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Benchmarking Study

[image: image1] Sales & Recruiter Compensation and Turnover Metrics
(Strictly Confidential)

You will receive e-mail confirmation of your participation within 48 hours of receipt of your questionnaire.  If you do not receive a confirmation from us, we have not received your questionnaire.     Participants pay $295, and save 50%.
Respond by fax:  770-396-6600
Respond by e-mail:  ctalley@specifics.com
Mail to: Specifics, Inc. 490 Hunters Crossing, Suite 100, Atlanta, GA  30328
Survey deadline for responses is Friday, September 9, 2011
	Contact Information 

	Company:       

	Street Address:       
	Phone:       

	City/State/Zip:       
	Fax:       

	Contact Name:       
	E-mail:       

	Contact Title:       
	Web site:       


	Financial Summary

	1. Please tell us about your actual financial results for Q1 and Q2 2011 and projected results for all of 2011.
	Q1 & Q2 2011
	Plan Year 2011 (Projected)

	a. Gross revenue from all products and services (supplemental staff, project management, outsourcing, solutions delivery, etc.)
	$     
	$     

	b. Direct Costs - All costs for billable resources.  Include billable and non-billable technical wages, mandated and fringe benefits, travel, relocation costs, per diems (whether billed or not), relocations, and costs associated with contractors (i.e., hourly or salaried temporary employees or independents).  Billable technical management should also be included in this category.
	$     
	$     

	c. Gross profit margin (gross revenue less billable staff compensation and expenses, but before SG&A expenses).  Line 1a minus 1b
	$     
	$     

	d. EBIT (earnings before interest, taxes, and additional owners compensation, but including depreciation and amortization) 
	$     
	$     


	Revenue Distribution

	2. What percent of your company’s total revenue has come from the following types of work in 2011?

	a. Staffing (staff augmentation)
	     %

	b. Managed project work (end-to-end solution delivery)
	     %

	c. Outsourcing (computer operations, U.S.-based help desk, maintenance, or support, etc.)
	     %

	d. Offshore (development, integration, maintenance, or support)
	     %

	e. Management or strategic IT consulting
	     %

	f. Fees from contract-to-hire (temp-to-perm)
	     %

	g. Permanent placement
	     %

	h. Other services (please specify):      
	     %

	i. TOTAL
	100%


	VOP/VMS Revenue
	Q1 and Q2 2011

	3. What percent of your company’s total revenue comes from VOP or VMS activity? 
	     %


	Headcount

	4. How many people work for your company in each of the following job functions today?
	Headcount Today

	a. Salespersons
	     

	b. Recruiters
	     

	c. Salaried technical staff (full time/billable) – U.S. only
	     

	d. W-2 hourly technical staff – U.S. only
	     

	e. Independent or 1099 technical staff – U.S. only
	     

	f. General and Technical Management (non-billable)
	     

	g. Administrative (Accounting, HR, MIS, etc.)
	     


	Turnover  

	5. What is the staff turnover for your company in each of the following job functions?  Record the total number of persons.  (Voluntary termination includes end of assignment, client hires, etc.)
	Voluntary Resigned/Quit from 12/31/10 until Today
	Involuntary Terminated from 12/31/10 until Today

	a. Salespersons
	     
	     

	b. Recruiters
	     
	     

	c. Salaried technical staff (full time/billable) – U.S. only
	     
	     

	d. W-2 hourly technical staff – U.S. only
	     
	     

	e. Independent or 1099 technical staff – U.S. only
	     
	     

	f. General and Technical Management (non-billable)
	     
	     

	g. Administrative (Accounting, HR, MIS, etc.)
	     
	     


	Total Sales and Recruiting Compensation Costs – Q1 & Q2 2011 Actual and Projected for all of 2011
	Q1& Q2 2011 Actual
	2011 Projected

	6. Total Cost of Salespersons’ Base salaries 
	$     
	$     

	7. Total Cost of Salespersons’ Incentives (Commission, overrides, bonuses, etc.)
	$     
	$     

	8. Total Cost of Recruiters’ Base salaries 
	$     
	$     

	9. Total Cost of Recruiters’ Incentives (Commission, overrides, bonuses, etc.)
	$     
	$     


	Merit or Planned Increases

	10. What is your company’s planned AVERAGE ANNUAL adjustments for the base salaries of SALES STAFF and RECRUITERS in 2011?

	a. Sales Staff
	     %

	b. Recruiters
	     %



The following pages ask for more details about salespersons’ and recruiters’ incentive plans for staffing businesses and solutions/outsourcing businesses.  Please use the following guidelines for completing the remainder of the survey.
If more than 80% of revenue is derived from staffing, fill in the Staffing sections only (questions 11 – 17), then proceed with the Recruiter section (questions 22 – 31).
If more than 80% of revenue is derived from solutions, fill in the Solutions/Outsourcing section only (questions 18 – 21), then proceed with the Recruiter section (questions 22 – 30).

