[bookmark: _b4keylmxva1o]Executive Course Report & Study Guide: Module VI — Compensation Models, Deal Structuring, and Tax Compliance
[bookmark: _ps32y9qrjano]Executive Overview & Module Scope
Module VI (Chapters 31–38) covers the core financial, contractual, and regulatory mechanisms of creator partnerships. Moving beyond impression-based ad buys, this module redefines creator compensation as strategic financial risk management and supply-chain administration.
In modern brand management, creator compensation is not merely writing a check for content delivery; it is the allocation of financial risk between the brand and an independent creator. Understanding this domain requires mastering four key areas:
1. Risk Allocation Across Compensation Structures:  How flat fees, commissions, hybrids, and retainers balance risk, financial stability, and incentive alignment.
2. Zero-Cash Seeding Rules & Non-Cash Assets:  Navigating earned product gifting, regulatory disclosure triggers under Federal Trade Commission (FTC) rules, taxability of physical products, and value proposition drivers beyond direct cash.
3. Multi-Line Deal Pricing Worksheets & Valuation Mechanics:  Unbundling multi-deliverable deals—including format multipliers, organic versus paid usage rights, whitelisting/partnership ad permissions, and exclusivity locks.
4. IRS Tax Compliance & Administrative Infrastructure:  Implementing Form 1099-NEC reporting rules, pre-payment tax documentation (W-9 / W-8BEN), cash-flow settlement protocols, and self-hosted open-source administrative stacks.
[bookmark: _m4m1tvssa9ug]Section 1: Risk Allocation Across Compensation Models
[bookmark: _4vimaphmk0xp]The Economics of Creator Compensation
A financial deal structure determines which party bears the primary risk of performance failure:
· The Brand  bears the financial risk when paying upfront guaranteed cash without guaranteed performance outcomes.
· The Creator  bears the financial risk when investing labor and audience distribution without guaranteed baseline income.
Data from the  CreatorIQ State of Creators Report  (fielded May 29 – June 29, 2026; 5,095 creators across 100 regions) highlights the economic reality of the creator side:  67 percent of creators earn under $10,000 per year from content creation , and  62 percent do not rely on content as their primary source of income . Furthermore, research by  Billion Dollar Boy  (July 2025; 1,000 creators and 1,000 senior marketers in the US and UK) revealed that  52 percent of creators experience career-caused burnout , with  financial instability cited as the top contributing factor by 55 percent .
When brands force pure performance risk onto creators through low-converting structures, top-tier creators decline participation, leaving only low-intent or inexperienced creators. Conversely, guaranteed payment without performance incentives risks unaligned execution.
[bookmark: _z9h3x6gsx7i]Comparative Matrix of Compensation Models
Compensation Model,Primary Risk Bearer,Brand Advantages,Creator Advantages,Best Application & Use Cases
Flat Fee (Guaranteed Cash),Brand,Secures premium creator talent; guarantees content output and dedicated access to an established audience.,"Provides income stability and predictable revenue; compensates for time, production effort, and distribution value.",Upper-funnel Brand Awareness; complex content production; working with established Macro/Mega tiers or celebrity partners.
Commission / Affiliate (Performance Only),Creator,Zero upfront capital risk; direct financial alignment where costs are incurred only upon verified sales/leads.,Unlimited earning ceiling for high-converting creators with strong audience commercial alignment.,Pure Direct Response / Conversion campaigns; lower-funnel E-commerce; seeding programs with Nano/Micro tiers.
Hybrid (Base Fee + Commission),Shared / Balanced,Mitigates downside risk while maintaining a performance incentive; attracts professional creators willing to co-invest.,Guarantees coverage for base creation and production costs while offering performance upside.,Mid-to-lower funnel campaigns; product launches requiring authentic creator buy-in and active conversion driving.
