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Background and Methodology

Background

• As a joint research initiative between the 
Incentive Research Foundation and Insperity, 
this study was designed to provide insights 
about effective Total Rewards strategies and 
the distinctive approaches of top performing 
companies.

• This report summarizes findings from data 

collected in May and June 2024.

Objective

• Explore the impact of Total Rewards 
strategies on key business outcomes to 
identify best practices.

Approach

• An online survey of 1,200 HR and Sales 
executives was conducted from May 6-June 
19, 2024, by Qlarity, an unbiased third-party 
market research firm.

• The data are analyzed using the 95% 
confidence interval, with a 2.8% margin of 
error.
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Why Total Rewards?

Provide additional 

context for 

non-cash reward 

& recognition

Identify best 

practices & 

benchmarking for 

program designers

Expand reach 

of IRF 

thought 

leadership

Understand key 

levers correlated 

with business 

outcomes
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Identifying Top-Performing Companies

• All survey respondents were asked a series of seven questions 
regarding the general performance level of their organization in the 
following areas:

Recruiting and retaining top talent

Acquiring and retaining customers

Overall performance against KPIs

• Cluster analysis identified a segment of respondents whose 
businesses are performing strongly across these seven indicators

These respondents represent 50% of the total respondent base

They are hereafter labeled as “Top Performers” for the purposes 
of comparing their Total Rewards strategies and tactics to their 
standard-performing counterparts

Top 
Performing

50%

Standard 
Performing

50%
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Seven performance questions distinguish “top-performing companies”

12%

15%

8%

13%

35%

44%

35%

59%

KPIs:
Banner year, over-performing against

expectations

Hiring Talent:
We are an employer of choice;

candidates actively seek to find a
position in our organization

Retaining customers:
Less challenging than typical

Acquiring new customers:
Better than typical

Identifying Top-Performing Companies

10%

8%

38%

59%

55%

67%

Recruiting talent:
Better than typical

Retaining talent:
Less challenging than typical

Employee value proposition (EVP) in
place:

Yes, used consistently with
prospective and current employees

Top Performing Standard Performing

Q1-Q6
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The individual components of Total Rewards packages are similar for Top and Standard performing 
companies

83%

76%

75%

70%

62%

55%

27%

87%

78%

77%

64%

69%

59%

27%

Health Benefits

Base Compensation

Sales commission

Supplemental insurance

Bonuses

401(k) matching

Stock awards

Q10: Which of the elements below is part of your total benefits package for your employees? Please select all that apply.

70%

68%

51%

35%

30%

24%

22%

15%

12%

67%

60%

59%

31%

31%

26%

24%

16%

14%

Employee/sales recognition

Employee well-being

Non-cash rewards

Investment in Professional
Development

Anniversary recognition

Parental leave

PTO

Dependent care

Tuition reimbursement

Top Performing Standard Performing

Total Rewards Mix
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Top-Performing companies more consistently communicate the total rewards package to 
employees

31%

50%
45%

22%

39%
31%

During the recruiting process During employee onboarding During employment (e.g., during
annual review)

Top Performing Standard Performing

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

16%

36%

49%

42%

28%

17%

7% 5%

Top Performing Standard
Performing

All Three*

Two

One

None

# of Communications 

about Total Rewards

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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A more mature company culture is more common among Top Performers, who place a heavier 
emphasis on their people

10%11%

17%19%

16%10%

17%

12%

28%

25%

11%

23%

Standard PerformingTop Performing

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.

Q9r3: Company Culture - Please provide your assessment of your organization’s current level of maturity on the following items.

51%
43%

Top Performing Standard Performing

Company Culture Maturity 
(Excellent)
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Similarly, Top Performers have a more mature talent strategy and assess talent readiness and 
engagement more positively

28%

32%

24%

31%

39%

42%

38%

39%

Our employees are engaged and
performing at a high level

Our HR efforts are tied directly to our
key business strategies and outcomes

Our talent is able to rapidly and
effectively deploy against new strategies

and priorities

Our talent has the skills needed to
deliver business results

Top Performing Standard Performing

Talent Readiness by Segment

Q8: For each of the following, please indicate how well the statement describes your organization. (Top Box Rating, 5-point scale)

Q9r1: Talent Strategy - Please provide your assessment of your organization’s current level of maturity on the following items.

