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The EthoSeries 

The EthoSeriesÊ offers a variety of modules for enhancing Microsoft Dynamics
®
 GP.  These solutions 

provide powerful, easy to use functionality to complement Microsoft Dynamics GP Sales Order Processing 
as well as enhance master records in all modules and the applicationôs security system. 
 
The EthoSeries consists of the following products. 

Commission Plan 

Customer Service Collection 
Includes: 

¶ Additional Sales Transaction Entry Fields 

¶ Apply Button for Sales Order Processing Inquiry 

¶ Check for Duplicate Purchase Orders 

¶ Credit Limit Process Holds 

¶ Move Sales Documents 

¶ Print Shipping Labels 

¶ Restocking Charge Button for Returns 

¶ Track Expected Receipt Date 

¶ Track Unallocated Quantities 

Enhanced Password Security 

Historical Serial and Lot Number Tracking 

Next Numeric Collection 
Includes: 

¶ Next Batch ID ï Payables Batches 

¶ Next Batch ID ï Receivables Batches 

¶ Next Batch ID ï Sales Batches 

¶ Next Customer ID 

¶ Next Employee ID 

¶ Next Fixed Asset ID 

¶ Next Item Number 

¶ Next Project Accounting Contract ID 

¶ Next Project Accounting Project ID 

¶ Next Prospect ID 

¶ Next Salesperson ID 

¶ Next Vendor Number 

¶ Next WennSoft Job Number 
 

Quick Track 

Salesperson Enhancements 
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Whatôs New   

EthoSeries Build Logging 

When a user logs into Microsoft Dynamics GP, the EthoSeries build number on their workstation is 
compared to the build number in the database. If the workstationôs build is newer than the database build, 
the following window is displayed to the user:  

 

If the user chooses to enable the EthoSeries, then when users log into Microsoft Dynamics GP from 
workstations running an older build, the following window is displayed to the user:  

 

The EthoSeries will remain disabled on the workstation until it is updated to the current build. 

The EthoTech Workstation Build Log window (Inquiry >> System >> EthoTech Workstation Build Log) 
displays workstation build numbers for all EthoTech products. 

The EthoTech Database Build Log window (Inquiry >> System >> EthoTech Database Build Log) displays 
database build numbers for all EthoTech products. 
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EthoSeries Hotkeys 
Most EthoSeries modules utilize hotkey shortcuts to access additional functionality from Microsoft 
Dynamics GP windows. Since multiple products installed on your system may use the same hotkey, the 
EthoSeries HotKey Setup window (Administration Area Page >> Setup >> System >> EthoSeries HotKey 
Setup) allows you to designate your desired hotkey per EthoSeries module for each associated Microsoft 
Dynamics GP window. 
 

 
 

Commission Plan 

¶ Site License Option: when Commission Plan is purchased under a site license (rather than a user-
count license), either Commission Plan Keystone or Commission Plan Apex is registered. 
Commission Plan Apex is required to access the following functionality: 
ü Quotas matrix option 
ü Tiers matrix option 
ü Pay commission to a single salesperson multiple times for a sales document 
ü Import commission adjustments 
ü Integration engine - commission header and line table integration 
ü Assign salespeople to customer user defined values 
ü Reduce commissions for overdue invoices 

¶ In the sample company only: use the EthoTech Series Attribute Setup window to enable 
Commission Plan Apex (default), Commission Plan Keystone, or neither. 

¶ New SQL views simplify the creation of SRS & Crystal reports and SmartList objects. 

¶ Process commissions and create commission reports based on sales document GL Posting Date 
range. 

¶ Create and update commissions based on sales document GL Posting Date and Date Document 
Paid ranges. 

¶ Quota Matrix Option - create sliding scales based on commissionable sales or margin over time. 

¶ Earliest Document Date and Earliest Document Paid Date ï prevent Commission Plan from 
creating commissions that were paid out using another system. 

¶ When creating new salespeople, customers, or items, default a salesperson plan, customer plan, 
or item plan. 
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¶ Restrict which users are able to edit commissions for posted sales documents. 

¶ Reduce commissions for unposted sales documents. 

¶ New reduction options: 
ü Reduce both commissionable sale and cost. 
ü Reduce only the commissionable sale. 
ü Increase only the commissionable cost. 
ü Increase only the commissionable cost as a percentage of the sale. 

¶ Allow salespeople to be commissioned multiple times on a sales document. 

¶ If salespeople may only be commissioned once on a sales document, determine the order in 
which the various Commission Plan Info windows are evaluated. 

¶ Commission the sales document header salesperson, the line item salesperson(s), both, or 
neither. 

¶ Create commission adjustments (commission records not directly attached to a sales document). 

¶ Create user-defined values, add values to customers, and assign salespeople to values. When a 
sales document is created, the salespeople assigned to the customerôs user-defined value are 
commissioned. 

¶ Assign salespeople to sales territories. When a sales document is created, the salespeople 
assigned to the documentôs sales territory are commissioned. 

¶ When set up to process commissions for fully relieved sales documents, release commissions for 
sales returns when the returns are posted or fully applied. 
 

Customer Service Collection 

¶ Check for Duplicate POôs functionality has been added to the Payables Transaction Entry window. 