If you have two or more commission structures based on what is sold, please complete both sections for sales compensation (questions 11 – 21), then proceed with the Recruiter section (questions 22 – 31).
Please attach additional plan descriptions to provide a realistic comparison to other plans.

	Sales Compensation Plans Commercial - Staffing

	11.
	# of Employees In Group
	Average Base Salary

$(000)
	Average 2011 Annual Commission at 100% of Plan

$(000)
	Actual Average Total Comp in 2010 $(000) 
	# of Placements Expected Per Month
	Gross Profit Expected per month 

	Junior Sales 
<3 yrs. Exp.               
	     
	$     
	$     
	$     
	     
	$     

	Intermediate Sales
3-6 yrs. Exp.  
	     
	$     
	$     
	$     
	     
	$     

	Senior Sales 
> 6 yrs. Exp.    
	     
	$     
	$     
	$     
	     
	$     


	Sales Rep Incentive Plan Design - Staffing
	Average Quota/Goal*
	Threshold**

	12.
	 FORMCHECKBOX 

	a. Based on total revenue ($)
	
	$     
	$     

	
	 FORMCHECKBOX 

	b. Based on total gross margin contribution ($/mo. or $/yr.)
	
	$                  /mo. Or /yr. 
	$                   /mo. Or /yr.

	
	 FORMCHECKBOX 

	c. Based on individual consultant/contractor gross margins ($ or %)
	
	     
	     


* Average Quota or Goal:  Most likely or average goal or quota on which commission is paid

** Threshold: minimum acceptable goal or quota before any commission is paid 
	13.   Are start bonuses paid? 
Yes  FORMCHECKBOX 


No FORMCHECKBOX 



	If YES, please explain.     

	


	14. Please explain how the commission is calculated and weighted.  For example, the average commission is 7% of total gross margin, or 1.5% of revenue, or 6% of 1st $200,000 in g.m. and 8% of next $200, 000,.  (Attach plan descriptions as necessary.)


	     

	

	

	


	15.  For salespeople, are commissions paid for placements made under a VMS or High Volume accounts calculated differently?
	Yes  FORMCHECKBOX 

	No  FORMCHECKBOX 



	If YES, answer questions 16 & 17.   If NO, skip to question 18.

Sales Compensation Plans – High Volume Accts – VMS Only Staffing

16.
# of Employees In Group

Average Base Salary

$(000)

Average 2011 Annual Commission at 100% of Plan

$(000)

Actual Average Total Comp in 2010 $(000) 

# of Placements Expected Per Month

Gross Profit Expected per Month 

Junior Sales 

<3 yrs. Exp.               

     
$     
$     
$     
     
$     
Intermediate Sales

3-6 yrs. Exp.  

     
$     
$     
$     
     
$     
Senior Sales 

> 6 yrs. Exp.    

     
$     
$     
$     
     
$     
VMS Sales Rep Incentive Plan Design - Staffing
Average Quota/Goal*

Threshold**

17.
 FORMCHECKBOX 

a. Based on total revenue ($)

$     
$     
 FORMCHECKBOX 

b. Based on total gross margin contribution ($/mo. or $/yr.)

$                 /mo. Or /yr. 

$                / mo. Or /yr.

 FORMCHECKBOX 

c. Based on individual consultant/contractor gross margins ($ or %)

     
     
* Average Quota or Gaoal:  Most likely or average goal or quota on which commission is paid

** Threshold: minimum acceptable goal or quota before any commission is paid




	Sales Compensation Plans – Solutions/Outsourcing

	18.
	# of Employees In Group
	Average Base Salary

$(000)
	Average 2011 Annual Commission at 100% of Plan

$(000)
	Actual Average Total Comp in 2010 $(000) 
	Revenue Expected Per Year
	Gross Profit Expected per Year 

	Junior Sales 

<3 yrs. Exp.               
	     
	$     
	$     
	$     
	$     
	$     

	Intermediate Sales

3-6 yrs. Exp.  
	     
	$     
	$     
	$     
	$     
	$     

	Senior Sales 

> 6 yrs. Exp.    
	     
	$     
	$     
	$     
	$     
	$     


	Sales Rep Incentive Plan Design - Solutions
	Average Quota/Goal*
	Threshold**

	19.
	 FORMCHECKBOX 

	a. Based on total revenue ($)
	
	$     
	$     

	
	 FORMCHECKBOX 

	b. Based on total gross margin contribution ($/mo. or $/yr.)
	
	$                    /mo. Or /yr. 
	$                   /mo. Or /yr.