44%

24%

Top Performing Standard Performing

Talent Strategy Maturity 
(Excellent)
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Top Performers allow each department to budget for non-cash rewards and are more likely than 
others to use gift cards and trips

5%

10%

18%

30%

37%

6%

7%

16%

23%

49%

Per-employee dollar amount (among
expected winners)

Per-employee dollar amount (among
all employees)

Percent of payroll

Percent of total compensation

Each department determines their
own

Budgeting Approach for 
Non-Cash Rewards
(Among all employees)

Top Performing Standard Performing

33%

56%

64%

61%

40%

58%

64%

70%

Trips

Award points

Merchandise/gifts

Gift cards

Non-Cash Rewards Used
(Among all employees)

Top Performing Standard Performing

Q13: How does your organization budget the annual spending on non-cash reward and recognition?

Q14_3: Which of the following do you use as non-cash rewards for your employees? Select all that apply.
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Top Performers reward fewer employees, but with richer rewards, and use about the same allocated 
budget as others 

35%

35%

31%

30%

Sales employees receiving non-
cash reward

Employees receiving non-cash
reward

Non-Cash Reward Allocation

Top Performing Standard Performing

36%

Percent of Annual Non-Cash 
Rewards Budget Used

Q14_2 & Q17_2: What is the per-employee dollar amount used?

Q14_4 & Q17_4: What percent of your organization’s [sales] employees receive a non-cash reward during an average year?

Q18_1: Thinking about your total rewards budget, what percentage of your budgeted non-cash rewards was actually used in 2023?

Per Employee 

Reward

$1500

$915

$1500

$820

Top Performing Standard Performing

38%
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Key Findings

Total Rewards Best Practices Primary Impact of Total Rewards Components

Base 

compensation

Variable 

compensation
Other benefits

Non-cash 

rewards and 

recognition

Recruiting ✓

Employee 

Retention ✓ ✓

Company 

Culture ✓

Employee 

Performance ✓ ✓

Business Results ✓

Consistent communication about 

Total Rewards in recruiting, onboarding, 

annual reviews
1

Foster a culture that emphasizes people2

Target rewards to reinforce behaviors that 

drive business outcomes in a mature Talent 

Strategy
3
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Base compensation is crucial for recruiting and retention, while variable compensation is used to 
impact employee performance

38%

31%

12%
6%

11%

3%

38%

27%

12%
7%

12%

5%

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Base Compensation & Wages Impact

17%

19%

18%

12%26%

7%

13%

19%

16%

11%33%

8%

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Variable Compensation Impact

Top Performing Standard Performing

Q19: At your organization, which business outcome is most impacted by each listed aspect of the total reward strategy?
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Benefits impact retention and culture, while non-cash rewards drive performance and results

12%

30%

15%

23%

15%

7%

13%

24%

17%

23%

13%

10%

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Other Benefits (Health Insurance, PTO, 
Wellbeing, etc.) Impact

5%

13%

18%

15%

26%

23% 6%

15%

17%

17%

22%

23%

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Non-cash Rewards & Recognition Impact

Q19: At your organization, which business outcome is most impacted by each listed aspect of the total reward strategy?

Top Performing Standard Performing
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Thank you
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Total Rewards by Industry
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Manufacturing has the smallest proportion of Top Performers while Health and Professional 
Services companies are strong

57% 56%
53%

48% 48%

41%
44% 44%

47%
53% 53%

60%

Professional Services Health Retail Finance Technology Manufacturing

Top Performing Standard Performing

Segment by Industry
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Most industries communicate Total Rewards during employee onboarding, Health and Technology 
companies also communicate during recruiting and annual reviews

21%

33%
25% 24%

33%
24%

48% 45% 41% 44% 41%
49%

33%

47%
38% 34%

46%

32%

Professional Services Health Retail Finance Technology Manufacturing

During the recruiting process During employee onboarding During employment (e.g., during annual review)

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package
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Communication about Total Rewards to employees is more frequent in the Health and Technology 
industries

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

25% 20%

33%
25% 25% 29%

55%

44%

39% 52%
39%

44%

16%

28%
19%

22%

29%
23%

5% 9% 9%
2%

8% 5%

Professional Services Health Retail Finance Technology Manufacturing

All Three*

Two

One

None

# of Communications 

about Total Rewards

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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A people-centered culture is generally shared across industries, although companies in the Retail 
industry emphasize people to a lesser degree than the others

