Technician Spiffs and Selling Technician Compensation Ideas
There are many approaches to rewards and compensation for service technicians.

We ask the position to do many things, and rewards/compensation should be dedicated to paying for behaviors we hope to emphasize and not paying for those we may discourage.

Examples of pay for Spiffs:

1. Service Agreements 1 Yr.

2. Multi Year Multi System Club Agreements

3. Extended Warranty Sales – what we call the MVP Club 1 year full warranty coverage agreement

4. Accessory Sales to Homeowners

5. New Equipment – Lead Turnovers

6. New equipment Sales – A Direct Sales Approach by Technician

7. Plumbing Accessories – water heater/water filtration/water softeners

8. A plumbing product – specific such as a dig, repipe etc….

9. Solar Lead or Electrical Lead Turnover – or related product

Key Points:
1. The important aspect about these products or services that are sold, is they can have a stratified layer of positions, and pay can escalate to the technician based on the enhanced gross profit dollars.

2. That margin percentage isn’t really the concern but increasing gross profit dollars on transactions to cover overhead – so pay or bonus should account for Gross Profit targets.

3. Bonus targets can be utilized – set a goal – then increase the page or reward based on the higher achievement of the technician exceeding the target goals.

4. Those goals can be done monthly, quarterly or semi/annually.

5. Specials – promotions – the new compensation figure WILL BE PUBLISHED with a timeline attached.

Examples:

1. Lead Turnover $125 per box – a system is $250

2. 8% of an accessory sale – IAQ Products

3. $20 for a 1 year service club agreement or a monthly debit style agreement
4. 15-20% of any prepaid multi-year or multi system club agreement – again paid up front

5. 18-20% of Plumbing Transaction, up to 23% of any plumbing repair or transaction 

6. New Equipment Sales – 4-8% of the sale price – tied back to GP dollars per day (estimate of days and proper pricing). 

Example – New Equipment SR Technician Sales - Fee for Service

When the job is done and the money is collected from the customer or finance company, the voucher will be paid. 

Vouchers must be filled out on every job & turned in with your paperwork (see exhibit #1).  If financing is used, the buy down must be deducted from the amount of the job and commissions are calculated off that amount.

The following is the % paid on each system sold:

Equipment


Basic System 


4% of the job    


14 SEER


Standard System
                          
5% of the job    


15 SEER





Deluxe System



6% of the job       TECH SET LEADS, REDUCE FEE BY 1% points


16 SEER  


Premium System



8% of job


16/18 2 stage SEER  


Supreme System

10% of the job


21/inverter or VRF
There is a 1% reduction in commissions for technician setting leads.

Indoor Air Quality when sold with a system is calculated into the entire job.  When IAQ sold separately the commissions are 8%.

There is a 5% Discount for all USA Club™ customers provided that they have been under agreement for a minimum of 6 months.  This will have no effect on your fee for service. 

No other discounts may be given to this customer without approval.

For non-service agreement customers there are no discounts allowed without approval. Senior Technicians must quote them the book price that they were given when they called in for pricing.

An approved 5% discount will result in a 1% point drop in Senior Technician's fee for service. A second approved 5% discount will result in an additional 1% point drop in Senior Technician's fee for service. 
Below are two examples; the 1st is a fee for service breakdown for a service agreement customer, 2nd is a breakdown for a Non-service agreement customer     

Example #1 
Service Agreement Customer


Example #2
Non-Agreement Customer

Premium System       (8%)



Premium System____(8%)


$8000 (Book Price)




$8000 (Book Price)


 x. 95  (Plus Agreement Discount)



*(See above)

$7600 (Still @ 8%)


*(See above)





$8000










x  .95 (Approved Discount)


$7600






$7600 (Fee reduced to 7%) 


x  .95 (Approved Discount)



x  .95 (Approved Discount)


$7220 (Fee reduced to 7%)



$7220 (Fee reduced to 6%)

x  .95 (Approved Discount)


$6859 (Fee reduced to 6%)

There will be no adjustments to the fee for service for value-added items that are approved.  

At certain times of year the company may choose to send out a special marketing piece that offers our customers a special discount to have a new system installed during a slower time of the year.  Think of shoulder season sales or promotions. Those instances will contain a schedule for new compensation with dates for the program.
There will be an additional 2% incentive for all self-generated leads sold. The definition of a self-generated lead is a lead the Senior Technician runs that was brought to the company by proactive action taken by the same Senior Technician. This means the Senior Technician had to foot canvas while on another lead, solicit off work orders, or bring a customer to the company without any marketing dollars or labor hours being incurred by the company to attract this customer. 

The Senior Technician must write up an explanation of the action taken to self generate that lead and this must first be approved before any compensation will be granted.

Vacation pay will be calculated using hourly rates only.  

