# Supply Tech Comarketing Agreement.
# Datamatix Reseller Agreements.
# American Software Comarketing & Reseller Agreements.
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Enterprisers direct costs).

50% of Supply Tech & (2) American Software “software sales” Commissions. 8.
50% of Datamatix Commissions.
10% of Prospect Sales.

10 Commission/year on Business/Organizational Consultation & Training Sales.
10% Commission on Info Systems Sales/year.

10% Commission on Customer Referrals/year (10% gross margin after 1.

Payment from Universal to Infinico

Fees for Installing & Managing Info Systems,
including EDI.
9. Fees for Business & Organizational Consultation
and Training.
10. System Development Royalty ( To be determined )
Commission on Customer Referrals/year
(10% on gross margin after BEE direct costs).