Retainer (Recurring Period Agreement),Brand (Long-Term Commitment),Secures long-term talent exclusivity; lowers per-deliverable cost; builds authentic ongoing brand placement.,Predictable cash flow; enables deep integration and multi-campaign creative planning without income gaps.,Community Building; Brand Ambassador programs; ongoing consideration/education campaigns across core creator rosters.
[bookmark: _h3iue9rr57rl]In-Depth Breakdown of Compensation Models
[bookmark: _6ydc50mj4zz]1. Flat Fee Models
· Mechanism:  A single fixed cash payment for defined content deliverables and organic posting rights.
· Risk Profile:  High brand risk. If content underperforms or algorithm distribution fails, the brand absorbs the entire cost per outcome.
· Strategic Note:  Flat fees buy  access  and  creation . Judging a flat-fee brand campaign strictly on immediate 48-hour direct-response sales penalizes upper-funnel positioning that was never structured for immediate closing.
[bookmark: _y3xnjojx8c1d]2. Commission (Affiliate) Models
· Mechanism:  Compensation tied directly to tracked actions (sales, app downloads, lead forms) verified via unique discount codes or UTM affiliate links.
· Risk Profile:  High creator risk. Creators invest production labor and risk audience fatigue without guaranteed return.
· Strategic Note:  For creators with modest audience sizes, pure affiliate offers generate minimal revenue. The  Influencer Marketing Factory / HypeAuditor 2026 Creator Economy Report  found that  44.9 percent of creators prioritize stability, consistency, and deeper brand alignment over transactional one-off campaigns .
[bookmark: _sxq6tie8rnof]3. Hybrid Models
· Mechanism:  A guaranteed base fee (covering baseline labor, equipment, and audience access) combined with a secondary performance commission per converted unit.
· Risk Profile:  Balanced. Protects the creator against platform algorithm fluctuations while motivating active audience conversion.
· Strategic Note:  The base fee ensures professional compliance and baseline content delivery, while the commission layer aligns incentives during active promotional windows.
[bookmark: _xcvnv82dfb6y]4. Retainer Models
· Mechanism:  Fixed monthly or quarterly compensation securing a ongoing schedule of deliverables, usage rights, and category exclusivity.
· Risk Profile:  Long-term commitment risk for the brand.
· Operational Control:  Every retainer agreement must incorporate a  60-day performance review and exit clause . This enables either party to exit cleanly if initial performance, compliance, or engagement benchmarks fail to materialize.
[bookmark: _rhfg25udzi1g]Section 2: Zero-Cash Seeding Rules & Non-Cash Value Assets
[bookmark: _1nqsc4rel3xn]Mechanics of Zero-Cash Product Seeding
Product seeding (gifting) involves sending physical goods or granting access to services without upfront monetary compensation. While effective for initial outreach, it operates under distinct legal, operational, and tax boundaries.
                           [ Product Seeding / Gifting ]
                                         |
               ----------------------------------------------------
              |                                                    |
   [ Unsolicited / No Obligation ]                         [ Express Expectation / Brief ]
              |                                                    |
     PR / Earned Seeding                                   Compensated Commercial Deal
              |                                                    |
  • No contractual post right                          • Contractual agreement required
  • Voluntary creator mention                          • Mandatory FTC disclosure ("ad")
  • Non-taxable PR activity                            • Taxable benefit (Fair Market Value)

