The following is a brief overview for activating Salesperson Commissions within Noble*Direct.

1) Create a list of categories for the types of commissions that you want to provide to your sales staff.  This list will be used within the ‘COMMISSION TYPE’ field in Procedure Code File Maintenance.  The maximum size of the Commission Type field is ten (10) characters.

2) Once you have this list of Commission Types, you can then put the same value into the Salespersons Commission 1, 2 or 3 field.  There is NOT any data validation on these two fields, so make sure that you do not misspell the Commission Type.  Within the Salesperson record, you have the ability to track three (3) different types of commission.  For each type of commission, you have the ability to make the commission either a FIXED (F) or PERCENT (P) of the monies collected.  Based upon the FIXED or PERCENT selection,  the amount field with represent either a percentage or a fixed dollar amount.

3) At this point, the Salesperson needs to be attached to either the Physician, Patient or Transaction.  If attached to the Physician, then ALL patients and ALL transactions will be credited to that Salesperson.  If you attach the Salesperson to the Patient, then ALL of the transactions for that Patient will be credited to that Salesperson, regardless of the Salesperson on the Patients Physician.  If you attach the Salesperson to the Transaction, the THAT transaction will be credited to the Salesperson, regardless of the Salesperson on the Patient AND regardless of the Salesperson on the Patients Physician.

4) When generating a Salesperson commission report, it looks at the monies received within the date range selected, and presents either a FIXED or PERCENT amount of commission, based upon what was selected within the Salesperson’s record.
