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Application Set Up Control Sheet - Sales Compensation

Note: Use this sheet to track and control application set up. Since there may be multiple environments that require set up, you should indicate which environment this control sheet applies to.

In addition, specify whether this control sheet (type) tracks definition, execution, or both.

Environment Name:

Machine:
Type (definition, execution, or both):

Workflow
Sub Workflow 
Setup Task
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Due Date
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Assign SOB to OSC
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Open Period in OSC







Define Rest of OSC Setup Steps/Create Compensation Plan
Define Rate Tables







Define Rest of OSC Setup Steps/Create Compensation Plan
Define Plan Elements







Define Rest of OSC Setup Steps/Create Compensation Plan
Define Plans
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Define Revenue Classification







Define Rest of OSC Setup Steps/Create Compensation Plan
Define Sales Organization







Define Rest of OSC Setup Steps/Define Collection of Compensation
Define Transaction Format







Define Rest of OSC Setup Steps/Define Collection of Compensation
Define AR Collections Mapping







Define Rest of OSC Setup Steps/Define Collection of Compensation
Synchronize Collections







Define Rest of OSC Setup Steps/Define Collection of Compensation
Install Collection Package







Define Rest of OSC Setup Steps/Define Revenue Classification
Define Revenue Classes







Define Rest of OSC Setup Steps/Define Revenue Classification
Define Revenue Class Hierarchy







Define Rest of OSC Setup Steps/Define Revenue Classification
Define Rule Hierarchy and Attributes
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Define Rest of OSC Setup Steps/Define Sales Organization
Define Sales Reps
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Define Compensation Processing Periods/Assign SOB to OSC


Compensation>Setup>System Parameters
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Sales Compensation System Parameters.

System Status
Name
Set of Books
Function
Calendar
Revenue Class Hierarchy
Period Type
Sales Person Hierarchy
Currency





















<Collection>

Collection Batch Size
Transfer Batch Size
Clawback Grace Days
Transaction Rollup Method











<Calculation>
Transaction Batch Size
Sales Persons Batch Size
Managerial Rollup
Rule Batch Size











Define Compensation Processing Periods/Open Period in OSC


Compensation>Administration>Periods
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to open and close Periods.

System Status





<Periods>

Name
Year
Quarter
Start Date
End Date
Period Status
Status

































































































Define Rest of OSC Setup Steps/Create Compensation Plan/Define Rate Tables


Compensation>Compensation>Rate Tables
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to Define Rate Tables.

Table







Percent
From %
To %
Commission %























Revenue/Unit

From
To
Commission  Amount





















Define Rest of OSC Setup Steps/Create Compensation Plan/Define Plan Elements


Compensation>Compensation>Plan Elements
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  A Plan Element is a set of conditions a salesperson must meet to be eligible for compensation and determines how much compensation will be 
paid.  You can assign multiple Plan Elements to a compensation plan, and you can assign the same plan element to multiple compensation plans.  Note that 
when you change a Plan Element, it applies to every compensation plan that uses it and for every salesperson assigned to that plan.

Each rate table you define is stored by name as an object in the database.  You can assign the same rate table to more than one Plan Element.

Name
Description
Active Periods

From
Active Periods

To
Interval Type
Split
Interval 

To Date

















<Element Information>

Element Type
Discount Option
Apply Transaction
Quota
Payment Type
Payment
Rate Table
Discount Rate Table 



















Define Rest of OSC Setup Steps/Create Compensation Plan/Define Plans


Compensation>Compensation>Compensation Plans
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Compensation Plans.

Name
Active Periods

From
Active Periods

To
Description
Status
Allow Revenue Class Overlap















<Plan Elements>

Element Name











Define Rest of OSC Setup Steps/Create Compensation Plan/Assign Plans to Reps


Compensation>Sales People>Sales People Workbench
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  For Oracle Sales Compensation to calculate compensation for a salesperson, you need to assign a Compensation Plan to the representative.

