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Glossary
	Term used
	Definition

	SFDC
	Sales Force Dot Com

	CC
	Customer Care

	CMO
	Chief Marketing Officer

	CP
	Channel Partner

	SO
	Sales Order

	SM
	Sales Manager 

	HOC Sales
	Head Of Channel Sales

	CIP
	Cancellation in progress 

	FAME
	Form acceptance methodology for excellence

	PO
	Purchase order

	TPU
	Transaction processing Unit (CC-SAP)

	CFVM
	Cross functional Value mapping
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[bookmark: _Toc380422873]2.6.1 Purpose:
The main objective of this document is to define various guidelines and timelines for processing brokerage payments for a registered channel partner.

[bookmark: _Toc380422874]2.6.2 Scope:
In Scope: The source validation and invoicing process for all registered channel partners for Lodha
Out Scope: 
· channel partner registration and REAP id process
· Any other payout related to CP incentive & schemes rolled out for CPs. 

[bookmark: _Toc380422875]2.6.3Cross Functional Process Flow (CVFM):


[bookmark: _Toc380422876]
2.6.4 Channel Partner Guidelines:
The brokerage payment in lieu of service provided by channel partner to Lodha Group of companies for any of its projects across India will be processed subject to fulfilment of below mentioned criteria and is not in violation of any conditions mentioned:
1. An amount of 15% or more of consideration value is received by Lodha group of Companies and registered agreement has been signed is in force between the client and Lodha Group of companies or its subsidiary for any of its property as mentioned in the agreement, or a copy of allotment letter acknowledged by customer is in custody of company. However, in case of deemed allotment projects, the customer need not acknowledge the allotment letter and send it back to the company. 
Accounts team will validate the above information on SAP through reviewing payment received and allotment date /registration date for customer.
[bookmark: _Toc380422877]2.6.5 Conditions & Eligibility of CP:
a) The channel partner is registered with Lodha Group of companies and registration status is active.
b) [bookmark: OLE_LINK1][bookmark: OLE_LINK2]Brokerage will NOT be released if the client is a relative (except for married daughters/sisters) of channel partner. Unless the same has been approved by CMO for a particular project/launch.
c) In case surname of client and channel partner is same, additional documents (PAN Card, AADHAR Card, Passport Copy/ Ration Card/ Marriage Certificates/ Voter ID card etc.) will be required to verify non existence of any relationship (Relative includes parent, siblings, brothers wife, spouse, child & grandparents)
d) Brokerage shall not be payable for transactions wherein the Channel Partner (Individual & Sole Proprietor) have applied for/purchased a unit/s in the projects of the Company (or group companies). The sales backend team will eliminate such invoices during the cursory check stage (Refer Annexure: 2).
e) In case of Partnership firm / Limited Companies, brokerage will NOT be released if any of the below conditions are met:- 
· Any of the partners or their relatives is the applicant / co-applicant of the flat.
· Any of the directors / owners of the company or their relatives are the applicant / co-applicant of the flat.
· If the unit is booked in the registered firm’s name which was provided at the time of CP registration.
f) Client has not availed any other benefits under any promotional program of Lodha Group of companies. [Refer to Discount /Benefit Combination Policy] 
g) Due to unforeseen circumstances, company may decide to cancel the allotment of any residence where construction has not commenced for any reason. On occurrence of this event, company shall pay brokerage to channel partner as per original Flat Cost of residence 

In any other circumstance (except mentioned above), if the flat is cancelled company shall not pay brokerage against pending Channel Partner deal 

Note: A mail from Customer Care team stating reason of cancellation should be attached for processing such case. 

h) The channel partner has to accompany the client to a particular project for first walking, however if the channel partner is not present with the client for any of his follow up visits or at the time of booking, company will pay brokerage if:- 
· Client books in the same project for the period as per point no. (i) from date of first visit in the introduced project. 
· No brokerage applicable if the client books in any other projects irrespective of the initial date of visit. 