11%9%8%11%11%14%

15%17%21%19%20%
19%

12%15%
14%12%

15%12%

18%15%
16%16%12%14%

28%26%
27%32%

25%23%

18%20%16%12%
19%20%

ManufacturingTechnologyFinanceRetailHealthProfessional Services

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.
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The Finance industry is more likely to use base compensation to recruit; Finance and Retail use 
variable compensation to impact performance

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Base Compensation & Wages Impact

Professional Services Health

Retail Finance

Technology Manufacturing

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Variable Compensation Impact

Professional Services Health

Retail Finance

Technology Manufacturing

Q19: At your organization, which business outcome is most impacted by each listed aspect of the total reward strategy?
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Industries vary in how they use non-cash rewards, some use them to impact results, others use 
them to impact performance

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Other Benefits (Health Insurance, PTO, 
Wellbeing, etc.) Impact

Professional Services Health

Retail Finance

Technology Manufacturing

Recruiting

Employee
retention

Employee
engagement

Company culture

Employee
performance

Business results

Non-cash Rewards & Recognition Impact

Professional Services Health

Retail Finance

Technology Manufacturing

Q19: At your organization, which business outcome is most impacted by each listed aspect of the total reward strategy?
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28%

58%

41%

10%

36%

22%

During the recruiting process During employee onboarding During employment (e.g., during
annual review)

Top Performing Standard Performing

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

11%

43%

60%

48%

21%

8%8%
1%

Top Performing Standard
Performing

All Three*

Two

One

None

# of Communications 

about Total Rewards

Professional Services Industry

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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11%
16%

18%
19%

18%6%

21%

8%

22%

23%

9%

28%

Standard PerformingTop Performing

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.

Q9r3: Company Culture - Please provide your assessment of your organization’s current level of maturity on the following items.

54%
44%

Top Performing Standard Performing

Company Culture Maturity 
(Excellent)

Professional Services Industry
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Professional Services Industry

39%

34%

20%

5%

3%

26%

33%

24%

14%

3%

Each department determines
their own

Percent of total compensation

Percent of payroll

Per-employee dollar amount
(among all employees)

Per-employee dollar amount
(among expected winners)

Budgeting Approach for 
Non-Cash Rewards

Q13: How does your organization budget the annual spending on non-cash reward and recognition?

Q14_3: Which of the following do you use as non-cash rewards for your employees? Select all that apply.

36%

66%

69%

63%

43%

77%

70%

78%

Trips

Award points

Merchandise/gifts

Gift cards

All Employees: Non-Cash Rewards Used 
by Segment

60%

68%

56%

72%

44%

72%

72%

70%

Trips

Award points

Merchandise/gifts

Gift cards

Sales Employees: Non-Cash Rewards 
Used by Segment

Top Performing Standard Performing
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Professional Services Industry

36%

Percent of Annual Non-Cash Rewards 
Budget Used

38%

36%

45%

45%

Sales employees receiving non-
cash reward

Employees receiving non-cash
reward

Non-Cash Reward Allocation

Top Performing Standard Performing

Q14_2 & Q17_2: What is the per-employee dollar amount used?

Q14_4 & Q17_4: What percent of your organization’s [sales] employees receive a non-cash reward during an average year?

Q18_1: Thinking about your total rewards budget, what percentage of your budgeted non-cash rewards was actually used in 2023?

Per Employee 

Reward

$2215

$1500

$1800

$2800

Top Performing Standard Performing

35%
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36%
46%

59%

30%

43%
32%

During the recruiting process During employee onboarding During employment (e.g., during
annual review)

Top Performing Standard Performing

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

9%

34%

50%

35%

32%
23%

9% 8%

Top Performing Standard
Performing

All Three*

Two

One

None

# of Communications 

about Total Rewards

Health Industry

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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15%
8%

14%24%

18%12%

15%
9%

25%

24%

14%
23%

Standard PerformingTop Performing

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.

Q9r3: Company Culture - Please provide your assessment of your organization’s current level of maturity on the following items.

