery day). You will then proceed to 
deliver to your accounts. Large chain grocery stores are serviced first in the morning, as they have 
specific receiving hours. Most small grocery stores and convenience stores are flexible and can be 
serviced at later hours.  
 
When you arrive at the store, you will go in and take the order. This involves checking the shelf/ rack, 
as well as your back stock at the larger, higher volume stores (extra product that is kept in the back of 
the store to fill the shelves between delivery days), and determining what product you need to take into 
the store. You will enter or scan all the product needed into your HHC and then print a pick sheet that 
lists the product. (We are currently required to use two different HHC’s, one for route accounts and one 
for service agreement accounts, in order to keep billing separate, but are only charged for the cost of 
one).  
 



6 
 

After taking your order, you will then use the pick sheet to fill the order from your truck inventory. After 
filling the order, you will print an invoice and take the product into the store for receiving, checking the 
order against the invoice with the store’s receiver. After checking in the delivery, the store receiver will 
sign for it, and you will give the store a copy of the invoice and retain one for your own records. Some 
stores will also give you a copy of their own print out, or Proof of Delivery (POD), which you should also 
retain.  
 
You will then fill the shelves with the product and go on to your next account. When you are finished 
delivering to all accounts for the day, you will print out your end of day reports from your HHCs and 
sync your HHCs (upload sales data to Snyder’s-Lance for processing), a very simple procedure. 

 
 
 
 
 

   DELIVERY ROUTE AND ACCOUNTS     
 

This route services a diverse clientele, including large chain grocery stores, independent grocery 
stores, convenience stores and service stations, smaller Mom and Pop stores, groceries, bars, 
restaurants, and more. Currently, I service approximately 35 accounts. A complete listing of all accounts 
will be provided to serious buyers. I consider all of the accounts a vital, integral part of the business’ 
success. Although the larger stores deal in much greater volumes of merchandise, the smaller accounts 
add up and constitute a significant portion of sales. 

I deliver to my accounts on a weekly basis depending upon the volume and frequency each account 
necessitates. Some accounts only require service every other week. I also have a couple of seasonal 
accounts which require delivery only during certain times of the year. Several of the large chain stores 
also need to be merchandised several days during the week in between delivery days, which involves 
replenishing product on shelves with back stock, and facing product on shelves (pulling product to front 
of shelf and straightening it).  

 
 

   DELIVERY SCHEDULE     
 

As an independent business owner, there is quite a bit of flexibility with the days and hours you 
work, as long as your shelves are filled and your customers are happy, and work weeks are 
generally shorter than average. A suggested delivery schedule is as follows, which you can modify 
to suit your needs. For example, you could work longer days and work only a few days per week, or 
work more days per week for only a few hours per day. You could work a couple days on, then take 
a couple of days off. There are lots of options! The large chain stores often do expect vendors to 
deliver on the same day of the week for the most part, however the day of delivery could be 
discussed and worked out with the store receiving clerks.  
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As stated previously, some stores require delivery weekly, some require additional weekly 
merchandising, and others require delivery every other week and some less frequently. Therefore, 
hours worked one week may be longer and then shorter the next week, and some days may be 
longer and some very short. Variables such as holidays, tourist season, and other factors may also 
have an impact. However, the flexibility with a route such as this is ideal. 
 
Suggested Delivery Schedule: 

• Monday- Load truck, deliver to grocery store and convenience stores around Raton 
• Tuesday- Load truck, deliver to convenience stores around Trinidad, check in weekly product 

order from North Carolina warehouse 
• Wednesday- Check in weekly product order from Denver warehouse, load truck, deliver to 

grocery stores, convenience stores, etc. in Walsenburg and Aguilar 
• Thursday- Load truck, deliver to grocery stores in Trinidad and convenience stores, etc. 

along Hwy. 12 
• Friday- Load truck, deliver to small grocery stores and convenience stores in Cimarron and 

Springer 
 
 
 
 

   OPPORTUNITIES FOR EXPANSION     
 

Since purchasing the Snyder’s-Lance route (Tom’s at that time) in 1997, I have built it up considerably, 
but there are still areas of my territory into which I have not expanded. There are also additional stores, 
etc., I haven’t had time to approach about becoming accounts due to my busy schedule running multiple 
businesses, and many of these are located within or very close to the same towns/areas where I already 
service other stores, which would make it convenient and possible to increase sales significantly  with 
little added time and expense. Grocery stores, convenience stores, and restaurants are only some of 
the possibilities. I am of retirement age, and at this point in my life looking to downsize some of the time 
I spend working. However, someone with energy and enthusiasm could grow this business even 
further. 

Additionally, this route has a prime location based in areas along one of the busiest interstates in the 
country, and Trinidad is the first town along the state’s southern border. These areas are experiencing 
significant growth, with many tourists visiting and new people moving to the area due to the low cost of 
living and housing. This in itself has created very favorable conditions for growing sales.  

