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Sample Software Sales Manager Commission Plan

Template
Industry: Software

CellarStone. Inc.
Producers of QCommission

To properly calculate and pay for this commission plan, please contact

OCommission

WWW, Qeommission.com
qc_sales@cellarstone.com
SALES COMMISSION AGREEMENT
] R e e el e P L - L0 AN AL Iy R N TPy o a0 L 1 T ;
BETWEEM:
.............................. . [company legol nome] whiose reglsterad offioe 15 3t ....occvicimes v
|oddress, city and couniry] and registration/fiscal number B ..o . mepresented by
.......................... . [sumame ond first name, pasition] (hereafter referred to as “the Principal®),
AND:

Alternotive A [When the Agent & an individual ond independent professional]

L - —— . Of legal age, i, . [melude profestional qualificotion], Tax
ldert fication Number............ , registered address ... - , acting on hs/her own behalf
(hereafter, “the Agent™).

Akernotive B[When the Agent is o company]

.............................. . [company legal nome] whose registerad offioe 015 38 ...ccoeieeeries cr s serens
[oddress, city and country] and registration/fiscal number B ... . represented by
.......................... . [sumame ond first name, position]. (hereafter referred to as “the Agent™).

The two Farties acknowledge that they have the legal capacity to enter into this Agresment,
based on the following cbhuses

i OBIECT OF THE AGREEMIENT
The Principal hires the Agent for the promotion and sale of
Alternotive A The products which are descnbed & follows: ... s s j

Alternotive B. The products lsted in Annex 1 of this Agreement.



ADDENDUM TO ECLIPSE IDENTITY RECOGNITION CORPORATION

(*ECLIPSEIR™) AND JM INTERNATIONAL LLC (*JMI7)
INTERMEMARY/FINDEROONSULTANT AGREEMENT DATED SEFT. 1, 2011

Thiz Addendum 15 10 reference o the [atermediary-Finder-Consullasnt Agreement
{(“Agreement™) dated Seplember 1, 2011 and ssgned between EclipselR and IMI,

This Addendum is with respect to an acquisiion’sale of EclipscIR by a third party ("Buyer™) as a
result of JM1's direct or indirect introduction of Ruver W FelipselR as stipulated in the
Agrecment.

May it be known that the undersigned parties, for good consideration, do hereby agree 1o make
the following changes andor additions in this Addendum as outlined below:

1. JMI shall receive six percent (6%) of the cash proceeds (or equivalent in stock if the sale is
strictly a stock transaction) from the scquisition/sale of EclipselR.

2. Thiz addition shall be made valid as if it were included in the above mentioned Agreement and
shal] be attached 1o the Agreement as an Exhibit,

3. No other terms or conditions of the Agreement shall be negated or changed as 3 result of this
Addendum.

4, Except as clanficd by this Addendum, all other provissons of the Agreement shall remain in
full force and effect.

5. This Agreement cannot be amended or modified cxcept by writien notification and consent by
both parties.

ADDENDUM IS ACCEPTED BY THE PARTIES AND EFFECTIVE AS OF JUNE 15, 2012:
IM International LLC

e A (e

lmﬁﬂ.’..l"ﬂtﬁ' Managing Director

8 . [company legal name] whose registered office is at .
Iadd're-ss, .:ir].r ann' munm.rl and registration/fiscal number I5 .......ccucimmmmme. reprmnted I:r'.r
........................... [surname and first name, position] (hereafter referred to as “the Principal™),
AND:
Alternative A [When the Agent is an individual and independent professional]

Mr/Ms. i . Of legal R, .conereiremerinrrimns linclude professional qualification], Tax
identification Number.............., registered address ............. , acting on his/her own behalf

{hereafter, “the Agent™).

Alternative B [When the Agent is a compony]

............................... . [company legal name] whose registered office I8 atl .......occmcmenee
[address, city ond country] and registration/fiscal number is ..., . represented by
........................... [sumame and first name, position). (hereafter referred to as “the Agent”™).

The two Parties acknowledge that they have the legal capacity to enter into this Agreement, based
on the following clauses:

r 8 OBJECT OF THE AGREEMENT
The Principal hires the Agent for the promaotion and sale of:

Alternative A. The products which are described as follows: ...

Alternative 8. The products listed in Annex 1 of this Agreement.



PARTIES

Thiz Commistion Sales AQer Agreement (TAgressment’), ciealed on Oclober 14, 2028, 2 edecuted Bsiwnsin
Faratech Inc. at 10647 Catherine Ovive, Fango, korth Dakota 58102 ("Company”}, and Gina Webar a1 3410 Findiey
Ayerwie, Wing, Nodth Dakots 58494 ["Sales Agent’)

The Company and the Sales Agent are sach refemed to as a "Parly”™ and, collectiively, as the Parlies” agree 1o Fhe
fedlawang

NATURE OF AGREEMENT

The parties agree bo enler inlo this Agreernen! 1o sél Ehe terms of Bhe compensation of e Sales Agent in
maksing and asling the products of the Company, such peoducts e described in Anne & BIEBCRED Pebfelo
nemed as Lisk of Prodocts ard Services (" Products )

