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COMPANY NAME

2002 RESIDENTIAL COMFORT ADVISOR COMPENSATION PLAN

1.  2002 Salary:
      The 2002 annual salary is $18.500.

2.  2002 Annual Sales Objective:
      The 2002 annual sales objective is $1,050,000.

3.  2002 Monthly Sales Objective:
     The 2002 monthly sales objectives have been adjusted to reflect (company name) sales curve for the last four years.
	Month End
	Jan 19
	Feb 16
	Mar 23
	Apr 20
	May 18
	Jun 22
	Jul 20
	Aug 17
	Sep 21
	Oct 19
	Nov 18
	Dec 28 
	Total

	Percent
	4.3%
	6.1%
	8.4%
	6.6%
	9.3%
	15.4%
	10.6%
	8.6%
	8.7%
	6.6%
	7.7%
	7.8%
	100.0%

	Days
	14
	20
	25
	20
	20
	24
	19
	20
	24
	20
	20
	27
	253

	Monthly
	45,000
	64,000
	8,000
	9,000
	96,000
	162,000
	111,000
	90,000
	91,000
	69,000
	81,000
	82,000
	1,050,000


4.  Sales Commissions:
     Sales commissions will be paid in accordance with the following schedule. Commissions are paid when the sales is paid in full.


Gross Margin Percentage


Commission Percentage



>50





8.0
(max)


  50





7.0



  49





6.8



  48





6.6



  47





6.4



  46





6.2



  45





6.0



  44





5.8



  43





5.6



  42





5.4



  41





5.2



  40





5.0



  39





4.8



  38





4.6



  37





4.4



  36





4.2



  35





4.0

<35





0.0
No Commissions
Commissions will be earned for sales only when the job has been surveyed prior to the sale.  The customer’s signature is required on all sales (faxed signatures are acceptable).

The commission amount for any job not paid in full by the end of the third month following the month in which the job was closed will be reduced by 30%.  If the job remains unpaid at the end of the fifth month, no commissions will be paid.  (for ex: for a job sold on September 12 and closed in September: if the job is not paid in full by the time the December commission statement is prepared in January, the commission is reduced by 30%).

5.  Sales Commission Annual Performance Bonus:

Annual Sales vs. Annual Objective


Annual Bonus



109.99% or lower



   
   None


110% - 119.99%



     
   5% of all 2002 base commissions earned



120% and higher



     
   10% of all 2002 base commissions earned

Annual Performance Bonus will be calculated and paid by January 31, 2003.  Sales Engineers must be employed by (company name) through December 31, 2002 in order to qualify.  The Annual Bonus will be adjusted for any subsequent cancellations of jobs that were included in the calculation of 2002 base commissions earned.

