<Company Name>
Company Private


Sales Incentive Plan

Employee Name: 

Employee Title: 



Product:


Region:


Effective Dates: ____________ through 

The purpose of this plan is to encourage and reward your selling success by providing the stated monetary incentive commensurate with performance against the quotas and objectives established herein and in accord with the terms and conditions set forth below.  Nothing herein is to be construed as guaranteeing employment for any specific term.

1. Salary:  Your salary will be determined in accordance with the <Company Name> compensation policy.  Your monthly base salary is intended to compensate you for your assigned responsibilities within the Sales Department.

2. Benefit Plans: All company benefit plans will be based on your base salary only, without regard to additional monies received under the incentive plan or any other compensation unless otherwise provided in a particular plan.

3. Sales Plan (Quotas): The annual sales plan will be set at the beginning of the fiscal year based on the annual operation plan, broken down by product group by the Director of Sales.

4. Covered Products:  The products covered by this Plan and eligible for commission shall include 

The following products are not included: 

5. Incentive Schedules: All incentive schedules applicable to this plan are set forth in Attachment A.

6. Commission:  Commissions will be calculated in accordance with the incentive schedules and based on the percent of established quotas and goals attained and accounted by the Division Controller and the General Manager.  This incentive plan shall be calculated on an annual basis.  

7. Commission Checks: Commission checks will be computed and delivered as soon after the close of the year as practical.  Incentive payments require the approval of the General Manager.

8. Incentive Eligibility: In the event of individual transfer, commissions will be payable on a pro rata basis.  No commissions will be paid if the individual terminates employment, voluntary or involuntary, prior to year-end.

9. Other Conditions: The participant agrees that the company shall have the right by 30 days prior to written notice, including retroactively, to terminate the plan or to amend, modify, change or terminate any term, compensation rate, assignment of territory or other matters set forth in this agreement.

10. Dispute:  In the event of any dispute as to the interpretation or application of this Plan, the decision of the General Manager shall be final and binding on all parties.

11. Governing Law: This Plan shall be construed, enforced and governed by the laws of the state of <State Name>.

Incentive Criteria and Weight

	Weight Points
	

	40
	Meet the following sales* goal.

a) Product <X> Sales*: 

b) Product <Y> Sales*: 

c) Product <Z> Sales*: 



	40
	Meet the design win goals

Product
Number of Wins
RX47b
3

RY53c
2

CC968
3

AB8827
2

RT4553
1



	20
	Individual Goals

a)
Provide timely and accurate reports.

b)
Cooperate and support others in the department as needed.

c)
Visit 30 existing customers.


*
These terms are defined and determined by the Controller in accordance with standard company practice.

Plan Incentive Calculation

Total Weight Points multiplied by target percentage of annual base salary.

Example:

Incentive award = 

Total weight points/100 X (Incentive Target, e.g. 20% to 50% of Salary) X base salary

The General Manager has discretion to adjust the incentive earned by 5% of salary for factors outside the criteria.

Total weight points must be at least 60 to receive an incentive award.

The maximum number of weight points is 150.

I,
, hereby acknowledge that I have read, understand, and accept all of the provisions as stated in the attached Sales Incentive Plan.

Name: 

Date: 
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