The above clause is applicable for only those cases where channel partner does not accompany the client after the first visit, no time frame applicable for cases where Channel accompanies the client till final closure.

i) Company shall pay applicable brokerage as per original consideration value if there is any change in area, configuration or floor within same project/other project. Any deviation in this clause will require approval from ABML.
j) In case if the customer falls under cancellation in progress (Default the demanded Payment) /.i.e Pre-termination letter sent to Customer, the brokerage will be on hold until the clearance of the payment is received from the customer care team on email. In case of cancelled unit no brokerage will be paid.
k) If welcome call is made once there will be no repeat calls made to the customer for source verification
l) If the primary applicant requests the welcome call/source validation call to be conducted with co-applicant, POA or any other 3rd party based on his/her permission either verbal or written, the source confirmed during such calls will be considered as final. Source verification from direct family members that is Husband - wife, Father - Son / Daughter, Mother - Son / Daughter is allowed, basis sufficient proof.

m) If during welcome call client asks to call back on unregistered no and confirms the source of booking, source confirmed by client from unregistered no would be considered final. In such cases, welcome call & subsequent source confirmation call both should be provided to Audit.

n) Incase of deviation listed below, cases will be processed basis welcome call/source verification call.
	Site Visit Form
	Application Form

	1. Customer name not mentioned/mismatch
2. Customer signature missing
3. CP name/signature not available.
	1. CP name / REAP ID Missing
2. Multiple Source ticked



o) Customer not contactable for welcome call CC team to make calling attempts as below to reach the client for source verification.
· At least least 5 call attempts made at different intervals between 3 days time span.
· Reach out to SM after 2 attempts to inform non contactable status and seek alternate number/ time to reach the customer.
· If it's a CP booking we need to ask the SM to inform CP and seek support for getting in touch with the Customer
Posts exhausting all the above options send a welcome email to the customer and stop any further attempts of welcome call considering it is deemed accepted. For all CP bookings since the customers are not contactable and the source not verified, such bookings will be maintained as CP bookings for SO creation however the team to maintain data for these cases and conduct source verification as soon as we are able to get in touch with the customer over a phone call and communicate the same to SAP team for correction if any.


p) All invoices with effect from the policy roll out date need to be raised within 6 months of eligibility (Refer 2.6.4). Invoices raised post 6 months of eligibility, will need approvals as per below matrix. Invoice raised post 12 months of eligibility shall be rejected 

	6 – 9 Months
	CMO approval

	9 - 12 Months
	ABML Sir approval



· Any Case stuck due to deactivation/reactivation of CP shall not fall under this category.
q) Projects where incremental Brokerage scheme/ Ladder schemes is rolled out, invoices will be initially processed basis base rate of the scheme and once all the cases for that particular CPs are eligible and payout released, incremental brokerage invoice would be accepted and processed by the sales backend team once a quarter based on the incremental brokerage scheme. This will reduce the risk of extra payment being released to CP and/or recovering the payment from CPs.
r) CPs get an additional brokerage amount for all NRI/Outstation customers sourced by them, hence a documentary evidence is needed during application form acceptance and the same need to be verified during the Source validation check.
s) [bookmark: _Ref411530592]A valid visa copy of client shall be appended with the Invoices for all the NRI cases
List of below documents would be considered as valid Proof for determining the NRI status of client. 
· Middle East Countries – Valid Residence Visa
· Singapore – Singapore permanent card
· Other countries - Valid passport copies of clients belonging to respective countries (E.G USA, UK).  If client is “Citizen of India” then PIO OR OCI copy along with such passport copies should be attached.
Utility bills confirming clients stay of 181 days and more outside India. Bill for the month  in which booking is done and one which is seven months prior to booking month Company will not register any ex employee of Lodha Group as a Proprietor CP (Self Employed) / Partnership / Limited Companies at any point.
t) Company will cease to do business with a real estate entity if an ex employee joins entity’s real estate business unless entity is a recognized institutional channel partner and is of importance for company. In any case, ex-employee cannot act as an agent of entity and involve in any business transactions or negotiations therein with Lodha Group for a period of three years.  Sales head will advise on applicability of this clause if requested. Ex-employee check needs to be conducted at the CP registration stage and filter out all such applications.
u) Brokerage should be paid on Consideration Value less infra which is per SAP system. Any subsequent change in the same post brokerage payment it will not attract additional brokerage to channel partner. 
v) If the customer has rejected CP involvement on welcome call brokerage bills should be rejected, Mr.Amit Parsuramka to have authority to take business call for 5% (in value) of such rejected cases basis thorough case study. These cases will be tracked by CP helpdesk team and reviewed by Audit team to ensure adherence to 5%
[bookmark: _2.6.6_Brokerage_Payouts][bookmark: _Toc380422878]2.6.6 Brokerage Payouts process:
Sales strategy will communicate the most updated commission applicable along with CMO approval for each project with the Accounts team & CC Brokerage Team.

