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Sales	Commission	sheet	templates	can	be	a	great	resource	for	business	owners	to	manage	their	sales	staff.	With	these	templates,	businesses	can	create	accurate	and	detailed	commission	plans	that	are	easily	accessible	and	manageable.	Not	only	does	this	help	organize	the	sales	team,	but	it	also	helps	ensure	that	the	sales	team	is	fairly	compensated
for	the	work	they	do.	Additionally,	commission	sheets	make	it	easier	for	managers	to	track	employee	performance	and	growth,	helping	them	allocate	rewards	and	resources	as	needed.	In	short,	commission	sheet	templates	provide	an	easy	way	for	businesses	to	keep	their	entire	sales	force	on	the	same	page	when	it	comes	to	both	pay	structure	and
performance	expectations.	A	commission	sheet	is	a	document	that	allows	you	to	track	commission	payments.	It	includes	essential	information	such	as	the	amount	owed,	the	date	of	payment,	and	other	relevant	data.	The	sheet	is	designed	to	be	flexible	so	that	it	can	accommodate	different	types	of	commission	structures,	from	simple	flat-rate	payments
to	more	complex	multi-level	models.	It	also	allows	you	to	easily	enter	new	data,	edit	existing	entries,	and	generate	reports.	Sales	commission	sheet	templates	are	incredibly	useful	for	businesses	that	pay	commissions	based	on	performance	or	sales.	By	providing	an	easy	way	to	track	all	payments	in	one	place,	these	templates	make	it	easier	for
businesses	to	stay	organized	and	ensure	accurate	payments.	They	also	enable	businesses	to	quickly	identify	discrepancies	in	payments	or	any	potential	issues	with	the	commission	structure	itself.	This	makes	it	much	easier	for	businesses	to	troubleshoot	problems	quickly	and	efficiently	without	having	to	go	through	countless	pages	of	paper	records	or
spreadsheets.	Using	sales	commission	sheet	templates	offers	a	wide	range	of	benefits	for	businesses.	For	starters,	it	saves	time	by	allowing	businesses	to	generate	accurate	commission	sheets	quickly	without	having	to	enter	every	detail	manually.	Additionally,	these	templates	offer	greater	accuracy	than	manual	calculations	since	they	use	formulas	to
automatically	calculate	sales	commissions	based	on	the	data	entered	into	them.	This	prevents	mistakes	due	to	human	error	and	ensures	that	employees	receive	the	correct	amount	of	compensation	for	their	work.	Furthermore,	since	these	templates	are	customizable	and	easy	to	use,	they	are	ideal	for	businesses	of	any	size,	from	small	startups	to	large
enterprises.	Finally,	using	sales	commission	sheet	templates	also	helps	you	stay	organized	by	providing	an	easy	way	to	track	all	commissions	paid	out	throughout	your	organization.	This	data	is	invaluable	when	it	comes	time	to	reconcile	payments	or	develop	new	strategies	for	increasing	sales	performance	within	your	team.	By	tracking	this
information	over	time,	businesses	can	gain	valuable	insights	into	where	their	efforts	are	succeeding	or	falling	short	when	it	comes	to	cultivating	successful	sales	teams	and	maximizing	ROI	(return	on	investment).	5	to	12	people	A	sales	commission	or	incentive	plan	document	is	an	official,	detailed	guide	that	outlines	how	sales	employees	will	be
compensated	based	on	their	performance.	This	document	is	shared	with	all	sales	employees	at	the	start	of	the	year	so	they	can	understand	how	they	will	be	incentivized.	Key	components	of	Managing	sales	commissions	is	tricky.	Do	it	right	and	improve	sales	team	motivation	and	performance.	Any	delays	or	inaccuracies	can	affect	morale,	resulting	in
decreased	sales.	Sales	commission	templates	give	Revenue	Operations	professionals	a	standardized	framework	to	capture,	calculate,	and	report	on	sales-related	earnings.	They	also	ensure	that	salespeople	are	compensated	transparently,	accurately,	and	on	time.	Lets	explore	nine	of	the	best	sales	commission	calculators,	specifically	those	across
various	commission	structures.	Each	calculator	comes	with	a	free	Google	Sheets	template	you	can	use	immediately.	Lets	dive	in.	The	basic	sales	commission	template	is	a	tool	used	to	calculate	the	commission	an	individual	or	sales	team	earns	depending	on	their	sales	performance.	It	simplifies	the	complex	calculation	process,	considering	factors	like
potential	bonuses,	base	salaries,	commission	rates,	and	sales	revenue.	Its	especially	beneficial	for	startups	or	businesses	with	simple	commission	structures.	The	salary	plus	commission	templateprovides	a	clear	overview	of	total	compensation	by	combining	variable	performance-based	commissions	with	base	salary.	It	includes	deductions,	rewards,
tiered	commission	rates,	and	individual	sales.	Instead	of	a	flat	rate,	the	tiered	sales	commission	sales	template	adjusts	commission	rates	based	on	the	volume	of	sales	achieved.	They	are	built	from	a	pre-determined	number	of	tiers	and	the	revenue	range	and	commission	percentage	for	each	tier.	This	commission	calculation	is	used	to	reward	high
performers	while	ensuring	a	fair	and	transparent	incentive	structure	that	motivates	reps	to	exceed	their	targets.	Subscription-based	businesses	often	face	challenges	in	calculating	sales	commissions	due	to	recurring	revenue.	The	residual	sales	commission	templatesolves	this	problem	by	estimating	commissions	on	recurring	sales	over	months	or
years.	It	uses	base	salary,	subsidies,	rewards,	deductions,	and	commission	amounts	to	compute	the	net	salary	for	sales	representatives.	The	revenue	sales	commission	template	determines	how	sales	reps	should	earn	based	on	the	revenue	they	generate.	It	accounts	for	factors	like	base	salary,	specific	commission	rates,	tax	considerations,	etc	to	give	a
comprehensive	view	of	potential	earnings.	Revenue	sales	commission	calculators	are	a	win-win,	aligning	the	goals	of	both	the	sales	reps	and	the	company.	The	variable	revenue-based	sales	commission	templatecalculates	commissions	based	on	varying	rates	of	revenue	they	generate.	Instead	of	a	flat	rate,	the	commission	rate	adjusts	based	on
predetermined	criteria	or	performance	tiers.	The	gross	margin	sales	commission	template	calculates	a	salespersons	commission	from	the	sales	profit	rather	than	the	total	sale	amount.	It	uses	the	sales	cost,	revenue,	and	other	expenses	to	calculate	total	earnings	and	varies	from	deal	to	deal.	Gross	margin	sales	commission	structures	incentivize	reps
to	sell	more	and	maximize	the	profitability	of	each	sale.	This	can	be	particularly	important	for	businesses	where	the	cost	associated	with	individual	sales	can	vary	widely.	The	draw	against	sales	commission	templateestimates	a	sales	reps	earnings	after	deducting	an	advance	or	draw	from	their	expected	commissions.	If	their	commissions	are	more	than
the	draw,	they	receive	the	difference.	Otherwise,	they	may	owe	the	company,	depending	on	the	contract.	Theterritory	volume	sales	commission	templatecalculates	commission	based	on	total	sales	volume	in	an	assigned	geographic	or	market	area.	This	approach	incentivizes	reps	to	maximize	overall	sales	within	their	territory	as	opposed	to	high-value
deals.	Coefficient	is	a	Google	Sheets	and	Excel	add-on	that	enables	the	power	of	live	revenue	operations	data	in	spreadsheets	from	platforms	like	Salesforce,	HubSpot,	Pipedrive,	Outreach,	and	Tableau	directly	at	your	fingertips.	Instead	of	juggling	multiple	tools,	RevOps	teams	can	use	Coefficient	to	build	custom	dashboards,	ensuring	they	have	the
most	updated	information	when	strategizing	their	sales	approach.	Commission	management	is	the	heart	and	soul	of	an	effective	sales	strategy.	Still,	many	RevOps	teams	struggle	to	track	commissions	effectively.	Coefficients	sales	commission	templates	for	Google	Sheets	are	a	reliable	and	automated	way	to	stay	on	top	of	commission	data.	Coefficient
also	offers	a	library	of	free	spreadsheet	templates	for	all	to	use.	Install	Coefficient	for	free	todayto	discover	how	it	can	streamline	your	data	workflows.	Tired	of	building	commission	templates	from	scratch?	Spreadsheet-based	commission	management	works	until	errors	creep	in,	reps	question	their	payouts,	or	your	sales	strategy	evolves.	Why	waste
hours	designing	formulas	and	debugging	cells	when	you	could	clone,	customize,	and	go?Weve	built	10	free,	customizable	sales	commission	plan	templates	(for	Excel	and	Google	Sheets)	to	eliminate	the	grunt	work.	Simply	plug	in	your	teams	datareps,	quotas,	commission	rates,	acceleratorsand	let	the	templates	auto-calculate	payouts.	No	coding,	no
complex	formulas.	Just	clarity,	consistency,	and	confidence.Heres	how	it	works:1	Download	instantly:	Fill	in	the	form	below	for	free	access.2	Customize	in	minutes:	Input	your	sales	teams	details	into	the	pink	cells	(e.g.,	names,	quotas,	deal	values).3	Automate	payouts:	Watch	the	template	crunch	numbers,	overachievement	tiers,	and	deductions	auto-
populate.Pro	tip:	Lock	the	formula-driven	cells	(marked	in	white)	to	avoid	accidental	edits	and	ensure	error-free	calculations.Adapt	them	to	any	scenario:Straight	commission,	tiered	rates,	or	team-based	acceleratorsMonthly,	quarterly,	or	annual	payout	cyclesIndustry-specific	variables	(e.g.,	deal	profit	margins,	product	bundles)Stop	reinventing	the
wheel.	Grab	these	templates,	tailor	them	to	your	business,	and	focus	on	what	matters:	driving	sales,	not	decoding	spreadsheets.Ready	to	transform	chaos	into	clarity?	Download	your	templates	now	1.Commission	only	templateHow	It	Works?In	a	commission-only	sales	structure,	sales	representatives	earn	solely	based	on	their	sales.	They	don't	receive
a	base	salary,	meaning	their	income	is	entirely	dependent	on	their	ability	to	close	deals.	This	model	is	prevalent	in	industries	with	high-value	sales,	such	as	real	estate	and	automotive.	For	instance,	auto	salesmen	often	earn	between	20%	to	30%	commission	on	sales.	This	setup	can	be	attractive	to	confident	sales	reps	due	to	the	potentially	high
earnings	from	higher	commission	rates	compared	to	those	who	receive	a	base	salary	plus	commission.In	this	model,	reps	are	paid	only	when	they	make	a	sale.	Their	level	of	remuneration	correlates	directly	with	their	sales	performance.	This	approach	can	motivate	salespeople	to	push	harder	for	sales,	as	their	income	depends	on	it.	Its	common	for
independent	contractors	who	have	the	flexibility	to	take	on	additional	work	if	sales	are	slow,	balancing	out	the	lack	of	a	guaranteed	paycheck.Pros1.	Motivating:	Commission-only	structures	can	significantly	motivate	sales	reps.	Since	their	entire	income	is	based	on	their	sales,	they	are	driven	to	close	as	many	deals	as	possible.2.	Control:	Sales	reps
have	complete	control	over	their	earnings.	Their	income	directly	reflects	their	performance,	allowing	them	to	assess	and	improve	their	sales	strategies.3.	Profitable	for	Organizations:	For	companies,	this	model	is	financially	beneficial.	You	only	pay	commissions	when	sales	are	made,	ensuring	that	expenditure	is	directly	tied	to	revenue.	This	can	lead	to
a	more	profitable	sales	department,	as	you're	not	spending	money	on	unproductive	employees.Cons1.	High	Turnover:	The	lack	of	a	guaranteed	income	can	lead	to	high	turnover	rates.	Sales	reps	may	leave	in	search	of	more	stable	opportunities,	requiring	companies	to	spend	more	on	recruitment	and	training.2.	Lack	of	Security:	Financial	instability	is
a	significant	drawback.	During	slow	periods,	reps	may	struggle	to	make	ends	meet,	leading	to	stress	and	job	dissatisfaction.3.	Cutthroat	Environment:	The	intense	focus	on	closing	deals	can	create	a	hostile	work	environment.	Sales	reps	might	become	overly	aggressive,	prioritizing	sales	over	customer	relationships	and	the	companys	reputation.For
Which	Companies?1.	Startups	and	New	Businesses:	Commission-only	models	are	ideal	for	startups	or	new	businesses	that	can't	afford	to	pay	full-time	salaries.	It	allows	them	to	build	a	sales	force	without	a	substantial	initial	financial	outlay.2.	High-Value	Sales	Industries:	Industries	with	high-value	sales,	such	as	real	estate,	automotive,	and	luxury
