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Sample Bonus Programs
Bonus Program for Customer Service Reps

Spiff monthly based on the following:

· Meet or beat the projected close rate.

· Meet or beat the total number of calls required per Tech.  

And has NO Corrective Action documentation for the time period, then he or she is eligible for a Bonus based on performance.  

The bonus could be….

· Gift Card

· $50 check

· Parking space

· Cleaning services

· Dart throw at the Prize Dart Board

Bonus Program for Service Techs 

Weekly Sales Bonus Program
The Weekly Sales Bonus can be used in one of the 4 following ways:

1. As a “starter” bonus program. Commit to one month or one quarter at a time.

2. A way to keep techs motivated if they get off to a bad start

3. A way to keep techs motivated if they’ve already reached their sales goal  

4. A way to motivate an Installer the week they are handling Service Calls


Graduate to the Monthly Bonus program once you are at Known Financial Position [KFP] and have a good grasp on the Scorecards and Sales Management.


Use the Weekly Sales Bonus in addition to the Monthly Bonus ONLY if you are solid financially and are certain that you are not giving away all your profits in bonuses.  

The Weekly Sales Bonus is paid as follows:

· 1st week that Sales Goal is met they get $25

· 2nd week in succession that Sales Goal is met they get $50

· 3rd week in succession that Sales Goal is met they get $75

· 4th week in succession that Sales Goal is met they get $100

· 5th week (when applicable) that Staff sold hour requirement is 

                                met they get $25


Every time the Service Tech misses the Weekly Sales Goal the Weekly Bonus for the next week starts back at $25.

Qualification is NO Corrective Action documentation for the time period, including corrective action for call-back ratio, then he or she is eligible for a Bonus based on performance.  

Spiff Programs

The spiff list is always being fine-tuned and changing on a quarterly or yearly basis. Choose two or three key tasks in the Flat Rate Manual each month, each quarter or each year to use for contests. We track it weekly, daily and monthly.  


The best task for a Spiff is a big upgrade or a task that has very little or no 

labor. That’s why Bio-Clean and Root X are usually on the list of spiffs.
Sample List:

· Selling 3 individual tasks on any job yields $39

· $10/can of Bio-Clean sold and $10/treatment of Root X

· ISE #77 yields a $10 spiff

· Recirculation line hot water return pump yields a $10 spiff

· Any Premium Toilet yields a $10 spiff

· Installation of a WAGS valve and pan on a new water heater installation yields a $25 spiff

· Selling a new Heating Service Agreement yields a $10 spiff

· Tech who sells the most Bio Clean during the year wins the “pot” we have been putting in a $1.00 per can sold as a company

· Tech who earns the greatest # of spiffs in a bonus period greater than (40) will earn an additional $100

 
Throughout the year we run weekly contests to promote the sale of key 

items

Bonus Program for Installers

Spiff monthly based on the following:

· Meet or beat the projected labor costs as per bid

· Meet or beat the time-frame given to do the installation

· Use the material on the pull list + or – a set percentage

· Complete the Exit Checklist with the customer and turn it in to the office within one week

And has NO Corrective Action documentation for the time period, including corrective action for call-back ratio, then he or she is eligible for a Bonus based on performance.  

The Bonus is $__ for the job. This amount has been figured into the selling price by the Salesperson or System Engineer who sold the job

The Installer, the System Engineer and the Installation Manager meet weekly to share feedback on how this plan is working

          
When an Installer works an entire week doing Service & Repair 

Work rather than installation, he is eligible to earn the “Weekly 

Bonus”
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