46%
41%

Top Performing Standard Performing

Company Culture Maturity 
(Excellent)

Health Industry
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Health Industry

27%

57%

70%

55%

38%

54%

64%

68%

Trips

Award points

Merchandise/gifts

Gift cards

All Employees: Non-Cash Rewards Used 
by Segment

39%

54%

56%

61%

36%

59%

65%

61%

Trips

Award points

Merchandise/gifts

Gift cards

Sales Employees: Non-Cash Rewards 
Used by Segment

Top Performing Standard Performing

55%

22%

14%

5%

5%

39%

29%

16%

9%

7%

Each department determines
their own

Percent of total compensation

Percent of payroll

Per-employee dollar amount
(among all employees)

Per-employee dollar amount
(among expected winners)

Budgeting Approach for 
Non-Cash Rewards

Q13: How does your organization budget the annual spending on non-cash reward and recognition?

Q14_3: Which of the following do you use as non-cash rewards for your employees? Select all that apply.
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32%

Percent of Annual Non-Cash Rewards 
Budget Used

Health Industry

30%

30%

30%

28%

Sales employees receiving non-
cash reward

Employees receiving non-cash
reward

Non-Cash Reward Allocation

Q14_2 & Q17_2: What is the per-employee dollar amount used?

Q14_4 & Q17_4: What percent of your organization’s [sales] employees receive a non-cash reward during an average year?

Q18_1: Thinking about your total rewards budget, what percentage of your budgeted non-cash rewards was actually used in 2023?

Per Employee 

Reward

$2900

$300

$3095

$810

42%

Top Performing Standard Performing
Top Performing Standard Performing



31

25%

44% 47%

26%
37%

28%

During the recruiting process During employee onboarding During employment (e.g., during
annual review)

Top Performing Standard Performing

Q11: How would you describe your communication of the total rewards package to your employees?  (Top 

Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

26%

40%

41%

37%

24%
14%

9% 9%

Top Performing Standard
Performing

All Three*

Two

One

None

# of Communications 

about Total Rewards

Retail Industry

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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13%
8%

17%
20%

15%
9%

17%

14%

32%

32%

6%
16%

Standard PerformingTop Performing

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.

Q9r3: Company Culture - Please provide your assessment of your organization’s current level of maturity on the following items.

54%

34%

Company Culture Maturity 
(Excellent)

Retail Industry

Top Performing Standard Performing
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Retail Industry

27%

57%

67%

71%

32%

52%

67%

68%

Trips

Award points

Merchandise/gifts

Gift cards

All Employees: Non-Cash Rewards Used 
by Segment

29%

54%

71%

73%

29%

58%

64%

68%

Trips

Award points

Merchandise/gifts

Gift cards

Sales Employees: Non-Cash Rewards 
Used by Segment

46%

18%

20%

9%

7%

29%

35%

20%

12%

4%

Each department determines
their own

Percent of total compensation

Percent of payroll

Per-employee dollar amount
(among all employees)

Per-employee dollar amount
(among expected winners)

Budgeting Approach for 
Non-Cash Rewards

Q13: How does your organization budget the annual spending on non-cash reward and recognition?

Q14_3: Which of the following do you use as non-cash rewards for your employees? Select all that apply.

Top Performing Standard Performing
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Retail Industry

40%

Percent of Annual Non-Cash Rewards 
Budget Used

35%

35%

40%

36%

Sales employees receiving non-
cash reward

Employees receiving non-cash
reward

Non-Cash Reward Allocation

Top Performing Standard Performing

Q14_2 & Q17_2: What is the per-employee dollar amount used?

Q14_4 & Q17_4: What percent of your organization’s [sales] employees receive a non-cash reward during an average year?

Q18_1: Thinking about your total rewards budget, what percentage of your budgeted non-cash rewards was actually used in 2023?

Per Employee 

Reward

$100

$35

$100

$450

38%

Top Performing Standard Performing
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26%

52%

38%

22%

37%
30%

During the recruiting process During employee onboarding During employment (e.g., during
annual review)

Top Performing Standard Performing

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

16%

32%

55%

49%

27%
17%

2% 2%

Top Performing Standard
Performing

All Three*

Two

One

None

# of Communications 

about Total Rewards

Finance Industry

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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8%7%

18%23%

13%
15%

18%
13%

32%
21%

10%
21%

Standard PerformingTop Performing

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.

Q9r3: Company Culture - Please provide your assessment of your organization’s current level of maturity on the following items.