goods,	benefit	from	this	model.	Sales	reps	in	these	sectors	can	earn	substantial	commissions	on	single	sales,	making	the	commission-only	structure	viable.3.	Sectors	with	Short	Sales	Cycles:	Businesses	with	quick	sales	cycles	can	use	this	model	effectively.	For	instance,	travel	agents	or	insurance	brokers	who	sell	high-value	packages	or	policies	can
thrive	on	commission-only	income	due	to	the	frequency	and	value	of	sales.4.	Companies	with	Large	Annual	Contract	Values	(ACV):	Organizations	with	large	ACVs	can	also	benefit.	Sales	reps	closing	high-value	contracts	can	earn	significant	commissions,	justifying	the	lack	of	a	base	salary.2.Relative	commission	templateHow	It	Works?Relative
commission	structures	offer	a	flexible	way	to	reward	sales	reps	based	on	their	performance	against	set	targets.	In	this	model,	reps	are	given	a	target	quota	and	a	fixed	commission	amount.	The	commission	they	earn	is	directly	proportional	to	the	percentage	of	the	quota	they	achieve.	For	example,	if	a	sales	rep	hits	85%	of	their	quota,	they	earn	85%	of
their	designated	commission.	This	system	often	complements	a	base	salary,	providing	a	stable	income	with	the	potential	for	additional	earnings	based	on	performance.Pros1.	Easy	to	Personalize:	Relative	commission	structures	can	be	tailored	to	individual	sales	reps'	performance	levels	and	market	conditions.	This	makes	it	easier	to	set	realistic	and
motivating	quotas.2.	Easy	to	Scale:	As	your	company	grows,	this	commission	model	scales	efficiently.	It	adjusts	naturally	with	sales	targets,	making	it	suitable	for	teams	of	all	sizes.3.	Predictable	Budgeting:	This	model	allows	for	more	predictable	budgeting.	Since	commissions	are	tied	to	quotas,	companies	can	forecast	expenses	better	and	manage
cash	flow	more	effectively.Cons1.	Ineffective	if	Quotas	Are	Set	Incorrectly:	The	effectiveness	of	a	relative	commission	model	heavily	depends	on	setting	accurate	and	achievable	quotas.	Unrealistic	targets	can	demotivate	sales	reps	and	lead	to	dissatisfaction.2.	Little	Incentive	to	Exceed	Quota:	Since	earnings	are	tied	to	the	percentage	of	quota
achieved,	there	might	be	little	incentive	for	reps	to	go	beyond	their	targets.	This	can	cap	the	potential	for	higher	performance.For	Which	Companies?1.	Rapidly	Growing	Companies:	Businesses	that	are	expanding	quickly	and	have	diverse	sales	functions	benefit	from	this	model.	It	provides	a	clear	and	fair	way	to	reward	performance	while	supporting
scalability.2.	Companies	with	Varied	Sales	Cycles:	Organizations	with	different	sales	cycles	and	product	ranges	can	adapt	quotas	to	fit	each	segment,	making	it	versatile	for	various	sales	roles.3.	Predictable	Revenue	Streams:	Companies	looking	for	more	predictable	revenue	management	will	find	relative	commission	structures	beneficial.	This	model
aligns	commission	payouts	with	actual	sales	performance,	aiding	in	financial	planning.3.Absolute	commission	templateHow	It	Works?In	an	absolute	commission	structure,	sales	representatives	earn	a	fixed	amount	of	commission	for	each	instance	of	a	specific	behavior	or	achievement.	Unlike	percentage-based	commissions	tied	to	sales	volume,
absolute	commissions	reward	reps	for	specific	actions.	For	example,	a	Sales	Development	Representative	(SDR)	might	receive	500	every	time	they	log	200	calls.	This	commission	is	usually	provided	in	addition	to	a	base	salary,	offering	a	clear	incentive	for	specific	activities	that	drive	business	goals.Pros1.	Incentivizes	Specific	Behaviors:	Absolute
commission	structures	are	effective	for	driving	specific	actions	that	are	critical	to	business	success.	By	rewarding	precise	behaviors,	companies	can	align	their	sales	force's	efforts	with	strategic	goals.2.	Easy	to	Understand	and	Implement:	This	model	is	straightforward	for	both	management	and	sales	reps.	The	simplicity	in	calculation	and	tracking
makes	it	easy	to	roll	out	and	manage	across	various	teams.Cons1.	Not	Tied	to	Revenue	Goals:	One	of	the	main	drawbacks	is	that	this	model	doesnt	directly	tie	to	overarching	revenue	goals.	It	rewards	activity	rather	than	results,	which	might	not	always	lead	to	increased	revenue.2.	Disparities	Between	Territories	or	Roles:	This	model	doesnt	account
for	the	differences	in	territory	potential	or	sales	functions.	Reps	in	high-potential	areas	might	find	it	easier	to	achieve	the	specific	actions,	leading	to	imbalances	and	potential	dissatisfaction.For	Which	Companies?1.	Companies	Struggling	to	Drive	Specific	Behaviors:	If	a	company	needs	to	boost	certain	activities,	such	as	cold	calling	or	lead	generation,
the	absolute	commission	model	can	be	very	effective.	It	provides	clear	incentives	for	reps	to	focus	on	these	key	tasks.2.	Organizations	with	Clear	Activity	Targets:	Businesses	that	have	specific,	measurable	activities	crucial	for	success	will	benefit	from	this	model.	It	ensures	that	sales	teams	are	consistently	engaging	in	behaviors	that	align	with
strategic	priorities.3.	Firms	Needing	Simple,	Transparent	Incentive	Plans:	Companies	that	require	straightforward	and	transparent	commission	structures	will	find	this	model	advantageous.	It	eliminates	confusion	and	makes	performance	tracking	straightforward.4.Straight	line	commission	templateHow	It	Works?The	straight-line	commission	model
rewards	sales	representatives	based	on	the	percentage	of	their	quota	they	achieve,	similar	to	the	relative	commission	model.	However,	unlike	the	relative	commission	model,	there	is	no	cap	or	limit	in	a	straight-line	commission	structure.	This	means	if	a	sales	rep	surpasses	their	quota	and	achieves	110%,	they	will	earn	110%	of	their	designated
commission.	This	structure	is	designed	to	motivate	reps	to	not	only	meet	but	exceed	their	targets,	providing	unlimited	earning	potential	based	on	their	performance.Pros1.	Incentivizes	Reps	to	Exceed	Quota:	One	of	the	main	benefits	of	the	straight-line	commission	model	is	that	it	motivates	sales	reps	to	exceed	their	quotas.	Since	there's	no	earning
cap,	reps	have	a	continuous	incentive	to	push	beyond	their	targets.2.	Easy	to	Personalize:	This	model	can	be	easily	tailored	to	individual	sales	reps	and	their	respective	quotas,	making	it	adaptable	to	different	roles	and	performance	levels	within	the	sales	team.3.	Easy	to	Scale:	The	simplicity	and	transparency	of	the	straight-line	commission	structure
make	it	easy	to	scale	as	the	company	grows.	It	aligns	well	with	increasing	sales	targets	and	expanding	teams.Cons1.	Difficult	to	Budget	For:	One	challenge	with	this	model	is	budgeting,	as	its	hard	to	predict	exact	commission	payouts	if	sales	reps	significantly	exceed	their	quotas.	This	can	lead	to	variable	commission	expenses	that	may	be	hard	to
manage.2.	Ineffective	if	Sales	Quotas	Are	Set	Incorrectly:	The	effectiveness	of	the	straight-line	commission	model	relies	heavily	on	setting	accurate	and	achievable	sales	quotas.	If	quotas	are	too	high	or	unrealistic,	reps	might	feel	demotivated.	Conversely,	if	quotas	are	too	low,	the	company	might	overspend	on	commissions.For	Which	Companies?1.
Large	Sales	Organizations:	Companies	with	extensive	sales	teams	and	diverse	sales	functions	can	benefit	from	this	model.	Its	particularly	suitable	for	large	organizations	that	need	a	straightforward	and	scalable	commission	structure.2.	Reliable	Forecasting	Practices:	Businesses	that	have	strong	and	reliable	forecasting	methods	will	find	it	easier	to
implement	the	straight-line	commission	model.	Accurate	sales	forecasts	help	set	realistic	quotas	and	manage	commission	budgets	effectively.3.	Companies	Seeking	High	Performance:	Organizations	looking	to	drive	exceptional	sales	performance	and	reward	top	achievers	will	find	this	model	advantageous.	The	uncapped	earning	potential	serves	as	a
strong	motivator	for	ambitious	sales	reps.5.	Tiered	commission	templateHow	It	Works?A	tiered	commission	structure	is	designed	to	reward	top-performing	sales	reps	and	encourage	continuous	improvement	by	offering	higher	payouts	for	incremental	sales	achievements.	In	this	model,	sales	reps	earn	a	base	salary	and	a	percentage	of	each	sale.	As
they	hit	certain	sales	targets	or	quotas,	their	commission	rate	increases,	providing	a	strong	incentive	to	exceed	their	initial	goals.	This	system	not	only	motivates	salespeople	to	keep	pushing	beyond	their	quotas	but	also	ensures	that	higher	commission	rates	are	only	paid	when	the	company	is	generating	sufficient	revenue	to	justify	them.For	example,
a	sales	rep	might	earn	an	8%	commission	on	sales	up	to	$50,000.	Once	they	reach	that	threshold,	their	commission	rate	could	increase	to	10%	for	sales	between	$50,000	and	$100,000,	and	so	on.	This	structure	encourages	reps	to	continuously	strive	for	higher	sales,	benefiting	both	the	salespeople	and	the	company.Pros1.	Extremely	Motivating	at	All
Levels:	Tiered	commissions	provide	continuous	incentives	for	sales	reps	to	exceed	their	quotas.	By	offering	higher	commission	rates	for	surpassing	targets,	reps	are	motivated	to	keep	pushing,	which	drives	overall	company	performance.2.	Encourages	New	Sales	Strategies:	With	the	potential	for	increased	earnings,	sales	reps	are	more	likely	to
explore	and	implement	new	sales	strategies	to	reach	higher	tiers.	This	can	lead	to	innovation	and	improved	sales	techniques	across	the	team.3.	Sustained	Sales	Efforts:	Even	after	reaching	initial	sales	targets,	reps	remain	motivated	to	close	deals	to	reach	the	next	commission	tier.	This	ongoing	effort	helps	companies	achieve	and	surpass	their
business	goals.Cons1.	Difficult	to	Predict	and	Budget	For:	The	variability	in	commission	payouts	can	make	budgeting	challenging.	As	more	reps	hit	higher	tiers,	payroll	expenses	can	fluctuate	significantly,	potentially	catching	businesses	off	guard	if	theyre	not	prepared.2.	Resource	Demands:	Companies	need	to	ensure	they	have	the	financial	resources
to	cover	higher	commission	payouts.	If	not	properly	managed,	this	could	strain	the	company's	finances,	especially	if	multiple	reps	reach	higher	tiers	simultaneously.For	Which	Companies?1.	Companies	Focused	on	Growth:	Businesses	prioritizing	growth	and	looking	to	drive	incremental	sales	within	a	specific	period	will	benefit	from	tiered
commissions.	This	model	incentivizes	reps	to	secure	as	many	sales	as	possible.2.	Ensuring	Minimum	Sales:	Companies	that	need	to	ensure	a	minimum	level	of	sales	from	each	rep	will	find	this	structure	effective.	It	sets	clear	targets	that	reps	must	meet	to	start	earning	higher	commissions.3.	Larger,	Established	Sales	Teams:	Tiered	commissions	are
well-suited	for	larger,	more	established	sales	teams	with	reliable	forecasting	methods.	Companies	like	Apple	and	Coca-Cola	have	the	resources	to	implement	such	structures	effectively,	motivating	their	sales	force	to	continually	exceed	targets.4.	Sales	Leaders	Seeking	Enhanced	Motivation:	Sales	leaders	looking	to	inject	enthusiasm	and	drive	into
their	teams	will	find	tiered	commissions	beneficial.	It	pushes	reps	to	overperform	and	strive	for	the	next	tier,	leading	to	overall	improved	sales	performance.6.Draw	against	commission	templateHow	It	Works?Draw	against	commission	provides	sales	representatives	with	a	guaranteed	payment	each	month,	which	acts	as	an	advance	against	future
commissions.	This	structure	offers	financial	stability	by	ensuring	reps	receive	a	minimum	income	regardless	of	their	sales	performance	in	a	given	month.	If	a	rep's	commissions	fall	short	of	the	guaranteed	amount,	they	receive	the	shortfall	as	an	advance,	which	they	must	repay	from	future	commissions.For	example,	if	a	salesperson's	monthly	target
commission	is	$3,000	but	they	only	earn	$2,000,	they	will	receive	an	additional	$1,000	as	an	advance.	They	will	repay	this	$1,000	from	future	earnings	when	their	commissions	exceed	the	guaranteed	amount.Pros1.	More	Security	for	Reps:	This	model	provides	financial	stability,	which	is	particularly	beneficial	for	new	hires	who	are	still	ramping	up.
According	to	HubSpot,	the	average	salesperson	takes	about	3.2	months	to	become	fully	productive.	During	this	period,	a	draw	against	commission	ensures	they	have	a	steady	income	while	they	learn	and	grow.2.	Encourages	Talent	Acquisition:	Offering	financial	security	makes	the	role	more	attractive	to	potential	candidates,	easing	the	hiring	process.
