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1 Compensation Essentials Course Prerequisite - Connecting the dots.

2 Overview of Course

2.1 This course will allow the participant to create sales commission plans for their sales
force and know the financial outcome before implementing the new plans.

3 Accounting

3.1 EXPENSES
3.1.1 Identifying your expenses

3.1.1.1 www.marinaAssociation.com
3.1.1.2 Fixed Cost

3.1.1.3 Variable Costs

3.1.1.4 Planning for Profit

4 REVENUE SOURCES

4.1 SALES
4.1.1 In stock Boats
4.1.1.1 MSRP
4.1.2 Floor Plans Boats
4.1.2.1 MSRP
4.1.2.1.1 15-18%
4.1.3 Add On equipment and upgrades
4.1.3.1 Canvas
4.1.3.2 Engine
4.1.3.3 Exterior
4.1.3.4 Hull
4.1.3.4.1 Helm
4.1.3.4.2 Rail Skin
4.1.3.4.3 Rigging
4.1.3.4.4 Pre-Rig
4.1.3.4.5 Construction
4.1.3.5 Interior
4.1.3.5.1 Furniture
4.1.3.5.2 Lighting
4.1.3.5.3 Packages
4.1.3.5.4 Flooring
4.2 Parts



4.3 Repairs
4.4 Service
4.5 Financing

4.5.1 Basis Points from Lender

5 Sales Compensation Plan Design
5.1 Gross Sales vs Margin
5.1.1 Features
5.1.2 Benefits