· At the time of a new booking once the SO is created for the customer in SAP a photocopy of the booking docket should be sent to the CC Brokerage Team for source validation by TPU unit of CC-SAP team for all CP bookings within 1 working day. Incase, welcome call is done post SO creation and CP source is denied than PIC is responsible to communicate the changes to TPU team.
· CC-Source Validation team will then verify and validate CP bookings based on the details available in the booking docket (refer Annexure 1):
· CP's name, company name signature, REAP ID and contact numbers are present on the Booking detail Form.
· CP Authentication form to be attached and duly signed by the customer, SM and Site head. If an employee  rom CP firm is signing on behalf of his company he need to mention the same.
· In case a photocopy of the CP Authentication form is used, signatures of Client, SM & site head need to available on the photocopy.
· In case of NRI & Outstation customers, their address proof, scanned copy of the CP Authentication form & site visit form along with relevant signatures would suffice.


· On successful verification by the CC Brokerage Team an SMS notification is sent to the CP 
“ Deal of<Primary applicant Name> in <Flat Details> has been logged in. You may raise invoice. Payment is subject to verification” 
The Channel Partner will then submit an Invoice to the Sales team who will hand it over to the sale backend team.
· The Sales backend team will then do a cursory check (refer annexure: 2) and handover “ok to process invoices” to the CC-Source validation team
· The CC Brokerage Team from Customer care validates the invoice basis the checklist defined.
· In-case of missing/incomplete details the invoice is rejected and sent to the sales backend team who can send across missing /incomplete details for validation again.
· In-case invoice correctly validated the CC-Source validation team would request for the application docket from the CC team if not provided earlier. These would include the following: Annexure 1.
· Application Form
· KYC documents
· Site visit forms 
· CPA form
· Welcome call.

· The CC Brokerage Team will validate all the information provided for CP booking confirmation.
· In- case of a disconnect the invoice is rejected and sent back to the Sales backend team.
· In-case of a successful validation a copy of the invoice along with the supporting documents and requisite approvals are sent to the accounts team by the CC Brokerage Team.
· The accounts team will check completeness of the documents /information provided and prepare a cheque and hand it over to the Audit team.
· The audit team will review each case once again and in case of any queries the same is raised with the concerned department i.e. Sales backend team, CC Source validation & Accounts etc and taken forward once an apt revert is received.
· If the audit team identifies a lapse on the side of the check conducted by the sales backend/ CC Source validation/ accounts team, it can reject and sent back the invoice to the respective team by keeping all stakeholders in the loop.
· Once all the queries raised by the audit team are successfully closed the file is sent back to the accounts team for cheque signing. Accounts will share the list of payouts approved and cheques prepared with the sales backend & CC brokerage team.
· Accounts team gets the cheque signed and forwards it to payment office.
· CP’s to collect the cheques from Payment office and provide an acknowledgment of receipt of cheque.