New	hires	feel	less	pressure	knowing	they	have	guaranteed	income	as	they	build	their	client	base.Cons1.	Less	Profitable	for	Organizations:	This	structure	can	be	less	profitable	for	companies,	especially	if	reps	consistently	underperform	and	do	not	repay	the	advances	promptly.	Managing	the	financial	aspects	of	advances	can	strain	the	company's
resources.2.	Less	Motivating	for	Reps:	The	guaranteed	income	can	reduce	the	urgency	to	exceed	sales	targets.	Reps	might	feel	less	motivated	to	push	their	limits,	knowing	they	have	a	safety	net.3.	Administrative	Complexity:	Keeping	track	of	advances	and	repayments	can	be	complex.	Companies	need	robust	systems	to	manage	and	monitor	the	draw
amounts,	ensuring	transparency	and	accuracy	in	financial	records.For	Which	Companies?1.	Companies	with	Ramping	Reps:	Businesses	with	new	sales	reps	who	are	still	getting	up	to	speed	will	find	this	model	beneficial.	It	provides	a	cushion	during	the	initial	learning	period,	helping	new	hires	transition	smoothly	into	their	roles.2.	Organizations
Facing	Seasonal	Downturns:	Companies	experiencing	seasonal	fluctuations	in	sales	can	use	this	structure	to	provide	steady	income	to	their	sales	team	during	slow	periods.	This	ensures	that	reps	remain	motivated	and	financially	secure,	even	when	sales	are	low.3.	Startups	and	High-Growth	Companies:	Startups	and	rapidly	growing	companies	that
need	to	attract	top	talent	quickly	can	leverage	this	model.	It	offers	a	competitive	advantage	by	providing	financial	stability	to	potential	hires.7.Territory	volume	commission	templateHow	It	Works?Territory	volume	commission	is	a	team-based	commission	structure	where	sales	representatives	are	paid	based	on	the	total	sales	volume	within	a	specific
geographic	territory.	In	this	model,	the	sales	from	each	territory	are	aggregated,	and	the	total	commission	earned	is	split	equally	among	all	reps	working	in	that	territory.For	example,	consider	a	team	of	three	sales	representatives	with	a	territory	commission	rate	of	10%.	If	Rep	A	sells	$20,000	worth	of	product,	Rep	B	sells	$40,000,	and	Rep	C	sells
$30,000,	the	total	sales	amount	to	$90,000.	The	team	would	earn	a	total	commission	of	$9,000,	with	each	rep	receiving	an	equal	share	of	$3,000.Pros1.	Facilitates	a	Collaborative	Mindset:	One	of	the	main	benefits	of	a	territory	volume	commission	structure	is	that	it	encourages	teamwork.	Sales	reps	are	motivated	to	support	each	other	because	their
earnings	are	tied	to	the	collective	performance.	This	collaborative	approach	can	lead	to	a	more	cohesive	and	effective	sales	team.2.	Less	Pressure	on	Individual	Reps:	With	the	commission	being	shared	among	team	members,	the	pressure	on	individual	reps	to	perform	exceptionally	well	is	reduced.	This	can	lead	to	a	more	supportive	and	less	stressful
work	environment,	where	reps	can	rely	on	each	others	strengths.Cons1.	Can	Seem	Unfair	if	Reps	Are	Closing	Deals	at	Different	Rates:	One	downside	is	that	high-performing	reps	might	feel	penalized	if	they	consistently	bring	in	more	sales	than	their	colleagues	but	receive	the	same	commission.	This	can	lead	to	dissatisfaction	and	reduced	motivation
among	top	performers.2.	Less	Motivating	Than	Individual	Compensation	Models:	Since	the	commission	is	shared,	the	direct	link	between	individual	effort	and	reward	is	weakened.	This	can	result	in	lower	motivation	for	some	reps,	especially	those	who	thrive	on	individual	recognition	and	rewards.For	Which	Companies?1.	Companies	with	Complicated
Deal	Structures:	Territory	volume	commission	is	ideal	for	companies	where	sales	processes	involve	multiple	team	members	and	complex	deal	structures.	Industries	like	real	estate,	pharmaceuticals,	and	technology,	where	collaboration	is	essential	for	closing	deals,	can	benefit	significantly	from	this	model.2.	Organizations	Focusing	on	Team	Dynamics:
Businesses	that	value	teamwork	and	aim	to	foster	a	collaborative	culture	will	find	this	commission	structure	beneficial.	It	aligns	with	organizational	goals	of	collective	success	and	ensures	that	all	team	members	are	incentivized	to	contribute	to	the	overall	sales	target.8.Residual	commission	templateHow	It	Works?Residual	commission	ensures	that
sales	representatives	receive	ongoing	credit	for	the	sales	they	generate.	Unlike	one-time	commission	structures,	residual	commissions	reward	reps	with	a	percentage	of	the	ongoing	revenue	from	their	sales.	For	instance,	when	a	salesperson	closes	a	deal	involving	a	monthly	subscription,	they	might	receive	5%	of	that	client's	monthly	payments
indefinitely,	rather	than	just	a	one-time	commission	at	the	point	of	sale.Example:	A	salesperson	sells	a	software	subscription	for	$100	per	month.	With	a	residual	commission	rate	of	5%,	the	rep	earns	$5	every	month	for	as	long	as	the	client	remains	subscribed.	This	model	incentivizes	reps	to	maintain	strong	client	relationships,	as	their	income
depends	on	the	client's	continued	satisfaction	and	ongoing	payments.Pros1.	Encourages	Long-term	Client	Relationships:	Residual	commission	structures	encourage	sales	reps	to	foster	strong,	long-term	relationships	with	clients.	Since	their	earnings	depend	on	the	client's	ongoing	satisfaction,	reps	are	motivated	to	provide	excellent	customer	service
and	ensure	client	retention.2.	Predictable	Income	Stream:	For	sales	reps,	residual	commissions	create	a	more	predictable	and	stable	income	stream.	Over	time,	as	they	accumulate	more	clients,	their	residual	earnings	can	become	a	significant	part	of	their	total	income,	providing	financial	security.3.	Boosts	Customer	Satisfaction:	When	sales	reps	are
incentivized	to	maintain	ongoing	relationships,	clients	are	more	likely	to	receive	consistent	support	and	attention.	This	leads	to	higher	customer	satisfaction	and	loyalty,	which	benefits	the	business	as	a	whole.Cons1.	Longer	Time	to	Earn	Significant	Income:	Residual	commissions	can	take	time	to	build	up	to	a	significant	amount,	especially	for	new
sales	reps.	Initially,	their	income	might	be	lower	compared	to	a	one-time	commission	model.2.	Potential	for	Lower	Initial	Motivation:	New	hires	might	feel	less	motivated	if	they	don't	see	immediate	financial	rewards.	The	long-term	nature	of	residual	commissions	means	that	reps	need	to	be	patient	and	committed	to	building	their	client	base	over
time.3.	Dependency	on	Client	Retention:	If	clients	cancel	their	subscriptions	or	stop	purchasing,	the	sales	rep's	residual	income	decreases.	This	dependency	on	client	retention	can	add	pressure	on	reps	to	continually	engage	and	satisfy	their	clients.For	Which	Companies?1.	Subscription-based	Businesses:	Companies	offering	subscription-based
products	or	services,	such	as	SaaS	(Software	as	a	Service),	gym	memberships,	or	magazines,	are	ideal	candidates	for	residual	commission	structures.	These	businesses	benefit	from	incentivizing	their	sales	teams	to	maintain	and	grow	their	subscriber	base.2.	Organizations	with	Repeat	Customers:	Businesses	that	frequently	deal	with	repeat
customers,	like	financial	services,	insurance,	and	telecommunications,	can	also	benefit	from	this	model.	It	ensures	that	reps	are	focused	on	long-term	client	satisfaction	and	retention.3.	Firms	Seeking	Strong	Client	Relationships:	Any	organization	that	values	strong,	ongoing	client	relationships	and	long-term	customer	satisfaction	can	benefit	from	a
residual	commission	structure.	It	aligns	the	interests	of	sales	reps	with	the	company's	goal	of	building	enduring	customer	loyalty.9.Gross	margin	commission	templateHow	It	Works?Gross	margin	commission	compensates	sales	reps	based	on	the	profit	generated	from	each	sale	rather	than	the	total	sale	amount.	This	means	reps	earn	a	percentage	of
the	company's	profit	on	each	transaction	they	facilitate,	ensuring	that	products	yielding	higher	profits	result	in	higher	commissions.Example	:	Consider	a	sales	rep	who	sells	a	product	for	$10,000,	with	associated	expenses	amounting	to	$2,000.	The	gross	margin,	in	this	case,	is	$8,000.	If	the	commission	rate	is	5%,	the	rep	would	earn	$400.	In	this
example,	the	rep	earns	$400	based	on	the	profit	generated	from	the	sale,	rather	than	a	percentage	of	the	total	sale	amount.Pros1.	Prioritizes	Profitability:	Gross	margin	commission	ensures	that	sales	reps	focus	on	high-profit	transactions,	aligning	their	efforts	with	the	company's	financial	goals.	This	model	discourages	unnecessary	discounts	and
promotes	the	sale	of	higher-margin	products.2.	Financially	Beneficial	for	Organizations:	By	tying	commissions	to	profit	rather	than	revenue,	companies	protect	their	bottom	line.	This	structure	ensures	that	expenses	are	covered	before	commissions	are	paid	out,	making	it	a	financially	sustainable	model,	especially	for	high-expense	products.3.
Encourages	Strategic	Selling:	Sales	reps	gain	a	clearer	understanding	of	the	value	of	each	sale	and	are	incentivized	to	prioritize	higher-margin	transactions.	This	strategic	focus	can	lead	to	more	profitable	sales	practices	and	better	financial	outcomes	for	the	company.Cons1.	Potential	for	Misaligned	Incentives:	While	this	model	promotes	profitability,
it	may	also	encourage	reps	to	push	more	expensive	products	that	may	not	always	meet	the	customer's	needs.	This	could	lead	to	dissatisfaction	and	harm	long-term	client	relationships.2.	Difficulty	in	Budgeting:	Predicting	and	budgeting	for	commissions	can	be	challenging	due	to	the	variability	in	profit	margins.	This	complexity	requires	careful
financial	planning	and	oversight	to	ensure	the	model	remains	sustainable.3.	Reduced	Flexibility	in	Pricing:	Sales	reps	may	be	less	willing	to	offer	discounts	or	incentives	to	secure	deals,	potentially	missing	opportunities	to	build	long-term	client	relationships.	This	rigidity	can	be	a	drawback	in	highly	competitive	markets	where	price	concessions	are
necessary	to	win	business.For	Which	Companies?1.	Wide	Range	of	Products	and	Services:	Companies	offering	diverse	products	with	varying	profit	margins	benefit	from	gross	margin	commissions.	This	model	ensures	that	sales	reps	are	rewarded	for	selling	more	profitable	items,	aligning	their	efforts	with	the	company's	financial	health.2.	Startups
Focused	on	Profitability:	Startups	aiming	for	profitability	find	this	model	beneficial	as	it	ensures	that	expenses	are	covered	before	commissions	are	paid.	This	focus	on	financial	sustainability	is	crucial	for	new	businesses	looking	to	establish	a	solid	foundation.3.	Industries	with	Variable	Costs:	Businesses	in	sectors	with	fluctuating	product	costs,	such
as	technology	or	manufacturing,	can	effectively	implement	gross	margin	commissions.	Sales	reps	are	incentivized	to	negotiate	higher	prices	and	minimize	discounts,	improving	overall	profitability.10.Multiplier	commission	templateHow	It	Works?Multiplier	commission	combines	the	basics	of	a	standard	commission	model	with	the	motivational
elements	of	a	tiered	system.	Heres	how	it	operates:Initial	Commission	Rate:	Sales	reps	start	with	a	standard	commission	rate	for	each	sale.	For	example,	a	rep	might	earn	a	10%	commission	on	sales.Multiplier	Effect:	As	reps	approach	or	exceed	their	sales	quotas,	their	commission	percentage	increases.	The	closer	they	get	to	their	target,	the	higher
their	multiplier.	For	instance,	a	rep	who	is	50%	towards	their	quota	might	earn	5%	on	each	sale,	while	one	who	is	90%	or	more	towards	their	quota	might	earn	7%.Example:	Imagine	a	rep	has	a	base	commission	rate	of	10%.	If	they	are	0-50%	of	the	way	to	their	sales	target,	their	commission	could	be	multiplied	by	0.8,	making	their	effective
commission	rate	8%.	If	they	exceed	their	quota,	the	multiplier	could	be	1.5,	increasing	their	effective	rate	to	15%.Pros1.	Motivating	for	Reps:	Multiplier	commission	structures	are	highly	motivating	because	they	directly	reward	higher	performance.	Sales	reps	are	incentivized	to	exceed	their	quotas	to	benefit	from	increased	commission	rates.2.	Aligns
with	Quota	and	Organizational	Goals:	This	model	aligns	rep	earnings	with	both	their	personal	targets	and	the	companys	broader	goals.	Its	an	effective	way	to	drive	performance	while	keeping	organizational	objectives	in	focus.3.	Customizable	and	Flexible:	Multiplier	commissions	can	be	tailored	to	fit	specific	company	needs	and	goals.	This	flexibility
allows	organizations	to	create	a	compensation	plan	that	closely	matches	their	strategic	objectives.Cons1.	Complexity:	This	model	can	be	complex	to	implement	and	manage.	With	various	multipliers	for	different	performance	levels,	tracking	and	calculating	commissions	can	become	cumbersome.2.	Difficult	to	Roll	Out	and	Track:	Rolling	out	a	multiplier
commission	plan	requires	careful	planning	and	clear	communication.	Tracking	individual	performance	against	quotas	and	applying	the	correct	multipliers	can	be	challenging.3.	Predictability	Issues:	Budgeting	and	forecasting	can	be	tricky	with	this	model,	as	the	commission	payouts	depend	on	sales	performance	and	multipliers.	This	variability	makes
financial	planning	more	difficult.For	Which	Companies?1.	Larger,	Established	Sales	Teams:	Multiplier	commissions	are	well-suited	for	large	sales	teams	where	dedicated	resources	are	available	for	compensation	planning	and	tracking.	The	complexity	and	flexibility	of	this	model	make	it	ideal	for	companies	with	established	sales	processes.2.