[bookmark: _jxfn743rle9q]Operational Rules for Product Seeding:
1. Earned PR Seeding (Unsolicited):  Product is sent with no contractual obligation or expectation of coverage. The brand must explicitly state in writing:  "This product is a gift with no requirement or expectation to post."  If the creator chooses to post organically, it is earned coverage.
2. Compensated Seeding (Expected Post):  The moment a post is expected, required, or governed by a content brief, the arrangement is legally classified as a compensated commercial transaction.
3. Contractual Enforceability:  Unwritten product seeding grants  zero contractual right to a post . A brand cannot legally compel a creator to post or demand product return without a pre-existing written agreement.
[bookmark: _essyqdt9croe]FTC Regulatory Compliance & Disclosure Mandates
The Federal Trade Commission’s revised  Endorsement Guides  (16 CFR Part 255, effective July 26, 2023; 88 FR 48092) establish strict disclosure standards:
· Material Connection:  Free product, gifted services, travel, discounts, or commercial incentives constitute a material connection that must be clearly disclosed if the audience would not reasonably expect it.
· Disclosure Language:  Disclosures must be conspicuous and unavoidable. Approved plain-language terms include  "ad" ,  "sponsored" , or  "Thanks to Brand for the free product" .
· Prohibited Shorthand:  Abbreviations such as  "sp" ,  "spon" , or  "collab"  fail federal disclosure standards.
· Live Stream Protocols:  Under FTC guidelines, live-streamed endorsements require disclosures to be repeated periodically throughout the broadcast to ensure viewers joining mid-stream receive notice.
· Child Audience Standards:  Section 255.6 of the revised Guides flags endorsements directed at children for special legal scrutiny. When campaigns touch youth audiences, brands must target parents and communities, never profile children, obtain guardian consent, and strictly avoid vice categories (alcohol, tobacco/vaping, cannabis, gambling).
· Legal Liability:  Advertisers share liability for deceptive endorsements and are legally required to maintain reasonable monitoring programs for their creator network. The FTC's final rule on Consumer Reviews and Testimonials (effective October 21, 2024) prohibits deceptive, fake, or paid-condition sentiment, carrying potential civil penalties up to  $51,744 per violation .
[bookmark: _jz12dhj8bkne]Taxability of Non-Cash Value Assets
From an accounting and tax standpoint, non-cash assets carry explicit reporting obligations:
· Fair Market Value (FMV):  Physical products, vehicles, event access, and gifted services provided to a creator represent taxable income equal to their Fair Market Value.
· Tax Reporting Integration:  If the aggregate value of cash payments plus the FMV of non-cash gifts provided to a US-based creator exceeds the internal revenue reporting threshold within a tax year, the total amount must be reported to the IRS.
[bookmark: _zg85g5kzm4ux]Non-Cash Value Assets: What Creators Value Beyond Cash
Creators run independent businesses and evaluate partnerships on holistic value rather than cash alone. Key non-cash value drivers include:
                            [ Creator Value Vectors ]
                                       |
    -----------------------------------------------------------------------
   |                    |                      |                           |
[ Audience Growth ]  [ Creative Freedom ]  [ Long-Term Equity ]     [ Early Access ]
• Brand co-marketing • Guardrails vs scripts• Co-creation drops      • Unreleased product
• Featured placement • Editorial control   • Revenue share models   • VIP industry entry