¶ Move Sales Documents can now be used to move sales from multiple batches into a single batch, 
and a new multi-select window speeds the document selection process. 

 
Enhanced Password Security 

¶ A new multi-select window allows login features to be updated for many users at once. 
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Security 

EthoTech provides default tasks and roles for each EthoSeries module. Roles must be assigned to each 
user to grant the appropriate level of access to each module, and EthoSeries default tasks and rolls begin 
with ETI plus the module abbreviation. For example, the Next Numeric roles begin with ETI NN.  
 

 
 
 
The ETI ESERIES MANAGER role should be assigned to all users who may enter EthoSeries registration 
keys or view the EthoTech SQL Object Initialization Log window and report. 
 
The default tasks and roles only address EthoSeries resources, and do not modify security settings for 
Microsoft Dynamics GP windows, files, or reports. These default tasks and roles may not be a perfect 
match to your companyôs operating procedures. You can modify the default tasks and roles as needed, as 
well as create roles to suit your needs. 
 
Included in the documentation for each EthoSeries module is a security section which details the roles for 
that module.  
 
If you make changes to the default EthoSeries tasks and/or roles, you can roll back to the default settings 
for the tasks and roles by choosing the Additional >> Default EthoSeries Security option from the Security 
Role Setup or Security Task Setup window.
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Commission Plan 

Security 

This module includes the following default roles: 

¶ ETI CP SOP ORDER ENTRY 

¶ ETI CP COMMISSION ENTRY 

¶ ETI CP INQUIRY 

¶ ETI CP MAINT 

¶ ETI CP MANAGER 
 
The ETI CP SOP ORDER ENTRY role allows commissions to be automatically created and updated when 
sales documents are created, modified, deleted, transferred, posted, and relieved. This role should be 
assigned to all users who may perform one of the above operations on a sales document, but who should 
not be allowed to view or manually edit commissions.  
 
The ETI CP COMMISSION ENTRY role allows commissions to be automatically created and updated and 
allows commissions to be viewed and manually edited. This role should be assigned to all users who may 
edit commissions. 
 
The ETI CP INQUIRY role allows commissions to be displayed using the various Commission Plan inquiry 
and report windows. This role should be assigned to all users who may view commissions. 
 
The ETI CP MAINT role allows the customer plan > customer, salesperson plan > salesperson, item plan 
> item, salesperson > customer, and salesperson > item assignments to be edited. This role should be 
assigned to users who will maintain these assignments. 
 
The ETI CP MANAGER role allows full access to all Commission Plan functionality. This role should be 
assigned to users who will set up and maintain Commission Plan as well as process and accrue 
commissions. 
 
This module uses the following windows created by EthoTech: EthoSeries windows and Alternate 
Dynamics GP windows.  EthoSeries windows are automatically assigned to your Microsoft Dynamics GP 
navigation during installation.  Alternate Dynamics GP windows designed by EthoTech need to be granted 
security access in order to be utilized.  Use the Microsoft Dynamics GP Security windows to grant ï or 
remove ï access to the EthoSeries and Alternate Dynamics GP windows documented below.  

 

NOTE: Commission Plan does not require the use of any Alternate Dynamics GP windows; 

however they are made available for your convenience. 

 

EthoSeries Windows 
¶ Accrual Run Inquiry 

¶ Accrual Runs 

¶ Accrue Commissions 

¶ Comm Plan Overdue Setup 

¶ Commission Line Trace 

¶ Commission Adjustment Documents 

¶ Commission Plan Adjustment Entry 

¶ Commission Plan Adjustment Import 

¶ Commission Adjustment Inquiry 

¶ Commission Plan Adjustment Inquiry Zoom 

¶ Commission Plan Credit Card Setup 

¶ Commission Plan Default Tiers 
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¶ Commission Plan Entry 