Also, Snyder’s- Lance is major player in the multi-billion dollar snack food industry, and is very proactive 
in expanding product lines and brands available for distribution in line with major food trends. Looking 
towards the future, this type of route offers projections for stability and growth, as it deals in food 
products, which are a necessity to people. 
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Additional opportunities to increase business revenue also exist outside of the Snyder’s-Lance product 
line. Because you are essentially considered an independent contractor for Snyder’s-Lance, there is 
no exclusivity required regarding other non-competing products of different brands you wish to sell. It 
is common practice for many distributors to supplement route sales by carrying additional non-
Snyder’s-Lance products with high profit margins, which have the potential to significantly increase 
income- a line of jerky, for example. These types of products must be invoiced separately from the 
Snyder’s-Lance products (and not using the Snyder’s-Lance handheld computers), directly from your 
business to stores. It would also require permission from the stores and would be limited to stores that 
do not require a specific shelf schematic. Stores such as Safeway and Walmart, for example, have 
specific items that must be placed in specific locations on the shelves and do not allow additional 
products to be substituted. However, there is a great deal of sales potential for additional product lines 
in the many stores that don’t require specific schematics. 

 
 

  SETTLEMENTS AND PAYMENTS     
 

A distributor is paid on a weekly basis by direct deposit into the distributor’s bank account. Between the 
route and service agreement, procedures vary somewhat. With the route, there are two different types 
of accounts. Some are considered Central Billing Accounts, and for these accounts, the distributor 
delivers product to the store and the store pays Snyder’s-Lance directly for the invoice. The other type 
of account is a considered a cash account, which means the store pays the distributor directly, by cash 
or check at the time of delivery, or sends payment in the form of a check at a later date as per terms 
agreed upon between the distributor and the account. For example, a grocery store that receives 
weekly deliveries may send a check for all deliveries during that month at the end of the month, or a 
company that owns multiple stores I deliver to may send payment for deliveries I made to all their stores 
over the period of a week. 

With the route, the distributor orders inventory weekly from Snyder’s-Lance and at the end of the week, 
the cost for that inventory is deducted from the sales of the Central Billing Accounts. The weekly HHC 
rental fee, which is $40 per week, is also deducted. Since the distributor has already collected the 
money from the cash accounts, their amounts are not included. Cash accounts are beneficial because 
they will consistently allow you to have cash on hand from the payments of your cash stops. However, 
if the cost of your inventory is greater than the sales from your Central Billing Accounts in any given 
week, you will have to pay the difference to Snyder’s-Lance out of some of the monies collected from 
your cash accounts during that week. If the sales from your Central Billing credits are more than your 
inventory cost, you will receive a direct deposit from Snyder’s-Lance into your bank account the 
following week. You will also receive a weekly Central Billing Distributor Settlement statement that is 
emailed weekly detailing your sales and returns for the week. 

 
All accounts designated in the service agreement pay Snyder’s-Lance directly, so all are considered 
charge accounts, and the distributor does not collect any monies directly from these accounts. 
Otherwise, the process is similar. At the end of the week, inventory ordered that week and the 
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distributor’s share of promotional discounts are deducted from your weekly sales. (Snyder’s-Lance 
covers the majority of the cost difference when items are sold on promotion, while the distributor is 
responsible for a much smaller share.) After these deductions, the balance of sales credit owed to the 
distributor is then direct deposited into the distributor’s bank account the following week. You will 
receive a settlement statement via email as well. It is important to note that any inventory you do not 
sell during the week will carry over to the next week and affect your settlement payment amount, so it 
is important to sell most or all inventory on a weekly basis. 
 

  MARGINS, SALES and INCOME     
 
Margin 
Average profit margins for wholesalers typically net 15-20% of sales, not including the tech and 
medical industries, which boast unusually high margins (smallbusiness.chron.com). The range of 
profit margin for the wholesale food and beverage industry is -24.1%- 24%, with typical averages of 
around 5.2% (Investopedia.com). 
 
Although the food industry is generally a stable sector, there are, nonetheless, many factors that may 
affect sales in any given year that are out of the distributors hands. The economy, an uptick or decline 
in tourism and travel, stores opening or closing, and suppliers changing costs and margins are all 
things that impact sales. 
 
With this business, Snyder’s-Lance has set margins for all its products, meaning the distributor is 
charged a certain cost for each product and then resells that product at a set cost to his customers. 
Margins vary significantly across product type, brands, etc. Distributor margins currently range 
anywhere from 17% (sometimes less when promotional costs are considered) to 30%. Snyder’s-
Lance typically offers higher margins as an incentive to its distributors on their own branded products, 
and the products they want to promote and sell more of. However, it is not always possible for the 
distributor to sell more of the higher margin items for various reasons- store schematics that require 
specific products, regional preferences and demand for a certain product or brand, to name a couple. 
 
Currently, this route and service agreement accounts are averaging a 21% profit margin, which is both 
high for the wholesale food and beverage industry (average 5.2%), and above the 15-20% average 
for the general wholesale sector.  

 
Sales 
Gross sales for the route (Route #808653) for 2017-2018 averaged $118,377 per year, a weekly 
average of $2276. Average gross sales for the service agreement accounts (Route #809025) were 
$64,724 per year for the same period, a weekly average of $1245. Combined gross sales for both 
the route and service agreement averaged approximately $183,101 annually and $3521 weekly 
over the past couple of years. 