[bookmark: _Toc380422879]2.6.7. Exceptions & Deviations:
· Channel partner banned: Channel partner will be terminated on the basis of CMO approval which will result in a forfeiture of all the outstanding payments due (including commissions and other receivables from the Lodha Group) in addition to strict legal action by the Lodha Group and the partner companies. If Channel partner is blacklisted once, it will be for 12 months and Revocation allowed only post 12 month completion. Reactivation of channel partner will be done with CMO approval keeping ABML posted, post which the outstanding brokerage payments, if any will be released.
· Avoid Double brokerage payment: Accounts team should check for double payment in the ledger of old booking company account to ensure no double payout, in case of transferred apartments. 
· Pre-launch & Launch: CC Source validation, Accounts & Audit team to be in loop about the Pre-launch and Launch to ensure that the staffing can be temporarily or permanently biffed up to cater to brokerage payout process. All teams need to be informed at least 1 month in advance to be prepared for the increased volume handling.  CP commitments provided by the sales team need to be shared with the CC Brokerage Team, Accounts & Audit team real-time. Priority brokerage payout for particular projects needs to be shared with all 3 teams in order to be prepared to meet CP commitments. Exception/incentives introduced during pre-launch & launch with ABML/CMO approval to be communicated to all stakeholders.
· In case of change to the customer ID due to the change in the company name or any other reason the same will be checked through Accounts department as per the checklist (Refer Annexure: 2) to avoid double payment.
· SFDC details mismatch with site visit form in case of re-visits such as different visit date & PAC number can lead to rejection, if no approvals are available from Segment head/CMO
· In case of CP registered address doesn’t match with the invoice address, the sales backend team need to provide reason for the same else the form will be rejected.
· There are instances that the customer number provided during site visit doesn’t match with the number provided during booking, in such scenarios the sales team need to confirm that the number provided by the customer during site visit was provided by him.
· During the welcome call if the customer says that he doesn’t recollect the name of the CP or his organization, RM need to give a call back when the customer has the information available with him.
· For application based projects (Codename:Bluemoon) where CP Authentication form and Site Visit Form are not available, brokerage invoices will be processed basis CP details updated in Application form and source confirmation done during welcome call. Few projects (For e.g. Enchante) where welcome meet was conducted instead of a welcome call, source confirmation for CP bookings need to be done through welcome call and payout will be basis (point # 2.6.4) Also for application based projects CP at times will be paid a certain amount (For e.g. 20,000 in Blue moon) where the customer has applied but didn’t get the desired unit and hence cancelled, for such cases a Source validation is mandatory for source verification and prevalent payout.
· CP communication process will be completely managed by Sales team, CC Brokerage Team, Accounts & Audit Team will not communicate with the CPs.







[bookmark: _Toc380422880]2.6.8 TAT Defined:

	Cell
	Unit
	TAT (only working days)

	Sales
	Sales to submit the Invoice to CC Brokerage Team
	Within 7 working days of invoice raise date

	CC Brokerage Team
	Conduct source validation 
	Within 7 working days from the receipt of the invoice (Provided SO created)

	Accounts
	Process with the help of the checklist and prepare a cheque
	Within 7 workings days from the receipt of the docket post source validation from CC Brokerage Team. 

	Audit
	To reassess and confirm payout
	Within 7 working days from the communication confirmation from accounts


[bookmark: _Toc380422881]2.6.9 Audit & Control:

Various check –points have been introduced at various stages in the brokerage process right from CP booking identification up to invoicing and cheque being handed over to the channel partner. Refer annexure for audit checklist

[bookmark: _Toc380422882]2.6.10 MIS Reporting (templates attached)

Annexure: 1 Documents needed & approving authority 
	Mandatory Documents needed
	Responsible party for providing the documents
	Approval (If document not available)