¶ Commission Plan Inquiry Zoom 

¶ Commission Plan Item Tiers 

¶ Commission Plan Matrix Inquiry 

¶ Commission Plan Matrix Setup 

¶ Commission Plan Override Date Document Paid 

¶ Commission Plan Payment Terms Setup 

¶ Commission Plan Quota Report 

¶ Commission Plan Quotas 

¶ Commission Plan Reduction Inquiry 

¶ Commission Plan Report  

¶ Commission Plan Sales Type ID Setup 

¶ Commission Plan Salesperson Class Setup 

¶ Commission Plan Salesperson From Ranking Inquiry 

¶ Commission Plan Salesperson From Ranking Setup 

¶ Commission Plan Setup 

¶ Commission Plan Summary History 

¶ Commission Plan Summary Utilities 

¶ Commission Plan Tiers 

¶ Commission Plan Tiers Rate Inquiry 

¶ Commission Plan User Setup 

¶ Commission Plan User-Defined Setup 

¶ Commission Plan User-Defined Values 

¶ Commission Plan Utilities 

¶ Commission Plan Utilities Sales Type ID Restrictions 

¶ Commission Run Inquiry 

¶ Commission Runs 

¶ Customer Commission Plan Info 

¶ Customer Commission Plan Info Inquiry 

¶ Customer Commission Plan Setup 

¶ Customer Plans 

¶ EthoTech Series Attribute Setup 

¶ Item Commission Plan Info 

¶ Item Commission Plan Info Inquiry 

¶ Item Commission Plan Setup 

¶ Item Plans 

¶ Mass Update Customers 

¶ Mass Update Salespeople 

¶ Mass Update Items 

¶ Noncommissioned Salesperson Inquiry 

¶ Process Commissions 

¶ Sales Territory Commission Plan Info 

¶ Sales Territory Commission Plan Info Inquiry 

¶ Salesperson Accrual Run Inquiry 

¶ Salesperson Commission Plan Info 

¶ Salesperson Commission Plan Setup 

¶ Salesperson Classes 

¶ Salesperson Commission Quota Inquiry 

¶ Salesperson Commission Quota Inquiry ï Period 

¶ Salesperson Commission Quota Inquiry - Period Detail 

¶ Salesperson Commission Quota Inquiry - Period Documents 

¶ Commission Plan Quota Periods Setup 

¶ Salesperson Commission Run Inquiry 
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¶ Salesperson Plans 

¶ User-Defined 1 Commission Plan Info 

¶ User-Defined 1 Commission Plan Info Inquiry 

Refer to Appendix A for details on locating EthoSeries windows in Dynamics GP. 

Alternate Dynamics GP Windows 
Series Window Name Required 

Inventory Item Maintenance Optional - recommended 

Sales Customer Maintenance Optional - recommended 

Sales Salesperson Maintenance Optional - recommended 

Sales Receivables Transaction Inquiry - Customer Optional 

Sales Receivables Transaction Inquiry - Document Optional 

Sales Sales Order Processing Document Inquiry Optional 

Sales Sales Transaction Entry Optional ï not recommended 

Sales Sales Transaction Inquiry Zoom Optional 
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Product Overview 

This document assumes a working knowledge of the Microsoft Dynamics GP Sales Order 

Processing and Receivables modules. 
 
The EthoTech Commission Plan module is designed to help you calculate the commission or royalties due 
for Sales Order Processing documents within the Application. Commission Plan does not use or change 
the Microsoft Dynamics GP standard commission capabilities in any way; instead, an entirely new set of 
windows and functionality has been added for Commission Plan that can be accessed through the 
windows described in this document. 

How do the various Commission Plan products differ? 
Historically, Commission Plan was sold on a user-count basis, and users had access to all Commission 
Plan functionality. When a client purchased additional Microsoft Dynamics GP users, they also had to 
purchase additional Commission Plan users. Commission Plan is now sold on a site-license basis, and is 
split into 2 products: Commission Plan Keystone and Commission Plan Apex. Clients still running under 
the user-count basis licensing system have access to the Commission Plan Apex functionality. 
 
Commission Plan Apex is required to access the following functionality: 

¶ Quotas matrix option 

¶ Tiers matrix option 

¶ Pay commission to a single salesperson multiple times for a sales document 

¶ Import commission adjustments 

¶ Integration engine - commission header and line table integration 

¶ Assign salespeople to customer user defined values 

¶ Reduce commissions for overdue invoices 
 
In the Microsoft Dynamics GP sample company, you can use the EthoTech Series Attribute Setup window 
to enable Commission Plan Apex (default), Commission Plan Keystone, or neither. This window is 
available from the Options menu on the EthoTech Registration and the Commission Plan Setup windows. 
This will allow you to test the differences between the products.  

How are commissions calculated? 
Commission records are automatically created/updated when a sales document is saved, posted or 
transferred; when the Commission Plan Entry window is opened (for unposted sales documents); when 
using Commission Plan Utilities; or, when using Microsoft Dynamics GP Integration Manager. 
Commission records may be edited after the associated sales document is posted. 
 
Commission Plan utilizes a commission header record that contains summary information for each 
salesperson receiving commissions on a given sales document and commission detail records that 
contain line item detail information for each salesperson for each sales document line item. 
 

If Commission Plan is set up to use the Standard or Tiers matrix option: 
Commission amounts are calculated per sales document line item and the combination of the customer, 
item and salesperson determines the commission type and rate. The available commission types are % of 
Margin, % of Sale, Flat Amount, and Per Unit.  
 

If Commission Plan is set up to use the Quotas matrix option: 
Commissionable sale and cost amounts are tracked per sales document line item. These commissionable 
amounts are aggregated over a period of time, and a commission amount is calculated using this 
summary information. The combination of the customer, item and salesperson determines how 
commissions will be calculated for the summary information. The available commission types are % of 
Margin and % of Sale.  
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How is the commission rate determined? 
In the most simple commission scenario, all salespeople are paid the same commission on every item 
sold to any customer. In the most complex scenario, each salesperson is paid a different commission on 
each different item sold to each different customer, meaning that if you had 10 salespeople, 100 items, 
and 500 customers you would have 500,000 different commission rates to track (10 * 100 * 500)! 
Commission Plan provides a mechanism to simplify the setup and maintenance of the commission rates, 
as maintaining 500,000 different rates would be onerous. Commission Plan uses Customer Plans to group 
similar customers, Salesperson Plans to group similar salespeople, and Item Plans to group similar 
inventory items; these Plan Combinations (rather than the combination of the individual customers, 
salespeople, and items) are used to determine a commission rate.  
 
Commission types and rates are assigned to the various combinations of Salesperson Plans, Customer 
Plans, and Item Plans in the Commission Plan Matrix Setup window, and the combinations are referred to 
as the commission matrix.  
 