 
Income 
Average gross income for the business, after deducting the cost of goods and returns, is 
$24,840 annually/ $478 weekly for the route and $13094 annually/ $252 weekly for service agreement 
accounts. Total income is approximately $37,934 annually or $730 weekly. 
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Documentation of sales and an income statement will be provided to serious buyers. 
 

   EXPENSES     
 Expenses 

Expenses including fuel, insurance, and others necessary to the operation of the route may vary 
due to a variety of circumstances. I have not included my expenses because I also operate another 
independent distributorship route for Mission Tortillas and a vending machine route alongside the 
Snyder’s-Lance route. Therefore, my expenses include additional fuel costs for transporting 
tortillas, additional fuel and vehicle expenses for vending, insurance expense for all three parts of 
my business, and additional expense for a warehouse large enough to house products for all three 
routes and numerous vending machines. It would be near impossible to extrapolate the specific 
expenses for just the Snyder’s-Route because they are so intertwined with the other business 
expenses and many expense variables would change with the operation of solely the Snyder’s-
Lance route. 
 
Operational expenses necessary to this route are the cost of fuel, insurance, business licenses, 
and HHC (handheld computer) lease. The HHC lease fee is deducted from the weekly settlement 
amount as previously explained. Therefore, this expense has already been deducted under cost 
of goods from the income figures in the section prior. Any other expenses are discretionary for the 
distributor to decide.      

 
   ROUTE VALUE AND ASKING PRICE     

 
There are a variety of methods used to determine the value of non-durable goods routes. Because 
there are not typically large assets included, such as real estate, the value of routes are generally 
based on their ability to generate income. The number of accounts and length of time the 
distributor has handled the accounts add additional value to the route because they demonstrate 
stability of the business. As examples, if there are a lot of accounts, the business isn’t likely to 
suffer as much loss to sales if one of the accounts closes, and a longstanding business 
relationship with customers shows that relationship is likely to continue to produce sales far into 
the future. 
 
The asking price for this route is $40,000. The asking price has been determined using sales 
figures for the route only (not including sales figures for the service agreement accounts). 
Determination was made based on a 19:1 selling ratio of average gross weekly route sales. 
($118.377 / 52 = $2276 X 19 = $43,244). Therefore, this method determines a fair selling price for 
the route to be $43, 244. This is a common method of valuing routes across the food industry. It 
does not take into consideration the added value of the 35 accounts the route services or the 
decades long business relationships with many of these accounts.  
 
It also does not take into consideration the value of the sales generated from the service 
agreement accounts. As stated previously, the service agreement is an added bonus included 



11 
 

with the sale of the route, offering the distributor a fantastic opportunity to produce additional 
income at no additional cost. To put this opportunity into perspective, if the buyer were to purchase 
based on sales from both route and service agreement at the same 19:1 ratio, a fair asking price 
would be $66,899, not including assets. 

 
Additionally, asking price for this route includes assets such as a delivery truck (1994 Chevrolet 
P30 Step Van in good condition) with built-in custom shelving, and numerous store racks and 
displays, valued collectively at $7000. 
 
Please note that the asking price of the business does not include inventory. Because inventory is 
non-durable and fluctuates on a weekly, monthly, and seasonal basis, it is not possible to predict 
what inventory will be at the time of sale. Therefore, all truck and warehouse inventory on hand at 
the time of sale will be added to the purchase price of the route at the time of sale. It will be sold 
to the buyer at cost (same cost distributor purchases it from Snyder’s-Lance). Sale of route will be 
contingent on buyer purchasing all remaining inventory from seller at time of sale, with the 
exception of expired or damaged product. 
 
I am pricing this route far below its value because I am very motivated to sell and retire, and my 
body can’t do this much longer. I would like to sell it quickly. It has been a good business for me 
over the years and I hope that this gives someone else the opportunity to own their own business, 
a business that will both provide stability for years to come and opportunities for expansion for 
someone with the energy to do so.  

 
  SALE OF ROUTE     

 
Included in the sale of the business will be the transfer from seller to buyer all of the seller’s 
independent distributorship rights and responsibilities for the Snyder’s-Lance territory serviced, 
including the transfer of all accounts serviced, as well as additional business assets such as the 
delivery truck, racks and shelving currently in stores, and displays. It will also include the sale of 
all inventory on hand explained above.  
 
Buyer will sign a contract with seller further detailing the terms and conditions of the sale, and 
buyer will pay seller directly for the route and its included assets. Seller is ideally looking for a cash 
buyer for this route. However, the seller is willing to consider partial owner financing to buyers with 
approved credit and a down payment, with specific terms and interest which would further be 
discussed and agreed upon between buyer and seller, and outlined in the contract.  
 
Contract between buyer and seller will be for sale of route only, and it is a separate contract from 
the one buyer will be required to sign with Snyder’s-Lance, which will detail the buyer’s rights, 
responsibilities, etc. as an independent distributor for their company. Serious buyers will be provide 
with a copy of the Snyder’s-Lance Distributor Agreement.  
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