
COMPANY NAME
BONUS COMPENSATION PLAN

Sales Development Representative
Fiscal Year 20xx

This Bonus Compensation Plan is intended to provide the, Sales Development Representative (the "Participant") compensation commensurate with their contribution to achieving the sales, customer satisfaction and revenue objectives of the COMPANY. COMANY’s objectives are that the Participant discover, develop, and manages their leads to:

· Represent COMPANY to its prospects in a professional and ethical manner as well as establish and maintain the highest achievable levels of customer satisfaction.

· Support the financial goals of COMPANY, by qualifying and developing new business. 

· Knowledgeably represent the full line of COMPANY solutions and services. 

1. ELIGIBILITY


Participants must be full-time employees of COMPANY... In order to acknowledge acceptance of the Plan, the signed original of the Sales Compensation Form (Appendix A) must be delivered to the Vice President of Marketing, no later than DATE DUE. Nothing in this Plan alters the at will nature of the employment relationship with COMPANY.
2. SALES TERRITORY


Your assigned sales territory consists of the world with primary emphasis on REGION/GEOGRAPHY. All assignments will be subject to modification at the sole discretion of the Vice President of Marketing.

3. QUOTA 

All Business Development Representatives will carry annual Certified Opportunity Quota. Details of quota assignments are:

Discovery opportunities:  Every month helps to support the ongoing volume that is needed to support COMPANY’s business model. Aggregated quarterly targets are set to ensure that the Company’s sales pipeline needs are supported from quarter to quarter.  
Discovery opportunity is defined as: A prospect that has been qualified by You, initial interest has been determined and an appointment was completed with You. The Prospect and a Company Account Sales Executive, and the Prospect are actively engage in a sales cycle, where the sales stage has at minimum been though the discoveries phase.
4. COMPENSATION COMPONENTS

The Compensation Plan consists of base salary and bonus.  

a) Base Salary 

Base salary is paid to Participants for performing the objectives outlined above.  For the purpose of calculating company provided benefits; the amount of benefits an employee receives will be determined on the basis of the employee's base salary. The employee's base salary and commissions earned will be considered when calculating the amount of benefits an employee receives under the company's life insurance and/or long-term disability insurance benefits.

b)
Bonus
The Plan is structured to allow for a ramp rate to be applied to your attainment against your designated Quotas (see Appendix A for details).  Bonus will be paid monthly at a rate of Certified opportunities based on the percentage of attainment of the assigned monthly goal Quotas (see Appendix A for details) Accelerators will apply only once a full validated opportunity tier is achieved.
c) Achievement Bonus:

Periodically, the Company may announce bonus opportunities for specific objectives.  These bonuses will be earned and paid per the announced objectives.
5. PAYMENTS/COMMISSION ACCOUNTING

Payments of base salary will be in accordance with the Company’s standard payroll cycle.  On the second payroll of the month following the quota period, commission will be paid on the performance demonstrated during the quota period.  

6.  ASSIGNMENTS

This Plan cancels and supersedes all previous plans, communications, and documentation concerning any company sales compensation plan.  No modification may be made to this Plan without the prior approval of the Vice President of Marketing.  Company reserves the right to modify, suspend or terminate the Plan at any time without prior notice.

7. TERMINATION

A Participant whose employment with the Company is terminated for any reason whatsoever, whether voluntary or involuntary, shall be entitled to payment of all bonuses earned as of the date of termination.  An employee of the Company, who either voluntarily or involuntarily leaves the company, is required to complete and sign all termination documents, and return all property and equipment. Other information and documentation that must be returned to the Company includes, but is not limited to, all files and/or computer databases regarding any of the Company’s customers or prospects.

8. PLAN PERIOD

All assignments and commission rates are only for the period assigned on the executed Appendix A for each Participant.
9. PLAN INTERPRETATION

In the event of a dispute in the interpretation or administration of this Plan, or in situations not covered by the above terms, the decision of the Vice President, of Marketing shall be final.  This Plan may be modified from time to time at the discretion of the Vice President, Marketing.  The Company may also elect at its discretion to introduce new programs that modify the guidelines of the Plan.

	Exhibit A

	FY20xx Sales Bonus Schedule (Effective January 1, 20xx)

	

	Participant:
	SDR NAME
	
	Position:
	Sales Development Representative

	
	
	
	
	

	Territory:
	West Coast USA (California, Washington, Oregon, Alaska, Hawaii and Utah)

	
	
	
	
	

	Targeted Annual Incentive Compensation
	$35,000
	
	
	

	
	
	
	
	

	Targeted Monthly Incentive Compensation:
	$2,917
	
	
	

	
	
	
	
	

	Monthly Target for CO Points
	50
	
	
	

	
	
	
	
	

	CO Point Compensation: will be paid monthly based on the attainment % of the Monthly Target. For example, if the monthly CO Point Target is 50, and the Participant attains 60 points, the % attainment is 120%. The corresponding monthly bonus would be $3,500 (120% X $2,917)

	
	

	NOTE:  Certified opportunity points (COP's) are earned on opportunities the participant has developed through their business development efforts and are accepted as a workable sales opportunity by an Account Executive. Confirmation of this acceptance must be documented in the CRM System and approved by the Sales Development Manager. Points are based on the following criteria: New Sales Opportunity created = 10 Points. 

	
	

	High Achievement Bonus:  Participant will earn an additional bonus of $500 for every 20 points above the monthly target. Example: On a monthly point total of 90, the bonus would be $1,000 (90 points - 50 points = 40 extra points, or two $500 bonuses totaling $1,000).

	
	

	New Customer Acquisition Bonus: Paid monthly, Participant will receive a $100 bonus for each CO the Participant uncovered, that resulted in a closed new deal for companies where the initial net new annuity value bookable is >=$15,000

	UNDERSTOOD AND AGREED, AS OF THE EFFECTIVE DATE, ALONG WITH INDIVIDUALIZED COMPENSATION PLAN AND FYxx SALES COMPENSATION TERMS AND CONDITIONS:

	Participant: NAME:
	

	
	

	Signature:
	Date:

	
	

	Company: MANAGER'S NAME, MANAGER'S TITLE

	
	

	Signature:
	Date:
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