paying your staff?

I frequently hear
people working without
bonuses claim they are
doing their best, and
they mean it too.

But offer them incen-
tives, and something
happens to them.

Professional
motivators call this
“latent energy”.

Suddenly, performance soars, and
they are working at their new “best”.

If performance-based pay is insult-
ing, then what is it that attracts so many
of us to incentives?

What would happen if we stopped
paying bonuses to high performers?

Can all employers pay salaries high
enough to compensate for wiping com-
missions? With respect to setting staff
competing with each other in, say, a
sales competition, a spirit of friendly
competition within a culture of co-

THE SOAPBOX

factors including incen-
tives.

Yes, there are pitfalls
if we do not understand
the Dos and Don’ts, so
here are just a few to
consider:
® Do consult with staff
when setting targets,
agreeing on what is
achievable.

B Do provide tools to
help staff achieve, including training.

B Do pay commissions frequently.
Monthly keeps the team focused and
enthused.

B Don’t allow late commission report-
ing or payment.

B Don’t change targets during the year.
“Shifting goal posts” drains the life out
of people.

B Don’t cap commissions.

If staff earn more than their mana-
gers, it’s good for the company and
retains high performers.