If Commission Plan is set up to use the Standard matrix option: 
A single commission rate may be assigned to a plan combination. 

 

If Commission Plan is set up to use the Tiers matrix option: 
Multiple commission rates may be assigned to a plan combination, allowing for ñsliding scalesò or 
ñgroupingsò of commission rates based on one of several tier types: commissionable sale amount, 
margin amount, margin percent, price level, quantity in base unit of measure, unit price, unit price 
from commissionable sale amount, unit price from extended price, Commission Recognition Date, 
and the Site ID. These scales apply only to the current sales document line item, and commission 
rates are inclusive rather than stepped (once a rate level is achieved, the associated commission 
rate is applied to the entire line item). 

 

If Commission Plan is set up to use the Quotas matrix option: 
Multiple commission rates may be assigned to a plan combination for a given period of time, 
allowing for ñsliding scalesò based on one of two quota types: commissionable sale amount, 
margin amount. These scales apply to the aggregated commissionable sale or margin amounts 
for the selected period, and commission rates may be stepped (once a quota level is achieved, 
the associated commission rate is applied to the portion of the commissionable sale or margin 
amount for that level only) or inclusive (once a rate level is achieved, the associated commission 
rate is applied to the entire commissionable sale or margin amount). 

Who receives commission? 
For each sales document, Commission Plan can create commissions for the salesperson displayed in the 
Sales Customer Detail Entry window (the sales document header salesperson) and/or the salesperson 
displayed in the Sales Item Detail Entry window for each line item (the sales document line item 
salesperson). If you choose to commission the sales document header salesperson, that salesperson 
receives commissions for all line items on the document. If you choose to commission the sales document 
line item salesperson, each salesperson will receive commissions only for those line items to which he or 
she is assigned. 
 
Commission Plan also allows you to assign multiple salespeople to individual customers, sales territories, 
customer user defined values, and inventory items. These salespeople receive commissions in addition to 
the salesperson(s) assigned to the sales document.  
 
A typical scenario for assigning salespeople to a customer is as follows: 
 

¶ Multiple salespeople ñshareò a customer and all receive commissions when a sales document is 
created for that customer. 

 
Two typical scenarios for assigning salespeople to a sales territory are as follows: 
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¶ A Sales Manager assigned to a territory so that they are commissioned each time a sales 
document is created for a customer in their territory. 

¶ Multiple salespeople ñshareò a territory and all receive commissions when a sales document is 
created for a customer in their territory. 

 
A typical scenario for assigning salespeople to a customer user defined value is as follows: 
 

¶ Groups of customers are broken up into sub-territories within a sales territory, and managers 
and/or salespeople receive commission when a sales document is created for a customer in their 
sub-territory (as defined by the association of the customer to a particular user-defined value).  

 
Two typical scenarios for assigning salespeople to an inventory item are as follows: 
 

¶ Product managers assigned to each item for which they are responsible so that they are 
commissioned each time one of their items appears on a sales document. 

¶ External persons or companies who are paid a royalty each time one of their items appears on a 
sales document. 

How do splits work? 
In many commission systems, a total commission is calculated for a sales document and that total may 
then be distributed (split) to multiple salespeople. Since Commission Plan calculates the commission 
independently for each salesperson for each sales document line item, and each salesperson may have a 
different commission rate for each line item, there is no pre-determined total commission for the sales 
document. Therefore, splits in Commission Plan are defined as a percentage of the salespersonôs 
normally calculated commission.  
 
Commission Plan provides for two split calculation methods: 

1. Calculate the commission amount, and then multiply by the split percentage. 
2. Multiply the commissionable sale and cost amounts by the split percentage, and then calculate 

the commission amount. 
 
Example: Paul normally receives a commission of 10% of the margin of an item and I have set Paulôs split 
percentage to 30% for a particular sales document, whose line item sale amount is $100.00 and line item 
cost amount is $60.00. 
 

Split Option 1: The gross commission amount is $4.00 [(100.00 ï 60.00) * .10], and the net 
commission amount is $1.20 [4.00 * .30]. 
 
Split Option 2: The commissionable sale amount is $30.00 [100.00 * .30], the commissionable 
cost amount is $18.00 [60.00 * .30], and both the gross and net commission amounts are $1.20 
[(30.00 ï 18.00) * .10]. 

How are commissions paid? 
Commission Plan includes a routine for processing commissions (paying them to the salespeople). 
Commission Plan can be set up to create GL, Payables, and/or Payroll transactions, or used as a 
reporting tool to outside Payroll systems. Commissions are released for processing either when sales 
documents are posted or fully relieved, depending on your setup options.  

Why arenôt commission GL distributions attached to sales documents?  
Using standard Microsoft Dynamics GP commissions, commission expense and payables GL distributions 
are created when sales documents are created. Once a sales document is posted, these distributions, 
along with their associated commission amounts, are no longer editable. When you pay a salesperson, 
you relieve the commission payable amount.  
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Since Commission Plan allows you to edit commissions for posted sales documents, the product does not 
create GL distributions when sales documents are created or posted. Instead, GL distributions are created 
when commissions are processed and when commissions are accrued. In this way, Commission Plan is 
mimicking the functionality of Microsoft Dynamics GP, only in arrears.  
 