37%
45%

Company Culture Maturity 
(Excellent)

Finance Industry

Top Performing Standard Performing
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Finance Industry

34%

66%

59%

67%

39%

62%

71%

71%

Trips

Award points

Merchandise/gifts

Gift cards

All Employees: Non-Cash Rewards Used 
by Segment

41%

64%

60%

63%

45%

61%

72%

57%

Trips

Award points

Merchandise/gifts

Gift cards

Sales Employees: Non-Cash Rewards 
Used by Segment

54%

17%

13%

12%

4%

43%

27%

16%

7%

7%

Each department determines
their own

Percent of total compensation

Percent of payroll

Per-employee dollar amount
(among all employees)

Per-employee dollar amount
(among expected winners)

Budgeting Approach for 
Non-Cash Rewards

Q13: How does your organization budget the annual spending on non-cash reward and recognition?

Q14_3: Which of the following do you use as non-cash rewards for your employees? Select all that apply.

Top Performing Standard Performing
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Finance Industry

32%

Percent of Annual Non-Cash Rewards 
Budget Used

30%

30%

27%

30%

Sales employees receiving non-
cash reward

Employees receiving non-cash
reward

Non-Cash Reward Allocation

Q14_2 & Q17_2: What is the per-employee dollar amount used?

Q14_4 & Q17_4: What percent of your organization’s [sales] employees receive a non-cash reward during an average year?

Q18_1: Thinking about your total rewards budget, what percentage of your budgeted non-cash rewards was actually used in 2023?

Per Employee 

Reward

$2000

$2750

$2250

$500

42%

Top Performing Standard Performing
Top Performing Standard Performing
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41%
46% 50%

26%

43% 42%

During the recruiting process During employee onboarding During employment (e.g., during
annual review)

Top Performing Standard Performing

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

17%

32%

40%

37%

35%

24%

8% 7%

Top Performing Standard
Performing

All Three*

Two

One

None

# of Communications 

about Total Rewards

Technology Industry

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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9%9%

17%17%

18%
11%

16%

13%

26%

25%

14%
25%

Standard PerformingTop Performing

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.

Q9r3: Company Culture - Please provide your assessment of your organization’s current level of maturity on the following items.

54%
45%

Company Culture Maturity 
(Excellent)

Technology Industry

Top Performing Standard Performing
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Technology Industry

39%

52%

59%

51%

42%

52%

54%

65%

Trips

Award points

Merchandise/gifts

Gift cards

All Employees: Non-Cash Rewards Used 
by Segment

40%

48%

53%

62%

44%

51%

59%

61%

Trips

Award points

Merchandise/gifts

Gift cards

Sales Employees: Non-Cash Rewards 
Used by Segment

52%

19%

16%

10%

3%

9%

26%

15%

8%

2%

Each department determines
their own

Percent of total compensation

Percent of payroll

Per-employee dollar amount
(among all employees)

Per-employee dollar amount
(among expected winners)

Budgeting Approach for 
Non-Cash Rewards

Q13: How does your organization budget the annual spending on non-cash reward and recognition?

Q14_3: Which of the following do you use as non-cash rewards for your employees? Select all that apply.

Top Performing Standard Performing
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Technology Industry

39%

Percent of Annual Non-Cash Rewards 
Budget Used

40%

40%

28%

24%

Sales employees receiving non-
cash reward

Employees receiving non-cash
reward

Non-Cash Reward Allocation

Q14_2 & Q17_2: What is the per-employee dollar amount used?

Q14_4 & Q17_4: What percent of your organization’s [sales] employees receive a non-cash reward during an average year?

Q18_1: Thinking about your total rewards budget, what percentage of your budgeted non-cash rewards was actually used in 2023?

Per Employee 

Reward

$1450

$1850

$411

$850

43%

Top Performing Standard Performing
Top Performing Standard Performing
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27%

57%

35%

21%

44%

29%

During the recruiting process During employee onboarding During employment (e.g., during
annual review)

Top Performing Standard Performing

Q11: How would you describe your communication of the total rewards package to your employees?  

(Top Box Rating: This describes my organization well)

Communication of Total Rewards Strategy & Package

21%

34%

43%

45%

32%

16%

4% 6%

Top Performing Standard
Performing

All Three*

Two

One

None

# of Communications 

about Total Rewards

Manufacturing Industry

* “All Three” indicates Total Rewards were communicated to employees 

during recruiting, onboarding, and during annual reviews.
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8%
14%

17%
11%

16%
5%

18%

17%

29%

27%

13%

26%

Standard PerformingTop Performing

Emphasize Results or People

Emphasize People

+2

+1

-1

-2

Emphasize Results

Q7: For each of the following, please indicate your best assessment of where your organization falls.