Name
Number
Active From
Active To
Assign To 
Home Cost Center
Charge To

Cost Center
Currency

Code
Email Address







































































































 Plan Assignments
<Compensation Plans>

Name
Status
From
To











<Plan Elements>

Element Name
Custom
Quota
Draw/Payment


























Type
Payment Type
Interval
Apply Txn
Discount Option
Rate Table
Split
Interval

to Date
Discount Rate Table























 Rate Table

Plan
Element
Table









From %
To %
Commission %



























 Revenue Classes

Plan
Element







Revenue Class
Target


















 Period Targets
Plan
Element









Period

Period
Quarter
Target Amount

Period
Target Amount

Interval to Date
Payment Amount

Period
Payment Amount

Interval to Date




























































































Define Rest of OSC Setup Steps/Create Compensation Plan/Customize Plans for Reps


Compensation>Sales People>Sales People Workbench
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  You can customize the target quota, target payment, period target, revenue class quota targets, and draw amounts for an individual 
salesperson for each plan element in the compensation plan.  Oracle Sales Compensation also lets you specify the revenue goals, called targets, for each 
period in the plan assignment period you defined for this salesperson. 

When customizing compensation rates, you can change the target rates but not the brackets.



Attention:  This can be done in the previous Setup Task.

Define Rest of OSC Setup Steps/Define Collection of Compensation Transaction/Define Transaction Format


Compensation>Setup>Transaction
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define the structure of a Compensation Transaction, or the set of information your organization needs to calculate a 
compensation payment.

Schema
Table Name
Alias
Description





















































 Columns


Data Format

Column Name
User Column Name
Data Type
Data Length 
Primary Key
Foreign Key









































































Dimension

Column Name
User Column Name
Dimension Name
Dimension

Value
Classification

Value





























































Define Rest of OSC Setup Steps/Define Collection of Compensation Transaction/Define AR Collections Mapping


Compensation>Setup>Collections
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to specify the data you want Oracle Sales Compensation to collect and the documents that serve as the sources for this data, you 
need to associate each attribute in your compensation transaction with its data source—the Oracle Receivables database columns where the information is 
stored.

By associating each column in your compensation transaction with its source column in an Oracle Receivables transaction table, you provide a "map" that 
tells Oracle Sales Compensation where to look for the information you need.



Attention:  Define this step only if collecting transactions from AR, and only if you do not want to use default mapping.

Collection Module Status





Collection Event
Type
Collect























 Mapping


Header:  CN_TRX
AND


Account Receivable Source

Destination Column
AR Source Table 
AR Source Column 











































Header:  CN_TRX
AND


Foreign Key and Expression

Destination Column
Foreign Key
Expression











































Line:  CN_TRX_LINES
AND


Account Receivable Source

Destination Column
AR Source Table 
AR Source Column 











































Line:  CN_TRX_LINES
AND


Foreign Key and Expression

Destination Column
Foreign Key
Expression











































Sales Line:  CN_TRX_SALES_LINES
AND


Account Receivable Source

Destination Column
AR Source Table
AR Source Column 











































Sales Line:  CN_TRX_SALES_LINES
AND


Foreign Key and Expression

Destination Column
Foreign Key
Expression









































Define Rest of OSC Setup Steps/Define Collection of Compensation Transaction/Synchronize Collections


Compensation>Setup >Collections
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Push the Synchronize botton to regenerate the collection code according to your mappings.



Attention: It is the same setup screen as the previous setup task  

Define Rest of OSC Setup Steps/Define Collection of Compensation Transaction/Install Collection Package


Compensation>Concurrent Request>Run
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use the Concurrent Manager to submit a set of requests that install the collection programs and collect the transaction data according to the 
defined table and column mappings.

Define Rest of OSC Setup Steps/Define Revenue Classification/Define Revenue Classes


Compensation>Setup>Classification Rules
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to set Revenue Classification, define Revenue Classes and define set of rules to determine when a transaction belongs to a given Revenue Class.

Ruleset
Module Name
Module Status











 Revenue Classes
Name
Description

































 Rules
<Ruleset Structure>
Parent Rule
Child Rules
Child























 Rule Attributes
Current Rule
Revenue Class









One Value

Not
User Column Name
Value



















Low and High Values

Not
User Column Name
Low Value
High Value























Hierarchy Values

Not
User Column Name
Hierarchy
Hierarchy Value





















Define Rest of OSC Setup Steps/Define Revenue Classification/Define Revenue Class Hierarchy


Compensation>Setup>Classification
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Revenue Class Hierarchy.

Name
Base Table
Primary Key
Dimension Value




























 Hierarchies
Hierarchy Name
Intervals From
Intervals To























 Roots
Root Node
Nodes Beneath


















 Nodes
Parent

Current Root
Parent

Current Node
Child

Current Root
Child

Current Node


























Define Rest of OSC Setup Steps/Define Revenue Classification/Define Rule Hierarchy and Attributes


Compensation>Setup>Classification Rules
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to Define Rule Hierarchy and Attributes.