Organizations	with	Clear	Performance	Metrics:	Companies	that	have	clear,	measurable	sales	targets	and	the	infrastructure	to	support	a	sophisticated	compensation	plan	will	benefit	from	this	model.	Its	particularly	effective	for	organizations	aiming	to	drive	high	performance	and	reward	exceptional	results.3.	Firms	Focused	on	Motivating	Top
Performers:	This	model	is	also	ideal	for	companies	that	want	to	push	their	top	performers	to	new	heights.	By	offering	higher	rewards	for	surpassing	quotas,	it	creates	an	environment	where	exceptional	performance	is	recognized	and	rewarded.Move	beyond	Excel	with	confidenceWhile	Excel	might	seem	like	a	convenient	starting	point	for	managing
sales	commissions,	its	limitations	quickly	surface.	From	error-prone	calculations	and	data	silos	to	time-consuming	rollouts	and	forecasting	challenges,	Excel	simply	wasnt	built	for	scalable,	performance-driven	compensation	strategies.With	Sales	Commissions	Automation	tools,	you	gain	real-time	visibility,	seamless	CRM	integration,	easy	calculations,
and	a	streamlined	approval	process.	Freeing	your	teams	from	manual	work	and	unlocking	full	alignment	across	Sales,	Finance,	and	Ops.	It's	not	just	about	saving	time,	but	about	fostering	trust,	motivation,	and	results.	Ready	to	simplify	your	commission	management?Calculate	commissions	automation's	ROI	or	book	a	demo	to	see	Qobra	in
action.Professional	Presentation	&	Document	Templates	For	Every	OccasionWe	are	dedicated	to	making	your	work	and	study	much	easier	than	before	with	professional	presentation	templates,	docs	and	other	office	templates.	Slidesdocs	provides	a	wide	selection	of	office	templates,	including	Powerpoint	templates	and	background,	Google	Slides
themes,	Microsoft	Word,	Excel	and	infographics.	You	can	search	with	topics	for	free	and	download	these	templates	for	your	upcoming	presentations	or	daily	work.	Most	of	them	are	easy	to	edit	and	customize	with	your	own	topic.	Improve	your	work	efficiency	right	now!Creating	sales	compensation	plans	is	painful	and	let's	face	it	-	Not	everyone	is	a
spreadsheet	whizz.	That's	why	we've	pulled	together	the	ultimate	sales	comms	planning	template	in	Google	Sheets	(you	can	download	it	into	excel),	absolutely,	that	can	help	with	your	revenue	planning.	Use	it	to	calculate	commission	plans	with	cliffs,	accelerators	and	decellerators,	helping	you	to	build	and	structure	a	bonus	scheme	that	incentivises
sales	in	the	right	direction.	It	covers	both	SDR	&	AE	pay	plans,	giving	you	flexibility	and	freedom	to	build	pay	&	commission	plans	that	cover	the	all	the	different	roles	of	your	sales	team.	As	an	added	bonus,	it	helps	you	to	model	the	total	costs	of	the	plan	(in	case	you	want	to	link	it	to	the	hiring	plans	you	build	in	the	ultimate	sales	capacity	plan
template).	We've	even	created	a	video	guide	on	how	to	use	the	template,	covering	all	the	basics	from	defining	roles	and	targets	through	to	payments	and	achievement	tiers,	making	it	easy	for	you	to	download	and	get	going.	Let's	go.Most	of	the	Excel	templates	only	contain	limited	functionality	with	only	basic	formulas.	WPS	Office	has	unique	sales	and
commission	Excel	templates	that	function	more	like	software	solutions	and	generate	comprehensive,	automated	results	from	essential	user	input.	Our	unique	range	of	Excel	templates	includes	solutions	for	accounting,	financial	statements,	management	accounts,	cash	flow,	personal	finance,	fixed	assets,	costing,	and	many	more.	Are	you	looking	for	a
simple	sales	and	commission	structure	excel	template?	Then,	you	are	at	the	right	place;	here,	youll	find	the	10	best	and	most	unique	templates	in	this	article.	Each	template	corresponds	to	a	different	sales	commission	calculation	scenario.	1.Sales	Commission	Calculator	Excel	Template	It	is	the	best	Excel	template	of	sales	commission	structure	for
business;	in	most	companies,	salespersons	are	paid	a	percentage	of	their	sales	as	a	commission.	Each	sales	team	member's	performance	is	dynamically	calculated.	Using	our	sales	commission	calculator,	it	will	be	simple	to	figure	out	how	much	money	you'll	make	from	each	sale.	Try	this	template	in	WPS	and	save	in	Word	doc:	2.Daily	Sales	Report
Excel	TemplateThis	daily	report	Excel	template	shows	a	summary	of	the	entire	day.	It	is	a	general	and	easy-to-understand	daily	sales	report	template.	Its	format	will	help	you	draft	a	good,	easy,	and	understandable	design	sales	report.	At	the	forefront,	the	quality	of	any	good	report	is	that	anyone	can	understand	it.	Try	this	template	in	WPS	and	save	in
Word	doc:	3.Product	Price	List	Excel	TemplateBusinesses	involve	selling	of	products	and	services,	it	is	essential	to	have	a	template	to	include	the	prices	of	products.	This	sales	commission	structure	Excel	template	helps	you	to	carry	out	all	necessary	activities	successfully	and	you	can	easily	download	it.	Try	this	template	in	WPS	and	save	in	Word	doc:
4.Duty	Roster	Excel	Template	This	duty	roster	excel	template	enables	you	to	define,	schedule	clearly,	and	divide	the	different	tasks	of	any	team	member,	such	as	school	teacher	for	a	summer	camp,	housekeeping	maid,	auto-duty	security	guard,	doctor's	aid,	and	more.	This	way,	all	the	Roster	Templates	camp	members	would	know	when	their	services
are	needed	monthly,	weekly,	or	daily.	Try	this	template	in	WPS	and	save	in	Word	doc:	5.Sales	Personnel	Commission	Calculation	This	template	with	predefined	formulas	helps	quickly	calculate	personnel	commission	based	on	different	criteria	and	conditions.	For	example,	you	can	calculate	the	sales	target,	amount	of	completion,	the	base	of
commission,	and	the	total	amount	of	commissions	in	the	table	form	of	the	excel	template.	Try	this	template	in	WPS	and	save	in	Word	doc:	6.Annual	Analysis	&	Summary	Report	Of	Sales	Data	Excel	Template	This	Unique	Sales	Commission	Structure	Excel	Template	is	available	in	the	consolidated	annual	sales	data	report	Excel	Template	to	record	and
analyze	sales	data	for	a	year.	Analysis	summary	report	excel	template	in	the	year	of	sales	data	to	make	your	work	easier.	Try	this	template	in	WPS	and	save	in	Word	doc:	7.Sales	&	Purchase	Form	of	Goods	Excel	TemplateIt	is	the	best	sales	commission	structure	Excel	template	for	keeping	track	of	business	sales	and	purchases,	eliminating	confusion
for	the	vendor,	overbilling,	incorrect	quantities	of	goods,	payments	coming	in,	and	goods	going	out.	This	template	helps	companies	present	an	organized,	professional	appearance	when	dealing	with	customers.	Try	this	template	in	WPS	and	save	in	Word	doc:	8.Sales	Commission	Settlement	List	Excel	TemplateThis	sales	commission	structure	Excel
template	helps	you	to	calculate	sales,	total	commission,	date,	quantity,	sales	of	payment,	amount	of	sales,	and	more.	In	addition,	it	specifies	the	appropriate	commission	percentage	in	chart	form.	It	is	easy	to	use	and	improves	work	efficiency	in	Excel	templates.	Try	this	template	in	WPS	and	save	in	Word	doc:	9.Creative	Sales	Statistic	Sheet	Excel
TemplateIt	is	a	unique	type	of	sales	commission	structure	Excel	template	which	allows	you	to	visualize	a	salesman's	monthly	or	yearly	sales	distribution.	By	downloading	this	you	can	easily	keep	track	of	sales	and	profits	with	a	creative	sales	statistic.	You	calculate	the	sales	of	income	per	product	and	compare	monthly	sales	between	salesmen	via
charts	and	tables.	Try	this	template	in	WPS	and	save	in	Word	doc:	10.Simple	Creative	Sales	Budget	Excel	TemplateThis	template	of	sales	commission	structure	Excel	helps	you	to	track	and	manage	your	business	expenses.	So,	you	can	make	the	best	strategic	decisions	for	your	company	with	a	business	budget	template.	It	also	helps	you	to	creates	a
yearly	sales	plan,	compare	data	overtime	and	across	the	product	with	cash	income,	expected	income	via	charts.	Try	this	template	in	WPS	and	save	in	Word	doc:	Calculating	sales	and	commission	in	a	sales	company	is	one	of	the	important	things.	Its	okay	to	develop	and	create	custom	templates	in	Excel.	No	doubt	it	is	time-consuming.	The	main
challenges	are	generating	a	copy,	managing	different	versions,	and	sending	the	correct	data	to	the	right	rep.	WPS	Office	has	solved	many	problems	and	provides	software,	tools,	templates,	and	more	solutions.	For	more	advanced	scenarios,	to	eliminate	or	add	sales	commission	Excel	sheets	altogether,	download	and	use	WPS	Office	for	free	more	useful
templates	like	these.	30+	successful	sales	commission	structures	for	BDRs,	SDRs,	AEs,	Sales	Managers,	VPs	of	Sales,	and	CROs	have	given	me	the	confidence	to	guide	you.Get	ready	for	a	step-by-step	blueprint	to	design	your	next	winning	commission	plan.Download	the	following	template	before	we	get	started	so	you	can	follow	along.Sales
Commission	Structure	Best	PracticesA	sales	commission	structure	is	a	predetermined	plan	or	framework	to	compensate	sales	reps	based	on	their	performance	in	generating	revenue	or	closing	deals.It	outlines	the	rules,	criteria,	and	rates	by	which	salespeople	earn	commissions	for	their	sales	activities.The	goal	of	a	sales	commission	structure	is	to
align	the	interests	of	sales	professionals	with	the	objectives	of	the	organization,	motivate	them	to	achieve	sales	goals,	and	reward	them	fairly	for	their	contributions	to	revenue	generation.Motivation:	The	Key	to	Sales	SuccessWhen	it	comes	to	sales,	theres	no	denying	the	power	of	a	strong	incentive.The	reality	is	that	sales	are	a	tough	gig.Your	team	is
on	the	front	lines,	overcoming	objections,	building	relationships,	and	closing	deals.In	this	challenging	environment,	a	well-structured	commission	model	can	be	just	motivation	they	need	to	push	harder	and	deliver	results	that	impact	your	bottom	line.A	good	commission	structure	is	a	framework	that	encourages	and	rewards	the	right	behaviors.If	its
too	easy,	it	wont	push	your	sales	team	hard	enough.If	its	too	harsh,	it	could	discourage	them.The	goal	is	to	find	the	right	balance	that	motivates	your	team	to	exceed	their	sales	goals.Remember,	a	commission	structure	isnt	created	for	the	finance	or	ops	teams	its	created	for	sales.Its	about	leveraging	the	best	habits	and	behaviors	that	will	drive	sales
success.Keep	it	Simple,	Keep	it	CleanA	common	pitfall	is	overcomplicating	the	rules,	ending	up	with	a	20-page	document.Not	only	is	this	confusing	for	your	sales	team,	but	it	also	creates	unnecessary	friction	when	it	comes	to	implementation.The	best	structure	is	simple,	straightforward,	and	easily	explainable	in	3	minutes	think	of	it	as	the	5-year-old
test.If	a	5-year-old	can	get	it,	youre	on	the	right	track.Reward	the	Right	HabitsA	commission	plan	isnt	just	about	compensating	reps	for	their	work	it	should	reflect	your	companys	priorities.You	dont	want	your	sales	reps	to	devote	their	effort	and	time	to	tasks	that	may	not	be	a	top	priority	in	the	company.Selling	multi-year	contracts?	Prioritizing
upfront	payment?	Launching	a	new	product	or	targeting	a	specific	customer	category?Your	commission	plan	should	incentivize	your	top	priorities.By	adjusting	the	commission	rates,	you	can	guide	your	team	toward	the	goals	that	matter	most	to	your	business.Fairness	is	KeyYou	want	to	hit	that	just	right	balance.Too	generous,	and	you	might	put	a
strain	on	your	resources.Too	stingy,	and	you	risk	demotivating	your	sales	team.A	fair	commission	plan	rewards	good	performance,	fosters	motivation,	and	maintains	harmony	within	your	organization.In	the	following	sections,	youll	get	a	step-by-step	process	to	design	your	own	sales	commission	model	thats	simple,	fair,	motivating,	and	aligned	with
your	business	goals.Step	1:	Define	the	On-Target	Earning	(OTE)	StructureOn-target	earnings,	or	OTE,	is	the	total	compensation	a	rep	can	expect	to	earn	when	they	meet	100%	of	their	sales	quota.It	consists	of	their	fixed	base	salary	plus	potential	commission.For	instance,	a	salesperson	with	a	salary	of	$100,000	and	an	equal	amount	in	potential
commission	would	have	an	OTE	of	$200,000.If	they	hit	their	quota,	they	essentially	double	their	salary.Linking	OTE	to	Sales	QuotasThe	potential	commission	is	tied	to	the	reps	quota,	or	annual	sales	goal.This	quota	measures	their	performance	and	determines	their	commission.Continuing	with	our	example,	if	the	salespersons	OTE	is	$200,000	and
their	quota	is	$1	million	in	Annual	Recurring	Revenue	(ARR),	theyd	need	to	hit	that	$1	million	mark	to	double	their	salary.If	they	fall	short,	their	commission	shrinks	proportionally.	If	they	exceed	it	thats	where	accelerators	come	in,	but	well	get	to	that	later.Even	though	this	might	seem	basic,	its	an	essential	first	step.Defining	the	right	OTE	and	sales
quota	can	set	the	tone	for	your	entire	commission	plan.Step	2:	Define	the	Commission	RateThe	base	commission	rate	is	the	core	of	your	commission	structure.It	doesnt	involve	any	accelerators,	decelerators,	or	thresholds.Nor	does	it	take	into	account	particular	incentives	like	selling	multi-year	contracts,	obtaining	upfront	payments,	or	launching	new
products.These	additional	elements	will	come	into	play	later,	right	now	were	sticking	to	the	basis.The	commission	rate	offers	a	simple,	straightforward	benchmark	that	your	employees	can	understand	and	work	towards,	and	your	finance	department	can	effortlessly	calculate.Calculate	the	Commission	RateThe	formula	is	simple:	Divide	the	target
variable	pay	by	the	sales	quota.For	example:If	you	have	a	rep	with	an	OTE	of	$200,000	(made	up	of	a	$100,000	base	salary	plus	$100,000	in	potential	commission)	and	a	sales	quota	of	$1	million,	the	commission	rate	is	calculated	as	follows:Base	Commission	Rate	=	Target	Variable	Pay	/	Sales	Quota	=	$100,000	/	$1,000,000	=	10%So,	in	this	case,	it	is
10%.Step	3:	Define	Sales	Priorities	for	Your	Sales	Commission	StructureSales	priorities	should	align	with	your	companys	overall	objectives.Are	you	launching	a	new	product?	If	so,	driving	sales	for	that	product	becomes	a	priority.Expanding	into	a	new	market?	Then	that	new	market	should	be	at	the	top	of	the	list.If	your	goal	is	to	boost	upfront	cash
flow,	securing	upfront	payments	can	be	a	priority.Examples	of	Sales	PrioritiesHere	are	some	examples	of	common	sales	priorities	that	can	be	reflected	in	your	commission	plan:	If	youre	launching	a	new	product	or	feature,	you	may	offer	more	(or	less)	commission	to	incentivize	your	sales	team	to	push	it.	If	youre	expanding	into	a	new	market,	you
might	introduce	these	territories	into	your	commission	plan	to	motivate	sales	in	different	regions.	Encourage	upfront	payments	by	offering	higher	commissions	for	quarterly	or	yearly	payments.	Compensate	reps	for	securing	long-term	contracts.	You	may	want	to	incentivize	your	team	to	secure	larger	(or	smaller)	contracts	by	offering	a	different
commission	rate.New	vs.	Existing	CustomersOften,	companies	pay	higher	commissions	on	new	business,	which	can	be	more	challenging	to	land	than	upsells	or	expansions.You	can	include	factors	such	as	the	presence	of	a	Sales	Development	Representative	(SDR)	or	Business	Development	Representative	(BDR)	on	a	deal.	However,	I	advise	caution.