CONSIDERATION & PAYMENT

» The Compasry grams the Sakes Agent & nor-exciusive right o 3ell the Prodocts within the Demaorny described
in Annex B as an ndeperedent contractor not as an employes, agent, sulisicdiary, or affiliate of the Company

i The Saks Agant shiall oem & DOImHTesSion Dased on the sales tmnsachons famad by the Sales Agant, aach
product shall hayve o corfedpshding commission e as canbenrdlaled in e Commisson and Schadule of
Faymant in Annex C

COVENANTS, REPRESENTATIONS, & WARRANTIES

« The Sales Aoy warsants that it s colifed, oersed, and aushonTed 1o perloem the abligaticns under this
Agreemant and shall use Bs best effors 10 Sell the Products within the Temitory

= The Sali Ao agress 10 fumish the Company with socaie and complele reporis in the pefemnance of
e cbdigations horein

GEMERAL PROVISIONS

= Thig Agresment ghall thke offec on the dale weithen above and shall continge for 8 peeiod of ong (1] vear,
uries s Werminated By efther party 1or reasonabde Cause

s The Sales Agerd shall indemnity and hold harmmiess the Company agains! all dams, Habiltes, and oxporses
arriing frcem oF In connection with the pefomancs of e cEligations under 1his Agieemeni

Uil it Coa Pl FoF FREE oo d
Commission sales agent agreement template doc

Example of commission agreement. How to write a sales commission agreement. Sales commission agreement example. Sample agreement for commission fees.