Example Goals - Minimum Monthly Performance Expectations

The minimum monthly expectations for each Senior Technician is as follows:

	Jan
	$25,000
	April
	$50,000
	July
	$65,000
	Oct
	$50,000

	Feb
	$45,000
	May
	$55,000
	Aug
	$60,000
	Nov
	$55,000

	Mar
	$50,000
	June
	$60,000
	Sept
	$55,000
	Dec
	$60,000


Minimum Monthly Expectations for Service Revenue

	Jan
	5k
	Apr
	10k
	Jul
	15k
	Oct
	10k

	Feb
	10k
	My
	12k
	Aug
	15k
	Nov
	15k

	Mar
	12k
	Jun
	15k
	Sep
	10k
	Dec
	15k


Service Labor is expected to be at or
below 22% of Service Labor Sales

Senior Technician Accountabilities 

Any materials or services “Forgiven” or missed which were necessary to complete the job will be split between the company and the Senior Technician at the full retail price (50% Rule).  Every attempt will be made to contact the Senior Technician when an item has been missed so the Senior Technician will be made aware of the mistake and the adjustment being made to their fee for service.

Any Senior Technician who works for ABC Comfort is expected to maintain a 50% minimum close ratio on all company generated leads (50% of every call that a comfort advisor runs needs to be closed).  As an incentive to help in the generation of sales opportunities, any self-generated leads will only count towards improving the close ratio, never against it.  

For example, if a home Senior Technician has two “company generated” leads in a day, and sells one of them, the close ratio would be 50%.  However, if a third “self-generated” lead were sold, the Senior Technician’s close ratio would be considered 100%.  (Two “Company-generated leads...two sales).                                                                                                                                                                                                             

The following completed paperwork must be turned in by 7:00am the day following a sale. The originals must always be turned into the installation coordinator no later than 7:00am the day of the installation:

1) Sales Agreement, customer authorization and dates entered.

2) 3 day right of rescission, all necessary approvals and dates entered.

3) Installation Confirmation 

4) Voucher – after buy down if applicable

5) Financing Paperwork fully completed and if applicable, called in with approval number. 

6) Club USA Agreement, filled out and signed by customer and advisor (if applicable)

7) Pictures (digital) of existing application - Furnace and/ or A/C equipment

8) Load Calculations, must be completed on every job

PLEASE NOTE: 

Failure to submit any of the above documents properly filled out and authorized, on a scheduled installation will receive a $100.00 deduction per document in the Fee For Service for that installation.

Responsibilities and Expectations of a Senior Technician:

1) Being a Senior Technician at ABC Comfort is a unique position and comes with responsibility. To serve a customer at a time of urgent need, where our knowledge can be rewarded when we use it wisely. A Senior Technician must always hold a customer's best interest in mind when giving them your professional opinion. Anything other than that can be interpreted as misleading to gain a sale; this type of behavior will result in lost of a senior position and can be cause for immediate termination.

2) A Senior Technician must always call the service manager or sales manager when a customer is interested in looking at their options for replacement. They are to assist you in the pricing process and confirm that all options have been explained.

3) The Service or General Manager will give prices to the Senior Technician.  Each time a senior tech calls in for prices, an investment sheet will be filled out in the office and given to the production department.  This sheet must match what was offered to the customer.  The 50/50 retail cost split will be applied for any discrepancies.

4) Setting leads for yourself to return is only permitted when you have requested to have that option in advance. If you choose this option, you must also be available to run company leads on very short notice, day or night.

Incentives

Any bonuses will be paid out based on performance for any given quarter. 

Financials at the end of each quarter are available for the Senior Technician's review. Below are the tiers of installed & paid volume that must be achieved over a quarter’s period of time and the bonus amounts next to them. (Only one tier applies):


1st) 225,000 in installed & paid volume receives $500 bonus

2nd) 275,000 in installed & paid volume receives $1000 bonus

3rd) 325,000 in installed & paid volume receives $1500 bonus

4th) 375,000 in installed & paid volume receives $2000 bonus

5th) 400,000 in installed & paid volume receives $2500 bonus
Service Revenue will be tied to the installation revenue bonus program as follows 


1st) 10,000 revenue  =  80% of above tier


2nd) 12,000 revenue  = 90% of above tier


3rd) 15,000 revenue  = 100% above tier


4th) 17,000 revenue  = 110% above tier


5th) 20,000 revenue =  120% above tier

The General Manager or Sales Manager has the final decision making authority on any changes to, or disagreements with, the compensation, fee for service of any other issue arising between a Senior Technician and ABC Comfort.

The Yearly Sales Plan is subject to change with a 14-day written notice.

I have read and understand the ABC Comfort Senior Technician Compensation & Sales Plan.

Senior Technician's Name: 











Signature: 





Date:

 




GM or Sales Manager’s Name: ___________________________________________________________________

Signature: _________________________________________ Date: _____________________________________
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