Each salesperson can be set up to create GL, Payables, or Payroll transactions, and each salesperson 
can be set up to allow commission accruals. Commission expense and payable GL accounts are assigned 
to each salesperson, and a commission payroll code is assigned to each salesperson set up to create 
payroll transactions. The payroll code should be set up to relieve the commission payable account. 
 
Letôs say we have the following salespeople set up: 
 

Salesperson ID Transaction Type Include in Accruals Vendor ID Employee ID 

GARY W GL Yes   

IAN M Payables Yes ROYALTYCO  

SANDRA M Payroll Yes  SANDRA M 

 
When commissions are processed for each salesperson, the following Microsoft Dynamics GP 
transactions are created: 
 

¶ GARY W ï an unposted general journal entry is created for the salespersonôs total commission 
amount, using the salespersonôs commission GL accounts. When you actually pay the 
salesperson, itôs up to you to relieve the commission payable amount. 

 

¶ IAN M ï an unposted payables voucher is created for vendor ROYALTYCO, for the salespersonôs 
total commission amount, using the salespersonôs commission GL accounts. An invoice is created 
if the total is greater than zero; otherwise a credit memo is created. When you cut a check to the 
vendor, the commission payable amount is relieved. 

 

¶ SANDRA M ï an unposted payroll transaction is created for employee SANDRA M, for the 
salespersonôs total commission amount, using the salespersonôs payroll code; and an unposted 
general journal entry is created for the salespersonôs total commission amount, using the 
salespersonôs GL accounts. We create the general journal entry to book the commission expense 
and payable amount; when you cut a check to the salesperson, the commission payable amount 
is relieved. 

 
In each case, weôre automatically creating the appropriate commission GL distributions in Microsoft 
Dynamics GP. But wait a minute - what about commissions that havenôt been processed? There are no 
GL distributions for those commissions, so my period reporting will be off! To ensure accurate commission 
reporting, Commission Plan includes an end of month Commission Accrual routine. This routine creates 
an unposted general journal entry for each salespersonôs total unprocessed commission amount for 
posted sales documents, using the salespersonôs commission GL accounts. The general journal entry 
reverses the following day (typically, the first day of the next month), so future edits made to these 
commission records will be booked correctly. The Commission Accrual routine should be run AFTER 
all commissions have been processed for the month to avoid double booking; and we suggest 
using the last day of the month as your Accrual cutoff date.  
 
Between the transactions created when commissions are processed and the transactions created when 
commissions are accrued, Commission Plan provides complete commission period reporting in the 
general ledger, while providing you the freedom to edit commissions for posted sales documents!  
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Module Setup 

Designing the Commission Matrix 
 
Designing the commission matrix (the combination of Salesperson Plans, Customer Plans, and Item 
Plans to which commission rates are assigned) is the most intricate part of setting up the system. 
 
To determine how many Salesperson Plans youôll need, consider this question: if different salespeople sell 
the same item to the same customer, does the commission rate vary? If the answer is no, then you only 
need one Salesperson Plan. If the answer is yes, then you need as many Salesperson Plans as you have 
commission rates that vary by salesperson. 
 
To determine how many Customer Plans youôll need, consider this question: if the same salesperson sells 
the same item to different customers, does the commission rate vary? If the answer is no, then you only 
need one Customer Plan. If the answer is yes, then you need as many Customer Plans as you have 
commission rates that vary by customer. 
 
To determine how many Item Plans youôll need, consider this question: if the same salesperson sells 
different items to the same customer, does the commission rate vary? If the answer is no, then you only 
need one Item Plan. If the answer is yes, then you need as many Item Plans as you have commission 
rates that vary by item. 
 

If Commission Plan is set up to use the Quotas matrix option: 
Quota setups are defined per plan combination. This means if you have one salesperson plan, one 
customer plan, and two item plans, then two Quota setups need to be configured. A salesperson selling 
items that fall into both item plans will have two separate commission amounts calculated ï one for each 
plan combination.  

Salesperson Commission Plan Setup 
Sales Area Page >> Setup >> Commission Plan >> Salesperson Commission Plan Setup 
 
The Salesperson Commission Plan Setup window is used to create Salesperson Plans, which are then 
assigned to salespeople. A Description must be associated with the Salesperson Plan. Commission Plan 
will calculate $0.00 commissions for salespeople that are not assigned to a Salesperson Plan. 
 

 
 
One Salesperson Plan will be created for each different type of salesperson, for commission purposes, 
that exists in your database. For example, if you pay Mary a different commission for selling a bale of wool 
to Aaron Fitz Electrical than you pay to Jim for selling a bale of wool to Aaron Fitz Electrical, you would 
need two Salesperson Plans. We strongly recommend that you do not refer to percentages or amounts in 
the Salesperson Plan or Description, as the Plan Combination (the intersection of the Salesperson Plan, 
Customer Plan, and Item Plan) determines a commission rate, not the individual Salesperson Plan. 
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Enter a 

Salesperson 

Plan 

Marking the Default checkbox will cause the current Salesperson Plan to be assigned whenever a new 
salesperson is created. 
 
Commission Plan provides the following methods of assigning Salesperson Plans to salespeople: 
 

¶ The Salesperson Maintenance window (Sales Area Page >> Cards >> Salesperson) has been 
modified for Commission Plan by adding the Salesperson Plan field to the top of the window on 
the right.  