Created by:[Employer.FirstName][Employer.LastName][Employer.Company]Prepared for:[Representative.FirstName][Representative.LastName][Representative.Company]A sales commission agreement covers what incentives you can offer sales representatives who come to work for you or your company. It is often used in addition to a base salary
agreement because it provides details on how a salesperson receives a commission on each sale. This sales commission agreement is entered into by and between [Employer.Company], “Employer," and [Representative.FirstName][Representative.LastName], “Representative.” The purpose of this agreement is to document the sales commission
structure that will govern compensation for goods or services sold by the Representative on behalf of the Employer. The purpose of this sales commission agreement template is to establish a formal contract between a company and an individual, in which that individual is authorized to sell the company’s goods or services and agrees to be
compensated according to the company’s sales commission policy. There’s always a chance that something happens beyond either party’s control that impacts the agreement. If this happens, work that is complete should be paid, but the remaining contract may be voided. The laws of your state may affect what is considered acceptable in voiding a
contract. This sales commission agreement serves as authorization for the Representative to sell goods or services on behalf of the Employer. These rights are non-transferable and non-exclusive. The Employer reserves the right to restrict the Representative’s rights, including geographic restrictions. The Representative agrees to sell goods and
services under the Employer’s brand. Goods or services may not be rebranded for any reason. The Representative agrees to abide by the Employer’s pricing policies. The Representative shall not offer discounts without the Employer’s written approval. This section outlines the permissions that the business gives to the sales rep. If the product is not
sold according to the guidelines, then the commission can be reduced or removed. Any breach of the agreement may void the terms of your payment. The Representative agrees to use company-provided and approved documentation and tools for recording, submitting, and tracking sales and opportunities. This includes the use of company order
forms, CRM, and other systems as necessary. The Representative further agrees to avoid use of any documentation that has not been approved by the Employer for the purpose of this Sales Commission Agreement. If you expect your representatives to use certain branded documents, include them as part of the contract. If you expect documents to be
shared with your business on a certain schedule, add that as well. You can list them in this section of the template, or attach blank versions of required documents at the end of the template.The Representative acknowledges that over the duration of the Agreement, they may become familiar with confidential information regarding the Employer.
Therefore, during the term of this contract and for a period of (Number of years) years after the end of this Agreement, the Representative agrees that they will not, in any way, be involved in the operations of a business that is considered to be in competition with the Employer's current products and/or business. Nothing in this Agreement will
prevent the Representative from being a passive owner of any such businesses with the understanding that they will not, in any manner, participate in the operations of that business. This is especially important if you have a sales agent working as an independent contractor. If you specialize in a particular field of work, negotiate the terms of your
non-compete clause with wording such as “the sales associate may agree not to work with a competing business within 100 miles.” If you require representatives to sign a separate non-compete agreement, be sure that this section of the sales commission agreement template matches that document’s terms. The Representative shall act in the best
interests of the Employer in regards to confidential information and intellectual property at all times. This includes refraining from disclosing any information deemed proprietary, sensitive, or confidential to any third party.It’s important that the confidentiality of your business and clients are protected. Employees and contractors can slip up in casual
conversation and, without meaning to do so, break the terms of this agreement. If you need to take legal action against a sales representative, you want to make sure that you have a solid case. A non-disclosure clause gives you that peace of mind. The Employer requires that the Representative meets a minimum sales quota to stay active as a
[Representative.Title]. These quotas are established at the sole discretion of the Employer, as outlined in this Agreement. If the Representative doesn’t meet sales quotas for (Number of Months) consecutive months, this Agreement may be terminated.The Employer expects each Representative to complete sales totaling (Number) in profit for the
Employer per month. The sales total may vary based on the profit margin of each individual product sold. The Employer does not offer paid time off to employees in the role of [Representative.Title]. Any time off shall be unpaid. It is understood that the Representative is still responsible for meeting sales quota goals unless time off falls under the
Family Medical Leave Act (FMLA) guidelines.The Representative is solely responsible for maintaining time records of their work hours and ensuring they take breaks as required by law in [Representative.State]. The Representative must record the time they begin work, end work, and take meal breaks. Any rest breaks of less than twenty (20) minutes
are considered paid and do not need to be documented for the purposes of calculating hours worked. If the Representative does not take a non-working meal break during the workday as required by law, it may result in termination of this agreement.The Representative may earn compensation in different ways based on their performance. Each
earning calculation is outlined clearly so that the Representative may calculate their anticipated earnings as they track their own performance. All earnings get calculated during a calendar month, regardless of the number of working days, holidays, or time off taken by the Representative.Use the text field in this section of the template to detail your
company’s sales commission policy. Be sure to list any relevant details, such as quotas, variable commission percentages, draws, or payout schedules. If you are going to reimburse for specific business expenses, it should be noted in the commission structure. The Representative earns a percentage of the profit made from each sale. The Employer
calculates commission based on the profit amount of a single sale:Sales profits up to $(Number) earn(Percentage)% commissionSales profits between $(Number) and $(Number) earn (Percentage)% commissionSales profits between $(Number) and $(Number) earn (Percentage)% commissionSales profits of $(Number) or more earn (Percentage)%
commissionThe Employer calculates percentages based on the business’s profit on the sale. For example, if the Representative makes a sale of $6,000, the commission would be calculated at 7%. If the profit margin on this sale is $2,500, then the Representative earns $175. The Employer pays commissions on the [Date] of each month for the previous
month. For example, all commissions earned in January may be paid on February [Date].Multiple sales to a single individual or business during a calendar month do not accumulate for a higher earned rate. Each closed sale includes any number of items paid in full by a purchaser on a single invoice. If a sale is not finalized by the last day of the month,
the commission is included on the next month’s commission.If either party terminates this Agreement for any reason, the termination date is the last date that the Representative is eligible for earned commissions. Any sales completed after the date of termination are not eligible for commission payments.The Representative is rewarded for exceeding
the sales quota during a calendar month based on the following calculation:Sales totaling up to $(Number) earn (Percentage)% bonusSales totaling between $(Number) and $(Number) earn (Percentage)% bonusSales totaling between $(Number) and $(Number) earn (Percentage)% bonusSales totaling of $(Number) or more earn(Percentage)%
bonusA quarterly bonus of $(Number) is paid to any Representative who exceeds their sales quota by any amount $(Number) months in a row. An annual bonus of $(Number) is paid to any Representative who exceeds their sales quota by any amount for $(Number) consecutive months in a calendar year. Bonuses do not compound as the sales quota
increases. Bonuses are paid at the same time as monthly sales commission earnings.The hourly pay rate for the Representative is (Amount), which is the minimum wage in [Representative.State]. Commissions for sales are paid in addition to this rate. The Representative must document their working hours in the Employer’s CRM and/or other
documentation systems as outlined in the section titled “Documentation” above. If the Representative does not properly track their sales and sales efforts as expected, it may result in termination of the agreement.As a commission-based employee of [Representative.Company], the Representative is exempt from overtime pay. Any hours worked over
forty (40) per calendar workweek shall be paid at the regular hourly rate.The Representative is subject to paying back commission on any items that a customer returns for any reason other than a product defect. Owed commission paybacks are calculated and taken out of the Representative’s current month earned commissions. These payback
amounts do not count against the monthly sales quota.The compensation of the Representative as a [Representative.Title] for [Representative.Company] is calculated as commissions and bonuses and may be in addition to hourly pay, if applicable. The commissions and bonuses paid to the Representative are based on sales performance and are strictly
limited to the calculations defined in this Agreement.If the Employer needs to make adjustments or additions to the pay structure outlined in the Agreement, they must make an amendment to the document that both the Employer and Representative agree to in writing. Furthermore, the Representative agrees that this contract does not imply any
definite length of employment with the Employer. The Representative and the Employer each maintain the right to terminate this agreement at any time without cause or notice required. The Representative understands that any commission for sales they are in the process of completing shall not be paid after the date of termination.A signed
agreement is legally binding. Any verbal discussions or agreements do not apply. Both parties must agree on any changes and make amendments to the sales commission contract in writing. Once both parties have signed, you can download a copy for your files using the menu to the right. By signing below, the Employer and Representative agree to
enter into this sales commission agreement with one another, and agree to the terms described herein. [Employer.Company]SignatureMM / DD / YYYY[Representative.Company]SignatureMM / DD / YYYY[Employer.FirstName][Employer.LastName][Representative.FirstName][Representative.LastName]Use PandaDoc’s eSignature solution to finalize
the agreement electronically from any device. Then, save the agreement securely in the PandaDoc platform for future reference. Post navigation