Q9r3: Company Culture - Please provide your assessment of your organization’s current level of maturity on the following items.

60%

46%

Company Culture Maturity 
(Excellent)

Manufacturing Industry

Top Performing Standard Performing
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Manufacturing Industry

35%

43%

62%

61%

48%

52%

58%

70%

Trips

Award points

Merchandise/gifts

Gift cards

All Employees: Non-Cash Rewards Used 
by Segment

35%

51%

59%

55%

48%

48%

68%

69%

Trips

Award points

Merchandise/gifts

Gift cards

Sales Employees: Non-Cash Rewards 
Used by Segment

53%

24%

8%

3%

13%

34%

31%

20%

9%

4%

Each department determines
their own

Percent of total compensation

Percent of payroll

Per-employee dollar amount
(among all employees)

Per-employee dollar amount
(among expected winners)

Budgeting Approach for 
Non-Cash Rewards

Q13: How does your organization budget the annual spending on non-cash reward and recognition?

Q14_3: Which of the following do you use as non-cash rewards for your employees? Select all that apply.

Top Performing Standard Performing
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Manufacturing Industry

37%

Percent of Annual Non-Cash Rewards 
Budget Used

40%

35%

30%

25%

Sales employees receiving non-
cash reward

Employees receiving non-cash
reward

Non-Cash Reward Allocation

Q14_2 & Q17_2: What is the per-employee dollar amount used?

Q14_4 & Q17_4: What percent of your organization’s [sales] employees receive a non-cash reward during an average year?

Q18_1: Thinking about your total rewards budget, what percentage of your budgeted non-cash rewards was actually used in 2023?

Per Employee 

Reward

$600

$105

$750

$475

40%

Top Performing Standard Performing
Top Performing Standard Performing
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Additional Findings
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Respondent Profile

Top Performing 

(n=602) (A)

Standard Performing 

(n=598) (B)

Number of employees

5 to 49 employees 7% 10%

50 to 149 employees 19% B 13%

150 to 499 employees 14% 16%

500 to 999 employees 14% 17%

1000 to 2499 employees 15% 15%

2500 to 4999 employees 15% 15%

5000+ employees 16% 14%

Industry

Professional Services 19% B 15%

Health 19% 15%

Retail 18% 16%

Finance 16% 18%

Technology 16% 18%

Manufacturing 14% 20% A

Top Performing 

(n=602) (A)

Standard Performing 

(n=598) (B)

Age

Millennials 68% 67%

Generation X 31% 29%

Baby Boomers 1% 4% A

Job function

Sales 49% 51%

HR 51% 49%

Job level

Individual contributor 10% 16% A

Supervisor/Manager/Director 63% B 56%

Executive 28% 28%

Letters indicate a statistically significant difference between columns at the 

95% confidence level.
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19%

11%

24%

15%

17%

10%

11%

10%

19%

23%

16%

23%

18%

20%

19%

17%

9%

13%

8%

12%

11%

15%

10%

16%

7%

13%

7%

12%

9%

14%

12%

17%

21%

26%

18%

21%

21%

24%

25%

28%

26%

15%

27%

18%

25%

17%

23%

11%

Top Performing

Standard Performing

Top Performing

Standard Performing

Top Performing

Standard Performing

Top Performing

Standard Performing

Company is More Focused On

-3 -2 -1 +1 +2 +3

Culture

Execution Collaboration

Efficiency Service

Productivity Engagement

Emphasize Results Emphasize People

Q7: For each of the following, please indicate your best assessment of where your organization falls.
Letters indicate a statistically significant difference between groups at the 

95% confidence level.

A

B B

A A

A

B B

A A

B B

A A

B

A A

Top Performing (n=602) (A)

Standard Performing (n=598) (B)
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Organizational Performance

23%

12%

35%

48%

45%

50%

29%

44%

15%

Total Top Performing Standard
Performing

Employer of choice;
candidates actively seek
to find a position in our
organization

Fairly competitive, but
candidates seem
interested in working
here

Highly competitive; have
to act quickly and make
"rich" offers

Q1: Which of the following best describes your 

organization’s experience when hiring talent?

Q2: Which of the following best describes your 

organization’s recent experience recruiting talent?