This	can	lead	to	undesirable	behavior	and	conflicts	of	interest.Its	generally	more	effective	to	reward	those	who	have	contributed	to	the	deal,	but	keep	the	commission	percentage	consistent	for	the	salesperson,	regardless	of	whether	an	SDR	or	BDR	was	involved.Avoid	factors	such	as	sales	seniority	as	sales	priorities.	Your	salary	structure	should
already	account	for	this,	and	a	sales	value	shouldnt	depend	on	the	seniority	of	the	salesperson	who	closed	the	deal.Put	Sales	Priorities	into	PracticeIn	practice,	you	should	select	one	or	two	priorities	each	year	to	focus	on.For	each	priority,	youll	define	how	to	adjust	the	commission	rate	when	contracts	meet	the	specified	criteria.	Well	delve	into	the
specifics	of	this	in	the	next	step.Step	4:	Define	Objectives	for	the	Selected	PrioritiesAfter	identifying	the	key	priorities	for	your	sales	team	that	align	with	your	broader	business	goals,	the	next	step	is	to	clearly	define	objectives	for	each	of	these	priorities.The	purpose	of	this	step	is	to	translate	your	priorities	into	tangible,	measurable	goals.By	setting
specific	objectives,	you	make	it	easier	for	your	sales	team	to	understand	what	they	need	to	achieve	and	how	their	efforts	will	contribute	to	the	companys	overall	success.Align	Priorities	with	Sales	TargetsA	practical	approach	to	defining	objectives	is	to	think	in	terms	of	percentages	of	total	sales.For	example,	if	your	priority	is	to	increase	the	sale	of
multi-year	contracts,	consider	what	percentage	of	total	sales	you	want	these	contracts	to	represent.To	do	this,	youll	need	to	look	at	your	historical	data	and	consult	with	your	sales	leadership	team	to	understand	realistic	goals.Set	SMART	GoalsLets	say	youve	historically	sold	about	10%	of	multi-year	contracts,	but	youd	like	to	push	this	up	to	20%	for
the	next	year.	If	your	total	sales	objective	is	$1	million,	that	means	youre	expecting	20%	of	that	or	$200,000	to	come	from	multi-year	contracts.Remember,	the	goals	you	set	for	each	of	your	priorities	should	be	SMART.Specific,	Measurable,	Achievable,	Relevant,	and	Time-bound.In	this	example,	your	SMART	goal	might	be:	Increase	profits	from	multi-
year	contracts	to	$200,000	by	the	end	of	the	fiscal	year.Repeat	the	Process	for	Each	PriorityOnce	youve	defined	the	objectives	for	one	priority,	repeat	the	process	for	the	other.	The	key	is	to	be	clear	and	explicit	about	what	youre	expecting	from	your	sales	team.This	is	a	crucial	step	in	your	commission	plan.By	clearly	defining	the	objectives	for	each
priority,	youre	setting	your	sales	team	up	for	success,	aligning	their	efforts	with	your	business	strategy,	and	ensuring	that	their	hard	work	will	directly	contribute	to	your	companys	most	important	goals.A	well-defined	target	is	much	easier	to	hit!Set	a	Commission	Rate	for	each	objectiveThe	final	step	is	to	define	the	commission	rate	that	will	be	paid
out	to	the	reps,	based	on	what	is	sold.Determine	the	percentage	breakdown	of	the	total	yearly	commission	for	each	objective.For	example,	allocate	70%	to	booking,	20%	to	upfront	payment,	and	10%	to	multi-year	deals.Set	targets	for	each	objective.For	instance,	aim	for	50%	of	sales	to	be	upfront	payments.	If	your	yearly	goal	is	$1M	ARR,	this	means
you	expect	the	team	to	close	$500K	with	upfront	payments.Establish	a	commission	rate	for	each	objective.Simply	divide	the	target	commission	by	the	target	value	for	the	objective.Step	5:	Define	Commission	Periods:	Month,	Quarter,	Year,	etc.This	aspect	of	your	commission	plan	is	key	to	its	success,	as	it	directly	impacts	how	frequently	your	sales
team	can	expect	to	receive	their	incentives,	which	influences	their	motivation	and	performance.Set	Sales	Objectives:	Yearly	vs.	QuarterlyWhile	sales	objectives	are	usually	defined	yearly,	some	companies	opt	for	a	more	variable	approach,	with	objectives	that	change	each	quarter.However,	frequently	changing	objectives	can	require	a	substantial
amount	of	maintenance	and	can	potentially	lead	to	confusion	or	frustration	within	your	sales	team,	quite	frankly	its	not	worth	it.A	more	practical	approach	might	be	to	set	yearly	objectives,	which	can	be	broken	down	into	quarters	or	months	to	accommodate	seasonal	variations	in	your	sales	cycle.For	example,	if	your	business	tends	to	be	slower	in
August	and	busier	in	December,	you	might	want	to	adjust	your	monthly	sales	targets	accordingly.Example	of	Seasonality:Decide	on	the	Frequency	of	Commission	PaymentsAn	important	aspect	of	your	commission	plan	is	the	frequency	at	which	commissions	are	paid	out.	Its	often	beneficial	to	pay	commissions	as	frequently	as	possible	as	this	can	drive
salespeoples	motivation	and	focus	on	shorter-term	goals.However,	factors	such	as	the	length	of	your	sales	cycle	might	prevent	you	from	making	monthly	commission	payments.As	a	rule	of	thumb,	its	good	practice	to	align	commission	payments	with	your	sales	cycle	but	avoid	extending	the	commission	period	beyond	a	quarter.Example	of	Commission
Payment	Frequency	Based	on	Sales	Cycle:Here,	ACV	stands	for	Annual	Contract	Value,	which	refers	to	the	average	yearly	contract	revenue	from	each	contracted	customer.Paying	Commissions	Upon	Deal	ClosureAnother	good	practice	is	to	pay	commissions	whenever	deals	are	signed,	and	then	calculate	accelerators	or	decelerators	(which	we	will
discuss	later)	at	the	end	of	each	commission	period.This	approach	essentially	treats	these	payments	as	an	advance	on	the	commission,	but	it	allows	your	sales	team	to	be	rewarded	more	immediately	for	their	hard	work,	which	can	drive	motivation	and	performance.Step	6:	Define	Acceleration,	Deceleration,	and	ThresholdsThresholdsA	threshold	is	the
minimum	level	of	sales	that	a	salesperson	needs	to	achieve	before	they	start	earning	a	commission.	Some	companies	set	the	threshold	at	a	level	that	covers	the	cost	of	the	salesperson.For	example,	if	a	salesperson	is	paid	$100K	per	year	and	costs	$125K	including	overheads,	they	will	start	receiving	commissions	once	they	achieve	$125K	in
sales.However,	while	this	approach	may	be	logical	from	a	financial	perspective,	it	can	potentially	reduce	the	motivation	of	salespeople.Mainly	because	it	could	lead	to	behaviors	such	as	fridge	deals,	where	salespeople	delay	closing	deals	until	the	next	period	if	they	anticipate	they	wont	reach	the	threshold	in	the	current	period.This	can	delay	revenue
and	even	result	in	lost	deals.	Hence,	its	generally	recommended	to	avoid	using	thresholds.Acceleration	and	DecelerationAcceleration	and	deceleration	in	a	sales	commission	plan	refer	to	increasing	or	decreasing	the	commission	rate	based	on	quota	attainment.A	common	method	to	implement	this	is	by	creating	a	table	that	correlates	quota	attainment
ranges	with	commission	rates.Example	of	Acceleration/Deceleration	Table:Applying	Acceleration/DecelerationThe	next	step	is	deciding	whether	the	acceleration	or	deceleration	applies	to	the	entire	commission	or	just	the	base	rate.For	simplicity,	its	generally	recommended	to	apply	it	to	the	entire	commission.Heres	an	example:Your	company	pays	a
10%	base	commission	rate	and	15%	on	multi-year	deals.A	salesperson	with	a	$1M	quota	sells	for	$1.3M	(130%	quota	attainment).They	sold	$800K	on	yearly	contracts	and	$500K	on	multi-year	contracts.The	commission	will	be	$80K	for	yearly	contracts	(800K	*	10%)	and	$75K	for	multi-year	contracts	(500K	*	15%)	=	$155K	commission	before
acceleration.The	acceleration	for	130%	quota	attainment	is	+30%.Now	lets	look	at	two	methods	of	applying	the	acceleration:Applied	to	the	whole	commission:	$155K	*	1.3	=	$201.5K	total	commission.Applied	only	to	the	base:	($1.3M	*	10%)	*	1.3	=	$169K	total	commission.Bulk	vs.	TiersFinally,	keep	in	mind	that	accelerations	and	decelerations	can	be
applied	in	bulk	or	in	tiers.Bulk	application	occurs	when	the	acceleration	or	deceleration	percentage	is	based	on	total	quota	attainment.For	instance,	if	someone	reaches	130%	of	their	quota,	they	receive	a	30%	acceleration	on	the	entire	amount.Tiers	involve	applying	different	commission	rates	for	different	ranges	of	quota	attainment.For	example,	for
sales	up	to	70%	of	the	quota,	the	salesperson	receives	7%,	for	sales	between	70%	and	90%	of	the	quota,	they	receive	8.5%,	and	so	on.While	bulk	application	is	simpler	and	avoids	the	need	to	track	sales	within	different	ranges,	it	can	create	threshold	effects	where	a	slight	increase	in	sales	leads	to	a	significant	jump	in	commission.As	always,	simplicity
is	key,	and	its	important	to	remember	that	no	commission	plan	can	be	perfect.Step	7:	Write	and	Communicate	the	Sales	Commission	PlanCreating	the	right	commission	plan	involves	multiple	steps,	from	defining	objectives	to	setting	up	acceleration	or	deceleration	scales.The	final	step	in	this	process	is	to	articulate	this	plan	effectively	and
concisely.The	goal	is	to	provide	a	transparent	and	easily	understandable	document	that	guides	your	sales	team	and	eliminates	room	for	interpretation.This	document	will	be	a	formal	and	legally	binding	contract	between	the	company	and	the	salesperson.Some	factors	you	should	take	into	consideration	when	setting	the	commission	are:	Start	by
defining	key	terms	used	in	the	commission	plan.These	could	be	terms	like	MRR	(Monthly	Recurring	Revenue),	New	Customer,	ACV	(Annual	Contract	Value),	and	any	other	terms	related	to	sales	commissions	at	your	company.	Clearly	state	the	On	Target	Variable,	Quota,	and	commission	rates.	Also,	identify	the	key	sales	priorities	for	the	period.	Make
sure	the	plan	is	simple,	concise,	and	easy	to	understand.	Remove	unnecessary	jargon	and	complexity.	The	commission	plan	needs	to	be	detailed	enough	to	avoid	ambiguities	and	possible	interpretations.	Consolidate	all	variables	in	one	place	in	the	document	for	easy	editing.	This	can	be	the	part	where	you	specify	individual	quotas,	commission	rates,
etc.	Refer	to	these	consolidated	variables	throughout	the	document	as	needed.Now,	lets	see	a	template	for	a	Sales	Commission	Plan:Additional	Common	PracticesYou	can	consider	using	the	following	mechanismsChurn	Clawback	is	a	mechanism	that	enables	you	to	recover	paid	commissions	if	a	customer	churns	within	a	specified	period.For	instance,
you	can	set	up	a	Commission	Clawback	for	any	churn	within	the	first	3	or	6	months	after	the	signature.Be	careful,	as	the	calculation	of	the	Churn	Clawback	needs	to	be	well-defined.There	are	three	possible	methods:	Subtract	the	amount	of	the	churned	deal	from	the	months	results	in	which	the	churn	occurred.	The	commission	that	was	paid	may	be
subject	to	clawback,	plus	or	minus	any	acceleration	or	deceleration	that	may	have	occurred.	The	commission	paid	may	be	clawed	back	without	taking	into	consideration	any	eventual	acceleration/deceleration	that	may	have	been	incurred.SPIFF	(Sales	Program	Incentive	Funds)	allows	for	rewarding	specific	behaviors	or	outcomes	over	a	specific	time
frame.For	instance,	you	can	decide	on	quarterly	SPIFFs	to	reward	new	opportunities	opened	in	the	automotive	industry.SPIFFs	are	usually	on	top	of	regular	commissions	and	aim	to	reward	behaviors	expected	over	a	short	period	of	time.Commission	Draw	is	a	pre-defined	amount	of	money	that	a	newly	hired	Sales	rep	is	given	against	future
commissions.Commission	draw	allows	sales	to	maintain	a	certain	level	of	income	when	changing	jobs.There	are	two	reasons	why	Commission	Draws	exist:Lost	opportunityWhen	a	Salesperson	leaves	their	current	company,	they	may	lose	future	commissions,	potentially	leaving	behind	a	pipeline	of	deals	for	which	they	will	not	earn	a	commission.Cover
for	ramp	periodWhen	a	Salesperson	joins	a	new	company,	they	will	need	to	learn	the	product	and	build	a	pipeline.	This	means	they	may	not	receive	commissions	for	a	period	of	time.This	is	why	its	common	practice,	particularly	when	hiring	senior	salespeople,	to	offer	a	commission	draw.The	draw	can	be	either	recoverable	or	non-recoverable.A	non-