1. Audience Growth & Brand Co-Marketing:  National brand amplification, cross-promotional feature placements, and official brand channel highlights drive audience expansion for the creator.
2. Creative Autonomy & Editorial Control:  Professional creators place heavy value on creative freedom. Briefs that offer clear guardrails rather than rigid scripts protect the creator's authentic voice—the primary asset that built their audience trust.
3. Product Co-Creation & Long-Term Equity:  Opportunities to co-design limited-edition products or participate in revenue-sharing drops (demonstrated by the Stanley Quencher partnership with Ashlee LeSueur or the Feastables co-ownership model) transition creators from vendor status to long-term enterprise partners.
4. Exclusive Product Access & VIP Entry:  Early access to unreleased products, industry events, and executive access enhances the creator’s status as an authoritative voice within their niche.
[bookmark: _w02upeohdnfr]Section 3: Multi-Line Deal Pricing Worksheets & Valuation Mechanics
[bookmark: _lm4fm2dnpz75]Multi-Deliverable Deal Dynamics
Single-post deals are increasingly rare in professional campaign management. An analysis by creator payments firm  Lumanu  (covering over 255,000 payments totaling approximately $420 million across twelve months in 2025) revealed that  approximately 80 percent of creator partnerships involved multiple deliverables .
Pricing a multi-line deal requires unbundling the total contract into distinct component items:
$$\text{Total Deal Value} = \text{Base Creation Fee} + \text{Format Multipliers} + \text{Usage Rights} + \text{Whitelisting Fee} + \text{Exclusivity Fee} + \text{Production/Shipping}$$
[bookmark: _5td6f0mgfmt4]Unbundling Multi-Line Deal Components
[bookmark: _7j5aeho5s6km]1. Base Creation & Organic Post Fee
The baseline fee compensating the creator for content creation and a single organic post to their primary channel feed. Benchmark ranges across vendor sources show wide variance:
· Later Pricing Guide (July 2026):  Micro ( $500–$ 2,500); Macro ( $2,500–$ 10,000+); Mega ( $10,000–$ 50,000+).
· Influencer Marketing Hub (August 2026):  Micro ( $100–$ 500 or  $100–$ 1,000); Mid ( $500–$ 5,000); Macro ( $5,000–$ 10,000); Mega ($10,000+).
· OpenSponsorship (Athlete Benchmarks):  Micro-Athlete ( $200–$ 1,500); Mid-Athlete ( $1,500–$ 10,000); Macro-Athlete ( $10,000–$ 50,000); Mega-Athlete ($50,000+). Average platform deal value: $5,147.
· Collabstr Marketplace Analysis (15,000+ collaborations):  Average costs per collaboration run at $675 on YouTube, $364 on Instagram, and $350 on TikTok (skewed toward smaller platform creators).
[bookmark: _ubedy2jouz0m]2. Format Multipliers
Deliverable formats modify base rates based on production complexity and platform distribution mechanics:
· Short-Form Video (Reels / TikTok):  Instagram Reels command a  20 percent to 50 percent premium  over standard static feed posts (IMH notes Reels run 1.2 to 1.5x standard image rates; Later notes a 20 to 30 percent premium). On TikTok, rates tie directly to recent average views rather than total follower counts.
· Ephemeral Content (Stories):  Instagram Stories generally price at  30 percent to 50 percent less  than feed posts (50 percent of feed rate) due to their 24-hour lifespan.
[bookmark: _3vnlxzfhapi3]3. Usage Rights & Paid Amplification Licensing
Organic posting rights and paid advertising licensing are legally separate rights and must be line-priced independently:
· Organic Rights:  Covers posting on the creator’s organic feed for a standard window.
· Paid Amplification (Digital Ads):  The right to use creator content in paid social ad units (e.g., Meta Partnership Ads, TikTok Spark Ads). Licensing is typically priced for specific windows (e.g., 30, 60, or 90 days). Indefinite or perpetual usage clauses must be explicitly negotiated and priced, as slipping perpetual clauses into organic briefs damages creator trust.
[bookmark: _jd84d9s1owfp]4. Whitelisting / Partnership Ad Access Fees
Whitelisting permits a brand to run paid advertisements directly through the creator's official handle:
· Mechanism:  Requires advertiser account authorization via Meta Creator Marketing Hub, TikTok Spark Ad authorization codes, or platform manager connections.
· Valuation:  Priced as a flat monthly access fee per 30-day window, completely independent of the media budget spent amplifying the ad.
[bookmark: _nmxvcqnngxig]5. Category Exclusivity Locks
Exclusivity restricts the creator from partnering with commercial competitors within a designated product category:
· Valuation Parameters:  Exclusivity pricing scales based on scope (narrow product category vs. broad industry) and duration (1 month vs. 6 months). Because exclusivity restricts the creator’s future revenue opportunities, brands must expect to pay an exclusivity premium proportional to the length and breath of the lock.
[bookmark: _x8kec7mzi69y]Multi-Line Deal Pricing Worksheet
This pricing worksheet structures multi-deliverable valuations. Integrated with the  Companion Tracker XLSX  (specifically Sheet 3 "Compensation Calculator", Sheet 2 "Media Buying Calculator", and Chapter 36 worksheets), it provides a clear model for cost calculation:
===================================================================================
                  MULTI-LINE CREATOR DEAL PRICING WORKSHEET
===================================================================================
Creator Name: _______________________   Tier: ___________________ Date: ___________
Primary Channel: ____________________   Avg Views/Post: ________ Engagement: _____
-----------------------------------------------------------------------------------