	Application form
	Sales Strategy
	CMO	

	Channel Partner Authentication form
	Sales Strategy
	CMO

	Site visit form
	Sales Strategy
	CMO

	KYC Document
	Sales Strategy
	CMO

	POA Copy
	CC Team
	NA

	Double payment
	Accounts
	NA

	Company id of applicant/co-applicant (Corporate discount cases)
	Sales Strategy
	CMO

	SFDC printout
	Sales Strategy
	CMO

	Channel Partner details
	SAP
	NA

	CIP status
	SAP
	NA

	Printout of FBL5N (SAP)
	
	

	Transfer details
	CC Team
	NA



Annexure: 2
[bookmark: _MON_1454156823][bookmark: _MON_1454157662][bookmark: _MON_1454149680]CP validation Checklist:  It lists down all the checks performed by teams at each stage.
	
	
	
	
	
	
	

	
	
	
	
	
	
	

	Parameters
	
	Sales MIS
	CC- Source validation
	Accounts
	Remarks

	1
	Invoice
	Customer name & Flat details
	
	NA
	NA
	

	
	
	Brokerage amount
	
	NA
	NA
	

	
	
	REAP ID & Banned CP
	
	NA
	NA
	

	
	
	Double / Rejected Bill
	
	NA
	
	

	
	
	Service tax & Pan Card Number
	
	NA
	NA
	

	
	
	Original, Signature, Date & Invoice No.
	NA
	NA
	

	
	
	Company name (Lodha)
	
	NA
	NA
	

	
	
	Debit balance recovery
	NA
	NA
	
	

	
	
	Cheque Favouring
	
	NA
	NA
	

	2
	CP Authn. Form
	Channel Partner Details  (Reap id)
	
	NA
	NA
	

	
	
	Customer Name & Flat Details 
	
	NA
	NA
	

	
	
	All three signatures & Matching
	
	NA
	NA
	

	3
	SFDC
	Visitors Name     
	
	NA
	NA
	

	
	
	Visit form no / Revisit Detials, if any
	
	NA
	NA
	

	
	
	Walk in Source
	
	NA
	NA
	

	
	
	Visit date and SFDC creation date
	
	NA
	NA
	

	
	
	CP Name & Reap ID
	
	NA
	NA
	

	
	
	Pre Sales Details
	
	NA
	NA
	

	
	
	Case History
	
	NA
	NA
	

	4
	Visit Form
	Visitors Name
	NA
	
	NA
	

	
	
	CP Name & Reap ID
	NA
	
	NA
	

	
	
	Visit form no & Date
	NA
	
	NA
	

	
	
	Signatures of client and CP
	NA
	
	NA
	

	
	
	Multiple Ticks
	NA
	
	NA
	

	5
	SAP Verification
	Customer name & flat details   
	NA
	NA
	NA
	

	
	
	CP Name & Reap ID
	NA
	NA
	NA
	

	
	
	Allotment & Registration date 
	NA
	NA
	
	

	
	
	Whether CIP / Defaulter
	NA
	NA
	
	

	
	
	Collection threshold
	NA
	NA
	
	

	6
	Application Form
	Customer name & flat details
	NA
	
	NA
	

	
	
	Source of Booking, CP Name, REAP ID
	NA
	
	NA
	

	
	
	Signatures of client and CP
	NA
	
	NA
	

	7
	Documents attached
	Cover Note
	
	NA
	
	

	
	
	Checklist
	
	
	
	

	
	
	FAME checklist
	NA
	
	NA
	

	
	
	Welcome call email
	NA
	
	NA
	

	
	
	Welcome call checklist / link
	NA
	
	NA
	

	
	
	CIP clearance
	NA
	NA
	
	

	
	
	Address proof in case of NRI
	NA
	
	NA
	

	
	
	Approval documents if any 
	
	NA
	NA
	

	8
	Others
	If transfer case, whether brokerage paid
	NA
	
	
	

	
	
	Signature match with Site visit, Application form & CPA form
	NA
	
	NA
	

	9
	Reasons for approval
	
	
	