recoverable	draw	guarantees	a	minimum	commission	for	the	Salesperson,	while	a	recoverable	draw	means	they	need	to	pay	back	the	amount	over	time.I	recommend	using	recoverable	draws	as	they	encourage	Salespeople	to	perform	well.On	the	other	hand,	non-recoverable	draws	do	not	incentivize	Salespeople	to	perform	their	best.Key	TakeawaysIn
a	nutshell,	your	sales	commission	structure	will	be	the	framework	against	which	your	sales	reps	will	measure	their	work	in	the	company.It	should	be	well-defined,	clear,	and	concise	to	ensure	everyone	is	on	the	right	page	and	you	can	eliminate	risks	or	friction	inside	your	team.By	setting	and	achievable,	yet	challenging	commission	plan,	reps	will	be
motivated	to	achieve	as	much	as	they	can.	Its	a	win-win	situation.That	concludes	our	discussion	on	Commission	Plans.I	hope	you	found	this	article	helpful.And	if	youre	wondering	about	Sales	Commission	Software,	weve	got	you	covered!If	you	have	any	questions	or	comments,	please	dont	hesitate	to	contact	me	directly	at	charles@lempire.co.	Are	you
looking	for	free	sales	commission	spreadsheets?	On	this	page,	youll	find	4	templates,	each	corresponding	to	a	different	sales	commission	calculation	scenario.	Choose	the	type	of	sales	commission	spreadsheet	you	want	to	download:	Tired	of	manually	generating	&	sending	commission	spreadsheets?	Consider	automating	your	sales	commission
program.	Click	here	or	scroll	to	the	end	of	this	page	to	learn	more.Fixed	Revenue-Based	Commission	SpreadsheetThis	sample	spreadsheet	is	quite	simple	it	just	multiplies	revenue	by	a	fixed,	per-row	commission	rate.	Simply	enter	a	sales	rep	name,	a	revenue,	and	a	commission	rate.	The	spreadsheet	will	calculate	the	commission	amount	(column	G).	It
will	then	subtract	deductions	(column	H)	and	calculate	payouts	(column	I).	This	spreadsheet	also	includes	a	pivot	table	showing	sales	commission	totals	per	rep.Fixed	Profit-Based	Commission	SpreadsheetThe	only	change	here	is	the	addition	of	cost	(column	E),	allowing	the	spreadsheet	to	calculate	profit.	In	this	example,	a	base	cost	is	provided	for



each	row.	However,	you	could	also	use	a	catalog	table	lookup	instead.	To	use	this	spreadsheet,	enter	a	sales	rep	name,	a	revenue,	a	cost,	and	a	commission	rate.	This	spreadsheet	will	automatically	calculate	the	commission	amount	(column	H).	It	will	then	subtract	deductions	(column	I)	so	as	to	calculate	payouts	(column	J).Variable	Revenue-Based
Commission	SpreadsheetIn	this	case,	we	no	longer	want	each	row	to	specify	its	commission	rate.	Instead,	we	want	to	perform	a	lookup	based	on	per-transaction	revenue.In	our	example,	higher	sales	prices	result	in	higher	commission	rates	(see	the	table	in	blue).	This	sample	spreadsheet	calculates	the	commission	rate	(column	F)	by	performing	a
lookup	based	on	the	revenue	(column	D).	You	can	click	on	column	F	cells	to	see	the	lookup	formula.Variable	Profit-Based	Commission	SpreadsheetThis	is	similar	to	the	spreadsheet	above,	except	that	the	variable	rate	is	based	on	profit	instead	of	revenue.	So,	before	performing	our	table	lookup,	we	must	subtract	the	cost.	Typically,	commission	rates
are	higher	when	payouts	are	based	on	profit	instead	of	revenue.	An	alternative	is	to	calculate	the	margin	percentage,	and	perform	a	lookup	based	on	this	percentage.Should	You	Use	Sales	Commission	Spreadsheets?Sales	commission	spreadsheets	are	a	good	choice	if	you	have	a	few	reps	and	a	simple	sales	commission	structure.	Otherwise,	its
probably	time	to	use	an	automated	solution	such	as	Sales	Cookie.	Reasons	to	switch	to	a	more	automated	solution	include:Youre	tired	of	generating	one	sales	commission	spreadsheet	per	repYou	no	longer	want	to	constantly	edit	/	re-distribute	commission	spreadsheetsYouve	experienced	calculation	errors	caused	by	hidden	spreadsheet	formulasYour
reps	spend	too	much	time	manually	verifying	spreadsheet	payoutsYou	want	your	reps	to	be	able	to	viewtheir	commission	statements	onlineYou	want	your	reps	to	view	goals	/	targets	associated	with	commissionsYou	want	to	calculate	commissions	in	complex	ways	or	have	multiple	plansYou	want	to	keep	a	detailedauditable	history	of	sales
commissionsYou	want	to	ensure	compliance	with	auditing	standardsUsing	Sales	Cookie,	you	can	solve	all	of	those	issues.	You	will	no	longer	need	to	manually	generate	sales	commission	spreadsheets.	You	will	be	able	to	easily	manage	and	make	changes	to	your	incentive	program.	And	each	sales	rep	will	get	an	online	dashboard	where	they	can	review
their	sales	commissions.	Reps	can	still	download	their	payouts	as	a	commission	spreadsheet	if	they	want,	but	all	versions	are	available	online.What	type	of	calculation	logic	is	used	in	sales	commission	spreadsheets?Most	sales	commission	spreadsheets	use	the	following	components:Pivot	tables	to	review	commissions	by	rep,	customer,	etc.Table
lookups	using	Excels	Lookup	functions	(ex:	rate	/	catalog	lookup)Typical	additions	and	subtractions	(ex:	to	calculate	profit)Once	you	master	those,	you	should	be	able	to	create	your	own	spreadsheet.	There	are	plenty	of	great	videos	online	about	each	one	of	those	topics.Which	types	of	precautions	are	needed	when	using	commission	spreadsheets?Here
is	a	checklist	when	using	spreadsheets	to	calculate	and	issue	commissions:Audit	all	formulas	used	for	calculation	make	sure	all	multipliers	are	correctDouble-check	the	recipient	when	sending	any	sales	commission	spreadsheetProtect	sales	commission	spreadsheets	with	a	password	(unique	to	each	rep)Before	sending	spreadsheets,	delete	rows	for
other	reps	(vs.	just	filtering	data)Make	a	copy	(and	full	backup)	of	each	spreadsheet	ideally	one	per	revisionName	each	commission	spreadsheet	to	clearly	identify	the	time	period	and	repRemember	to	refresh	data	(ex:	pivot	tables	need	to	be	refreshed	to	show	the	latest)Check	that	formulas	havent	been	tampered	with	when	receiving
spreadsheetsCheck	for	hidden	rows	or	white	text	when	receiving	commission	spreadsheetsIn	ConclusionWe	hope	youve	found	those	4	sample	sales	commission	spreadsheets	useful.	They	do	get	the	job	done	for	simple	scenarios.	The	main	challenge	is	around	generating	a	copy	for	each	rep,	managing	different	versions,	and	sending	the	right	data	to	the
right	rep.	For	more	advanced	scenarios,	or	to	eliminate	sales	commission	spreadsheets	altogether,	visit	us	online!	Your	sales	team	has	crushed	their	quarterly	goals,	and	its	time	to	celebrate.	But	the	real	challenge	starts	now	when	you	have	to	calculate	sales	commissions	for	each	team	member.	You	need	to	consider	tiered	commission	rates,	product
type	or	category,	and	bonuses	for	exceeding	the	targets.There	are	also	many	ifs	and	butsif	two	members	have	included	the	same	account,	how	will	you	attribute	sales	credit?	What	will	be	the	commission	in	case	there	are	returns	or	cancellations?If	you	are	doing	manual	calculations,	be	prepared	to	get	your	brain	fried.	You	can	easily	avoid	this	hassle
and	get	accurate	sales	calculations	with	commission	sheet	templates.In	this	article,	well	explore	the	best	commission	sheet	templates,	highlighting	their	features	and	benefits	to	help	you	find	the	perfect	fit	for	your	business	needs.	Summarize	this	article	with	AI	ClickUp	Brain	not	only	saves	you	precious	time	by	instantly	summarizing	articles,	it	also
leverages	AI	to	connect	your	tasks,	docs,	people,	and	more,	streamlining	your	workflow	like	never	before.	Effectively	managing	sales	commissions	is	vital	for	motivating	teams	and	ensuring	accurate	compensation.	Here	are	the	ten	free	commission	sheet	templates:ClickUp	Commission	Sheet	TemplateClickUp	Intermediate	Level	Commission	Sheet
TemplateClickUp	Commission	Tracking	TemplateClickUp	Commission	Info	TemplateClickUp	Sales	Tracker	TemplateClickUp	Sales	KPI	TemplateClickUp	Sales	Pipeline	TemplateSales	Commission	Sheet	Template	by	TemplateLabProduct	Commission	Sheet	Template	by	SlideTeamTiered	Sales	Commission	Template	by	Coefficient	Summarize	this	article
with	AI	ClickUp	Brain	not	only	saves	you	precious	time	by	instantly	summarizing	articles,	it	also	leverages	AI	to	connect	your	tasks,	docs,	people,	and	more,	streamlining	your	workflow	like	never	before.	Commission	sheet	templates	are	handy	tools	for	marketing	and	sales	teams	to	simplify	sales	commission	calculations	and	tracking.	These	templates
help	accurately	capture	essential	details	like	sales	data,	commission	rates,	and	payouts.They	even	provide	sections	for	salesperson	information,	sales	totals,	commission	percentages,	deductions,	and	final	commission	amounts.Commission	sheet	templates	have	built-in	formulas	that	automatically	calculate	commission	values	according	to	defined	rules,
saving	time	and	resources.	They	also	work	as	excellent	affiliate	marketing	tools,	helping	you	track	all	your	sales	and	commissions	from	affiliate	marketing	campaigns	and	providing	insights	to	boost	returns.Individuals	can	use	commission	sheet	templates	as	freelance	productivity	tools	to	record	client	details,	commission	payouts,	and	payment	dates
easily.	Summarize	this	article	with	AI	ClickUp	Brain	not	only	saves	you	precious	time	by	instantly	summarizing	articles,	it	also	leverages	AI	to	connect	your	tasks,	docs,	people,	and	more,	streamlining	your	workflow	like	never	before.	A	good	commission	sheet	template	should	offer	at	least	two	basic	thingscomprehensive	commission	tracking	and
accurate	calculations.	Here	are	the	key	functionalities	you	should	look	for:Clear	structure:	A	commission	price	sheet	template	should	have	clear	headings,	columns,	and	rows	with	logically	placed	information	for	quick	and	easy	navigation.	This	helps	prevent	errors	while	entering	or	analyzing	dataIn-built	formulas:	It	should	have	precise	formulas
matching	the	companys	commission	structure.	Whether	its	tiered	rates	or	quotas,	your	commission	sheet	template	should	handle	these	complexities	smoothly.	This	makes	it	easier	to	manage	affiliate	commissions,	ensuring	everyone	gets	paid	exactly	what	theyve	earnedCustom	data	fields:	A	good	commission	sheet	should	offer	customizable	data	fields
so	you	can	quickly	get	detailed	insights	based	on	the	names	of	sales	agents,	the	product	or	service	sold,	the	sale	amount,	and	the	commission	rate.	Adding	extra	fields	for	tracking	specific	metrics	or	performance	indicators	can	also	be	helpfulFlexibility:	Your	templates	should	adapt	to	different	commission	structures	and	business	needs.	It	should	be
customizable	so	you	can	easily	update	commission	rates,	product	lines,	or	sales	territories	without	having	to	redo	the	entire	template	Summarize	this	article	with	AI	ClickUp	Brain	not	only	saves	you	precious	time	by	instantly	summarizing	articles,	it	also	leverages	AI	to	connect	your	tasks,	docs,	people,	and	more,	streamlining	your	workflow	like	never
before.	Ready	to	sort	your	commissions	and	improve	team	performance?	Here	are	10	free	commission	sheet	templates	for	freelancers	and	businesses	to	simplify	payments:Streamline	commissions	tracking	and	monitor	ROI	on	sales	with	ClickUps	Commission	Sheet	TemplateTired	of	managing	multiple	spreadsheets	and	doing	manual	calculations	for
sales	commissions?	Try	ClickUps	Commission	Sheet	Template	to	streamline	commission	tracking.	It	helps	you	analyze	individual	sales	achievement,	calculate	sales	commissions	and	bonuses	for	each	employee,	and	measure	sales	metrics	like	return	on	investment	(ROI)	or	cost	per	sale.You	can	visualize	individual	and	team	performance	with	ClickUp
Dashboards,	making	it	easier	to	identify	sales	trends,	find	areas	of	improvement,	and	perform	sales	budgeting	and	forecasting.With	this	template,	you	can	identify	top	performers,	set	achievable	goals,	and	make	data-driven	decisions	to	grow	your	business.	It	acts	as	a	virtual	analyst	to	boost	the	success	of	your	sales	team.Easily	manage	complex