19%

3%

34%

47%

39%

56%

34%

59%

10%

Total Top Performing Standard
Performing

Better than is typical

Typical experience

More challenged than is
typical

Letters indicate a statistically significant difference between groups at the 

95% confidence level.

Top Performing (n=602) (A)

Standard Performing (n=598) (B)

A

B

A

B

A
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Organizational Performance

22%

4%

40%

47%

41%

53%

32%

55%

8%

Total Top Performing Standard
Performing

Better than is typical

Typical experience

More challenged than is
typical

Q3: Which of the following best describes your 

organization’s recent experience retaining talent?

Q4: Which best describes your organization’s recent 

experience acquiring new customers?

19%

3%

36%

45%

39%

51%

36%

59%

13%

Total Top Performing Standard
Performing

Better than is typical

Typical experience

More challenged than is
typical

Letters indicate a statistically significant difference between groups at the 

95% confidence level.

A

B

A

B

A
A

Top Performing (n=602) (A)

Standard Performing (n=598) (B)
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Organizational Performance

20%

7%

34%

58%

58%

58%

22%

35%

8%

Total Top Performing Standard
Performing

Better than is typical

Typical experience

More challenged than is
typical

Q5: Which of the following best describes your 

recent experience retaining customers?

Q6: Which best describes your organization’s recent 

experience against key performance goals? 

11% 9% 13%

41%

26%

57%

24%

29%

19%

24%

35%

12%

Total Top Performing Standard
Performing

Having a banner year

Steady against our goals

We can rally

Likely to fall short

Letters indicate a statistically significant difference between groups at the 

95% confidence level.

A

B B

A

B

Top Performing (n=602) (A)

Standard Performing (n=598) (B)
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Organizational Performance

9% 5%
14%

38%

28%

49%

53%

67%

38%

Total Top Performing Standard
Performing

Have EVP and it is used
consistently

Have EVP, but not
formalized or shared
consistently

Do not have an EVP

Q4_1: Does your organization have an employee value proposition (EVP) in place, articulating the 

values, culture, support, and rewards employees can expect during their annual reviews with you?

Letters indicate a statistically significant difference between groups at the 

95% confidence level.

A

B

A

Top Performing (n=602) (A)

Standard Performing (n=598) (B)
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Talent Readiness

1% 1%
4% 2% 6%

18%
15%

20%

43%
42%

43%

35% 39%
31%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

5 - Describes it well

4

3

2

1 - Not at all

Q8r1: Please indicate how well the statement describes 

your organization: Our talent has the skills needed to 

deliver business results

Q8r2: Please indicate how well the statement describes your 

organization: Our talent is able to rapidly and effectively 

deploy against new strategies and priorities

5% 3% 6%

20%
15%

24%

44%
43%

46%

31%
38%

24%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

5 - Describes it well

4

3

2

1 - Not at all

Letters indicate a statistically significant difference between columns at the 

95% confidence level.

B

A

A

B

A

A
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Talent Readiness

Q8r3: Please indicate how well the statement describes 

your organization: Our HR efforts are tied directly to our 

key business strategies and outcomes

Q8r4: Please indicate how well the statement describes your 

organization: Our employees are engaged and performing 

at a high level

1% 2%
6% 4% 7%

19%
16%

23%

37%
37%

37%

37% 42%
32%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

5 - Describes it well

4

3

2

1 - Not at all

4% 3% 4%

21%
16%

25%

41%
41%

42%

34% 39%
28%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

5 - Describes it well

4

3

2

1 - Not at all

B

A

A

B

A

Letters indicate a statistically significant difference between columns at the 

95% confidence level.
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Level of Maturity

11% 6%
16%

55%

50%

60%

34%
44%

24%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

Excellent

Good

Needs improvement

Q9r1: Please provide your assessment of your 

organization’s current level of maturity on: Talent Strategy

Q9r2: Please provide your assessment of your organization’s 

current level of maturity on: Total Rewards

20% 17%
23%

37%
37%

38%

43% 46%
40%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

Excellent

Good

Needs improvement

Letters indicate a statistically significant difference between columns at the 

95% confidence level.

B

A

A

B

A
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Level of Maturity

Q9r3: Please provide your assessment of your 

organization’s current level of maturity on: Company 

Culture

Q9r4: Please provide your assessment of your organization’s 

current level of maturity on: Employee Engagement

Letters indicate a statistically significant difference between columns at the 

95% confidence level.