LINE ITEM DECONSTRUCTION                            UNITS / QTY   RATE ($)   TOTAL ($)
-----------------------------------------------------------------------------------
1. BASE DELIVERABLES (Organic Posting)
   a. Feed Image / Static Post                      ___ posts     $_______   $_________
   b. Short-Form Video (Reel / TikTok) [1.2-1.5x]   ___ videos    $_______   $_________
   c. Story Set (3-frame series) [0.5x of feed]     ___ sets      $_______   $_________
   d. Long-Form Video Integration (YouTube)         ___ integrations $_____  $_________

2. USAGE & AMPLIFICATION RIGHTS
   a. Paid Digital Ad Licensing (30-day window)     ___ windows   $_______   $_________
   b. Paid Digital Ad Licensing (90-day window)     ___ windows   $_______   $_________
   c. Perpetual Organic Website/Social Rights       [Flat Fee]    $_______   $_________

3. WHITELISTING / PARTNERSHIP AD ACCESS
   a. Handle Access Permission (per 30 days)        ___ months    $_______   $_________

4. CATEGORY EXCLUSIVITY LOCKS
   a. Narrow Product Category Lock (30 days)        ___ months    $_______   $_________
   b. Broad Industry Lock (90 days)                 ___ months    $_______   $_________

5. PRODUCTION & NON-CASH ASSETS
   a. Fair Market Value (FMV) of Gifted Goods       ___ items     $_______   $_________
   b. Physical Shipping & Logistics Pass-Through    [Actual Cost] $_______   $_________

6. PERFORMANCE INCENTIVE LAYER (HYBRID)
   a. Base Retainer / Creation Cash                 [Guaranteed]  $_______   $_________
   b. Estimated Performance Commission Pool         [Target Sales x %] $____ $_________

-----------------------------------------------------------------------------------
SUBTOTAL CONTRACT VALUE:                                                     $_________
LESS: Non-Cash Value Credit (FMV Product Offset):                          - $_________
-----------------------------------------------------------------------------------
NET CASH SETTLEMENT DUE TO CREATOR:                                          $_________
===================================================================================

[bookmark: _98up60yczotq]Section 4: IRS Tax Compliance, Payment Mechanics, and Legal Administration
[bookmark: _oqvlxgwoh9dw]IRS Form 1099-NEC Thresholds & Tax Compliance
Proper tax administration prevents regulatory penalties and protects campaign operations:
                            [ Pre-Payment Tax Workflow ]
                                         |
                       [ Contract Execution & Vendor Setup ]
                                         |
                   ----------------------------------------------
                  |                                              |
        [ US Persons / Entities ]                    [ Foreign Persons / Entities ]
                  |                                              |
          Collect Form W-9                             Collect Form W-8BEN
                  |                                              |
                   ----------------------------------------------
                                         |
                         [ Track Cash + Non-Cash FMV ]
                                         |
                   [ Total Annual Compensation >= $2,000? ]
                                         |
                   ----------------------------------------------
                  |                                              |
               [ YES ]                                         [ NO ]
                  |                                              |
      File IRS Form 1099-NEC                        Maintain Internal Ledger
      (Post-Dec 31, 2025 Rule)                       (No 1099 Filing Required)

· IRS Form 1099-NEC Reporting Threshold:  For payments made  after December 31, 2025 , the IRS reporting threshold for Form 1099-NEC is  $2,000 in aggregate annual payments  (increased from the previous $600 threshold, based on IRS guidance as of October 2026).
· Mandatory Pre-Payment Documentation:
· Form W-9:  Must be collected from all US-based individuals or entities  prior to issuing the first payment .
· Form W-8BEN / W-8BEN-E:  Must be collected from foreign individuals or entities to certify non-US tax status before releasing funds.
· Audit Trail Maintenance:  Brand managers must track both cash disbursements and the Fair Market Value (FMV) of non-cash gifted assets in a central database to ensure accurate year-end 1099-NEC reporting.
[bookmark: _w4jhr02vveqy]Cash-Flow Settlement Protocols & Payment Mechanics
Payment friction is a major operational risk in creator management:
1. Industry Delay Disconnect:  Survey data reported by  Tipalti  via  Digiday  reveals that  56 percent of creators experience late payments . While creators consistently request payment terms of  10 to 15 days , brands routinely attempt to enforce  30 to 90 day payment cycles .
2. Strategic Settlement Structure:  To maintain supply chain integrity and secure professional creator alignment, brands should execute a structured two-part payment schedule:
3. Deposit at Signing (25% to 50%):  Paid upon contract execution to cover upfront production costs and reserve calendar availability.
4. Final Balance Settlement (50% to 75%):  Paid within a short written window ( Net 10 to Net 15 days ) immediately following content publication and verification of compliance guardrails.
5. Supply Chain Logic:  Prompt, predictable payments are not an act of charity; they represent fundamental supply-chain management that prevents creator burnout and secures preferred partner status.
[bookmark: _77ky2qckbzdb]Self-Hosted Open-Source Administrative Infrastructure
In alignment with the core course requirement that all operational tools must be 100 percent free and open-source with no paid subscriptions, brand managers can deploy a complete self-hosted administrative stack:
┌─────────────────────────────────────────────────────────────────────────┐
│                    OPEN-SOURCE ADMINISTRATIVE STACK                     │
├──────────────────────┬──────────────────────────────────────────────────┤
│ Administrative Layer │ Recommended Open-Source Tool (License)            │
├──────────────────────┼──────────────────────────────────────────────────┤
│ Roster & CRM Tracker │ Baserow Core (MIT) / Twenty CRM (AGPL-3.0)       │
├──────────────────────┼──────────────────────────────────────────────────┤
│ Deal & Task Planning │ LibreOffice Calc (MPL-2.0) / Plane (AGPL-3.0)   │
├──────────────────────┼──────────────────────────────────────────────────┤
│ Contract E-Signatures│ OpenSign Core (AGPL-3.0) / DocuSeal / Documenso  │
├──────────────────────┼──────────────────────────────────────────────────┤
│ Invoicing & Ledger   │ InvoiceShelf (AGPL-3.0)                          │
├──────────────────────┼──────────────────────────────────────────────────┤
│ Link Attribution     │ Shlink (MIT) / YOURLS (MIT)                      │
├──────────────────────┼──────────────────────────────────────────────────┤
│ Web Analytics        │ Matomo (GPL-3.0) / Umami (MIT)                   │
└──────────────────────┴──────────────────────────────────────────────────┘