	

	10
	Processed by
	
	
	
	

	
	
	
	
	
	
	

	
  
	
	
	
	
	






2.6.11 CP brokerage processing- CommercialProjects: 

Lodha Supremus, Boulevard & Shopping Projects:
Process
a) Channel Partner will submit the Invoice to Lodha Group. Site In Charge or Product
Manager to confirm the details.
b) Sales Team to forward the Invoice and Channel Partner Service Authentication Form to
Channel Partner Invoice processing Team.
c) Following Documents to be attached with the Invoice by Channel Partner Invoice
processing Team:
a. Channel Partner Card
b. Application Form
c. Confirmation of receipt of minimum amount as per policy for brokerage release
d) Channel Partner Invoice processing team to get the Brokerage Invoice signed-off by Site
in Charge or Product Manager & HOD-Commercial and forward it to Accounts
department for processing.

Brokerage due stage and Percentage will be as per Table (a) below:
[image: ]

Lodha Excelus & i-Think projects:
Brokerage Invoice to be processed post execution of Agreement.
Approval for brokerage to be given on an individual basis by HOD.
Process
a) Channel Partner will submit the Invoice to Lodha Group.
b) Following Documents to be attached with the Invoice by Channel Partner Invoice
processing Team:
o Agreement Copy
o LOI Copy (if applicable)
c) Channel Partner Invoice processing team to get the Brokerage Invoice signed-off by
HOD-Commercial, and forward it to Accounts department for processing.
d) The release of cheque will be within 27 days from handover of Invoice to Channel
Partner Invoice processing Team.
Brokerage due stage and Percentage will be as per Table (b) below:[image: ]


Conditions for Release of Brokerage:
- The Channel partner to be recognised by the HOD/Site In Charge for the said transaction.
- Payment/Process milestone specified in above table (a) or table (b) are met.
- Brokerage will not be released if client is an immediate blood relation (if the client is Father,
Mother, Husband, Wife, Daughter, Son, Brother, Unmarried Sister only) of the channel
partner.
- Company shall pay applicable brokerage as per consideration value, if there is any change in
Area or CV value of the transaction, brokerage will be paid in lieu with the revised CV Value.
This will require approval of HOD – Commercial Sales.
- Brokerage and Loyalty discount cannot be offered in the same transaction.
- Any deviation in SOP will require approval from Head - Commercial Sales.




All deviations to the policy need to be approved by ABML.
Confidential
CC-D-2.6	1	01 April 2014
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FW: Approval for Commercial Brokerage Payout.

		From

		Ashish Chavan

		To

		Pradeep Rao

		Cc

		ceceil fernandes

		Recipients

		Pradeep.Rao@lodhagroup.com; ceceil.fernandes@lodhagroup.com



 



 



 



   Ashish Chavan 



	|       Channel Partner Team



	

Lodha Excelus, N.M. Joshi Marg, Mahalaxmi, Mumbai 400011.



Tel: +91 22 2302 4400 | Extn: 7450 | Mobile : 98333 80325
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From: Rajesh Bhatt 
Sent: Friday, September 14, 2012 4:04 PM
To: Ashish Pawar; Ashish Chavan
Cc: Nikunj Pandya; ceceil fernandes
Subject: FW: Approval for Commercial Brokerage Payout.



 



FYI.



 



Regards.



 



From: Sushant Hirve 
Sent: Monday, October 17, 2011 10:37 AM
To: Rajesh Bhatt
Subject: FW: Approval for Commercial Brokerage Payout.



 



FYI



 



Regards,



Sushant



 



 



Sushant Hirve



Asso. GM AccountsI
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From: Pramod Kathuria 
Sent: Thursday, April 21, 2011 2:31 PM
To: Sushant Hirve
Cc: Carol Sequeira; Sidharth Mishra
Subject: FW: Approval for Commercial Brokerage Payout.



 



Fyi...