calculations	for	sales	commissions	with	ClickUps	Intermediate	Level	Commissions	TemplateClickUps	Intermediate	Level	Commission	Sheet	Template	is	designed	to	handle	more	complex	commission	structures	without	breaking	a	sweat.	You	can	add	custom	fields,	such	as	detailed	product	descriptions,	pricing	per	product,	and	number	of	units	sold	to
calculate	total	commissions.This	template	also	lets	you	add	a	checklist	for	sales	milestones	and	tiered	commission,	helping	you	manage	complicated	sales	cycles.	It	is	perfect	for	growing	sales	teams	that	have	multiple	products	and	sales	agents.	You	can	also	track	individual	and	team	performance	to	ensure	sales	goals	are	being	met.Plus,	the	template
includes	an	activity	tracking	section	where	you	can	keep	a	tab	on	various	project	activities.Get	comprehensive	information	on	sales	commissions	in	one	place	with	ClickUps	Commission	Tracking	TemplateWant	to	track	your	organizations	sales	spending?ClickUps	Commission	Tracking	Templatecan	help.	It	provides	a	detailed	view	of	commissions
earned	by	different	team	members.	You	can	also	monitor	sales	representatives	goal	progress	and	visualize	their	performance.The	best	part	is	that	you	can	track	the	entire	sales	lifecycle	of	different	accounts	with	custom	statuses,	including	New	Lead,	Purchase	Agreement	Sent,	and	In	Progress,	and	calculate	commissions	based	on	the	milestones
achieved.The	custom	fields	help	you	get	a	quick	overview	of	commission	status.	You	can	switch	among	14	attributes	to	check	the	actual	value	of	commissions,	close	dates,	and	contacts.	Once	you	have	the	data	in	place,	choose	the	Table	view	in	ClickUp	to	build	your	own	customized	spreadsheet	and	commission	report.Organize	and	track	all
commission-related	information	with	ClickUp	Commission	Info	TemplateWhether	you	are	engaging	with	agencies/freelancers	for	client	acquisition	or	have	a	large	internal	sales	team,	you	need	to	set	and	communicate	commission	policies	clearly.	ClickUps	Commission	Info	Template	helps	you	create	a	defined	structure	on	how	and	when	commissions
will	be	paid.	This	improves	transparency	and	ensures	timely	payouts.The	template	also	provides	end-to-end	visibility	into	a	commissions	entire	lifecycle	and	lets	you	monitor	the	teams	progress.	You	can	track	the	task	name,	assign	status,	add	payment	due	dates,	and	calculate	commission	based	on	deal	size.	Whether	youre	managing	individual
salespeople	or	an	entire	team,	this	template	helps	you	stay	organized	and	maximize	your	earnings.Use	the	Status	View	to	monitor	project	progress,	the	Projects	View	to	organize	and	store	commission	project	information,	and	the	Pending	Payments	View	to	track	unpaid	commissions.Visualize	sales	performance	and	optimize	sales	pipeline	with
ClickUps	Sales	Tracker	TemplateThe	ClickUp	Sales	Tracker	Template	is	a	user-friendly	tool	for	setting	and	reviewing	sales	targets,	identifying	trends,	and	tracking	performance.	For	businesses,	this	template	helps	calculate	the	total	commissions	to	be	sent	to	salespersons.	Individuals	can	use	this	template	for	freelance	project	management,	tracking
their	goal	performance,	and	calculating	commissions.The	template	also	helps	you	visualize	sales	performance	and	make	data-driven	decisions	to	optimize	the	sales	pipeline.	You	can	quickly	track	team	performance	using	features	like	ClickUp	Milestones	to	indicate	significant	wins	on	each	deal.	Additional	capabilities	like	ClickUp	Time	Tracking	and
automation	also	ensure	seamless	project	management	for	sales	teams.Tracking	individual	sales	KPIs,	such	as	sales	revenue,	sales	volume,	and	customer	retention	rates,	is	important	to	calculate	commissions	objectively.	The	ClickUp	Sales	KPI	Template	can	help	you	with	this.You	can	set	goals	and	track	KPIs	across	all	stages	of	the	sales	funnel,
motivate	your	team	to	achieve	common	goals,	and	improve	client	management.The	Custom	statuses	and	fields	in	this	template	allow	you	to	capture	vital	data,	such	as	Upsell	Attempts,	Value	of	Quotes,	and	Repeat	Sales	Revenue.	Plus,	with	custom	views	like	Weekly	Report,	Monthly	Report,	and	Revenue	Board	per	Month,	you	can	easily	organize	all
necessary	information.The	template	enhances	visibility,	promotes	transparency,	and	accelerates	decision-making	by	providing	a	clear	view	of	your	sales	metrics.View	your	sales	pipeline	and	forecast	sales	commissions	with	ClickUp	Sales	Pipeline	TemplateClickUps	Sales	Pipeline	Template	is	the	ultimate	tool	for	managing	and	optimizing	each	stage	of
the	sales	process.	It	lets	you	easily	track	your	entire	sales	funnel,	manage	customer	data	with	a	drag-and-drop	interface,	and	prioritize	leads	based	on	urgency,	value,	and	potential.The	Sales	SOP	View	in	this	template	optimizes	your	sales	process	by	streamlining	workflow	and	tracking	progress	through	various	sales	stages.	Use	the	Box	View	to	get	a
visual	representation	of	your	sales	pipeline	and	monitor	progress	by	categorizing	tasks	into	30	distinct	statuses,	such	as	Churned,	Attention	Needed,	Up	For	Renewal,	Follow	Up,	and	Qualified	Prospect.You	can	also	forward	relevant	insights	to	the	marketing	team	so	they	optimize	their	campaigns	and	strategies	based	on	customer	trends.via
TemplateLab	The	Sales	Commission	Sheet	Template	from	TemplateLab	simplifies	calculating	and	tracking	commissions	for	your	sales	team.	Add	essential	information	such	as	sales	rep	names,	sales	amounts,	commission	rates,	and	deductions	to	calculate	final	commission	payouts	easily.You	can	tailor	the	template	to	include	various	metrics,	such	as
sales	targets,	achieved	sales,	commission	rates,	and	deductions.With	this	template,you	can	reduce	guesswork,	enjoy	clear	visibility	into	your	teams	performance	and	earnings,	and	make	data-driven	decisions	to	boost	sales.via	SlideteamThe	Product	Commission	Sheet	Template	helps	you	easily	present	quarterly	insights.	It	crafts	a	concise	yet
comprehensive	one-page	product	sales	and	commission	report	for	executives.You	can	create	a	price	list	for	each	product	and	use	charts,	graphs,	and	funnels	to	show	the	products	with	the	highest	sales.This	reporting	template	includes	a	summary	of	the	commission	sheet,	details	of	the	associate	(name,	area,	start,	and	end	dates),	top-sold	products,
performance	data	(KPIs),	regional	sales	statistics,	funnel	metrics,	and	a	detailed	product	commission	sheet.via	CoefficientTiered	sales	commissions	are	like	leveling	up	in	a	video	gamethe	more	sales	you	make,	the	higher	you	climb	through	the	tiers,	unlocking	better	rewards	and	bonuses.	Sales	reps	earn	higher	commission	rates	as	they	hit	new	sales
targets,	motivating	them	to	keep	reaching	the	next	level.This	Tiered	Sales	Commission	Template	helps	you	add	different	tiers	based	on	sales	goals	and	the	commission	rate	for	each	tier.	You	just	need	to	enter	sales	values,	and	the	template	automatically	provides	the	commission	value	according	to	the	defined	rate.The	benefit?	It	simplifies	the	process
of	calculating	commissions,	saving	you	time	and	reducing	errors.	Summarize	this	article	with	AI	ClickUp	Brain	not	only	saves	you	precious	time	by	instantly	summarizing	articles,	it	also	leverages	AI	to	connect	your	tasks,	docs,	people,	and	more,	streamlining	your	workflow	like	never	before.	Manual	sales	commission	calculation	requires	a	lot	of	effort
and	might	even	result	in	incorrect	figures.	Save	yourself	the	trouble	and	switch	to	simple	and	intuitive	commission	templates	by	ClickUp.Commission	sheet	templates	can	help	you	track	all	commissions	in	one	place,	filter	commissions	based	on	customized	categories,	improve	transparency,	and	boost	team	performance.By	providing	real-time	data
visibility,	automated	calculations,	and	seamless	integration	with	your	sales	processes,	ClickUp	helps	you	stay	organized	and	focused	on	achieving	your	financial	goals.Sign	up	on	ClickUp	for	free	to	sort	commissions	so	you	can	concentrate	on	closing	deals	and	driving	revenue.	Everything	you	need	to	stay	organized	and	get	work	done.Calculating	sales
commissions	for	different	commission	structures	is	as	important	as	it	is	complex.	According	to	our	2024	State	of	Incentive	Compensation	Management	Report,	one-third	of	incentive	compensation	leaders	manage	variable	compensation	for	over	1,000	reps.	Additionally,	37%	of	respondents	report	spending	too	much	time	on	manual	tasks	like	revenue
planning	which	keeps	them	from	fully	focusing	on	strategic	decisions.To	help	alleviate	this	burden,	weve	created	a	series	of	Google	Sheets	and	Excel	templates	designed	to	simplify	calculations	for	the	most	common	sales	commission	structures.	Because	your	commission	plan	will	vary	depending	on	a	number	of	variables	like	industry,	size	of	your	sales
team,	or	commission	percentage	we've	analyzed	the	most	common	types	of	sales	commission	structures	and	built	a	sale	commission	calculator	with	examples	for	each.	In	each	sales	commission	template,	youll	find:A	detailed	overview	of	the	sale	commission	template;The	purpose	each	template	serves	based	on	different	sales	commission
structures;How	to	customize	the	Google	Sheets	or	Excel	template	to	your	unique	needs.	Weve	also	included	screenshots	and	examples	to	ensure	you	can	make	the	most	of	each	sales	commission	structure	template	no	matter	your	use	case.	By	the	end	of	this	article,	youll	have	a	comprehensive	set	of	resources	to	help	you	manage	your	sales
commissions	with	ease	and	accuracy.Happy	calculations!Sales	Commission	Structure	TemplatesJump	to	any	sales	commission	template	on	this	list	to	get	started.1.	Salary	+	Commission	Calculator	TemplateSalary	+	Commission	Structure	TemplateMake	your	own	copy	of	this	sales	commission	template	hereLets	start	with	a	classic.	The	base	salary
plus	commission	structure	provides	a	stable	income	for	sales	representatives	while	still	incentivizing	them	to	achieve	higher	sales.	In	our	commission	plan	template,	youll	find	two	tables.	The	first	(pictured	above)	is	broken	down	into	the	following	columns:Sales	Reps,	where	youll	add	the	names	of	the	sellers	on	your	teamBase	Salary,	or	base	rate
where	youll	input	the	base	salary	of	each	sales	repSales,	which	will	be	auto-populated	with	the	total	sales	amount	(in	dollars)	for	each	rep	in	the	time	frame	youre	calculating	(weekly,	monthly,	quarterly,	etc.)Commission	rate	(our	template	assumes	10%,	but	you	can	adjust	it	to	match	your	companys	rate	without	breaking	the	formulas.	If	you	use	a
tiered	commission	structure,	the	other	templates	on	this	list	are	better	suited	to	your	use	case.)Commission	($)	which	calculates	the	dollar	amount	of	each	sales	reps	total	commissionsNet	salary,	which	will	auto-populate	with	the	net	salary	for	each	sales	repTotal,	which	calculates	the	total	commission	and	net	salary	for	your	teamThe	second	table
(pictured	below)	is	where	youll	add	information	about	each	sellers	activity.	This	will	let	you	easily	calculate	the	additional	compensation	amount	to	add	to	their	base	rate.	In	each	line	item,	youll	input	the	sellers	name	and	Sales	Amount	for	individual	transactions.	You	also	have	the	option	of	adding	a	Description	of	the	sale	and	the	Date	won.	Add
Descriptions	and	Date	of	the	sale	for	future	referenceIf	you	want	to	include	more	members	of	your	sales	team,	just	add	more	rows	to	the	first	table	and	drag	down	the	cells	with	the	formulas	to	auto-populate	the	new	rows.	Make	sure	the	sales	reps'	names	exactly	match	in	both	tables.	This	is	important	because	the	template	uses	a	SUMIF	formula	to
pull	sales	amounts	from	the	second	table	and	calculate	the	total	amount	in	the	first	table.	2.	Tiered	Commission	Calculator	Template	Tiered	Commission	Calculator	TemplateMake	your	own	copy	of	this	sales	commission	template	hereThe	tiered	commission	plan	structure	rewards	your	sales	reps	progressively	more	as	they	achieve	higher	sales	levels.