[bookmark: _j7hd34hv14j]Tooling Implementation Rules:
· Open-Core Discipline:  Deploy only the free Community / Open-Source edition of open-core software (e.g., Baserow, Twenty CRM, OpenSign).  Never enable commercial directories or enterprise modules that require paid subscriptions.
· Excluded Tools (Non-Compliant Licenses):  The following tools fail the strict open-source criteria and must be avoided due to source-available or commercial licensing:
· n8n  (Uses Sustainable Use License; non-commercial restrictions).
· NocoDB  (Transitioned to Sustainable Use License in January 2026).
· Invoice Ninja  (Uses Elastic License 2.0).
· Mixpost Pro  (Commercial product; only Lite is MIT).
· Dub.co  (Commercial licensing on partner features).
[bookmark: _tqbbtyt4sm6i]Section 5: Key Takeaways & Executive Exam Review
[bookmark: _3yydlyal84dj]Essential Formulas & Decision Rules
1. IRS Form 1099-NEC Threshold:   $$\text{Reporting Trigger} = \$2,000 \text{ aggregate annual value (cash + non-cash FMV) for payments post-Dec 31, 2025}$$
2. Unbundled Deal Valuation:   $$\text{Total Fee} = \text{Base Organic Rate} + \text{Format Premiums (Reels 1.2--1.5x)} + \text{Ad Usage Licensing} + \text{Whitelisting Access} + \text{Exclusivity Lock}$$
3. FTC Disclosure Enforceability Rule:   $$\text{Expected/Briefed Post} \implies \text{Commercial Relationship} \implies \text{Mandatory Disclosure ("ad" or "sponsored")}$$
4. Retainer Risk Control Rule:   $$\text{Every Retainer Agreement} \implies \text{Must include a written 60-day performance review and exit clause}$$
[bookmark: _ghrsxe38stf4]Executive Study Checklist
·   Risk Allocation:  Can you explain which party bears the primary financial risk across flat fee, commission, hybrid, and retainer models?
·   Creator Economics:  Do you recall the core figures from the  CreatorIQ  and  Billion Dollar Boy  studies (67% of creators earn under $10,000/yr; 52% report burnout; 55% cite financial instability as the top driver)?
·   Seeding Rules:  Can you state the exact contractual and regulatory operational differences between unsolicited PR gifting and compensated product seeding?
·   FTC Compliance:  Are you clear on the approved disclosure terms ("ad", "sponsored") versus banned shorthand ("sp", "collab"), live-stream disclosure repetition rules, and civil penalty caps ($51,744 per violation under fake testimonial rules)?
·   Multi-Line Valuation:  Can you calculate a multi-line deal breaking out base creation, format multipliers, organic vs. paid usage rights, whitelisting fees, and category exclusivity?
·   Tax Administration:  Do you know the post-December 31, 2025 Form 1099-NEC reporting threshold ($2,000) and the required pre-payment tax forms for US (W-9) and foreign (W-8BEN) creators?
·   Payment Settlement:  Can you defend the strategic business rationale for Net 10–15 settlement terms over standard Net 30–90 corporate payment delays?
·   Open-Source Stack:  Can you list the self-hosted open-source software suite (Baserow, InvoiceShelf, OpenSign, Shlink) and identify non-compliant source-available software to avoid (n8n, NocoDB, Invoice Ninja)?