 
 

 
 

Security must be set to allow access to our alternate Salesperson Maintenance window. 
 

¶ The Salesperson Commission Plan Info window contains the Salesperson Plan field. See the 
Salesperson Commission Plan Info section of this document for details. 

¶ The Mass Update Salespeople window allows you to assign a Salesperson Plan to a range of 
salespeople and to update commission processing information. See the Mass Update 
Salespeople section of this document for details. 
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Customer Commission Plan Setup  
Sales Area Page >> Setup >> Commission Plan >> Customer Commission Plan Setup 
 
The Customer Commission Plan Setup window is used to create Customer Plans, which are then 
assigned to customers. A Description must be associated with the Customer Plan. Commission Plan will 
calculate $0.00 commissions for customers that are not assigned to a Customer Plan. 
 

 
 
One Customer Plan will be created for each different type of customer, for commission purposes, that 
exists in your database. For example, if you pay Mary a different commission for selling a bale of wool to 
Aaron Fitz Electrical than to Adam Park Resort, you would need two Customer Plans. We strongly 
recommend that you do not refer to percentages or amounts in the Customer Plan or Description, as Plan 
Combination (the intersection of the Salesperson Plan, Customer Plan, and Item Plan) determines a 
commission rate, not the individual Customer Plan. 
 

Marking the Default checkbox will cause the current Customer Plan to be assigned whenever a new 
customer is created. 
 
Commission Plan provides the following methods of assigning Customer Plans to customers: 
 

¶ The Customer Maintenance window (Sales Area Page >> Cards >> Customer) has been modified 
for Commission Plan by adding the Customer Plan field at the bottom right.  
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Security must be set to allow access to our alternate Customer Maintenance window. 
 

¶ The Customer Commission Plan Info window contains the Customer Plan field. See the Customer 
Commission Plan Info section of this document for details. 

¶ The Mass Update Customer window allows you to assign a Customer Plan to a range of 
customers. See the Mass Update Customers section of this document for details. 

Enter a  

Customer Plan 
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Item Commission Plan Setup  
Sales Area Page >> Setup >> Commission Plan >> Item Commission Plan Setup 
 
The Item Commission Plan Setup window is used to create Item Plan IDs, which are then assigned to 
inventory items. A Description must be associated with the Item Plan ID. Commission Plan will calculate 
$0.00 commissions for items that are not assigned to an Item Plan. 
 
 
 

 
 
One Item Plan will be created for each different type of item, for commission purposes, that exists in your 
database. For example, if you pay Mary a different commission for selling a bale of wool to Aaron Fitz 
Electrical than for selling a green phone to Aaron Fitz Electrical, you would need two Item Plans. We 
strongly recommend that you do not refer to percentages or amounts in the Item Plan or Description, as 
the Plan Combination (the intersection of the Salesperson Plan, Customer Plan, and Item Plan) 
determines a commission rate, not the individual Item Plan. 
 

Marking the Default checkbox will cause the current Item Plan to be assigned whenever a new inventory 
item is created. 
 
 
Commission Plan provides the following methods of assigning Item Plans to items: 
 

¶ The Item Maintenance window (Inventory Area Page >> Cards >> Item) has been modified for 
Commission Plan by adding the Item Plan field at the bottom left.  
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Enter an 

Item Plan 

 

 

 
 

Security must be set to allow access to our alternate Item Maintenance window. 
 

¶ The Item Commission Plan Info window contains the Item Plan field. See the Item Commission 
Plan Info section of this document for details. 

¶ The Mass Update Items window allows you to assign an Item Plan to a range of inventory items. 
See the Mass Update Items section of this document for details. 

 

Commission Plan Setup 
Sales Area Page >> Setup >> Commission Plan >> Commission Plan Setup 
 
The Commission Plan Setup window is used to set the parameters by which Commission Plan will operate 
and is divided into 8 sections.  
 

Commissionable Sales Documents Commissionable Amounts 

Commission Adjustment Options Commission Reductions 

Commission Matrix Options Salespeople Receiving Commissions 

Commission Plan Assignments Commission Processing 

 
From this window you can access all aspects of commission configuration and identify all the features in 
Commission Plan you wish to activate.   
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In the Microsoft Dynamics GP sample company, the Enable Apex or Keystone selection on the Options 
menu opens the EthoTech Series Attribute Setup window, which allows you to enable Commission Plan 
Apex (default), Commission Plan Keystone, or neither. This will allow you test the differences between the 
two EthoTech commission products.  
 

 
 
If you choose Neither and close the Commission Plan Setup window, you wonôt be able to 
access any Commission Plan functionality. Use the Options menu on the EthoTech Registration 
window to re-open the EthoTech Series Attribute Setup window. 
 

 

Commissionable Sales Documents 
This section controls the sales documents that can have commission records created. Invoices and 
Returns are pre-selected as these are the only sales documents for which commissions can be 
processed. All other document types are optional. Commissions can be calculated and created at the time 
of order; however, they will not be processed until the order has been transferred to an invoice and posted 
or fully paid depending on the processing method selected.  
 