This	is	an	excellent	way	to	enhance	sales	performance	by	targeting	a	commission	rate	increase.	This	could	support	a	commission-only	structure	or	be	in	addition	to	base	pay.	Its	particularly	effective	at	motivating	sellers	to	exceed	their	targets	and	achieve	higher	levels	of	performance.In	our	Google	Sheets	or	Excel	template,	youll	find	three	tables.	The
first	(pictured	above)	and	third	(pictured	just	below)	are	similar	to	the	previous	template.	To	complete	them,	you	need	only	provide	the	Sales	Reps	names,	their	Base	Salary	(or	base	pay),	and	the	Sales	Amount	of	each	transaction.	Once	again,	you	have	the	option	of	adding	a	Description	and	a	Date.Add	additional	details	as	necessaryThe	second	table
(pictured	below)	is	where	the	tiered	aspect	comes	into	play.	Our	Google	Sheets	or	Excel	template	assumes	8	tiers	that	you	can	customize	to	match	your	organizations	commission	levels.	You	can	adjust	or	delete	dollar	amounts	and	rates	for	each	tier	at	leisure	without	breaking	the	formulas.Commission	Tiers	Template	BreakdownHowever,	if	you	want
to	add	more	tiers	to	the	Commission	Tiers	Table,	youll	have	to	adjust	the	VLOOKUP	formula	in	column	D	(Commissions)	of	the	first	table	so	it	pulls	from	the	complete	range	of	tiers.	As	it	stands,	the	tiers	range	from	B21	(the	first	start	tier)	to	D28	(the	last	commission	rate).	For	instance,	the	formula	to	calculate	sales	commissions	for	SR1	is	as
follows:=VLOOKUP(C7,$B$21:$D$28,3,1)*C7If	you	were	to	add	another	tier	by	adding	a	new	row	to	column	D,	the	formula	would	look	like:=VLOOKUP(C7,$B$21:$D$29,3,1)*C7The	only	thing	youre	doing	is	adjusting	the	row	where	the	table	now	ends	(from	D28	to	D29.)	Its	the	same	logic	for	however	many	tiers	you	add.	3.	Draw	Against	Commission
Calculator	Template	Draw	Against	Commissions	TemplateMake	your	own	copy	of	this	sales	commission	template	hereThe	draw	against	sales	commission	structure	provides	your	sales	team	with	an	advance	on	future	commissions.	This	type	of	sales	commission	plan	can	help	stabilize	income	for	your	reps,	especially	in	roles	where	sales	cycles	are	long
or	revenue	commission	is	unpredictable.	Aside	from	the	Sales	Reps	names	and	their	Base	Salary,	the	first	table	in	this	Google	Sheets	or	Excel	template	(pictured	above	to	the	left)	also	includes:Draw	amount,	where	youll	input	how	much	each	rep	withdrew	against	their	commissions	in	a	given	time	periodTotal	commissions,	which	will	auto-populate
based	on	the	information	you	input	in	the	second	table	(pictured	below)Net	commissions,	which	will	auto-populate	based	on	the	draw	amount	and	total	commissionsNet	salary,	which	automatically	calculates	the	net	salary	for	each	rep	according	to	the	base	salary	plus	the	net	commissionsThe	second	table	(pictured	above,	to	the	right)	includes	the
Commission	Rates.	Once	again,	you	can	customize	the	tiers	to	match	your	companys	total	compensation	and	sales	commission	plan.	If	you	want	to	add	tiers,	youll	have	to	adjust	the	VLOOKUP	formula	in	the	Commission	Rate	column	of	the	third	table	(pictured	below.)Add	the	Commission	Rate	and	Amount	As	it	stands,	the	tiers	in	the	Commission	Rate
Table	range	from	H9	($0)	to	J13	(12%).	The	formula	for	the	first	line	item	is	as	follows:=IFERROR(VLOOKUP(D21,$H$9:$J$13,3,1))If	you	were	to	add	a	new	tier	to	the	Commission	Rate	Table,	the	formula	would	be	adjusted	to:=IFERROR(VLOOKUP(D21,$H$9:$J$14,3,1))The	Commission	($)	column	will	automatically	calculate	the	dollar	amount	of
each	commission	based	on	the	individual	Sales	amounts	and	the	Commission	Rates.	4.	Residual	Commission	Calculator	Template	Residual	Commission	Calculator	TemplateMake	your	own	copy	of	this	sales	commission	template	hereWith	residual	commissions,	sales	reps	earn	a	percentage	of	the	revenue	from	their	accounts	for	as	long	as	the
customers	continue	to	generate	sales.The	first	and	second	tables	of	the	Google	Sheets	or	Excel	template	(pictured	above)	will	look	familiar.	Once	again,	all	you	have	to	do	is	add	your	Sales	Reps	names	and	their	Base	Rate	Salaries	and	adjust	the	Commission	Rate	Table	to	match	your	compensation	strategy	parameters.	The	Commissions	and	Net
Salary	columns	will	auto-populate	once	you	fill	out	the	information	on	the	third	table.The	mandatory	fields	in	the	third	column	(pictured	below)	are	the	Sales	Reps	names	(remember,	they	have	to	match	those	in	the	first	table)	and	the	Recurring	Fee	earned	from	each	account.	The	Commission	Rate	column	will	automatically	be	filled	out	according	to
the	information	in	the	Commission	Rate	Table.Add	Recurring	Fee	earned	from	each	accountIf	you	want	to	add	more	tiers,	its	the	same	logic	as	before.	As	it	stands,	the	tiers	range	from	H9	to	J13.	The	formula	for	the	first	line	item	is	as	follows:=IFERROR(VLOOKUP(C21,$F$9:$H$13,3,1))If	you	were	to	add	a	new	tier	to	the	Commission	Rate	Table,	the
formula	would	be	adjusted	to	account	for	the	new	row:=IFERROR(VLOOKUP(C21,$F$9:$H$14,3,1))The	Commission	Amount	column	will	then	auto-populate	with	the	compensation	amount	for	each	individual	commission.	The	first	table	acts	as	a	sales	commission	calculator	to	automatically	calculate	the	total	commissions	for	each	sales	rep.5.	Variable
Revenue-Based	Commission	Calculator	Template	Variable	Revenue	Based	Commission	Calculator	TemplateMake	your	own	copy	of	this	sales	commission	template	hereThe	variable	revenue-based	commission	structure	rewards	your	team	members	based	on	revenue	growth.	This	revenue	commission	model	is	flexible.	The	commission	plan	can	be
tailored	to	align	with	your	companys	strategic	goals	for	sales	performance,	such	as	promoting	high-margin	products	or	targeting	specific	customer	segments.Every	table	in	this	sales	commission	plan	template	is	essentially	the	same	as	the	previous	two.	The	only	difference	is	that	instead	of	sales	amount	or	recurring	fee,	in	the	second	table	(pictured
below),	you	input	the	Revenue	to	target	specifically	the	revenue	growth	that	each	rep	generated	with	individual	sales.Add	revenue	to	target	revenue	growth	specificallyThe	process	of	adding	a	new	tier	to	your	Commission	Rate	Table	is	the	same	as	before.	You	simply	add	a	new	row	to	the	table	and	then	adjust	the	VLOOKUP	formula	in	the	Commission
Rate	column	of	the	second	table.	As	it	stands,	the	tiers	range	from	H9	to	J13.	The	formula	for	the	first	line	item	is	as	follows:=IFERROR(VLOOKUP(D23,$F$14:$H$18,3,1))If	you	were	to	add	a	new	tier	to	the	Commission	Rate	Table,	the	formula	would	be	adjusted	to:=IFERROR(VLOOKUP(D23,$F$14:$H$19,3,1))Again,	the	Commission	Amount,
Commissions,	and	Net	Salary	columns	will	auto-populate	with	the	correct	values.6.	Variable	Profit-Based	Commission	Calculator	TemplateVariable	Profit-Based	Commission	Calculator	TemplateMake	your	own	copy	of	this	sales	commission	template	hereThe	variable	profit-based	commission	plan	structure	depends	on	the	profit	generated	from	sales,
rather	than	just	the	sales	revenue	generated.	It	encourages	sales	teams	to	focus	on	high-gross	margin	products,	high-value	deals,	and	efficient	selling	practices.	You	wont	find	anything	new	in	the	first	two	tables	of	the	Sheets	or	Excel	template	(pictured	above).	The	only	difference	is	in	the	third	table	(pictured	below),	where	we	added	a	column	for
costs	alongside	revenue	generated	from	sales.Add	a	column	for	costs	alongside	revenueAll	you	have	to	do	is	input	the	Revenue	and	Cost	associated	with	each	transaction,	and	the	commission	rate	and	Commission	Amount	columns	will	automatically	calculate	the	values.	If	you	want	to	add	or	remove	tiers	in	the	Sheets	or	Excel	template,	just	follow	the
exact	same	process	we	outlined	in	previous	sections.7.	Territory	Volume	Commission	Calculator	TemplateTerritory	Volume	Commission	Calculator	TemplateMake	your	own	copy	of	this	template	hereThe	territory	volume	commission	structure	rewards	sales	reps	based	on	the	total	sales	volume	generated	within	a	specific	sales	territory.	This	structure
is	particularly	effective	if	your	company	wants	to	drive	market	penetration	and	growth	in	specific	regions.Here's	how	to	use	the	volume-based	sale	commission	calculator.	The	first	change	youll	notice	is	in	the	table	pictured	above,	where	theres	a	new	column	for	Territory.	Youll	input	this	information	manually,	along	with	the	Sales	Reps	names	and
their	Base	Salaries.In	the	second	column	(pictured	below),	youll	add	the	Sales	Quota	for	each	territory	along	with	the	Commission	percentage	(%)	received	if	the	sales	quota	is	reached.	Add	sales	quota	for	each	territory	and	commission	percentageThe	#	Reps	column	will	auto-populate	based	on	the	information	in	the	first	table.	If	you	want	to	add
more	reps,	you	first	have	to	add	a	new	row	to	that	table.	Then,	you	have	to	adjust	the	range	in	the	COUNTIF	formula	of	the	#	Reps	column	in	the	second	table.	As	it	stands,	the	formula	looks	like	this:=COUNTIF($B$8:$B$17,A21)If	you	add	a	new	rep,	the	formula	will	look	like	this	to	account	for	the	new	rep/row:=COUNTIF($B$8:$B$18,A21)If	you
want	to	add	a	new	territory,	add	a	new	row	to	the	second	table,	pull	the	formulas	down,	and	associate	it	with	the	respective	seller(s)	in	the	first	table.	Just	like	the	reps	names,	make	sure	the	territory	names	follow	the	exact	same	format	throughout	all	tables.	The	Commission	($)	and	Commission/rep	columns	will	auto-populate	with	the	information
from	the	other	columns.	Actual	Sales	will	be	automatically	calculated	as	if	with	a	sales	commission	calculator	based	on	the	information	you	add	to	the	third	table,	pictured	below:Actual	sales	will	auto-calculateHere,	you	dont	have	to	manually	input	the	territory	associated	with	each	sale	and	rep.	The	VLOOKUP	formula	will	automatically	fill	out	the
Territory	column	with	data	from	the	first	table.	If	you	add	more	sales	reps,	youll	also	have	to	adjust	the	formula	to	account	for	the	new	range.	As	it	stands,	it	looks	like	this:=IFERROR(VLOOKUP(C29,$A$8:$B$17,2,0))If	you	were	to	add	a	new	rep,	it	would	look	like	this	to	account	for	the	change	in
range:=IFERROR(VLOOKUP(C29,$A$8:$B$18,2,0))Sales	Commission	Templates	Only	Get	You	So	FarLets	be	real:	Google	and	Excel	Spreadsheets	can	only	get	you	so	far	in	streamlining	commission	calculations.	As	your	team	grows	and	your	compensation	plans	become	more	sophisticated,	you	need	a	solution	that	scales	with	you.	CaptivateIQ	offers	a
robust,	scalable,	and	user-friendly	platform	that	goes	beyond	what	static	templates	can	provide.	Say	goodbye	to	manual	tasks	and	hello	to	accuracy,	transparency,	and	more	time	to	focus	on	strategic	initiatives.	Ready	to	optimize	your	sales	commission	plan	management?	Book	a	demo	today.Frequently	Asked	Questions	(FAQs)How	do	You	Structure	a
Commission	Sheet?First	include	each	reps	name,	role,	and	quota.	Then	outline	the	key	components	of	their	plan:	base	pay,	variable	pay,	commission	rate(s),	deal	size,	and	performance	metrics.	Add	columns	to	track	actual	sales,	commission	earned,	bonuses,	and	any	applicable	SPIFFs	or	clawbacks.Keep	in	mind	that	while	spreadsheets	work	for	small
teams,	they	can	quickly	become	time-consuming	and	error-prone.	Many	scaling	organizations	turn	to	tools	like	CaptivateIQ	to	automate	commission	calculations,	reduce	manual	work,	and	give	reps	real-time	visibility	into	their	earnings.What	is	the	Formula	for	Sales	Commission?The	simplest	sales	commission	formula	is:	Commission	=	Sales	Revenue
Commission	RateFor	example,	if	a	rep	closes	$100,000	in	new	business	at	a	7%	commission	rate,	they	earn	$7,000.	More	complex	plans	may	layer	in	tiered	rates,	accelerators,	or	bonuses	like	paying	a	higher	percentage	once	a	rep	surpasses	their	quota.What	is	an	Example	of	a	Sales	Commission	Plan?Lets	say	a	rep	has	a	$500,000	annual	quota	with
the	following	structure:Base	Salary:	$70,000Commission	Rate:	8%Accelerator:	10%	for	sales	beyond	quotaIf	the	rep	sells	$600,000,	theyd	earn	8%	on	the	first	$500K	($40,000)	and	10%	on	the	additional	$100K	($10,000),	for	a	total	commission	of	$50,000.How	to	Set	Up	a	Tiered	Commission	Structure?A	tiered	commission	structure	increases	payout
percentages	as	reps	hit	higher	sales	thresholds.	Start	by	defining	tiers	based	on	sales	volume	for	example:Tier	1:	5%	commission	on	$0$50KTier	2:	7%	commission	on	$50K$100KTier	3:	10%	commission	on	$100K+This	structure	motivates	reps	to	exceed	quota	by	rewarding	overperformance.	The	key	is	ensuring	accurate	calculation	and	clear
communication,	especially	when	deals	span	multiple	tiers.	
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