	
	 FORMCHECKBOX 

	c. Based on individual consultant/contractor gross margins ($ or %)
	
	     
	     


* Average Quota or Goal:  Most likely or average goal or quota on which commission is paid

** Threshold: minimum acceptable goal or quota before any commission is paid

	20.  Are bonuses paid in addition to commissions? 



Yes  FORMCHECKBOX 


No FORMCHECKBOX 



	If YES, please explain.     

	


	21. Please explain how the commission is calculated and weighted.  For example, the average commission is 7% of gross margin and 1.5% of revenue or 6% of 1st  $200,000 in g.m. and 80% of next $200,000, etc.  (Attach plan descriptions as necessary.)


	     

	


If more than 80% of revenue is derived from traditional staffing or solutions, fill in the Staffing section only (questions 22 – 26). 

If more than 80% of revenue is derived from VMS or high volume accounts, fill in the VMS section only (questions 27 – 32).

If you have two different compensation structures based on the type of client, but reasonably balanced, please complete both sections for recruiter compensation (questions 22 – 32).

Please attach additional plan descriptions to provide a realistic comparison to other plans.
	Recruiter Compensation – Staffing 

22.
# of Employees In Group

Average Annual  Base Salary

$(000)

Average 2011 Annual Commission at 100% of Plan

$(000)

Actual Average Total Comp in 2010
# of Placements Expected Per Month

Gross Profit Expected Per Month

Junior Recruiter
 < 3 yrs. Experience
     
$     
$     
$     
     
$     
Intermediate Recruiter  3-6 yrs. Experience    

     
$     
$     
$     
     
$
Senior Recruiter
> 6 yrs. Experience 

     
$     
$     
$     
     
$     
23.  Recruiter Incentive Plan Design 
Average Quota/Goal*

Threshold**

 FORMCHECKBOX 

a. Based on total gross margin contribution ($/mo. or $/yr.)

$                     /mo. Or /yr.

$                    /mo. Or /yr.

 FORMCHECKBOX 

b. Based on individual consultant/contractor gross margins

     %

     %

* Average Quota or Goal:  Most likely or average goal or quota on which commission is paid

** Threshold: minimum acceptable goal or quota before any commission is paid
24. Are start bonuses or extension bonuses paid? 




Yes  FORMCHECKBOX 


No FORMCHECKBOX 


	If YES, please explain.      

	


	25. Please explain how the commission is calculated and weighted.  For example, the average commission is 6% of gross margin and $25 per head.  (Attach plan descriptions as necessary.)


	     

	

	

	26. Is a separate recruiting group set up to serve VMS business?       (Yes  or   No)     
If YES, answer 27 - Q29;  If NO, Go to Q30                                                
	
	

	

	

	


	Recruiter Compensation – High Volume Accts – VMS Only 

	27. 
	# of Employees In Group
	Average Annual  Base Salary

$(000)
	Average 2011 Annual Commission at 100% of Plan

$(000)
	Actual Average Total Comp in 2010
	# of Placements Expected Per Month
	Gross Profit Expected Per Month

	Junior Recruiter

 < 3 yrs. Experience
	     
	$     
	$     
	$     
	     
	$     

	Intermediate Recruiter  3-6 yrs. Experience    
	     
	$     
	$     
	$     
	     
	$

	Senior Recruiter

> 6 yrs. Experience 
	     
	$     
	$     
	$     
	     
	$     


	Recruiter Incentive Plan Design 
	Average Quota/Goal*
	Threshold**

	28. 
	 FORMCHECKBOX 

	a. Based on total gross profit contribution ($/mo. or $/yr.)
	
	$                     /mo. Or /yr.
	$                    /mo. Or /yr.

	
	 FORMCHECKBOX 

	b. Based on individual consultant/contractor gross margins
	
	     %
	     %


* Average Quota or Goal:  Most likely or average goal or quota on which commission is paid

** Threshold: minimum acceptable goal or quota before any commission is paid
	29. Are start bonuses or extension bonuses paid? 




Yes  FORMCHECKBOX 


No FORMCHECKBOX 


	If YES, please explain.      

	


Off-shore or Near-shore Recruiting

	30. Is any candidate sourcing done in company facilities near- or off-shore?



Yes  FORMCHECKBOX 

What country?               
No FORMCHECKBOX 


	Recruiters are paid $                        /mo (equivalent U.S. dollars) 

	Recruiting Managers are paid $                       /mo. (equivalent U.S. dollars)

	31.  Is recruiting outsourced to other firms and done offshore?       Yes  FORMCHECKBOX 


No FORMCHECKBOX 


	If YES, please explain how compensation is structured and your expectations for qualified submittals or placements monthly or annually?

	

	

	32.  What percentage of your overall requirements were filled in the first 6 months of 2011 from sources outside of the U.S.?    


Thank You for Your Participation!
� EMBED PBrush  ���
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