By default, Commission Plan creates commission records for any sales document assigned to a 
Document Type marked in the Commission Plan Setup window, regardless of the Sales Type ID used for 

the document. Click the Sales Type ID Setup button to open the Commission Plan Sales Type ID Setup 
window or go to Sales Area Page >> Setup >> Commission Plan >> Commission Plan Sales Type ID 
Setup. This window is used to ignore specified Sales Type IDs when creating commissions for a particular 
Document Type. Commissions will still be calculated for ignored Sales Type IDs in the following cases: 
 

¶ The Sales Type IDs option is set to All or Restricted (and ignored Sales Type IDs are included in 
the restricted list) when calculating commissions using the Commission Plan Utilities window. 

¶ A user selects a sales document in the Commission Plan Entry window and chooses to calculate 
commissions for the ignored Sales Type ID. 

¶ A sales document with existing commissions is transferred and the resulting document has an 
ignored Sales Type ID. 

¶ A sales document with an ignored Sales Type ID and no commissions is transferred and the 
resulting document has a Sales Type ID that is not ignored. 
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In the above example, commissions will not be automatically calculated for invoices whose Sales Type ID 
is SPECINV.  
 

The Earliest Document Date and Earliest Document Paid Date fields are used to prevent Commission 
Plan from creating commission records that have already been paid using another system. For example, 
entering an Earliest Document Date of 1-1-2016 will prevent Commission Plan from creating commissions 
for sales documents whose document date is 12-31-2015 or earlier. Entering an Earliest Document Paid 
Date of 1-1-2017 will prevent Commission Plan from creating commissions for fully relieved sales 
documents whose paid off date is 12-31-2016 or earlier. 
 
By default, any user with access to the Commission Plan Entry window may edit any unprocessed 
commission records, regardless of whether the associated sales document is posted or unposted. Mark 

the Restrict users able to edit commissions for posted sales documents checkbox to control which 

users may edit commissions for posted sales documents. Click the Restrict Users expansion arrow to 
open the Commission Plan User Setup window. 
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Select the users who are allowed to edit commissions for posted sales documents in each company. If a 
user opens the Commission Plan Entry window for a posted sales documents and that user is not allowed 
to edit the commissions for that document, the commission data will still be displayed but will be non-
editable. 
 

Marking the Disable Great Plains Commissions checkbox will disable the Microsoft Dynamics GP 
Commissions button on the Sales Transaction Entry and Sales Transaction Inquiry Zoom windows, and 
the commission percentage on all salesperson cards will be set to zero, which will prevent Microsoft 
Dynamics GP commission amounts from calculating. You can also use the Remove Salesperson 
Percentages button on the Commission Plan Utilities window to set the commission percentage to zero on 
all salesperson cards. 
 
If you choose not to disable Microsoft Dynamics GP commissions, you will be prompted to choose Great 
Plains Commissions or EthoTech Commission Plan when clicking the Commissions button on our 
alternate Sales Transaction Entry and Sales Transaction Inquiry Zoom windows. 
 

Commission Adjustment Options 
Commission records not directly tied to a sales document may be created using the Commission Plan 
Adjustment Entry window. The adjustments setup is similar to the Sales Order Processing setup: enter an 

alpha-numeric value for the Next Commission Adjustment Number (document number), and select 

whether users can Delete Adjustments and/or Void Adjustments. 
Please note that processed adjustment documents may not be deleted or voided. 
 

Commission Matrix Options 

Selecting the Standard option will allow you to enter one commission rate per plan combination. 
Commission amounts are calculated individually for sales document lines. 
 

Selecting the Tiers option will allow you to enter multiple commission rates, based on various criteria, for 
each plan combination. Commission amounts are calculated individually for sales document lines. 

Marking the Enable Price Sheet Tiers checkbox will allow you to set up tiers based on Extended Pricing 
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price sheets. Entering a Default Price Sheet for Non-inventoried Items will allow commissions to be 
automatically calculated for non-inventoried sales document line items if a Default Item Plan for Non-
inventoried Items has been entered. 
 

Selecting the Quotas option will allow you to enter multiple commission rates, based on various criteria, 
for each plan combination. Commissionable sale and cost amounts are tracked for sales document lines, 
and aggregated based on the plan combination. Commission amounts are then calculated for the plan 
combination sale and cost totals.  
 
The Tiers and Quotas options are not available for clients running Commission Plan Keystone. 
 
See the Commission Plan Matrix Setup section of this document for more information. 
 

Commission Plan Assignments 

Marking the Require Customer Plans checkbox will set the Customer Plan field to Required if you are 
using our alternate Customer Maintenance window or will open our Customer Commission Plan Info 
window when a customer is saved without a Customer Plan if you are not using our alternate Customer 
Maintenance window. 
 

Marking the Require Salesperson Plans checkbox will set the Salesperson Plan field to Required if you 
are using our alternate Salesperson Maintenance window or will open our Salesperson Commission Plan 
Info window when a salesperson is saved without a Salesperson Plan if you are not using our alternate 
Salesperson Maintenance window. 
 

Marking the Require Item Plans checkbox will set the Item Plan field to Required if you are using our 
alternate Item Maintenance window or will open our Item Commission Plan Info window when an item is 
saved without an Item Plan if you are not using our alternate Item Maintenance window. 
 

Entering a default Item Plan for Non-inventoried Items will allow commissions to be automatically 
calculated for non-inventoried sales document line items. 
 