16% 13%
19%

38%
36%

39%

47% 51%
43%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

Excellent

Good

Needs improvement

14% 12%
17%

45%
43%

48%

41% 46%
35%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

Excellent

Good

Needs improvement

B

A

B

A
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Level of Maturity

11% 7%
15%

47%
44%

50%

42%
49%

35%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

Excellent

Good

Needs improvement

Q9r5: Please provide your assessment of your 

organization’s current level of maturity on: Business 

Results

Letters indicate a statistically significant difference between columns at the 

95% confidence level.

B

A

A
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Communication

1% 1%3% 2% 4%

21%
18%

24%

49%
50%

48%

27% 31%
22%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

5 - Describes it well

4

3

2

1 - Not at all

Q11r1: How would you describe your communication of the 

total rewards package to your employees? During the 

recruiting process

Q11r2: How would you describe your communication of the 

total rewards package to your employees? During employee 

onboarding

Letters indicate a statistically significant difference between columns at the 

95% confidence level.

B

A

A
0% 0%

4% 3% 5%

9% 17%
20%

33%
30%

35%

45% 50%
39%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

5 - Describes it well

4

3

2

1 - Not at all

B

A
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Communication

Q11r3: How would you describe your communication of the 

total rewards package to your employees? During annual 

reviews (e.g., during annual review)

Letters indicate a statistically significant difference between columns at the 

95% confidence level.

1% 1%3% 2% 4%

15%
13%

18%

43%
40%

46%

38%
45%

31%

Total
(n=1200)

Top Performing
(n=602)

A

Standard
Performing

(n=598)
B

5 - Describes it well

4

3

2

1 - Not at all

B

A

A

A
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Compensation Components

Q12: Of your average employee’s total compensation, 

what percent is…? 

Q15: Of your average salesperson’s total compensation, 

what percent is…? 

15%

20%

65%

13%

20%

67%

Other Benefits

Variable Compensation

Base Compensation

Top Performing
(n=582)
A

Standard Performing
(n=534)
B

17%

30%

53%

14%

25%

60%

Other Benefits

Variable Compensation

Base Compensation

Top Performing
(n=572)
A

Standard Performing
(n=547)
B

B

A

A

Letters indicate a statistically significant difference between groups at the 

95% confidence level.
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Non-Cash Rewards

Letters indicate a statistically significant difference between groups at the 

95% confidence level.

Q14_1: What is the percentage used for this calculation? 

Annual spending on non-cash reward and recognition 

calculated as a percent of payroll/total compensation

Q13: How does your sales organization budget the annual 

spending on non-cash reward and recognition? 

5%

10%

18%

30%

37%

6%

7%

16%

23%

49%

Per-employee dollar amount
(among expected winners)

Per-employee dollar amount
(among all employees)

Percent of payroll

Percent of total compensation

Each department determines
their own

Top Performing
(n=582)
A

Standard Performing
(n=534)
B

25%

20%

Percent used in budgeting

Top Performing
(n=222)
A

Standard Performing
(n=257)
B

A

B

A
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Sales Organization: Non-Cash Rewards

Q16: How does your sales organization budget the annual 

spending on non-cash reward and recognition? 

Q17_1: What is the percentage used for this calculation? 

Sales organization’s annual spending on non-cash 

reward and recognition calculated as a percent of 

payroll/total compensation

Letters indicate a statistically significant difference between groups at the 

95% confidence level.

6%

10%

17%

29%

39%

6%

7%

14%

22%

52%

Per-employee dollar amount
(among expected winners)

Per-employee dollar amount
(among all employees)

Percent of payroll

Percent of total compensation

Each department determines
their own

Top Performing
(n=572)
A

Standard Performing
(n=547)
B

20%

20%

Percent used in budgeting

Top Performing
(n=203)
A

Standard Performing
(n=246)
B

A

B
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Sales Organization: Non-Cash Rewards

Q17_3: Which of the following do you use as non-cash 

rewards for your sales employees? Select all that apply.

40%

56%

59%

64%

41%

59%

67%

64%

Trips

Award points

Merchandise/gifts

Gift cards

Non-Cash Rewards Used

Top Performing
(n=572)
A

Standard Performing
(n=547)
B

Letters indicate a statistically significant difference between groups at the 

95% confidence level.

B
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