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BOAT DEALERS - SALES OPERATIONS

Sales commission and performance
tracking

This workflow automatically calculates sales commissions and tracks performance metrics
when boat sales are completed, updating dealer management systems and generating
performance reports for sales staff.

01 WORKFLOW TRIGGER

Boat sale is finalized and recorded in the dealer management system

BLUEPRINT OVERVIEW
What this workilow accomplishes

This workflow connects DealerSocket Marine, CDK Marine, and Boatyard Pro so that a finalized boat deal produces
a commission calculation, updated performance records, and a payroll-ready statement without rekeying.
Automation handles data extraction, rate application, math, and distribution. The sales manager, F&I desk, and
controller retain authority over pack figures, rate exceptions, chargebacks, and final payroll release.

01 02 03
OUTPUTS SUCCESS MEASURES CORE SYSTEMS
Individual commission statements, Commission accuracy rate, Days DealerSocket Marine, CDK Marine,
Rep and team dashboards, Payroll- from delivery to statement, Boatyard Pro
ready commission file, Tracking completion rate, Rate
Management performance reports exception count

HOW TO USE THIS BLUEPRINT
Sales managers: confirm the rate table and any spiff overrides before the pay period closes.
Implementation teams: map DealerSocket deal fields to CDK gross accounting codes before enabling live calculation.

Controllers: hold payroll release until deducts, holdbacks, and unwound deals are reconciled.
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THE WORKFLOW

End-to-end stage map

Seven stages run from the recorded deal jacket to the commission statement in the rep's hands. The single
decision point governs which rate table applies: new hull, brokerage or trade-in unit, or a factory or floor plan
promotion.

01 TRIGGER 05 ACTION

Boat sale finalized
Finalized boat deal recorded and triggers calculation

Update performance tracking records
Refresh units, revenue, and commission totals

DealerSocket Marine DealerSocket Marine - Boatyard Pro

02 ACTION 06 ACTION

Generate commission statement
Build itemized statement with year-to-date summary

Extract sale transaction data
Pull deal, unit, and financing details

DealerSocket Marine - CDK Marine DealerSocket Marine - Boatyard Pro

03 DECISION 07 OUTPUT

Determine commission structure type
Select applicable commission rate structure

Deliver performance reports
Distribute statements, dashboards, and payroll file

DealerSocket Marine DealerSocket Marine - Boatyard Pro

NEW BOAT RATES USED OR BROKERAGE RATES PROMOTION OR PROGRAM RATES

04 ACTION

Calculate commission amounts
Compute base, bonuses, and deductions on gross

DealerSocket Marine - CDK Marine

LEGEND TRIGGER ACTION DECISION OUTPUT
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IMPLEMENTATION DETAIL

Stage-by-stage breakdown

Each stage states the operational intent, the human control point, and the systems likely to take part. System

names are examples, not a required architecture.

01 TRIGGER

Boat sale finalized

A completed boat sale transaction is recorded in the dealer
management system with final pricing, trade-ins, and
financing details. This triggers the commission calculation
process.

CONTROL POINT

The F&l manager marks the deal jacket complete,
confirming final selling price, trade allowance, and lender
approval before the trigger fires.

SYSTEMS  DealerSocket Marine

03 DECISION

Determine commission structure type

Workflow evaluates if this is a new boat sale, used boat sale,
or special promotion to apply the correct commission rate
structure. Different boat categories may have varying
commission percentages.

CONTROL POINT
Sales manager approves the structure chosen and can

reassign it when a unit is aged inventory or sold under a
factory program.

SYSTEMS  DealerSocket Marine
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02 ACTION

Extract sale transaction data

System pulls comprehensive sale details including boat
model, sale price, trade-in value, financing terms, and
assigned sales representative. Additional boat
specifications are retrieved from inventory management.

CONTROL POINT

Sales administrator verifies the assigned rep, hull
identification number, and trade actual cash value against
the deal jacket if any field pulls blank.

SYSTEMS  DealerSocket Marine CDK Marine

04 ACTION

Calculate commission amounts

System computes base commission, potential bonuses for
accessories or extended warranties, and any applicable
deductions. Commission is calculated based on gross profit
margin and dealer policies.

CONTROL POINT

Controller reviews front and back gross, pack, and freight
and prep deducts before the figure is locked for the pay
period.

SYSTEMS  DealerSocket Marine CDK Marine
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COMPLETION AND MEASUREMENT

Closing stages and results

The closing stages build the statement, refresh individual and team dashboards, and preserve an auditable record
of every rate and adjustment applied.

05 ACTION 06 ACTION 07 OUTPUT
Update performance Generate commission Deliver performance
tracking records statement reports
Sales metrics are updated including System creates detailed commission Commission statements are sent to
units sold, revenue generated, and statement showing sale breakdown, sales staff and management, while
commission earned for the sales commission calculation, and year-to- updated performance dashboards are
representative. Monthly and quarterly date performance summary. Statement made available showing individual and
performance data is automatically is prepared for payroll processing and team metrics. Payroll system receives
refreshed. sales review. commission data for processing.
CONTROL POINT CONTROL POINT CONTROL POINT
Sales manager reviews month-to- Sales administrator proofs the Controller signs off before the
date unit counts and corrects split statement against the deal jacket payroll file transmits, and any rep
deals or house units before and flags any accessory or dispute routes back to the sales
quarterly totals post. extended service contract bonus manager for reissue.
that looks wrong.

SYSTEMS  DealerSocket Marine SYSTEMS  DealerSocket Marine SYSTEMS  DealerSocket Marine
Boatyard Pro Boatyard Pro Boatyard Pro

DELIVERABLES KEY METRICS IMPLEMENTATION CHECKS
Individual commission statements Commission accuracy rate Restrict rate table edit rights
Rep and team dashboards Days from delivery to statement Route exceptions to sales manager
Payroll-ready commission file Tracking completion rate Log every override with reason
Management performance reports Rate exception count Retain statements seven years

Reverse commissions on unwound
deals

NEXT STEP

. . packfoundry.app/assessment
implementation plan.

.. BOAT DEALERS XKFLOW PACKS AND A FR ENT
Map each stage to your own systems, permissions, and approval

routing before selecting tools or building automation.
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https://packfoundry.app/assessment