Click the Plan Assignments button to assign Salesperson Plans to salespeople, Customer Plans to 
customers, and Item Plans to items. You can also use our mass update utilities to perform these tasks. 
See the Mass Update section of this document for detailed information on mass update functionality. 
 

Commissionable Amounts 

The Commissionable Sale Amount can be derived from either the sales document line extended price 
(Sales Document Price) or the inventory itemôs list price * quantity in base unit of measure (List Price). A 
multiplier may be applied to the resulting amount to determine the commissionable sale amount. You may 
also elect to make this selection independently for each item ID. 
 

The Commissionable Cost Amount can be derived from the sales document line extended cost (Sales 
Document Cost); the inventory itemôs standard cost * quantity in base unit of measure (Standard Cost); 
the sales document line extended price (Sales Document Price); or the inventory itemôs list price * quantity 
in base unit of measure (List Price). A multiplier may be applied to the resulting amount to determine the 
commissionable cost amount. You may also elect to make this selection independently for each item ID. 
 
If the commissionable sale or cost amount selection is set to Based on Item, you can use the Item 
Commission Plan Info window or the Mass Update Items utility to set the commissionable amount source 
and multiplier. 
 

When the Reduce Commissionable Amounts for Splits checkbox is marked, the commissionable sale 
and cost amounts on commission line items are reduced by the line item Split percentage before the 
commission line is calculated; otherwise, the line item commissionable amounts are not affected by the 
line item Split percentage. Commission splits entered at the commission header (summary) level do not 
affect the commission line commissionable sale and cost amounts. 
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If the Quotas matrix option is selected, the Reduce Commissionable Amounts for Splits option is required 
to be marked. 
 

Commission Reductions 

This section allows you to reduce commissions for Terms Discounts, Trade Discounts, Write-offs, 

Credit Card Payments, Overdue Invoices, and Payment Terms. The Overdue Invoices commission 
reduction functionality is not available for clients running Commission Plan Keystone. 
 

Use the Reduce Commissions For drop-down to designate whether commissions are reduced for all 
sales documents or only posted invoice and returns.  
 
Since commissions are calculated at the line item level and discounts and write-offs are applied at the 
document header level, the reductions are calculated in the following manner: a commission reduction 
percentage is calculated by dividing the amount of the trade discount, terms discount, or write-off by the 
sales document subtotal (the total of the extended price of all line items), then the commissionable sale 
and/or cost amount of each commission line item record is reduced by the commission reduction 
percentage and commissions are recalculated.   
 

The Reduce Commissions How drop-down is used to designate whether both the commissionable sale 
and cost are reduced, only the commissionable sale is reduced, only the commissionable cost is 
increased, or only the commissionable cost is increased as a percentage of the commissionable sale. 
 

Example: Using the Standard matrix option, the Reduce Comm Sale Reduce Commissions How option, 
and the Reduce Commissionable Amounts for Splits option unmarked, Bob is paid 10% of sales when he 
sells green phones and he receives no commission when he sells phone cords. We enter an invoice with 
1 green phone selling for $10.00 and 1 phone cord selling for $2.00, totaling $12 for the invoice. Bobôs 
commission is $1.00 ($10.00 * 0.10 for the green phone plus zero for the phone cord). We write off $3.00, 
so the commission reduction percentage is 25% ($3.00 / $12.00). The commissionable sale amount for 
the green phone changes to $7.50 ($10.00 * (1 - 0.25)) and the commissionable sale amount for the 
phone cord changes to $1.50 ($2.00 * (1 - 0.25)). Bobôs commission is now $0.75 ($7.50 * 0.10 for the 
green phone plus zero for the phone cord). 
 

Click the Addtôl Reductions button to open the Commission Plan Credit Card Setup, Comm Plan 
Overdue Setup, and Commission Plan Payment Terms Setup windows. 
 

¶ The Commission Plan Credit Card Setup window allows you to enter commission reduction 
percentages for credit cards.  

 

 
 

When a credit card payment is applied to a sales document, the commissionable sale and/or cost 
amounts of each commission line item record for the document are reduced by the credit card 

Commission Reduction Percentage and commissions are recalculated. 
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¶ The Comm Plan Overdue Setup window allows you to enter commission reduction percentages 
for overdue invoices. This functionality is not available for clients running Commission Plan 
Keystone. 

 

 
 

Whenever commissions are updated for a posted sales document (posting, applying payments, 
running Commission Plan Utilities, clicking the Update or Default buttons on the Commission Plan 

Entry window), Commission Plan compares the system date to the sales documentôs Due Date, 

Document Date, or GL Posting Date  to calculate a Days Overdue value. If the Days Overdue 

value falls within one of the Up To Days Overdue ranges from the Comm Plan Overdue Setup 
window, the commissionable sale and/or cost amounts of each commission line item record are 

reduced by the Discount % and commissions are recalculated. In the above example, no 
reductions are taken until sales documents are 11 days overdue. 

 

¶ The Commission Plan Payment Terms Setup window allows you to enter commission reduction 
percentages for Payment Terms IDs.  

 
 

 
 

When commissions are updated, the documentôs payment terms ID is compared to the 
Commission Plan Payment Terms Setup. If a match is found, the commissionable sale and/or 




















































































































































































































