 



From: Abhinandan Lodha 
Sent: Thursday, April 21, 2011 12:24 PM
To: Pramod Kathuria
Subject: RE: Approval for Commercial Brokerage Payout.



 



ok



 



  _____  


From: Pramod Kathuria 
Sent: Thursday, April 21, 2011 12:23 PM
To: Abhinandan Lodha
Subject: RE: Approval for Commercial Brokerage Payout.



 



Boss,



 



We cant fix on either 1% or 2% as it will not optimise profitability.



 



Supremus maximum deals are at 1% but can not afford to miss on good clients in tougher markets due to 1%. iThink and Excelus while more transactions are 2% we try for 1% wherever possible.



 



Hence to optimise we would propose 1% to 2%. 



 



Regards 



 



From: Abhinandan Lodha 
Sent: Thursday, April 21, 2011 12:14 PM
To: Pramod Kathuria
Cc: Sushant Hirve
Subject: RE: Approval for Commercial Brokerage Payout.



 



Why don’t you make a policy



Eg for surpemeus 1% and ithink 2% or whatever
?



 



  _____  


From: Pramod Kathuria 
Sent: Thursday, April 21, 2011 11:50 AM
To: Abhinandan Lodha
Cc: Sushant Hirve
Subject: FW: Approval for Commercial Brokerage Payout.



 



Request your approval on this.



 



Thanks.



 



From: Pramod Kathuria 
Sent: Thursday, April 14, 2011 12:50 PM
To: Abhinandan Lodha
Cc: Sushant Hirve
Subject: RE: Approval for Commercial Brokerage Payout.



 



Dear Abhinandan,



 



We are paying brokerage across commercial projects ranges from 1% to 2%. Request you to please confirm the same for accounts processing.



 



Rgds,



 



From: Sushant Hirve 
Sent: Thursday, April 14, 2011 12:10 PM
To: Pramod Kathuria
Cc: Carol Sequeira; Sidharth Mishra
Subject: Approval for Commercial Brokerage Payout.



 



Dear Sir,



 



As discussed with you, we would require blanket approval from Abhinandanji for authorising you to process commercial brokerage ranging @1% to @2% of consideration value. Since there is no policy for commercial brokerage payout, we are considering it as high end & brokerage payout @1%.  



 



Regards,



Sushant



 



 



Sushant Hirve



Dy.Manager AccountsI
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Supremus Worli Naka Receipt of 19.90% of CV. 1-2% of CV.
Supremus Upper Worli Receipt of 19.90% of CV. 1-2% of CV
Supremus Kanjurmarg Receipt of 19.90% of CV 1-2% of CV
Supremus Thane Receipt of 19.90% of CV. 2% of CV
Supremus Powai Receipt of 19.90% of CV 2% of CV
Other Supremus Projects Receipt of 19.90% of CV. 1-2% of CV
Lodha Boulevard — Sale Transaction Receipt of 19.90% of CV 2% of CV

Lodha Boulevard — Lease Transaction

Post Execution of Agreement

1-2 months of rent

Other Shopping developments — Sale
Transaction

Receipt of 19.90% of CV

1-2% of CV

Other Shopping developments — Lease
Transaction

Post Execution of Agreement

1-2 months of rent

Table(a)
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Brokerage due stage and Percentage will be as per Table (b) below:

Lodha i-Think, Thane - Sale Transaction

Post Execution of Agreement

1-2% of CV

Lodha i-Think, Thane - Lease Transaction

Post Execution of Agreement

1-2 months of rent

Lodha Excelus - Outright Transactions

Post Execution of Agreement

1-2% of CV.

Lodha Excelus - Lease Transaction

Post Execution of Agreement

1-2 months of rent

All Other i-Think and Excelus projects (large
format) - Sale Transactions

Post Execution of Agreement

1-2% of CV

All Other i-Think and Excelus projects (large
format)- Lease Transactions

Post Execution of Agreement

1-2 months of rent

Table(b)
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