Rule Set
Module Name
Module Status











 Revenue Classes
Name
Description





















 Rules
Parent Rule
Child Rules
Child

























Define Rest of OSC Setup Steps/Define Revenue Classification/Synchronize Rules


Compensation>Setup>Classification Rules
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Press the Synchronize botton in the previous setup task to synchronize the current versions of the PL/SQL routines with your custom 
definitions. 

Define Rest of OSC Setup Steps/Define Revenue Classification/Install Classification Rules


Compensation>Concurrent Request>Run
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  From the Concurrent Manager, run one of the following programs:

Generate Classification Rules Package Text:  This program creates a SQL script from the internal table and writes a file named cnclrul.sql to the $FND_TOP/$APPLOUT directory.  Run this program if you want to see the SQL script, but do not want to recompile the changes into the database.

Install Classification Rules Package Text:  This program generates a SQL script and then installs the modified rule definitions in the database. 



Attention:  You need to run this program whenever you modify or synchronize the rules.

Define Rest of OSC Setup Steps/Define Sales Organization/Define Sales Reps


Compensation>SalesPeople>SalesPeople Workbench
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define the Sales Organization.

Name
Number
Active From
Active To
Assign To
Home Cost Center
Charge To

Cost Center
Currency

Code
Email Address







































































































 Plan Assignments
<Compensation Plans>

Name
Status
From
To











<Plan Elements>

Element Name
Custom
Quota
Draw/Payment































Type
Payment Type
Interval
Apply Txn
Discount Option
Rate Table
Split
Interval

to Date
Discount Rate Table























 Rate Table
Plan
Element
Table









From %
To %
Commission %



























 Revenue Classes

Plan
Element







Revenue Class
Target


















 Period Targets
Plan
Element









Period

Period
Quarter
Target Amount

Period
Target Amount

Interval to Date
Payment Amount

Period
Payment Amount

Interval to Date




























































































Define Rest of OSC Setup Steps/Define Sales Organization/Define Sales People Hierarchy


Compensation>Setup>Dimensions
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  To compensate multiple salespeople in Oracle Sales Compensation, you define an organizational structure, called a salesperson hierarchy, that specifies how you want to distribute sales credit among the members of your sales force.



Attention:  Define this step only, if you are using hierarchy to rollup transactions to managers, and so on.

Name
Base Table
Primary Key
Dimension Values






































 Hierarchies
Hierarchy Name
Intervals From
Intervals To























 Roots
Root Node
Nodes Beneath


















 Nodes
Parent

Current Root
Parent

Current Node
Child

Current Root
Child

Current Node


























Define Rest of OSC Setup Steps/Define Sales Organization/Make Hierarchy Effective


Compensation>Setup>Dimensions
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  To make your salesperson hierarchy effective you need to set system parameters that control sales credit rollups. 

To make the salesperson hierarchy effective:

     1.  In the Calculation region, check the Managerial Rollup box.

Managerial Rollup is either on or off for all transactions.  When you turn this parameter on, Oracle Sales Compensation awards indirect credit for each 
transaction whose direct credit receiver is in the salesperson hierarchy.  Thus, you cannot selectively allocate indirect credit on a transaction-by-transaction 
basis.

     2.  In the Collection region, specify a Transaction Rollup Method.

If you checked Managerial Rollup, use this parameter to specify the rollup hierarchy and compensation plans to use as of the order date or invoice processing 
date to calculate commission payments on the following types of transactions:

          Credit Memos

          Write-Offs

          Clawbacks

          Givebacks

Oracle Sales Compensation uses this date to determine which of a salesperson's compensation plans to use to calculate commission payments for all indirect 
sales credits.

Open and Closed Issues for this Deliverable

Add open issues that you identify while writing or reviewing this document to the open issues section.  As you resolve issues, move them to the closed issues section and keep the issue ID the same.  Include an explanation of the resolution.

When this deliverable is complete, any open issues should be transferred to the project- or process-level Risk and Issue Log (PJM.CR.040) and managed using a project level Risk and Issue Form (PJM.CR.040).  In addition, the open items should remain in the open issues section of this deliverable, but flagged in the resolution column as being transferred.

Open Issues

ID
Issue
Resolution
Responsibility
Target Date
Impact Date




































Closed Issues

ID
Issue
Resolution
Responsibility
Target Date
Impact Date
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